September 23, 1922 


THANKS TO THE MARVELOUS DYEING 
QUALITIES OF RAINBOW KID, THE NEW 
LEATHER WITH THE SOFTNESS OF KID 
AND THE FIRMNESS OF CALF, THE FOX 
SPRING LINE PRESENTS AN ARRAY OF 
COLOR EXTRAORDINARY TO THE MOST 
EXPERIENCED OF SHOE MEN. 


FOX 


DAINTY, SUAVE LINES — PURE, EXQUIS- 
ITE FORM— THESE THINGS HAVE? AL- 
WAYS BEEN TRUEQOF, FOX SLIPPERS, 
PUMPS AND OXFORDS. 





AND NOW TO FOX FOOTERY !S ADDED 
THE GLORY OF RAINBOW KID. 
4 


HUES OF THESSKY ARE COMBINED WITH 
MAN’S HANDICRAFT. ‘ 


y 


THE MERCHANT WHO DISPLAYS JHE 
SPRING FOX FOOTERY WILL ENJOY AN 
UNPRECEDENTED ADVANTAGE IN 
FASHIONABLE SHOE SELLING. 


CHAS. K. FOX, INC. 


HAVERHILL $3 ae 88 MASS. 
? 


Boston: 54 Lincoln Street 
New York; Marbridge Bldg., Broadway and 34th Street, Rm. 632 
Chicago: Great Northern Building 


wil 
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STYLE NO. 423 


Gun Metal Calf Oxford—Goodyear Welt 
8/8 Wingfoot Rubber Heel—Widths A to D 


Price $4.00 


Send for new Fall stock catalog 


Boston Office—183 Essex Street 
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The new color that 
will tone up your 
combinations 


It is a light, delicate color that will add Style 
to those dainty combinations that your cus- 
tomers like. 


Get acquainted with it. Let us send you 
samples of our new color. Specify STANDARD 
KID in FAWN or any of the following colors: 


HAVANA BROWN 
WHITE 
GOLDEN BROWN 
GRAY 
CAMEL 


THE STANDARD KID CO. 
BOSTON, MASS. 


STANDARD 


K i D Branches in New York, Philadelphia, Cincinnati, 


GUARANTEED SELECTIONS Chicago, St. Louis 
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Our Latest Fall Colors 


Bright As A Sunbeam 
Mellow As Moonlight 


ACE BROWN 


A new medium brown 
Boarded 


ACE LYNNWOOD 


A new and slightly darker brown 
Smooth and Boarded 


J. S. BARNET & SONS, Inc. 


Tanneries Salesrooms, 75 South St. 
LYNN, MASS., U.S. A. BOSTON, MASS., U.S. A. 





CABLE ADDRESS “TENRAB” 


‘Maintains a Sta = + f , 
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High Grade Oxfords 


For Well Dressed Young Women 


Stocked under the following Brands: 


JOHN FOSTER— KEWPIE TWINS— PLAIN 


Reg. U. S. Pat. Off. Reg. U.S. Pat. Off. 








Style 548 Style 948 Style 550 Style 555 Style 950 
SPECIFICATIONS 
Choice Upper Leathers Snug Fitting Heel Seats 
Flint Stone Bend Outer. Soles Rubber (top lift) Heels 
Flexible Oak Inner Soles ‘“‘Red-Line-In” Linings 
Sole Leather Box Toes and Counters Genuine Goodyear Welts 











31548—Mahogany Eric Calf Golf Pattern Lace Oxford, Rubber Heel...........................24%-8. AA-D $3.60 
15548—Patent Leather Golf Pattern Lace Oxford, Rubber Heel................................2%-8. AA-D 3.85 
18948—Mahogany Calf Golf Pattern Lace Oxford, Rubber Heel................................24%-7. A-D 3.60 
17948—Black Calf Golf Pattern Lace Oxford, Rubber Heel...............................+...-24%-7. A-D 3.60 
14550—Nut Brown Calf, Full Quarter, Imt. S.T. Lace Oxford, Rubber Heel.....................24%-8. AA-D 3.60 
18550—Mahogany Calf, Full Quarter, Imt. S.T. Lace Oxford, Rubber Heel......................2%-8. AA-D 3.60 
17550—Black Calf, Full Quarter, Imt. S.T. Lace Oxford, Rubber Heel................. .2%-8. AA-D_ 3.60 
12555—Black Kid, Full Quarter, Cap Toe, Lace Oxford, Rubber Heel...........................24%-8. AA-D 3.85 
13555—Mahogany Kid, Full Quarter, Cap Toe, Lace Oxford, Rubber Heel.......................2%-8. AA-D 3.85 
14950—Nut Brown Calf, Full Quarter, Imt. S.T.Med., Lace Oxford, Rubber Heel................2%-7. A-D 3.60 
15950—Patent Full Quarter, Imt. S.T. Med., Lace Oxford, Rubber Heel........................ 24-7. A-D 3.85 
12950—Black Kid Full Quarter, Imt. S.T. Med., Lace Oxford, Rubber Heel. ..... ..............24%-7. A-D 33.85 
1395@—Mahogany Kid, Full Quarter,.Imt. $.T. Med., Lace Oxford, Rubber Heel. ..............2%-7. A-D_ 3.85 
In Stock Style Booklet on Request 
OF AMERICA 
MANUFACTURERS 
CARTHAGE - - MISSOURI 
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Everything You (an Ask For In ‘Patent Leather 


PROOF”’ 











“KICK 





NDURING brilliance—unusual 
pliability—toughness that with- 
stands shoe making strains—and— 
comfort extraordinary in a shiny 


leather. That is DONKEY COLT. 


TO el ee a: Z 


SOOT 4 
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Long a favorite with famous mak- 
ers of style shoes—not alone for its 
beauty, but especially for the service 
it gives customers who demand qual- 
ity at moderate price. 


TOLMAN, DOW AND CO., Inc. 


























FF et et tall oe lll a ttl 


. F 
174 Lincoln Street BOSTON, MASS. 
i 
ROCHESTER, N. Y. CINCINNATI, OHIO GREATER N. Y. ST. LOUIS, MO. 
Vr. Charles L. Kirk Mohr-Holters Sales Co. New Castle Leather Co. T.M. Fitzgerald €& Co. 
2 And. ews St. 202 E. 7th St. 100 Gold St. 1602 Locust St. 


ee eee 
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Thomas G. ‘Plant (ompany 


a 


made this smart model of 


DONKEY COLT 


STITT TTT ST 


/n all patent, nifty, 2-strap button, 
Trig last, welt, 15-8 Astor heel. 
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‘Those Good Looking Marion Shoes!”’ 


That's often heard in front of leading shoe stores. Marions 
have the elusive something which makes them attractive. It’s 
that right combination of last, leather and pattern which pulls 
customers into your store. Feature Marion Styles and make 
more money. 











GALLUN’S 
BLACK NORWEGIAN 


318 
COLOR 4 NORWEGIAN 


VARSITY LAST 
HEAVY 14 EDGE 
WINGFOOT HEEL 


$5.35 





IN STOCK 


be er A to D 














MARION SHOE CO. 
MARION, INDIANA 





SOT 

















— WESTERN QUALITY &® EASTERN STYLE = 
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Leather in a shoe serves a double 
duty—maintaining its original appearance 
and giving dependable service. 


Lotus and Velours fully meet 
these requirements. Careful tanning en- 


ables them to retain their original beauty 
and lustre, and also, they bear that hidden 


characteristic —-QUALIT Y—upon which 
successful performance depends. 


Leather is that element which 
lends character to all footwear— it’s service 


record spells your success. 


Lotus and Velours built into 
your shoes is assurance that you ate satis- 


fying the style and service demands of 


your customers. 





Pfister & Vogel Leather Co. 


MILWAUKEE - WISCONSIN 


























HONORBILT 
Shoes s forMen 
Martha 


Washington 
Shoes for Women. 








opens Your Door 


to a New anda 


Get all the facts on Cushion Shoes 


Send for your copy of the Mayer 
booklet “The Cushion Way to 
Greater Profits”. Not just a catalog, 
but a meaty, straightforward presen- 
tation of _ cushion sole: story— 
—_ to judge cushion construction 
—the sound reasons back of cushion 
shoe popularity—the permanency “4 
cushion shoe patronage. Be 
informed on this field for added 
profits. Send for the booklet NOW. 


Lasting Trade - - 


"TRADE goes where it is invited. Youcanex- 

tend to your trade no more urgent invita- 
tion than the strong appeal of that surpassing 
comfort found in Mayer Cushion-Sole Shoes. 


They are trade-builders, sure profit-makers 
because they develop casual buyers into 
permanent customers. You sell only the first 
pair to a customer. After that it’s a case 
of wrapping up “another pair just like these 
I have on”. 


Mayer Kwilted Cushion shoes for men and 
women include lasts that meet the decided 
approval of not only those whose activities 
keep them constantly afoot but also the great 
mass of buyers, a majority of whom persist- 
ently seek more comfortable footwear. 


Stock Mayer Kwilted Cushion shoes now— 
open the way to more repeat sales, more 
permanent trade, greater profits. 


F. MAYER BOOT & SHOE COMPANY 
MILWAUKEE WISCONSIN 
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TANNERIES OF THE BARNET LEATHER CO., INC. 
LITTLE FALLS. N. Y. 





BARNET LEATHER CO. me. 


81 FULTON STREET- - - NEW YORK 


New ENGLAND DisTRiBuTOR: 


BARNET LEATHER COINC OF MASS. 
98-100 SouTH ST, Boston, Mass. LITTLE FALLS NY 


“TANNERIES: 


preteen aerate renerneeemniaitieaiiiel 
The Beot and Shee Recorder will appreciate your mentioning the piblication in replies te advertisements. 
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Art in Shoes 








CORDONNIER 
BEAUX—ART 


Worfy 


Gi Soi 
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Our Factory is operating at full capac- 
ity. All old employees assuring stand- 
ard quality. Deliveries in four and five 
weeks from receipt of order. 


The P. Hulliban Company 


Makers of 


“PRETTY SHOES FOR WOMEN” 
Cincinnati, @bio 
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“IT won’t take a foot of 
your leather—but I will 
take a hundred dozen.” 











That shows where the demand for TONY is 
today. (The speaker was the buyer for one 
of our largest makers of men’s and women’s 


high-grade shoes.) 


The answer is—give the American people 
a leather of thorough value and they will 
cling to it season after season. 


REMEMBER—There’s a whole Tony Family. 


| RED Reg. U.S. Pat. Off. TAN Y 


BROWN BLACK 


CREESE and COOK COMPANY 


TANNERIES 
DANVERSPORT, MASS. 


P. A. HENRY & CO. . | WOLFENSTEIN & SHANAHAN 
706 Broadway, Cincinnati, O. y 39 SPRUCE STREET 
Leather Trades Bldg., St. Louis, Mo. SSTON WAY, NEW YORK 


195 SOUTH STREET, BOSTON 
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FALL FOOTWEAR 


For Immediate Shipment 


Many Other Models Carried 

In Stock for Early Fall Trade 

—Our New Folder Will Be 
Mailed On Request 


a 
~" es 





Ne. 455 Price $4.25 ™ | Cocoa C. Bw rn — Imitati 
<& oa Ca ord, Wing Tip, Imitation 
ong he Nt habe Heel a Saddle and Fox, Goodyear 4Welt, 11-8 
wa Man tN Rubber Heel, Princess Last. AA to D. 





No. 338 Price $4.15 No. 380 Price $4 00 
Black Satin Alpine One Strap, Full Spanish . a* 
Louis Heel, Imitation Turn, Euclid Last. No. 930 Price $5.00 Salles Corened Weed Hed tee coe 
Flexible Arch, 814-Inch Black Kid Lace, Kid AA to C. 
Tip Welt 13-8 Rubber Heel, Tremont Last. 
No. 931—Same in Brown Kid. Price $5.50 


No. 548 Price $3.50 
No. 550 Price $4.00 


~— ™ ‘eo —_ <* 2 13-8 » 2 
ubber Hee year Welt, Tremont 2 atent Dora One Strap Goodyear W 
Last. AA to D. No. 379 Price $4.00 13-8 Rubber Heel Tremont Last AA eo 
No. 549—Same in Brown Kid Price $4.00 Patent Flora One Strap Single Sole, Military No. 551—Same in Black Kid. Price $3.75 
No. 547—Same in Patent. Price $3.75 Covered Wood Heel, Tremont Last. AA to C. AA to D 


THOMSON CROOKER SHOE CO. 


18 Station St., Boston 20, Mass. 


jate your mentioning the publication in replies te advertisements. 
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; Made to Fit and Well Made 
5 
i 
it 
" 
i ne. yataonteate BUILT OF THE FINEST MATERIALS OVER LASTS THAT WILL 
; GIVE UTMOST COMFORT, POPULARLY PRICED. A COMPLETE LINE OF 
BABIES’, INFANTS’, CHILDREN’S AND MISSES’ FOOTWEAR THAT SATISFIES 
" THE MOST DISCRIMINATING TASTES. IDEAL SHOES WILL SELL QUICKLY 
AND BUILD REPEAT BUSINESS. AN IN STOCK DEPARTMENT IS READY TO 
SERVE YOU ALWAYS. LET US SEND YOU OUR CATALOG. : 
4. —@ Syhoe Manufacturing @. 
MILWAUKEE 
ease oe Se5eSeSeSe 5c in 

















Whitremore’s 


SHINES BRIGHEST 


OUR SILENT SALESMAN DISPLAY WILL START 
POLISH TRADE AND KEEP IT COMING 


aK An order for 12 tins of Brown, Russet, Ox-blood and Black 

I A {fete Oi) Paste Polish entitles you to the same, packed in these 

yee attractive silent-salesman display cartons, without extra 

charge. These display cartons mean greater sales, added 
profits without work on your part. 








BROWN DYE AND POLISH 


Something new. No strong, objectionable dye odor. 
Easily -applied. It puts into the leather and onto its 
surface a finish that is as brilliant as it is beautiful. - 


WHITTEMORE BROS. 
CAMBRIDGE, MASS. 


* ASK YOUR JOBBER SALESMAN OR WRITE FOR COMPLETE CATALOGUE 
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BROCKTON 


SHOE STYLE 


SHOW 
Oct. 3-4-5-6-7 


5 DAYS — 5 NIGHTS 


visit the 
Centre of the Shoe Industry of the World— 
See the new styles—see how shoes are. made. 
Brockton District Shoe Manufacturers will 
exhibit in Continuous Style Show every day 





Combine business with pleasure 


i0 models—from 12 to 7 p. m. 


Two Things for Which 
Brockton is Famous 


FAIR 





ITS SHOES—ITS FAIR 


SEE THEM BOTH AT ONE TIME 


Come to the Shoe Style Show put on at the Brockton Fair—don’t you miss it. 
Remember this Style Show is to be held in the center of the Shoe Industry of the world and then it is a part 
of America’s most wonderful Fair,—a Fair that commences where the rest leave off. 


Here are some of the features:— 


Horse Show offers $30,000 in Premiums. By far the largest entry lis 
in the 25 years it has been one of the Brockton Fair's big features. 
Trotting and Pacing. Finest list of entries ever made for any half- 
mile track. A $40,000 program with sensational races every day. 
Poultry Show in large new building, with Aquatic Fowl cage and pool 
outside. Special attention to pigeons and pet stock. 

Dog Shows. Wednesday, Thursday, Friday and Saturday. A spe- 
cialty show each day. 

Dairy Show. Massachusetts has the finest herds in the leading breeds 
in the world. Prizes aggregating $1,500 in each class. 

Food Exposition in snecial building—a new feature last year; a 
delicatessen delight without parallel this year. 

Automobile Show of the latest models in their first showing in special 
show building. 

Sheep and Swine. Original ideas carried out in this year’s show, 
attractive to all. 

Athletics. Largest outdoor meet in New England. Many new features. 
Farm and Dairy Machinery. Regular circus tent required to cover 
the latest inventions signed up ia this department. 

Musical Entertainment. Six big bands aad several orchestras. 
Concerts in the Educational Building and Food Exposition, as well as 
out of doors. 


Manufacturing Exhibit in the Educational Building, showing the 
wheels going ‘round in diversified industrial endeavor. 

Making the Brockton Shoe. C. A. Eaton Co. will maufacture shoes 
in the ideal Brockton factory on the first floor of the Educational 
Building. ‘Everything arranged so you can see the good work go on. 
Government Exhibit, showing by working models Agricultural 
Economics, Animal Industry, Pure Food Activities, Forestry, Good 
Roads, Radio Service, etc., exhibit occupying 4,000 square feet 
space, under U. S. Government supervision. 

Dancing Pavilion, white and green ball room with real jazz. 

The Midway has not been abolished; it has been perfected. A place of 
wholesome entertainment all along the line. 

Governor's Day, Firday as usual. All the Governors in New England, 
with their Staffs, Foreign Consuls and Military Organizations will be 
entertained. . 

Continuous Vaudeville. Everything this year a superlative attrac- 
tion. 

Fireworks Exhibit all five nights; with complete change of program 
every night. $10,000 display. 

These are Only a Few of the things prepared for those who will attend 
the Brockton Fair that first week in October, when the weather is 
always pleasant. 


A different program each day and night. 10 acre parking field within grounds. 


REMEMBER—You are within 15 minutes auto ride of practically every shoe factory 
in the Brockton district 
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ONCENTRATION of our efforts has 
enabled us to offer that which the 
times and the trade require. 


—best quality of Stock with our Standard of Workman- 
ship, at prices lower than could have been accomplished 
in any other way. 


° ° — ° QO 


We are also able to give quick deliveries on certain lines. 
But this is not in any way an in-stock proposition. 


Ea 


The above is one of the styles that can be delivered 
promptly 
Lot No. 210 
Men’s No. 12 Gallun’s Russia Calf Oxford 
806 Last 
Medium English Toe 








FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH STREET 
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Armstrong Circle A Heels are now 
available in the following sizes 

Men's 4%" Sizes I-l to 15-16 

Juniors %" 916 

Cuban %" “ 00008 

Special Cuban %" Sizes 1-3-5-7-9-11 

Manufacturers will be glad to place this 
new heel on your shoes whenever you spe 
cify it 





Armstrong 
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cA worthy member of the Armstrong 
Family | 


In every field there is one concern that is outstanding 
in reputation for making products of highest quality. 







For sixty-two years the Armstrong Cork Company has 
occupied this acknowledged position. 






Every product that it manufactures must be of un- 
questioned ‘quality. This includes the newest member 
of the Armstrong Line— Armstrong Circle A Rubber 
Heels. 


By tests these heels wear exceptionally long. They are 
non-slippery. Made of live rubber, they possess unusual 
resilience. 













And best of all is their original design, created to add 
a touch of attractiveness to the shoe. Withal, it is a 
practical design because it is build up—there are no 
depressions in which mud and dirt can lodge. 







Surely this heel, with its outstanding advantages and 
with the record of this Company behind it, is a safe 
heel for you to specify on your new shoes. 












ARMSTRONG CORK COMPANY 
Shoe Products Division 
Lancaster, Pa. 


Circle @) H. e els 
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RESTO 


for 
Parlor, Bedroom and Bath 


Ready 
Steady 
Sellers 


Profit in Every Pair 


Resto Slippers are such a 
novel and pleasing develop- 
ment of household footwear, 
that we want every retailer to 
have a sample—confident that 
their selling 

value will be 

quickly seen. 





No. 1920—Men’'s Black........... $1.10 
1921— “ Tan 











Soft Leather Kid finish 
Elk Sole, Padded Bottom 
Lined Throughout 





No. 1820—Women's Black 
1821— “a a, eee, 
1822— = Red 
Sizes 3 to 8 











Send for Sample roe 


L. F. KUNSTMAN SHOE CO. 


45 SO. WELLS STREET CHICAGO, ILL. 











ARDLY had England 

become Norman when 
a fashion in shoes was intro- 
duced from the continent 
which became a social craze, 
and which marked a long 
epoch of absurdityin fashion. 
The toe of the shoe was sharp 
pointed, and was lengthened 
until before the fashion died 
out, toes a foot or more long 
were common and chains of 
gold or silver ribbons were 
used to fasten the end of the. 
shoe to the knee or girdle. 
Such was the style, more or 
less, from the 11th to the 
15th Century. 














The most modern of all shoe laces—the 
stiftened braid formsthetip,small, smooth 
and permanent—no metal. 


FOR SALE BY FINDINGS JOBBERS 
EVERY WHERE 


The Hutmacher Braiding Co. 
Braiders of Good Shoe Laces 
PATERSON, N. J. 
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The Latest Gyles 


Two-tone effects in- boots, straps or oxfords, 
-as ycu preter, besides many other new and attrac- © 
tive styles; are ready in Buster Brown Shoes, 


And each model embodies the principles of 
the ._Brown- Shaping Lasts, which insure the 
health-building features in these famous shoes. 


nacht Foo Buster Brown Shoes excel in style, in service 
Patent. soup and in health-protection — because their inside 
beige top. construction is designed to keep the growing feet 

: shapely, strong and sturdy, while their outside 


appearance conforms to: the dictates of fashion. 


Ask your dealer to show you the new-mnodels 
in Buster Brown Shoes at $4.00 and up, accord- 
ing to size and style. They are manufactured by 

’ Brown -Shoe Company, St. Louis, U. S. A, 
also makers of Brown» Shoes “for: Men and 
W omen, and are sold by good stores everywhere. 


The Brown Shaping Lasts pro- 

vide proper space for each 

pliable bone and tender muscle 

of the growing feet, with gradual 

‘changes from size to size to insure 

the natural, be develop 
* ‘ment of the f 











For Girls 














Advertisement appearing in the Saturday Evening Post, September 23rd, 1922 


WW Ws Vaos Gouger 


First Successful Shoe Manufacturer in St. Louis. Founded 1878 
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WHOLESALERS & RETAILERS 
LET US TURN YOUR ONE 
AND TWO STRAP PUMPS 
INTO COLONIAL TONGUES. 


Most Authentic Answer 
to the Colonial 


Influence 





SoZ AD 


“PRISCILLA” 


NO)NO)NG 


LORY, 


J) 


JNO) NO)NO)N 


BEFORE AFTER 


ACT QUICK 


We have oa old styles for numerous shoe dealers 
, throughout the U. S. Let us prove to you that we can 

Black Satin Vamp with Brocade Satin Back = make your old styles attractive and salable. 

and Tongue Inlay sees  B7.25 S Send us your old styles you have in stock. 

We put in quarter lining, re-dress the shoes and re-mark 

sizes. 

We also manufacture tongues and straps separately 
Absolute fit and workmanship guaranteed 


Imported Bronze Kid with Brown Ooze > 
r'rimmings on Tongue....... .... 88.00 H. B. SHOE REMODELING CO. 
63 EAST 9th STREET NEWYORK, N. Y. 
oe k Ooze with Black Satin wer | 12 PHONE—STUYVESANT 0757 
ongue eene ° $7. 





ne 


{)) " 
74>. ADS 


AA 


All Black Satin with Ooze Trimmings on 
Tongue.... ; betes $7.00 


) 


Patent Vamp with Brocade Satin 


LU, 
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— ? Fall SMART 
' and Sr 'A TS 
Winter 


a , LEADING PRICES 
| | ~ COLORS RIGHT 


Black Satin with Black Ooze Tongue Inlayed 
with Satin . $6.75 


NNW) 
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ta 
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Imported Bronze Kid 7.25 
Medium Dark Brown Kid oe 


oe Oose with Black Satin me s s OR brisk fall trade, we offer the above 

spat, made from fine Kersey. It’s 

5 to 6 Weeks’ Delivery i just the thing your women customers 

Your own ideas in material combinations can want. Smartly tailored; strongly sewn, 

also be carried out. ie durable buttons. And the price places it 

right in your reach. You need it because 
demand will call for it. Get it today. 


GOLDSTEIN SONS.  TORIO Inc afl ena oe No 
C. R. WHITTREDGE & CO. 


245 BURRILL STREET SWAMPSCOTT, MASS. 


LOK 


WW: 
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‘Herey a shoe | know youll like, /ir’ 
Said the valevman in the slore 


‘We know ltie folky thal make tt 
Ity the one youve bought bejore. 


a thal they pul in it 
e 


Ly from the fineT rource 


Even right down [o the Counléry 
Which are [flowam, /r. of coUrre. 


Copyright, 1922 
Rogers Fibre Co. 
Boston 
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The Famous 


\ Weber 


Shoe for: en 





WEBER SHOES are always consistent 
values. That is why they hold the cus- 


tomers they make. 


Union made—to retail at $5 to $8 


Dark Tan pews — j 
Veal. No. 14 Foxed port Scape 
t. (Square Toe Trim) North Adams, Mass. 


Las 
Rolled Leather Heel. Over- 
weight Single Sole. New York Office: 1328 Broadway, Marbridge Bldg. H. Harris, Rep, 

















**Mother Hager”’ 


How dear to my heart 
Are th’ scenes of my childhood STITCHDOWN 
_ BOOTS 


McKAY BOOTS Byron Process Soles 


INCLUDING RUBBER HEELS 5-8 8%-ll 11%-2 2} 320 —Tan Lotus Button 


20—Gre Metal Polish, High Cut 320H—Tan Lotus Button, Heel 


edge . $1.55 385 —Smoke Button 
400—Gun Metal Polish, High Cut, 385H—Smoke Button, Heel 
Rubber Heel 


ain Metal Polish, Hi 4 —. 330 —Cherry Lotus Button 
English Toe, Rubber . . 330H—Cherry Lotus Button, Heel 


412—Patent Polish, High Cut, Wedge 1.55 ’ 302 —Patent Button 
608—Pesent_ Polish, High Cut, Rub- 302H—Patent Button, Heel 


1402—Patent Polish, High Cut, Eng- 
lish Toe, Rubber Heel 


10g ah tig wet 
ish Toe, Rubber Heel. 


eats | ms Polish, High Cut, 
edge 1.50 
2.00 2.40 265 —Mahogany Elk Blucher 


a... Brown Polish, High 265H—Mahogany Elk Blucher, Heel 
English Toe, Rubber : 2.00 2.40 d 6 


HAGERSTOWN SHOE & LEGGING CO., Inc. 
217_ —Cherry Lotus Polish 
HAGERSTOWN, MARYLAND, U.S. A. 217H—Cherry Lotus Polish, Heel 


(ee 
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Comfys in Your Hosiery Department 


nee large shoe stores 

with a hosiery depart- 
ment have found that a 
logical place to carry their 
Comfy Slippers. 


The shoe clerks can suggest these 
extras to their customers after 
making their shoe sales, which 
secures additional business for the 
house at a minimum expenditure - 
of time and cost. 


Daniel Green Felt Shoe Co. 


GENERAL OFFICES: 
DOLGEVILLE, N. Y. 


New York Salesrooms: Chicago Sales Office: 
116 East 13th Street 1107 Security Bldg. 


-(G) Daniel Green ) 
: ‘Comfy ; 


Can) 











—————S ‘ 
MTT TT 
- 4 
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Goodyear Welt Shoes 
IN STOCK 
(Ready To Ship) 


Quality merchandise that will make 
your boys’ shoe trade a 


credit to your store Sevrand 


«ot hone Mate THE ENSIGN SHOE CO. ce-sortose-snnesss,o, 


No. 204—Boys’ Gun Metal Bal BELFAST, MAINE No. 210—Boys’ Gun Metal Ba! 














OUR BOARDED a7 e-) SIDES 


eee vu ta 


will give you uniform shoes -- in quality -- in color -- in weight, 
such as no other leather at similar prices will produce 


Write for samples of 
One of our four colors 


CHERRY BLACK 
CHESTNUT BROWN 


C. D. Kepner Leather Co. 


139 South St., Boston, Mass. 
212 W. Lake St., Chicago, III. 
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That Satisfy 


HE house of Allen, Goller has been very 
busy interpreting new fancies of Dame 
Fashion, and results are not only grati- 

fying, but have already proved profitable to 
many progressive merchants. In the Allen- 
Goller line you will find every novel and ap- 
proved style, made in the season's choice of 
leathers, built over original lasts, and adapt- 
ed to the particular trade you wish to cul- 
tivate. 














Our entire organization, executives and op- 
eratives, is devoted to one thing: To serve 
you completely. Every case of shoes that 
leaves our busy factory is destined to make 
your business a better business. Add to 
this our personal interest in 

your business, and you will be 

convinced that Allen-Goller 

Shoes are just the ones to help 

you reach the high quota of 

sales for which you aim. 


‘“‘The Mathilde’’ 


A Stunning Stag 


‘The Mathilde” is but one of Blucher with 
the charming numbers we Fancy Perforated 
have planned for your femi- 
nine patronage. It shows at Quarter 
best all that is sought by par- 
ticular customers. 























ccc 


l| 
Hi ) 
a ! ALLEN, GOLLER SHOE Co. (ie 
ity 


| 60 K STREET, SOUTH BOSTON, MASS. b 
i) 
Ul 
Ht 


(4 q i 
a AAA wilh 


ooo TTITTTTTITTTTTTTTTITITMTIMTTTTTTTIMMTMTITMMTMTIMTTTTTITTTTTTATMMTTATTTATATTTAAMATTTTANTTATAAATATTATTATTTETATT WL 
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How Can | Shabilize 
My Shoe Business ? 


Where can | meel: manulachurers, 
salesmen dnd retailers in on the know? 


Where can | crreale he impression 
thal Im a live one and gel: lhe ideas 


lo beso ¢ 
— e can |help some olher shoeman 


oIve nade tt oubles ¢ 
Where vetoes | shoeman should Ispend 


Ocl. 2-3-4-Sand6 ? 








Answer - Bu alkending 


~The Chicago arn Shoe Exposihion 


Palmer House- Chicaq oO 


Oclober 2-3-45 and 6 A 
The Clearing House of S, oe "bade Meas: ‘- 





ate your mentioning the publication in replies to advertisement> 
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HAVANA BROWN 


NEW CASTLE KID 


The Outstanding (olored Leather Surety 
On Which There Is NO Speculation 


OMEN in business are coming more and 
more to realize that value in shoe leather 4s 
quite as well worth their insistence as 


quality in dress fabrics. 


That is why so many more women’s shoes for business 


wear are being made out of New Castle HAVANA 
BROWN Kid. . 


—for few women who have once worn New Castle 
HAVANA BROWN will omit to ask for “‘that same 
leather that looked so well, wore so long, and was se 
comfortable,” when the time for a new pair comes 


along. 


In giving them the genuine New Castle HAVANA 
BROW N you are not indulging a mere whim. You 
are tying them more firmly to your store. 


NEW CASTLE LEATHER CoO., Inc. 
NEW YORK 





This trim street blucher oxford of New Castle HAVANA 
BROWN Kid by Walker and Whitman, 1s one of their largest 


sellers in their well known women’s styles. 


The appeal which this shoe makes to tasteful women through 
its smartly “tailored” lines is heightened by that beautiful and 
individual coloring which characterizes New Castle HAV- 
ANA BROWN Kid. 


‘Judge It By ‘Its Users” 
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A.E.GOODWIN'S 


‘SHADOW SHOE” 
: ee NUTT 


ne 
— 



































Put Style Right on 
Your Last 


SHOW PATTERN LINE 
ON STYLE FOOTWEAR 


You can answer the question “Will the last 
show the style and the style fit the last?” by 
using the “Shadow Shoe.” 


Mr. Goodwin has found a practical means 
of beautifully tinting actual colors on various 
lasts so that both manufacturer and dealer 
can see at a glance how any desired pattern 


will look on the finished shoe. 


This is an innovation that is attracting 


September 23, 1922 








tremendous attention. 


Send for Particulars 


| LYN N | LAST COMPANY 


LYNN, ——™ MASS. 




















Sell Russell’s 
IKE WALTON 


Staunch and Serviceable as a Heavy Sporting Boot 
Flexible as a Moccasin 


Chocolate, chrome-tanned waterproofed leather. its unique 
construction provides four layers of leather between the foot 
and ground—more protection than the ordinary street shoe. 
Its light weight appeals to the outdoor man. 

The Russell quality speaks for itself. So does Russell shoe- 
making. 


The Scout Moccasin 


Made of Chocolate elkskin, with soles of flexible, sturdy Maple 
Pac. Natural shape affords every freedom to the foot. 


The ideal of comfort and service in moccasin footwear for dry 
season wear, and a sensible “pal’’ for the growing lad. 


Write for Dealers’ Price and 
Catalog 


W. C. Russell Moccasin Ce. 
Berlin, Wis. 
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JOLGEVILA 
FELT SHOE 
co 


Three Reasons for Profit 


HERE are three main reasons why Dolgeville Felt Foot- 

wear is today building profits everywhere. First, The 
Dolgeville line is a quality line. Every pair contains the best 
materials for the purpose. Second, it is a service line. The 
superior workmanship put into each pair is responsible for 
the genuine service long identified with the name Dolgeville. 
Third, it is a variety line. There is no demand for felt foot- 
wear that cannot be satisfied by some style in the Dolgeville 
line. The variety of types, styles and colors offers dealers in 
all parts of the country an excellent opportunity to satisfy 
the exact requirements of their trade. 


Identify your store as The Home of Dolgeville Felt Foot- 


wear by ordering and featuring a representative stock of these 
well-known and fast-selling shoes. 


Dolgeville Felt Shoe Company 


Dolgeville, New York 
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A combination of Nedlin 
Soles and Goodyear 
Wingfoot Heels 


Have You Ordered Yours Yet? 


Fall sports, outings and street wear are 
adding to the real popularity of Good- 
year Sport Bottoms. 


This splendid combination of Nedlin 
Soles and Goodyear Wingfoot Heels 
will be in steady demand throughout 
the winter months. Next season every- 
body will be wearing them. 


This is the bottom par excellence for 
golf shoes. Instead of the spikes and 
cleats that bring tears to the eyes of the 
house and greens committees, there 
are scientifically placed firmly resilient 
tread buttons. 


The golfer gets a good stance, firm 
placement for his drive on slippery dry 
grass or on frosty turf. And when 
he comes in from a round, he is wel- 


come on any floor of the clubhouse. 


Also, Goodyear Sport Bottoms are water- 
proof—the year around. 


You will find that Goodyear Sport 
Bottoms, in the standard black, white or 
tan, will harmonize and balance any color 
combination of uppers you may select. 


By concentrating on the manufacture 
of these bottoms in the three standard 
colors—black, tan and white — Good- 
year is able to guarantee even more 
definitely in them that long-wearing 
quality for which both Nedlin Soles and 
Goodyear Wingfoot Heels are famous. 


It is well to place your order now for 
sport models made with Goodyear Sport 
Bottoms — both men’s and women’s 
sizes and styles. 


Goodyear Means Good Wear 


SPORT BOTTOMS 


The Boot and Shee Recorder will appreciate your mentioning the publication in replies to advertisements. 





Announcing 


THE DUSON ADJUSTABLE 
SHOE 


Conceded to be the greatest shoe invention 
of the generation by orthopedic authorities, 
foot experts and by hundreds of wearers. 


E have succeeded in overcoming all obstacles 

to the perfect manufacturing of adjustable 

shanks. The Duson Shoe has a strong, simple 
mechanism which adjusts the arch with the utmost 
ease, to that height which will provide anatomical 
correction and comfort for the INDIVIDUAL. 


Insures a healthy foot against 
weak arches, brings unhealthy 
feet back to normal condition. 


Well rated dealers are urged to write or wire promptly for 
information regarding exclusive territory 


ZED 
DUSON) 
RSivZ, 

DUGAN & HUDSON CO, Inc. 


Shoemakers for over forty years 
ROCHESTER, N. Y. 


\ 
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REFLECTING ~ 
A PERFECT 
EVENING 

SLIPPER 


CORNELL SHOE CO. 
Makers 
Bk :8 3% hk Se SB 








Kew Line of “at once’ shoes for men and women — 
now ready, and salesmen are on their territories. 
T hey will be glad to see you —- at once if you 


wish — and show you this line. 


Berter look this line over for you never can tell 


when you are going to see something NeW. 


The Preston B. Keith Shoe (0. 


Campello Station 








Brockton, Mass. 
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TRADE MARK REG U S. PAT OFF. 





Men’s and Women’s 
In Stock and To Order 


WHAT IS BACK OF 
EVERY PAIR OF 
WALK-OVER SHOES 





48 years of successful 


: Cc Ski . . 
Boarded 34 Nutan Calf Skin production experience. 


“Claridge.” 
Poctery Price once 
Stock - a ade $5.15 The Walk-Over tendo 
canis mark with its guarantee of a 
high standard of value. 


The longest line of lasts 
and patterns in the world. 


The most complete high 
grade in-stock department. ~— 

7933 

A strong national adver- 
tising campaign supported 
by an effective Advertising 
Service Department. 


A unique sales service 
with information and re- 





Black Kid, “Archfit.” ports of great value to 
ey © peat oes retailers. 


Ready to ship now 
A house with a reputation 
for square dealing. 


N 
More than 200 styles in 
stock ready to ship. 


Catalog—Samples—Sales- 


men on request, if town is 
open. 


._._lecaammaiematons GEO. E. KEITH COMPANY 











Uale-Over 


THE WORLD’S BEST KNOWN SHOE) 








Black Kid, “Princess Pat” 
(Original—fully protected) 
Factory Price........... $5.00 
Be SeNcaécrscosess $5.20 
Ready to ship now 





Black Kid “Relief (Combina- 
tion style toe—Prop shank) 
Factory Price.......... $5.15 
SE EO Ts ove ccceces $5.35 
Ready to ship now 





Patent “Radio” Tura, 15-8 
Heel. 





Rae.:::::::: 2S CAMPELLO BROCKTON MASS. Stock Brice. 02200021988 
Read ip now. 
Branch Stock Department St. Louis, Mo. — ae 
a 
on 
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“ NEW YORK » 
$ SA The very newest style note 


A Gove HE 1p HANDS in shoes, born of the dominant 
call for Brown in latest dress 

fashions is BRONZE KID, for Bronze 
harmonizes most exquisitely with Brown or Tan 


F. B. & C. BRONZE KID 


Color 00 
Gives inimitable beauty to artistic shoes 








Sr —— 








For the most exclusive and 
highest priced footwear we offer 


F.B.&C. FRENCH BRONZE KID 


Color 100 
Write for Samples 











AMALGAMATED LEATHER COMPANIES, Inc. 


Wilmington, Delaware 
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OUR NEWEST-- 
“THE CORINTHIAN” 


A style reflecting the latest Parisian mode 
that will add distinction to your full showing. 























The style illustrated is satin. Ii 
is also produced in all leathers. 


This ts strictly a custom made bead edge pump. 


SILVA & COMPANY 


208 WILLOUGHBY ST. BROOKLYN, N. Y. 





























Style No. 7010B 
Black Kid One Strap Pump on No. 316 
Last, Medium Toe, Imitation Tip, 
Turn Sole, 154-Inch Heel with Rubber 
°P AAA to EE IN STOCK 
Price $4.35 
Style No. 3386 B 
Similar Pump in Goodyear Welt 
AAA to EE IN STOCK 
Price $4.60 


We are wholesale distributors to the shoe trade, of 
DR. JENSEN’S ARCH CUFF 


A useful device in cases of arch trouble 


J. J. GROVER’S SONS COMPANY 


LYNN, MASS. ~ 
: ~ CSSSSSSSSSS 
S BOSTON NEW YORK 
¥ 80 Boylston St., Little Bldg. 47 West 34th St y Wz 
A | | 


aw FO ll 
Ik SOFT SHOES FOR TENDER FEET )| agony) Im 
te Z FORT - 


LL PE PAE fA es oe a7 7 i 
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‘King of Jobs”’ 


FELT SLIPPERS 


Wonderful Values at Less Than Market Prices 
Save 15% to 30% = 


Sold 36 pr. 
case 
lots only 


Men’s Black Felt Everett. Leather Sole and Men’s Extra Heavy Gray Felt Everett, with Col- 
Heel. Sizes: 6 to 10, 6 to II, 7 to Il. lar. Padded Chrome Sole. Sizes: 6 to 10, 6 to 
Same as above in Gray 11, 7 to 10, 7 to II. 


Price 85¢ Price 65c 














Ladies’ Gray Felt One Strap. 
Leather Sole and Heel. 
Sizes: 3-8, 4-8. 


Same as above in Two Strap 


Ladies’ Ribbon Trimmed Felt Moccasin, Extra : 
wa Price 70c ond Felt: Moccasin with apetecoting Collar 
Heavy Padded Chrome Sole, 2}4-inch Pompon, Extra Heavy Padded Chrome Sole, 21-inch 


IN TWO TONES ) Sizes: Pompon. 


3-7,3-8 
No. Colors as follows: 4-7,48 No. Cie. 
300—Old Rose and Gray....... 


— 500—Old Rose 
310—Baby Blue and Ecru...........| Price Order 510—China Blue 


320—Wisteria and Ecru............. I 520—American Beauty... .. 
ae J 67:c 530—Baby Blue... ... 


by Gieeih..........<.-.:c00.0. 
ALSO SOLID COLORS Sizes: 570—Oxford Gray.................. 


No. No. re) +8 Stock 


100—OK Rose 130—Wisteria § 


110—Chima Blue 140—Baby Blue | Price Numbers 
120—American Beauty 67'c 
J 2 





Sold 36 pr. case lots only. One color to case. 


S. Rosenberg & Son. 
144 Essex Street - Boston, Mass. 
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HANA 


Every Number Listed Is IN STOCK 





The Black Satin, steel beaded, 
one-strap shown at the left is one 
of the season's big bets. The de- 
mand for it is large and getting 
larger every day. It carries a 
14-8 Junior Louis heel, is leather 
lined and has genuine steel bead- 
ing on the vamp, imitation turn, 
widths B-D. 


B782—$3.75 
No. B769 
The same type of shoe as 


above, except a genuine 
$9 ns 85 turn, with a full breasted 
16-8 Louis heel and steel 


beading on both vamp 
and strap. Widths A-D 


Our No. B 802 is a brocaded !black 
satin, imitation turn, one-strap. Carry- 
ing 14-8) unior Louis covered heel. This 
shoe is leather lined. Widths B-D. 
Price $2.85. 


B 777. Same as above in turn. Carries 
16-8 Full Louis heel. This shoe is leather 
lined. Widths A-D. Price $3.50. 


No. B802 No Extra Charge for 


$9.85 Single or Sample 
2 : Pairs 


HANNAHSONS SHOE Co. 
HAVERHILL, MASS. 


HY AML QOOQOQDDOOUOOOOOUUUUUUUANAOANONOONNOONUONGNOOOOEOEOOOOOUUUUOUOUOUOGOOOONOOOGOOOOONOOOOOOOOOOUUOUOUOUOUGUOOOOGNOGOOOOOOOONOONOOOOOOOONRNOOOOOOOOEOOOOOOOOOOUUUUUUUOOUOUOAAAAAA 
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Announcing 


RAJAH 


Reg. U.S. Pat. Of. 


We have made application 
to the United States Patent 
Office for a patent cover- 


ing the process and method 
of producing RAJAH 


Soles. 


RAJAH Soles should not 
be confused with what 
are known as “Crude 
Rubber Soles”. RAJAHS 
are produced by a special 
process originated by 
ourselves. 


Our rights to this process 
will be fully defended 


- Alfred Hale Rubber Co. 


Atlantic 
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Ce 


sis 
te: 


a 


Posed esfecially for 
Ceder Cliff Silk Com- 
tany by Polly Platt of 
Greenwich Village Fei- 
lies 


CEDAR CLIFF { 


—— 
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Time was when a pair of Satin Slippers was an extreme 
luxury—a novelty seldom seen and worn only on rare 
occasions. This was partly due to the fact that Satin 
Slippers were not practical and for the reason that the 
Satin used was not suited to footwear purposes. 













Then came Cedar Cliff—The Satin Made Especially for 
Fine Footwear. 






No. 18334 






Immediately Satin Slippers became practical. With the 
Cedar Cliff material they held their shape longer. They 
wore better. They became a Style Essential. 











Cedar Cliff Satin has all the lustrous beauty found only 
in the finest Satin. It also has a rugged strength and re- 
sistance to wear, surprising in a fabric of so delicate a 
texture. 













So, the novelty of yesterday is the Style Essential of No. 18349 


today. Regard every woman who enters your store as 
the prospect for a pair of Satins. 






Here is Brooklyn crafts- 
manship at its best in two 


. dels f oF. 
[hey are in greater vogue than ever and they will be in Son, $57 re pete 


higher favor with your trade if made of Cedar Cliff. —Cedar Cliff Satin. of 
course. 


Nhe CEDAR. CLIFF 
SILK. COMPANY 


eSt"235. FOURTH: AVE. 
NEW YORE 


HOE SATINS. 


.<—>- <> HD} « 



























BOOT AND 


“MADAME 
BUTTERFLY” 


A Patent Turn Colonial, 
with gore strap. Made on 
our 83-X last. Carries 16-8 
Heel. 


You'll be pleased with 

a purchase. E& M’s are 

made to maintain our 

reputation for produc- 

ing desirable, dependable shoes. 
They are made to promote the in- 
terests of the merchant selling them. 
E & M’s are Shoes of Quality. Show 
them to your women customers and 
their business is yours, at prices 
which will please. 
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E & M’s for Right Now 
Retailing. Peppery Pat- 
terns. Attractive Prices. 


Ask Us To Quote Prices 
Today On Any One or All 
Models Interesting You. 


“GARCIA” 
Patent Leather Turn, carry- 


ing a 17-8 Full Louis Heel 


“1A NICE” 
Patent Leather Turn with 
black silk brocade collar. 
Carries 14-8 Spanish Louis 
Celluloid Heel. 


EMERY & MARSHALL CO. 


HAVERHILL, MASS. 
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In Stock 
COMPLETE 


in all sizes and widths 
































For immediate delivery No. 4146—Black Satin Colonial Pump, 


Imitation Turn, "Heel Satin Covered 
SpanishgLouis Heel, Last No. 129 


No. 413@—Patent Colonial P ump, I mi- 


Last No 129. Price $4.86 to merchants who want 
; quick action, backed 
by reliable service 


























These styles and prices 

are right. Order now 

while our stock 1s com- 

plete. Special attention 

wes oneek Sn Pumestaace | geven to matland wire || Wircdetabneliantey 
orders. 


Louis Heel, Last No. 126. Price. .$3.35 



































Business Builder 


Our Arch Relief Shoe insures com- 
fort, and guards healthy arches 
against pain and weakness. Hun- 
dreds of merchants today are 
building up their business with it, 
for the unequaled fitting qualities 
of the Arch Relief Shoe are sure to 
6005—In Stock, Black Kid Arch make satisfied customers. Stock No. 6011—In Stock, Black Kid Arch 


Relief Oxford, Goodyear Welt, 13/8 Relief Oxford, Goodyear Welt, 12/8 


Rubber Heel." Combination Last No. it, and your salés are bound to Rabber Heol. Combination Less No. 


No. 6004—Same as above, Brown Kid. } No. 6010—Same as above, Brown Kid. 
Price..... pis ebbisdastcduenined $5.35 r increase. RPE eye $5.35 


| Write us if you prefer to have our salesman see you 




















The RILEY SHOE MFG. CO. 


COLUMBUS, O. 


der will appreciate your mentioning the publication in replies te advertisements. 
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BEACON 


ped 
iia. iN "THERE ARE NO BETTER 
: SHOES 


FOR STYLE—FOR FIT—FOR WEAR 


eT 




















Quality Goods at Popular Prices 


We are putting forth every effort 
to improve the workmanship of our 
shoes to the extent that a trial will 
convince you that Beacons offer 
the supreme value in our grade. 
Good shoes—popular prices—real 
stock service. Can you beat that 
combination? 


er 


Ul 


{oJ 
77 


i 


Mies 


A 


No. B170—Brute 
ae Sate Brown Knicker Calf _tcn eu Wing- 


Morocco Calf Bal—Goodyear Wingfoot Rub ; dD, 5 
ber Heel. B, 6 to 11. C and D, 5 to 11. — —_ — ” ? 
Price $4.10 Price $4.15 
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No. B52—Dover FOR 
Patent Leather Dancing Oxford, Plain Toe, 
Soft Haircloth Box, Turner Flexible inonune. COMPLETE No. B5008—Swag 
Patent Leather Oxford, Single Sole, Bevel 


Light by = ——— Outersole with Close 
vele dge. father Heel. B, 6 to ll. 
@ and D, 5 to 11. CATALOG Edge. ain eer — Rubber Heel. 


Price $4.10 Price $3.60 


F. M. HOYT SHOE CO., Manchester, N. H. 


STOCK DEPARTMENTS LOCATED AT 
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16 South Wells St. 
Chicago, Il. 
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The Uery Newest----At Popular Prices----Always 













PATENT LEATHER PATENT LEATHER 
AND AND 







BEIGE BUCK OTTER BUCK 
MOCK TURN MOCK TURN 






COUT TTT a 














COUPEE EET TEER CT TTT 


7 HE appeal of our styles 


creates the desire to possess. 







Whether it be the latest novelty 
or the accepted staple, it’s in our 
line. 


CPU PPO TP OPTOUeT EEE Rete ee Geer ur arg age” 








Women's Welts and McKays 


DONN D. SARGENT Co. 
SALEM, MASSACHUSETTS - 


FACTORIES BOSTON OFFICE 
407 BRIDGE STREET 195 ESSEX STREET 


Two Factories 


Capacity 5500 Pairs Daily 
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Newest Fall Designs! 


- , IN STOCK 













No. B292 
No. B290—Two-tone Russ Calf Oxford 
with tip. 10-8 Cuban he ae with Rubber top 
lift.. Welt. Price..... $4.65 
No. B 288—Patent Colt Oxiord, Imi* giice No. B292— Black Ooze Calf Oxford, Patent 
Tip, 14-8 Cuban Heel, Welt Price..... — Trimming, Patent tip. 10-8 heel pA 
WD. cnc tactduchoeceveendercenqecece 00 





SIZES IN STOCK 








JOY, CLARK & NIER, Inc. 
ROCHESTER, : N. Y. 


Terms: Net 30 Days 


No. B291 





tip. 14-8 Cuban heel. Welt. Price 


No. B291 — Patent Colt Two-Strap, Imitation 
$4.50 
































A NEW FALL CREATION 


“Mary Gertrude’’ Tie 


Black Satin Four Eylet Tie 


Made with silk grosgrain ribbon lace 
with stitched tassel on the end. Me- 
dium pointed Toe Last. Carries 16/8 
Louis Heel. Can also be made in 
Patent Leather with combinations. 





Deliveries 4 to 6 weeks. 


STOCKBRIDGE SHOE COMPANY 


Makers of High Grade Turns and McKays_ 
Boston Oice HAVERHILL, MASS. Addcees ALL. sprrenpon- 


207 Besex Street 


SR re rae ee 
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PRN 
H ERMA SHOES, 
SHOES a 
“Sell Themselves” 


These four popular HERMAN 
models offer a permanent source 
of profit to every dealer who 
carrys them. 





Our stocks are large and 

properly assorted to give 

you what you want— 
when you want it. 








Whole Quarter Pattern, ng Glazed 
as. Heavy Oak ae oo 

Box and Counter, ingfoot Rubber 
og Felt-lined Tongue. Munson 


Dark Tan Calf Bal, Heavy Single Oak 
Sole, Wingfoot Rubber Heel, Felt-lined 
Tongue. Parkway Last. 

IN STOCK: A and B—6 to 12 
— C and D—5 to ll 


Price . . . . »« $4.60 








IN STOCK: B—6 to 11; C—5 to 11; 
D and E—5 to 12; EE—6 to 12. 


Pelee. > 3 ew Oe 





ee ae 


The HERMAN LINE 
is designed to meet the - 
requirements of civ- 
ilian style. The sensi- 
ble lines, the glove-like 






The famous HE RMAN’S Police Shoe. 






Munson Last. Dry-fast Welt and 
Arch-pro antes, Wingfoot Rubber 





Dark Tan Blucher, Heavy Single Oak 






Heel 
COMFORT. — ¥ SERVICE. 



















Sole, Wingfoot Rubber Heel, Felt-lined fit the sturdy strength 
taee Sow Se C mbi d with Pm ia IN STOCK: B--7 to 12; C, D, E and 
IN STOCK: B—6 to 11; C, D and E— 0 —- 1 a EE—5 to 13 
5 to ll ness ‘of design, are the Price . $4.75 
aaa, results of 30 years ex- 
perience ‘‘smoothing 
the way for the wal- 
ker’’. — And the name 





HERMAN, makes the 
selling easy. 


"Au oul 


Order To-day 




















JOSEPH M HERMAN SHOE COs 


MILLIS Boston Office 159 Lincoln Street MASS 


The Boot and Shee Recorder will appreciate your mentioning the publication in replies te advertisements. 











Leather 


Best Quality Gun Metal Calf, on the 
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THE LINE OF LEAST RESISTANCE 


Women’s Turn Novelty Styles That 
Will Retail Rapidly at a Good Profit 


m™ IN STOCK ™ 


H & E Turns Are in Every Respect Dependable. They Are 
Honestly Made and Well Finished. We Assure Satisfaction. 





No. 157 


READY NOW 
No. 154—Patent Irene Cross Strap 
Bambo “Nubuck” straps and collar. 
oe Louis Heel. A, 3-8; B, » 28; 
C, 2%-8. Price.. a $5.25 
READY NOW 
No. 155—Black Satin Cleo one strap. 
No cut out. Beaded oy 4 and ae 
15-8 Louis Heel. A 3-8; 244-8 
Se eee $5.10 
READY NOW 
No. 156—(See cut 154) Irene Cross 
Strap. Black Satin Vamp. Black Bro- 
cade Quarter straps, collar and heel. . 
15-8 Louis Heel. A, 3-8; B, 244-8; C, 
CHE-G, WOO. i. os ne cacdcccccds $5.10 
READY NOW 
No. 157—Patent Chrome Milo Gore 
Front, Colonial. 16-8 Spanish Louis 
— A, 3-8; B, 24%-8; C, es 
_ Orrrrrerrereren, terete eee 


“EVERY SHOE A 
BUSINESS BUILDER”’ 


WESTERN STOCK DEPARTMENT 


Carried? in* stock for at once delivery, No. 155. For Sept. 22, 154, 
156, 157 by W. J. Cully, 316 Paxton Block, Omaha, Neb. 
































HOPKINS & ELLIS = :: :: Haverhill, Mass. 
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“Fit where others fail” 


REG. US. PAT OFF. T.6.P. CO. 


SHOES 
In Stock At-Once Delivery 


From BOSTON, NEW YORK and CHICAGO 


(Order from nearest point) 


COMBINATION NO. 1 
HEEL 2 widths down 


WAIST one width down 


Style 10002 


CHIPPENDALE BROWN KID LACE 
COMBINATION OXFORD 


12/8 Rubber Top Heel 
Combination No. | Toe 
AA-D 
Price $5.00 


Welt Sole 


The Same in 
Style 2252 Price $4.65 


BLACK KID WHOLE QUARTER 
LACE OXFORD 


AA-D 


SUCCESS 
KNOWS NO 
COMPROMISES— 


“THE outstanding fact about the 

great QUEEN QUALITY RE- 
TAIL SUCCESSES during the past 
twenty-five years is that they CON- 
CENTRATEDonQUEEN QUALITY. 


There's greater salability and better 
net profit in QUEEN QUALITY shoes, 


—and 


The REAL success—the thing that satisfies 
ambition and makes for LEADERSHIP—is 
achieved by CONCENTRATION on QUEEN 
QUALITY for your women’s shoe require- 
ments. 


This concentration is more than ever practical 
and profitable with the QUEEN QUALITY 
line, embracing every style and type of shoe 
now in demand. 


The QUEEN QUALITY Agency Franchise 
makes bigger, better, busier shoe stores and 
departments. Write or wire for full informa- 
tion—or ask for our salesman to call. 


THOMAS G. PLANT COMPANY 
BOSTON 20, MASS. 


CHICAGO 
207 W. Monroe Street 


NEW YORK 
125 Duane Street 


OX C.-C CC €- CC €-€-C-X C-€-£.£.€- €. EX C'+'s:> XP:-P Pd -3 3°33 NK -3 D3 -3-9-F-2:3:> 3-2 N° 
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BA _RATSCHINSN 


Philadelphia Shoe Co. 


825 MARKET STREET 525 FOURTEENTH ST. 
DAKLAND 


SAN FRANCISCO 
ESTABLISHED 1001 


MAIL ORDER DEPARTMENT 


SAN FRANCISCO, July 3, 1922. 
RECEtYV? 


{i 
ig? 
: ; 
Rice & Hutchins, Ino. oe. 4 
Boston, Mags. MGS & HUTCHINS | 


i 


$22 





Gentlemen: = 





It is not our custom to write 
commendatory. letters to shoe manufacturers, 
but our success with Educator shoes has been 
so-much greater than we anticipated that it 
is. only natural that we should advise you to 
that effeot. 


We anticipated a large demand for 
childrens Héucators and in this we were not 
disappointed, but in addition, the demand for 
Mens and Womens Bducatorg has been so much 
beyond expectation that we will ask you to see 
that our order for stock Educators are shipped 
immediately. 


By giving the above your inmediate 
attention will greatly oblige. ; 


AK:v 


EDUCATORS ARE THE FASTEST MOVING SHOE STOCK 
IN THE WORLD TODAY 


Your customers are acquainted with Educator shoes whether you carry them or not. They began making 
friends twenty years ago. “Educator evolution—$5,000 to $9,000” is the story of a neat little turnover jac- 
complishment we would like to send to you. 


RICE & HUTCHINS, Inc. 


BOSTON EDUCATOR U. S.A. 
SHOE® 
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Put an End to One Type of Shoes for Men 


Step Into a Conspicuous Share of Service to the Improvement 
of Men’s Attire 


UCH work must be done to encourage men 
M to buy more pairs of shoes. We don’t believe 

that any great splurge in publicity, of an 
impersonal character, favoring all shoes will do the 
trick as well as the careful man to man contact in 
store and in local advertisements. We believe that 
more men’s shoes can be sold only through constant 
and persistent work at the fitting stool. 

To encourage men to buy more shoes is not such a 
difficult. process considering the fact that average con- 
ditions of men’s shoes the country over is 40 per cent 
below any quality-standard that would be indicative 
of smartness, correctness or even passable usefulness. 
Shoes on men’s feet are not “up-to-snuff.”’ 

Men’s shoes are in the last stages of disrepute. The 
Recorder is going to hammer on the one line of reason- 
ing, that a little more smartness in men’s shoes can be 
had by a continuous prodding of the subject in shoe 
stores the country over. The thing to do is to wear 
away Opposition to price and to habits of keeping shoes 
in service beyond their usefulness. 

A good example of selling more shoes was noted this 
week in the tactics of an alert store salesman, who had 
a tennis celebrity as one of his customers. Before he 
finished the sale of two pairs of shoes to the tennis 
champion, he went down the line and spoke to several 
other customers “on the side.’ In whispering tones 
he said, “Mr. So-and-So, the tennis champion, is buying 
our new black grain oxford and a light tan oxford, and 
by the way, he is one of the best dressed men in this 
town.” The suggestion to the customer by example 
such as this was instrumental in selling more pairs of 
shoes in that store. It is a case of using ingenuity and 
skill in emphasizing selling arguments. 


The Recorder this week is showing the first of a 
series of articles on men’s shoes for all occasions. We 
have enlisted the co-operation of the Mitchell Publica- 
tions, and we will have the opportunity of showing the 
very latest lines in men’s clothes so as to give shoe 
people an idea of good taste in men’s attire. 

We had thought of showing in this week’s issue a 
picture from a big convention of shoe men. We were 
going to cut the heads of the photograph off and simply 
show from the knees down. The miserable array of 
footwear, and inappropriate costuming to the footwear 
worn, as revealed by this picture would almost con- 
tradict the fact that it was a shoe man’s convention. 
Plentifully sprinkled in the group were manufacturers 
of men’s shoes so that our criticism hits right along the 
line. We could re-emphasize the old slogan ““Wear.a 
good pair yourself” as the starting point in a national 
campaign for selling more men’s shoes. To be charitable 
in our criticism, however, we are going to overlook the 
publishing of that photograph, promising to feature 
sometime hence a similar picture showing shoe men 
shod as they should be. 

There isn’t a single factor, other than neglect that is 
responsible for the slump in sales of men’s shoes. 
Prices of men’s shoes are extremely reasonable, styles 
are available covering every possible pattern and 
material. The tanner is ready to furnish the leather 
for both novelty or staple footwear; no matter what 
the grain or substance might be required. 

The men of this country are seeing a little more 
money in the pay envelope, and if you want to get an 
idea of where men are spending it, pay a visit to your 
local haberdasher. To date the fall hat business has 
been greater than in any recent season, because an 
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organized effort has been made to push men’s hats. 

Shoe stores are welcoming the new sport shoes 
having crepe rubber soles for it may be a means to an 
end of wearing one type of shoe the week around, 
month on month, until scarce much of the shoe re- 
mains. The real feature about a distinctive shoe, suit- 
able only for golf or athletics is that it is the first peg of 
a campaign for “‘shoes for occasions.” The crepe soles 
on sport shoes in England are kept exclusively for golf 
or cricket or yachting wear; and the event being over 
are tucked in the locker—they are actually shoes for 
occasions. The charitable shoe man designs his sport 
shoes so that they are available for golf or business, 
dinner or ball, in fact, an all-purpose shoe queerly 
marked for one purpose, but by general acceptance 
wearable all times and ways. 

Let the effort be quietly made, day by day, in stores 
to preach shoes for occasions and by so doing increase 
the pleasure to the customer of being well dressed and 
the profit to the merchant that comes from a service . 
well rendered. We would appreciate merchant com- 
ment on the simple plan of selling more shoes to men 
and would like to know the store records of “double 
sales’’ per customer. Let’s make an effort in the right 
direction so that the men’s side of the store can enjoy 
the spirit of merchandising well, and serving men more 
intelligently. . 


Ringing the Bell 


A‘ observation of how the merchants in Penn- 
sylvania, and in districts previously tied up by 
strikes, have put in their orders for new shoes indicates 
that we can all look for better business in the near 
future. Shoe salesmen who have made “strike ter- 
ritory” have been surprised at the merchant interest in 
footwear. When men get to work the shoe man gets 
an early call. 

The Recorder has been in receipt of several letters 
from salesmen covering these territories expressing 
appreciation of the leading editorial of August 26. en 
titled ““A More Liberal Spirit on Credits.” Also to be 
noted, a prominent credit man called up on the ‘phone 
stating that it had done some good. inasmuch as the 
Board of Directors of his concern suggested a little more 
liberality to encourage customers to anticipate mer- 
chandising. 

The third straw showing the current of business 
opinion comes through Babson’s Barometer Letter of 
September 19. which expresses admirably the thought, 
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which we touched upon in our issue of August 26: 
“This is an important time for the credit man. Busincss 
has worked around to the point in the cycle where a 
new attitude can be taken. For the past three years 
the best credit policy was a negative one . . . the 
great need of business then was caution and restraint— 
the readjustment demanded credit retraction, and most 
concerns had all they could do to keep their own heads 
above water. Now we have come to a third stage in the 
cycle the period of improvement, conditions are 
changing. While on the surface the same danger may 
appear, fundamental statistics point to recovery. Re- 
gardless of rumors and scares, foundation now exists, 
which justifies a hopeful and aggressive policy. 

“By this we mean a gradual extension of credit lines 
by the banks and more liberal terms by business houses: 
whereas a year or two ago conservatism was the watch- 
word, now we are entering a period when courage and 
faith will pay the best dividends. 

“Today business needs more than anything else the 
encouragement which only a freer granting of credit 
can give. Moreover, the fundamental condition of 
business is sound enough to warrant such a policy. 

“Clients should recognize this fact and grasp the 
opportunity. Later when business is booming and 
people are optimistic, every one will be willing to extend 
credit. A more liberal credit policy now will make 
friends.” 

The Recorder would however, give a caution—don't 
mistake an opportunity for freer credits as an occasion 
for speculation—common sense must continue—step 
by step we reach success in business. There is, however, 
a valid reason for anticipation of merchandise and a 
planning for more sales in the height of the season. 





Style Sells More Shoes To 
Women 


TYLE all the while sells more women’s than men’s 
S shoes, for the production of women’s shoes is 
running along at a rate of nearly 1,000,000 pairs a 
month in excess of the production of men’s shoes. 
Presumably, sales are going on at that rate. 

At times, the production of women’s shoes has been 
2,000,000 pairs a month greater than the production 
of men’s shoes, and during the Easter rush, when nov- 
elty styles were at their height, the production of 
women’s shoes was nearly 3,000,000 pairs a month 
greater than the production of men’s shoes. 
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Reveille! (The Awakening) 
Every business man who reads this article 


will find therein the confirmation of his hopes 
for continued business improvement. 


A Little More Smartness for Men. . . 
The first of a series designed to light the way 
to a real revival in men’s business. 


Little “Stunts” That Have Proved 
Successful in Retail Stores. . 


An Art Contest By a Store 


How a Boston firm made excellent advertising 
capital out of its need for a trade-mark. 


Shoe Store Service Section............. 
Lifting Store and Community. 
Make ’Em Stop, Look and Listen. 
Recorder Ad-Visor Service. 


Business Neighbors 


Show me the town in which merchants are 
suspicious of one another, says Karl C. Logan. 
and I'll show you the town in which it isn’t 
wise to live in or engage in trade. 


News of the Shoe Travelers 85 


News of the Leather Market....4.... 97; 


News of the Rubber Footwear Market.101 











Act 1—Scene | 


Outside the unfortunately-not-yel obsolete 
wicket of a certain ‘shoe factory. 


“Is Mr. Black in?”’ politely. 

‘Who wants to see him?” asked the fair 
inquisitor between Wrigleys. 

“I do,” still politely. 

“Where you from?” 

“T was born in Plainfield, N. J.” 

“What name?” 

“Mr. Terhune of the Boot and Shoe Re- 
corder.”’ 

“Want to'see |Mr. Blackjpersonally?”’ 
“No, his grandmother will do just as 
well.” 

“Well, he ain’t in”—snappily. 

“Kindly tell him I wasn’t there,”’ more 
snappily. 

All of jwhich was bum! repartee, I'll admit, 


} but I might have been ajshoe buyer. Some 


factories are slipping. 
There’s a reason! 


(hy 
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Reveille! 


HE dog days are over, the gurgle has gone out of the ther- 

mometer and the tang of early autumn is putting new life 

into men and business. Vacations are ended or ending. West- 
bound Atlantic liners are loaded to capacity with Americans re- 
turning to spend their money in home markets and to put their 
shoulders to the great wheel of business. 


These are psychological factors which make for good business 
during the coming month—better business than we have seen dur- 
ing many and many a long day, but there are other, more funda- 
mental reasons why you should prepare now to do the best busi- 
ness in years. General economic conditions have been improving 
consistently since the first of the year, and that improvement has 
been very greatly accelerated during the past few months. Liqui- 
dation has been completed or discontinued. Prices have become 
stabilized. Interest rates are low and credit conditions good. 


Bumper crops are now moving into primary markets and the 
money thus released may be relied upon to promptly make itself 
felt in generally increased activity. This year’s crops have been 
produced at comparatively low costs. They yield the producer 50 
per cent more than they did a year ago. This means that the farm- 
ers, or nearly one-half of the population of the United States, will 
have 50 per cent more dollars to spend. 





But most important of all, the labor wars are finished and the 
economic brakes on industry have been released. The miners have 
gone back to work. The textile strike is settled. The railroad shop- 
men’s strike is in the course of rapid adjustment. Labor is back on 
the job and glad to be there. Employment in all lines of industry 
is at practically 100 per cent. 


The tonic effect of times such as we are entering upon is felt in 
the most pronounced degree by the food industry, and it should 
be unnecessary toi ndicate to you how these favorable factors in the 
economic situation can be translated into increased sales. 


Success during the coming months will come easiest to the 
sales organization which is first to realize the change that has 
taken place. Early in 1921 there was a change from order-taking 
methods to he-man salesmanship. Today it is a change from 
piecemeal methods to really “‘big order’’ possibilities. 


Business has definitely turned the corner and we must not be 
left behind. This is the time to turn off the electric fan, smile, 
and go after the business which is now yours for the effort.— 
Dr. J. T. Dorrance, in the Vew York Journal of Commerce and Commer- 
cial Bulletin. 
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\hoes lor 


Cdcasions 


a little more 
smartness for 


Men 


Recorder Men's Style 
Series No. | 


Smarter lines in men’s clothing indicate ‘that 
trimness in shoes harmonize with the tailor-made 
characteristics of men’s clothes. Ready-to-wear 
Fashion Plate from Mitchell's American Fashions, issued by Ll 

Mitchell Publishing Company, New York 7 - 
The Recorder will feature for a number of is- 
sues shoes for occasions, picturing correct dress 
and shoes in keeping with attire. The Recorder 
feels that a shoe store can now accomplish much 
in the direction of getting more men’s shoes sold 
right. 

The sloppy hat, suit and shoe period is past. 

Men’s attire is being “‘smartened up.” 

















Here is one of the newest 
lasts having decided lines, 
excellent width in the ball 
and good fitting features. 
The last is extreme in that 
it recedes sharply from the 
cone to the tip, and the 
wood is placed on the bot- 
tom for fitting values. The 
side wallis softened slight- 
ly so that the profile view 
of the shoe is made a 
~ ely curve. 
is is a young man’s 
ou and the new feature 
is the top of the last runn- 
ing flat to the very tip. 
ere are = addition- 
al tailoring feature in = ™ Lue 
keeping with the tailor- = a> & @ > >. 
made lines in men s cloth- — 
ing. Characteristics of 
men’s shoes must har 
monize witb clothing. Try 
this shoe in black or light 
tan in higher grade shoes, 
and in darker tan in pop- 
ular priced footwear. 























BOOT AND SHOE RECORDER 








Little Stunts That Have Proved Successful 
In Retail Stores 
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Making the Rainy Day a Busy One 


A rainy day keeps people home sometimes, al- 
though there are stores which have a regular “rainy 
day patronage ™ 


If the rain cuts into your sales, why not utilize 
the telephone. If such calls are tactfully made, the 
customer called will feel pleased to think of you as 
having remembered her. The very fact of its being 
rainy will mean that she has time to talk. 


Old customers whose needs you are fairly familiar 
with may be told of this or that style, a good descrip- 
tion of which will result in their agreeing to have it 
sent on approval or to call in to see it the next day. 
If the day is unusually quiet you might offer to be of 
assistance in getting something out of your line at a 
store down the street that your customer might 
want, but not enough to venture -into the rain for 
Something like this might be said, “It’s raining 
quite hard today, we have some time and if there is 
anything you need sent out to you from the depart- 
ment store next door our Miss So-and-So will be 
glad to select it for you.” This may seem an ex- 
travagant offer, but if it wins a customer or holds a 
customer why isn't it time well spent. 


You've got to do something out of the ordinary 
if you want folks to talk about the excellence of 
your service. You've got to give word-of-mouth 
advertising a hard push to get it started. Once 
started though—well—get started and see. 
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A Name on Every Shoe in the Window * 
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This easy means of identification will remove an 
obstacle that stands in the way of a person imme- 
diately entering a store to learn more about the 
style displayed—a.name on the shoe 


You'll find people coming in to say, “Let me see 
SO-@QNE-SO. ....... ‘i 


Choose names of local interest that will be ap- 
propriate for each style . . . names of celebrities in 
theatrical world, field of sports, principals in latest 
songs, etc. 


This is a working out of the old advertising rule, 
to ‘make it as easy for the buyer to buy as it is for a 
horse to drop his head into the trough." The tend- 
ency in the passerby is to pass on rather than to 
stop, so make it easy for them to stop even if it 
does take time and thought. 





The Grip of a Gift 


A child never forgets a kindness—it's the easiest 


.and most obvious way of its judging value—and 


sometimes it seems that this is one trait which lasts a 
lifetime. | Grown-ups appreciate something for 
nothing, too 


One merchant might use free gift advertising to 
draw a crowd on certain days. Another would 
simply proffer a gift with every purchase. 


In the first instance the gift must be worth while 
In the second it could be inexpensive when the fact 
of its being unexpected would make it all the more 
acceptable. The one thing against the first is that 
the customer is likely to expect too much 


Every child ought to be given some little souvenir 
One youngster will do more for you in getting their 
every time it is brought to the store to be fitted 
playmates to demand that their shoes be bought of 
you than you can imagine. 


Grown-ups will appreciate the courtesy because of 
its rarity. 


One way to obtain gifts is to get in touch with 
manufacturers who are desirous of educating your 
section of the State into the use of their product. 
Free samples in regular selling sizes would be sup- 
plied you, and very likely the manufacturer of 
toothbrush, soap, thread, cleaning fluid, stove 
polish, shampoo, nail liquid, face powder or whatever 
you would consider valued by your trade will con- 
sider this an economical way of introducing his 
product. 


Thirty-five dollars per person is given as the an- 
nual expenditure for footwear. How to get the 
whole of that part of the cost of a wardrobe is your 
job. 
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One Pair is BOUGHT, the Second is Sold 


Suggestion sells shoes equally as well as anything 
else. When a customer enters a store it is to buy. 
One fitted with the proper style the business of 
selling is just begun. 


The rule of every store should be—or one of the 
rules—to suggest and show a desirable style to each 
customer after one pair is bought. 


A recital of a few desirable points in style and 
usage of a shoe is all that’s needed to sell it in most 
cases. Exhibit a harmonizing pair of hcse with the 
shoe, one will help to sell the other. A difference in 
shade of hosiery, a new wrinkle in the style of shoe 
well presented is enough to make the customer want 
the shoe. 


Then have such a sale labeled on the sales slip 
something like SUGGESTED SALE or EXTRA 
and at the end of each week total up the extra pairs 
sold by each salesman and present the records of 
each at a round-table discussion in order to get the 
right idea of salesmanship into your business. 


| SHE STORES, 








ANY SHOE IN THIS 
winvow $77.00 


A One-Price Window 


Select every style that is to be sold at the same 
price and display it in the window under one big 
price ticket. 


“ANY SHOE IN THIS WINDOW $7” is in- 
finitely more attractive and convincing than a 
separate price on every shoe 


It relieves the customer of the necessity of weigh- 
ing comparative values without a salesman as a 
guide. 


The price is settled without ado and the mind of 
the passerby is given entirely to the matter of 
selection. 


There is a positive power of attraction in this 
idea, a psychological something that gets interest. 
Try it see. ‘ 
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‘‘ New Customer’’ Week 


A business may make money on its regular cus- 
tomers, but it grows in size, both as regards service 
and profit in direct proportion to the number of new 
customers it wins each year. 


Something must be done to get the eye and in- 
terest of those whom you have never served. 


There is one feature of your service that stands 
out above your competitors. It ought to be played 
up in all its phases. It ought to be shown that it will 
pay a person to go a little out of one’s way to trade 
at your store. 


If you give credit you could go into details in your 
advertising on the numerous good features of buy- 
ing this way Have your salespeople talk about it. 
Forget shoes and drive home service. 


If you are in the center of the shopping district 
that is the feature to exploit. Provide a checking 
office for shoppers—a rest room that will become a 
meeting place for shoppers and incidentally increase 
the traffic in and around your store. Your future 
depends upon the number of NEW CUSTOMERS 
made every day. 


A Knowledge of Style in Dress Important 


A little sleuthing outside the store to learn}the 
new dress styles being featured in one’s town twill 
provide a salesman with a fund of information that 
will help make sales. 


The thread of style connecting appropriate toot- 
wear with the style of dress worn is a slender one 
that only real salesmanship based on a knowledge of 
what is right can weave‘into a durable tie. ; 


An intelligent comment upon the newer skirt 
length and its influence on the type of shoes worn 
carries weight. If a customer feels you know style, 
your judgment will create a sale, 


The new colors in gowns, paneled effects, straight 
or bouffant lines, whether spirited in trimming or 
conservative, each new twist of fashion should be. 
catalogued for use in directing the customer to 
what is eminently proper in footwear style. 


Again there are the styles that make the short 
look tall and the tall look shorter, and the woman 
who searches painstakingly for either in her dress 
will certainly bless the one whose judgment on the 
effect of a shoe style is to be relied upon. 


Look outside where demand is created for a 
means of filling that demand within the shoe sw « 
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Brockton Fair Fashion Show Will Be Snappy 








September 23, 1922 





Forty Hours of Style With Forty Living Models Reveal- 
ing the Arts in Shoemaking of the Brockton District 


are famous the length and breadth of the land. 

And the reason that they have attained their 
celebrity is because of the fact that they get better 
each year. After one big affair has been “pulled off,” 
everyone says, “This is perfection,” but the directors 
are never contented until they “put one over” just a 
little bit better than the preceding event, thus the 
Brockton Fair Style Show of 
October 3, 4, 5, 6, and 7, 1922, 
will surpass all previous efforts. 
President Fred F.’Field of Field 
& Flint Company, who is Presi- 
dent of the Brockton Agricul- 
tural Society, sums up the sit- 
uation in part, as follows: 


B ROCKTON Fair and the Brockton Style Show 


Great Future Development 
Possibilities 


“To my mind, this Shoe 
Style Show has the greatest 
possibilities for future develop- 
ment. It is certain to develop 
these possibilities because a 
shoe style show, held in Brock- 
ton, of shoes made in the 
Brockton district, is a logical 
proposition. It is entirely more 
fitting that a shoe style show, 
and an exhibition of shoes 
should be made right here 
where the shoes are produced 
rather than in some city miles 
away. 


Brockton Standard Exemplified 


“The Brockton district makes 

a certain high standard of shoe that has been well and 
favorably known throughout the world. Brockton- 
made shoes have always meant a certain high standard 
to retailers throughout the country. Here, at Brock- 
ton’s Own Style Show, of shoes made in the Brockton 
district exclusively, a retailer is enabled to get a com- 
plete and comprehensive survey of the entire industry, 
which is represented by the Brockton standard. 


A National Destiny 


“The Brockton Fair is unquestionably destined to 
become a big, national annual event. 
“This statement is especially true because of the 








The leading lady of the Brockton show 


dates on which the Brockton Fair is held, recognizing 
that the shoe retailers no longer look six months ahead 
and place their orders on that basis, but rather wait 
until the eve of every season before buying the bulk of 
their merchandise. 

“The Brockton Fair affords the retailer an oppor- 
tunity to get first-hand information at the source of 
production just as the Fall season gets under way.” 


This is a strictly Brockton 
affair, even to the forty young 
men and women models who 
are well acquainted with the 
shoes which they are to dis- 
play, as they have helped to 
build them, and raturally wish 
to show them on the runway to 
the best advantage. A Parisian 
expert, Professor Denesha will 
attend to the draping of the 
model’s costumes: the millinery. 
hosiery and other apparel will 
be supplied from the retail 
shops of the great Shoe City. 


The Runway, which extends 
the entire length of the Educa- 
tional Building, has been so 
arranged that the public can 
view the footwear and, of 
course, all of the other apparel 
finery to the best advantage. 


Elaborate 


The decorations in the Edu- 
cational Building will be very 
artistic and with just the right 
amount of richness to create a 
right atmosphere for the beautiful clothing and foot- 
wear displayed. 

The Style Show commences at noon of each day and 
concludes about eight in the evening; it will be prac- 
tically continuous with special features as each hour is 
ushered in. The music for the occasion will be furnished 
by an orchestra of 20 of the best musicians in the Old 
Colony District, under the leadership of M. Clifton 
Edson; there will be miramba selections and numbers on 
the saxaphone will be given by a world-celebrated 
troop. 

One of the principal features of the Style Show will 

(Continued on page 63) 


Decorations 
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Paris puts 


brilliance 
into the 
Colonial 


This tongue slipper has rhinestone 
decoraltions—the gore back holds 
the hip tongue to the foot. The 
little strap is purely ornamental. 
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The Recorder’s 


O color in trimmings is so vivid or brilliant to be 

N out of the range of the buyer in Paris or one of 

his prospective customers. This vogue of color 

May be explained by the fashion for striking effects in 
dress, something unusual and out of the ordinary. 

Adaptations from colonial pumps, together with 
decorations in variety in the form of buckles, rhine- 
stones and fancy tongues especially are noticed. 

Vamps are medium long; toes are medium pointed. 
Heels are high and are in both military and Louis 
styles. The average height is for street 2)4 inches; for 
evening 23% inches. 

Patent leather takes precedence for street wear. 

Black satin trimmed with cut steel is gaining in 
popularity, and is worn both for street and house wear 
by many of the smart Parisians. 

Large rhinestone buckles made in imitation of the 
antique are again being worn on satin evening slippers, 
these usually backed with a fancy elaborate tongue 
made of loops of ribbon, wing-shaped petals of net, lace 


Paris Style Letter 


or metal cloth. Fringe ornaments in steel, in brilliants 
and in jewelled effects, also in jet are conspicuous. 


Cordially yours, 
L. Hubbard, 
Director, Paris Office. 





Receives Thirty-Third Degree 


Walter T. Creese, treasurer of Creese & Cook Co. of 
Danvers, Massachusetts, has just received the thirty- 
third degree in Masonry, a signal and rarely accorded 
honor which will come as pleasant news to his large 
circle of friends in the shoe and leather world. 

Mr. Creese has always been very prominent in Ma- 
sonry and has held many high offices in Massachusetts 
Masonic Orders. Although a man of large business 
responsibilities, Mr. Creese is intensely public spirited. 
He has not only given freely of his time to his Masonic 
duties, but also has. served two years in the Massachv- 
setts Legislature. 
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Window showing statues of “*Miss Young Set’ submitted in unique trademark contest held recently by the 
Shepard Stores of Boston and Providence 


An Art Contest by a Store 


To Encourage Local Art Students, and to Create Interest 
in a Store’s Trademark 


By HELEN M. HANEY 


there is no better stunt than the one tried by the 
Shepard Store in Boston in an art contest. 

It had occurred to the publicity department of the 
Shepard Stores that an emblem in the form of a statue 
of an attractive young girl would be an excellent 
feature in publicity, and a permanent addition to the 
anbitions of the store in its service to young women. 

To indicate that the store served “the young set” 
the idea was evolved of having a contest in the clay 
modeling classes of the Boston Museum of Fine Arts. 

Why not a statue of a girl typifying the younger 
generation, dressed in a manner which will be the 
symbol of the store’s preparedness. 


A $125 Prize for Best Model 


The more Beatty Stevens, Manager of the Publicity 
Department of the Shepard Store thought of this idea, 
the more he became convinced that it was right. Now 
the proper place in and around Boston with which to 
make arrangements for a statue of merit is the Boston 
Museum of Fine Arts, and it was to the management of 
this institution that Mr. Stevens imparted his idea. 
A prize of $125 was arranged to go to the student of the 
School of the Museum of Fine Arts for the clay model 
which best expressed the type of young woman design- 
ated in the Shepard Stores as “Miss Young Set.” 


Ts capture the interest of the girls of a community, 


The contest closed on a certain date. Eleven models 
twenty inches high were sent in; these were judged by 
twelve persons. These models whom Mr. Stevens had 
selected—consisting of art critics of the newspapers and 
several others who-were interested in one way or another 
in such matters, from the standpoints of advertising, of 
costuming, and other details. Included in the twelve 
were a few woman critics. Their choice finally lay 
among three and out of these three, Mr. Stevens 
chose the one which received the highest number 
of votes of the twelve judges. The scluptor who 
won the $125 prize was Mrs. Shirley A. Farns- 
worth of Brookline, Mass. 


Fifty Plaster Statues 


The clay model is now being cast in plaster to the 
number of fifty, one of which wi!l adorn every depart- 
ment which carries merchandise attractive to the 
younger woman, or woman of that type. “Miss Young 
Set” will also be used in the firm’s advertising matter 
and as a trademark. It is Mr. Stevens’ intention to 
make this statue trademark so well known that when 
folks come into the store, it will link up with the 
Shepard Stores advertising and give customers to 
understand that they are in a department where the 
merchandise of the type the statue represents may be 
found. 
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Miss Young Set Wears Sport Shoes 


Miss Young Set’s shoes were as carefully considered 
as the rest of her apparel. As she was dressed for sport, 
she was shod in a young woman’s typical sport shoe, 
oxford, saddle strap. 


Much Favorable Publicity 


It is a bit too early to tell the results of Miss Young 
Set’s debut, but Mr. Stevens states that he knows 
positively that the young set idea is a big sales pro- 
ducer. Moreover the young woman’s window appear- 
ance during the first week of July and the newspaper 
and other publicity increased sales to the Shepard 
Stores. The public of Boston and suburbs, and Boston’s 
visitors, were keenly interested in the window—some 
even went so far as to say that if Miss Young Set was 
a “flapper” they liked flappers—so it will be seen that 
they caught the idea of the composite little Miss Young 
Set. She appealed to them as being just the right mas- 
cot of merchandise that appeals to the younger women. 


A Good Advertising ‘‘Stunt” 


This “‘stunt”’ is one that could be used by any store 
in the country—exclusive shoe store or department 
store, large or small, so says Publicity Man Stevens. 
He believes that good results may be obtained thereby 
and adds that a voting contest on say the three best 
models—the judges to be the interested public—could 
be profitably arranged. 





Brockton Fair Fashion Show Will Be Snappy 
(Continued from page 60) 

be an up-to-date version of “The Old Woman Who 

Lived in a Shoe.”’ 


Brockton’s Shoemaking Progress Shown 


Brockton shoemaking and its progress will be exem- 
plified with footwear and other wearing apparel, dating 
back to the first pair of shoes made in the old town. 
North Bridgewater, now the thriving city of Brockton. 


Advance Style Information 

The Brockton Style Show has this especial interest 
to the retail sboe merchants of the.country, namely, that 
it is held the first week in October when the merchant 
may obtain advanced advice at the source of produc- 
tion; also the manufacturers themselves of the shoes 
exhibited and their executives are right on the ground 
to hear their customer’s story. 


Style Show Executives 

The honorary chairman of the Brockton Style Show 
is John S. Kent of the M. A. Packard Company; also 
President of the Brockton Manufacturers’ Association; 
Frank E. Packard of the George E. Keith Company is 
acting chairman; William B. Nash of the W. L. Doug- 
las Shoe Company has charge of the Shoe Style Show 
itself. George W. Rand of the Tolman Print is General 
Manager of the Shoe Style Show; William W. Mc- 
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Arthur of the Mawhinney Last Company is assistant to 
Mr. Nash; Frank E. Cobb. of the Tolman Print has 
charge of the booths and exhibits; Miss Mollie F. Hur- 
ley has charge of the women models: all of the special- 
ties are put on under her direction; William M. Scan- 
lon of the Kennedy Clothing Company has charge of 
all the men’s modls. Frank M. Bump. Secretary of 
the Brockton Shoe Manufacturers’ Association is 
Secretary and Treasurer: Charles R. Storey is chairman 
of the Advisory Committee; J. Frank Beal of the Old 
Colony Piano Company is in charge of all music, Mr. 
Beal also represents the merchants; A. Scudder Moore 
of the Edison Electric Company is in charge of electrical 
effects. 

. Thirty-six Fashion Booths 


All plans for the Style Show have practically been 
made; the booths—thirty-six in number—have been 
assigned. The positions for these booths were drawn 
and so fate decided where each manufacturer should be 
located, so the smaller shoe manufacturer shared 
equally with the bigger manufacturer as to location. 


List of Exhibitors 


The manufacturers exhibiting and showing models 
on the runway are as follows: Brockton Shoe Manu- 
facturing Company, C. E. Lynch Shoe Manufacturing 
Company, E. T. Wright & Co. Inc., The Dalton Com- 
pany, Field & Flint Company, T. D. Barry Company, 
C. A. Eaton Company, Wall, Doyle & Daly Inc., J. E. 
French Company, Howard & Foster Company, C. S$. 
Marshall Company, P. B. Keith Shoe Company, 
Thompson Bros. Shoe Company, M. N. Arnold Shoe 
Company, Stone, Tarlow Company, Inc., E. E. Taylor 
Company, Churchill & Alden Company, Geo. E. Keith 
Company, Richards & Brennan Company, Brockton 
Co-operative Boot & Shoe Company, Union Shoe Com- 
pany, Bion F. Reynolds Company, Whitman & Keith 
Company, Emerson Shoe Company, W. L. Douglas 
Shoe Company, Stacy, Adams Company,Conrad 
Shoe Company, Hurley Shoe Company, Reynolds, 
Drake & Gabell, Poole & Johnston, Lewis A. Crossett 
Company, M. A. Packard Company, Birney, Capen & 
Denham, A. Freedman & Sons Company, A. E. Little 
Company, Rice & Hutchins Inc., O. A. Miller Treeing 
Machine Company. 





Prompt Shipment Continues Despite 
Fire in Last Plant 


New York, Sept. 18—Fire which damaged the last- 
making plant of the Stewart & Potter Company in this 
city last Friday night will cause little or no delay in the 
filling of orders, according to an announcement issued 
today by officials of the United Last Company . All 
shipments will be made on schedule time, it is said, with 
the exception of orders which were in process of manu- 
facture at the time of the fire, and shipment on these 
will not be delayed any great length of time, as they are 
being completed at a closely neighboring branch. 
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THIS IS THE FACTORY 
WHERE ALL KARELIS SHOES ARE MADE 


No. 904 


Stock No. Bt Women's Pat nt Vamp, Brocaded 
page of ross Strap, Soha Leatherg Coun- 
er, High- Grade Sole, mitation French Cord Silk 
Hinding, Leather Quarter and Sock Lining. 13-8 
Wood Cuban Covered Heel. Price $3.50 


Stock No. 900—Same as above in runout 
Covered Heel - $3. 


_ 

Stock No. 903—Same as above - Junior Lous 

FullgBreasted Covered Heel. Pric $3.60 
7 


No. 800 


Stock No. 800—Patent Chrome Turn, One-S ial 
High-Grade Patent Chrome, Solid Leather os n 
Counter, Silk Cord, Leather Sock and Quarte 

Lining, Seven Iron’ eS. Py _Louls Celluloid 
Covered Heel. Sizes: B . 344-7 C, 3-7, 
24-7, 3-8, 345-8. Price $3.40 


Stock No. 803—-Patent Chrome Turn, Que-Gerep. 
High-Grade Patent a Solid Leather Grain 
Counter, Silk Bindi Sock and Quarter 
Lining, even Iron Sole gemter Louis Celluloid 
ri overed Heel. Sizes: B, 3-8, 344-8, 344-7; C, 3-7, 
244-7, 3-8, 345-8. Price 
Stock No. 804—Patent Chrome, Turn, One-Stra 
Solid Leather Counter, Silk Binding, Leather Sock 
and Quarter Lining. Seven Iron Ss ‘Bie bg freer 


See Sores eel. Sizes: —7: 
. 7, 244-7, 8-8, 344-8. Price...” i 


Karelis shoes are Haverhill made 

from the finest materials—and 
with exceptional skill. Their price 
is based on the very lowest possi- 
ble cost of production. They are 
of highest style and are carried in 


stock for instant shipment. 


Wise business men want Facts. 
The surest, quickest, and best way 
to get all the facts is to send us 
your trial order, bearing in mind 


that: “Goods well bought are half 
sold.” 


Samples not returnable 
Terms 2% 10 days—net 30 days 
36-Pair Cases Only 


KARELIS SHOE CO. 


FACTORY 266 RIVER STREET 


HAVERHILL, MASS. 


No. 604 


Stock No. 604—Black Satin Turn, One-S 
High-Grade Satin, Silk Binding, Bold Leather 
Grain Counter and Leather Sock and Quarter Lin- 
ing, pons an. 12-8 Cuban Heel. Sizes: B, 3-8, 
34-7, 344-8; C, 3-7, 3-8, 244-8. Price, —— 
bp avct, a Turn, One-Stra: 


Stock No. 603—Black Satin Turn, One-Stra 
High-Grade Satin, Silk Binding, Solid Leather 
Grain Counter and Leather Sock and ‘ter Lin- 
ing, Pearl Button, 44 rm | Junior Covered 1 Heel. 
Sizes: A, 4-7, 3 + 34-8, 3-8; 

214-7, 3-8, 214-8 eH pal ' 


No. 


Stock No. bh rr 7B ay Turn, One-Stra 
Grain Kid, Leather Counter, 
Leather, Gamer a and a Lint 
Covered Heel. Sizes: B B. 3-8, 34 
2-7, 3-8, 344-8. ¢ Pri 
Stock No. Son—tawagena Turn,”One-S: BRadin Fine 
Grain Kid, Solid Leather er Counter, —? 


Leather eas and ah 
a5 eel. Sizes: ~ 28, 3 wT os, 


25-7, 344-8. 
Stock oo ‘194_Biacitiia Turn, 
rain Kid, Solid 
pr &, Quarter s Sock Lining 
Heel. Sizes: B, 344-8, 344- ra Ps 
3-8. Price. 
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Lifting Store and Community 


BY T. K. KELLY 
Of Minneapolis before the Second Annual Progressive 
Business Congress 

"9 N the past there has been too much posing on the part of the 

buyer and seller. Now, we must get down to brass tacks and 

act natural. Good sales people always relax, making their 
customers feel at home. That, with courtesy and discretion, 
creates confidence. It has always been proven in the selling pro- 
fession that after you secure attention, you must obtain your 
customer’s confidence before a sale can be made. 

“As you merchants become successful in your home towns, you 
lift your whole community with you; and as we in the past decade 
have lifted merchants to success, we have climbed the ladder 
ourselves. 

“Let your store be known for a certain spirit which will motivate 
your business policy. Clean stores are your greatest asset. Good 
stock-keeping, well-groomed sales people—and don’t forget to 
use a little paint yearly on your store front, keeping in mind at all 
times, the exterior of your store. How many times have we all 
stepped over the threshold of a store and relaxed when we walked 
down the aisle. The display of merchandise, the arrangement of 
the stock and the store decorations throughout blended, creating 
that home-feeling, that friendly touch, confidence that could not 
have been obtained through careless, indifferent store arrangement. 

“Then take the matter of the friendliness and courtesy of your 
sales people to your trade. Do you realize that warmth and cour- 
tesy—a friendly handshake—a word of inquiry for the customer’s 
family—alJ are priceless things in business and they will secure 
sales more quickly and more surely than any amount of dry facts, 
argument or logic. 

“Tt is up to you, my dear merchant friends, to instill this quality 
in your clerks, both by your shining example to and before them, 
and also in your concrete talks to them when you are selling your 
sales people your store and its service.” 
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“ Onyx” @ 


Hot off the bat! 


The new fall hosiery colors: 
Cocoa 
Caramel 
Otter 
Bronze 
Gun Metal 


Can now be had in our most popular aeuranes 


777 at $8.00 
666 ‘* 12.50 
264 “ 12.00 
100 * 16.50 
364 “ 21.00 
375 “* 24.00 


And for immediate shipment. 


Write Department P, and get speedy service. 


Emery 6 Beers Company, ine 


Sole Owners and Wholesale Distributors of “Onyx” Hosiery 


Broadway at 24th Street, New York 





Boston Office =" 31 Bedford Street 
Philadelphia Office - ....1033 Chestnut Street 
Buffalo Office. Mutual Life Bldg., Pearl, Street 
Chicago Office...... ie _..36 South State Street 
San Francisco Office Mee Rtn 5 De. 259 Geary Street 
Los Angeles Office. ... : bicacdal -esueeeeeee- Sth and Hill Streets 




















The Beot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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Make ’Em Stop, Look and Listen 


That’s the Rule Adopted by Clever Woman in Charge of Hosiery in Fort Worth 
Store—Her Cash Register Records 10 Per Cent of Total Store Sales 


department but which has been built up on a 

good sales promotion idea, is the story of the 
hosiery department of the Newkirk-Offutt Shoe Store 
of Fort Worth Texas, told very briefly. There are some 
very interesting features indeed in this story and some 
interesting pages from the experience of the very alert 
young saleswoman, Mrs. Nora Wilson, who is the head 
of the department. 


\ BIG business which is conducted in a small 


Special Values Make Strong Appeal 


It isn’t paradoxical that a large amount of business 
is conducted by the Hosiery department of the New- 
kirk-Offutt Store, in the well-placed attractive little 
department at the front of the store, for in addition to 
the standard priced hose, there is always a “Special.” 
This fact is proclaimed by placards in the windows-and 
a display rack on the counter of the department with 
goods exposed to the eye of all those who enter. Then. 
the co-operation between the shoe departments and the 
hosiery department gives a wonderful stimulus to 
business. After fitting a pair of shoes, the salesman 
invariably calls attention to the special at the hosiery 
department. 


Vague Prospects Become Customers 


Mrs. Wilson allows no opportunity to slip by in 
inviting patrons of the store to examine the Special 
Values on Sale for the day. It’s very surprising, she 
says, the number of hose sold to men and women who 
perhaps had no intention of purchasing hose that day. 
A special value appeals, it draws people to the counter 
of the department. The big thing is getting the interest 
and attention of the people who pass along the street or 
enter the store. 

This department is equipped to meet every demand 
of patrons for all grades and the most popular vogues, 
in addition to giving the patrons the opportunity to 
take advantage of the special values. Usually these 
sales are sales of dollar hose. Recently, however, 
there was a sixty-five cent value. It was a surprisingly 
good hose for the money and many women took ad- 
vantage of this to purchase a pair of the sale hose with 
which to finish out the white season. Quantity buying, 
the knowing when and where to purchase hose, make it 
possible to offer these extra inducements. 


Ten Per Cent of Total Business 


Ten percent of the total business of the Newkirk- 
Offutt Shoe Store is produced by the hosiery depart- 
ment, according to Mr. Newkirk. In addition to hose 
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for men, women and children, the latest things in 
ornaments are displayed at the department. In 
speaking of the sale of these, Mrs. Wilson said that 
ornaments sold well, if real sales ability was exerted. 
She said it had been her experience that a saleswoman 
had to push the sale of ornaments, for they are fads, 
new things that have to be talked about. And, of 
course, if they are not new there is little sale for them. 
According to her experience it is the thing to get in 
some real new things, and sell them out quickly. 


Popular Hosiery Sizes 


Mrs. Wilson said that she had more calls for 84 
and 9’s in the women’s hose than any other hose or 
size schedule. Black is the most popular color con- 
sidering the business of the entire year. For the mid- 
summer the great volume is in whites, but black even 
during the hot months has been a good seller. Nearly 
every woman has a pair of black patents or satins for 
which she must have black hose. Then black can be 
worn with brown oxfords, much better than brown 
hose can be worn with the black footwear. Mrs. 
Wilson said that the two dollar quality was the most 
popular. The highest priced hose sold are usually 
black because of the popularity of black footwear for 
evening and afternoon dress occasions. 


Large Number of Out-sizes Sold 


An extremely great number of out-sizes have been 
sold this season. Since all hosiery departments are not 
prepared to meet the demand for out-sizes, the depart- 
ment at the Newkirk-Offutt store has fostered this 
business. These out-sizes are carried in the cheaper 
grades of hose as well as the more expensive. On 
dollar days, out-sizes are sold for $1.25. Mrs. Wilson 
said that during the summer months many girls and 
women who were really not large, wore the out-size 
hose for the comfort that the larger hose insured. 


How Stock Is Arranged 


While the Hosiery Department of the Newkirk- 
Offutt store carries a stock of hose valued at $10,000.00, 
much of it must be kept in the stock rooms on the 
second floor of the building occupied by the store. 
The first floor is devoted to the merchandising of goods 
and the second to the reserve stock of shoes, hose and 
findings. The hose in the department are arranged so 
that rapid selection is easy. The whites, the blacks and 
the browns are each grouped by themsélves. Then all 
hose of one size and price and color are arranged 
together. This is found to make selection easy and 
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—IT SELLS SHOES 


because it convinces the customer that the merchant is 
eager to give service. Customers talk about it to others 
who become new customers. It does sell shoes. 


TEN DAYS DEMONSTRATION ALLOWED 
DESCRIPTIVE BOOKLET ON REQUEST 
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Special Introductory Price $15.00 --- Pays for itself 


Clarke-Emerson Mfg. Co., 18 Tremont St., Boston 
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The Repco Shoe Stretcher is Practically Unbreakable 






The new Repco Shoe Stretcher is 
a speedy, positive-action stretcher 
made entirely without springs, ar- 
rows, or any of those parts which 
are so troublesome in ordinary 
stretchers. 













Toggle-joint mechanism, square 
threads of large pitch, strong hinge 
vith “on bane anon = — Made in nine sizes—No. 000 down to No. 6. 
canake alt call witid wail: Stites Each stretcher is packed in an individual 
are of well seasoned maple and vanes 

shaped and finished as carefully as Positive action! Quicker action! Nothing 
a last. to break! 


For sale by shoe findings jobbers. 












UNITED SHOE MACHINERY CORP. - = - e BOSTON 
San Francisco Branch, 859 Mission Street 
J. K. KRIEG COMPANY - - - - - NEW YORK, N. Y. 


UNITED SHOE REPAIRING MACHINE COMPANY 






The Beet and Shee Recorder will appreciate your mentioning the publication in replies te advertisements. 
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rapid. The Newkirk-Offutt store specializes in Onyx 
hose and several other well known makes are carried. 

Mrs. Wilson thinks that the selling of seconds by a 
hosiery department will often lead to dissatisfaction 
among customers. While seconds should be bought 
with the thorough knowledge of the purchaser that the 
hose may not give extreme satisfaction, if the hose 
wear out quickly there is dissatisfaction, nevertheless, 
and the hosiery department is censured. 


Told How to Care for Hose 


A pair of hose that have shown themselves to have 
good wearing qualities will prove to be one of the best 
means to insure the good will of patrons. That brand 
will of course re-sell itself. But Mrs. Wilson has found 
that the care given hose has much to do with the 
lasting qualities. So in order to build good-will and 
prestige for her department and to assist her patrons 
Mrs. Wilson is always very glad to give information 
concerning the care, particularly for the washing of 
hose. She tells them to wash their hose frequently, to 
use tepid, not hot water, and to squeeze, not wring, 
their hose. Then Mrs. Wilson is always glad to.tell 
of her own personal experience in the wearing qualities 
of the hose which she sells. 

If a woman who 
has been looking at 
hose, does not 
make a purchase, 
she may be just 
looking that day or 
she may not find 
just what she 
wants. Mrs. Wilson 
attempts to diag- 
nose her customers. 
If they are just 
looking, she tries to 
sell them some- 
thing but she cheer- 
fully takes down as 
many pairs of hose 
as she can during 
the time to interest 
the patron. 


If no sale is made 
at this time, court- 
eous treatment 
often insures a 
future sale. Mrs. 
Wilson never pre- 
sumes to know 
just what kind and 
priced hose a pa- 
tron desires. Even 
though a woman 
wishes an inexpen- 
sive hose, she re- 
sents the  sales- 
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Mrs. Wilson has been very successful in persuading men lo buy ssomen's hosiery 


69 


woman presuming that that is the kind she wants. 
The woman customer would rather explain what she 
wants. 

Helping the Men to Buy 


Most of the customers at the hosiery department are 
women but there are always some few men. Men like 
assistance in the matter of selection more than women. 
Men usually want good quality of merchandise and 
it’s easy to sell to them. Few men purchasers know 
a great deal about the value and qualities of hose. 
They seem to remember advertisements and names of 
well-advertised merchandise mean something to 
them. 

The demand is very seldom made for a pair of cotton 
hose. The Newkirk-Offutt Store buys very few cotton 
hose for women. Cotton hose and socks for children 
are the cotton merchandise most often demanded. 


No Great Demand for Fancy Hose 


Mrs. Wilson has no real fancy or decorated hose in 
stock. The best quality hose that she was showing had 
clocks on the sides. The black with white clocks and 
the white hose with black clocks have enjoyed quite a 
vogue. The great volume of business is in the plain or 


clocked hose. 
Colored hose were 
popular at the 


beginning of the 
spring season. 
Since the hosiery 
fads follow’ very 
closely the prevail- 
ing style and color 
of shoes, Mrs. Wil- 
son was unable to 
predict the ten- 
dencies of the dec- 
orative or fad hose. 

It is the opinion 
of those most in- 
terested in the 
hosiery merchan- 
dising, that silk in 
black, brown and 
beige will be the 
most popular sellers 
in this part of the 
country. Although 
wool had a cetain 
vogue last year and 
will no doubt con- 
tinue in popularity, 
climatic conditions 
are such in the 
south and soutwest 
that silk will retain 
its popularity over 

Other material. 
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Over 10,000,000 People will read this Full Page 4-color ad in 


the American Weekly, October 29th 
THE AMERICAN WEEKLY 














Will you give 
15 minutes this week 
for alifetime 
of foot comfort ? 








A personal message 
from Dr. Wm. M. Scholl 
Thies week—October 28 to November 4—is 

obeerved by leading shoe and 
stores everywhere as Dr. Scholl's Demon- 
stration Week. 

It is @ week of the utmost importance te 
every one who suffers from foot troubles 
It is @ week when you will have oppor- 
tunity to learn about the scientific treat- 
ment for your feet which will give you 
absolute foot comfort and freedom from 
foot suffering. 

If in some way I could impress upon every 
man, woman and ecbild the importance of 
giving their feet s rpasonable amount of 
attention and care, of the importance of 
individual attention whenever aches and 
pains, no matter how trivial they may 
seem, manifest themselves, what world 
of suffering would be avoided. 

Each year thousands of foct sufferers 
have come to know the joy and blessing of 
feet that no longer ache because of foot 
ailments which can easily be relieved 
corrected. 

This week I earnestly hope that these 
benefits may be extended to thousands more. 
If you, or any member of your family, is 
suffering with any form of foot trouble, I 
want you to know that you can have relief. 

More than 20,000 shoe and department 
stores are co-operating with’me in this great 
national event. Skilled Practipedists, 
trained in my own methods, will gladly 


Dr Scholl Appliance or Remedy which wil! 
be most beneficial 

Will you give fifteen minutes this week 
for « lifetime of foot comfyrt! Certainly 
you will give these few minutes to learn the 
true facts about your feet—to know 
nitely and positively whether you have any 
foot trouble or any condition that may later 
lead to discomfort and suffering. 

‘There is a store near you that is co-operat- 
ing in Demonstration Week. If you cannot 
locate it readily, write me and I wil) tell 
you where this service may be obtained. 











rected by Dr. Scholl's method—without even 
a change in your usual style of footwear. 


How to correct weak arches 


To correct these conditions, the cause must be 
and Nature must be assisted. Dr. 


the bones and ligaments, 





e an 
muscular action until the strength of the arch 
is entirely restored. 


They do way a fraction of = 
inch at a time. h structure is ¢! 


Over nine million cases have been perma- 
nently corrected by Dr. Scholl's Appliances. 
For these appliances are so light, springy and 
comfortable to wear and fit so snugly in any 
shoe that you hardly know you are wearing 


Dr. Scholl's Foot Comfort andi tach are 
fitted to each individual ~~ and to each in- 
Sauk foot —— h Scholl dealer 

have Dr. schait's Arch Fitter 
a8 o epeslally desi; machine which en- 
ables him to mold the appliances to the 
exact Sovetion and shape required in each 
particular case 


Minor foot eutiie relieved quickly 
Tender, aching corns, painful bunions, cal- 


louses on the ball of the foot or heel, over- 
lapping or contracted toes, hot, burning, 
tender ~y- i toes—all cause a 





id prevent millions of 
from vonity ‘onboying life. 


feet. A = supply you with a De. 4 
Sovtene if needed. 
fi falls to give relat and com 
ill be refunded. 


fort, your money w 
You take no risk—you have 8 reztting 


wafer in foot comfort and relief from 


that you get Dr. Gace i 
atta seine Foot Comfort Appliances and 
Remedies. 


Insist upon dey them—do not be mis- 
by devices 
tn, which you cannot have the wtmest con- 





If you. cannot locate the Scholl store in 
your community, write our nearest.office and 


Stile Se = 


we will immediately put you in touch with 


a store where you can obtain relief from foot 
se and lasting and permanent foot 


dress The Scholl Mfg. 
Schilies tS Chicago, or 62 
ork. dress 


Co., Lid., gti y ety a gt 


Co., pe w. 


-DrScholl’s 


Demonstration 


Week 


OCTOBER 28 io NOVEMBER ¢ 





FREE AT YOUR SERS 


(at the right) ae¢ take it to your 
it =u > eatitie you to 











SPECIAL COUPON—FREE! 
‘This coupon will Fz t sno bee bopeen, § when signed 
and presented to any shee 
L Dr. Sehetts Corrective Foot Exercise Chart 
2 Booklet, “Treatment and Care of the Feet” 
3. One sample of Dr. Scholl's Zine-pads 


if desired the undersigned, a complete 
| — Pay ay BA rub ‘analysis and demonstration. 
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Demonstration Week Advertising 
Will cover the United States like a blanket 


VERY shoe dealer who believes in good, 
sound advertising must be impressed 
with the nation-wide campaign that will be 
run in connection with Dr. Scholl’s Demon- 
stration Week, October 28—November 4. 


The reproduction shown on the opposite page is of a 
4-Color, Full Page advertisement that will appear in the 
American Weekly Magazine on Oct. 29th. This one ad- 
vertisement will be read by at least 12,000,000 people. 
Another full page will come out in the Saturday Evening 
Post on Oct. 28th with another 10,000,000 readers. 


_ All this advertising is built around the Free Coupon— 
the most productive form of advertising ever used. This 
inducement will bring more actual prospects into the 
shoe stores co-operating than ever visited these stores 
in a similar period of time. 


Each of these Free Coupons entitles the bearer to: 


1. Dr. Scholl’s Corrective 3. Sample Dr. Scholl’s 
Foot Exercise Chart. Zino-pads. 


2. His Booklet “Treatment 4. Free Demonstration 
and Care of the Feet.” and Foot Analysis. MDM. ‘4 il 


Every coupon bearer will be a 100 per cent prospect and can easily Coupon 
be converted into a 100 per cent customer. 


Thousands of dollars are being spent in furnishing dealers with an , 
adequate supply of Exercise Charts, Booklets and samples. This is ra 
an excellent investment because this 4-Point Selling Plan will pro- 


Z 
duce definite, concrete results for every dealer using it. 


Z 
7 


7 
# 


The 
Scholl 


7” Mfg. Co. 


(Address 


Nearest Office) 
¢ Gentlemen: Please 


‘ ' send me FREE, all 
Be sure and mail the attached coupon today—now. Don’t 7° ceangn quedid, the fob 
7 lowing material for Dem- 


wait, for delays are oftentimes disastrous. All this valu- //_ onstration Week: 


able material is sent Free, all charges prepared. /’ © Window Trim Material. 


Pid [) Newspaper Electros. 


THE SCHOLL MEG. CO, 7 sggiter, imprinted with tiem 


Largest Manufacturers of Foot Specialties ©) 3-color Illustrated Letters. 


in the World 
Chicago New York Toronto CJ Coupons to go with Letters. 


213 W. Schiller 62 West 14th 112 Adelaide 
Street Street St., East 
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New color 
Com nations 
Z 70 
“foo Jone Pose 


Ask to see our No. 466 line. 


“ lyohe Silk Hosiery 2. 
Jholyoke. ‘ Mass. 


Manufacturers of the highest grade of full fashioned 
silk hosiery that can be made, 


Dexter Bidg. 
453 Washington St. 
Boston, Mass 


Cotumbia Trust Bldg. 
358 Fifth Ave, 
New York City 
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TO THE FRONT— _—_=swi 
of your FINDINGS CASE | 


“QLD RELIABLE” Brands of 
SHOE LACES 


**RADCLIFFE”’ Narrow Flat Mercerized, ' 
‘*YALE,”” “DUDLEY” and ‘“C’”’ Round 
“THE QUALITY THAT SELLS” 
Your Jobber Can Supply You 
| MANUFACTURERS 
| FRANK W. WHITCHER CO. 222223 
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REPCO HEEL AND EDGE ENAMEL 


makes shoes look new 


EPCO is a liquid enamel which 
restores that much desired new- 
ness to sole edges and to heels. 


Your customers prefer Repco to any 
other brand of enamel because Repco 
is easily applied without danger of soiling 
hands or clothes. 


Repco contains no varnish, shellac or 


For sale by Shoe Findings Jobbers 
Better order some Repco today 


UNITED SHOE MACHINERY CORPORATION 
Boston, Mass. 


San Fraaeisco Branch, 859 Mission St. 


other gummy substance—but materials 
that protect the leather and prolong its 
life. And, best of all, Repco clings 
firmly and evenly to the surface. It does 
not rub off. 


Repco is made in every stylish color 
—white, ivory, light gray, dark gray, 
champagne and Havana brown. 








J. K. KRIEG COMPANY, New York, N. Y 








UNITED SHOE REPAIRING MACHINERY CO. 
Boston, Mass. 


The Beet and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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Shoe Store Service Section 





Recorder 
Ad- Visor 
Service 


F you've never used any frills in your 
| advertising it’s time you tried it. 

Logically the effect of advertising is 
cumulative. It is spoken of as a builder of 
opinions, habits and desire, and that is just 
what it is and does, yet you would never get 
the same thrill out of seeing a man walk'down 
the street on stilts if that became the fashion 
as you would upon seeing it done once. 

Advertising often times becomes as spec- 
tacular as the man on stilts—all advertising. 

Too much sameness is a weakness in itself— 
so instead of building up, advertising often 
does the opposite and runs out. 

The subject of shoes, of course, is as old, 
almost, as the proverbial hills, and it will be 
said that a child’s taste for candy never be- 
comes jaded. The subject of shoes is as good 
as ever, whatever the form is in which it 
is presented. 





The price 

up front, oe 
it’s low on a 
shoe. It oars, that 
our way of doing 
business keeps price 


down. 
It is NOT A 
SS 
y! tent, 
flexible soles, dur 


able counter. It 
will hold its style, 
no sagging. new 
pattern fresh from 


ie 
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Crisp Styles for Crisp Fall Days 


At the style show this shoe won the applause 
of expert designers. They knew it would fit 
perfectly; a combination of beauty and comfort 
that every woman desires. 

In decidedly fashionable patent, sole not too 
light, nor too heavy, twinkling little perforations, 
and straps;jthat slenderize foot and ankle. 


$7.50 


Such a shoe calls for careful selection of hosiery, 
and{we’d s ta visit to our Hosiery Depart- 
ment to see the latest weaves. 








BUT—that isn’t the idea. It is the creation 
of a bigger interest in a subject that can be- 
come discouragingly prosaic, a subject that 
can be constantly developed from as many 
angles as there are degrees and kinds of imag- 
inations until there is no limit to the sources of 
profitable demand. 

Don’t let your public become so accustomed to 
your advertising that they never get anything 
but a reminder of your name for, as valuable 
as that is, it may not make the individual ad 
profitable. A little extra thought and money 
will stimulate their needs into desire that will 
carry to the try-on stage of a sale when that 
little extra expenditure will return to the cash 
register with its companion “profit.” 








74 BOOT AND SHOE RECORDER September 23, 1922 








eam SELL A PAIR WITH EVERY PAIR 


SPIRAL SPRING 
Gilco Slipper Trees are building added profits for merchants who sell a pair with every pair 
of shoes and slippers. They will bring extra profits to you. Furnished in four styles—Japan- 
ned Spiral Spring; Dull Nickeled Spiral Spring; Enameled with Flat Spring; and Plain with 
Flat Spring. We have samples ready to mail to you. Write for them. 


Everything for the 


ile O E. T. GILBERT MANUFACTURING CO. Shoe Merchant 


ROCHESTER --- NEW YORK Manufacturers 
of Shoe Special ties 


“fodiy Joe | “CLIFTON” 
\. Gem Duck 


Has Stood the Test of Years 


Used with our wet process, it pro- 
duces a perfect innersole, as it is 
easily formed in, and hugs the lip, 
producing strength where strength is 
most needed. 


The Trade Prefers 
“Clifton”? Gem Duck 
when once tried 


— “Clifton” shoe covering paper and 
tipsinrdan shoe covering cloths, also “Clifton” 
THE, PLATA ‘ backing and plumping cloth give 


Faco Sreany. Qe ae SZ satisfactory results. 


ee CLIFTON MFG. CO. 


jivedmge Lm ay = Ba ay gy Ye - BROOKSIDE AVENUE, JAMAICA PLAIN 
les pleased to send illustrate on request. 
a aeeeenel __4 BOSTON 30, MASS. 





























Quilted Satin = BOUDOIRS 


IN 


Now is the time to prepare for Fall and Holiday business on Indoor Footwear. This slipper is a wonder of workman- 
ship and material and a greater wonder in price. 


In Stock—Black, Copenhagen, Light Blue, Old Rose, Pink and Lavendar. 
$1.00 per pair 


KEYSTONE OVERGAITER CO., 237 N. 6th Street, Philadelphia 


The Beot and Shee Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Shoe Forming Trees 


The art of effective window display is being practiced 
more and more. Shoes are being properly formed so 
that when set in the window they are attractive to the 
eye of the passerby. 


There is a whole lot in showing shoes with their “‘best 
foot foremost.” In boots when a sample has wrinkled 
and shapeless tops, that window does not do its best in 
silent salesmanship. 

The O. A. Miller Treeing Machine Co., of Brockton, 
Mass., has created a form tree for use in shoe stores to 
restore to the shoe its original shape and character for 
window display purposes. The method of shaping the 

















A Forming Tree for 
Shoe Store Use 


By this single device the 
snappy lines and shapely 
appearance of the shoe 
selected for window dis- 
play are so enhanced as to 
make shoes more saleable 
and attractive to the passer- 
by. 



















shoes is explained in the following instructions which 
are keyed with the letters in the illustration, ‘““Dampen 
the lining of the shoe with sponge dipped in laundry 
starch dissolved in cold water. Lace shoe half way and 
place fore and heel sections of tree in shoe, (C and D). 
Finish lacing loosely to top and insert wedge section (A) 
half way into shoe. ‘Tighten laces and tie firmly, then 
force wedge to the bottom. Wedge (B) affords added 
expansion if needed. After allowing shoe to dry about 
two hours, polish while still on the tree, after which 
tree may be withdrawn and the shoe is ready for the 
window. 


Error In Price Quoted In F. M. Hoyt 
Advertisement 


In the F. M. Hoyt advertisement appearing in the 
Boot and Shoe Recorder, issue of September 16, Style 
No. 52—a patent leather oxford—should have been 
priced at $4.10 instead of $4.50. 
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Dulty 


p's True" 





Old King Coal was a jolly old soul! 

Oh, a jolly old soul was he! 

But ’d like to hear the din of his laughter 
in my bin— 

Though the bill reads “C.0.D.” 





Some men regularly read the ‘‘Business 
Troubles” columns, while others follow 
professional baseball news. 

Dogs growl, cats lash their tails, hor- 
nets give a warning buzz, but liars are 
not such good sports. ® 

It was a new and quite verdant garage 
keeper down in Wellfleet, on Cape Cod, 
who was asked by a motorist if he could 
get some air. “Wall, if ye go up on Con- 
gregational Hill, ye kin git all the air ye 
want,” replied the Cape Codder, peevish- 
ly. 


Do something—even if you make mis- 
takes; the man who never makes mistakes 
seldom registers any other record. 


Prejudice is a black devil who bids you 
damn a human being because he is dif- 
ferent from yourself. Prejudice is never 
the yard-stick for measuring genius, which 
is always found in unexpected places. 


Think for yourself and dare to put your 
thoughts in words. An*employee who 
will do this may sometimes be wrong— 
but he will always be most valuable_to 
his employer. 

Earnings and earnestness go hand in 
hand. 








a 



























BOOT AND SHOE RECORDER September 23, 1922 


IK IN Q I] 


GLOVE ~ GRIP SHOES 



































In Stock 
THE PANAMA 


Model 467 
COMBINATION Arnold Glove Grip, Whole 


Quarter Blucher, Glazed 
Kangaroo, 9-8 Half Rub- 


ber Heel. 
$7.10 
Model 468 


Arnold Glove Grip, Whole 
Quarter Blucher, Tobasco 
Brown Kid, 9-8 Half Rub- 


ber Heel. 
$7.50 


IN STOCK. Sizes 
AAAA-AA and AAA-A, 
7 to Il. AA-B 6 to II. 
A-C, B-D and C-E, 5 to II. 


Don’t go wrong and leave Arnold's Panama Combination out of your reckoning 
for Fall stock. Men are swinging to this shoe every day. Made as it is on Arnold’s 
Panama Combination last with the “glove-grip’ feature of construction, it 


represents the highest type of specialized shoe making. 





Arnold “Glove-Grip” shoes are fashioned to the actual shape of the human foot. 
Like a glove fits the hand, so the Arnold “Glove-Grip” shoe follows the lines of the 
foot. It fits snugly in the instep and supports the arch. When you lace a “Glove- 
Grip” shoe you lift up the arch, instead of pushing it down. This feature is patent- 


ed and is exclusive in Arnold “Glove-Grip”’ shoes. 

















M. N. ARNOLD SHOE COMPANY 


NORTH ABINGTON z.. USS MASS. 
Boston Office s¢ <2 Room 801 ‘3 se 10 High Street 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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Business Neighbors 


ECENTLY one of Chicago's high grade shoe 
R stores needed a pair of satin slippers of peculiar 
shade of pink to match an evening gown of one 

of its most exclusive customers. 

The store did not have the wanted shade and the 
customer needed the shoes at once. So the manager 
went to another store in the immediate neighborhood 
and explained his predicament to the manager of that 
store and offered to turn the sale over to him if he could 
fill the order. The manager of the second store could 
not match the sample of the gown in the style desired 
but said, “Bring me a pair of white satin of the size and 
style wanted and I will dye them the desired shade.” 

“Unfortunately we are out of the size in this partic- 
ular style in white,” said the manager of the first- 
store. “I am sure that so-and-so across the street 
have this style. Suppose you see if they have the size.” 

So-and-so did have .the size and when the cir- 
cumstances were explained sold the shoes to the manager 
of the first store at a nominal price. Then the manager 
of a shoe department of a large department store 
loaned him a pair of slippers of the wanted shade in 
order that the color of the pair to be dyed would be just 
right. The manager of the second store personally 
dyed the slippers without charge. 

The first store made the sale, the customer was made 
happy and a closer bond of friendship-was established 
among the four stores which co-operated in the transac- 
tion. And, by the way, there was a lot of good natured 
‘‘joshing” among the managers and others of the four 
stores who knew the inside of the story. 

Each of the stores mentioned is catering to the same 
class of customers. They are all big advertisers and all 
fight for every dollar’s worth of business they can get. 
Not one of them would turn down the account of the 
woman for whom this particular pair of slippers was 
dyed. In fact, everyone of them would be glad to have 
her entire footwear business, but each was broadminded 
enough to realize that one of the biggest jobs facing the 
shoe industry is to keep people sold on the idea of cor- 
rect footwear for every occasion, and proper harmony 
between footwear and other articles of wearing apparel. 

The question of whose till was to get the small profit 


on that particular sale was not half so important to any 
of these stores as the matter of getting more shoes sold 
right—not only more but right. 

The customer probably never will know or suspect 
that four big stores, each with a national reputation, 
co-operated in producing that pair of shoes for her but 
she does know that she got what she wanted when she 
wanted it. She has more confidence in the ability of the 
retail shoe industry to serve and a higher appreciation 
of it. 

Here is a lesson that the merchants of every city, 
town and hamlet can take home to themselves and act 
on with profit, individually and collectively. Show me 
any town where the merchants are at lagerheads with 
each other; where each is trying to secure the business 
of the other by underhand, cut-throat methods and I 
will show you a town where business in that line is 
unprofitable and where the better class of people shop 
out of town. 

But show me a town where competition is on the 
basis of rendering better service and where merchants 
are on friendly, neighborly terms and I will show you a 
good town in which to live, raise a family and do 
business profitably. 


Just a Shoe Show 
But a Real One 


When is the right time of year to hold a shoe ex- 
position? Who knows? The Chicago Association of 
Shoe Travelers are pinning their faith to the first week 
in October, a rather radical departure from the original 
idea of holding a show in July. But there have been a 
lot of radical departures from fixed customs and original 
ideas. 

Some merchants and. manufacturers are today long- 
ing for the good old times of two buying seasons a year, 
but there is no indication of a return to former customs 
so far as buying or styles are concerned. October is a 
logical buying period for shoes to sell in the late fall and 
early winter. 

Within the past few weeks manufacturers have been 
busy creating new designs and new patterns and in- 
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troducing new style ideas in footwear to cover this 
period. At the exposition of the Shoe Travelers’ Asso- 
ciation at the Palmer House, October 2, 3, 4, 5; and 6, 
these new samples will be on display. They will be seen 
for the first time by the great majority of merchants 
who will attend the show. Styles are in a rather chaotic 
condition, but there is a general trend pointing the way 
toward a certain goal. 


Lease Three Floors of Hotel 


The surest way to get the drift—to get in line with 
the trend—is to view the combined thought of the 
various manufacturers, the big producers in the 
various style centers; that is the opportunity presented 
to the hundreds of merchants who will attend the 
Chicago Shoe Exposition. 

It is an opportunity, by the way, that is not possible 
elsewhere. It would require weeks of trave) and the 
lavish expenditure of money to visit each of the fac- 
tories separately. The wise buyer will take advantage 
of the opportunity of seeing collectively these various 
lines, comparing styles and values. : 

There will be no hurrah entertainments, no conven- 
lion program, just a genera! get-together of manufac- 
turers, their representatives and merchants to get a 
better understanding of style trends, merchandise 
values and ways and means of doing shoe business in a 
more satisfactory way and in a manner that will insure 
a better profit and less loss to the various branches of 
the shoe industry. 

Three entire floors of the Palmer House have been 
taken over and in these rooms will be shown footwear 
of practically every grade and kind made in the coun- 
try, together with various lines of window fixtures and 
shoe store accessories. 


Buy Your Shoes Right 


New Slogan Adopted by Milwaukee 
Merchants 


Milwaukee, Wis., Sept. 19—‘‘Buy Your Shoes Right” 
the slogan of the Wisconsin, Retail Shoe Dealers 
Association, was officially adopted as a slogan by the 
board of directors of the Milwaukee Shoe Dealers 
Association, at a meeting to consider plans for fall and 
winter activities. The slogan will be used on all adver- 
tising and publicity matter of members of the local 
association, and the widest possible circulation will be 
given to the slogan in Milwaukee and throughout the 
state. This is designed to impress upon the public, the 
necessity of purchasing shoes for a particular purpose, 
and using them for that purpose only. Thus, “Buy 
Your Shoes Right’’ means that street shoes should be 
bought for street wear, and dress shoes for dress wear, 
and that true satisfaction cannot otherwise be obtained 
from footwear. 

The new slogan will be the subject of discussion at 
all meetings of the Milwaukee Shoe Dealers Association, 
in order that members may develop the possibilities of 
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the slogan to the utmost. A questionnaire and letter 
will be sent out to all members asking the question 
“What will you answer when asked to explain the new 
slogan.” The replies of merchants to this questionnaire 
should bring out the various interpretations placed on 
the slogan, and give the association many new lines of 
attack. 

An effort will be made by Milwaukee shoe merchants, 
to carry the slogan into every city in Wisconsin, 
through members of the state association. In time, it 
is hoped that “Buy Your Shoes Right” will be as popu- 
lar and useful as “Say It With Flowers” or any of the 
other nationally known trade slogans. 


‘Silent Salesman”’ 


This is a “Silent Hosiery Salesman,’”’ which Thomas 
Hume, manager of the W. I.. Douglas Shoe Store, 635 
Washington Street, Boston, has hung on the paneled 
walls of this Douglas store. The idea may be very 
easily re-adapted by taking a piece of cardboard of the 


required dimensions and pasting thereon glazed paper. 
A dull surfaced paper may be used, but that with a 
bright finish gives a real sheen and resembles a silk 
background. 

The color chosen for this panel was pale yellow and 
the men’s socks displayed were in brown and gray, 
which blended well with the background. Two single 
socks were used, the feet thereof being turned at right 
angles. At the upper right of the panel was a little card 
containing the price and at the upper left was a shoe 
lace, thus reminding the menfolks that there was a 
findings department near-by. 

The findings department was further emphasized by 
a small table display of shoe laces and shoe polishes. 
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Public Spending More Freely 


Strike Settlements Combine with Lower Temperatures to 
Induce Fall Buying—Young Men Fancy Oxfords 


ARIOUS elements have combined to 
bring about a stimulating influence 
in both wholesale and retail business of 
the Great Central Market. As a result of 
the agreement between coal operators and 
miners, coal is coming along and less ap- 
prehension of a coal famine is being felt. 
The railroad strike is virtually settled 
and with it comes a more settled attitude 
in the minds of people generally. Men and 
women who have been conservative in 
their expenditures and who have appeared 
to spend money because of the uncertainty 
of where the next dollar was coming from 
now feel more assured of the future and 
are loosening up their purse strings, are 
not squeezing the dollars quite so hard. 
Rain, followed by cooler weather has 
also added a stimulus to buying. A little 
chill in the air turns the thoughts of men 
and women to fall apparel. Straw hats 
have disappeared and with them the thin, 
light-colored summer clothing. A new hat 
and a new suit of clothes create the 
thought of new fall shoes. 
Business is better—that is the whole 
thought. 
Men Buying Oxfords 


Young men and snappy dressers, re- 
gardless of age, are buying oxfords of 
grain leather, boarded leather and heavier 
soles. They are also buying plain leathers 
of course, but the heavier appearing 
leathers that carry with them the idea of 
fall and winter weather are the greatest 
in demand. 

The more conservative men naturally 
are buying boots, but the main thing is, 
they are buying. 

As to colors, blacks and tans are run- 
ning about 50-50. In the blacks are 
included patents which are responsible 
for probably about one-fourth of the sales 
in black footwear for men. 

Business in patent is confined very 
largely to oxfords, although some all over 
patent bluchers are being sold. 


Patents and Satins Still Good 


In exclusive women’s stores and in 
women’s departments black still continues 
to prevail. Patents and satins still hold 
the center of attraction. 

Straps continue to be the biggest sellers 
although there is a considerable demand 
for tongue effects of various sorts. One of 
the most saleable styles is a plain stripped 
pump to which is attached a fluted tongue 
of satin surmounted by a buckle of cut 
steel, rhinestone or beads, according to the 
class and quality of the shoe. 

In several of the stores the girls at the 


hosiery counter are employing their spare 
time in making the fluted tongues. 


Tongues of Contrasting Colors 


In some stores the shoemakers are mak- 
ing tongues of leather that match or con- 
trast with the material in the body of the 
shoe. These tongue effects are being sold 
very largely to women who come in clad 
in the new long skirts, but strap effects 
are being shown to the woman who wears 
shorter skirts. 

Birk Shoe Company 
Recapitalized 


Last December the Birk Shoe Company, 
Chicago, was reorganized with J. V. Miller 
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as president, A. S. Klin, Jr., secretary- 
treasurer and F. J. Birk, chairman of the 
board of directors. Under these officers 
the company has made such favorable 
headway that at a recent directors’ meet- 
ing it was decided to increase the capital 
stock from $50,000 to $100,000. It is in- 
tended to add to the production facilities, 
so that within six months the present out- 
put of 150 pairs per day will be increased 
to 300 pairs. The present policy of special- 
izing on children’s shoes of the higher 
grades will be continued. Distribution 
will be extended from coast to coast. New 
sales agencies are now being established 
in New York and on the Pacific Coast. 


Joe Martin in New Location 


Joe Martin, 3229 South Halsted Street, 
is opening a new store within a block of 
his present location, which he will call the 
“Universal Shoe Stores.” Mr. Martin 
carries general stock of ladies’, men’s and 
children’s shoes. 





MILWAUKEE 


Fall Opening Big Success 


Co-operative “Stunt,” Put On by Merchants, Gave Sales Big 
Boost—Even Men Buying Freely 


ALL FASHION WEEK, a co-opera- 
tive enterprise in which the leading 
merchants of the city participated, for- 
mally opened the fall season in Milwaukee. 
The latest fall styles in men’s and women’s 
clothing and footwear were displayed with 
a background of riotous fall colors in 
leaves and shrubbery, which served to 
accentuate the subdued motif of the latest 
styles for fall. Practically every Grand 
Avenue shoe merchant arranged special 
windows for the occasion, as did many. of 
the outlying houses. 
The immediate results of holding one 
city-wide fall opening instead of the 
usual countless haphazard fall showings 


‘were apparent in the sales records. Buyers, 


knowing that a half hour spent on Grand 
Avenue would serve to reveal the authentic 
modes for fall, bought confidently and 
heavily when once they had determined to 
their satisfaction, the trend of the fall 
styles. 


Sales Increased 25 Per Cent 


Merchants report that the sale of the 
new fall shoes jumped more than 25 per 
cent in volume the week before the official 
opening, and expect that the completed 
records of the Fall Fashion Week sales 
will show that the volume for the week 
doubled that of the corresponding week in 
1921. 

While the call was generously distri- 
buted among all of the fall lines, shoe 
merchants report that oxfords received 


“more attention than any other type of 


footwear. Following the oxfords, the 
Colonial effects, then the new strap com- 
binations, found the most favor among 
the women. Specials mentioned by Mil- 
waukee shoe merchants as being suffi- 
ciently novel or pleasing to attract special 
attention, including a dainty side-laceoxford 
with open-work front in black suede and 
in a patent and beige combination; a pure, 
delicate, gray oxford also attracted many 
shoppers and sold in a good volume, as 
did a number of the long-tongue Colonial 
types with open-work sides. The ma- 
jority of shoppers favored heels ranging 
from 12-8 to 16-8. 


Men’s Demand Strong 


Surprising strength was shown by the 
new fall shoes for men, a fact commented 
upon by all shoe merchants both in the 
downtown sections and in the outlying 
districts. Patents and oxfords led in the 
demand, with black a heavily predomi- 
nating color. Merchants who had ex- 
pected a call for the high shoes with the 
approach of fall weather were greatly dis- 
appointed, the market for high shees be- 
ing unusually quiet. The expected half 
and half demand for black and browns 
also failed to make its appearance. Black 
was so heavily favored in the week’s buy- 
ing that some alarm was felt by merchants 
who had stocked up on a fifty-fifty basis 
with blacks and tans. 
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Capacity Production at 
Plants 


Milwaukee and Wisconsin shoe fac- 
tories continue to operate on a full time, 
heavy production schedule and orders for 
immedate delivery continue to flow in to 
the offices. Local factories have been 
fairly successful in filling orders and in 
securing competent help for their fac- 
tories, although it is understood that 
there is locally, a shortage of the higher 
types of skilled labor. 


Store Vote Contest Illegal 


The scheme of a Milwaukee depart- 
ment store to pay cash prizes to its cus- 
tomers on the basis of amount of pur- 
chases was held by R. M. Hoyt, deputy 
attorney-general of Wisconsin, to be in 
violation of the state trading stamp law. 
He stated that if the department store 
plan was calculated to “‘tempt by promise 
of value greater than that of the article, 
and apparently not represented in its price 
and thereby appeal to cupidity and lure to 
improvidence” with its element of chance 
and with the size of the reward directly 
dependent upon the amount of goods pur- 
chased at the store as compared with the 
amount of goods purchased by all other 
contestants, it is a much more flagrant 
example of evil than the legislature sought 
to abate. 

Prizes amounting to $26,000 were to be 
given away under a scheme worked out by 
the store. Certain of the prizes were to be 
given to religious, fraternal, and chari- 
table organizations on the basis of the 
largest votes collected by such organiza- 
tions. The votes, in turn, depended upon 
the amount of purchases. 


Beloit Plans Style Revue 


Merchants of Beloit, Wis. are complet- 
ing plans for the staging of a fall “Fashion 
and Flapper” show. It is intended that 
the affair formally open the fall season in 
Beloit and all merchants of the city will 
be asked to trim display windows and 
make special floor exhibits in order to 
usher the fall season in at the same time 
throughout the city. 


Vulcan Last Will Rebuild 


Officials of the Vulcan Last Company 
have arrived at Crandon, Wis., to con- 
sider the question of rebuilding the com- 
pany’s plant in that city, which was de- 
stroyed by fire on September 4. It is be- 
lieved that Crandon will not lose this 
industry, although several other Wiscon- 
sin cities are attempting to obtain it. The 
officials are said to favor Crandon. At the 
time of the fire, the company was far be- 
hind in its orders, which makes it impera- 
tive that something be done immediately 
toward the erection of a new plant. Owing 
to the available timber stipp!y, Crandon is 


considered the logical location for the 
industry. 


Shoe Firm Salesmen Banquet 


A banquet and get-together meeting of 
the salesmen of the Nunn Bush and Wel- 
don Shoe Company was held at the 
Hotel Pfister, Milwaukee. W. E. Weldon, 
H. L. Nunn, and A. W. Bush delivered 
addresses, as did a number of their sales- 
men. All of the latter spoke in a highly 
optimistic vein regarding business im- 
provement. 


New Shoe Store for West 
Bend 


E. F. Poutsch of Milwaukee, and 
Arthur P. Wolf of West Bend have formed 
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a partnership under the name Poutsch & 
Wolf and will operate a shoe store at 121 
Main Street, West Bend. A full line of 
men’s, women’s, and children’s shoes wili 
be carried. A repair shop will be installed 
as an adjunct to the new shoe store, 
according to Mr. Wolf. 


New Tannery at Stevens 
Point 


The Carlson & Martin Tanning Co. 
has been incorporated at Stevens Point, 
Wis., by C. Carlson, B. V. Martin, and 
A. McDonald. The papers filed with the 
Secretary of State at Madison, show that 
the capital of the new concern is $5,000, 
and that it proposes to enter actively into 
the tanning business. 





ST. LOUIS 


Retail Business Much Better 


Men Particularly Good Spenders So Far As Footwear Is 
Concerned—Satins Most Popular with Women 


HE cool weather which started on 
Monday and held pretty well through- 
out the week was responsible to a large 
degree for the increased business during 
the last six days. Notable gains were 


. made in all stores over the previous week, 


which came close to being a _ record 
breaker for poor business. Adding to the 
impetus given by the cool weather, two of 
the largest department stores advertised 
anniversary and jubilee sales. These at- 
tractions brought more people into the 
shopping district than have been wit- 
nessed there in a long time. These two 


stores each reported the largest day’s ; 


business in their history. 

It retarded business in the exclusive 
retail shoe stores only in the morning, but 
the afternoon found business rather brisk 
in a majority of stores. Some stores 
reported business slightly off on Monday, 
but the average was greatly in favor of 
the stores reporting increases. The shoe 
departments of both these stores were 
rushed, although it was stated that the 
record for the one store was not broken 
with reference to sales. 


Satins Still High in Favor 


Satins continue to be asked for in 
preference to any other style. Plain strap 
patterns lead the array of models and one 
straps are the most sought types in the 
strap field. Brocades continue to sell 
briskly, though not in volume as was 
anticipated by the retail shoe merchants 
some weeks back. Beaded satins have 
slumped during the past fortnight and 
are not being asked for as steadily as 
they were when introduced. Plain opera 
pumps continue to be called for and 
majority of pairs are adorned with rhine- 


stone ornaments of some sort. Satins 
have truly boosted the ornament business 
in all stores. Scarcely a pair of satins are 
sold without a pair of buckles or clusters 
of some sort. It has meant from $2.00 
to $4.00 additional on the sales sheet on 
practically every pair of satins sold. 

Louis heels apparently are here for 
some time. Patent which has been off 
during the summer is expected by many to 
score heavily as soon as the frosty weather 
arrives. Oxfords in brown and black kid 
are reported as being good. This refers 
exclusively to lace oxfords. Some calfs 
are being bought as they always are, but 
pressure is being brought on tan and black 
kid. 

Cleo Ties Not In Demand 

Cleo ties have already worn out their 
appearance and the few weeks they were 
shown seemed to be short-lived. Colonials 
are being sold by those retail shoe mer- 
chants who are fortunate enough to have 
their stock on the floor. 


Men’s Business Fine 

The men’s shoe business is reported as 
good in most stores. The popular price 
stores in particular are ‘doing brisk busi- 
ness in their men’s section. High shoes 
during the past week have shown a big 
increase and reports from some stores 
indicate that about 75 per cent of themen’s 
business was for high shoes. Modified 
straight lasts are popular, especially 
among the younger generation. The 
brogue types of a few months ago are 
tabooed by the men in their early twen- 
ties. Stitched effects are the types which 
are bought by the majority. Tan is the 
color which constitutes the biggest per- 
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centage of sales. In low shoes some patent 
oxfords are being sold. No demand has 
been heard for high shoes in patent, but 
some say that later in the season the call 
will come for patent. Some soft toes are 
also shown in the popular priced field. 
This effect is being carried out more in 
the black leathers than in tan. 


Stewart’s to Have Shoe 
Department 


Stewart’s Waist and Millinery Depart- 
ment at 413 North Sixth Street are going 
to install a shoe department on the first 
floor of their store. The store is in the 
heart of the retail shopping district on a 
street where a good many hundreds of 
women pass each day. The shoe depart- 
ment it is reported will run the entire 
length of one side of the store. 


Henry Weil Opens Shoe 
Department 


Henry A. Weil, Inc., of 916-18 Olive 
Street opened their new shoe department 
on Saturday, September 16. I. Miller 
shoes are to be featured and the majority 
of the first floor is devoted to the shoe 
department. There will be a formal open- 
ing later—as fixtures and other alterations 
were not quite complete when the store 
opened its doors. The shoe department is 
operated by the Senac Shoe Company of 
this city who have seven stores in this 
vicinity of the country. 


Meier Swope Back from 
Alaska 


Mr. Meier Swope of Swope Shoe Com- 
pany has returned from his vacation in 
Alaska. He has, however, been in the 
United States for the last three weeks, 
spending his time at Colorado Park, 
Colorado. 


The Golf Line-Up 


The manufacturers have selected their 
team to defend the golf honors of their 
organization next Wednesday afternoon, 
at the Kirkwood Country Club, where 
the Retailers will attempt to dethrone 
some of the reputed stars of the Manu- 
facturers’ and Wholesalers’ Association. 
The list of manufacturers who will com- 
pete in the tournament are as follows: 


Fred C. Church, F.C. Church Shoe Com- 
pany; Carlos Reese, Jr., Roberts, Johnson 
& Rand Shoe Company; Pat O’Brien, 
Brown Shoe Company; Fred Weber, 
Pedigo Weber Shoe Company; Chas. 
Spalsbury, Johnson, Stephens & Shinkle 
Shoe Company; Henry Stribling, Peters 
Shoe Company; Paul Jamieson, Friedman 
Shelby Shoe Company; B. White Williams 
Lund Williams Company; Wylie Creel, 
Creel, Mauldin Chambers Company; 
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Harry Johansen, Johansen Bros. Shoe Shoe Company; E. M. Leonard, Hamilton 
Company; Julian Samuels, Samuels Shoe BrownShoe Company and H. Vinsonhaler, 
Company; John Wilson, McElroy Sloan  Vinsonhaler Shoe Company. 





CINCINNATI 


Weather Cooler; 


Business Better 


Still Further Improvement Expected; Merchants Disagree 
As To High and Low Shoe Ratio In Men’s Lines 


HE weather until the first of this week 

has keen so extremely warm thatretail 
business has suffered accordingly. With 
clearance sales having accomplished about 
all that had been expected of them, and 
with a plentiful showing of new fall styles, 
but with plenty of hot weather, local mer- 
chants could not arouse in the general 
public any great amount of enthusiasm 
over the subject of footwear. 

However, a change to cooler weather 
the early part of this week has had a fav- 
orable effect. Thus it is hoped among the 
local dealers that the last two weeks of 
the present month will develop a suf- 
ficient volume of business to offset that 
part of the quiet period which extended 
into the first week of September. The fall 
season for Cincinnati, therefore, is ex- 
pected to open up strong during the next 
two weeks. 


High or Low Shoes for Men? 


Retailers of men’s shoes here are giving 
their usual amount of close study to the 
question of whether oxfords or shoes will 
be in the majority this fall. A number of 
the local dealers believe that there will be 
little change from last fall in the ratio of 
boots to oxfords; that while they admit 
there is a growing tendency among 
younger men in favor of the oxford, 
nevertheless the high shoe business will 
still lead on the whole. They also argue 
that for the general weal of the trade, 
retail merchants should push high shoes 
in the winter and low shoes in the spring 
and summer. As a result, the majority of 
the local dealers in men’s shoes are dis- 
playing high shoes in their windows. 

On the other hand, there are other 
astute buyers in the men’s game who just 
as firmly believe that the majority of the 
men’s business will be in oxfords this fall. 
One dealer says that 70 per cent will be 
oxfords. In the colors for fall, blacks 
seem to be a little stronger for men. They 
now run about 50 per cent. In the tans 
the lighter shades are appearing in the 
better grades, while the mahogany is still 
being offered in the lower grades. 


Injunction Violated Say 
Manufacturers 
Local boot and shoe manufacturers 
recently filed 14 charges of contempt of 
court against members of the local shoe 
workers unions. They are charged with 


violations of the rules of a court injunction 
issued against them, restricting the num- 
ber of pickets about each factory and the 
methods to be used in conducting their 
strike. Four charges were filed by the 
Krippendorf-Dittmann Company, three 
by the Julian & Kokenge Company, two 
by the Cahill Shoe Company, and one 
each by the Krohn-Fechheimer Company, 
the Roth Shoe Manufacturing Company, 
Sachs Shoe Manufacturing Company, and 
the Vollman, Lawrence Company. 


Children’s Business Good 


Business at the children’s departments 
of the local stores has been very good dur- 
ing the past two weeks. Mothers have 
been fitting out their children with new 
foot togs prior to the opening of school. 
It is interesting to note that a great deal 
of style is being demanded these days in 
children’s footwear. The patterns that 
have been popular in the ladies lines are 
exerting a great influence over the style 
in children’s lines. 


Recommend Study of 
Hosiery 

The regular Tuesday morning meeting 
of the Potter Shoe Company employees 
and officials was conducted last Tuesday 
by Pete Duoolan of the man’s depart- 
ment. Upon the beginning of a new fall 
season, Manager Walker of the basement 
department urged that the sales people 
throughout the store make it a point to 
become better acquainted with the latest 
styles, not only of their stocks on hand, but 
in the styles that are being presented by 
various units of the trade. Miss Leopold, 
manager of the hosiery department, 
stated that there are tremendous possibili- 
ties for the development of sales in hosiery, 
through the interest taken by salespeople 
fitting shoes. ““They are in a position,” 
she said, “‘to suggest the various kinds 
and colors of hosiery that will properly 
match the style of footwear sold.”’ She 
said further that every sales person should 
study closely the various colors in hosiery 
most becoming to the type’s of shoes that 
are now being worn. The hosiery business 
at the Potter Shoe store has become a 
very important factor during the past 
year. A few weeks ago a basement de- 
partment of hosiery was opened up. Thus 
far it has done a very satisfactory busi- 
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ness. The Potter store now has a hosiery 
department on each of its three floors. 


Suggest An Extra Pair 

Manager H. S. Gordon of the children’s 
department urged the sales people to make 
it a point to suggest an extra pair of shoes 
in some form or other to every customer. 
“At this time of the year,” he stated, 
“there are a great many customers in need 
of felt slippers, rubber overshoes and even 
more than one pair of street shoes.”’ 

Harry McLaughlin manager of the 
Potter Shoe store has been in the East 
during the past week making a study of 
the style trend. 


Boots Sell at This Store 


Abe Baumer manager of Pohl’s Walk- 
over store, reports that his business has 
held up very satisfactorily during the 
summer. His store, being one of the oldest 
in Cincinnati, enjoys a well established 
trade. One peculiarity of the solidity of 
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this trade is that he sells more of men’s 
high shoes throughout the year than ox- 
fords. Moreover, in spite of the great 
demand for strap effects in ladies’ foot- 
wear, he consistently sells a fair number of 
ladies boots. Mr. Baumer is now featuring 
through special window display a cor- 
rective line which is called, “‘Pohl’s Arch 
Rest Shoe.”” “I have more repeat cus- 
tomers on this line of shoes than I ever 
had on any other line,’’ says Mr. Baumer. 
The Arch Rest Shoe is made by the Irving 
Drew Company of Portsmouth, Ohio. 

The La Mode at Sixth and Race Streets 
is preparing to open up a shoe department 
within the next two weeks. This depart- 
ment will carry a complete line of popular 
priced stylish footwear for ladies. R. J. 
Smith, formerly of C. H. Baker of Detroit, 
has come to Cincinnati to manage the 
department. About one half of the first 
floor space will be devoted to shoes. The 
S. C. & R. Company of Detroit has the 
space under lease. 





DETROIT 


Black Shoes Being Featured 


Retail Merchants Apparently Consider Them Best Bet for 
Early Fall; Cooler Weather On Tap 


EPTEMBER business opened fairly 

well, according to reports from many 
quarters. The warm spell at the beginning 
of the month retarded business for a few 
days, but when the cooler weather, with 
occasional showers came, business re- 
vived and prospects for continued good 
business are believed good. 

All the window displays for fall are 
featuring black almost exclusively, al- 
though occasionally you will see brown 
oxfords shown in good proportions; gray 
suedes, brown suedes and combinations 
of these colors with black, are also shown 
in limited numbers. 

Colonials and all tongue effects continue 
their popularity in the better grades, 
while straps are shown in larger number in 
the medium priced lines. Whether this is 
due to the present conditions of the stocks 
will be apparent later. Some merchants 
are banking on the Colonial as the coming 
favorite. 

Persistent reports of the sale of high 
cuts in men’s stores indicate that all men 
will not take up the oxford vogue, al- 
though the younger element are playing 
them for favorites as was formerly 
predicted. 


Selling the Business to the 
Sales Force 


Preliminary to the institution of a six- 
months course oi training in the R. H. 
Fyfe & Co., ideals and policies, the entire 
fall line was displayed on the Auditorium 


floor of the building to the sales force. 
The buyer of each department was in 
charge of the display from his own de- 
partment and gave a short talk on the new 
styles and mentioned specific reasons for 
his particular purchases. The sales force 
was divided into two shifts, half viewing 
the merchandise at a time. 

The object of this display was to 


familiarize the salesmen with the mer- . 


chandise carried in other departments, 
as well as in their own. In a 10-story 
building devoted entirely to the retailing 
of shoes it is obviously impossible for sales- 
men to learn in detail the styles and lines 
carried on all floors, except through an 
effort of this kind. This display and the 
attendant talks have “sold the Fyfe store 
to the Fyfe salesmen.” 


Two Classes Established 


The selling force of the establishment 
is to be divided into two classes, and for a 
period of approximately six months a 
weekly lesson will be given in salesman- 
ship, including Approach, Selling Talks, 
Selling Tactics, Answering Objections, 
Foot-fitting, etc. The study course will 
also include such topics as merchandising, 
buying, store management, etc. 

The educational work will be in charge 
of J. T. Murphy who is quite familiar with 
the Fyfe Policies and is a graduate sales- 
man and practipedic. His actual ex- 
perience in the men’s department of the 
store fits him for the work. 

It is expected that the course of study 
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will include lectures on leather, shoe- 
making, store management and kindred 
topics by men of experience outside of the 
staff of the store. 


The Advantage of Education 


A. O. Day, general manager, stated that 
as the salesman comes in direct contact 
with the customer he should be stimula- 
ted to a responsibility of his position. 
“We want to fit our staff so that they 
may represent the Fyfe ideal of service. 
First of all we must get them in perfect 
accord with these ideals, educate them to 
an understanding of our policies, and then 
get them to co-operate with us in the 
administration of these ideals and _ poli- 


, 


cies.” 


To Concentrate On 
Orthopedic Shoes 


The following announcement made by 
Thomas T. Jackson, Inc., indicates the 
prominence in the shoe trade the correc- 
tive shoe is achieving: 

“The great growth of our Cantilever 
business makes it necessary for us to use 
every inch of available room for Canti- 
lever Shoes, and forces us to discontinue 
the sale of all other shoes. We are going 
to concentrate on Cantilevers.”’ 

A sale is now in progress at which the 
entire stock of high-grade style lines, con- 
sisting of over 2000 pairs are being sacri- 
ficed. It is the intention of this firm to add 
men’s Cantilevers immediately, and later, 
as the stock is sold and more room can be 
used, to add a children’s Cantilever 
department. 


U. S. Shoes for Mexico 


Washington, Sept. 18—The Aguasca- 
lientes district of Mexico imports 25 per 
cent of all the shoes it consumes from the 
United States according to a report re- 
ceived by the Department of Commerce 
from Consul Lee Blohm, Mexico City. 
A few Spanish-made shoes are the only 
other foreign-made product imported in 
the district. The majority of the local 
retailers handle only native-made shoes. 
Two small factories are located in the city 
of Aguascalientes and one in the city of 
Zacatecas. These have the crudest kind of 
machinery, and turn out men’s, women’s 
and children’s shoes, the same sizes as in 
the United States, of the lowest grades. 
The French, military and Cuban heels 
predominate. 





Raffelock & Son are opening a men’s 
furnishing store in the Holliday building, 
corner of Second and Grand Avenue, 
Larimer, Wyo. They will specialize in 
haberdashery and shoes. They were for- 
merly located in St. Joseph, Mo. 
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Exposition Stimulates Trade 


Merchants and Manufacturers Co-operate—Big Style Show 


a Useful 


é LEVELAND shoe merchants and 
A the entire city for that matter, are 
considerably worked up about the Palace 
of Progress, which was held in the Muni- 
cipal Auditorium, September 18-28. The 
Palace of Progress is Cleveland’s exposi- 
tion. It was held for the first time this 
year, and hereafter it is to be an annual 
affair. It was held in the new $8,000,000 
Municipal Auditorium and $3,000,000 
worth of exhibits were to be seen. 

The Palace of Progress is an exhibit of 
manufacturers and retailers and one of the 
big features was a style show. In this 
event visitors saw 75 of America’s finest 
living manikins appear, wearing both 
imported costumes and cloaks, gowns and 
feminine finery that were made in this 
city. The girls came here from Atlantic 
City. 

Shoe People Co-operate 

Cleveland shoe merchants, jobbers, 
distributors and manufacturers co-opera- 
ted to make this event a great success. 
They were liberally represented in the 
exhibits and their shoes were worn in the 
style show. 

In addition to the large department 
stores, which operate shoe stores, the 
following shoe dealers and makers were 
represented in the exhibits: The Chisholm 
Bilt-Well Shoe Company; Ferris Shoe 
Company; Petot Shoe Company, and the 
Stone Shoe Company. 


Expect It to Stimulate Buying 


This exposition is the biggest thing of 
the kind that was ever conducted in this 
city, and the merchants went into it to 
get the benefit that always flows from co- 
operative advertising and effort. They 
went together in this movement to center 
all northern Ohio on Cleveland’s wares 


Feature 


and its advantages as a shopping center. 
They expect this exposition to set the 
consumer to buying on a scale more 
rapidly than he has in past falls. The good 
will that may flow from this affair is con- 
sidered an asset that was worth the effort. 


Shoe Buyer Resigns 


Edward C. Cox, who has been the buyer 
for the children’s department at the Tay- 
lor Company shoe store, has resigned his 
position. His successor has not been 
named. Morse & Rogers hereafter will be 
represented by H. L. French, who has 
traveled this territory before. 


College Set Buying Shoes 


The middle of September was featured 
by the usual buying for boys and girls who 
left the city to resume their academic and 
collegiate studies. Cleveland is growing 
fast, and this buying was heavier than in 
the past, according to reports received 
from merchants. The buying thus far in 
September has been largely in oxfords 
with the heavy soled ones enjoying the 
best patronage. The colonial fan tongue, 
which comes in black satin and brocaded 
satin, is a model that has been going well 
for dress. 

Black as a color seems destined to come 
back into its own this winter again, after 
suffering an eclipse at the hand of brown 
and tan. The low shoe seems destined to 
have a big run here until late in the fall 
when the snow comes. 

Some merchants ere predicting yet 
that the golosh will fall before the on- 
slaught of the Russian boot and the Pav- 
lowo rubber, but there are still many 
others who have banked on the artics and 
have their cellars stocked with them. 





DENVER 


More Money in Circulation 


Sales of Crops Benefitting Business As a Whole; Black Seems 
to be Most Popular Color 


ARM crops of Colorado are about all 
harvested and are now being placed 
on the market. This is putting money into 
circulation and business in general is being 
benefited. General business conditions in 
the State are good at this time with im- 
provement over the summer months be- 
ing noted. 


Satin and patent models and Colonials 
and one strap pumps are selling well at 
present in Denver. Black gives promise 





of being the popular color fer fall and 
winter. 
Men’s Business Better 
Men’s: shoes are increasing in sales 
while there has been during the past few 
weeks a very good demand for children’s 
shoes, owing to the opening of school. 


Son of Shoe Man Dies 


William Bernard Dunn, 15 years old, 
died last week at the home of his parents, 
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Mr. and Mrs. Joseph P. Dunn, 1072 
Pennsylvania Street, Denver. He had been 
ill about five weeks. Besides his parents, 
the youth is survived by three brothers 
and five sisters. His father, Joseph P. 
Dunn, is head of the Joseph P. Dunn Shoe 
and Leather Company, this city, and is 
well known to the trade in the Rocky 
Mountain region. 
Fall Fashion Show 

Denver’s semi-annual Fashion Show will 
be held this fall on September 28 and 29, 
according to agreements reached last week 
at a meeting of men representing most of 
the firms who will take part in the show. 
As in previous shows, this fall’s Fashion 
Show will be featured by especially at- 
tractive window displays on Fifteenth and 
Sixteenth Streets from Larimer Street to 
Broadway, and along the streets between 
these main thoroughfares. The show will 
include as participants all dealers in 
women’s wear, millinery, shoes, men’s 
apparel, drug and toilet articles, jewelry 
and flowers. All merchants in articles 
suitable for display in the Fashion Show 
on these streets are joining in the move- 
ment to make the September 28-29 show 
the greatest Denver has ever had. Com- 
mittees to manage the displays and pre- 
pare every detail have been appointed. 
M. B. Wise, of the M. B. Wise Shoe 
Company, has been appointed on one of 
the committees. Among the firms repre- 
sented at the meeting to decide the dates 
were the following: Broadhurst-Young 
Shoe Company and the Johnston Shoe 
Company. 


Loveland Shoe Store Sold 


W. D. Dobbin has purchased the Read 
Brothers shoe store in Loveland, Colo., 
and has already taken over the business. 
It will seem like old times for Loveland 
people to see Mr. Dobbins in the store 
that he operated for more than 14 years 
before selling it to Read Brothers two 
years ago. Read Brothers will give all of 
their attention in the future to their parent 
store in Greeley, Colo. 


Brief News Notes 


W. P. Garger of Denver, representing 
the Selz Shoe Company, was a business 
visitor in Trinidad and other southern 
Colorado cities last week. 

The Jefferay store, Fifteenth and, 
Stout Streets, Denver, has been enlivening 
business of late by giving a pair of chil- 
dren’s shoes with every pair purchased 
by Dad or Ma. 

E. A. Murphy, of the Walk-Over Boot 
Shop, 815 Sixteenth Street, this city is a 
firm believer in advertising. The Denver 
firm during the past two years has adver- 
tised regularly in one of the Denver papers 
using good-sized ads and the increase in 
business is attributed by Mr. Murphy to 
this continued pegging away with news- 
paper advertising. 
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VERY ATTRACTIVE 
GOODYEAR WELTS 


IN STOCK 


1814—Tan Calf One Strap. 1817—Tan Calf Vamp, Beige Quar- 
1815—Patent Colt One Strap. ter and Covered Cuban Heel. 
1816—Black Kid. One Strap. Goodyear Welt 
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WT. HOLMES COMPANY 
Exclusively Ladies Shoes 
IS NORTH FOURTH ST. PHILADELPHIA 
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(This Department is conducted by Helen M. Haney, Associate Editor) 


Fred T. Coleman in the Ring 


Travels Big Cities from Maine to North Carolina for Watson 
Shoe Co.—Expert Style Man 


ONG before the present game of 
L selling shoes was generally played, 
Fred Thomas Coleman was in sec- 

ret practice and had the profession well 


Of a naturally nervous and high strung 
temperament, he was always on the move 
in the years of his shoe salesman’s appren- 
ticeship, ever calling on his trade as the 
seasons demanded, yet always keeping in 
touch with his customers to re-familarize 
himself with new ideas and thoughts as 
gathered by him on his trips. The between 
trips period at the home factory found him 
busy with his samples, rounding up ad- 
vanced thoughts in women’s footwear. 


**Puts Em Over” 


That his early inclinations were not 
cast aside, were most noticeable. The 
past few seasons for Fred T. have been an 
almost perpetual marathon the whole 
year round—jumping in and out as the 
demand was made, and as samples were 
shot out to him, while others were in the 
making. Fred proved that he is a star 
catcher, as well as a batter in “putting ’em 
over.” He doesn’t take all the credit 
though, but passes it om to his line which 
happens to be that of the Watson Shoe 
Company of Lynn, Mass., and says he 
has “a sure live bunch”’ at home who can 
pitch out new samples about as quickly 
as a sharp shooter can pull the trigger. 


An Art Connoisseur 


Fred wes born on the 18th day of De- 
cember in the year—, but why speak of 
years in a young man’s life, and having 
passed through the usual uneventful 
phases of the ordinary boy’s life, he began 
to aequire an ambition to be an art sales- 
man and art connoisseur, with the ten- 


dency to specialize in the modern schools. 
Today it is a treat to sit down for a 
chat with Fred and listen to him discus- 
sing the merits of Sargent’s Holy Grail, 
Turner’s Marine views, Rosa Bonheur’s 





JOSEPH L. WILLIAMS 


Of the Rice § Hutchins Atlanta Company. ‘ 

illiams is one of the deans of the Rice  Hut- 

chins staff, and is well known to the Florida trade 
that organization 





cattle—Sir Joshua Reynolds on Child 
Life—Van Dyke’s Dutch pictures or the 
masterpieces of Whistler—Corot, Millet 
and LeBrun. 


Understands Correct Foot Adornment 


Why Fred ever got branched into the 
shoe’ game.is: explained. in; his: own words. 


“‘Well, what is more beautiful than a well- 
dressed foot? It has grace, motion, life 
line and art.’’ And so it happened and so 
it is that his enthusiasm is so tense in the 
selling of women’s footwear, ever looking 
to the beauty and grace thereof. Were 
others to look on their lines from this 
same angle, salesmanship would be the 
profession of artists. 

For what apparel of woman is more 
symbolical of the artistry of craftsman- 
ship than a woman’s shoe? Enough for 
art. 

Past and Present History 


. Fred T. Coleman started in the game 
with the old firm of Hosmer-Codding 
Company, shoe jobbers of Atlantic 
Avenue, Boston, Mass., and was inside 
man in charge of the men’s shoe depart- 
ment. He held this position for two years, 
then moved over to the Thomson-Crooker 
Company of Roxbury, Mass., with an 
outside position as salesman covering the 
South Atlantic States. After many years 
with this progressive and hustling con- 
cern, he aligned himself with his present 
affiliation, the Watson Shoe Company of 
Lynn, Mass., makers of women’s fine shoes 
covering the territory which embraces 
the principal cities from Bangor, Maine, 
to Charlotte, North Carolina. 


Fred Believes in Action 


In his younger days, Fred was an 
athlete of pronounced activities and from 
his present hustling propensities, there is 
no doubt of the fact that the days are too 
short for him, trains don’t run frequently 
enough, and nights are too long. He wants 
to keep moving and selling and regrets 
he can’t show every merchant in his ter- 
ritory the beauties in his line. 

In the sample room is where we can 
study him best—energetic, enthusiastic, 
persuasive, self convinced, self sold, he 
forces his enthusiasm on his trade, and-« 
with these powers demonstrates the art of 
selling shoes as well as the art.in shoe- . 


making. 
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No. 930. Black Kid Oxford, 13/8 Goodyear 
Wingfoot Rubber Heel, Metal Arch Sup- 
port, No. 118 Last. 


O meet the insist- 

ent demand for 
corrective footwear we 
present these two Arch- 
Solace Oxfords. Made 
on the quality basis 
that has put this line 
in a strong position 
with the trade for 
many years. 


SOSCUUTINCL ded, 








No. 929. 


Brown Kid Oxford, 11/8 Good- 


year Wingfoot Rubber Heel, Metal Arch 


Support. 


No. 123 Last. 
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Edwin Clap ) & Son, Inc. 
“Hold SemmAnnual Get» 
Together 


The semi annual “get together” of the 
Edwin Clapp sales organization was held 
at the factory of Edwin Clapp & Son, Inc., 
East Weymouth, Mass., Thursday, Sep- 
tember 14. 

The salesmen began to arrive at 8:30 
A.M. and the time from then until noon 
was spent in an inspection of the samples. 
After luncheon a general conference was 
held, after which an opportunity was 
given to several of the salesmen, who had 
the greatest distances to go, to pack their 
samples. 


Tribute to Founder, Edwin Clapp 


At 6:30 P.M. a dinner was served, to 
which the foremen were also invited. The 
tables looked attractive with their decora- 
tions of cut flowers and potted plants, and 
a very pleasant hour was enjoyed. The 
Treasurer, Horace R. Drinkwater, opened 
the meeting, bringing greetings of the firm, 
and during his remarks, paid a glowing and 
grateful tribute to Edwin Clapp, founder 
of the concern. 


The Country's Outlook 


He followed this tribute with a talk 
regarding “The Outlook Throughout the 
Country,”’ and said, that business is set 
to go—that it waited only for an adjust- 
ment of the rail and coal situations, and 
that there was not another serious menace 
in sight to hold it back. 


Better Business At Hand 


He further stated, “A review of the 
fundamentals, such as crops, credits, 
monetary conditions, etc., the barometers 
always consulted when one tried to 
determine the trend of business, showed 
that every one of these told the same 
story—namely better business was close at 
hand.” 


Geo. W. R. Hill Reminisces 


He then introduced George W.R. Hill of 
the Boot and Shoe Recorder, an old friend of 
Mr. Clapp who spoke very interestingly of 
the early days, giving some very amusing 
and instructive reminiscences. 

The next speaker, Henry Knott of the 
Henry Knott Advertising Co. gave a 
stirring address, entitled, ““Wake up New 
England.” This talk was inspiring and 
optimistic regarding the future. 


Hodges Talks Encouragingly 
He was followed by William A. Hodges, 
Credit Manager of Edwin Clapp & Son, 
Inc., who talked very encouragingly of the 
outlook—-stating that the merchants had 
taken their loss on inventory, had cleaned 
house, and were now ready to do business 

again in the good old fashioned way. 





The Late Davis B. Clapp Eulogized 


Invintroducing the next speaker,..Mr. 
Drinkwater stated, “It has always been a 
source of the deepest sorrow and regret 
that we were not permitted to enjoy for 
many years an association in business 
with the junior member of the firm of 
Edwin Clapp & Son, Davis Bates Clapp, 
who was a member of the organization 
long enough to prove that he was a real 
shoe man, and a worthy son of his great 
father, only to be cut off by untimely 
death. 


Edwin Clapp Lincoln Welcomed 


‘“Now, we are delighted once more by 
an opportunity to welcome again into the 
organization one of the blood of Edwin 
Clapp, this time in the third generation, 
and I have the distinguished honor to pre- 
sent the youngest member of the Board 
of Directors—Edwin Clapp Lincoln.” 








JOE JANOW 
Fount carrying the Betiman-Dunlap Com- 
i 


pany’s line, recenily departed for South America 

where he will attend the World's Fair at Rio de 

Janeiro. He expects to remain in South America 

Jor at least sir months. He will carry a number 

of lines of shoes, among which will be the Dunlap 
ine. 





Mr. Lincoln was given an ovation as 
he arose to address the meeting that cer- 
tainly must have been pleasing to him. 
In his remarks he paid tribute to his 
grandfather, Edwin Clapp, and said that 
he was there “to do everything in his 
power to live up to the traditions and to 
maintain the high standard that had been 
set by the founder of the business.” 

Mr. Lincoln is a Harvard man, where 
he took a high rank not only in scholar- 
ship, but was very prominent in athletics. 
His work on the ball team was exception- 
ally fine, covering third base on the Var- 
sity for three years, and being lead-off 
man on the batting list. He was gradu- 
ated with the class of 1922. 


An Interesting Social Item 


An interesting social item which ap- 
peared recently was the announcement by 
Mr. and Mrs. Francis Drake of Cleve- 
land of the engagement of their daughter, 
Josephine, to Mr. Lincoln. + ' 
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The only invited guest outside of the 
speakers was T. J. Evans, secretary of the 
Brockton Boot and Shoe Manufacturers’ 
Association. Mr. Evans was for years a 
member of the Clapp organization, and 
while he was only able to stay a short 
time on account of a Masonic meeting, he 
appeared to enjoy the rousing welcome 
that was accorded him by his old friends. 


Vrs. Edwin Clapp Sends Boutonnieres 


A very pretty little incident occurred 
during the meeting, when a package ar- 
rived from Mrs. Edwin Clapp, which, 
upon opening, contained a boutonniere for 
everyone present. 

Among those present were: Horace R. 
Drinkwater, treasurer; Edwin Clapp Lin- 
coln, S. Preston Moses, Robert L. Sum- 
mers, George W. R. Hill, Henry Knott, 
Frank T. Day, A. C. Ludlam, J. C. Haus- 
er, Guy P. Moses, Harry H. Wilson, 
Chas. H. Maal, Ricardo Ramos, P. Au- 
gustus Conathan, W. H. Fletcher, William 
A. Hodges, Burton E. Durgin, Lewis H. 
Burgess, Shelton R. Houx, Sumner W. 
Chandler, Harold L. Morris, Henry Burke, 
Ellsworth J. Our, Frank J. Harrington, 
Thos. F. J. Dalton, Edward Gaillardet, 
E. F. McIntosh, Louis K. Jones, Williard 
H. Holbrook, Thomas F. Lynch, M. F. 
Buckley, George F. Farrar, W. Lincoln 
Stowell, Elmer W. Thayer, E. D. Doble, 
Fred W. Townsend, E. A. Whitmarsh, 


"Wm. H. Borden, Fred A. Drinkwater, 


T. J. Evans, J. E. Fabyan. 


Mulhauser with Common- 
wealth Line 


Fred Mulhauser, formerly salesman for 
S. Halle & Sons of Baltimore with ter- 
ritory of Philadelphia and adjacent, has 
taken over the territory of Brooklyn and 
New York City for the Commonwealth 
Shoe and Leather Company. Mr. 
Mulhauser is to be resident salesman in 
New York City, his former home. 


Hal Fairfield Visits Boston 


Hal H. Fairfield of the A. E. Nettleton 
Company ran through Boston last week 
from Alfred Maine, where he spent the 
summer on his farm. He was on his way to 
Syracuse to line up his samples preparatory 
for his trip to the Northwest, including 
Canada, from Toronto to Alberta. 


J. A. Goerg New Griffin Man 


‘Another addition to the sales force of 
the Griffin Mfg. Co. is J. A. Goerg. Mr. 
Goerg will exercise the general super- 
vision of the business of the Griffin Mfg. 
Co. in Philadelphia, devoting a very 
considerable portion of his time to the 
introduction of the Griffin line into the 
large department stores of that-city, and 
also: visiting the jobbers there. 


BOOT AND SHOE RECORDER September 23, 1922 


The Best Selling Fall Oxford 


Ready for Delivery Sept. 25 


5 siWrglt 


omen come SHOE 


E purposely delayed designing this oxford so that 

we might make certain that our customers could 
find in our stock department the correct fall oxford. This 
new oxford—Stock No. 190—is the result of our experience 
with the largest buyers of men’s high grade shoes. You can 
depend on its being the style of shoes that you will need. 


THREE NEW ARCH 
PRESERVER STYLES 
IN STOCK FOR DE- 
LIVERY SEPT. 25. 


No. 190—Tan Norwegian Calf Ox- 
ford (No. 3 Color)—Highland Last, 
heavy single sole. Widths AA toD. 
Price $6.50 
Vew Catalog Ready Sept. 20 
Write for Booklet S 


kK. T. WRIGHT & CO., Ine. 


ROCKLAND, MASS. 
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B. W. ELGIN 


Who sells Firestone-Apsley rubber heels on New 
Eng North Shore 





Co-operative Shoe Co. Adds 
to Salesforce 


The Brockton Co-operative Shoe Com- 
pany has added a number of new men to 
its selling force for the fall season and will 
also have two more men on the road this 
season than heretofore. More territory 
will be covered and with more thorough- 
ness, and the firm expects to reap a benefit 
from the increased business that this will 
bring. In addition to the old force of 
experienced salesmen, the firm has added 
thisseason: Charles M. Tape, Nevada, 
Texas, Kansas, Nebraska and Iowa; 
Harrison Gates, Ohio, Indiana and Michi- 
gan; E. E. Wardward, Missouri and Illin- 
ois and Clifford Howe, a Brockton boy, 
who will cover the trade in Pennsylvania 
and New York. 


Whalen Represents Preston 
B. Keith 


The Preston B. Keith Shoe Company 
has made one change in.- its selling staff 
for the season, and has secured J. J. 
Whalen to represent it in Pennsylvania, 
Maryland, District of Columbia and West 
Virginia, the territory formerly handled 
by J. F. Jones. Ex-Alderman Whalen is 
well known and has been handling this 
territory for the past ten years. 


Kelley with Morse & Rogers 

Melvin T. Kelley, formerly New Eng- 
land salesman for the Menihan Shoe 
Company of Rochester, N. Y., has signed 
up to represent the Morse & Rogers Co., 
of New York for his old territory. Melvin 
started on his rounds last week and pre- 
dicts a big season. 


B. W. Elgin and Gentry Clark 
Sell Heels for Firestone-Apsley 
Rubber Company 


Two of the live-wire sales representa- 
tives of the Firestone-Apsley Rubber Com- 
pany called at the Recorder’s office recently 
to tell us about the territories which they 
cover and the quality of the Firestone- 
Apsley Rubber Company’s rubber heel. 
These experienced rubber men were B. W. 
Elgin who travels over New England 
North Shore and Gentry Clark who 
travels over New England South Shore. 


B. W. Elgin Covers New 
England North Shore 


B. W. Elgin is well known in the rubber 
industry having been identified with the 
Firestone Tire & Rubber Company at 
Akron for the past six years, and for the 
past year and a half has been connected 
with the rubber heel sales of the Firestone 
Company. This division has been cen- 
tered with the Firestone-Apsley Rubber 
Company at Hudson, Mass. handling the 
sale of heels entirely. 


Gentry Clark Covers New 
England South Shore 


Gentry Clark is also an enthusiast on 
the Firestone-Apsley Rubber Company's 
product. Mr. Clark prior to becoming 
affiiated with the Firestone-Apsley Rub- 
ber Company’s heel sales was identified 
with the rubber business in New England 
for about seven years. He, like Mr. Elgin, 
has a wide circle of acquaintances in the 
rubber industry. He has represented the 
Firestone-Apsley Rubber Company’s rub- 
ber heel interests for the past year and a 
half. He states that the Firestone-Apsley 
rubber heel is meeting with a splendid 
reception from the shoe manufacturers in 
his territory; that rubber heels are now 
being attached even to women’s patent 
leather dress shoes and to house slippers; 
in fact, that 80 per cent of women’s shoes 
are equipped with rubber heels and close 
to 100 per cent of men’s shoes are so 


equipped. 


J. J. Grover’s Salesforce 


The salesforce of J. J. Grover’s Sons 
Company Lynn, for the coming season is 
made up of the following hustlers: 
Fred C. Mowry and T. A. Gray, South- 
west; G. Wm. Crist, South; John B. Clark, 
Ohio and large city trade; James R. 
Rounding, New England and large city 
trade; Charles E. Flowers, the West; 
B. A. Koehnle, The Atlantic States; J. 
G. Duncan, Indiana, Kentucky, West 
Virginia; J. C. Dingle, Missouri, Kansas; 
L. K. Urquhart, Illinois, Iowa; E. L. Lev- 
erone, Michigan, Western Pennsylvania, 
and Maryland; W. C. Strine, Wisconsin, 
Minnesota, North and:South Dakota; 
C. E: Gore, New York City. 
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GENTRY CLARK 


Who sells Firestone-Apsley rubber heels on New 
England South Shore 





Jack Tremble in New 
Territory 


Jack Tremble will go out on a new 
territory for Thompson Bros, this fall. 

He will cover North and South Dakota, 
Minnesota and Montana. Mr. Trem- 
ble has made a fine record with Thomp- 
son Bros. and this new territory means a 
promotion for him and reward for his good 
work for the Thompson line. 


Violette With Lunn & Sweet 


N. W. Violette, formerly with Lund 
Mauldin Co., of St. Louis, has recently 
been in Boston and made arrangements 
to represent Lunn & Sweet Co., of Auburn, 
Maine, on sections of the Pacific Coast. 
His home will be in Seattle, Washington. 


Pat. J. O’Sullivan Married 


Pat J. O’Sullivan, a salesman for the 
Hamilton-Brown Shoe Company in Salt 
Lake City, has married Miss Grace Mur- 
phy, one of the cashiers at the Newhouse 
Hotel in that city. We have no definite 
information on the point, but under- 
stand that the romance began when O’Sul- 
livan paid his bills at the big red hostelry, 
which he used as his headquarters while 
in this big Utah city. 


Brown Shoe Company Men 
On Trips 


The sales force of Brown Shoe Com- 
pany have left for their territory after 
their sales conference in the house which 
lasted five days. President John Bush 
and Salesmanager James made talks to the 
salesmen during the conference 
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No. B-939—Men's Genuine Tan Scotch Grain Ox- 
ford, Heavy Single Sole, Braeburn Last. Widths 6 00 
Ato D. Code—’"Scottie.” e 





. No. B-862—! "s = ° . > a 
All numbers shown are live ones, made Stiichine Throughout. Linch f cel Goodyear Wing $5 85 
on lasts that are selected with care, ee ee a e 


Ato D. Code—Dragon.” 





accepted only after style and fitting No. B-872—As above in P. & V. No. 104. Widths $5 85 
e 


qualities have been approved. 


Shoes Illustrated and Described Here Are In Stock 
Deliveries Made Promptly on Receipt of Order 
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No, B-888—Men's Square Throat 

Foxed Oxford. Brogue Last. Carl ; : a 

Schmidt's Cherry Red Eric Grain Calf. No. So . _. .— 

6 Rows Stitching Throughout. Heavy : " i . Gallun’s No. orwegian Vam 

Single Sole. Goodyear Wingfoot Heel Brockton is the centre of the and Top. Heavy Single Sole. Good- 
Shoe industry of. the world. ear Wingfoot Heel. 


Widths A to D. Code ~ i i, 
“Dare.” 2 **Come to the Brockton Fair ¥ _ A to D. Code 
ip. 


Shoe Style Show.” 
hoe Style Show No. B-858—As No. 848, only in Gal- 


Block Bocnied W idthe y a F _, October 3, 4, 5, 6, 7. jun’s Black Norwe- 
A to D.Code“ Doggy.” $5.25 Five Days---Five Nights gian. Widths A to D. 5.60 
a ie Drop. 











CHARLES A. EATON COMPANY 


“*The Sterling Shoemakers of New England”’ 


BROCKTON, MASS. 


BOSTON —207 Easex Street NEW YORK—127 Duane Street ATLANTA—226 Peachtree Arcade 


Send for YOUR Copy of Our New In-Stock Catalogue 
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David Goldstrom a Shoe 
Manufacturer 


Arthur S. Raphael, Chairman of Pub- 
licity for the Philadelphia Shoe Travelers, 
called at the Recorder office one day last 
week to relate the great and good fortune 
of his friend and brother shoe traveler, 
David Goldstrom. David Goldstrom was 
for years Pacific Coast salesman for 
Frank & Adler; he also traveled for the 
Monumental Shoe Mfg. Company, Inc. 
He lately reached the conclusion that 
there was a field for another line of in- 
fants’, children’s, and misses’ better 
grade, medium and low-priced turns for 
the large trade, so he formed a new shoe 
manufacturing concern, known as The 
Chesapeake Shoe Mfg. Company of Bal- 
timore, Md., with factory location at 101- 
103 Balderston Street. 


Believe in Co-operation 


David Goldstrom is the president of 
this concern; William Gaynor, his brother- 








H. J. KUHLMAN 


who travels Philadelphia and Northeast Penn- 
H. K. Gardiner Co. 


sylvania for the 





in-law, is Vice-President; Beck Hazzard 
is Secretary-Treasurer. These men all 
have a keen co-operative sense. They 
have all helped to boost business for the 
manufacturers, wholesalers and retail 
merchants, in the various sections which 
they have covered and now that they 
have gone into business for themselves, 
they bring to the manufacturers’ group a 
clean record and the same co-operative 
spirit which have characterized their past 
efforts. The boys are well liked in the 
trade and there is every indication that 
the shée manufacturers of Baltimore will 
welcome them to their ranks. 


All Three to Cover Old Territories 


All three of the officers of the Chesa- 
peake Shoe Company will cover their old 
stamping grounds. “I predict for David 
Goldstrom and his associates a large 
measure of success,” said Mr. Raphael. 
“And does David Goldstrom know shoes 
—well boys! In the first place, he comes 
from an old shoe family. I well remember 
his father’s retail shoe store in Baltimore, 
wherein David spent a goodly portion of 
his time. After his father’s death, he took 
his mother to Portland, Oregon, where 
they made their home. On his mother’s 
death, he transferred his home to Balti- 
more, of which he is very fond, as well as 
of his former home on the Pacific Coast, 
which section he will continue to travel. 


Sands 


With Hood Rubber 
Chicago Branch 
Soll Z. Sands has been transferred from 


the Des Moines branch to the Chicago 
branch of the Hood Rubber Products 


Company. 





SOLL Z, SANDS 


who will cover the City of Chicago concentrating 
on the Loop and larger stores for thes Hood 
Products Co. 


He will cover the city of Chicago, con- 
centrating on the Loop and larger stores. 
Mr. Sands is no novice in the rubber busi- 
ness, having covered larger towns in 
Iowa and western Illinois for the past six 
years. While Chicago is new territory 
for him, he is making friends and selling 
rubbers. 


Harold Kaye with Bleecker 


Harold Kaye, well known throughout 
Pittsburgh and Western Pennsylvania in 
general, will cover that territory for the 
Bleecker Shoe Company, Inc. The com- 
bination of Harold Kaye’s sales ability 
and Bleecker’s line of shoes should make 
things’ “hum” in Western Pennsylvania. 
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Griffith Manager of Ménzies 
Portland Branch 


W. H. Griffith is the new Portland 
Branch Manager for the Menzies Shoe 
Company. He is a very high-grade man 
and a man who has proved his ability as a 
shoe expert. 

W. H. Griffith has been with the 
Menzies Shoe Company for a great many 
years. Formerly he represented this 
company in the Mountain States, in- 
cluding Colorado, Utah, Wyoming and 
New Mexico. His services were so 
satisfactory that when it came to the 
picking of a manager for the Menzies 
branch in Portland, the management at 
once decided upon Mr. Griffith, and is 
very happy to report that the Portland 
branch, while it has unly been in existence 
two months, is making a mark for itself. 


Griffith A Business Getter 


This branch is now going along very 
nicely, is now traveling six men from that 
point, and is securing a nice volume of 





W. H. GRIFFITH 
Portland ee | Rn, al for The Menzies 


business. On the whole the Menzies Shoe 
Co. say that it is exceptionally well 
pleased with its prospects. From this 
statement we know that W. H. Griffith 
is making a success of his new undertaking. 


Sam Sollfrey Takes Larger 
Chicago Office 


Sam Sollfrey, who represents the 
Malbon Shoe Co., manufacturers of 
women’s fine novelty footwear, and also 
the Brown-Warner Mfg. Company, manu- 
facturers of spats and leggins, has moved 
from the Lees Building to a more spacious 
office, namely Room 209Security Building, 
Chicago. 
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Rauskolb 


HAMMER LEAF 














eA constant reminder of your store 


HE whole secret of success in advertising that reminds cus- 

Es tomers ‘of your store lies in placing your name where it will 

stand out most and mean most. There is nothing more effec- 

tive, nothing more lasting, than your name and address stamped in 

gold letters on the insole or quarter lining of the footwear you sell. 

There it heralds the fact, morning and night, that your shoes are de- 
pendable, your service pleasing. 


At a very low production cost per pair your manufacturer can 
impress your business signature into the shoes you buy from him 
He needs but two things; a brass die and RAUSKOLB’S HAMMER 
LEAF. Then, until the shoes are worn 
out completely, your name will stand out 
in strong gold letters, permanent and un- 
tarnishing. Get in touch with your man- 
ufacturer today 





F.W. RAUSKOLB CO. 


10 FRANKLIN STREET 
MEDFORD MASS. 


The Boot and Sher Recorder will appreciate your mentioning the publication im replies te advertisements. 
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Harvey Predicts Good Fall 
Business 


W. H. Harvey, who travels Alabama 
and Florida for the Kalt-Zimmers Mfg. 
Company, writes to the Recorder that 
business men and bankers in his territory 
are very optimistic in regard.to the out- 
look for fall and winter business. Said Mr. 
Harvey: “Crops are good, with exception 
of cotton which has detericrated about 25 
to 33 1-3 per cent in the last six weeks; 
however, the price is more: than making 
up for the loss in production; with cotton 
above 20 cents, business is bound to be 

. good. 

“The crop this year was made very 
cheap. Farmers economized in every way 
possible, in fact, they have been economiz- 
ing for two years. Merchants as a rule 


W. H. HARVEY 


who travels Alabama and Florida for the Kall- 
Zimmers Mfg. Co 


have very small stocks on their shelves; 
they refuse to load up or speculate. 

“When the actual demand from the 
buying public does start going in real 
earnest, a good many merchants ire going 
to find themselves short on merchandise 
and there is going to be a scramble to get 
what they want quickly. There will be a 
big demand for medium and better grade 
well-made shoes. I would not advise 
overbuying, but merchants should buy 
enough shoes to take care of the business 
that is sure to come this fall.’ 


Frank Weber on the Job 


Frank Weber, president of the Cin- 
cinnati Shoe Travelers’ Association, re- 
turned last week from an extensive motor 
trip taking in a number of Eastern points, 
such as New York, Atlantic City and 
Philadelphia. For the time being, Weber 
wished to entirely forget the shoe industry, 
and refused to go near a shoe factory. He 
is now very much “on the job” again. 
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*‘Jim”’ Cox with Croxton- 
Wood & Co. 


“Jim” Cox, the only and original 
“Jim,” whose- genial personality has won 
for him friends galore, recently made 
arrangements to represent Croxton-Wood 
& Co., Philadelphia, in his old territory, 
the Middle West, and some additions 
thereto. 


He Started on His Trip September 20 


“Jim” has traveled this territory for 
many years, in fact; A. W. Gage, other- 
wise known as ““Gagey,”’ remembers chum- 


ming with “Jim” in the old days, some- 


times in Wisconsin, sometimes in Kansas, 
and sometimes in other Western points. 
For 15 years Jim traveled for the Bolton 
Shoe Company and for over 10 years he 


“JIM” COX 
who is now in his old terrilory—the middle west 


and some additions selling the Crozton-Wood 
Co. sline. “Jim” is a member of the R. A. T.S.S. 


boosted the old line of Wright & Peters. 
He has been utility man so long that he 
can play either first base or pitch and so 
much has he endeared himself to his friends, 
the boys on the road, and the retail shoe 
merchants of the country, that they con- 
sider it a delight to meet him. 

“Jim’s” cheery disposition is one that 
favorably impresses and the impression is 
a lasting one. He is an enthusiast, but he 
does not tire his hearers with his en- 
thusiasm. 

He is justly proud of his two fine sons, 
who have attained a great measure of 
success and who are a credit to their father 
and the community in which they reside. 

No mention of “Jim’’ Cox would be 
complete without mentioning that he is a 
prominent member of the R.A.T.S.S. 


Charles Auer on Fall Trip 
Charles; Auer, covering New- York, 


Pennsylvania and parts of West Virginia 


93 


for the Sam B. Wolf Shoe Company left 

last week on a fall selling trip, following the 

conference of the sales force at the factory. 

Mr. Auer looks forward to a good business. 

Gray Predicts Big Spring 
Business 


Reuben Gray, who travels northern 
Wisconsin and the upper Peninsula of 
Michigan for the Kalt-Zimmers Mfg. 
Company writes as follows: ‘Conditions 
in the upper peninsula of Michigan, be- 
cause of the coal strike, are not so good, 
as they might be, and merchants are 
afraid to place orders for merchandise 
because they feel that the mines will close 
down. However, business is very fine in 
the farming sections, as the crops have 
been excellent and farmers will get a good 


REUBEN GRAY 


who travels Northern Wisconsin and the Upper 
Peninsula of Michigan for the Kalt-Zimmers 
Mio. Co. 


price for their products. I feel that the 
biggest business will come in the spring as 
everything points to even greater pros- 
perity then.” 


Henry Brunning Retires 
from Road 


Henry Brunning, who for years traveled 
for the Manss, Owens Shoe Company, and 
more recently for the Feder Gregg Shoe 
Company has decided to retire from the 
road. 


Levinson with Parisian Shoe 
Company 


B. Levinson, formerly connected with 
the Central Shoe Company of St. Louis, 
is now traveling New York, New Jersey 
and Pennsylvania for the Parisian Shoe 
Company’ of: Brooklyn, manufacturers of** 
the usual high-grade ladies’ shoes. 
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Nothing in the Shoe 
But the Foot 


LOCKING SHANK TO INSOLE 


HOES built with Crawford Arch Supporting Shanks appeal 

to two large groups of your customers—those now suffer- 
ing from weak or fallen arches, and the rest who are exposed to 
those troubles by having to walk every day on hard city sidewalks. 


For the health and happiness of your patrons as well as for your 
own prosperity, you should carry a line of shoes fitted with 
Crawford Arch Supporting Shanks. 


The Crawford Arch Supporting Shank is built right into the 
shoe—fitted between the inner and outer sole and locked to the 
insole. It preserves the shape of the shoe, giving support to the 
arch and ease to the foot. It cannot abrade the skin. 


To relieve fallen arches, to safeguard normal arches—Crawford 
Shanks! 


When placing your next order for shoes, specify Crawford 
Arch Supporting Shanks. 


@ There is a positive method of identifying shoes 
made with Crawford Arch Supporting Shanks. 
On the head of the rivet which locks the shank 

to the insole, you will find this trade-mark. The 

head of the rivet is flush with the insole. Look 

for the trade-mark. It is your protection. 








Auburn, Me. Milwaukee 

87 Main 258 Fourth 
Brockton, Mass. New Orleans 

93 Centre 216 Chartres 
Cincinnati New York 

708 Broadway 37 Warren 
Chicago J. K. Krieg, N. Y. 
18 South Market 39 Warren 


Harerll, Mace, United Shoe Machinery Puaeteienie,, 


145 Essex 

Johnson City, N. Y. e Rochester, N. Y. 
124 Main 130 Mill 

tame, baw _ Corporation é 

Marlboro, Mass. 
11 Florence Boston, Massachusetts 


it. Louis 
1423 Olive 





San Francisco 
859 Mission 
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Wahl is Leading Cincinnati 
Keds Salesman 


George H. Wahl, city salesman for the 
Cincinnati Branch of the United States 
Rubber Company is leading the salesmen 
of his Branch in the present campaign on 
advance Keds sales. Mr. Wahl has sold a 
greater proportion of his quota and a 
greater volume of business than any of his 
fellow workers. He is also leading his 
Branch in the Keds Distribution Drive, 
having sold a larger amount of the more 
representative of these shoes. 


The Keds Plan 


The picture below shows Mr. Wahl at 
the Branch Office holding an order of a 
Keds Plan just sent in by one of his best 
customers. Behind him are the sample 
show cases in which may be seen the latest 
shoes of the Keds line. The Keds plan is a 
profitable way for a merchant to increase 
his sales on the Keds shoe. A Keds plan 
merchant gets many advertising helps, 
suggestions, and co-operation not other- 
wise accorded to the merchant, for since 
he carries a representative showing of 
Keds, the United States Rubber Com- 
pany can refer to him consumers who in- 
quire where they can buy Keds. Dealers 
all over the country have found the Keds 
plan pays big profits and gives them 
greater prestige among their customers. 


Congratulations to a “Go Getter” 


Mr. Wahl has had a long and varied 
experience in both the wholesale and retail 
ends of the shoe business. For 14 years he 
held the position of buyer with the Potter 
Shoe Company of Cincinnati. He has to 
his credit a period of long and honorable 
service with the United States Rubber 
Company as city salesman, his territory 
being Cincinnati, its suburbs, and sur- 
rounding cities. 
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Mr. Wahl is to be congratulated for his | 


fine showing in the Keds Sales Campaign, 
and the United States Rubber Company 
is also to be congratulated on having so 
fine a salesman—a regular “‘go-getter”— 
as Mr. Wahl. 


Wilcox a Field & Flint Sales- 
man 


C. L. Wilcox has joined the sales force of 
Field & Flint Company. He will travel 
Massachusetts, Vermont, New Hampshire 
and Maine, visiting the trade with “Kor- 
rect Shape” shoes, “Anatomik” shoes for 
men, boys and little men and the new line 
of men’s shoes produced in Field & Flint 
Company's Unit factory. 

Mr. Wilcox was born: in Wellsboro, 
Penn., September 17, 1893. He was edu- 
cated in the public schools and in 1909 
entered Stanton Military academy. He 
left here in 1911 and then took up the pro- 
fession of selling. He was first with the 
W. N. Carpenter Company of Amster- 
dam, N. Y., wholesale grocers. In 1914, 
he went with B. Stern & Son, flour millers 
Milwaukee, Wis. 


An Ex-Service Man 


In 1917, he enlisted in the United States 
navy as seaman. A year later he was com- 
missioned ensign. He served on sub- 
marine chaser No. 237 and subsequently 
on one of the Eagle boats. 

After the war he went with a Brockton 
shoe firm and had charge of their stock 
department for a time and then traveled 
for them for a period of two years, covering 
part of New England and Pennsylvania. 

Mr. Wilcox knows shoes thoroughly 
and with his likable personality and sin- 
cerity, a substantial success is predicted 
for him. 








GEORGE H. WAHL 





City Sal for the Ci 


ti Branch of the United States Rubber Co. 
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How will 
they wear? 


Those new Fall shoes look 
nice. They are handsomely 
made and finished with care. 


The lasts and patterns are 
the very latest word in style 
and saleability. 


But what of the bottoms? 
Will they wear satisfactorily? 
Will your customers be 
pleased with the service they 
get from their new footwear? 
You are never sure until the 
complaints begin to roll in— 
very few people ever come 
in and praise—that isn’t 
human nature. 

You have several weeks of 
uncertainty coming to you 
unless you are absolutely 
sure of the sole leather in 


those shoes. 
Why not be sure? There is 


one way to set your mind at 
rest. Do as many others 
have done. Insist upon 
“Rock Oak” bottoms on 
every pair. 


Write any of our offices for a 
sample of “Rock Oak.” Test 
it in any manner you choose. 
You'll see the best piece of 
sole leather you ever looked 


at. And it’s all alike. 


Over 40 years of honest serv- 
ice to the trade is your surety 


Rock Cak” 


SOLE LEATHER 


Trade Mark Reg. U. S. Pat. Off. 


The AMERICAN 
OAK LEATHER 


COMPANY 


CINCINNATI . 
Boston St. Louis 
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—‘*America’s Best Comfort Shoe’’ 
“Your Bread and Butter’’ 


Many dealers who have pushed their comfort shoe trade now have a stead volume of staple 
business that is the “bread and butter” basis of their merchandising. The “Constant Comfort” 
line has the two-fold advantage of top quality and complete in-stock service on over sixty styles. 
Put it in and push it hard. 


27R 


No. 38R—Best Quality Black Kid 8-inch Pol- No. 27R—Black Kid Wide Ankle Jumbo Pol- No. . ~The Kid 7-inch Polish, 12-8 Wing- 
ish, 13-8 Wingfoot Heel. ish, 9-8 Cat's Paw Heel. foot 

No. 17R—Same sae with pratation Tip. In Stock EEE only. (Sizes 3 to 10.) $3.40 No. 23R-—Same Style wie Stock Tip 
Both In Stock A, B, C, D, $4.15 Both In Stock B, aD 


duly Wiemann Shoe Co., anit 


LOS ANGELES OFFICE, 109 E. 8th STREET 
Auburn BOSTON OFFT "LINCOLN STREET Maine 


$8.15 
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Make better medium priced shoes, because 
specially produced for just this prade. 


W. D. Byron & Sons Leather Co. 


Williamsport, Md. - “a os Boston, Mass. 
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Also Makers of 


Famous Oak Tanned Flexible Inner Soles, Flexible Sides and Bends 
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pe”? | Comparative Leather and Hide Prices 
| Upper Leather (price per foot) 
’ Pre-War Peak Au gust, 1921 Today 
; .35 $1.40@$1.50 $0.80 .90 $0.60 .70 
.30 1.40@ 1.50 50 55 45 .50 
28 1.30@ 1.40 45 50 40 45 
H 122 15@ 1.00 28 .30 28 132 
! .20 65@ .90 26 28 26 28 
‘50 1. 1.60 80 90 70 80 
30 90@ 1.00 38 45 35 46 
26 65@ .70 4 28 -20 26 
40 1.40@ 1.65 ‘85 1.00 70 :90 
30 1.35@ 1.60 10 85 60 80 
:30 1.35@ 1.50 65 70 60 65 
24 -70@ 1.10 40 55 35 ‘50 
122 60@ 1.00 ‘35 50 30 40 
12 20@ .36 a .14 es 115 
30 ‘85@ 1.05 45 ‘50 45 50 
. 1.40@ 1.60 70 ‘80 60 15 
Sole a -— per ig 
Ce a $0.32 .32 $0.30 .32 
as St ke wbehedig’ oe 46 50 48 50 
i) PRE penta th shards causes 38 58 48 4 
No. 1 oak bends, shoe mfrs.’ use.......... 46 # 6@ 65 60 75 
No. 1 oak bends, finders’ use.......----.. Pe 1. s t 3 70 ‘85 70 185 
Raw Hides and Skins (price per pound) 
(1913 Av.) 
Native steers, as used in sole ° 
SAR Re: aie Sere e coe laanipae ra .. @$0.18%  $0.52@$0.55 1 
Heavy Texas steers, for sole leather. ...... om 18 «b 50 163s 19 
Light native cows, for side oper leather.. .. 17 oni 62 19% 
Branded cows, for light sole leather. ...... ds 17 - 50 i .16 
No. | buffs, for heavy u andsidelea.... .. 15 45 50 07% 13% 14 
No. hicago ins for fine calf 
satire That pa 17 80@ 1.02% 21 18 .23 
Kips for upper leather. ................. .16 .65 80 17 15 21 
é BAh hides, for hemlock sole leather .30 16% oa 171K 














Volume of Leather Business Increasing 


HE volume of leather business is 

larger than it was a few weeks ago. 

While there has been a falling off in 
some lines of upper leather, possibly due 
to advanced prices, there is at the same 
time a more general buying of both calf 
and side upper leathers. Patent leather is 
showing a good demand, with prices firm 
and steady and glazed kid is also in good 
call. Shoe manufacturers prefer to buy 
close to their needs, except in some cases 
where larger purchases have been made 
by large concerns. 


Sole Leather Firm 


The sole leather market, continues 
strong, with the best call for heavy oak 
soles. There is also a good demand for 
union and prices are firmly maintained. 
‘The cut sole manufacturers are also. busy 
with the best call on men’s soles for which 
there is an active demand. Heavy weight 
fine soles are rather closely taken up. 


Hides and Skins Active 


There have been large sales of packer 
hides the past ten days at-a slight advance 
and the raw hide and skin market con- 
tinues firm with a fairly active demand for 
both packer and country hides. Tanners 








are reluctant to purchase raw material at 
today’s high prices, although there does 
not seem to be any tendency toward a 
decline. 


Different Conditions from Last Year 


An important feature of the situation 
is that shoe manufacturers a year ago at 
this time were purchasing liquidation 
stocks of leather at very low figures. Such 
bargains are not available today and the 
high cost of leather, as compared with the 
bargain stocks, is likely to be reflected 
in the shoe market. Some shoe manu- 
facturers with strong resources were able 
to lay in large stocks of leather earlier 
this year, but it is understood that the 
shoes made from this leather are priced 
on a basis of today’s leather market. 


Heavy Calf Wanted 


The demand for calf leather continues 
on the heavier and medium weights, 
principally for men’s shoes. The lighter 
weights are slow of sale, both in colors and 
black. There is some especially light calf 


-leather with a fine finish resembling kid, 


which is meeting with a good call as it is 
adaptable for fine grades of men’s shoes 
and also suitable for the best grades of 


Buying of Calf and Side Upper Leathers More General; 
Patent Leather Still Strong; Prices 


Steady 


women’s. The sale of patent leather and 
textile products in women’s shoes has cut 
into the sales of calf. The market keeps 
firm with top grades of colored calf 
bringing from 42c to 48c and some choice 
tannages bring 50c per foot. The top 
grades of colored suede bring from 60c to 
70c per foot and blacks from 55c to 65c. 


‘ There is a good call for ooze calf and 


prices range from 50c to 70c per foot, 
according to the grades and selections. 
The best grades of suede are always in 
demand for the highest grade footwear. 


Side Leather Business Fair 


Fair trading is reported on most lines 
of side upper leather. Some of the better 
weights are dragging, but the best busi- 
ness is on full grain leather in colors, the 
top selections of which are offered at 28c 
to30c per foot. Other grades of sideleather 
are quoted at from 20c to 30c and cheaper 
selections and lower grades at from 10c to 
20c per foot. There is a fair call for 
snuffed leather at 14c to 18c and some 
jobs of this leather sell at 8c to 14c per 
foot. There is also a fair demand for the 
heavier leathers such as veals, kips, water- 
proofed leathers and elk. The best grades 

(Continued on page 102) 
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‘S  The Best Non-Pigment 


(Aniline Dyed) 


Boarded Calfskins Produced 


53 RUSKIN RED 

55 TENU-TAN 

73 TEAZEL TAN 

75 BENGAL BROWN 
82 BAYWOOD BROWN 
61 BLACK 


DURO CALF 


| ~ **L_awrence Leathers Are Reliable Leathers’’ 


| 





LOO 
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HE new colors which we 
have originated are the 
talk of the trade. 


The quality of the leather is 
instantly apparent to any 
shoe. man. 


The superiority of both color 
and quality in the finished 
shoe 1s pronounced. . 


Result:—the demand tor Duro 
in these colors is ahead of 
production, particularly in 
weights suitable for men’s 
fine shoes. 


A. C. Lawrence Leather Company 
161 South St., Boston, Mass. 


NEW YORK PHILADELPHIA CHICAGO ST. LOUIS 
ROCHESTER CINCINNATI MILWAUKEE 
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Famous Western Coaches 


Praise Keds Basketball Shoes 


“We do not hesitate to recom- 
mend it highly for general bas- 
hetball purposes.” 
G. M. Trautman 
Ohio State Universuty 


“It is well built—an ideal 
basketball shoe.’” 


Forrest C. ALLEN 
University of Kansas 


**This shoe will grip the floor 
better and give the player a 
more sure footing than any other 
we have ever tried.” 
J. Crate Rusy 
University of Missour: 


Rec. U. S. Pat, Orr. 


Here are three tributes to the “Comet”—the 
famous Keds basketball shoe. These testimonials 
are only a few of the large number that have come 
from the leading university coaches in all parts of 
the country. In fact wherever this shoe has been 
worn it has won unprecedented praise. 


The Comet is only one of many Keds which are 
popular for gymnasium wear. You are missing 
great profits if you fail to feature Keds for indoor 


sports. 


United States Rubber Company 
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Rubber Anklettes Should Fit Right 


A Talk on Various Types of Elastic Devices to Beautify Milady's 
Feet—For the Dance—and to Strengthen Weak Ankles 


UBBER anklettes are of varied 
types and uses and the main mat- 
ter in merchandising them is to 

fit them right, just the same as the main 
matter in merchandising shoes is to fit 
them right. 

Rubber anklettes are commonly of 
woven silk and rubber, or woven linen 
and rubber. Sometimes they are of sheet 
rubber. For instance, fashion despatches 
from Paris mention that rubber bandages 
are worn on the ankles by fashionable 
women of Paris for the purpose of reduc- 
ing the size, which has become large be- 
cause of the long wearing of low shoes. 
But, being of sheet rubber, they are worn 
only an hour a day. Longer wearing would 
stifle the skin, retard the circulation and 
cripple the feet. 


In the Remedial Class 


However, the larger sale of rubber 
anklettes is for the support of the feet and 
ankles, rather than for reducing the flesh 
of the feet and ankles to sizes that are 
approved by fashion. True enough, 
ankle shaping and foot molding anklettes 
are sold in numbers. But the more im- 
portant branch of the trade is that sale of 
anklettes for strengthening weak ankles 
and feet. This brings anklettes into the 
remedial, or medicinal class, like the arch 
supports, and being such, the uses of 
them should be studied with care, and 
they should be fitted with the utmost 
thought and skill. 


Simplest Form Narrow Band 


The simplest form of the rubber ank- 
lette is the narrow band that is fitted over 
the instep to brace the arch, and to help 
hold the bones in position. It slips on like 
a garter. It may be worn by some people 
who have firm arches, as for instance, 
athletes, or people who have to walk 
much. There is an old story about soldiers, 
on a long march, fastening straps around 
the insteps of their shoes, to support the 
arches. The idea in the arch anklette is 
the same. But the arch anklette of rubber, 
fitting more snugly, and more elastically, 
serves the purpose better. Also, these 
arch anklettes are useful in dancing, 
relieving the strain ‘on the muscles. 


The Semi-Stocking Idea 


Then there is the anklette which is a 
sort of a semi-stocking. It slips around 
the ankle, as well as around the instep. 
It helps to support weak ankles. Also, it 
has its uses for strong ankles. A traffic 
officer, for instance, may wear such an 


anklette to relieve the strain on his ankles, 
as he stands at his post, directing traffic. 
A tight anklette, of this sort, will make a 
thick ankle look thin. 

Also, there are rubber stockings of 
various types, and knee caps too. But 
these are rather remote from the iootwear 
trade. Yet, if a shoe merchant handles 
hosiery, he might also handle rubber 
stockings and knee caps. 


Foot Knowledge Necessary 


In merchandising anklettes, as hitherto 
remarked, the main matter is to fit them 





New self curing half sole for rubber boots. In 
order to attach this ha half sole, it is necessary only 
to smooth off the of the rubber boot with a 
knife, nt ee protector from surface and 

of Ge het ach and Bm coy Go fm 
This can 
mechanical equipment. Made by “the Seiberling 

Rubber pany, Akron, Ohio. 








right. So the shoe store salesman who fits 
them needs a knowledge of arches and 
ankles, and familiarity with the simpler 
forms of weaknesses, or strains, on these 
joints of the body. Anklettes, being elastic 
may be readily slipped on to any foot, 
with small regard for size. But it is plain 
enough that if the anklette is too loose, it 
will not serve ils purpose, and if it is too 
tight, it will restrain and lame the foot. 

Many anklettes are so made that they 
can be.readily remodeled to fit periectly. 
Fitting them right is the service which the 
salesman does for his customer, and it may 
be remarked that the store is entitled to 
compensation for its services and ‘prices 
should be fixed accordingly. 


Crude Rubber Prices Recede 


A further decline at the opening of the 
market in London at the end of last week 


created a nervous feeling among holders of 
plantation rubber in New York and there 
was more willingness to sell than had 
been displayed for some time, resulting in 
a general recession of prices, amounting 
to an average of 4c. In the early after- 
noon London apparently recovered and 
this with the appearance of a fair buying 
interest, particularly in the more distant 
positions, somewhat reassured local sellers. 


The market closed steady at 14%c for 
ribbed smoked sheets on the spot and for 
September delivery, 143%4c for October- 
December and 15c for January-March, 
with buyers for moderate quantities at Ygc 
to 4c less. First latex crepe for spot of 
future delivery remained at a premium of 
l%c. London, which had been down to 
75éc, was reported to have come back to 
734c at the closing of that market. No 
material change was noticed in the posi- 
tion of the lower grades of plantations or 
Paras. They appeared to be steady though 
quiet. 


Rubber Quotations 


Plantations— 

First latex, crepe, spot....... 
September... ; 
Outsher December. . 
January-March........... 
CN ao io, odie aie, « 
SR ahaa wha s teks 

*Centrals— 

Corinto. . 

Ball. . re is, 
Ribbed, onal: eek spot... 
September. . , ee 

Osteber-Ehecember. 

January-March........... 


.. 14% 
.. @14% 
..@4% 
..@15% 
.13K%@.. 
.104%@.. 
9 @.. 


-.@10 
13%@.. 
..@14% 
.. @14% 
.@14% 
.@15 
.@13% 
114% @12 


*Brown crepe, thin, clean. .. . 


..@14% 
..@14 
..@13K% 
Para—Up-river, fine......... ..@18% 
Up-river coarse............ ..@13% 
_~ = eeeerena: | aa oF 
_ Island, coarse............ 84%@.. 
Caucho, Ball— 


*Nominal. 


i ti 
*Mexican scrap 
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*Balata 
Block, Ciudad 
Block, Colombian 
Panama 
Panama... . 
Sheet...... 


..@58 
..@42 
..@A2 
..@40 

@70 


*Benguella, No. 2........... @ 9 


*Kassal* 
Pr. black... @.. 
Pr. red.... @12 
Scrap Rubber 


244@ 2% 
156@ 1% 


Boots and shoes... . 
Arctics, trimmed. . 
Arctics, untrimmed.. . . 14%@.. 
Inner tubes, No. | .. 3 @3\% 
Inner tubes, No. 2........... 2%@ 2% 
Hose, steam, fire. 4@ %&% 
Tires—Automobile. . y4@ % 


Baltimore Notes 
John H. ‘Urner Dead 


It is with great regret that the shoe men 
of Baltimore learned of the death of John 
H. Urner, proprietor of Urner Brothers, 
at Munich, Germany, on September 11. 
Mr. Urner left Baltimore on July 4 with a 
number other Baltimoreans for a Mediter- 
ranean cruise and it was while they were 
on a side trip to Germany that he was 
stricken with paralysis pneumonia and 
taken to a hospital in Munich. Charles F. 
Nelker, his nephew, who has been in 
charge of the business since Mr. Urner 
went abroad stated that he was in ap- 
parently good health when he left for the 
trip and the news of his death came as a 
great surprise. Mrs. Urner, his widow, 
Miss Felicia Urner, his daughter, and Dr. 
William H. Morgan were with him at the 
time of his death. 

Mr. Urner was born near Unionville, 
Frederick Co., Maryland, 63 years ago, 
and was one of six brothers, five of whom 
entered the shoe industry, and the other, 
Rev. E. E. Urner, entered the ministry 
and -is now living at Mountain View, 
California. He is the only one of the 
brothers now living. The late Samuel P. 
Urner of French, Shriner & Urner was 
another brother. 


New Shoe Store 

A new store will be opened shortly at 
213,W. Lexington Street by F. Kirschen- 
baum and it is said that Louis Hecker will 
be the buyer for the new enterprise. Mr. 
Hecker is now assistant to J. A. Elinoff 
of the Elgar Shoe Shop and has been 
associated with the Baltimore shoe busi- 
ness for a number of years. 


The’man who is constantly disappointed 
infothers is likely to be a disappointing 
fellow himself.—Forbes Magazine (N.Y.) 
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Volume of Leather Business 
Increasing 
(Continued from page 97) 


of chocolate elk sides bring from 28c to 
32c per foot. The market is fairly well 
cleaned up on certain grades of side 
leathers, while others have some accumu- 
lations. 


Patent Leather Deliveries Behind 


The demand for patent leather keeps up, 
with tanners busy finishing orders placed 
some time ago. New business is not so 
brisk. The principal difficulty is being 
able to ship leather fast enough on pre- 
vious orders. There is no change in prices, 
which are firmly held. The best grades of 
patent kips bring from 48c to 52c, with the 
top grades of patent sides selling at 45c 
to 50c per foot, according to quality of the 
leather. No. 2 leather is offered at 32c to 
38c per foot and the cheaper grades for 
less money, according to quality and 
selection. The top grades of patent kid 
are offered at 60c to 75c per foot. 


Kid Tanners Busier 


There is more active trading in glazed 
kid. The best call is for top grades and 
there is also a better demand for the 
large skins. It is reported that more kid 
leather is going into men’s shoes and 
prices are being held firm on practically all 
lines. On some tannages there has been 
an advance of several cents per foot, 
which is due to the advanced raw skin 
market. The best tannages are bringing 
from 70c to 90c per foot for colors and 
quotations range downward, according to 
quality of leather wanted. Medium 
grades of kid bring all the way from 30c 
to 50c per foot. Tanneries are being 


operated at larger capacity than they were - 


a month ago. 


New Jacksonville Store 


Opened 


Jacksonville, Fla., September 20—The 
Livingston Shoe Store No. 2 held its for- 
mal opening at its new home on West 
Forsyth Street in Jacksonville, September 
2. <A large crowd was in attendance. 
James H. Moore, for eight years mana- 
ger of a popular shoe house here, will 
manage the new Livingston store. The 
new store has been thoroughly renovated 
and new fixtures installed throughout. 

The officers of the Livingston Shoe 
Stores, Inc., include: W. F. Livingston, 
president; William D. Livingston, vice- 
president and treasurer, and Theodore H. 
Albenesius, secretary. James H. Moore, 
manager of store No. 2 and stockholder 
is also a member of the firm. 


To win and keep friends, be one.— 
Forbes Magazine (N. Y.) 
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New Shoe Stores 


“Limp In—Walk Out” Shoe Store (Wig- 
ley & Glick, Proprietors.) Creston, Ia. 

Black & Elrod, Texarkana, Ark., shoe 
department. 

N. I. Kaplin, Burbank, Calif. 

United Dry Goods & Shoe Store, Pasa- 
dena, Calif., shoe department. 

E. T. McBride, Vidalia, Ga., shoe de- 
partment. 

Whittinghill Dry Goods Company, 
Owensboro, Ky., shoe department. 

Prior & Meenach, Wenatchee, Wash- 
ington, shoe department. 

Thomas Clark, Bentonville, Ark, shoe 
department. 

John Bright Shoe Stores Company, 
Harrisburg, Pa. 

C. Clausen, Radium, Minn., shoe de- 
partment. 

House of Reliable Merchandise, Ran- 
dall, Minn., shoe department. 

Gletne & Fletcher, Moorhead, Minn. 

Dalton Bros., Forest City, N. C., shoe 
department. 

Gletna & Fletcher Clothing Co., Fargo, 
N. D., shoe department. 

Rose Shoe Co., Reading, Pa. 

Broadway Shoe Shop, De Pere, Wis. 

Cut Rate American Shoe Store, [td., 
Regina, Sask. 

The Ideal Millinery Cloak and Suit 
Store, women’s shoe department (Joe 
Dannis, manager), Birmingham, Ala. 

Central Shoe Store, 1201 Houston 
Stree*, Fort Worth, Texas. (I. Stein and 
G. I. Birney, Proprietors.) 

Harry Karstein, 3435 South Halsted 
Street, Chicago, Ill. 

August De Bougk Shoe Store, Marcoe 
Bldg., Fond du Lac, Wis. (Will open about 
November 1.) 





Now Is the Time 


You! Now is the time! Hasten, nor delay! 

The work waits not! Leave your senseless 
play, 

Or ever you find, at the starter’s gate, 

You're broken, and old, and one more 
“Too Late!” 


—Edward Leamy, in Forbes Magazine 


(N. Y.) 





Origin of Father’s Knickers 


In days of yore 
The small boy wore 
His father’s cast-off clothing; 
The pants of Pa, 
Cut down by Ma. 
He donned each day wich loathing. 
But fashions change 
In ways most strange; 
No longer boys are kickers! 
Today it’s Dad 
Whose legs are clad 
In sonnie’s cast-off knickers. 
—From Boston American. 





September 23, 1922 


BOOT AND SHOE RECORDER 


BROOKLYN 
Footwear Factories Busy 


Business about Evenly Divided between Advance and In- 
Stock; Tongue Pumps and Lattice-work Ties Popular 


CTIVE business continues to be 
reported by Brooklyn manufactur- 
ers, although buying has not been as 
heavy as some time ago. Factories that 
are going after business strenuously 
appear to be getting a good volume of it. 
Road salesricn are sending in fair orders 
and a few retail merchants have been in 
the market here in the last week. 
Brooklyn business appears to be about 
evenly divided between advances and 
stock orders. A few of the factories are 
preparing larger stocks than they did last 
year, both on account of the price stabili- 
zation and because of the closer concen- 
tration in style. Colonials will be heavily 
stocked by some firms. 


Lattice-work Ties Favored 


Colonial and lattice-work ties are the 
leading features in the new styles at 
present. There is a tendency toward 
smaller tongued colonials than were 
presented earlier in the season, the beauty 
of these lying rather in their lines, than in 
‘laborate decorations. Tailored pumps 
also are growing in demand, according to 
some manufacturers. 

The trend toward more formal attire 
for women has helped the Brooklyn manu- 
facturers considerably. Dressy shoes are 


now in better demand than they have 
been for the past year or more. The 
Brooklyn shoe men keep in close touch 
with style developments in the New York 
garment centers. Reports from the gar- 
ment style leaders indicate that draped 
formal gowns are leading in sales at pres- 
ent with prospects of growing still stronger 
as the fall and winter season progresses. 
Women’s suits are selling in relatively 
small volume and this leads to the con- 
clusion that heavy welts will not be 
wanted in any great quantity, particularly 
for afternoon wear. 


Patent and Brown Kid and Calf 


Patent leather and various shades of 
brown kid and calf are the leading leathers 
in Brooklyn at present. Considerable 
satin also is being used. Combinations of 
patent or brown calf or kid, with ooze are 
still good, according to some manufacturers. 

The trend toward higher heels con- 
tinues, with popular demand centering 
on the two-inch height. In some quarters 
of the trade it is felt that low heels have 
been neglected by the retailers and that 
additional business on baby Louis heels is 
expected. Cuban heels are still on call, 
although not as extensively as they were 
in the spring 





BOSTON 


Merchants Optimistic Over Fall Season 


Footwear Style Trend Definitely Established—Blacks and 
Browns Predominate—Lines Are Graceful—Work- 
manship Exquisite—New Shoe Stores 


ALL business is opening well. The 

public feel that prices are right and 
like the style displayed. Women folks 
have learned that brown is going to be 
fashionable this season as to gowns and 
outside wraps, and they are buying their 
footwear to correspond; they know that 
a black shoe in the various leathers and 
combinations harmonizes well with a 
variety of costumes, so they are purchasing 
many pairs of black shoes. As to hosiery, 
they are purchasing in greatest number 
chiffon silks, in otter, fawn, and brown; 
also gray, gun metal and black, in plain 
effects. 

The lines of the new footwear, both for 
men and women, were never better. 
There are many conservative patterns 
shown in black and brown; the brogue for 
men and women is also in evidence in 
grains. The workmanship on shoes and 


hosiery today is exquisite. In a word, the 
keynote of the new fall fashions seems to 
be “‘Refinement.”’ 


“Business Mighty Fine” 


At Filene’s shoe department the 
management is most enthusiastic over 
the new stock and business prospects. 
“Business is coming mighty fine,’’ was the 
response that came to a query of the 
Recorder scribe on a recent call to this 
office. 

Among the styles shown were: Russia 
calf oxfords in tan and black, with 14-8 
Cuban heel; also one-straps and center 
straps in tans and blacks. A plain style, 
but a good seller, was a brown kid one 
strap; another one strap of black kid was 
bound at the throat with black suede; 
and carried a baby Louis heel; a side lace 
oxford had proved very popular, so much 
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so that the first order of 100 pairs had 
been entirely sold and a re-order was put 
in on same; a two strap with center strap 
was reported as a good seller; also a triple 
cross strap in patent leather, with white 
stitching, also white stitching at throat, 
and full Louis heel. A tan Russia calf 
golf shoe for women, had a plain toe 
and carried the raw crepe rubber sole. 
The price of this shoe is only $8.50 and 
it is one of the big sellers. 

A recent sport window typifying a camp 
scene, with Indian guide, and all of the 
equipment of a high-class camp, helped 
wonderfully to boom the sport footwear 
business of this store. 

And the stores Fashion Show held last 
week at the Copley Plaza has, in the 
opinion of the management, correctly 
linked up footwear with costume to the 
accompaniment of more pairs sold right. 


Attractive Interior Hosiery 
Case 


An attractive interior case for shoe and 
hosiery display was noted recently at 
Hanan & Son’s shoe store. The hosiery 
displayed was Saxony lisle in various light 
shades, all being colors that blended well 
with the beautiful tan shoe models shown. 
Plain gray silk hosiery was reported here 
as a good seller. 

Hanan & Son is renovating its windows. 
Work on the men’s windows has progressed 
finely, and the women’s shoe windows is 
soon to be “furbished up.” 


A Walking Shoe Featured 


Thayer McNeil Company is featuring 
in its women’s department a walking shoe 
for autumn wear—staunch and weather- 
proof. This is a graceful model in a grain 
brogue oxford; it is displayed in black and 
tan—the price is $9.00 

The display of hosiery in silk, lisle or 
wool, is very attractive. 


Queen Quality Boot Shop 
Opens 

On Monday morning, September 18, 
the Queen Quality Boot Shop opened its 
doors at 158 Tremont Street. The open- 
ing was well advertised in the local papers 
and the public was welcomed whether they 
had shoes to buy or not. 

An illustrated booklet, with an interest- 
ing history of the location, was given to 
every visitor. This booklet showed a 
photo of ‘“The new shop on the old founda- 
tion” and gave an account of Tremont 
Street from West to Mason Street in 1800. 
A picture of 1810 showed one of the old 
estates and the exact location where the 
present 1922 Queen Quality shop now 
stands. No. 158 is the only survivor of 
what was doubtless the most famous 
residential block that Boston ever had; 
this block was known as Colonnade Row 
and the houses were all designed byCharles 
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Where to Buy 


Women’s Shoes 











PHILMALL, Inc. 


THOROUGHLY BENCH 
MADE FOOTWEAR 


FOR THE BETTER TRADE 
Shew Room, Po 435 Marbridge Bldg. 


F 147-153 Waverly Place 
WwW YORK CITY 








The WESTCOTT-WHITMORE CO. 


Syracuse, N. Y. 
In Stock Specialists of 
Women’s Shoes, Party 
Slippers and Novelties. 


Write for Catalogue 








BLEECKER STYLES 


Are the last word in footwear 
for stylish women 











FELT SLIPPERS 


BLUM SHOE MFG. CO. 
Daneville, New York 














Manufacturers ““Comforets” 


Men's Brown Elk 
Everett True- Form 
Last. 

Price $1.75 
Freeman-Thompsen 

Shee Co. 
St. Paul, Minn. 














Phillips-CramCorp. 
Women’s Turn 


276 RiverSt_Haverbill, Mass, 
Boston Office 
207 Easex Street 


Makers of 


Slippers 





dll stylas made of Dome. 
Imported Satin Brocadesand Metal Cloths 


in Medium and 
IGH GRADE 


OR SLIPPERS 


Special 


ic and 


$2.10 per pair and up 


west MGUSTIN © sell 











No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 


Boot and Shoe Recorder 


All the Time 

















Bulfinch, a celebrated architect of his 
time; these houses were occupied by 
nineteen of the wealthiest families of 
Old Boston. Homes in this row, where 
Lafayette had been an honored guest in 
1825, were succeeded a generation later by 
high grade business establishments—all 
save the present home of the Queen 
Quality Boot Shop 

This building has been modernized just 
enough to fulfil the requirements of 
present-day Bostonians but the recent 
renovations have not marred its historic 
dignity. Its interior is spacious and is 
charmingly appointed. 


Walmsley Opens in Lawrence 
Building 


“Fashion’s Fancy in Footery” was 
daintily, artistically and “socially” ex- 
emplified when the new women’s shoe shop 
of Walmsley, Rooms 814-815 Lawrence 
Building, at the Corner of West and Tre- 
mont, threw open its doors on Tuesday 
morning last. A very attractive announce- 
ment was mailed to a selected list of club 
women and other women who have long 
felt the need of an “intimate” shoe shop— 
one with fashionable footwear of distinc- 
tion and one with a “friendly”’ atmosphere. 
George Walmsley, and his wife, the pro- 
prietors of this store, have had an excellent 
training as fashion footwear experts. 
They have for many years directed style 
shows and know well the value of stylish 
footwear, good fitting and good service. 

They are specializing on shoes for the 
right occasion and will assist their women 
customers in the designing of slippers and 
shoes to match gowns and costumes, they 
will also blend hosiery colors to harmonize 
correctly with costumes. 

Their announcement reads—‘‘We try 
to be more than a shoe store—an intimate 
footwear parlor—so won't you please pay 
us a visit? Come for a cup of tea—we just 
know you will want to be better acquaint- 
ed through our real service in Fashion’s 
Fancy in Footery.” As a_ postscript, 
Walmsley adds in italics—‘‘Somehow we 
establish a friendly price-basis of selling 
our shoes at $7 to $12.” 


R. F. Dagle, Manager 


R. F. Dagle has recently been ap- 
pointed manager of the All-America 
Shoe Shops a* 79 Tremont Street. He 
has had more than twenty years of prac- 
tical experience in the shoe trade, and 
has for the past five years been one of 
the leading men on the floor at Willson’s 
Shoe Shops of Boston. 


Ruggles of Sorosis Store a 
Poet 


The poetic muse oft-times is wooed by 
various methods and in this instance, it 
was the Common of Boston and its broad 
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graveled walk which runs parallel to 
Charles Street, with its main entrance and 
exit at Boylston Street. This “stretch of 
country” is directly opposite the Sorosis 
Shoe Store, 176 Boylston Street and the 
poet is no other than Salesman C. E. 
Ruggles of this store. On a recent call at 
this inspired spot, Poet Ruggles handed 
the following lines to the Recorder scribe. 
He was about to send them to “Life” but 
changed his mind. He has called his 
effusion an “Indian Summer [Idyl.”’ 
It reads— 

“All day long the lambs gambol on the 

green (city streets). 
At night, the chickens come home to 
roost. 

But we'll miss the calves 

As the skirts grow longer.” 

E. G. Moore, the manager of this store, 
returned to the store two weeks’ ago, much 
rested after his annual vacation. 


Regal’s Window Is Attractive 


Regal Shoe Store windows on Summer 
Street have been very attractive the past 
week, with their elaborate panels in all 
shades of brown and harmonizing shades, 
which throw into pleasing contrast the 
new fall footwear styles displayed. Neat 
window cards, prominently placed in both 
windows, state—$6.80—They’re all one 
price.”’ 


Curtis Shoe Co. Store Moves 


Curtis Shoe Co., a men’s shoe store, 
which has been located at 357 Washington 
Street, moved on September 15 to 307 
Washington Street. 


An English Visitor 


W. R. Gurney, representing Phipps & 
Son, Ltd, shoe manufacturers’ supplies, 
Guildhall Road, Northampton, England, 
is a visitor in the Boston market this week. 

Mr. Gurney’s visit to this section will 
cover about a month. He came here to 
buy and also to study trade conditions. 
During his stay here, he made his head- 
quarters at the office of Toomay & Co., 
exporters, 112 South Street. 











College Boys Have Big Feet. 


It is related that one of the early 
surprises of the R. O. T. C. Camp, 
Plattsburg, this summer was the fact 
that the college men in attendance had 
big feet. The discovery was made in this 
way—lIt seems that the quartermaster 
had laid in a supply of the normal soldier 
sizes, but when Lieutenant Potter, in 
charge of the shoefitting, lined up the 
students from fifteen colleges and “prep” 
schools, he quickly ran out of the 7’s and 
8’s and had to stop distribution until 
a fresh supply of 10’s and 11’s could be 
obtained. The biggest foot in camp took 
a size 11144 EEE and the smallest 5 B. 
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LYNN 


Fall Styles Unusually Varied 


Chief Colors Are Black and Brown in Calf, Kid, 
Suede and Silk 


TYLES, sizes and numbers are the 

new big three of the Lynn shoe 
industry, for, in brief, styles are more 
varied, as has oft been said, sizes are 
larger, as has rarely been admitted, and 
numbers are greater, as the census figures 
show. 

Lynn manufacturers are elated because 
the U. S. census bulletin shows that the 
production of women’s shoes exceeds the 
production of men’s shoes by 1,000,000 
pairs a month, and will total in excess of 
12,000,000 pairs for the year. All of which 
shows that merchants are diligently and 
enthusiastically building up their sales of 
women’s shoes. 

Incidentally, Lynn will endeavor to 
increase the excess production of women’s 
shoes in 1923, for there is the new Creigh- 
ton factory, which will be ready by next 
year, and will add 10,000 pairs of shoes 
daily to Lynn’s production. The present 
capacity of Lynn shops, by the way, is 
125,000 pairs a day. 


Larger Sizes the Rule 


Sizes of women’s shoes are larger, and, 
without entering in to the why and where- 
fore of the matter, let the statement of the 
Gardiners last factory be presented. 

“We are making more large sizes of 
lasts than ever before” they say at the 
Gardiner factory, which is one of the 
country’s largest shops making women’s 
lasts. “Our run used to be chiefly from 
No. 2 to No. 7. Now, it is chiefly from 
No. 3 to No. 8. But the big increase, that 
we notice, is on the out sizes, or No. 9 and 
No. 10 lasts, in EE and even EEE widths.” 


Styles More Numerous 


Styles are in variety more abundant 
than ever. So it may be presumed that 
women are getting more style in their 
shoes, more size in their shoes, as well as 
a greater number of shoes. All of which is, 
beyond a reasonable doubt, for the 
benefit of the merchants who sell shoes, as 
well as for the women who wear them. 


Blacks Dominate at Present 


To view styles from one angle, let us go 
to the factory of McLaughlin-Conway Co. 
Here we find the light and delicate styles, 
all with wood heels, as the familiar story 
has it. '|‘Materials are patent leather, whose 
run is prolonged, black satin, fine dull kid 
brown kid, and black and brown brocade. 
But it is the workmanship that makes the 
style; and the buyer will realize what 
art there is in workmanship, if he will 
study the shoes awhile, The shoes look as 
if they were moulded to the foot, which is a 


sign of skill in lasting. The bottoms tread 
true, which shows accurate levelling, and 
the edges are trimmed in that close, fine 
manner, which gives the final touch the 
fashion of the sole. 

Patterns show tongue and gore, tongue 
and strap, novelty strap regular oxfords, 
side lace oxfords, and one eyelet ribbon 
ties, which fasten on the middle of the 
instep, and two eyelet ties, which fasten 
on the side of the foot. By the way, 
McLaughlin-Conway Co., call them 
ribbon ties, not Theo ties. Tongues show 
skillful stitching room work. For instance, 
there is a patent pump, with a dull mat 
quarter, and a tongue of patent and dull 
mat in three stripes, each stripe being 
French corded. Also, there are similar 
shoes of satin and brocade, in black and 
browns and some combinations of patent 
and suede. 


Pronged Fork Straps 


The pronged fork strap is another 
interesting bit of designing and stitching in 
this line. A patent tie reveals it, for the 
strap of this tie, which is of gray suede, is 
carried down the side of the shoe to the 
shank, like the prongs of a fork. Also, 
there are some shoes showing fine inlay 
work on the sides, even novelty perforated 
effects on the sides, the perforated designs 
harmonizing with the straps. 


Murray With Brophy Bros. 


Brophy Bros. Shoe Co. are adding some 
novelty styles to their well known lines of 
women’s shoes. Some of them will 
have Louis heels, of wood. Horace 
Murray, well and widely known authority 
on women’s shoes, and formerly with the 
Murray Shoe Co. of Lynn, and later of 
Haverhill, has joined the staff of Brophy 
Bros. Co. to direct the production of the 
new novelty styles. 


Welted Sport Oxfords 


Another view of Lynn styles may be 
had by a visit to the factory of P. J. 
Harney Shoe Co. Here, they are develop- 
ing the welted sport oxford, a six eyelet 
pattern, made over a dressy walking last, 
and carrying a 10-8 heel. Uppers are of 
Norwegian, Scotch grain or Russia calf, 
gun metal calf, and of patent leather. A 
few of the shoes are in combinations, such 
as patent and suede, or two tones of 
brown. 

Strikingly new are the patterns, for they 
present a long wing tip, a square end vamp 
and a hooked foxing. All of the edges are 
pinked and perforated. Besides the tips 
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Where to Buy 


Women’s Shoes 
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Where to Buy 


Men’s Shoes 
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are hunched in medallion designs. Some 
of the shoes have brass eyelets. Edges are 
moderately thick, and are fair stitched. 

Doggy isn’t quite the right word to 
apply to these new shoes, nor is mannish. 
But they are quite a contrast with some 
of the familiar styles. Incidentally the 
10-8 heel is quite a reaction from the 16-8 
heels. 

Women’s Welted Oxfords 


At the factory of T. J. Kiely & Co., 
other welted oxfords are to be found, in 
the women’s sizes, a new line for this firm, 
by the way, for it has hitherto limited its 
efforts to shoes for growing girls, women 
and children. Lasts are new, patterns 
are new and materials are new, and the 
enthusiasm of the firm for women’s shoes 
is new and vigorous. 

Among the new styles, are colonials 
and straps, and regular oxfords. One of 
the best sellers is an oxford, whose upper 
is of Norwegian or Scotch grain leather, 
either brown or black. It is a six eyelet 
pattern, with brass eyelets, and it has an 
imitation square wing tip made by 
stitches and perforations. 


Smart Shoes for Big Girls 


To get yet another view of Lynn shoes, 
we may journey to the shop of the Bur- 
dett Shoe Company. Here they are com- 
pleting a new sample line for next spring 
and summer, as well as for this fall and 
winter. There must be over 200 patterns 
in the line. Anyway, there is enough to 
show that variety is the spice of styles in 
shoes for girls, beginning with little girls 
taking their first steps to big girls who are 
in schools and colleges, and even in the 
beginning of their life’s work. 

As for the fall and winter styles, which 
may be of the more mmediate interest, 
there are tongue and strap shoes, one and 
two strap and cross strap shoes, and 
familiar pumps and oxfords. Pretty pumps 
for dress wear are of fine satins and bro- 
cades, as well as of patent leather. Be- 
sides, there are street shoes, such as one 
strap walking shoes of Russia calf leather, 
in one and two tone effects. Other varia- 
tions there are on fine novelties of the 
women’s trade, but in the growing girl’s 
grade. 


In the spring and summer sample lines, 
it may be briefly mentioned there are 
many white shoes of calf, buck and fabric, 
also patent leather and tan calf shoes, 
some golf style oxfords, with smoked elk 
vamps and tan saddles, and sandal style 
shoes with Grecian cut-outs and straps 
for youngsters. 


“Lynnwood” Leather 


At the tannery of J. S. Barnet & Sons, 
they are making a new mellow brown calf 
leather, in smooth and boarded finishes 
and they call it “Lynnwood” leather. 


A New Suede 


At the tannery of Hunt, Rankin Com- 
pany, they are making a new grade of 
suede leather, which is not only of beauti- 
ful color, but which, by reason of its 
tightened fibres, will lie beautifully over 
the last. 

Incidentally Hunt, Rankin Company is 
building a large addition to its tannery. 


Slippers of Woolskin 


At the factory of Wooleather, Inc. of 
Salem, they are making many slippers of 
woolskin, that is, sheepskin with the flesh 
side out and the wool side in. One will 
naturally think that most of these wool 
skin slippers are sold to people in the 
northern or cold section of the country. 
Yet many of them are sold in the South 
and in California, and are worn by people 
who live in houses that have no cellars 
beneath, so that floors are sometimes cold 
and damp. 


Sure Sign of Prosperity 


The fact that the Pearse Leather Cor- 
poration of Peabody has put its factory 


‘on a 24 hour a day schedule is one good 


sign of increasing prosperity, but a more 
sure sign is that its production of pocket- 
book leather has touched a new high 
level. Which shows that people once 
more have money to put into pocket- 
books until they spend it. 

By the way, Clifton Colburn a Lynn 
banker is repeating that intelligent 
spending of money has quite as much to do 
with the promotion of prosperity as does 
thrift. 





HAVERHILL 


Turn Shoe Factories Busy 


Practically All Plants Are Increasing Production; Colonial 
Pattern in High Favor Just Now 


RDERS for Haverhill-made turn 
shoes are coming to local factories in 

good volume. Practically all plants in the 
city are increasing their output of women’s 
shoes. Haverhill’s pre-eminence as a turn 


shoe producing center is reflected in the 
popularity of the novelty patterns shown 
and produced by local concerns. 

At present the Colonial is pre-eminent 
in various combinations of materials. New 
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effects are being produced as a means of 
stimulating demand. That merchants 
are in a receptive mood for Haverhill 
novelties is evident from the quick re- 
sponse made to samp'es brought before 
them. Haverhill manufacturers are 
always on the alert to develop new ideas 
which combine style and practicability. 





Shoe Merchants from Texas 


Zesmer of Zesmer Shoe Company, Dal- 
las, Texas, was in Haverhill last week 
placing orders for the five stores which 
his concern operates in Dallas. 

Mr. Zesmer has recently returned from 
Germany where he visited relatives. Like 
other travelers who have observed present 
conditions in Berlin and other German 
cities, Mr. Zesmer says that prosperity, 
though apparent is not real; that currency 
inflation has spelled the ruin of bus‘ness. 

Accompanying Mr. Zesmer in his visit 
to Haverhill was Ike Sessel of the Sessel 
Shoe Company, a wholesale shoe house in 
Dallas. Both of these visitors are exten- 
sive buyers of Haverhill-made footwear. 


Factory In-Stock Plan 
Popular 


Haverhill manufacturers of women’s 
novelty footwear are to an increasing ex- 
tent maintaining instock departments at 
the factories, from which immediate ship- 
ments of seasonable novelties are made to 
retail shoe manufacturers. Among the 
older concerns which is maintaining the 
factory instock plan as a permanent part 
of its business is the Karelis Shoe Com- 
pany of Haverhill, which has been for 
many years engaged in the production of 
women’s turn footwear, with factory on 
River Street. This concern is carrying in 
stock for immediate delivery, several 
styles of women’s black satin, black kid 
and patent chrome turn straps in plain 
and combination effects. A womans’ 
comfort oxford is also included in the 
Karelis Company instock plant. 





New Shoe Manufacturing 
Concern 


Frank R. Hatch is establishing a shoe 
manufacturing concern in Haverhill with 
plant on Phoenix Row. Mr. Hatch, who 
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has been for many years identified with 
the shoe industry of Haverhill, will pro- 
duce women’s turn footwear for the 
wholesale trade. Machinery is now being 
installed and production of goods will 
begin early in October. 


Last Concern in NewLocation 


The Fred W. Millay Last Company 
has removed from its long established 
location at 110 Washington Street to 112 
Phoenix Street in the rear of its former 
plant. In the new quarters the concern 
has facilities for enlarging its business. 
Mr. Millay, the head of this house, is one 
of the oldest and best known men in his 
line of work in New England. 


Proposed Cuban Tariff 
Protested 


If proposed legislation is enacted by 
the Congress of Cuba, to increase import 
duties on shoes 100 per cent above the 
present tariff, it would work injury to 
Haverhill. At present and for many years 
past, Cuba has been Haverhill’s largest 
foreign customer of women’s turn and 
McKay footwear, particularly the former. 
Of the $12,000,000 worth of shoes sold 
annually to Cuba by shoe manufacturers 
in the United States, Haverhill con- 
tributes an important share. Several 
factories in this city have for years pro- 
duced goods almost exclusively for the 
Cuban trade. Shoe merchants in Havana 
and representatives of Haverhill concerns 
doing business in Cuba have held meet- 
ings at which a committee was appointed 
to call upon the Cuban tariff committee 
and protest against the proposed increase 
in shoe tariff. 


Manufacturer Purchases 
Residence 

Edward: M. Rickard, President of 
Rickard Shoe Company of Haverh Il and 
also identified with Claremont Shoe 
Company of this city, has purchased a 
residence on the Boston and Lawrence 
boulevard near Andover, Mass. This 
estate, which is one of the finest in north- 
ern Massachusetts, will be occupied in the 
near future by Mr. Rickard and _ his 
family. 





BROCKTON 


Sport Shoe Novelties Appear 


Sample Lines for 1923 Consumption Being Made Up—Soles 
Colored to Harmonize with Trimmings 


T Brockton factories making men’s 
and women’s welt shoes, prepara- 
tions have been made in anticipa- 
tion of an extensive demand for sport 
footwear during the spring of 1923. New 


patterns, also combinations of materials 





and colors have been evolved and many 
attractive effects obtained, not only in 
uppers, but in soles and heels. In short, 
the sport footwear going out from Brock- 
ton and the South Shore district for the 
spring of 1923 will represent the mdst 
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Men’s Shoes 
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Where to Buy 
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diversified line of novelties ever produced 
by local manufacturing concerns. 


Attractive Color Effects 


One of Brockton’s concerns making 
women’s high grade welts is Whitman & 
Keith, an old established house with an ex- 
cellent reputation for style and quality. 
This concern is showing for the spring sea- 
son, numerous samples of women’s sport 
shoes. They are made up in oxford and 
pump patterns in various attractive com- 
binations. These include an oxford with 
genuine white buck forepart and patent 
leather quarter; a white buck oxford per- 
forated on tip, vamp, laceand quarter. The 
perforations have patent leather underlay 
and thereare black lacings and black eyelets 
as aneffective contrast. Awhite buck oxford 
has white calf trimmings and a perforated 
short wing tip. Colors are effectively 
utilized in genuine white buck oxfords 
trimmed with red, green or blue calf or 
patent leather. A white reignskin oxford 
has brown calf trimming, while a genuine 
buck oxford is trimmed with yellow calf. 
Rubber soles of the fancifully trimmed 
sport oxfords are finished in red, blue or 
green to harmonize with the trimmings. 


Heels in Various Heights 


For street wear there is a genuine gray 
buck oxford combined with patent leather; 
also brown effects are shown in both strap 
and oxford patterns. An effective street 
shoe is an all patent leather oxford ef- 
fectively set off by white underlays under 
the cut-outs, also white stitching. 

Heels on the women’s fancy shoes for 
street wear run from 12-8 to 15-8 heights. 
Men’s oxford shoes in white, tan and patent 
leather are also shown in numerous styles 
and attractive variety by Whitman & 
Keith Company. 


Howard & Foster Co. Elects 
Officers 


Officers have been chosen by the direc- 
tors of Howard & Foster Company, follow- 
ing the decease of the former president, 
Charles Howard. 

The new president is Hector E. Lynch, 
for many years associated with this con- 
cern, and former vice-president. He will 
continue at the head of the selling depart- 
ment as heretofore. 

John P. Thomas, southwestern sales- 
man, has been chosen vice-president. 
William M. Nute, treasurer of the organ- 
ization, continues in that position. H. E. 
Lynch, Jr. is clerk of the board. The 
directors include: President Lynch, Vice- 
President Thomas, Treasurer Nute, Clerk 
Lynch and Christopher O'Neill. 

The business of Howard & Foster Co. 
will be continued along the same lines as it 
has for many years past in the manu- 
facture of men’s and women’s welt foot- 
wear. It is one of Brockton’s oldest and 
most substantial houses being known far 





and wide throughout the United States. 
Under the management of men who spent 
practically a life-time with this house, 
Howard & Foster Co. will maintain the 
prestige it has enjoyed for many years. 


Custom Shoe Now Factory 
Made 


Quite out of the ordinary is the Hilgert 
method of foot fitting by use of a patented 
inner foot mold. In keeping with the prin- 
ciple of the Hilgert inner foot mold, a 
spring tempered tool steel shank is built 
into the bottom of the shoe. 

The Emerson Shoe Company, with 
main plant in Rockland, Mass., and 
branch in Brockton, has by license from 
Mathew Hilgert, the exclusive right to 
produce by factory methods the Hilgert 
patented foot mold shoe. The patentee is 
of the seventh generation of a line of or- 
thopedic custom shoe makers. For 35 
years, in his Custom Shoe Shop in New 
York City, he has helped thousands of 
crippled feet. 

President H. T. Drake of the Emerson 
Shoe Company has, with the assistance of 
the United Shoe Machinery Company, 
worked out methods of manufacture by 
special machinery which enables the 
Emerson Shoe Company to produce the 
Hilgert shoes for retail merchants. Sales- 
men representing the Emerson line, now 
in their respective territories, are carrying 
samples of the Hilgert footwear. 


A Veteran Walk-Over 
Associate 


W. Everett Shaw, who is head of the 
order department of the George E. Keith 
Company, Brockton, and who was elected 
last year as a director of that company, 


’ recently rounded out 25 years of service 


with the Keith concern. Mr. Shaw began 
as an office boy. Later, he worked on 
tags and orders for several years. In 1901 
he was appointed superintendent of the 
George E. Keith Company No. 2 factory. 
Since Mr. Shaw took charge of the order 
department it has grown from the employ- 
ment of a few clerks to more than 100 
assistants. Many sub-departments have 
been added and the entire system changed 
to meet altered business conditions. 


New Shoe Concern Planned 


A concern is being organized in Brock- 
ton and nearby towns to manufacture a 
line of shoes. Former Mayor William L. 
Gleason of Brockton is one of the in- 
terested parties. Several factory locations 
are being considered. 





Remember, no band leader can pro- 
duce faultless music if even the humblest 
player doesn’t play in the right key. 
Are you playing in the right key?—¥orbes 
Magazine (N. Y.). 
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NEW YORK 


Fall Trade Getting Under Way 


Large Stores Getting Bulk of Business, However; Tongue 
Pumps Gaining Steadily 


ALL business is developing here in a 

fairly satisfactory manner, most of 
the larger merchants report. Business with 
the smaller merchants, particularly in the 
outlying districts, has not been so good, 
and many complaints from these quarters 
are heard in the trade. The plain truth is 
that present conditions favor the larger 
stores and the outlook in the smaller 
shops is not encouraging. This develop- 
ment has been noticed, not only in shoes, 
but in other lines as well, and is a result of 
the careful buying policy of the public 
which demands the utmost in quality for 
its money. Widespread advertising, also, 
has something to do with it. 


Fifth Avenue Trade Good 


One of the outstanding features of the 
local business at present, is the early 
pick-up in the Fifth Avenue trade. Ac- 
cording to several of the Fifth Avenue 
shops, their patrons have made. their 
initial fall purchases much earlier this 
year than usual. The merchants are at a 
loss to explain this, although it is sug- 
gested that the recent up-turn in the stock 
market, which has a direct effect upon the 
Fifth Avenue trade, is responsible. An- 
other suggestion is founded on style. It is 
argued that the new types of dresses de- 
mand a different shoe, if a woman is to be 
well dressed. from that used during the 
summer. 


Tongued Pumps Gaining Rapidly 


The swing toward tongued pumps is 
growing stronger daily and some of the 
retail merchants who were luke warm 
towards them earlier in the year have 
become strong boosters. Apparently 
there is no limit to the variety and pat- 
tern of the tongues that the New York 
public is willing to accept. One prominent 
shoe store has brought out a fairly large 
lot of stripped Louis heel pumps with a 
fairly sharp toe, dressed them with a velvet 
rosette, about three inches in diameter 
and set them off with a buckle of jet or 
rhinestones. These shoes have sold, better 
than expected. The store itself is making 
the velvet rosettes and cannot make them 
rapidly enough to fill all calls, it is said. 

Another store finds beaded tongues 
leading im demand, and still another 
reports its best business on a three-leafed 
tongue pamp. 

Strapped models are still selling, al- 
though some reports indicate that their 
strength is waning. At any rate, some 
retailers are becoming a bit nervous about 
strapped stock, although there has been 
no attempt to “get out from under” so 


far. It wouldn’t take much, however, to 
start some price cutting on strapped 
models, if the merchants report their 
sentiment correctly. 


Men Buying More Freely 


The men’s shoe business is showing a 
steady increase, with sales in many stores 
running ahead of last year at this time. 
The weather has not been sufficiently cool 
to start a real rush for men’s shoes, as yet, 
but the shift from straw hats to felts has 
helped the shoe business: considerably. 
New Yorkers, as a rule, begin their fall 
dressing at the head and feet. The hat 
and shoe business feels the season’s change 
first, with the clothing business following 
afterwards. The broad toe models with 
some outside swing to the last, appear to 
be leading at present. Few calls are 
registered for wing tips, although they are 
being sold. High shoes are going stronger 
than many in the trade expected. 


Merchants Plan Fall Get- 
Together 


At the last monthly meeting of the 
Retail Shoe Dealers’ Association at the 
Park Avenue Hotel on September 12, 
discussion veered toward the holding of 
the organization fall quarterly dinner. It 
was decided to hold this dinner on October 
10 at the Park Avenue Hotel. An in- 
teresting program is being framed and 
several invitations for well-known speak- 
ers have been issued. H. Irving Pratt, of 
Oswego, N. Y., recently elected president 
of the State retail association has prom- 
ised to be present, according to Percy E. 
Hart, president of the local organization. 


Shoe Store to Handle Gloves 


The handling of gloves by an exclusive 
shoe shop will be tried this season. Hanan 
& Son are putting in a line of women’s 
gloves in their Fifth Avenue stores at 45th 
and 5lst Streets. Practically all of the 
shoe stores here now handle hosiery on an 
extensive scale, but so far as is known, 
gloves are an entirely new line for a shoe 
establishment. . The experiment will be 
watched with interest by retail shoe mer- 
chants in general. Some years ago, a shoe 
store here put in a line of leather hand- 
bags, but discontinued them after a trial. 


Good Ideas—Poor Work- 
manship 


France is good on shoe ideas, but poor 
on their execution. This is the opinion of 
Louis M. Hart, president of Cammeyer’s, 
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Soft Soles and Moccasins 
Ask your Jobber for our 
Sends e DO NOT sel) 
the retail trade. 


Newcomb-Anderson Shoe Co. 
ROCHESTER, N. Y. 











“ELAM” 


Flexible Turn Shoes 
For the Jobbing Trade Exclusively 
F. S. ELAM SHOE CO. 


Rochester, N. Y. 
Boston Office, 18) Zesex Street 








Behe Soft-Sole 
Moccasin-Style Shoes 





Made of best smoked, tan 
and chocolate elk. Some 
with patent vam — 
cut and sanda ” sty 

Soft cushion innersoles— 
fine for baby feet. A high 
grade shoe a t a low price 


Lynn Meccasin Co., 125 Market St., LYNN, MASS. 
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An extra editorial service to 
“Recorder” readers, free for the ask- 
ing, with authentic information on 
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Shoe Ornaments 




















“y) Colonial Tongues the Fashion 
Always up-to-the-minute with the 
latest styles in shoe ornamentation 
either in beaded, leather, metal or 
babrics. Edw. E. Kabn Co. says: 
**Dame Fashion” demands Colon- 
jails. We bave them. Your sam- 
pies ready upon request. 


EDW. B.KAHN COQ. 


B'O FULTON BT. BROCKLYN,N.Y. 

















D. W. COULTAS CO. 
Manufacturers 
RHINESTONE BUCKLES 


Big Demand 
WRITE FOR SAMPLES 


PROVIDENCE - - = R. 1. 

















For tongues, beaded 
or plain, in all leather, 
satins, etc., all kinds 
of buckles and bows, 
write to 


Vanity Novelty Works 
913 Gates Ave. 
Brooklyn, N. Y. 











“Just Enough Better To Be Thoroughly Worth While” 





BONGIOVANNI BROS. 
Largest Rhinestone Buckle 
Manufacturers in America 

High Class Buckles at Popular Prices 

2927 3rd Avenue N. Y. City 
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Perfection Pneumatic 
Arch Cushion 
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ELASTIC TIP COMPANY 
Beston, Mass., U.S.A. 
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who has just returned from an extended 
trip to French watering places where he ob- 
served the styles. ““At Deauville,”’ he said, 
“the French women wore many tongued 
pumps, but they are not nearly as chic look- 
ing as those made in this country. I saw 


a few high shoes, but not sufficient to cause | 


any one to think of them in terms of style. 
The shoe trade must learn from the cos- 
tume trade in the matter of introducing 
new touches. Throughout the French 
fashionable resorts I saw many attractive 
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costumes, simple in design, that were set 
off by a little touch of trimming here and 
there that brought them out sharply. I 
think that this will develop in shoes. It 
is the little distinctive touch now that 
creates the desire to buy in the mind of 
the consumer. Women’s shoes have 
become a purely style proposition and the 
retail merchant who wants to sell in 
large volume must see that his shoes have 
a style touch and are a little different from 
the common run.” 





NEW ORLEANS 


Colonial Types Prove Popular 


Most of Them Are Combinations of Tongues and Straps— 
Black the Leading Color with Brown Second 


IGH heel shoes are coming back into 
their own with the return of the 
long skirts, according to leading New 
Orleans shoe merchants. The Colonial 
styles, principally with peacock tongues, 
and with straps instead of buttons are 
most in favor in the new fall lines, which 
during the first two weeks of September 
opened up with a very promising business. 
Summer clearances are over and the 
merchants are unanimous in declaring 
that the summer sales were more success- 
ful than ever. There was less of the almost 
ruinous price-cutting which has affected 
the white shoe business so seriously in the 
past. 


Goring Seen On Many New Shoes 


Goring will be more popular than ever 
with the women this fall, is the general 
belief. Other features of the fall lines being 


emphasized here are low-cut, medium 


vamp, semi-pointed toes. 

Black is the predominating color, with 
brown a close second. Plain and beaded 
satins, and patents are the most popular 
materials. For evening wear silver and 
brocades and white satins in cross strap 
effects with many variations are the lead- 
ers. The flat shoes of the flappers are pass- 
ing, they say. 


Men Like Lighter Tans 


Among the men there is a decided in- 
crease in the sales of lighter tans, and 
oxfords are far in the lead with no ten- 
dency to diminish as fall and cool weather 
approaches. Scotch grains are liked for 
sportswear. 

Mothers are beginning to bring their 
children in for school shoes, and while it is 
a bit early to know anything definite, the 
merchants are confident of a healthy in- 
crease in the business this fall. 

There is a tendency among the school 
children away from the extremely broad 
toes toward a medium width. They seem 
to be leading their parents away from the 
practical idea to the stylish. 


The popular prices for children from 6 
to 14 are $5 and $6, and black is by far the 
most favored color, with high shoes taking 
fully 75 per cent of the orders. 


After the Rural Trade 


In the campaign for the development of 
retail rural trade for New Orleans being 
undertaken by the retail merchants bu- 
reau of the New Orleans Association of 
Commerce, the shoe men are taking great 
interest and hope to add a bigger out-of- 
town volume to their local business. 

The Pokorny Shoe interests, who fea- 
ture the Regent shoes, have put the cam- 
paign slogan, “Just Once—Then It’s A 
Habit, Buy in New Orleans the Retail 
Metropolis of the South” on the wrappers 
of 250,000 catalogues being mailed out 
throughout the New Orleans trade 
territory. 





New Orleans Notes 


The Hanover Shoe Store No. 3 will be 
opened here October 1 at St. Charles and 
Union Street. The work of remodelling 
the site is nearing completion. 

The Mayer Israel Company, one of the 
bigger exclusive clothing stores of Canal 
Street, has leased 10,000 square feet of 
additional floor space, and is contem- 
plating adding a shoe department among 
other extensive improvement. 

The shoe stores here ended their sum- 
mer closing agreement Saturday, Sep- 
tember 2, and through the winter will 
close at 6 p.m. daily, instead of at 5 p.m. 
and instead of 3 p.m. on Saturdays. 





Birmingham Has New Store 


Birmingham, Ala., September 19—The . 
Ideal Millinery Cloak and Suit Store will 
open a new shoe department about Sep- 
tember 15, The department will be under 
the management of Joe Dannis and for the 
present will carry women’s shoes ex- 
clusively. 
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SYRACUSE 


Retail Trade Trends Upward 


Several Big Factories Now on Full Time with Resultant 
Better Buying 


YRACUSE retail shoe merchants are 

more optimistic than they have been 
in many months, and freely predict that 
the fall and winter business will be good. 
Increased industrial activity of the last 
few months has resulted in better buying 
of all kinds of footwear. Factories which 
for months have been on three day a week 
schedules are now resuming with full 
forces. 

Practically every shoe dealer in the city 
took part in “Dollar Day,’ September 6, 
which set new records for this business 
event. It is estimated that more than 
$1,500,000 worth of goods were sold by 
merchants that week, and the shoe men 
had a big share of the business. Many 
stores offered shoes at $1 off per pair and 
most all had $1 specials and $1 per foot 
offerings. 


Stale Fair Brings Business 


In addition to the Dollar Day sale 
which permitted dealers to get rid of old 
stocks, the State Fair last week brought 
thousands of visitors to the city. Several 
of the larger stores had exhibits at the 
fair. Most stores are displaying fall styles 
which attracted wide attention from Fair 
visitors. 

Retail shoe merchants here have de- 
cided against opening Saturday nights, a 
policy which was adopted four years ago. 
A number of local shoe stores sought the 


Saturday night business, but there were so 
few stores open Saturday nights, that 
several which tried closed after the first 
few weeks. The Saturday night buying 
crowds have totally disappeared. The 
question of opening came before the meet- 
ing of the local shoe club Thursday and 
the vote to remain closed was over- 
whelming. 


Merchants Hold Outing 


The annual outing of the Syracuse 
Retail Shoe Dealers’ Association was held 
at Three Rivers, September 21. Frank 
Fry of the Central City Rubber Com- 
pany was in charge of the arrangements. 
A program of athletic events was given. A 
clambake, followed by dancing, completed 
the program. 

Ayling with Gray Bros. 

Frederick C. Ayling, who has been 
assistant superintendent at the plant of 
the John S. Gray Shoe Company has be- 
come superintendent at the plant of 
Gray Brothers 
Moore with Majestic Store 

Thomas Moore, formerly of E. W. Ed- 
wards & Son has charge of the new shoe 
department of the Majestic store on South 
Salina Street, handling exclusively wom- 
en’s shoes. 





PROVIDENCE 


Industrial Outlook Brightens 


Material Improvement Looked for; Buyers Have Bought 
about 50 Per cent of Season’s Needs 


ITH the advent of fall, reports 
from industrial heads in Rhode 
Island are more encouraging as to general 
business activity within the remaining 
months of 1922. The consensus of opinion 
is that there will be a material improve- 
ment during the fall and winter months, 
and that the trend is in the right direction. 
Five manufacturing firms in Rhode Is- 
land have increased wages in the last week. 
Buyers, it is estimated, have placed 
about 50 per cent of their requirements on 
fall shoes. This policy, they say, will put 
them in a better position to know what 
their requirements for the rest of the 
season will be, and it is thought much 
business will be placed by salesmen on the 
road during the next few weeks. 
Future activity in the hosiery market is 
attendant to no small extent on the man- 


ner in which buyers sell heathers this fall. 
At present mills are receiving very few 
duplicate orders on this latter class of 
hosiery. The light weight section of the 
knitted outwear shows increased trading 
on fall lines, 


Interchange of Salesmen 


Frank Anderson, formerly connected 
with the Boston store here, has recently 
cast his fortune with the local Regal store 
as floor salesman. Edward J. Burrell, 
formerly with the Modern shoe store of 
Pawtucket, has become affiliated with 
W. G. Tuttle, Boston, as floor salesman. 


R.LS.R.A. to Meet 


Plans are being laid by President Fred 
S. Fenner, of the Rhode [sland Shoe 
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The One 
Waterproof 
Leather That 
Takesand Re 
tains a Pelteh 


Creese & Cook Co. $504" We 


Tanneries at Denversport 
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T. W. GODSOE, Pres. 
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F. E. JONES COMPANY 
FANCY 


co.ors MA'T KID 


95 South Street, Boston 











COATED GEM BUCK 
APHESIVE BACKING CLOTH 


ages, and Leather 
: Foot Welting 

Sheet Rubber Seling 

B. F. CHAMBERLIN 
184 Se. 


Formerly Walpole Shoe Supply Co 
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Sides 


Beggs & Cobb, Inc., Boston, Mass. 














Cut from the best 

















112 








—- 








Where to Buy 


Engraving and Printing 








COLOR PRINTING 


DESIGNING 


CATALOGUES 
Telephone Main 3408 
SOOPER PRINTING COMPANY 

74 INDIA STREET, BOSTON } 
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ATLANTIC PRINTING CO. 


Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing “72 * for the 
Boot and Shoe Trad 


201 South Street, ‘onal Mass. 
Telephone 4960-4961 
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SHOW CARDS. 
PRICE TICKETS, FOLDERS, ETC. 











c—Snappy N 
WINDOW CARDS 


THREE—all different—showing Fallish designs 
ia FOUR colors, with catchy reading matter 


All Three for $1.00 [postpaid] 


TOLMAN PRINT, INC. 
Brockton, Mass. 











Where to Buy 


Miscel! aneous 

















1000 Sales Letters 
All Ready to Mail 
3c Each 
F. S. ROOT COMPANY 
Sales Service and Advertising 
6 Beacon Street Boston, Mass. 
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Retailers’ Association, for the calling soon 
of the initial fall October meet of the 
association. Meetings are held the first 
Tuesday of each month during the fall and 
winter season, commencing in October. 
The initial meet, if possible, will be held 
in the foyer of the new Biltmore Hotel. 
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An “Unusual Sale” 


At the shoe emporium of Sullivan Com- 
pany, a so-called “Unusual Sale” of 
women’s Bannister shoes is being offered 
the public at $2.85 with good success. 
Men’s shoes offered at $5.85 proved good 
sellers. 





ROCHESTER 


Executive Council Appointed 


Merchants Named to Act with President of New York 
State Association 


. IRVING PRATT of Oswego, newly 

elected president of The Retail Shoe 
Dealers of New York State, has announced 
the appointment of the fo'lowing Execu- 
tive Council: 

J. L. Patton. Schenectady; Ernest N. 
Park, Syracuse: William Pidgeon, Jr., 
Rochester; Charles H. Barton, Buffalo; 
Jesse Adler, New York City. These mem- 
bers will serve with the president, who 
acts as chairman of the council, and the 
secretary of the association, Harry A. 
Chase of Rochester, who is also secretary 
of the council. 

The Executive Council is a new body 
created by the Executive committee at its 
last meeting in Albany for the purpose of 
taking care of such matters of association 
business as may come up during the year 
between the meetings of the Executive 
committee. 


Eastwoods Hold Sale 


Shoes for $4.85 and $5.85 are featured 
by Wm. Eastwood & Son Co., in their 
final closing-out sale at their State Street 
store, which will be closed as soon as altera- 
tions at their new men’s shop to be.opened 
at 32 Main Street West are completed. 
Included in the offerings are women’s 
patent leather strap slippers, black satin 
slippers, tan and black calfskin oxfords, 
black kid oxfords, and boots in tan calf- 
skin and black kid In men’s shoes, tan 
and black oxfords in calfskin and grain 
leather, black calfskin oxfords, and laced 
and blucher shoes in calfskin, tan, brown 
and black 

Hosiery is also being closed out at ex- 
tremely low prices. Women’s silk stock- 
ings with lisle tops and soles are offered 
at $1.95; all silk at $2.25; tan and black 
silk stockings with lisle tops and soles at 
$1.35 and black silk lisle stockings are 
featured at 75c a pair. Men’s wool stock- 
ings in several styles are offered at 95c 
and $1.50. 





New Shoe Wins Success 


The Dugan and Hudson Co., manu- 
facturers of women’s footwear, are placing 
on the market a new orthopedic shoe 
called the “Duson” shoe"which has an 


adjustable arch feature that is unique 
and merchants specializing in orthopedic 
footwear who have seen the shoe say that 
it is one of the greatest orthopedic shoes 
on the market. The feature of the new 
shoe which is patented is the adjustable 
arch, which, by means of a key furnished 
with every pair of shoes, can be adjusted 
to fit every type of arch, low, high, or an 
arch which has fallen. When the shoes 
are first made the arch is set below normal 
so that in fitting the clerk can raise the 
arch to the exact position required, thus 
insuring perfect support and comfort to 
the wearer. 

To insure strength to the arch, every 
arch is rigidly. tested under pressure and 
must have sufficient strength to support 
a weight of 300 pounds. 


Sales Manager on Trip 


Earl N. Randolph, sales manager of the 
E. T.. Gilbert Manufacturing Company, 
makers of shoe store specialties is visiting 
the trade in the east and reports that 
merchants are looking forward to a good 


. fall business and are very optimistic about 


future conditions. 

E. T. Gilbert have recently added to 
their sales staff, Clarence J. Trangott, a 
well-known shoe findings salesman who 
will cover the middle west including 
Southern Ohio, Southern Indiana, South- 
ern Illinois, Kentucky, Kansas, and 
Missouri. Mr. Trangott has long been 
identified with the shoe specialty business 
and is looking forward to meeting his 
friends in this territory. 


To Move Shoe Department 


Extensive alterations in the floor plans 
of the Duffy Powers store call for the re- 
moval of the shoe department which has 
been located on the main floor for years, 
to the second floor; where it is planned to 
fit up one of the finest shoe departments 
in the city. 

In order that it will not be necessary to 
move the present shoe stocks, a special 
sale is being run in which women’s foot- 
wear is offered at prices to attract the most 
critical shopper. Hosiery is also offered at 
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special prices in a “companion event’’ to 
the shoe sale. 


Establish Economy Section 


Gould Lee and Webster, Inc., have al- 
ways featured high-grade shoes and feel 
that the present tendency on the part of 
merchants to talk price and price alone, 
should not be carried to extremes by 
stores that cater to the high-grade trade 
who can afford to pay present-day shoe 
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prices and will pay them until the mer- 
chants talk price so much that their cus- 
tomers are educated to believe that they 
should not pay the higher prices for good 
footwear. 

To overcome the tendency to feature 
shoes at a price “Goulds” have established 
an economy section in which they feature 
shoes at $7, $7.50, and $8.00, but their 
main efforts both in advertising and per- 
sonal salesmanship are put on their 
higher price lines. 





BALTIMORE 


Business Improves Gradually 


Healthy Increase Reported by All Branches of Industry— 
Stores Have Ordered Heavily on Patent Strap Models 


HE retail shoe business in this city 

has been gradually improving dur- 

ing the last two weeks after the usual 
slack up in sales following the summer 
clearance sales, and the demand for fall 
styles is under way. Window shopping 


-has been the pastime of many prospective 


shoe purchasers during the dull period 
following the sales and now these pros- 
pects are beginning to materialize and 
sales are increasing. 

Some very wide awake dealers who are 
ever on the alert for business have ar- 
ranged very attractive displays of chil- 
dren’s school styles in appropriate window 
settings and have pushed this line with 
excellent results. 


Look for Good Oxford Season 

The men’s stores are as a rule well 
pleased with the way fall styles are mov- 
ing, and it is the opinion of some dealers 
that this season will show a decided in- 
crease in sales on oxfords over last year. 
The demand for blacks seems tq be in- 
creasing, and perforated patterns are 
selling very well, both in blacks and tans. 

That sales are improving day by day, is 
the report from the ladies’ stores and sport 
styles have been holding up very well 
through the dull weeks. All stores have 
ordered heavily on the patent strap styles 
and it is the prevailing opinion that sales 
are going to be exceedingly heavy on this 
style this fall. 


Sell the Salesmen F irst 

“T first sell my salesmen and they sell 
the customers,” remarked I. S. Hess of 
N. Hess’ Sons, local retail merchants and 
manufacturers, in speaking of sales on 
novelty styles. This plan, says Mr. Hess, 
has kept business up fairly well during 
the recent dull season and there is now a 
gradual increase in sales as the fall season 
opens. He further stated that it is his im- 
pression that this winter will exceed last 
year as to the amount of business trans- 
acted, not only in the shoe field, but in all 
classes of business. The gradual improve- 


ment in business is a steady, healthy 
growth and not of a phenomenal nature, 
which like the bubble would be sure to 
burst and leave business in a worse condi- 
tion than last year. 





Manufacturers Are Busy 


“The manufacturers are mostly sold up 
and report business as being very good. 
Collections are improving and an excel- 
lent season is expected. The jobbers mostly 
are very optimistic as to business this fall 
and the salesmen report a decided increase 
in size of orders placed by the retail mer- 
chant. In one instance, a salesman travel- 
ing part of the South stated that he sold 
heavily on some lines and now it was a 
question as to whether the factories could 
fill the orders promptly as the demand of 
the retail merchant increases. 

M. Monahan, a member of the firm of 
A. H. Colmary & Co. reports trades condi- 
tions for this fall as being exceptionally 
bright and his firm has had an excellent 
demand for colonial styles, especially on a 
new strap style which they are manufac- 
turing in suede, buck, patent, and gun 
metal. This company had a very attrac- 
tive booth at the Fashion Show held re- 
cently and Mr. Monahan says that a 
number of new accounts were opened as a 
result of their display at the show. He 
says also that collections have been very 
good and the outlook is bright for the 
future. 


A. Breslau Made Manager 


Announcement has been made by Julius 
Gutman & Co. of the appointment of A. 
Breslau as manager of their new shoe 
department, which will be opened about 
November 1. The new department will be 
second to none in the city. It will be loca- 
ted in the basement and will be 160 feet 
by 40 feet, will have two sections (regular 
and bargain) and a cooling system which 
will change the air twelve times per hour. 

Mr. Breslau. has been connected with 
Eisenberg’s for the past ten years and 
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Ballet Slippers 


Professional 
Hard Box 


















326 W. Menree St. 
Chicage 
WM. SUMNER SMITH CO. 











Ballet Slippers 


IN STOCK 
8/11 1144/2 Wos. 
1236 Bik. Ballet 1.20 1.35 1.40 
1233 Wht. Ballet 1.45 1.55 1.65 
Chipman-Harwood Co. 
564 Atlantic Ave. Boston 











IN STOCK—OUR NEW 

















prior to this time was with the Leader 
Samuel Upton, recently of the Stewart 
Syndicate, will succeed Mr. Breslau at 
Eisenberg’s. 
Two New (and Young) 
Shoemen 


Two new shoe men have arrived in the 
local shoe field and no doubt will follow 
in their daddy’s footsteps. The proud and 
happy daddies are J. A. Elinoff of the 
Elgar Shoe Shop and Nat Sisco, manager 
of the shoe department of Bragers. 





Men Buying Blacks 


W. C. Kenney one of Baltimore's most 
progressive shoe men is very much elated 
over the steady increase in sales on fall 
styles. Mr. Kenney caters to the young 
men’s trade and his success in this fine 
has been remarkable since he entered the 
retail field recently. 
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Changes in Business 


Current Events in Failures, Suspensions and 
Activities in the Shoe and Leather Trade 

















FAILURES 


Peabody, Mass.—James A. B — 2 shoes, re- 
ported petitioned into ban 
Wakefield, Mass. Wakefield Shoe ae. Co., shoe 
manufacturers, reported assigned. 
Brockton, Mass.—Guarantee Shoe Co., shoe manu- 
facturers reported a ar into bankruptcy. 
M. Shaw & Son, C oe manufacturers, 
meeting of creditors was scheduled for 
September 11, last. 
Chelsea, Mass.—Globe Felt Slipper Co., shoe 
— came reported petitioned into bank- 


picy. 
Stamford, Conn.—M. Simon, shoes, reported 
petitioned into bankruptcy. 
San Bernadino, Calif—R. W. Bushnell, 
reported petitioned into bankruptcy. 
Fla.—D. Mickelson, shoes, etc., reported 
Petitioned into bankruptcy. 
Ocilla, Ga.—Dave Bonnett, shoes, etc., reported 
petitioned into bankruptcy. 
Isaac Bonnett, shoes, etc., reported petitioned 
into bankruptcy. 
Thomasville, Ga.—Benjamin Lubin, shoes, etc., 
reported petitioned into bankrupt 
Gio. tl — nee —- ae Weat 63rd Street) 


oe reported rece 
H. Moore & Co. ( (1339 1 est  Bensevets Road), 
wholesale leather and findings, reported peti- 
tioned ste bankruptcy 
8. & L. Mercantile Go (810 Milwaukee Ave.), 
(27 nN Wells St.), shoes, etc., reported petitioned 
into bankruptcy. 
Mon Ala.—Downing Dry Goods Co., 
ee, ote. \ amen offering to compromise at 


mec Ala.- Martin Barr, shoes, etc., reported 
petitioned into bankruptcy. 
xico, Calif—Karam & Raya, on etc., 
petitioned into bankruptc 
New A Conn.—J. Ruzzuti, —¥ etc., re- 
pected pees into bankruptcy. 
Hastings, ————- tive Associa- 
tion, shoes, etc., petitioned into 
- bankrupt = 
ineview, Ga. “s. ill, a etc., 
petitioned in into poe ne — 
Peoria, J. Beesey a shoe ‘eed shoes, 
reported assi into baakruptc 
Chicego, Tl. Fell ix Jones Co.. Inc., ‘(4809 Broad 
— oes, — petitioned into bank- 


shoes, 


ported ouhionl into bankrup cy. 
J Thilmony Co., Inc., shoes, 
etc., reported offering to compromise at 25 per 


cent. 
Osawatomie, Kas. PM pao met > & Co. 
Shoes, “., report itioi into bankruptc 
Hoboken, N J. em Berkowitz, shoes, “an. 


reported petitioned into bankruptc 
Lebanon, H.—Peter Karavas Shoe 
= Son, reported offering to compromise 


on Valley, Iil.—Taylor, Lee Nelson (Inc. 
3 etc., sapestel petitioned into od 


rup 
eee M—s. G. Dobbins, shoes, reported 


petitioned into wy ~ 
Creston, Ia.—Edwin Keak, shoes, reported 
hoadeleaA for 


petitioned into bankruptcy. 
ma meeting of dit was 





14. bP 





& Co., 
shoes, etc., reported offering to compromise at 25 


per cent. 
Waterville, ee © Lachance, shoes, 
it into bankruptcy. 
Tron ich.—Charles Levine, shoes,: etc., 
A." petitioned into Seaioumten 
— — —Leo Feder bg offer- 


compromsion at 12 t. 
Midland. Mich.— 32 or come. — » ete., re- 


ported oar into. beni te 
Pontiac, Mich. —William 4“ shoes, etc., 


| petitioned into ha tey. 
Virginia, Minn.—Virginia Army Goods Store 
shoes, etc., reported petitioned into bank- 


ruptcy. 
Gueanta. aa C. Horton, shoes, etc., 
reported at 50 t. 
Hattiesburg, Miss Swittenberg Shoe Co. ine, 
shoes, reported asking ge 





extension. 


Brooklyn, N. Y.—Vera Shoe Co., Inc., shoe manu- 
facturers, reported meeting of creditors 
scheduled for Sey September 12, fast: 

Okmulgee, Okla.—Giles Shoe Co., shoes, reported 
Lg into bankru ptcy. 

Fairview, Okla.—R. C. Sell, shoes, etc., reported 
petitioned into bankrupicy. 

Boswell, Pa.—Chas. Czewx Czewczky, shoes, etc,. 
reported petitioned into bankruptcy. 

— Pa.—Corrsin’s, Inc., shoes, etc., 

ye into bankruptcy. 

Providence, I.—Atwells Bargain Store, Inc., 
shoes, etc., reported petitioned into bank- 
ruptcy. Reported receiver 9p) inted. 

Memphis, Tena.—Sam Lipnick, shoes, etc., re- 

offering to compromise “at 20 per cent. 
Oppenheim, shoes, etc., reported peti- 
ame into bankruptcy. 

Louisa, Va.—King Bros., shoes, etc., reported 

petitioned into bankru} tcy 
inary, Va—J. M. Tai ~ «aR shoes, etc., re- 


ported assigned. 
er Wis.—J. S. Robson, shoes, etc., reported 


igned. 

7 N. Y.—Max Multer (2418 Surf Avenue), 
shoes, etc., ye into bankruptcy. 
Louisville, N Homeside, shoes, ecc., re- 

ported petitioned into bankruptcy. 
New York City—Hyman Langner (513 E. Tremont 
Ave.), shoes, reported petitioned into bankruptcy 
ros Chester, N. Y.- a & Held (William 
Held), chow, etc., petitioned into 


bankruptcy” non appointed. 

Wilson —Tomlinson & Co., Inc., shoes, etc., 
seperies > into bankruptcy. 

Berlin, N. D.—G Lovett, shoes, etc., reported 


assigned. 
Wanun, Ohio—John Pew, shoes, reported receiver 
appointed. 
Ohio—Salem Clothing and Shoe Store 
(Coben ] Newmark), shoes, reported receiver 
point 
— Ohio—Johnston-Shelton Co. (The Home 
Store), shoes, etc., reported petitioned into bank- 
ruptcy. 
Beaumont, Texas—Ben Kassoff, shoes, etc., re- 
ported petitioned into bankruptcy. 
Wellington, Tense—Meteaien Dry Goods Co., 
shoes, etc., reported petitioned into bankruptcy. 
Richmond, ‘Va.—Albert Stein, shoes, reported 
petitioned into beqrente, 
Cedar Grove, Wis.—Teenie Weenie Shoe Co., shoes, 
reported a into bankruptcy. 
Montreal, ro M. St. Onge, shoes, reported 
4 i, Shop (D. 8. Cohn), shoes, 


assigned Glo! 
reported offering to compromise at 35 per cent. 
Toronto, Ont. onsumers t Shop (Lillian 


Deite), shoes, reported assigned. 
Kenosha, Wis.—Lewis Dubin, shoes, reported 


iN titioned into bankruptcy 
Halifax, , Age Footwear Co., Ltd., whole- 


assi 
London, . > —James Barter, shoes, reported 
Farrelton, ~~ & Ouellette, shoes, etc., 
aoaltd aie 
CHANGES 
Worcester, Mass.—Viko Shoe Co., shoe manufac- 


turers, incorporated with authorized capital of 


$50,000. 
Chelsea, Mass.—Sheridan Bros., Inc., shoe manu- 
facturers, succeeded by T. Leslie Co. 
Haverhill, Mass.—Lizzie Monoson (wife of Benny), 
shoes, filed married woman's certificate. 
Emery & Marshall Co., shoe eee 
capital stock increased by $100 
annahsons Shoe Co., shoe _, 
capital stock ay by $90,000. 
urbank, if.—J. Johnson, shoes, etc., re- 
ported sold out to c H. Shottel. 
Millis, Mass.—Joseph M. Herman Shoe Co., shoe 
manufacturers, cagital stock increased by $430, - 


000. 
Fresno, Calif. oe Co., shoes, etc., succeeded 


Dover, Del.—Szendania Shoe Co., incorporated 
with capital of $200,000. 

Wilmington, Del.—Lund Williams Shoe Co., 
corporated with capital of $1,250,000. 

Huntley, Ill—J. W. Burns, shoes, etc., reported 
sold out. 


T. W. Abrams. 

Des Moines, Ia.—Dr. A. Reed Cushion Shoe Co., 
incorporated with capital ef $50,000 

Greenleaf, Kas.—Schmidt Bros., shoes, etc. suc- 
ceeded by Schmidt Bros. & Travelute. 

Campbellsville, Ey; —Willcok & Caskey, shoes, 
succeeded by R. T. Caskey Co. 

Chicago, Il. pos Aw Less (Maxwell Bargain Store) 

oes, reported sold out. 


oma. Lar my Sample Shoe Co., Inc., shoes, 
y Mi Cc 


Seymour, Ind.—Meyer Gladstein, shoes, etc., suc- 
ceed y 


id-West Stores Co. 
Seat — c Tr. 8S. Martin Co., shoes, etc., 
succeeded by Tuttle Shoe Co. 
Ness City, Kas.—Southern & Levan, shoes, etc., 
succeeded by W. B. Levan Co. 
Lewiston, Me. Rotem 6 Outlet Co. (F. E. Amsden) 
shoes, etc., reported sold out. 
Saco, Me.—Arthur T. Freeman, shoes, reported 
sold out to Saco Shoe Co., Inc. 
Greenville, | “174 —J. C. Rensman shoes, etc., 
by E y Clothing & Shoe Co. 
River Rouge, Mich.—Wolfe & Gill, shoes, etc., 
Gomaves partnership, succeeded by Louis 








Winnebago, Minn.—Kraft & Hawks Co., shoes, 
etc., out of business. 

Keene, N. H.—Crescent Shoe Co., , shoe manu- 
facturers, recently here. 


Albany, N. Y.—Hoffman Shoe Mfg., Co., Inc., 
incorporated with capital of $15-000 
Brooklyn, } ep shoo Bronitsky | (392 Sara- 
toga venue oes reported out to 
Samuel Schecht 
New York City. —_ Shoe Co., 
porated with capital of $20,000. 
Kirsch-Blacher Co., Inc., shoe  manu- 
facturers, incorporated with capital of $15,000. 
Morris a. (1813 3rd Avenue) (1955 
2nd Avenue) sh sold out. 
Thorn McAn Shoe Co., Inc., shoes, incor- 
ted y capital of $5,000 
Bayroff Altneu (103 Avenue B) shoes, 
ed Soy M. Bayroff. 
Lenny cote, & Inc., shoes, incorporated with 


capital of cm: 
mae * —" N. C.—S. W. Turbiville, shoes, 
led by Since & Co. 


Inc., incor- 


Hoboken. N ° a Me pe Staten shoes, etc., 
incorporat with capital o! 
Newark, N. H.—Klein Shoe 7 shoes, incor- 


porated with capital of $50,000. 
Philadelphia, on ae. (1611 South 
Street) aa © 
Reading, Pa.—L. PC en Ty Boot Shop) 
e' la 
Band & & Co. , shoes, 
Yardley, “- —Paul ot. shoes, etc., succeeded 
plo’s Department store. 
Philadeipa*P a.—Boardwalk Shoe Pes Inc. 
(1217 tartan Street) shoes, reported sold out. 
a. Wis.—Kahn Kaplan, shoes, etc., 
succeeded 7 Leon Behan. 
i I. Sapiro, shoes, etc., reported 
sold out to A. M. Krieger 
Appleton, Wis.—Enterline Shoe Store, shoes, re- 
ported sold out to G. R. Kinney Co. 
Green Bay, Wis.—Enterline Shoe sare, shoes, 
sold out eS R. Kinne -_ 
Oshkosh, Wis.—S. Enterline_Co., ‘shoes, re- 
ported sold an R. Kinney Co:, 
ahlotus, Wash.—Lee Kirby, shoes, reported, 


sold out. 
M Bay, N. S.—Thomas & Rofihe, shoes, 





by Saul & Sam 
Los Angeles, Calif.—Lederer & Sellner, whol 
shoes, recently commenced business here. 
M. Marcus, shoes, etc., reported sold out to 
R. Goldstein. 
Waterbury, Conn.—Safirstein & Ezersky (Starins 
Boot Shop), pe Self Service Shoe Store), 


shoes, dissolved partnership. 


etc., dissolved partnership 

Perth, Ont.—G. B. Farmers, "diene, reported sold 
out. 

oe P. a, P. @—-Giag Shee Co Ltd., shoe manu- 
~ tiene , incorporated with capital of $100,- 


» reference. 
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issue: 
Space 7 times 
$4.00 $3.50 
8.00 7.00 
12.00 10.50 


16.00 14.00 


1 time 


Payment in advance is required, 





Recorder rates for space less than one-eighth page per 


13 times 26 times 52 times 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


OSITIONS WANTED—Four cents per word for each insertion. 
Minimum amount ‘ ; 
“Want” advertisements, seven cents per word for each insertion. 

Mini t ted, $1.25. Ads under 


. seventy-five cents. For other 
this heading will pe 





$3.00 $2.50 
6.00 5.00 
9.00 7.50 word of 
12.00 10.00 





except when regular advertisers, as amounts are too small to open accounts 


received up to noon on Tuesday of week of publication date. 
When advertisers desire answers to come in care of this office, twelve 
words must be allowed in each advertisement for When 
advertisers desire replies forwarded direct \ 
the address must be counted in the advertisement and paid 
for accordingly. Answers to ads must be sent under letter postage. 


to their address, each 














SALESMEN WANTED 


SALESMEN WANTED 





\ TE want a salesman with established trade in 

Virginia and West Virgmi.. One living on the 
territory to s‘ll our line of women’s, miss's’, and 
children’s staple and novelty shoes carried in-stock 
in Philadelphia. Address D-489, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 





V TANTED: SALESMEN—Manufacturer of com- 
plete line of good grade stitchdown specialties 
has openings in most U, S. territories, exclusive of 
Texas, Louisiana, and South Mississipoi. Men 
with established trade and experience selling the 
department store and other retail trade will find 
this line a winner. Give full details in first letter, 
territories covered, and reference ag to your ability. 
Address, D. H. & G. H. Bell, Beverly, Mass. 





GHOE SALESMEN WANTED by established 
Philadelphia wholesale shoe house, for Philaael- 
phia and adjacent territory. State experience and 
Address D-493, care Boot and Shoe 
Recorder, Suite 1420 Widener Bldg., Philadelphia, 
Pa. 


QA LESMAN WANTED —Souther.a territory 
~ open. Prefer young man living in South, having 
established trade and acquaintance. Give full de- 
tails as to age, experreace, sales; also preference. 
Replies treated with confidence. Address D. Arm- 
strong and Co., Inc., Exchange St., Rochester, N. Y. 








*‘ALESMEN WANTED—To carry as side line 
“~ our popular-priced li 1e of novelties in children’s 
turns, for States of Minnesota, North and South 
Dakota, Virginia and West Virginia, North and 
South Carol na, Kentucky, Tenressee Arizona, 
and New Mexico. Sizes in first steps, 1 to 5, and 
turns up to 1144 to 2, inclusive. A stock proposi- 
tion. Samples ready. Flexible Shoe Company, 
Rocheste-, K Y 





*ALESMEN—For Ohio and Pe.msylvania, to sell 
‘7 famous Fox line of infants’ soft le shoes. 
Small, snappy samyle outfit. Ten per cent com- 
mission. No becter sideline in this country for a 
real salesman, and lin» very easily handled, a line 
which for more than twenty years has set the pace. 
Leading styles in stock. Weekly drawing account 
to the min “who can show us.” In application 
state length of time on the <erritory and full 
varticulars. F. J. Fox Co., Manufacturers, 
Rochester. N. Y. 


WANTED- Several salsmen to sell on commis- 

sion basis, as a side line, in Middle West and 

Southern territory, a well-known line of Brooklyn 

made infants’ and children’s turn shoes. Stock 
xroposition. Apply S. Liberman, 148 Duane St., 
ew York City. 


EIDER SHOE MANUFACTURING COM- 

PANY, Schuylkill! Haven, Pa., have an open- 
ing for sever_! reliable salesmen with established 
trade. Popular-priced turn shoes, from 1 to 5, 4 to 
8, 844 to 1l. To carry exclusive or as a side line 
in the followmg states: New England States, New 
York, New Jersey, Delaware, "Maryland. Illinois, 








ANUFACTURERS of medium-priced_ men’s 

welt dress shoes want sdesrran for Chicago. 
Give references in first letter. Address D-496, care 
Boot and Shoe Recorder, 207 South St., Boston, 
Mass. 
PPRKEE good live-wire salesmen wanted to 

cover the states of Iowa, Missouri, Kansas, 
Nebraska and southern Illinois, os the 
JCM all leather line of men's street si and 
work shoes. Apply direct to J. C. Moench Shoe 
Co., Boston, Mass. Straight five per cent com- 
mission. 

ANTED SALESMAN—\New England, Vir- 

ginia, Kentucky, Tennessee, Missouri, Arkan- 
sas, Oklahoma and Texas, to carry as a side line 
fifteen samples misses’ and big girls’ foot-form, 
medium-priced Western-made welts. Best sellers 
carried in-stock. Six per cent commission. Give 
reference and line carried in first letter. D-470, 
care Boot and Shoe Recorder, Boston. Mass. 
GALESMEN WANTED to sell fifteen ane of 

men’s ular-pri dress shoes. ifteen 
styles of men’s work shoes. Only two grips full. 
Every style carried on floor, Six per cent commis- 
sion basis. The line is filled with quality. Quite a 
few territories open yet. Make applications im- 
mediately. Coble oe Company, Milwaukee, 
Wis., 352 East Water St. 














Salesmen 
WANTED 


In the following territories: 
Idaho, Montana, Colorado, 
Kansas, Nebraska, Oklahoma, 
Iowa, Illinois, Arkansas, Michi- 
gan, Indiana to carry with non- 
conflicting line, our strong line 
of men’s and boys’ nailed welt 
work shoes, packs, cruisers and 
high-tops. Straight commis- 
sion basis: 7 per cent monthly 
on shipment. Give territory 
covered, line carried and refer- 
ences in first letter. 
L. W. SHOE CO. 
Chippewa Falls, Wis. 








Wisconsin, West Virginia. Highest 
paid. Apply to branch office, 410 Lyceum Bldg., 
Pittsburgh, Pa. 


GALESMEN _WANTED—Pennsylvania manu- 

facturer desires side line salesmen for a high- 
grade, popuien-gresed infants’ and children’s 
turns. ixceptional value, best repeating line. 
Commission basis for New York, Kentucky, Mary- 
land, and Michigan states. Stock service. Address 
D-495, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 








GALESMEN in several territories, also resident 
salesmen for Chicago, Pacific Coast, Philadel- 
ar to carry on attractive commission as side line 
olding slippers and house slippers of leather. 
Address D-500, care Boot and Shoe Recorder, 207 
.outh St. Boston, Mass. F 





SALESMAN with established trade to carry 

Eastern line women's highest grade turns 
on commission. Address D-501, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


Splenid Side Line Opportunity 


We handle a very high class line of 
English spats and leather slippers 
which are having a good sale among 
the best stores of New York City, 
Boston and other important centers. 
We are very desirous of getting in touch 
with four ¢ salesmen to handle 
these goods as a side line, and to cover 
the following territories: 

1 New York and vicinity 

2 Boston and New England 

3 Philadelphia, Baltimore and 

Washington 

4 Chicago and the Middle West 
Only reliable men with established 
trade will be considered. Address with 
full particulars. D-503, care Boot and 
Shoe Recorder, 207 South St., Boston, 

ass. 











POSITION WANTED 


RETAIL SHOE MAN wants position, 15 years’ 
experience fitting shoes and jopedic ap- 
pliances, managing repair departments, trimming 
windows. Able to buy and sy. store or depart- 
ment. Now assistant buyer in Chicago. Now or 
January 1, Illinois, Wisconsin, Michigan. Ad 
D-490, care Boot Shoe Recorder, 189 West 
Madison St., Chicago, Ill. 


SITUATION WANTED—Married man, 39 years 
of age, with 20 years’ of retail shoe store experi- 
ence, desires a line of men’s or ladies’ medium price 
welts, or ladies’ novelties for New E ind. 
Address D-497, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 











CAN THIS MAN BE OF 
SERVICE TO YOU 


He has accomplished splendid results 
as general manager of a cocporation 
operating a wholesale shoe house and 
small chain of retail steres. ~ 
He is thoroughly conversant with the 
purchasing and merchandising of low 
and medium-price shoes in quantities. 
He has the necessary essen 
success; youth, health, energy, ambi- 
tion, capability, and adaptability. 

He will shortly be available for a con- 
nection that will insure a future com- 
mensurate w'th the results he pro- 
duces. c 

If this man can be of service to you 
write, D-494, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 














HELP WANTED 








“BOBS” 


We want several two-fisted producers 
on a high-grade line of boys’ shoes. 
This is a short line, but priced right 
and has proved itself. A new idea and 
anew method. Tell us all in first letter 
and work fast. 


KANNALLY-WICK CORPORATION 
HIGHLAND, ILL. 














LINE WANTED 


WANTED_To communicate with several con- 
cerns selling to the shoe manufacturers. Have 
many years’ experience and acquaimtance with the 
trade. Ohio territory preferred. Address D-492, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 


WANTED—A good line of shoes, Goodyear 
Welt, boys’ or girls’ or both for North Jersey. 
Reliable man. Address K 643, care Boot and Shoe 
Recorder, 127 Duane St., New York City. 
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FOR SALE 


WANTED TO PURCHASE 





REAL shoe store in central Indiana city of 

12,000. Old established store. Rent $100, 
about two-year lease. Will sell worth the money. 
Best location in town. Good reasons for selling. 
Address O. M. Hammond, Frankford. Ind. 


HOE OFFICE FIXTURES FOR SALE—Sec. 

display cases or bookcases, desk, tables, carpets, 
etc. Everything in good condition. Quick sale 
desired. I. Miller & Soas State at Monroe St., 
Chicago, Ill. 


{OR SALE—A good paying shoe store with up- 
to-the-minute store front and fixtures, in the 
best location of Union Hill, N. J. Reasonable rent. 
Address D-491, care Boot and Shoe Recorder, 
Boston, Mass. 


OMEN’S Style Specialty Boot Shop for sale, 
modern, high-grade, profitable. y * oppor- 
tunity for health seeker in wonderful dry climate. 
Draws to big population, oe at invoice plus 
,000 for 10-year lease, goodwill fixtures, etc. 
A bargain. Address D- Sot, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 














THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 BROADWAY NEW YORK, N.Y. 
PHONE—SPRING 9965 
FOR 


WILL(SLOW SELLERS 


BUY (€NSine stocks SCASH 


Bargeias in shoes always on hand {or special sales and bargain basements 








CASH PAID 


for entire shoe stocks or surplus stocks of 
or other merchandise. Any quantity. 
Feomet « attention given. 
KIRSCH-BLACHER CO., Inc. 
293 Church St., New York, N. Y. 
Phone Canal 0679 











Fors SALE—Only Exclusive Shove Store tn Ocala, 
Florida. Stock about $8,000. Spot cash 
business. Reasons other business, must sell. 
$5,000 cash, terms on balance if desired. Little’s 
Shoe Parlor, Ocala, Florida. 





FOR RENT 


FoR RENT—Space in department store. Ladies’ 
and children’s popular-priced shoes. Main floor. 
One hundred per cent location, 100,000 Ohio town. 
Address K-648, care Boot and Shoe Recorder, 127 
Duane St., New York City. 








HOE DEPARTMENT for rent in beautiful 

store on Market St., Newark, N. Address 

- 647, care Boot and Shoe Recorder, 127 Duane 
, New York City. 





DO YOU CONTEMPLATE 


Retiring or going out of business? 
I will pay value for your entire or 


Leases havi 
Eatablished 


a shert term to run taken over. 


years. 
I. OLENICK 
413 Breadway, New York. Tel. 9531 Canal 
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Boot and Shoe Recorder 


PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT BY THE 


BOOT AND SHOE RECORDER 
PUBLISHING CO. 


(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 


OFFICERS OF THE CORPORATION 


CHARLES G. PHILLIPS, President 
EVERIT B. TERHUNE, Treas, and Gen'l Mgr. 
GEORGE W. R. HILL, Ist Vice-President 
H. WALTER SCOTT, 2d Vice-President 
ARTHUR D. ANDERSON, Secretary 


SWAIN, CARPENTER & NAY, Counsel 
101 Tremont St. 


ARTHUR D. ANDERSON, Editor 
E. C. LOGAN 
OWEN A. THOMAS 
HELEN M. HANEY 
Associate Editors 





PUBLISHER’S NOTICE 


ree yt Oy subscription price of the 
and Shoe R ler is $5.00 a year in 
includes postage in the 
Cuba, Hawaiian Islands, 
= pine Islands and Mexico. The price 
anada is $6.00 a year, including postage. 
peommen SUBSCRIPTION—The price to all 
foreign countries except the above is $10.00 
per year, including postage. 
All subscriptions are payable in advance. 
ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates 
for Wants, for Sales, etc., see Want Page. 








CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over. 
We will send a representative to investigate 
and make offer upon request. 


Kalter Cerf. Mercantile Co., Inc. 
ork City 
5160-5161-5162 





591 Broadway, New Y: 
Phone Spring 








Ground floor space, front 25 x 60, for 
rent for high-class ladies shoe depart- 
ment, all mahogany fixtures, except 
chairs. Ready for business at once. 
High-class millinery on same floor 
rear, and Ready to Wear is on second 
floor, very best location. Ad 

Sherer & Kessler, Birmingham, Ala. 














SPACE WANTED 








WANTED 
SHOE DEPARTMENT SPACE 


Wanted, space for shoe department in 
department store. Can furnish high- 
grade references. Address D-499, Boot 
and Shoe Recorder, 207 South St., 
Boston, Mass. 

















WANTED TO PURCHASE 


Wanted for Cash 


Wanted for cash—shoe stocks—stores 
and leases taken over. Address D-498, 
care Boot and amg Recorder, 207 South 
St., Boston, Mass. 




















MISCELLANEOUS 








SHOE STORE /gammame)(S 
CHAIRS 
SETTEES 





WINDOW DISPLAY FIXTURES 
The OSCAR ONKEN Co. 
1181 4th St., CINCINNATI, OHIO 














SHOE STORES 
BOUGHT FOR CASH 


Retail or Wholesale Stocks 
Any Amount. Write Me 
D. KOCH, 908 Putnam Ave., Brooklyn, N.Y. 











Bicycle 
STEP 
LADDERS 


are made 
in many 
styles and 
to fit all 
kinds of 
shelving. 

Send for cata- 
log giving full 


description 
and prices 


THE BICYCLE 
STEP LADDER 
COMPANY 
67 Rentcteh | St. 

Chicago, Tl. 


OFFICES IN 


BOSTON OFFICE: 207 South Street. Corre- 
spondence relating to all departments 
be to the Boston office. 
~~ OFFICE: 224 Moraine St. Geo. 
. Hill, Manager. Telephone 507. 
curaae OFFICE: 189 West Madison St. 
Telephone Main 1089. B.C. Bowen, Manager. 

ST. LOUIS OFFICE: 1627 Locust St. B. C. 
Bowen, Manager. 

NEW YORK OFFICE: Room 101, Graham Bldg., 
127 Duane St. Walter Scott, Manager. 
Telephone 2425 

PHILADELPHIA OFFICE: Suite 1420, Widener 
Building. H. Walter Scott, Manager. 

HAVERHILL OFFICE: Chamber of C 08. 
Rooms, Haverhill National Bank Bldg. Geo. 
W. R. Hill, Manager. 

CINCINNATI OFFICE: 810 Second National 
Bank Bldg. H. M. Bowen, Manager. Tele- 
phone Canal 4426. 


ROCHESTER OFFICE: 623 Powers Bldg. 
Rossiter L. Seward, Western New York Repre- 
sentative. Telephone Main 969. 

LYNN OFFICE: Fred A. Gannon. 

MILWAUKEE OFFICE: Leonard E. Meyer 

B. C. Bowen, so ), 405 Broadway. 
hone go Poonewer Aes 

WASHINGTON OFFICE: William L. Daley, 
816 Fifteenth St. 

PARIS OFFICE: 2 Rue des Italiens. L. Hub- 


bard, Man 
LONDON OFFI ICE: : oe Cc. oe, Manager, 
don, S.W., 1. England. 
AUSTRALIAN OF (OFFICE: 430 tit Collins St. 
Melbourne. . Jervis Manton, Manager 
CONTINENTAL ret: William = 


2, Vienna, Austria. 
ARGE ENTINA: Boer uenos Aires, Rivadavia, 2721, 
rente. 
BRAZIL: rg oh John S. Fitch, 88 Rua 
General Camara, 88 Sob. 
CHILE: ——qy Rosas 1123-1127. Otto 


Fuhrimann, 
CUBA: Mr. H. Gomez, Corrales, 2A Havana, 


Cuba. 
JAPANESE OFFICE: Yokohama. J. F. Wagen, 


Manager 
SPAIN: Nz | Gerente, lowes A Miguel, Librere, 
Editor, 20 Fuecarral, M 











WANTED TO PURCHASE 








Mt fy - pey A. tr, 4 y- 
other merchandise. Quantity no object. 
“er 30 year 


and mercantio reference. 


BROOKLYN PURCHASING SYNDICATE 


FRANK WA Proprietor 
610 Broadway Brookiys 
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OPPOSITE SOUTH STATION G5 SEX ABSOLUTELY FIREPROOF 


McCARTHY BROS., PROPRIETORS 
400 rooms, 300 baths, $2.00 a day and up. 


All the comforts and conveniences of modern hotel service are yours at the ‘‘Essex.”’ 
You could pay more, but where could you get more? Qn your next trip to Boston, 
register at the ‘‘Essex.”” We advise making reservations. 


THE ESSEX HOTEL COMPANY 
BOSTON, MASS. 




















. GREELEY QUALITY 
aueee BOUDOIRS 


i. enadin tm he hast PRICES RIGHT 

s e e bes ; - tess 

equipped factories. WORKMANSHIP 
It goes through a : A 1 
process which LET US SEND 
> . the finest SAMPLES 
thread for sewing 

YY shoes Wonderful IN STOCK Black —Red—Havana 
finish. Uniform in Brown — Blue — Pink 
quality. Dependa- 


ble. Durable. Try it. A. W. GREELEY 


Write for Samples 49 Washington Street, Haverhill, Mass 
JOHN C. MEYER THREAD‘CO., Lowell, Mass., U.S.A. " Beanch Restery, Newton, N.i. 














BLOODED -STOCK 


If you were buying a horse and he was just a horse you 
would have to take for granted the things the owner said, 
and then wait for experience to show if he had spoken the 
truth. 


But if you bought a horse of blooded-stock that had a 
pedigree, you would not need to take the man’s word for it. 
The pedigree would show his ancestry and race and give you 
an idea of the animal’s capacity for speed and endurance. 


It’s the same in buying advertising space. Some publica- 
tions sell “iust a horse” and you have to take their cir- 
culation statement with a pinch of salt. 


The Boot and Shoe Recorder is blooded-stock. An A BC 
statement is the pedigree that tells you what to expect in 
the way of speed and endurance. 


The Boot and Shee Recorder will appreciate your mentioning the publication in replies to advertisements. 
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A pair of boys’ shoes recently 
imported by an exclusive New 
York house. Note the trim ap- 
pearance of the Lacing Hooks. 








TYISTINCTIVE shoes’ for 
children’ ‘feature lacing 


hooks. 


Your customers appreciate them 
because they make it easy for the 
children to lace their own shoes. 
Children take pride in them; parents 
take comfort in them. 


For speedier, neater, easier lacing — 
lacing hooks on children’s shoes. 




















Specify lacing hooks when placing your order. 
Insist on having what you want. 
For men’s, women’s and children’s shoes. 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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EWPIE [WIN 


(Reg. U. S. Pat. Off.) 











Style 424 





84-11%, C-D 5-8, C-D 


14424—Child’s Nut Brown Calf 6 inch Cap Toe Boot $3.10 $2.85 
17424—Child’s Black Calf 6 inch Cap Toe Boot $2.85 
15424—Child’s Patent Black Calf Top 6 inch Cap Toe Boot ..................... $3.25 $2.85 


SPECIFICATIONS 


Choice Upper Leathers Snug Fitting Heel Seats 
Flint Stone Bend Outer Soles Our Health or No. 10 Last 
Flexible Oak Inner Soles ‘‘Red-Line-In’’ Linings 

Sole Leather Box Toes and Counters Genuine Goodyear Welts 














Do you want a footform good looking 
“Health” shoe for little folks that 
looks good, fits good and made to 
wear? You need this very shoe and 
we carry them on the floor, order today. 


Ask Us to Send Catalogue 


THE JUVENILE SHOE CORPORATION 


MANUFACTURERS 
CARTHAGE MISSOURI 











Vol. 82. No.2. Published every week by the Boot and Shoe Recorder Publishi Company, 207 South Street, 
Boston, Mass. Entered as second class matter April 15, 1922, at the Post Office at Boston, Mass., under the Act of 
Congress of March 3, 1897. Subscription price $5.00 a year. Printed in U. S. A. 
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THREE GREAT LEADERS |. 
FOR SPRING, 1923 





“Always Standards of Excellence’’ 


Aztee Calf 
Viking Calf 
Norwegian Veals and Calf 


“Am wz 














Aztec Calf A.smooth finished leather of superior merit | 
Pliable and 


for spring and summer shoes. 
strong, and pleasing to the eye. Offered in the fashionable shades. 


Viking Calf A smooth finished leather, available in black 


and five colors. Used with unqualified success 
by the country’s foremost manufacturers. 


° A line of leather 
Norwegian Veals and Calf ary Page 


finish which we have made continuously for twenty years 
under this name. 


A. F. GALLUN & SONS CO. 


MILWAUKEE, WIS. 
A. F. GALLUN & SONS, INC., H. A. Ely, Mgr., 11 East St., Boston . 




















The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. | 
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FGODING== " ‘ 
“a= Hive Live 


Sellers for 
Fall and Winter 





No. Y605 
Bal Shoe, Rueping’s Hazel Brown Semi- 
nole Calf, Yale Last. Goding All- 


Leather Construction. A, B, C, D. 
S a 


that are truly cor- 
rect fin Fashion 


No. Y755 . 
Raglan Blucher Oxford, Rueping's and Fit : 
Black Calumet (Norwegian) Grain 


Calf, Yale Last. B, C, D $4.80 





EATHERS 


of the best tan- 
nages and most 
popular finishes. 














Bal Oxford, First-Grade Patent Colt, 
LaSalle Last Goding All-Leather 


Construction. B, C, D........$4.65 | 4 No. Y700 
Bal Shoe, Rueping’s Black Seminole 
Calf, LaSalle Last. Goding All-Leath- 
er Construction. A,B, C, D....$5.00 


Immediate Delivery; 2% 10 Days 


THE GODING 
ie SHOE COMPANY 


Bal Oxford. Rueping's Tan Calumet 833-855 W. CHICAGO AVE. - CHICAGO 


(Norwegian) Grain Calf, Yale Last 




















-—— 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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“% \PEACOCK 


ART IN SHOES 


MANY OF THE LARGEST HIGH 
GRADE SHOE RETAILERS IN THIS 
AND FOREIGN COUNTRIES ARE 
FEATURING THE “PEACOCK’'—A 
SHOE OF ONE GRADE—THE BEST. 


UT 

















= & OR WIRE FOR AGENCY 
NOW—AND ASK ABOUT “PEA- 
COCK" ADVERTISING SERVICE. 


EACOCK SHOES 


\ Manutarored wed _wnly ly 


H SHOE COMPANY 
ST LN LS; 40) 
SX 


MS 
in 


a] 
Ni 


Iye-4 


‘ 
Hit 


TRADE MARK REG.U.S.PAT.OFF , 
AND IN FOREIGN COUNTRIES. 























PUL rr. 

















The Beet and Shee Recorder will appreciate your mentioning the publication im replies te 2 advertisements. 
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j Theta 
Bg EL IL EE Za 


Ge ms 
45 — I i 


4 


$4.60 — sTANWORTH— $4.60 


IN STOCK 


Widths A to E 
Sizes 5 to 12 





No. | No. 2 
RUSSIA CALF RUSSIA CALF 

No. 4 PANAMA LAST 
BLACK CALF RUBBER HEEL 


BIG FOUR LAST 
RUBBER HEEL 


QUICK TURNOVER—MORE PROFIT 


“Couldn't run ou: store without Stanworths,” a city retailer told us 
recently. It will pay you to always keep sizes on your shelves. You 
can fill in every week. They will sell readily at $7 giving you a 34% 
profit, 

~ Oak bend outsoles. Full grain insoles. Sole leather counters and box 
toes. Lasts that will fit the majority of men who come into your store. 


POO 


rer ar a rene a 


TOUP TU 


OL: 
/ 
E 
)) 
AE 
\ 
4: 
NE 


Se 
er re 


Marion’s central location assures you of quick deliveries, not only on . 
your first order but on your sizing orders as well. 








ULL Tee UIT TEEEEAEITTETINTTEVITETILITISIITANMMIEI SPIEL IA EIDTIIILINPIEMATINIIE IDI EEIEIEEEEIPIDIEI ELEM 


MARION SHOE CO. 
MARION, INDIANA 


UOT OTT 











7 a —— a ——— el} 
see RRUETERERDIDURESURAOLAEUTEEEEL AT ELOULUUELED EU EEE aa as i PREM PME EET TE TTT Tn Hibaueareiell ELIT) 


The Boot and Shoe Recorder will appreciate your mentioning the publicetion in replies te advertisements. 
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“ARMORTRED 

















— Specially 
for INFANTS 


A™ ARMORTRED for the little tots 


that progressive makers and dealers are 
welcoming. 
lt Wears Longer 
It Doesn’t Scratch Floors or Furniture 
It’s Easier on Little Feet 


Just another bit of progress in Rubber Heel 


making, following through our policy of keep- 
ing ARMORTREDS ahead in rubber heel 


development. 


Quabaug Rubber Company 


No. Brookfield a Massachusetts 


be peblication in replies to edvertiooments 





The Boot and Sho- Recorder will appreciate your tieni 
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| “BEST AT THE PRICE” 





7 shrewdest buyers in the 
world are not those who can 
pick the lowest prices --- but those 
who can pick the goods with the 
highest merit and value at the 
prevailing popular price. 


The first chance you get, take 
a pairof (B-P) shoes and examine 
them inside and out, carefully. 
Observe the style, the workman- 
ship, the distinctiveness, the qua- 
lity that’s built into them, --- then 
compare their price with shoes 
approaching them inclass, You'll 
understand then what makes the 
(B-P) line the most popular line 
of all. 


That's the story. Get ‘Best at 
the Price’ shoes NOW and prove 
it to your own satisfaction. 


% Y 


No. 314—Patent Lea- 


ther Oxford, 4% Wing- 
foot Heel, A-GradeFull 
Grain Counter, Polo 
Last, B,C and D, 6 to 


ll. Price, $4.50 


No. 415-Black Boarded 
Calf Bal. Four rows 
Stitching on tip, vamp 
and quarter, 4% Wing- 
foot Heel, 10 Iron A- 
grade Oak outsole, A- 
grade Full Grain Coun- 
ter, Radio Last, B,C 
and D, 6 to 11. 
Price, $4.85 





-Beals-Pratt Shoe Mig. ie: 


MILWAUKEE 





WISCONSIN 


The Boot and Shee Recorder will appreciate your mentioning the publication in replies te advertisements. 
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oC 








LENDER FOO 
ARCH FITTER 


TRADE MARK 





An Innovation 


“OQUTSIZE” TOPS on a COMBINATION LAST 


IN STOCK 














No. 952 is a special measurement boot for which 
there has been an insistent demand, for, while the 
average stout limbed foot requires a STYLISH 
STOUT OUTSIZE last, many women have fleshy 
limbs and unusually thin heels. 

It will also be appreciated by the woman whose 
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arches have lowered to a considerable degree, for, 
due to the breaking down of the arch, the ball of the 
foot spreads, the great toe joints enlarge, the limbs 


swell, but the instep and heel measurements re- 
main the same. 




















B952—Black glazed kid “outsize” 
top, 8-inch height, perforated tip, 
medium rounded toe, | ¥2-inch mili- 
tary heel with a rubber top lift. 
Goodyear welt construction. 


Widths A to EEE 
Sizes 214 to 12 


Price $6.00 


No. 952 is built over a combination 
last, insuring adequate support 
through the arch and instep. The 
smaller heel measurement will per- 
mit the allowance of an extra width 
over an enlarged joint, and the “‘out- 
size” top insures a proper lacing. 


A Re-inforced Steel Arch-Supporting Shank 
is built into every pair 


‘a ROCHESTER, N. Y. 


Chicago Office: 


506 Security Building 
189 W. Madison Street 








The Beot and Shoe Kkecorder will appreciate your mentioning the publication in replies te advertisemenis 
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IN STOCK 


Four Rapid Sellers 








No. ys wre Oxford, Rubber Top Lift, Hazel 
Last, 10-8, AA to D $5.00 














; VERY Crooker & Morse creation 
has just the right degree of style to 
please your exacting women customers. 
Care in workmanship, together with the 
use of honest materials, makes possible a 
shoe you will be proud to offer. 


These four new numbers exemplify the 
Spirit of Fall. ‘They are correct, timely in No. 623—Patent Two-Strap Pump. Goodyear 
every detail, all solid, standard lines of Welt, Phyllis Last. 14-8 Heel $5.25 
high-grade materials, and unsurpassed 
for fitting the feet. 














We strongly recommend that you 
order early, that you may get 
these new styles in good time for 
the certain demand. 





No. 622—Kid On>-Strap, Phyllis Last, Good 
year Welt, 14-8 Heel . $5. 














CROOKER & MORSE, 
BRIDGEWATER, 
Top tits 12.8 Meck" Luciie tat. Wt ® ce * MASS. 


~*~ 


wan - 


te your_mentioning the publication in replies to advertisements. 


No. 520—Kid Oxford, Goodyear Welt. Rubber 
$5.00 
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i BEACON (ec 








THERE ARE NO BETTER 


SHOES 


FOR FIT—FOR STYLE—FOR WEAR 


RAPID SALES 


Beacon shoes are made with one merchan- 
dising idea in mind—volume selling. To 
make this possible we have built into 
them the latest in stylish patterns and 
lasts; we have given them all the quality 
expert workmanship can afford; we are 
selling them at prices that meet the popu- 
lar favor. 

If you’re not handling Beacons, you're 
missing a bet this fall. Send for stock 
catalog and complete merchandising in- 
formation. 


SS 


“ty 




















No. B171—Radio 
Wine Knicker Calf Bal, Good- 
ear Wingfoot Rubber Heel 
3. 6 to 11; C and D, 5 to Li. 
Price ree 
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No. B52—Dover r 
Pusent Leather Densine Oufard. ag: Toe, 
No. B5008—Swag Soft Hairclot! x, Turner Flexible Inner- 
Patent Leather Oxford, Single Sole. Bevel vole, Light Weight Flexible Outersole with - Calf Bal, Sauars Wing Tip Geed- 
Edge, Goodyear ingfoot ubber Hee! Close v ze. Leather Meet. ° ‘orocco , ’ 
B, C and D, 5 toll. Price........93.7) to 11; Cand D, 5 to ll. Price $4.20 4 —@ eeebeeetietede i 


F. M. HOYT SHOE CO., Manchester, N. H. 


STOCK DEPARTMENTS LOCATEDAAT 





Ih Keel 


nl 


mf 
(ie 


3 18 South Wells S:. 
Chicago, Ill. 
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BEACON 


THERE ARE NO BETTER 


SHOES 


FOR FIT—FOR STYLE—FOR WEAR 


QUICK SERVICE 


No matter how many selling qualities a 
line may have, you can’t get volume busi- 
ness and quick turn-over unless you have 
quick stock service. This has been a 
strong Beacon department for many sea 
sons, and the growing popularity of this 
line is in no small measure due to our un- 
failing stock service. We back our judg- 
ment on the selling value of our shoes by 
carrying many styles and complete sizes 
No. B118—Brute 


and widths on the floor. Morucoo Calf Bal, Govdyear 


Wingfoot Rubber Heel 
6 to 11; C and D,’5 to Il. 
rice. : . $4.20 


Bw 


M Call Bal Goodvser W - aerate 
orocco Ca 700d year ingfoot Black Hehe 
Rubber Heel. A, 6 to 10; B and C, mo. Oxford Regular Eyelets, . B5004— Brute 
D, 5 to 11. . ont, 6a Double Soles, Goodyear matest Chestnut Eakins Oxford, Regular Eyelets, 


Rub — 
No. 01—Same ini(Gun Metal. Price $4.20 i a, a i Ae seinen Goodyenr | Wingfoot 
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F. M. HOYT SHOE CO., Manchester, N. H. 


ASTOCK IDEPARTMENTS LOCATED AT 


18 South Wells St. age Tad OSA SRM a cee 1 Manchester 
Chicago, lil WN y i 
cago, Ill. onl x . ' Bik New Hampshire 
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TEEPLE 


WELTS ” BOYS 


are as high in quality as shoes can 
be made—and as low in price as 
standardized production makes pos- 
sible. 


One last—a tried and true last which 
insures lasting comfort and unhin- y | S FOR QUALITY 
dered growth for the young feet i) ‘ — 

, ae ‘ : you should feature the Certified Shoe 
Five styles which cover all ordinary | Tg because it is always strictly hand last- 
ro paene naa as regards appearance ed, always solid leather, always in the 
ee - forefront of fashion, always a master 
These Srentondiond Specifications . product of master craftsmen. Not 
in a TE =P’ o = MIGH 11Y GOOD ) sometimes but inva- 
SHOES: K-L Prime oak soles, cut : UV stably. it moneuens up 
by J. D. Neilson & Co.—Dryden =. ia Y> - F 
Double-Wear Rubber Heels—Fred z to the very highest 
Rueping Leather Company's upper . : standard of shoemak- 
stock. THE BEST THE MAR. ing. 
KET AFFORDS ——— 


Lo © S 99565000 OT FET) 


No. R 848 —In Stock 
Elk Last, Mat Calf, 9 


Pushing the PEEPLE Edge Sole, Leather Heel, 
“aI ele $5.25. 

line will help to hold 

down your stock and in- 

crease your turnover at 


good profit 


Style 13 
Broncho Black Kip Blucher 


Style 11 
Broncho Brown Kip 5 ucher 
B-C- 


Youths’, 1 to 2 > $3.00 
PEEP sie OS FOR VALUE 
The Certified Shoe is the shoe for you 
to stock and to push. 
Your customers will get more days’ 
ae ee wear per dollar, more dress distinction 
Even Dozens and more solid comfort 
5% Discount 10 than with other dress 
wage shoes. Consequently 
they will get the habit of 
buying regularly from 
you. 


No. R-851—In Stcok Harvard 
Last, P&V Veteac Catt, 13 Edge 

Style 12 Sole, Rubber Heel... .. $5.50 

No. R- ~ tg as 

Broncho Black Kip Bal No. R-851, except in 

Style 10 Rueping’s Brown Semi- 


Broncho Brown Kip Bal nole Calf. 
Same in Blucher, Style 11 


Youths’, | to 2. B-C-D $3.00 


Boys. 24%to6. B-C-D 3.25 
Little Men's, 10 to 13%. C-D-E 
-65 

















ORDER NOW OR 


Pa ney STONEFIELD - EVANS 
SHOE COMPANY 


TEEP LE SHOE CO. ROCKFORD ILLINOIS 


WAUPUN WISCONSIN 
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No. 509 Price $3.35 
Cecea Calf Oxford, Wing Tip, Imitation 
Saddle and Fox, Goodyear Welt, 11-8 
Rubber Heel, Princess Last. AA to D. 


No. 379 Price $4.00 


Patent Flora One Strap, Single Sole, Military 
Covered Wood Heel, Tremont Last. AA to C. 


No. 388 Price $4.15 


Patent Clarice One Strap, Single Sole, Full 
Spanish Leuis Heel, Euclid Last. AA to C. 
Ne. 389.—Same in Black Kid. Price $3.90 


Just look these over and 
see how well they fit into 
that weak spot in your 
stock. 


These are every-day wanted 
styles—especially so with 
the approach of cool fall 
weather. 


No. 784 Price $3.75 


Cocoa Calf Blucher Oxford, Tip,‘ White Fair 
Stitch, 11-8 Rubber Heel, Goodyear Welt 
Princess Last. AA to D. 


The wonderful growth in 
sales on our Arch Support 
Oxfords and Boots is con- 
clusive proof of their cor- 
rective principles as an aid 
to foot troubles and re- 
markable trade building 
qualities. 


Write us for exclusive Agency 
in your city on this line. 


BOOT AND SHOE RECORDER 


No. 455 Price $4.25 
Patent Oxford, Dull Calf Tip, Saddle, and 
Fox, Goodyear Welt, 11-8 Rubber Heel, 
Princess Last. AA te D. 


No. 373 Price $4.15 
Patent Clarice One Strap, Single Sole, Full 
Baby Spanish Louis Heel, Tremont Last. 
AA to C. : 
No. 374.—Same in Black Kid. Price $3.90 


No. 548 Price $3.50 
Black Kid Oxford, Imitation Tip, 13-8 
Rubber Heel, Goodyear Welt, Tremont 
Last. AA to D. 
No. 549—Same in Brown Kid. Price $4.00 
No. 547—Same in Patent. Price $3.75 


THOMSON CROOKER SHOE CO. 


18 Station St., Boston 20, Mass. 


The Beet and Shee Recorder will appreciate your mentiening the publication in replies te advertisements. 
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These three features tell 
you why Snag-Proof is 


Sales-Sure! 


IRST: Money can’t buy better boots, 

shoes and arctics than Lambertville 
Snag-Proofs. They fit fine—feel fine and 
wear fine! Each number is cured in 
vacuum and under pressure—a process 
which makes each one solid piece, proof 
against weather, snags and wear. 


Second: They enjoy a tremendous de- 
mand—the natural result of over fifty 
years of making friends. Your customers 
know and appreciate the unrivalled value. 
They are extensively advertised, both by 
us and by our friends, who just can’t help 
telling others about the satisfaction they 
receive. 

Third: In our broad line there is a boot, 
shoe or arctic to meet every need, pocket 
and preference. 

Fill your stock with sales-sure Snag- 
Proof Rubber Footwear. It is one sure 
way to have every advantage on the profit 
side of your ledger. You know that you 
can’t expect these selling features in an 
unknown brand built to be sold at a price. 


Write us for price-lists and full particu- 
lars. Prompt shipments on all orders. 


LAMBERTVILLE RUBBER CO. 
Lambertville, New Jersey 


Makers of the highest grade rubber footwear 
for over half a century. 


“SNAG-PROOF” | 


Rubberlootwear 














| 


TETSON SHOES 

are so well known 
for both style and super- 
ior quality that to speak 
of either seems superflu- 
ous. Every shoe mer- 
chant knows that every 
Stetson possesses both 
qualificationsin a marked 
degree. 


What some merchants 
may not know, however, 
is that the Stetson plan 
of selling makes it pos- 
sible for the shoe mer- 
chant in. the small town 
to do a sizable business 
with a small investment 
for stock. 


If you, Mr. Merchant, are 
located in a small town 
or city you will be inter- 
ested in our plan which 
we will be glad to outline 
for you if you write. 


THE STETSON SHOE 
COMPANY, Inc. 


South Weymouth, Mass. 








The Beet and Shee Recorder will appreciate your mentioning the publication in replies te advertisements. 
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“KING OF JOBS”’ 


Don’t Hesitate to 
Ask Us for Samples 


ON’T wonder where you can get 
that particular kind of shoe you 
want at any time. 
Tell us your problem and we’ll help 
you solve it. 


Chances are we can immediately respond 
with a sample of anything you want 


priced at an average saving 
of from 15 to 30 per cent. 


We are helping so many shoe men in 
this very way that we feel certain we 
can “hit the bull’s eye’’ for you. 


S. Rosenberg & Son 


“King of Jobs’”’ 
140-144 Essex St., Boston, Mass. 


S. ROSENBERG L. ROSENBERG 
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VWew Product 


N announcing the new Capitol Slipper The Wiley-Bickford- 

| Sweet Co. is presenting an unusual opportunity in felt slip- 
pers for the shoe store or shoe department. 

The Capitol is a high-grade slipper built of first quality material. 
The soles are lined with the super-fine Lamb's Wool of the famous 
Capitol Sole and they have flexible leather outer sole. For years 
this well-known wool sole has been used in great quantities by 
women who “knit their own.”’ It is a household word in almost 
every home in the country. The prestige of this famous sole is 
greatly aiding the sale of Capitol Slippers. 
The amazing thing about this new Capitol Slipper is that while in quality of 
material, design and workmanship it compares with the best, its price is re- 
markably reasonable—both to dealer and to consumer. 


The models in the Capitol Line are stylish and up-to-date. Needless to say, 
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they combine unusual comfort with their good looks. 
Sold in a wide variety of styles for men, women. 
misses and children, and in a number of attractive 
colors and combinations. 


Write to Worcester or Nearest 
Selling Office for Catalog. 


SELLING OFFICES 


Boston, 207 Essex St. 

New York, 1328 Broadway 
Philadelphia, 44 No. 4th St 
Chicago, 19 So. Wells Ave. 
Portland, Ore., 461 E. 41st 

St., North. 
St. Louis, 307 Leather Trades 
dg. 
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with an Old Nome 


CAPITOL SLIPPER NATIONAL ADVERTISING 


HE Capitol Slipper would sell on its own merit without the 
extraordinary effort we are putting behind it in an adver- 
tising way to insure its success. But it is our plan to help 

the dealer move his stock, in every possible way. Well-executed 
advertisements are appearing in the following leading mag- 
azines of the country : 














Ladies’ Home Journal Good Housekeeping 
Delineator Modern Priscilla 
McCall's 


This advertising is creating, and will continue to create, good business for 
the dealer who handles the Capitol line. The combination of a quality 
product, at a reasonable price, plus a consistent campaign of advertising 
invariably brings results. 


DEALER CO-OPERATION 


In addition to the national advertising, we are aiding the dealer in a sales 
way by furnishing him with every possible sort of sales co-operation 
een el advertisements and cuts, circulars, signs and window display 
material are all supplied the Capitol dealer free of charge. We are sparing 
no pains and no expense to make the Capitol Slipper a paying proposition 
for every progressive dealer who ties up with the line. 


Write us today for complete in- 

formation and catalog. You 

may order through your jobber 
or direct from us. 


THE 
Wiley-Bickford-Sweet Co. 


Worcester, Mass. _ Hartford, Conn. 


Remember — the CAPITOL LAMB’S 
WOOL SOLE is a fast selling quality 
product. Are you handling it? 

















The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 





























Leading producers of artistic footwear are 


enthusiastic over our new 


BRONZE 


A dark “coppery” shade that harmonizes 
beautifully with the new brown 
dress fabrics 





You need asample to properly 
appreciate this exquisite color 


Originators of 
BRONZE No, 34 
HAVANA BROWN No. 10 
LIGHT BROWN No. 8 
BEAUTY BROWN No. 5 
{ CHAMPAGNE No.18 
TERRA COTTA No.3 


— 

















SEA-GULL GREY No. 23 


MIDNIGHT BLUE No. 14 _ 
BELGIAN BLUE No. 2) ~ 
MAPLE BROWN No. 12 


| BOOZIE BLUE No. 38 


io 


















































Oscar Scherers#Bro. Inc 
29 Spruce SE:New York City 
Factory- Newark, NJ. 


i Sie= 


The Boot and Shoe Reverder will appreciate your mentioning the publication im replies te advertisements. 
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Johansen’s Feeture Arch 
Shoes for Women 


4 ECAUSE never before did women 

i find the same complete comfort in 
a shoe that they get from a pair of 
Johansen’s Feeture Arch Shoes the 
ever increasing demand makes neces- 
sary new factory construction that will 
practically double our already large ca- 
pacity. The Feeture Arch, a shank that 
is both rigid and flexible is covered by 
patents already granted and in wom- 
en’s shoes is controlled exclusively by 
Johansen Bros. 





ohansen Bros. Shoe Co. 


Makers- Womens Shoes Exclusively 
Saint Louis. 
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A Mark 
of Good Will 


For Seven years the familiar 
LUNDIN mark has been the stamp 
of quality, of comfort, of undisputed 
“correctness —the three things 
that create good will for gentlemen's 
shoes. Good will is the lifeblood of 
trade. 


Salesmen are now out with the 
Spring line of 
Lundin SHOES 


The Lundin Shoe is 
right all through. 


LUND-WILLIAMS SHOE Co. 


MANUFACTURERS 


ST.LCUIS U.S.A. 


If There is no Zundin Dealer in your 
town write for our proposition. 




















To Retail at $5,%6 and #7 





The Beot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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Style B493 
Tony Red Calf, Bal 








The Beet and Shee Recorder will appreciate your mentioning the publication im replies te advertisements. 
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The Season’s Most Popular Shoes 








No. 2370 
Ladies’ Black Suede 
Calf Oxford, Goodyear 
Welt. Sizes 24-8 
Widths B, C, D. 

Price $4.75 
No. 370 


Same Shoe, 
“Jocelyn Sewed,” 
exible. 


Price #4. nos 


No. 371—Ladies’ Black Suede Calf “Jocelyn Sewed”’ 
Flexible One Strap, Covered Heel. on we Width 
B, ¢ rice $4.25 

No. 372 


Ladies’ Black Suede 
Calf Vamp, Patent Colt 
arter, ‘Jocelyn 
wed.” Sizes 244-8. 
Widths B,C, D 


Price $3.75 


Delivery in 10 Days 


The season’s hits in quality suedes. 
They will liven up and stimulate the 
sales of your staple lines. Stylish, 
comfortable and built to wear. The 
low prices enable you to make hand- 
some profits and rapid turnover. Or- 
der now for quick delivery and meet 
the popular demand. 


Ask for folder of other popular 
sellers carried in stock 


fates Mfa 


405-417 Reed Street 











MILWAUKEE WISCONSIN 
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No. 475 
Medium Tan Boarded Bordo 
Veal, No. 48 Blucher Polo Last 
Solid Leather or ood 
Wingfoot Rubber Heel 


Weber Union Made Shoes are 
never made to meet a price. 
They are always of the same 
reliable standard. © 


$5 to $8 at retail 


New York Office, H. Harris, 1328 
Broadway, Marbridge Building 


i. i by Ni ( 
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“Wilson Sewed” 


IN STOCK 
$3.25 _ 








A 


G) \Y 











No. 410 (Code MARY) A snappy patent 
strap sandal well perforated. Jet slide buckle. 
Vamp has corded throat 12/8 rubber heel. 
A-B-C-D widths. Price $3.25. 


Harrisburg Shoe Manufacturing Company 


Shoes for Women and Children 
Harrisburg, Pa. 
**Sane Styles and Sound Values’’ 
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STEP FASTER AND LEARN SOMETHING 


Push into this Northbound throng on New York’s Fifth 
Avenue and you’ll notice most of them wearing Patent 
Leather. That’s Fashion’s edict and the country’s verdict— 
Patent for Style, and STERLING for QUALITY. Your 
customers get both in: 


Sterling Colt Sterling Hid 


Vaan = 


ae 
POO OO 


Sterling 


BRISTOL PATENT LEATHER COMPANY --- BOSTON, MASS. 








Va a aVa¥a¥. = 
9666650446656 65 = 


The Beet and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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ARCH RELIEF SHOES 


‘‘Comfort in Beautiful Footwear’’ 


are carried in stock 








Stock No. 6005— Black Kid Arch 
Relief Oxford, Goodyear Welt, 13-8 
Rubber Heel, Combination Last, No. 
13 PEs cdanvivee cassustage "$4. 50 
Stock No. 6004— Same as above, 
Beewe TES. oc .cccccccesccccevce $5.35 











Stock No. 6011— Black Kid Arch Relief 
Oxford, Goodyear Welt, 12-8 Rubber 
Heel, Combination Last, 
Ey reer 
—- 6010—Sameas above, eum 
£ $5.35 


Bapncarng in stock so that you can quickly 
supply your trade with this profit-making 
footwear. 


There isn’t a woman in your city, who must be on 
her feet a good deal—nurse, teacher, mother or 
business woman—who will not welcome with steady 
patronage, this addition to your line, and pay 
you, in good profits for your interest in her “foot 
comfort.” 


The Riley ARCH RELIEF shoe is made over a 
combination last providing ample ball and toe 
room—a clean close fitting heel and instep, giving 
comforting and satisfying support to the arch and 
distributing the weight of the body as nature in- 
tended. 


For the customer who demands the most stylish 
of footwear in combination with the ARCH RE- 
LIEF features we will manufacture in any pattern 
on thirty day delivery. 


The shoes illustrated are carried on the floor—in 
stock at all times in full assortment. 


Send in your first order today and get into this 
mighty profitable field. 


THE RILEY SHOE MEG. CO. 


COLUMBUS, OHIO 


Pe 9 TY bt Te sna PRE a NO ae aH COLE on al 
te Jest ale eee r eS wecste bcs tetas bps. 
a Be WSN A Hila hs satin tak ten Soak ft Bers aha AS 


The Beot and So 
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The Doctor Says: 


‘Vacation days are over. 
Back to the grind where 
efficiency counts. Men who 


realize that they must keep 
fit to keep up don’t always TOE-IN—WALK STRAIGHT 


realize how much the feet THE 
can help or hinder.”’ 
| SHOE 


XPOUND [the toe-in-—walk straight 
doctrine for a profit; the profit that For Men 
comes not from the sale of a single pair of whe want to step along 


shoes, but in making a man a customer for ae —— ‘ 
life. The}Doctor Shoe helps a man toe-in = — R. 


and walk straight. And selling the Doctor 
Shoe is selling efficiency to the other man, 
which in turn is efficiency for your business. 


JOHN MEIER 
SHOE COMPANY 
SAINT LOUIS 
Good Shoes for Men Since 1874 


D BS pre — oy Li ( : 


“ATTA” BROWN 61 and 
“ATTA” RED 71 








Browns are bound to prevail this Fall in all places where good taste 


o 
y . Approved Shades in Fall Leathers 


in dress is found. Merchants who can produce the right shoe in the 
most suitable leather will do a profitable business. 


Our new “‘Sunpru” colors are adapted to coming demand. They 
have the same lustrous finish and tensile strength so characteristic 
of all Brown Leathers. A few sample cuttings will interest you. 
Sent gladly on request. 


CD BROWN & Co. INC. 


— 





ROCHE rer NY 


" l nnn — Reereactl i | | (| | 
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New and Correct 
Ford Styles 


As usual, Ford Footwear for Autumn 
and Winter, 1922-23, faithfully inter- 
prets the prevailing style trend, while 
preserving a distinction and individu- 
ality characteristically its own. 


With production steadily increasing 
and quality on the high plane that we 
have ever consistently maintained, our 
organization is splendidly equipped to 
give the retail trade prompt and effi- 
cient service. 


Ford salesmen will be in their terri- 
tories with the new samples early next 
month. 


C. P. Ford & Co. 


INCORPORATED 


Rochester, NN. ¥. 


NEW YORK OFFICE: 127 DUANE ST. 











The Beot and Sher Recorder will appreciate your mentioning the publication in replies te advertisementw- 





BOOT AND SHOE RECORDER September 30, 1922 





























“First Be Sure You're Right, 
Then Go Ahead” 


Some shoe men are so used to Leather that they 
honestly never have taken time to find out that 
West Virginia Fibre is actually better, as well as 
less expensive, for shoe counters and insoles. 


We would be very glad to correspond with .any 
manufacturer or wholesaler who still has any doubts 
on the subject. If he is open minded we can sub- 
mit proof that West Virginia is not only the best 
Fibre, made by the best process, and from the 
purest raw material, but for counters and insoles it 
will outwear any but the very most expensive leather 
at about one-quarter the cost. 


Pulp Products Department 


West Virginia Pulp & Paper Company 


200 Fifth Avenue 732 Sherman Street 
New York, N. Y. Chicago, III. 








West Virginia Fibre resists water longer than leather or any of its substitutes. After 
thorough soaking, West Virginia Fibre has three times the tensile strength of leather. 
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Shoe for/Men 











QUALITY First, then—QUALITY! 


ye THE SELECTION OF THIS SLOGAN WAS NOT MERE 
CHANCE—AND IT IS NOT MERELY A CATCH PHRASE. 





QUALITY SHOEMAKING CAN BE HAD ONLY BY THE 
CONSTANT, INSISTENT DEMAND OF THE MANAGE- 
MENT. IT WAS TO EMPHASIZE AND CONSTANTLY 
REITERATE THE MANAGEMENT'S POLICY TO THE 
ARTISANS WHO WORK ON “‘MAULDIN SHOES" 
THAT BROUGHT FORTH THE THOUGHT. 


WE ARE BUILDING ‘‘ QUALITY " INTO THE MEDIUM 
AND FINE GRADES OF MEN'S DRESS WELTS TO 
SELL AT $5.00, $6.00 AND $7.00 AND WE INVITE THE 
SHOE MERCHANTS WHO HANDLE OUR LINE TO USE 
THIS SLOGAN AS OUR PLEDGE TO THE WEARER. 


QUALITY First, then—QUALITY 


ROVE SSSSSSSCSTSSS SS SESH SASS SASS SSESSUTS SSSA CESSES SAS RAREST ES SESESESES ESSE SSeS ess 


& (HAMBERS 


Seeeteevessattcteuse VERVE s esse seesseseseasaaseses 


(keex, Mautpin 






incor 


TWELFTH AND WASHINGTON AVENUE ST. LOUIS 







MANUFACTURERS 
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EDELLE 


ATTRACTIVE PATTERNS CREATE SALES, BUT ATTRAC- 
TIVENESS THAT ENDURES MAKES CUSTOMERS. 


| 

WHILE WE MAKE MANY STYLES OF EXQUISITE DAINTI- 

NESS AND CHARM WHICH QUICKEN THE FEMININE 

INTEREST, OUR MOST THOUGHTFUL ATTENTION IS 

| GIVEN TO THE TECHNICAL DETAILS OF CONSTRUC- 

TION WHICH INSURES AN ATTRACTIVE APPEARANCE | 
| 
| 
| 
| 


AFTER UNUSUAL WEAR. 


TRAVASO SAOE ComPANY 


MANUFACTURERS 


| | 1908 LOCUST STREET 









































SAINT LOUIS | 


LADIES FINE TURNS EXCLUSIVELY 


1 





| 
| 
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Hagerstown Shoe & Leg 
Hagers 


town, Maryland, 


gging Co., Ine. 





Se 
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McKAY BOOTS 
INCLUDING RUBBER HEELS 5-8 8-ll 11%- 
410 Gun Metal Polish, High Cut, 
edge neve 8 we F me 
400—Gun Metal Polish, High Cut, 
Rubber Heel ‘ ‘ ae 1.55 1.80 
1400—Gun Metal Polish, High Cut, 
English Toe, Rubber Heel 1.80 2.15 
412—Patent Polish, High Cut. Wedge .1.55 1.80 
402—Patent Polish, High Cat, Rub- 
ber Hee! 1.80 2.10 
1402 eget Polish, High C cut, | English 
1¢, Rubber Heel sees 2.10 2.60 
414 aan Polish, High Cut, 
Wcontcosnse ccsecsecseneee Ge 
404—Mahogany Polish, High Cut, 
Rubber Heel........ . ae 1.60 1.85 
1404—Mahogany Polish Hi Cut, 
English Toe, Rubber Heel. 1.85 2.20 
416—Black Kid Polish, High Cut, 
Ph ceenkceteesbucedsaeess 1.50 1.75 
406—Black Kid Polish, ‘High Cut, 
Rubber Heel . 1.75 2.00 2.40 
1406—Black Kid Polish, ‘High ‘Cc ut, 
English seevneeaunens 2.00 2.40 
418—Nut Brown Cut, Wedge. . .75 
408—Nut Brown, Cut, Rub... .75 2.00 2.40 
1408—Nut Brown, Cut, English . 2.00 


‘*Mother Hager”’ 


Stitchdown Boots 


5-8 8%-ll 11%-2 
320 —Tan Lotus Button. ..$1.35 $1.60 
320H—Tan Lotus Button, Heel.... .. 1.99 
385 —Smoke Button.............-- 1.35 1.60 
385H—Smoke Button, heel.......... = 1.90 
330 —Cherry Lotus Button. . 1.35 1.60 aon 


330H—Cherry Lotus Button, Heel. 


302 —Patent Button............--- 
302H—Patent Button, Heel.......... 


300 —Black Kid Button..........- 
300H—Black Kid Button, Heel... ... 


301 —Gun Metal Button 
301H—Gun Metal Button Heel.. 


235 —Tan Lotus Blucher........... 
235H—Tan Lotus Blucher, Heel...... 


245 —Black Calf Blucher........... 
245H—Black Calf Blucher, Heel...... 
285 —Smoke Blucher 

285H—Smoke Blucher, Heel 

265 —Mahogany Elk Blucher 1.3 1.60 
265H—Mahogany Elk Blucher, Heel . 1. 


90 
237 —Tan Lotus Polish........--... 1.35 1,60 
237H—Tan Lotus Polish, Heel... -... 1.90 
—Cherry Lotus Polish. . 11.35 1.60 
3I7H—Cherry Lotus Polish, Heel. 1.90 
207 —Black Kid Polish............ . 1.35 1.60 
207H—Black Kid Polish, Heel... .... 1.90 
247 —Gun Metal Polish............ 1-35 1.60 
247H—Gun Metal Polish, Heel....... 1.90 
287 —Smoke Polish................ 1.35 1.60 
287H—Smoke Polish, Heel........... 1.96 
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Boost Spats for Style and 
for Weather Protection 


IFTY years ago “Standard SPATS” were used only 

for weather protection — but as style became the 

factor in dress, we added “the style _element,”’ 
always bettering the materials, fit and finish. 


Today, it is an established fact that needs are ideally 
met and that Fashion is enhanced by “STUNNING 
Standard SPATS”’. 


Your spat sales will increase surprisingly, as soon as the 
public knows that you sell “STUNNING Standard 
SPATS’’—for Fifty Years the Spat Standard of the World. 





DRADS —our new product—an elaboration of 








the spat idea, are a vogue in them- 





selves; especially for college girls and all members of 
the ‘Younger Set’’. 


S. RAUH & COMPANY 
310 Sixth Avenue New York 
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Confidential 


HE ideas of our customers which they confide to 
us for development are strictly and_ sacredly 


protected. 


This is one species of information in which the United 
Last Company’s branches are not permitted to share. 


On the other hand, our own ideas gathered from the 
best thoughts of our designers in every leading shoe 
center are available at any United Last Company 
showroom or factory for the benefit of the entire shoe 


manufacturing industry. 








| SIX SHOW ROOMS 


BOSTON 
212 Essex St. 
CINCINNATI 
803 Sycamore St 
ST. LOUIS 
Adv. Bldg., Rm. 303 





CHICAGO 
Wells Bidg., Rm 406 
PHILADELPHIA 
331 Arch St. 
MILWAUKEE 
10 Metropolitan Bidg. 





TEN FACTORIES 


Suore TON ROCHESTER 
RHILL 

YNI N 
CHICAGO . LOU 
NEW YORK (t§{MILWAUKEE 

Affiliated Company 
United Last Company, Ltd. 
Montreal 
with Branch Office at Toronto 


HEADQUARTERS BOSTON 
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Since the introduction of Ohio Kaffor Kid , its 
om has exceeded our fondest expectations. 


Coming hen innovations are the order of the 
aay the cstnctfoatures and characteristics o thse 
pe dae rt mol othe leading shoe manufac- 


turers of the worid. ee tae ed 


Ohio Kaffor Kid is superior to any other dress shoe leath- 
er manufactured for appearance,comfort and wear. ~ 


in Black and Morro Brown-guaranteed a straight 
Originated and manufactured exclusively by’ 


atheyr Co. 
The Miran Onto 











eneral 
amid Ohio fete 0 


33 South St. 


Philadelphia 


Ohio Leather G@ompany 
325 Arch St. 


Onder 3 louis her@. 
fg mee - 


New York. 
Oscar Schererve Bro. 
29 Spruce St. 
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No. 504—Lever’s Beaver Quar- : No. 494—Genuine Gray Buck 
ter—Patent Leather Fox Polish Quarter. Red Fox Polish. Red 
Beaver Inlay. Patent Leather Lace Stay and Collar. Wedge 
Collar. Wedge Heel. Pony Cut Heel. Pony Cut. 


TURNS --THAT TURN FAST 


Humphrey numbers are a fast-turning line of children’s shoes with a 
nation-wide prestige. Carried everywhere by wholesale distributors, 
you will find no cleverer combinations of styles, colors, and leathers. 
Write or wire us collect for name of jobber near you who will show 
you these popular creations of Humphrey. 


Herbert Humphrey’s Sons Marblehead, ) Mass.§ 


Boston Office, 59 Lincoln Street 


No. 499—Golden Brown Kid No. 489—Black Kid Whole 
Whole Quarter. White Kid Quarter. Gray Ooze Lace Stay. 
Quarter Insert. Wedge Heel. 


AUAPHREYV 


TURNS 
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nmAnNAresS 


Every Number Listed Is INSTOCK 


These are shoes that will 
please your trade and 
plump profits through rapid 
turnovers. 


B769—Black Satin Beaded One Strap. 
Carries 14-8 Junior Louis Heel. Leather 
lined, Genuine Steel beading on Vamp. 
Widths B-D. 


B782—Same as B769 but a Genuine 
Turn with Full Breasted 16-8 Louis 
Heel. Steel Beading on Vamp and 
Strap. Widths A-D}Price...... $3.75 


No. B802 is a brocaded black satin, 
imitation turn, one-strap. Carrying 








No. B769 











$ 85 14-8 Junior Louis covered heel. This 

). shoe is leather lined. Widths B-D. 
Price $2.85. 

B777—Same as B802 in turn. Carries 

No Extra Charge for 16-8 Full Louis heel. This shoe is 


leather lined. Widths A-D. Price $3.50 


Single or Sample 
Pairs 








$3.00 








No. 865. Black Satin Colonial Pump, 
No. B802 Imitation Turn, Leather lined, 14-8 
Spanish heel. Widths B-D. Code Rae. 


$ S 5 Price $3.00. 
. : No. 793. Same as B769, except with- 
out steel beading. Price $2.75. 


HANNAHSONS SHOE Co. 
HAVERHILL, MASS. 
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BEND LIKE BIRCH BOUGHS 


No. 460—Women’s 16- 
inch Choc. Elk Riding 
and Hiking Moc. Good- 
year Welt, Grain Inner- 
sole, Leather Outersole, 
Rubber Heel, Half Bel- 
lows Tongue, 34-inch 
Inside Top Facing. eb 
er Last. Widths C 


and E.. 
In Stock—Price, $5.75 


No. 461—Brown Calf 
and No. 462 Pat. Colt 


to order at same price. - 


No. 633—Men's 12-in. 
Tan Oil Grain S 
Moc. Goodyear Welt— 
Half Bellows Tongue, 
Grain Innersole, Uskide 
Outersole, Rubber Heel, 
Oak Bend Slip Sole, 
eee hy ng welt 
—, Last. Widths 
D and 
In Steck Price, $5.00 
Same inl4-in. to order: 
Price, $5.25 
Same in 16-inch to order 
‘ice, $5. 
Boys No. 523—9-inch 
Tan Oil Ggain Moc... 
In Stock—Price, $3.40 


Tere eee eee 














Fllexilblle 


GOODYEAR WELT MOCCASINS 
IN-STOCK 


The trade for years have looked for a moccasin 
that can be repaired at the sole and that will not 
rip at the sewing of the vamp. We have per- 
fected a machine-sewed toe, so are able to make 
Soc-O-Mocs by the welt process; we get volume 
production and volume price, not possible by 
hand-sewing method. 


Moccasins For the Whole Family 


We make a complete line for sport, work, and play mocca- 
sins. Twenty styles of our best sellers carried in stock for 
immediate shipment. 


Send for catalog 


SACO SHOE CO., Inc., :: SACO, MAINE 


Boston Office, No. 10 High Street 





No. 603—Men’s 5-inch 
Tan Oil Grain Blu. 
Goodyear welt, Grain 
Leather Insole, Oak 
Bend, Slip Sole, Uskide 
Outi le, Rubber Heel. 
Munson Last. Widths 
ff) ees 
In Stock—Price $3.50 


No. ooo — en's, same 


In Stock—Price $3.50 
ay 500—Boy’s Choc. 
In Stock—Price $3.00 
No. 503—Boy’s Tan 
Oil Gr. to order...... 
Price, $3.00 


Attractive Territories Open for Salesmen 





SOC-O0-MOCS 
GUARANTEE 
We guarantee to re- 
place without charge 
ny pair of SOC-O- 
MOCS which rips at 
the sewing of the vamp. 
Saco Shoe Co., Inc, 








SOC 0-MOCS 


FOR THE GREAT OUTDOORS — 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 




































SOC-0-MOCS 
GUARANTEE 
We guarantee to re- 
place without charge 
any pair of SOC-O- 
MOCS which rips at 
the sewing of the vamp. 
Saco Shoe Co., Inc. 
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SLEPIMEBA AAPA AM MPABM PREPS ELSEPLLOAAAA \. 


An Announcement 





4p 


Aes 


The Rich Shoe Company, nationally known for 
its ““ Julia Marlowe” shoes, announces the addi- 
tion of the new “Rich” line. This line embodies 
a higher touch of style and character in latest 
patterns and novelties of turn and welt construc- 
tion. We will discontinue making Mc Kay 








= LOUIAAAAGAUEOEANEAUEGAOUOEANUGAUUEAL AAU EOUNGAAAOUOGUOOEAOUONGOUANGOOCGNGKOOUUOOUOUNNEAOOEGOOLASUCECOOUOUAGULUOUBCANOUAAODEAAOGOOAAGUOOBEAAAONNDEOUIAUIAILLLAND 


constructed shoes. 


Our men have started out with this new line and 
we know that. when you see these shoes, you will 
immediately realize that they will satisfy woman's 
demands for beauty, distinction and practical 


value. 


The Rich Shoe Company 


MILWAUKEE WISCONSI . 
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Hundreds of the highest type of shoe retailers are now selling 
MENIHAN ARCH-AID shoes for women— 


They are advertising them and displaying them in every 
State in the Union— 


Our production is high in volume and unsurpassed in quality— 


Our stock department is filling the size-up orders— 


Our advertising help to dealers is broadening every day— 


This marvelous—modern—merchandising movement is in 
full swing— 


Arch-Aids Have Arrived 


Our men are in their territories— 


A strong—well-balanced—profit-proven Agency will be dem- 
onstrated to you with no obligation if you will write 








The Arch-Aid Shoe Com Bt 
) 
MANUFACTURERS & DISTRIBUTORS 


Rochester V-D° 











AUN OM 





CZ 
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Immediate 
deliveries on 
all grades of 
Skinner’s Shoe 
Satin. 
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Skinner's 
Shoe Satin 


Skinner’s Shoe Satin is as far ahead of other 
shoe satins in wearing quality as Skinner Linings 
are ahead of ordinary linings. 


Merchants who specify it and manufacturers 
who use it in satin shoes find it gives absolute 
satisfaction. 


It is made especially for use in shoes and is 
extra strong. ’ 


“Look for the Name in the Selvage.”” 





WILLIAM SKINNER & SONS Established 1848 


NEW YORK, 


CHIGAGO, BOSTON, PHILADELPHIA, MILLS — HOLYOKE, MASS. 
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| 
An Entrancing m-[3m Ef fi ect 
with Concealed Gore 
ai hi i Stock Offered in case runs of 36 pairs 
RINOLINE is the newest!—its very chicness 
cto eT t ee and trimness of line will assuredly win sales 
for you this season. We offer Crinoline in 
Patent Leather, Satin, and in a combination of both. 
Note the panel to the left. 
Crinoline Prices Cotes prs aes _— wb ng less we 36 
All Black Sati pairs; the size table below will guide your selection. 
All Patent Lessber 
‘75 | _— 
CRINOLINE Case Range 
Patent Vamp, Black B oe ae ae ee ; 7 
caded Sain Cnaree ont A Gs? ". ft G2 Set 6) Se . _ 
Heel, or All Brown Satin AA. eaten ers Tapa Eo a) a 2a — | 
$'7.00 fs BE NS we es oe 0d 
inion mrt \ 1; 1); 1 : Ls 1 1 1 
her ) Mast Sie WW Sud Bet Rak Es) Fak Se Be 
ngs B 1 | Pisa) rSiei. 3 1 1 
} cla} ili 1}ifafatada | 
ers tre , ———— — 
ute It will pay you to display “Crino- 
line.’ The earlier you order—the 
sooner you will re-order—Wire Today 
41S 














fac 
env 
nea? FIDE 24 to 28 BOERUM STREET 
7 adie 
\ BROOKLYN, N. Y. 
* 
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«*. Harry Smolen & Co., Inc. 








¢ 
pe bry 


Yipee photographic im- 

pression illustrates ad- 
mirably the trimness and 
rugged strength of Arch 
Preserver No. 170 on the 
foot of the wearer. 


Stock No. 176—Black Boarded 
Calf Oxford, overweight sole 


Yale last Price $7.15 


Stock No. 180—Tony Brown 
Oxford, overweight sole, Yale 


last Price $7.25 
Widths, AA to D 





Stock No. 347—Black Stock No. 154—Tony 
Kid Blucher Dart- , Brown Calf Bal. Cver- 
nouth Last / weight Sole. Yale ! ast 
Price, $7.90 Widths AA to D 
Price, $7.75 
Stock No. 447—Ha 
vana Brown Kid Bluch 
er. Dartmouth Last 
Widths AAA to I 
Price, $8.75 








tn Stock 


The four models sketched below are in 
stock, ready for immediate delivery. In 
each one you will find that high grade of 
shoemaking, style, and fitting quality 
which are exclusive with the Arch Pre- 
server line. 


HE remarkable feature of Arch 

Preserver Shoes is the way in 
which correct masculine style is made 
to blend with comfort and ease. 


Your men customers are keen for 
quality. Give it to them together 
with the style and comfort fc und 
alone in Arch Preservers. 





There are great sales possibilities for 
you in this line. ; 


E. T. WRIGHT & CO., Ine. 


RCCKLAND, MASS. 






















Stock No. 157—Black 
Calf Bal, Harvard Last 
Price, $7.35 


Stock No. 158—No. 4 
Russia Calf Bal, Har- 
* vard Last 
Widths AA to E 
‘Price, $7.50 


Stock No. 145—Black 
Kid Blucher, Vander- 
bilt Last 
Widths AAA to EE 
Price, $7.90 
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Popular Price Satins in Stock 


BEADED --- PLAIN --- BROCADED 
Skinner’s No.5004. Satin 


in Every Pair 


$3.50 Ready to Ship Today — 


$3.25 





Terms: 
3% 10 Days 
Net 30 Days 





No. 4208-—Black Satin One Strap, Beaded Vam 

and Strap of jet and steel. 16-8 Louis Hed 

French bour vd. C and D widths No. oe Fock Satin One Strap, Bea ~y Vamp 

and Fede gr pa it and steel, 16-8 Leute & det 
and D widths. . 


No. 4211—Black Satin Vamp Brocaded Quarter No. 4206—Black Satin One Strap, Beaded 
Vam d St * et and steel, 14-8 Bab: 
on Hest, 16-6 Leute Mecl, Peench Bound, C cad © Louis Heel, French Bound, Cand D No. 1533—Patent One Strap, 16-8 Full Louis Heel 
. i ie dc —( (tts ee Cae en eaee-eet \e. titched, exible, 
No. 4216—Same as @eve all, over " Beseade, Cc wins soos ahiies sien end D witthe. — 
and D widths ceeeees 02.08 C and D widths $2.50 No. 1534—Same as above in all black Satin, rer 
Ws cc cece cece sees eseseseseeseseses 


PLEASE NOTE $9.40 
Stock Numbers 4206, 
4207, 4208, 4210, 4211, 
4217, are made of 
SKINNER’S No. 5004 
SATIN 


4205 
No. 4217—Black Satin One Strep. 13-8 Military 
Heel, C and D widths $2.50 4205—Black Satin One Strap, 16-8 Mili 


eal C and D widths 
No. 4218—Same as above, 16-8 Louie Heel, C and ‘o. 4228—Same with Brocaded Quarters, 13-8 
D widths $2.50 Military Heel, C and D widths............ $2.7. 


Dave W. Saifer Shoe Co., 37 S. Wells Street, Chicago, Ill. 


‘“*Chicago’s Leading Novelty Shoe House”’ 
appreciate your mentioning the publication In replies to advertisements. 
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HOOD RED BOOT 
is Convincing more and 
more people that here, 
at last, is a red boot 
that’s different. They 
get the very last cent’s 
worth of its purchase 
price back in the sur- 


prising wear it gives. Tw O 


Popular 
Items 


on o0OO™ 











Now is the time to buy 


—boots and 
—gaiters 


to insure a complete stock for winter, 
and so to serve your customers’ best 









Hood Jobbers and Branches are best 
equipped to serve you now. Later,stocks 
may be broken and deliveries delayed. 


Consult your catalog. 


HOOD 
MEN’S EMPEROR |! 


Much superior to the av- 
erage gaiter in both fit 
and looks. The Emperor 
and Empress are popu- 
lar in the cities. Made 
for men, women and 
children. 








Hood Rubber Products Co., Inc., W#tgtows, 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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TANNERIES OF THE BARNET LEATHER CO., INC. 
LITTLE FALLS. N. Y. 











81 FULTON STREET- - - NEW YORK 


New ENGLAND DisTRIBUTOR: 


| BARNET LEATHER Co.INC.OF MASS 
} 98-100 SouTH St, Boston, Mass. LITTLE FALLS NY. 


TANNERIES: 
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CALF LEATHERS 














COLORS 

SMOOTH BOARDED 
“Pinette” “PYictoria Brown’ 
“Yan Dyke” “Yan Ruba” 
“Yan Logan” “Sunset” 
$20. 18 “Okay” “Brassies” 
No. 27 “Okay” (In Colors and Black) 
Black “Okay” * PMelan” 





SUEDES = “Chic” 
Otter — Grey —- Black — Brown 





te ERD, 
Oa@ 


BARNET LEATHER CO.me. 





81 FULTON STREET- - - NEW YORK 
New ENGLAND DisTRIBUTOR: 
98-100 SouTH St, Boston, Mass. LITTLE FALLS, NY. 


BARNET LEATHER Co.INC OFMASS | TANNERIES: | 
| 


The Boot and Shoe R der will app 





jate your mentioning the publication in replies to advertisements. 
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TRADE WINNERS 


IN STOCK 





No. 743 


Black Glazed Kangaroo Hi-top Lace, Genuine 
Kangaroo Top and Tip, Flexible McKay. 
ages Mee Heel. 

No. 743—8}4-12, Broad Last. $2.30 
uas_s - 8, Broad Last . 2.00 


READY TO SHIP 






No. 







No. 891 


Our Best Gun Metal Calf, Medium Hi-top 
Lace, Mat Top, Half Double Sole, Stock Tip. 
Low Heel. 


No. 891—1144-— 2, English Last . $2.50 
No. 791 8-11, Broad Last coos Boe 
No. 991 2\4- 7, English Last . 3.00 


READY TO SHIP 







No. 387 


Patent Chrome, Vamp and Fox, Medium High 
Cut, Button 
No. 387—White Kid Top 
No. 319—Field Mouse Top 
No. 386—Ivory Kid Top 
No. 389—Brown Kid Top 
No. 317—All Brown Kid 


$1.60 
- DP tcedbvcaceceouces 1.70 
8% un Spring Heel................. 3 


READY TO SHIP 


THE NORTHWESTERN SHOE CO. 
87 Huron St., Milwaukee 





September 30, 192: 







TURN MODEL OF 
EXCLUSIVE STYLE 


“NORMA” 





Pat. Leather Pump, Gray Suede, Trimmed, 17-8 Louis or 
Spanish Heel, medium round to€...................s0008 ... $6.50 


Same in Black Satin, Pat. Leather Trimmed............ 6.00 
Same in Brown Satin, Brown Kid Trimmed................ 6.25 
All also made on 13-8 Spanish or Baby Louis, medium 
round toe last. 


3 WEEK 
DELIVERY. 


THE CLASSIC SHOE CO. 


FACTORY AND SHOWROOM 
39-41 York Street Phone—Main 9194 
cor. Washington Brooklyn N. Y. 






TERMS 
5% 10 DAYS 




















Beaded Moccasins 
Delight the Hearts of 
All the Folks 


Made in Sizes From 
Tots to ’Teens to Re- 
tail at Popuiar Prices 


Here’s the Moccasin to Add to Your Line 





APACHE BEADED MOCCASIN 





A HOUSE SLIPPER which _— — comfort, durability and 
attractiveness. ade of Tan Ooze Sheepskin. A display 
will brighten your window and the sales will surprise you. 


re 
1922 paeces OF APACHE MOCCASINS 
Child's Sizes, 6, 7, s"5 " io basaeeeeeucesécceseesnnceus Per pair 
| ~ =f —h we weno breesenshers eonnde oewes i 
Ladies’ Sizes, 3, 4, 5, 6 
Men's Sizes, 7, 8, 9, ‘0, Seb bvivecncccecsecvesuaimeans 


Terms 2%—10 days; Net 30 days 
d trade references with your order 


Request our cata showing seven different styles,’ or sam- 
ples of Apache and several other popular priced Moccasins 


ARROW NOVELTY CO., Inc., 108 E. 16th St., N. Y. C. 
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We Have Purchased Entire Surplus 


. 9. ARMY SHOES 


porree Trench and Field Shoes—With or without Hob-Nails 


Less Than 
300,000 Pair Lelt 


PRICE LESS THAN THE COST 
OF THE SOLE ALONE 


An Exceptional Money Maker —Grasp the Opportunity 





Sold in lots of not less than 1,000 pairs. For 
| smaller quantily see your jobber. 24 pair to a 
| case — original government packing. 
= 





Write or Wire for Catalogue B 


Penn Shoe Manufacturing Corp. 





ONE MILLION faiis85; 


293 Broadway New York, N. Y 
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TURN NOVELTIES 
IN STOCK! 


Right Styles Right Service 


A trial order on “‘C & S”’ 
turn novelties will be 
assuring that we can 
supply styles which bring 
business and profits. 


|COLLINS & STAPLES 


Factory, Haverhill, Mass. 






No. 160 
Black Satin One Strap Junior Louis 
Heel. In Stock. Widths A, B, C 
Price, $4.00, less 5% 10 days. 
No. 165 

Same as above, full Louis Heel. 
In Stock. Widths A, B, C. Price, 
$4.00, less 5% 10 days. 





a a 
a a a a ae a ae ae ae ae ate ie 































ORDER 


Boston Office 
’ 183 Essex Street Geo. H. Lewis 
! Room 306 Atlanta, Ga. S. Tomaso, Jr. Harry Newman 
J Gene Ricker in charge Southern States Chicago and Vicinity Middle West 
= 


of wholesale trade 
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Grain Ribbon Lace. 








Patent Vamp and Quarter, Dull 
Kid Apron, Wide Silk Gros 
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| ised VAUGHANS IVORY 
5 ae a ‘THE SOLE THAT HAS MADE 8 
WHITE SHOES STAPLE ig 
| 8 
a f a . i 
« ee E BRYNMORE * tye GEORGE CV ‘ im, 
. a aes aes Tanneries at, 5) 4 
— —.. B. c ; . mea eed tt 
; :j Ivory Sole, Heel and Welting va ay es b< | vi 
[ natn Ltn’ : uf 
" 
"52525 252525252525 252525252575 52525252525 25525252525 25PS25PSPGES Se pSeSu 
AUGHAN’S IVORY 
,SOLE LEATHER 
IVORY HEELS % constitutes the stand- 
ard soling material 
IVORY MID-SOLES for white footwear, 
Trade Mark Registered COMbining all the 
IVORY WELTING qualities of natural colored leather 
with those that are peculiarly its own. 
IVORY TOP LIFTING It is light in weight yet durable and 
’ Pees being white clear through, needs 
IVORY FIBRE HEEL neither paint nor spray to enhance 
BOARD its appearance. 
Specify VAUGHAN’S IVORY 
SOLE LEATHER for your white 
and combination shoes—it adds dis- 
tinction to every pair. 
Tanneries at 
PEABODY, MASSACHUSETTS “9 
Ss 
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| ‘ Ee | pearl shoe store in America sells high shoes the year round— ie 
i! Jie and makes money on them. High shoes are staple a/ways. ae 
\ ers 9 ° ° ° ak 
| ; Be They are “bread and butter” stock in every store in every city te 
§ ae and town. Customers who like high shoes will wear nothing else. of 
B ots ° te 
ie So don’t forget high shoes! Rs 
Ee ; : Rit? 
“0 Te The Bates line of high shoes for men is one of the strongest in aS: 
7 18 the country. For variety of smart, new patterns and lasts and i ¥ 
a popular colors of leathers, Bates boots are recognized as leaders. an 
yee aE 3 
rit Check your store stock of high shoes and we f 
ie let us fill the gaps at once, before you 
1 begin losing sales. 
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No. 6300 
“Brogue” Last. Soft 
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WEBSTER .. MASSACHUSETTS 





iby Toe. Made of Black + 
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| AA New One 


in the 


‘FohnsonBros.Line 


PATENT Learner 
Toncue Pump with 
waist line strap slipped 
through back of tongue. 
Beaver ooze underlay in 
tongue, 15-8 Cuban 
Louis Heel. 


Send for Samples and Prices 


Pine Tree State. 


SHOE MEIG.CO. 
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EED STYLES 


Reed footwear for 
women holds its old 
friends on the basis 
of value and gains 
new ones on its ap- 
pearance. Quality is 
never sacrificed for 
price, yet our line is 
always obtainable at 
prices which insure 
volume turnover. 
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| ne very ee 
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| 
Style 331 i}| 
| | —_ — 241 ;, leas 331—Patent Colonial, Bamboo Inlay Style 324 
iil atent Ww trap im f IHC Tongue id Quarter, Covered Full Louis > | 
iI Cuban Heel, A-D $4.00 Heel, Turn, A-C $5.50 allie yh eg anny mareaed . Vong 75 | 
| 2432—Same style. Bleck Kid. A-D 4.00 332— Blac k Satin Colonial, Patent Inlay | 
; , : ; T age Covered Full Louis Heel, Turn, 309—Same Style, Patent Leather, A~D 
339—Same Style, Patent with Black Ooze $5.50 $3.75 
| Calf Straps, Welt, A-D $4.00 248 Patent lonial, o ray Suede, Inlay 
. Tongue, ull . muis Heel, B-D $4.25 318—Same Style, Black Kid, Covered 
| 226—Patent Tw trap Gray Suede 247—Patent Colonial Blank Suede, Inlay Cuban Heel, Turn, A-D $3.75 
i} Stray and Qua ter, Wing Tip, Rubber Tongue Leather Louis Heel, Rubber 
Cuban Heel, Welt, A~D $4.50 Lift. B-D $3.75 Similar Styles in Black Kid, Black Satin 
220— Black Kid One-strap, Im. Tip, Rub by y ue Col * ¥: Gees Inlay To rire —_ Patent Leather—Without the Perfora- 
her wl n ee elt ca 1 u ee e on. 
Cuban Heel, W A-D $3.75 Similar Styles in Patent, with Louis Heels Black Satin and Black Lid Turns, Beaded | 
219—Same in Patent Leather 4.00 and Cuban Heel $2.50 Strap and Vamp. | 
“IAI . “7 . ~ ~ . 1 re x ~ | 
| SEND FOR CATALOGUE OF HIGH AND LOW SHOES ALL STYLES IN STOCK 
| | e 
|| 564 Atlantic Avenue BOSTON, MASS. | 
IL = | 
DJL ac =it Ji) | Jk: it Jt: JiCc TL ii IL ] 















“ W& C” ARCH SUPPORT WELTS 
Ready to Ship 


These two staple 
cuinste. Styles with cushion 
cua” soles meet the triple 

demand today for 


moderate style, Real 
srock Noe. Price. sseone Comfort and honest  surrgien octet Comversas 


~— aN hey dag hy By Cushion Sole, Arch Support Counters, 11-8 
, Rubber heel. 


ers. 11-8 Rubber heel wearing qualities. P , 
SIZES IN STOCK 


SIZES IN STOCK AA-4% ayer _ a " 
4 to 8; A o 8; —3% to 9 d to 8; to 8; B— to 9; 
es ry te 8: \ ‘ie oo & ee : C—3% to 8; D—3% to 9; E—3 to 8. 


WISE & COOPER CO. 
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MAKERS OF GOOD 
AUBURN SHOES SINCE 1883 MAINE 
Cc i= Jte_) >I L iL EC Jicjt- — |: —j[— IgC -—-||— =] 
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Ellis-Eddy Stock Shoes 


SEND YOUR ORDERS TODAY—WE CAN FILL THEM 


HEY are different, they are 

better, they are moderately 
priced. If you can sell well-made 
turns; if you want a quick turn- 
over; if you appreciate value---- 
send your orders today--We can 
fill them. 





No. 906—Black Satin Two-Strap. Cut out 
Quarter, Newport Pattern. 14-8 Junior Louis 
Heel. French Corded. Heavy Turn Sole. 
_ ee OS eee Price $4.00 


No. 908—Skinner’s Black Satin Shifter Pattern 
with Black Silk Brocade Apron. Heavy Turn 
Sole, 14-8 Spanish Louis Heel. 

_ | eS Sk ae ae Price $4.25 


No. 902—Patent One Strap. Heavy turn sole. 
8-8 block heel. French corded. 
Widths AA, A,B,C................Price $3.25 





No. 909—Black Satin Fairfax. Ooze strap. No. 908 
Ooze covered; Junior Louis heel. Heavy turn 


sole. French. corded. Widths AA, A, B, C. 
No. 906 Price $4.00 
No. 854—Black Satin One Strap. Beaded vamp 
and strap. Heavy turn sole. Silk galloon bound. 
14-8 Spanish Louis heel. Widths A, B, C. 
Price $3.50 

No. 855—Same style as 854, with 16-8 full Louis 
OS ET SaaS ... Price $3.50 
No. 912—Patent Colonial. Ooze inlaid tongue. 
French corded. Heavy turn sole. 16-8 full Louis 
heel. Widths AA, A, B,C......... Price $4.00 

. 


No. 910—Same style as 912 in black satin- 
Stitched tongue. Widths AA, A, B, C. No. 912 
Price $4.00 





No. 913 No. 913—Black Satin Cross-Strap. Silk brocade 
quarter, strap and heel. French corded. Heavy 
turn sole. 14-8 Junior Louis heel. 

Widths AA, A, B, C.............. Price $4.00 


No. 851—Black Kid Two Strap. Heavy turn 
sole. 17-8 full Louis heel. Widths C and D. 





Price $3.35 
No. 852—Same style as 851 in Patent. 
Price $3.35 
‘ No. 853—Same style as 85] in Satin. 
Price $3.35 
No. 902 No. 851 
ELLIS-EDDY CO, ‘stormxers) Lewiston, Maine 
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Selling Shoes in the Schoolroom 


Young America is being educated‘to wear Educator Shoes, 


Hundreds of thousands of students from the little tots in Kinder- 
garten and the early grades to young men and women in the Univer- 
sities are studying proper care of the feet with the aid of Educator 
shoe charts and educational booklets. 


These charts by life photographs and X-Ray pictures show how 
bones are twisted by incorrect shoes. In strong contrast other 
pictures show the straight bones in Educator Shoes which “let the 
feet grow as they should.” 

The student never forgets the Educator story. The Educator 
trade mark and design have been imbedded in his or her memory 
never to be forgotten. They are and will be Educator customers 
always. 

When we advise you to stock Educators it is not asking you to 
create a demand for Educators all by yourself. 

No matter where your establishment is located, there are many 
men, women and children among your customers who want Educator 


Shoes. To supply this demand is the most legitimate and profitable 
service you could possibly render yourself and your customers, 


RICE & HUTCHINS 


Incorporated 
BOSTON | ws. S. A. 
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Don’t Start a Children’s Shoe Department 


Unless You Are Capable of Having 
Plenty of Sizes 


HERE are far too many shoe merchants “han- 

dling”’ children’s shoes; there are far too few shoe 

’ merchants actually selling and serving children’s 
shoes. There is a vast difference between the two. 

So many shoe stores consider the selling of children’s 
shoes as being a “darn’’ nuisance, but one of the neces- 
sities of holding family interest in the store. Is it any 
wonder that these shoe stores never make a profit in 
selling children’s shoes? There has got to be a healthy 
reconsideration of the idea of selling and serving 
children, before any real progress is made in what 
ought to be one of the most fascinating departments of 
the industry. 

There is a possibility of a very profitable business in 
an exclusive children’s shop in every city in the United 
States provided the man who embarks in the business 
knows children’s feet, knows shoe making and values, 
has a sympathetic interest in children, and, last but not 
least, enough money to run a children’s shoe depart- 
ment with plenty of sizes. A real shoe man with all 
these qualifications is headed toward a fair fortune. 

We might add that he ought also to possess the courage 
to tell in blunt language to the mother who insists upon 
short shoes that “this store will not sell your child a 
shoe that we do not think is correctly fitted.” If you 
want to know the real basic principle of a successful 
children’s shoe department or store you have it in the 
very few words above printed. 

The Recorder is going more and more into the 
subject of intelligent shoe merchandising based on 


methods and merchandising policies that will be good. 


ten years hence. Planning a business is not a matter of 
a day, but of years to come; so think this over in 
connection with your own children’s shoe department. 

In this issue we fortunately combine elements of 
style with practical methods of merchandising. We 


would like to take merchants into the school houses of 
this country to show them how education enriches the 
community, and that back of it all lies the eternal 
question—the health and happiness of the child. 
Great changes have taken place in the old school house 
with its uninviting, monotonous, dead appearance, its 
neglected surroundings. The marvelous new edifices, 
built in harmony with the expanding curriculum, 
indicates that much progress has been made in that 
direction. One of the prime reasons for these new 
school institutions is the community problem of mak- 
ing health an educational objective. 

There has been likewise in our industry a tremendous 
progress made in the lasts and leathers of children’s 
footwear, but this progress is not carried out to 
its completion if, in the matter of sizes, the store 
is short on merchandising and long on salesman- 
ship. The sale made at the price of the children’s 
comfort has its direct effect on the child’s health and 
through it the child’s education. 

We wish that space permitted us the showing of such 
schools as the Bryan Mullanphy School of St. Louis; 
the Coventry Elementary School, Cleveland; the 
Geo. M. Balch School, Detroit; the David Worth 
School, Richmond, Indiana; the Memorial School, 
Framingham, Mass.; the Village Elementary School, 
Great Neck, New York; the Berkeley School, Berkeley, 
California; the Commodore Sloat, San Francisco; and 
others too numerous to mention. These schools are 
halls of health as well as laboratories of the mind. 
They are doing an educational work with children that 
is having its effect upon parents as well as merchants. 

The clothing and footwear of children in the next ten 
years will be made to conform with the great advance 
made in health propaganda. So much on the subject 
of school influence. 
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We also show in this issue a bright page of suggestions 
indicating that nursery rhymes around a shoe store are 
not the ultimate in children’s shoe department decora- 
tions. The merry-go-round and the swing give way at 
the suggestion on this page of story-hour in the store. 
The merchant's daughter or some girl of the community 
can fascinate the children and hold their attention in 
this way and is the means of a charming contact 
between merchant and little tots. 

We put lots of stress on the statement that you will 
find in the reading the story of the Brouwer store: 


It has not been the object of this store just to make 
money for money’s sake, or entirely for the selfish grati- 
fication of the owners of the business, bul rather to 
bring to the owners, employees and patrons of the 
store a bigger, broader and more happier life. We 
are convinced that as children grow up with strong, 
healthy feet, broader minds, they will be better 
citizens, their earning powers will be grealer, and 
in the end greater profits will come to the store. 


The Recorder dedicates this children’s number to a 
liberal education of the shoe man to “What constitutes 
interest in children’s shoes?” There once was a time 
when a chilsren’s issue of the Recorder constituted of 
pages of shoes and incidental comment on what and 
how to buy. 

Today merchants minds are so alert that the broader 
and bigger phases of business necessitate an interest in 
a customer beyond the sale at the fitting stool and the 
cash in the till. It seems as though to sucessfully sell 
children’s shoes, one must become part and parcel with 
community interest in children and to be so well 
posted on education from the school to the movies as 
to judge what will be best in footwear in lasts, leather 
and in price to make juvenile customers pleased at 
their purchases and parents appreciative of the service 
rendered. 

The merchant steps out of his store and sees for 
himself the phases of community life that influence not 
only his business but all business with juveniles. That 
store which is conspicuously a part of the community 
in its service and in its enthusiasm wins children’s 
business where other shops only passably interested in 
getting a few shoes sold, wonders why it is that chil- 
dren's business is not profitable. 

There is more in the merchandising of shoes to 
children than leather and the price. There is more in 
the contact of the store with the community than in 
just shoes and fitting; but these items are the bread 
and butter of the store and need emphasis providing, 
however, that the merchant feels that in giving a service 
in footwear he contributes materially to the better 
health and better growth of children. The Recorder 


rarely sermonizes, but it could cover pages amplifying 
the above general facts and coming down to the very 
specific line “Don’t attempt a children’s shoe depart- 
ment unless you are capable of having plenty of sizes.” 
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Scientific Tariff Making 


O doubt can exist that the- Fordney-McCumber 
} tariff is the most revolutionary act of the kind 
ever passed by Congress. This statement, as sweeping 
as it is, immediately finds support in a study of special 
provisions of the new act. Never before in the history 
of the United States tariff legislation was such authority 
conferred upon the President as is given him in the 
section containing provisions for an elastic tariff. At 
the same time the measure broadens the power of the 
United States Tariff Commission, which virtually 
means it will be reorganised. The act for the first time 
allows the Commission after making an investigation, 
actually to recommend tariff rates. The country as a 
whole, thoroughly tired of tariff tinkering, economic 
disturbances growing out of tariff discussion and the 
political use made of this traditionally partisan subject 
likely will view these new and powerful special features 
with genuine satisfaction. While obviously the distinct 
departure in tariff making reflected in these special 
provisions, does not remove the tariff from politics, 
it is at the same time held that the tendency is in that 
direction. The contention is made that the Fordney- 
McCumber act provides the machinery for more 
scientific tariff making than ever before in the history 
of the United States. 

When a study is made of the powers given the Presi- 
dent under the elastic tariff provisions, it is quite easy 
to understand claims set up by opponents of the pro- 
visions that they are unconstitutional and that Con- 
gress has surrendered the power granted to it in the 
constitution to control the levying of taxes. That the 
legality of these provisions will sooner or later be 
tested in the courts, goes without saying. Whether or 
not there is a sound basis to the claim of unconstitu- 
tionality, it is quite conceivable that the consuming 
public will hope that these provisions are sustained by 
the courts because anything that even partly re- 
moves the tariff from politics will be considered 
as a wholesome matter. 

A brief analysis of the provisions contained in the 
section relating to an elastic tariff will make it readily 
apparent that enormous powers are conferred upon the 
President, but the confidence of the people in the Chief 
Executive will restrain them from becoming unduly 
alarmed over this added authority given to him. The. 
danger, if there is any, would seem to lie in the fact that 
the President personally of course cannot attend to 
these and all other details devolving upon his great 
office. It is to be considered that the Tariff Commis- 
sion, a bipartisan body, will conduct thorough. investi- 
gations and make sound recommendations to the Presi- 
dent before he acts. 

The elastic tariff section of the act authorizes the 
President to increase or decrease the duties specified 
and to shift to the American valuation system under 
certain conditions. The basis for rates carried in the 
act is foreign valuation. 
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The RECORDER Creed 


ETTING More Shoes Sold Right: 

not only “more” but “right; sold 

for the right purpose, to the right wearer, 
in the right fitting, for the right price, at 
the right profit. This is the great problem 
of the retail shoe merchants. The chief 


purpose of the Boot and Shoe Recorder is 
to help solve it; for this is the basic 
problem upon which depends the pro- 
gress of the entire allied industries 
relating to shoes and leather; their 
production and distribution. 





In This Number 


A Little More Smartness for Men. 61 


Second of a series, this time showing a 
smart blucher pattern on an easy-fitting 
last. 


Stepping Stones to Progress... . . 63 


Four pages of practical ideas which will 
help you to sell children’s shoes, after 
which comes our— 


Special Children’s Section 
Sizteen pages in color, dealing authori- 
tatively with style developments and mer- 
chandising possibilities. 


Do Children Want to Come to 


Here are some devices used by other stores 
which make them the rallying ground for 
many happy youngsters. 


Display Suggestions for October . 127 


How to trim your windows and when to 
change them. 


News of the Leather Market. . .161 
News of the Rubber Market. . . 163 
News of Shoe Travelers....... 167 


An Every-Day Occurrence 


We like to see letters such as the following 
on our desk every morning. For they are the 
highest compliment any merchant can pay 
the Recorder—a request for service in selling 
more shoes right: 


The Boot and Shoe Recorder, 
Service Department, 
Boston, Mass. 


Gentlemen— 

I am going to open up an exclusive $5 men’s 
shoe department handling nothing but solid 
leather shoes, and would like to ask the advice of 
your advertising man concerning my opening 
ad, or announcement. I expect to use a quarter 
page in the local papers for my opening ad. 

My business name will be on the style as 
follows, and I will appreciate a pencil sketch 
of this ad, constructed with your ideas. 

The information that I want conveyed to the 
reader is that I have solid leather, Goodyear 
welt soles, all styles, all sizes, all shapes, and 
colors. Any pair in the store for $5. 

If I am assuming too much in ashing this, 
you will: kindly notify me and I will not feel 
offended. ; 

(Name on Request) 











Annual Subscription in the United States, $5.00 Per copy, 25cents Canadian, $6.00 Foreign, $10.00 


No Subscription Accepted for Less Than One Year 


Member of the Associated Business Papers, Inc. awry S&S United Pablishers Corporation. Member of Audil Bureau of Circulation. 
Each issue copyrighted by the Boot and Shoe Recorder Pub. Co. Entered at the Post Office, Boston, Mass., as second class matter. 


ISSUED EVERY SATURDAY AT 207 SOUTH STREET, BOSTON, MASS., U. S. A. 
Cable Address BOOTRECO 
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J. F. McElwain Forms New Company 
Factory to Be at Nashua, N. H., and Ship- 
ments Will Begin About January | 


Boston, September 25—The J. F. McElwain Com- 
pany has been incorporated under Massachusetts law, 
with an authorized capital of $300,000, 7 per cent 
preferred stock and common stock of no par value. The 
officers are: 

President, J. Franklin McElwain; Vice-Presidents, 
Seward M. Paterson and Francis P. Murphy and 
Treasurer, Arthur E. Swan. These, with Frank Mel- 
ville, Jr., constitute the Board of Directors. 

A modern brick building with a capacity of 3600 
pairs per day will be constructed in Nashua, N. H., at 
once, and the Company plans to begin shipping shoes 
approximately January first. The Company will 


J. FRANKLIN McELWAIN 


manufacture a complete and up-to-the-minute line of 
men’s Goodyear welt shoes to retail for $5.00 per pair. 

The Boston office will be in the Essex Building, 212 
Essex Street, Room 38. The general offices will be 
located at the factory in Nashua. 

J. Frank McElwain has had long service in industrial 
association work. He was leader of the shoe manu- 
facturers in building a system of production of army 
and war footwear, and as president of the Boot. and 
Shoe Manufacturers’ Association led the industry out 
of the complications following the armistice. 

Ever since he succeeded his brother as head of the 
W. H. McElwain Company, he has been a command- 
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ing figure in the trade. For the past year he has been 
gradually and slowly preparing his present organiza- 
tion. In all probability, no man re-embarks in business 
possessing greater friendship and greater possibilities 
for real success than J. Franklin McElwain. 

The industry is truly fortunate in having him back 
in the fold of shoe manufacturers. Hundreds of well 
wishers have already expressed themselves to this 
effect. 





Tanners’ Council Program Announced 


New York, September 26—William R. Dawes, 
Vice-President of the Central Trust Company of 
IDinois, Dean Heilman of Northwestern Uuiversity, 
President Ehlers of the National Leather and Shoe 
Finders’ Association, Dr. Herman Schneider of the 
University of Cincinnati, and a prominent official from 
the American Meat Packers’ Institute wiil be among 
the speakers at the Annual Meeting of the Tanners’ 
Council which will take place at the Congress Hotel, 
Chicago, October 19-20 next. 

A principal topic of discussion will be the proper 
curing of hides and skins. Very valuable facts on this 
subject have been ascertained by the research depart- 
ment at. Cincinnati and the discussion of them will be 
of great interest to those attending the convention. 

One of the leading speakers will discuss the general 
business situation of the country, a second relation 
between Government and business, a third the advan- 
tages of publicity and a fourth on conditions in the 
chestnut extract industry. 

There will be statements by representatives from the 
several groups regarding the situation in their respec- 
tive lines of leather and, as usual, these will prove 
valuable contributions on market conditions. 





German Leather Industry Picking Up 


According to late advices received by the Hide and 
Leather Division of the Department of Commerce, 
almost every branch of the German leather industry is 
operating at full speed. The shoe factories, in particular, 
which are already working at full capacity, are unable 
in many cases to execute all the new orders which come 
in. Although prices have shown marked increases, 
production has not relented a single bit. Prices are 
enormous, a pair of box calf shoes costing 1,600 to 1,800 
marks at retail. Shoe manufacturers are without a 
doubt the most important buyers in the leather markets. 
They cannot always secure sufficient goods to meet 
their demands, and consequently the supply of work 
shoes in particular is at present insufficient. . 





Lifts in color are extensively used on plain black 
patent leather heels. Frequently a white and a colored 
lift are seen used in combination. 











September 30, 1922 








The shoe pictured here 
has all the good-fitting 
qualities and features of 
the modern brogue with 
the addition of a very 
beautiful custom recede 
toe. From the heel to a 

int just forward of the 
Pall point its measure- 
ments are those of the 
best brogue type. 

Perforations and pink- 
ingthave given way to 
tasteful stitching. Note 
particularly the panel 
effect created by the 
four lines of stitching on 
the quarter. The flange 
heel is another note- 
worthy feature. 

In high and medium 
grades this shoe should 
sell well in the Nor- 
wegian grain leathers, 
both black and tan, and 
in genuine Scotch grain 
of the same colors. 








BOOT AND SHOE RECORDER 61 


\hoes for 


-dcasions 


a little more 
smartness for 


Men 


Recorder Men's Style. 
Series No. II. 





















Men’s apparel style shows in New York and 
Boston are the feature of the week—they show 

“more smartness” in clothes. The trimness of 
other days has indeed disappeared from_ the 
tailoring and the haberdashery of these later 
times, and probably the average man, even 
when he thinks himself well-dressed, looks as if 
he needed a new outfit, but it is doubtful if @ 
return to former styles would make him buy 
more clothing than he does at present. 
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A dozen ideas of original ways of holding children’s interest—the story-telling]idea is a real feature for shoe stores." 
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For every child there are two grown-ups whose lives are inseparably 
bound to it. 

You can’t separate one from the other. Mothers’, fathers’, sons’ and 
daughters’ ideas and wants run a pretty close parallel. Style is a factor 
in business of great importance. 

Yet sometimes the merchant whose sign over the door reads “SHOES 
FOR ALL THE FAMILY” forgets the “family” thus losing a sure hold 
on the family purse strings. 


Grow Up with the Neighborhood 


An ad survey not so long ago by the Recorder showed a scant 15 per 
cent of children’s ads as against 50 per cent addressed to women, and we 
wonder how many of the readers were mothers who would have bought for 
their youngsters sooner than for themselves. 

Advertising, (don’t forget the advertising) must be done consistently, 
persistently and appeal to the reason as well as to the pocket book of the 
mother. 

Advertising of shoes directed at the child (and we are talking of news- 
paper advertising) is just so much money wasted, for children do not 1ead 
newspaper advertising and mothers are not impressed by attempts at 
childish prattle by alleged ‘“‘ad’’ writers. 

Give them solid facts, convincing sales points if you mean to atti act 
them to your stor. to purchase shoes for their children. 

Five years from now the “boy” will be a man grown: the “miss” will 
have reached womanhood; perhaps both will be married. Ten years hence 
the “child” will be on his own. Is there any limit to the growth cf a busi- 
ness founded on newness and growth itself? 

Before the week is out. you ought be to doing some extra 
business on these promotion plans for a children’s department. 



















From the day they’re born consider them prospects. Follow the 


bir‘hs and send a nicely worded welcome. ed 
C mgratulations are in order on this gala day. Mothers will not 


forge’ the remembrance. 
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Try these ads on your local 
newspaper 


Fleecy Soft—Colorful 


Little feet are not made for 
traveling, pink and pudgy, they 
need to be safeguarded as you would 
a pearl of rarest beauty. 

The downiest pillow for its head; 
the softest baby goatskin for its 
feet. 

And baby is happy. 

Baby colors, shiny black or 
pearly white. 

Pretty coverings—nothing to re- 
tard growth—the most important 
pair of shoes you'll purchase for 
baby . . . the first. 


Bring baby in to be weighed. 


The old lady who lived in a shoe 
Would have come here the same as you 
Where feel are filled without ado 
To the finest foolwear you ever knew. 

The first step... shoe bills 
from now on grow with the young- 
ster. 

Health and happiness in later 
years for the child—wealth and 
satisfaction now for you. 

SEE OUR “OLD LADY IN 
SHOE” DISPLAY THIS WEEK 


Bring your youngsters. They'll 
eloy it. 











































































































Your Name. 








STORE WINDOW: 





























Windows and Store to catch interest 
of parent 


For a baby window place cotton batting on floor of window and 
place the soft soles around in the batting. This will tie up the window 
with your newspaper ad and demonstrate the idea of comfort m 
infants’ footwear. Feature baby scales in the window the same as m 
ad with a placard. “ Your baby will be weighed here any day between 
9 and 11.” Give a time when it is usually quiet. Keep the baby’s 
weight on file. It will provide material for following up by mail, and 
will also bring mothers in often. 
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Get the boys interested 


























Built to Stand Most Everything 


Boys’ Shoes 





























How they grow up! Seems just 
the other day they were being 
taught to walk. 

















| Your Name. p 























The quickest one to find a shoe’s 
weakness is a boy, too. 


STORE WINDOW But the sturdiest youngster finds 


his match in our shoes. 








Our manufacturer knew the scuf- 
fing, scraping, pounding these shoes 


At Sean; would get SO HE MADE THEM 
—— SOLID. 





























Put more powder in your windows 


Burebility is the most important thing in a boys’ shoe. Perhaps Beside Looks—Wear in a 
the idea of imps pounding away at a shoe will do two things for you. Girls’ Shoe 
imply toughness in the shoe for the edification of parents and also 
attract the attention of the boy himself. The latter is important for all They'll be proud of them. You'll 
things being equal the boy will select your store as the place where know you’ve got your money’s 
his shoes are to be bought. ““Let Him Kick in These and Be Healthy’ worth. 
would be a good card for window. Feature one style in center of 
girl's window with the rest around it in a circle with toes point- 
ing in. ‘Put a card in the center shoe reading, “Don’t Make 
Your Little Girl Suffer a Lifetime—Get Fit and Style Here.” life she'll be able to wear the latest 

styles in comfort. 


Let the little miss’s feet grow 
supple and strong so that later in 


Every size and the daintiest pat- 
terns—BESIDE as much sturdiness 
as we put into our boys’ shoes. 
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Double Appeal—Same Ad. 





Mother and Daughter 
1st Section: 

The secret of being stylish is to dress becomingly. If fashion 
says long skirts instead of short you must change your foot-dress, 
too. 

Footwear this season is as well-designed to conform with the 
prevailing styles as it can be. 

Modish tongues for one skirt—saucy little straps for another 


length. Yes, if a woman is to get the most out of style she mus{ 











wear correct shoes, and she must see our display before buying. 








29d Section: 
As much style as in grownups’ shoes. Youthful, invigorating, 


smart, girlish models patterned after leading styles, but built 














for the growing foot. 

See those straps—those perforations—that heel—nothing 
suggestive of a children’s shoe is there? 

We said “smart style and scientific lasting’’ to our manu- 
facturer. Every one agrees he outdid himself. Better come in, 
They're worthwhile. 


Sonny and Dad 
1st Section: 

A good shoe. Not as good shoes go, but one that’s worth think- 
ing enough of to buy and wear. It’s a shoe you'll hate to part 
with even when you know you've received your money’s worth. 
2d Section: 

Like Dad’s. Where's the fellow who won't appreciate that? 

When the youngster feels pretty “big” you’d better bring him 
here. You won't have to wait; we'll go at the business of fitting 








father and son in a way to make you feel it’s time well spent. 


Then when the shoes are in use the whole story of satisfaction is 











told. 


When the “growing girl’ and “‘boy”’ stage of life is reached, the 
element of style becomes the determining factor in sales. Then the 
conservatism of mother and impetuous youth must find a point of 
agreement in a shoe. It’s time to get mother’s and daughler’s shoes 
as close in advertising as in style. One ad does the work of two, car- 
ries a twofold message of service. 

Same in men’s. You've got to consider the feelings of the young 
fellow who idolizes his dad, and you've got to take cognizance of the 
paternal side of dad's nature. 
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CHILDREN'S NUMBER 











BOOT AND SHOE RECORDE R—Sept. 30, 1922 





CHILDREN’S NUMBER 





TRY THIS ON YOUR NEAREST PLAYGROUND 


Brockton’s Shoe Industry was reviewed in pageant form this summer at the city’s playground by school children. 
The idea was conceived and developed by Miss Doris Drape, a pupil at Mt. Allison Ladies’ College, Sackville, 
V. B. The title of the pageant was “A Boy's Dream of Shoes.”” The boy cobbler received “the shoe trade,” repre- 
sented by one of the older girls, who brought with her three other young girls, symbolizing “‘ Prosperity,” “‘ Hap- 


piness”” and “Wisdom.” 


Hundreds of kiddies danced and sang before thousands of grown-ups in a mammoth 


juvenile spectacle. 


The Children’s Trade Is Enormous 


Over One-Third of the Footwear Made Is 
for Juvenile Customers 


OUNT them up! Look them over and rejoice 
C and be glad for there are 40,000,000 of them, the 
pride of the family, the wealth of the nation, 

and the best customers of every shoe store. 

Rejoice and be glad over the children’s trade, for it 
is the best trade there is, founded on firm and sure 
foundation for business in the years to come. Put 
heart in it. Get the true spirit of it, and there will be 
joy in fitting shoes to youngsters. 


Vore Wearers Come Daily 


Yes, there is 40,000,000 strong of them, and better 
still there are more of them every day, for the race mul- 
tiplies and increases. So there are more wearers of 
shoes this very day than ever there were before, which 
thought is worth keeping in mind as an inspiration in 
the days when the rain comes down and things are dull. 


Classification of Ages 


Of these 40,000,000 youngsters, 16,000,000 are under 
seven, 15,000,000 are between seven and thirteen, 


3,800,000 between 14 and 15, another 4,800,000 be- 


tween 16 and 17. That makes 40,000,000 of them, all 
wearers of shoes and faithful friends of the store that 
treats em right. Don’t forget to treat ’em right, for a 
youngster can remember an injury for many a year, 
and even pass it on to the next generation. So never 
sacrifice a future business of a life time to make a short 
sale to the youngster of today. 


Capacity of Stores and Factories 


For the children’s trade we are making, in round 
numbers, about 100,000,000 pairs of shoes. Of these 
18,000,000 pairs are for misses and children, and 26,- 
000,000 pairs for boys and youths, and 15,400,000 
pairs are for very little folks; also there are millions of 
sneakers, and some moccasins and sport types of shoes. 
So we have about 100,000,000 pairs of shoes for little 
folks and young folks. That is about a third of our total 
shoe production, according to the census. And a trifle 
more than a third of our shoe wearers are little folks, 
and young folks. So things balance all around, and 
everybody is happy. 

But, by the way, if we analyze these figures further, 
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Patent leather 
vamp and _ collar 
with beaver color 
kid on upper and in 
cutout, Herbert 
Humphrey & Son, 
Marblehead, Mass 





Patent colt vamp 
with gray buck top, 
patent perforated 
collar; 6% inches 
high, rubber heels, 
Crescent Shoe Co., 
New York City. 
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Collars and Cuffs 
Catch the Children 





A patent leather 
vamp and collar 
over a red_ kid 
upper. The cut- 
outs in the patent 
leather collar reveal 
the red kid beneath 
a 6% inch boot. 
Mrs. A. R. King, 
Philadelphia, Pa. 
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Patent leather with 
red buttons and red 
cutouts on collar, 
stitching in r e d 
thread, Sinsheimer 
Bros., Chicago, II. 





Patent cuff apron 
and back _ stay 
smoked quarter 
vamp and _ inlays, 
seven inches, 
Marathon Shoe 
Co., Wausau, Wis. 
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we come to the conclusion that the average child has 
three pairs of shoes a year, the same as grown folks. 
This being so, banish that unpleasant story about a 
child’s shoe wearing only six or seven weeks, and the 
average child requiring seven or eight pairs of shoes a 
year. 

4 Good Start in Shoes 


Let the master craftsmen toil diligently on in the 
making of children’s footwear, for we believe that the 
children, the jewels of the nation, should have the best 
shoes, and, furthermore, we believe that some of the 
country’s best shoemakers are now producing children’s 
shoes. "Tis well that this is so. The youngsters should 
have a good start on their feet in the battle of life, from 
the master shoemakers, even as they should have a 
good start in education of their heads, from the master 


school teachers. 
Remarkable Progress in Production 


Herewith, the Recorder presents some illustrations, 
showing the development of children’s shoes from the 
crude to the refined stage. The clumsy type shoe with 
its shapeless lines, its pegged bottom, even its wood sole, 
has given place to the refined type of artistic design, 
with the flexible stitched bottoms and the marking of 
style like unto the marking of style found in fine foot- 
wear for adults. This progress in shoemaking is as it 
should be, for it parallels the progress in education 
from the days of the “‘little red school house” to the 
modern school, academy and college. 


The Master Shoemaker’s Secret 


Let us tell a story of master shoemaking. Once upon 
a time, a master shoemaker designed the best shoe for 
children that his mind could conceive. He made it of the 
very best materials, and he employed the most skilled 
workmen in making it. He produced a shoe which the 
children like and which thousands and thousands of 
them wear. Another shoemaker, less skilled in the art 
of making shoes, undertook to copy this masterpiece of 
the skilled craftsman. But,his efforts were all in vain. 
He bought the master craftsman’s shoes, and cut them 
up, to see how they were made. He had lasts and pat- 
terns made just like those of the master craftsman’s 
shoe, and he even used the same materials. But, try as 
he could, he could not make a shoe that looked like the 
master craftsman’s shoe. And he gave up the task in 
All of which is told to show that there are 


despair. 
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master makers of children’s footwear as there are mas- 
ter makers of shoes for grown folks and wizards of 
electricity and captains of industry. 

Likewise are there master merchants of children’s 
footwear, men who study the science of fitting children’s 
feet and of pleasing childish fancies, as well as satisfy- 
ing the requirements of parents who insist that their 
children shall have the best shoes they can afford. 

So let us rejoice and be glad over the children’s trade, 
for children are the best and most promising customers 
of our stores, and we have the master craftsmen who 
are making shoes especially for them, and the master 
merchants who are fitting shoes to their feet. 


STITCHDOWNS FOR CHILDREN 
Great Growth in This Type of Footwear 


Stitchdowns are interesting, for sales of them are 
growing, and anything that is growing is always 
interesting. Production of them is now estimated at 
more than 6,000,000 pairs annually. It is larger than 
for many a day, perhaps larger than ever before. The 
gain on stitchdowns is doubtless due to the improve- 
ment in the manufacture of them, particularly the 
making of the thick bottom or double sole stitchdown. 


Stitchdowns may be looked upon by some as a new 
type of shoes, but they may really be the first of 
primitive shoes, for it is probable that the early shoe- 
makers who first sewed a sole to an upper, sewed the 
seam on the outside edge of the sole, as stitchdowns 
are sewed today, not having the skill nor the means to 
sew a seam on the inside of the shoe, as in the McKay 
or welt shoes of today. 


Not a New Type 


Stitchdowns, some of the older shoemen will recollect, 
were a common type of footwear 60 or so years ago, 
and they were made for men and women, as well as for 
children. Indeed, many of the army shoes, worn during 
the Civil War, were made by the stitchdown process. 
But the McKay machine came into use, and multiplied 
the production of McKay sewed shoes, and the stitch- 
down type of shoes waned before the new type of 
machine made shoes. 

The modern revival of stitchdown shoes may be 
credited to E. W. Cone of Engel, Cone Company of 
Boston. He made research into the history of stitch- 
down and originated and developed new processes for 
making them by machine methods. By so doing, he 
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A sport strap style 
in a stitch down 
tan calf with 
smoked elk strap 
and saddle, The 
Simplex Shoe Co., 
Milwaukee, Wis 





A patent leather 
two strap. with 
white kid inserts 
and strap, 68 
heel by the Greib 
Shoe Mfg. Co., 
Philadelphia, Pa. 
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Straps to Lead, 


Combinations 


for Style 





A misses all white 
kid slipper with 
finely perforated 
collar strap and 
sides covered wood 
heel by Laird 
Schober & Co, 
Philadelphia, Pa. 
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Misses patent 
leather cross strap 
pump with beige 
stitching on vamp 
and around quarter 
a tum with 

heel by Dr. A. 
Posner Shoes, Inc., 
New York. 





Patent leather with 
red ikid collar |and 
red buttons by the 
Bradford Shoe Co., 
Columbus, Ohio. 
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revived the stitchdown shoe and started it to the posi- 
tion it holds today. 

The first of the popular stitchdown shoes, of this 
century, were the barefoot sandals, which swept the 
country a few years ago, and which continue to 
sell. ; 
From this, makers of stitchdowns worked into play 
shoes, and school shoes. Now, we have the double sole 
stitchdown, whose bottom is twice sewed to the upper, 
and also, the wire stapled stitchdown, as well as the 
standard, thread sewed stitchdown. As improvements 
have been made in making stitchdown shoes, sales of 
them have increased. 


FASTENINGS OF CHILDREN’S SHOES 


The Healthy Youngster Makes a Problem in 
Footwear 


Blessings be upon the men who make good fastenings 
for children’s shoes, and mothers of little children, as 
well as children themselves will bless them. For often 
it is the fastening, and not the style of the toe, the color 
of the upper, or the thickness of the sole that makes 
happy the youngster who wears the shoe, or the patient 
mother who must fasten and unfasten the little 
shoes. 

Consider the child, hurrying to school, whose shoe 
becomes untied, for the lack of a good lace that will 
hold the knot secure. What a task it is for his little 
fingers to make a new knot. And what a trouble is he in 
if the lace breaks. So thanks to the lace makers, who 
make good laces for children’s shoes. 

Consider also the busy mother who buttons up the 
shoes of two babies time and again during the day. 
What a trouble is she in if the buttons pull off, or the 
button holes rip. But how easy is her task if the but- 
tons are fast to the shoe and the buttonholes are strong, 
and the shoes button up easily, as good shoes should do. 
So give thanks to the makers of easy fastening buttons, 
as well as to the makers of good threads, for making 
buttons fast to the shoe and button holes strong and 
secure. 

Remember again that fastenings of children’s shoes, 
though they may seem but a trifle to the big man, are of 
first and foremost importance to the busy mother, as 
well as to the small youngster on his way to school. 
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The Style Element Appears Combining 
Proper Last Shapes with New 
and Clever Patterns 


Shoes that are pepped up, styles that have a kick 
to them—that tells the whole story of what is selling in 
children’s shoes. 

A few months ago a manufacturer of misses’, chil- 
dren’s and growing girls shoes worked out his sample 
line for fall and winter then called in a few of his best 
salesmen to decide what numbers should be put in 
stock. 

The salesmen recommended three or four styles of 
misses’ and children’s boots with turnover collars with 
fancy inlays, but the manufacturer though it unwise 
“to take a chance on such fancy stuff” and put in stock 
only plain ordinary patterns. Today he is offering 
these plain patterns at a considerably reduced price, 
but the salesmen sold the fancy patterns and are 
keeping the mill grinding on them. That’s the chil- 
dren’s game. 

All-over patent baby welts with white welts, white 
eyelets and white stitching. They are cute, attractive 
and they sell. Maybe it costs five cents a pair more to 
make them that way, but they will bring twenty-five 
or fifty cents more. 

Patent vamp, dull top with a collar 1144” wide, 
decorated with inlays of red, blue or purple kid in 5 to 
8, 81% to 11 and 11% to 2 is proving a big trade getter. 
Both oxfords and boots with saddle vamps and 
other forms of combinations in calfskins are moving 
well. 

A dozen or more other types of decorated styles 
are selling readily. 


Te ‘More Color in Shoes 


Plainer shoes are selling, of course, but children like 
colors, they like something that can be seen, and it is 
up to manufacturers to create these “‘can be seen” 
models, but at the same time keep the designs neat and 
artistic. 

The average merchant puts in a lot of time thinking, 
planning and shopping to get shoes that are just right 
for grownups, but too often overlooks the style element 
in selecting children’s shoes. 
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Patent leather 
vamp and tongue 
with tan calf quar- 
ter and strap by 
A. S: Kreider Shoe 
Co., Chicago, Ill 





Patent leather 
vamp, quarter, and 
collar with novelty 
buckle attachment 
over a gray kid 
upper and button 
fly, smoked gray 
buttons by the Con- 
solidated Shoe Co., 
Boston, Mass. 





Colonials and Tongues, 


Buckles and Tassels 





Patent leather col- 
lar with a_ true 
colonial silver 
buckle, high tongue 
and one strap slip- 
ping through 
tongue line by H. 
W. Merriam Shoe 
Co., Newton, N. J. 


) vil Nally’ 
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Misses patent colt 
one strap cclonial 
pump, strap slip- 
ping through 
tongue line by Rice 
& Hutchins, Inc., 
Boston, Mass. 





Child's black pat- 
ent vamp quarter 
and collar’ with 
chocolate brown 
kid upper and silk 
tassel ky the North- 
western Shce Co., 
Milwaukee, Wis. 
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CHILDREN’S NUMBER 


DO THEY LOVE TO WORK WITH CHILDREN ? 
Mrs. A. L. Verick tells us the Brouwer Children’s department has the proper spirit. 


First Principles of Selling Children’s Shoes 


Testing and Trying Methods and Merchandise 
to Make Real Service 


N five years the Juvenile Department of the S. J. 
Brouwer Shoe Company of Milwaukee has grown 
from a small space in a back corner of the main 

door to a real store occupying the entire second floor, 
10 ft. by 100 ft. From a little section “manned” by 
two girls to one that now employs seven people all the 
time, two extra during afternoons and a total of 12 on 
Saturdays. 

How have Brouwers done it? Here's the story as told 
by Miss A. L. Verick, who for nine years has been 
manager and buyer of the Juvenile Department. 

“What is the reason for the almost unprecedented 
growth of this Juvenile Department?”’ you ask. Well, 
there are so many reasons that I scarcely know which 
one to put first, but if | were to boil the whole story 
down into one sentence I would say we are reaping the 
reward of an honest, conscientious effort to serve the 
children of this city and community to the best of our 
knowledge and ability. 

“Not all the methods and practices in vogue in the 
department today were in use at the beginning. We 


have had to feel our way, choosing, testing and trying; 
but while policies have changed, the cardinal principles 
upon which this department and the whole Brouwer 
business has been built have ever remained the same. 

“It has not been the object of this store just to 
make money for the money’s sake, or entirely for 
the selfish gratification of the owners of the busi- 
ness, but rather to bring to the owners, the em- 
ployees and the patrons of the store a bigger, 
broader, happier and more useful life. 

“We are convinced that if children grow up 
with strong healthy feet, bodies and minds, they 
will be better citizens, their earning power will be 
greater, they will be less burdensome to the com- 
munity as a whole and to this firm individually 
and in the end greater profits will be shown on our 
ledgers. 

“Do not infer from this that this store or even this 
department is operated on a non-profit basis. Such is 
not the case. We do make a profit, but we intend that 

(Continued on page 191) 











SER 


woe 


ng; 
les 
wer 
ne. 


for 
si- 


er, 





CHILDREN'S 





N UMBER 














All-over patent 
leather shoe with 
whole quarter panel 
perforation and 
stitching, soft toe 
cap by the Brown 
Shoe Co., Inc. St 
Louis, Mo. 





A smoked horse 
upper in an infants 
flexible sole having 
a double chrome 
flexible sole by the 
Little Witch Shoe 
Co., Salem, Mass 


Lasts Are Now Normal, 
More Bluchers Appear 





Tan calf blucher 
on a wide ortho- 
pedic last, stitched 
heel by J. Edwards 
& Co., Inc., Phil- 
adelphia, Pa 
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A flexible baby shoe 
with a sturdy sole 
and a light tan- 
nage of smoked 
horse for the upper 
with lacings to 
match by Williams 
Hoyt & Co., Inc., 
Rochester, N. Y. 





Elk tannage in a 
tan blucher boot 
with wide toe and 
spring heel by 
Anderson - Owens 
Shoe Co., Lynn, 
Mass. 
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CHILDREN'S 


Who Gets the Children’s Business? 


Some of the Fixed Standards of Service 
to Children 


By WALTER G. DENNISON» 


in this town.” 

Go into any community, ask any shoe mer- 
chant about children’s business and you get some such 
answer. 

Why is it or why should it be so? 

What peculiar qualifications has one merchant that 
all the others lack which gives him the lion’s share of 
the children’s business? 

Go talk with Blank and you find him to be the same 
sort of a chap as the majority of them, with this dif- 
ference, his vision is greater when it comes to the 
catering to the needs of children. 

He knows just how important the children’s depart- 
ment is to his business and that his total sales for the 
year are augmented by one-tenth to one-third by the 
methods employed in conducting the children’s depart- 


B LANK’S store gets all the children’s business 


ment. 
Be Sure to Departmentize 


The word department is used in the full sense of its 
meaning, for every retail shoe store that is a real suc- 
cess is departmentized and the children’s business is 
done where it can be separate and distinct. 

In talking with a number of prominent retailers of 
children’s footwear these essentials to success were 
brought out. 

The merchant or his buyer, whoever is directly 
responsible for the department must first of all have a 
keen conception of the physical and mental require- 
ments of children, in other words he must know children 
well by close and intimate contact. 

The stock must be selected with this knowledge as a 
fundamental basis but must be of such character as to 
warrant a repeat when the child has outgrown or out- 
worn the shoes. 


Quality Is Not Necessarily Prohibition 
No shoe of cheap material or with indifferent work- 
manship will classify for this test, therefore the sales- 
force must be able to convince the purchaser without 





seeming discourtesy that a cheap shoe is an expensive 
purchase whereas a high grade shoe is economical. 

The department must be light, attractive, easy of 
approach and entirely congenial to child and mother. 

The sales people, preferably young women, besides 
being real sales women must like children, must know 
how to talk to and with them and in fact be in entire 
sympathy with the child’s point of view. 

Now the reason there is a conspicuous example of the 
successful merchant of children’s shoes in every com- 
munity is because there is always one man who recog- 
nizes that besides the immediate profit there is in turn- 
ing a stock of children’s footwear he is also making an 
investment that insures the future of his other depart- 
ments. 

The child that has its shoes bought for it today is 
going to buy its own shoes tomorrow and the next day 
buy shoes for its own children and this retailer knows 
and capitalizes that fact. 

Show me a shoe merchant aside from an exclusive 
children’s store who does a big business in children’s 
shoes and | will show you a store that does a big volume 
on general family lines. 

Because, the children’s business is a feeder to other 
departments. 

There is a store in a metropolitan city that ten years 
ago had no children’s business, no boys and practically 
no men’s shoes. 

Today it is one of the leaders in children’s shoes, has 
the biggest boys’ business in town and does a big general 
family business. 

Another essential that is vital to the success of a 
children’s department and the comfort and well being 
of the children is the fitting of the shoes«* 


Know the Foot 


It is not necessary that the sales person shall be an 
orthopedic expert, but it is essential that she shall at 
least have knowledge of the fundamental principles of 
the anatomy of the foot in order that the fitting may be 
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Child's stitch down 
laced boot in a 
heavy calf upper, 
eight eyelets by the 
Hagerstown Shoe 
& Legging Co., 
Hagerstown, Md 





Patent leather 
vamp with mat kid 
upper in a six eye- 
let button, spring 
heel child's shoe 
by McElroy-Sloan 
Shoe Co., St. Louis, 
Missouri 





Better Feet Protection, 
Patterns Full and Varied 





A soft sole in 
smoked horse, 
upper and sole with 
patent leather fore- 
part by the Lynn 
Moccasin Co., 
Lynn, Mass. 
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A Russian pony 
cut first step in a 
patent fox mat top 
boot, red_ inserts, 
B. & P. Footwear 
Co., Oswego, N. Y. 





Patent leather cir- 
cular vamp with 
white kid quarter, 
seven eyelets, white 
welt by  Shaft- 
Pierce Shoe Co., 
Faribault, Minn. 
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accomplished so that the shoes will contribute to the 
functions of the parts and their development. 

Great harm may be done to the tender feet of chil- 
dren by careless or indifferent fitting. 

Misshapen adult feet may in many cases be traced 
back to shoes improperly fitted in childhood and 
youth. 

Shoe manufacturers get many complaints from par- 
ents of children saying that the shoes hurt the toes and 
upon investigation it develops that the trouble was not 
with the shoes, but with the fitting. 

Proof of this statement is the fact that in nearly 
every case the shoes were fitted so short that the little 
toe nails were digging into the toe box seeking room. 

If shoe fitters will allow room enough in the forepart 
of a child’s shoe for the forward thrust of the foot in 
action and space for the natural growth of the foot, 
there would be fewer tired children at the end of a day’s 
play and foot troubles of adults would be the exception 
instead of the rule. 

All children’s feet are not alike, nor do they develop 
and mature by any fixed standard or rule. 


Treat ‘Em Individually 


Each foot to be fitted is a special case and must be 
treated as such; what is right for one may be all wrong 
for another. 

Find out when fitting shoes to a child (not the child 
to the shoe), how much the foot has grown since the 
last fitting, then after making the usual allowance 
over the size stick measurement, add an allowance for 
growth and the child will come back for the next pair 
of shoes with perfect feet. 

Do not be afraid of getting the shoes too long, and 
don’t depend on a stock of one width, for the same 
variation exists in the width of children’s feet as in 
older people. 

We would be a queer looking people if some of us 
wore hats fitted as thoughtlessly as are shoes, and yet 
there is less need of correct fitting of hats than there is 
of shoes. 

Now Blank and his salespeople know all these things 
and making capital of their knowledge has built a busi- 
ness on children’s shoes that warrants the statement in 
the opening paragraph. 
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Letters That Pull 
Real Thought Put into Letter to Boys 


The list of pupils in schools is always an effective 
means of contact between the store and the customer. 
The Recorder has from time to time published letters 
from the R. H. Fyfe & Co., in Detroit and the following 
is typical of a letter that pulled much business: 
Many of the lasts and patterns are exact duplicates 
of our best selling models for men. Others are clever 
modifications. They are all solidly built of specially 
toughened leathers—perfect fitting, durable and 
handsome. 
With every pair of shoes we are giving (while they 
last) a souvenir pencil bor complete with writing 
equipment. 
You'll receive prompt filling service whenever you 
call. 





Keep an Eye on Growing Girls 


Special Patterns for Dress Wear That 
Imitate Adult Footwear 


Since women are thinking more kindly of higher heels 
of the Louis type it is only natural that younger girls, 
girls 11 to 15 yearsold, should also think of higher heels. 

The manager of the Juvenile department of one of 
Chicago’s high grade stores has already seen the ten- 
dency of girls of this age to want to select their dress 
footwear on the women’s side of the house. 

To take care of this condition he has put in stock 
several models which are exact duplicates of women’s 
styles, but made on growing girls’ combination lasts and 
of course fitted with heels that are not over 7/8 inch. 

In the designs for afternoon and evening wear the 
heels are of wood curved somewhat, but not narrow 
like a Louis. 

For street wear the heels are of the military type, 
but are made long so there is plenty of support for the 
body. 





Deep Brown Popular 


Paris—Deep brown and wine shades continue to be 
favorably spoken of for evening wear, notably satin 
and in bronze leathers. Slippers for wear with autumnal 
colors in dresses, for instance, are worn in deep brown 
with stockings in a lighter shade of golden brown. 
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Patent leather 
whole vamp with 
delicate fancy 
stitching on cap, 
sand upper with 
patent leather in- 
sert by the Ferris 
Shoe Co., Cleve- 
land, Ohio. 





Patent leather with 
sand suede top and 
insert under fancy 
patent collar by the 
Greib Shoe fg. 
Co., Philadelphia, 
Pa. No. 2. 


Diversity of Materials, 
Patent Leather Leads 





Gun metal, 7 inch 
boot with red kid 
inserts and rubber 
heel, Kalt-Zimmers 
Mfe. Co., Mil- 


waukee, Wisconsin. 
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Tan calf boot with 
fine punchings on 
tip and natural 
finished oak sole by 
Dugan & Hudson 

Rochester, 
N.Y. 





Child's patent colt, 
gray nubuck top, 
perforated vamp 
and tip by Jelly- 
Delaney Shoe Co., 
Lynn, Mass. 
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More Types for Children, 


Greater Possibility for 
Profit 





A blue and -rown 





\ rubber soled ked 
in Canvas one strap 
with celluloid orna- 
ment and pearl 
button, The United 
States Rubber Co 
New York 





Gray ooze sheep- 
skin moccasin, blue 
satin lined, beaded 
in butterfly design 
by the Arrow 
Novelty Co., Inc., 
New York City 





Boys Scotch grain 
oxford, circular 
seam and circular 
fox, fleur-de-lis 
perforations on tip 
Rosenwasser Bros., 
Inc., New York 
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combination moc- 
casin type of felt 
slipper. The zig zag 
stitching is in blue 
to harmonize with 
the vamp by the 
Blum Shoe Mfg. 
Co., Dansville, 
New York 


A child's first shoe 
heavy sole, broad 
vamp, by the Davis 
Shoe Co., Lynn, 
Mass. 
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All-patent leather 
upper with nine 
brass eyelets, fancy 
perforations and 
rubber heel by 
Marston & Brooks 
Co., Hallowell, 
Maine 





Seven inch mahog- 
any side leather 
school shoe with 
perforated cap 
vamp and lace stay 
by the Endicott- 
ohnson Corp., 
ndicott, N. Y. 
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Special Boots for Service 
More Decorative Stitchings 





Tan Lotus upper 
over a bend sole, 
rubber heel and 
double sole in a 
stitch down by E. 
J. Ramsey Co., 
Brooklyn, N. Y. 





A misses moccasin 
pattern 11 inch hik- 
ing boot, pliable 
upper stock, heavy 
weight oak outer 
sole, Juvenile Shoe, 
Corporation, Car- 
thage, Missouri. 





Pony cut dark 
brown nine eyelet 
boot with sturdy 
sole by Truitt Bros. 
Inc., Binghamton, 
N. Y. 
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Children of the Mind 


Have you ever thought of the effect of the movies upon growing 
minds? Pictures with adult plots, and sometimes with unsavory 
sections therein, may be exerting influence upon future genera- 
tions 

Therefore, in this Children’s Number, we find place for a page 
tribute to Rochester, the city of both children’s and feminine 
footwear and the home of the New Eastman Theatre, gift of 
George Eastman to the University of Rochester. Not primarily a 
“movie but an inspirational center, a “musical paradise’ for 
citizens of Rochester and those appreciative merchants and 
travelers who love cleanliness in picture and purity in music. 
This is not alone a “movie” for it shelters the performances of 
great artists and musical organizations, under perfect acoustics 
and illumination, in a palace of fine arts that every city should 
endeavor to obtain by philanthropy or by civic pride. When in 
Rochester be sure to see it 






























































CARL E. SCHMIDT & Co. Inc. 


DETROIT, MICHIGAN 


Tanners of the Schmidt Caf eathers 


Shoes of 

SheSchmiat Calf Rathers 
In Erie Grain 

Light ~ Soft ~Flexible 
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CARL E. SCHMIDT & pea 
Tanners of the Schmidt Calf Rathers 


DETROIT, MICHIGAN~BOSTON, MASS. 
REPRESENTATIVES 


H.B. Prdiadelphia AJ. Sno, See cosas 
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IN STOCK 
NOW 


THESE STYLES SUITABLE FOR FALL 
AND SCHOOL WEAR ARE AMONG 
OUR MOST ACTIVE SELLERS THEY 
No. 7856 ARE 


Misses’ 3W’s Lenox, McKay, Fair Stitch, Patent . 3W s LENOX 


Foxed, Field Mouse Kid Top, Pony Cut Lace. 


7856—1114 to 2. Rubber Heel. DandE....$2.50 i i 
7857—8 4 to 11. Rubber Heel. D and E... .$2.25 Shoes for Misses and Children 


7858—8 14 to 11. Spring Heel. DandE..... $2.25 
7859—5 to 8. Spring Heel. DandE......... $2.00 A LINE YOU KNOW TO BE 


GOOD STYLE, GOOD WEAR- 
ING AND HONEST. YOU 
ARE SAFE IN SELLING IT 
AND YOU ARE BACKED 

BY A REAL STOCK 
SERVICE. NEED 

WE SAY MORE? 


Child’s Patent Chrome, Mat Kid Top, Button, Turn, 
Plain Toe. 


FORE, CPO coc ccconcseedeonesas $1.60 
7505—I to5. DandE 

6400—8 14 to 11. Lace, Spring Heel......... $2.10 
712S— | to 5. -Fat Baby, Butt. .............- $1.25 


SEE OTHER 

IN STOCK 

STYLES IN OUR 

NEW CATALOG. 

SEND FOR IT. Misses’ Nut Brown Side, Tip, Lace, Rub- 


ber Heel, Foot Form Last. F 
8400 2144108. CandD......-.---. $2.8 
7620-1114 to2. DandE.......... $2.25 


WEIMER SSG be ll 
WRIGHT & 








Child’s Tan Kid Button, Turn, Tip, Peggy Last 
35 South Second Street Ti hee eo | reas 4 


PHILADELPHIA, PA. Har ly Felt nt 


$2.2 
SOG O Bieh ss... 55s -ncden- ches $1.79 











The Boot and Shee Recorder will appreciate your mentioning the publication in replies te advertisements. 
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This Is Not A Map of the United States 


All Parts of the United States Can Be Considered Good Parts 





No./ 


(RAMSEY'S SOLES ARE CUT OUT FROM THIS PART) 








But 
Not so on this map of a whole side of Sole Leather. 
Ist—THE BEND 


Most choice part of the animal and the most expensive. This is the part 
from which the soles used on the very best of shoes are cut from. 


2nd—THE SHOULDER 
Not anywhere near as good a quality as the BEND. Most soles used on 
ordinary stitchdowns are cut from the SHOULDERS. 


3rd and 4th—BELLIES AND HEAD 


The poorest part of the side. Some manufacturers use this for out- 
soles on their stitchdowns. 


When any of these parts are cut into soles—each and every one is all leather 
and solid leather—and in appearance look the same—but oh what a difference 
in the wear! 


“ THE ONLY COMPLETED STITCHDOWN™ 


TRIPLE? WELT 


OWE A Suto HOLDING UPPER TO INSOLE THAT 
Two F GOODYEAR STITCHING HOLDING OUTSOLE TO INSOLE AND UPPERL 1s 


Two MDED OF GOOUYHAR STIT@UND SHOWING ON BOTTOM OF OUTSOLE RAMSEYS 


967 Atlantic Ave. E.J.RAMSEYCO. Brooklyn, N. Y. 


‘ ‘The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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THE BEST THAT MAKERS CAN PRODUCE 


The Outsole Simply Can’t Come Loose 


BAL LACE SCHOOL SHOES 


Double Vamping, 4 Rows of Stitching a ' RUSSIAN BOOT 
on Vamp. is prevents the shoe from ; - F = 
ripping at this point. 


BOYS’ BAL LACE SCHOOL SHOES eer TWO STRAP BAL SCHOOL SHOES 


MEN’S BAL LACE BUTTON SCHOOL SHOE 


The Brand that Stands for Stitchdown Perfection 


"gio? 


“THE ONLY COMPLETED STITCHDOWN™ 


TRIPLE wa? WELT 


| THAT 1S 
RAMSEY 


(- | 967 Atlantic Ave. E. J. RAMSEY CO. _ Brooklyn, N. Y. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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No. 9547 


No. 9803 














KO-REC-TOE 


Registered U.S. Pat. Off. 


The selection of proper footwear for the Grow- 
ing Girl is of the utmost importance. In a few 
years these girls of today will bring you the bulk 
of your business—so now is the time to impress 
them with the fit and quality of the line you sell. 


Ko-Rec-Toe shoes excel in quality of material 
and service performed. Built over combination 
lasts, they provide snug fit and maximum com- 
fort. They assure the highest quality at a mod- 
erate price. 

Send for samples of these two excellent num- 
bers illustrated. 

No. 9803—Growing Girl’s Mahogany Calf Polish. 
Ko-Rec-Toe No. 444 Combination Last, carried 
in stock A-D. Sizes 244-7 Price, $4.25 
No. 9547—Growing Girl’s Mahogany Calf Lace 
Oxford, medium No. 466 Combination last. Car- 
ried in stock AA-D. Sizes 244-8. .Price, $3.35 


Send for our In Stock catalogue 
Ko-Rec-Toe Shoes 


**Made Their Way By 
The Way They’re Made”’ 


STICKLES 


KO-REC-TOE 


TRADE MARK 
Ate. O28. Pa. Bre. 


Mu 





ANUFAC TURERS 


? 


THE LO, Sticktes SHOE Co. Rep Wins, 
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Carpenter 





FULL 
LEATHER 
COUNTER 


2 PLY FELT DOUBLE THICK 
SOCK LINING FLEXO CHROME SO 
3 PLY WOVEN 
FABRIC INSOLE 


Selt-Starter 


An Orthopedic shoe for the baby’s first steps. 

Flexible as a soft sole—Durable as a hard sole. 

The “‘last word” in infant’s shoe construction. 

Self Starters are easy sellers, sure repeaters and proven profit 
makers. 

Self Starters are the only orthopedic Infant’s shoe on the 
market having a one piece flexible chrome sole. 


A trial order will convince you of the merits of Carpenter’s 
Self-Starters. 


IN STOCK SPECIALS 


White Kid Button Kid, Calf, or Elk in numerous 
Black Kid Button colors and combinations in 
Chocolate Kid Button four weeks. 

Price, $9.25 per dozen 


Also 40 styles and combinations of Carpenter Quality Soft Soles 
carried in stock. Low cuts, $7.00 doz.; shoes, $8.00 doz. 


Send for Descriptive Price List 


OE (OMPANY Fc: 


Ghe( ARPENTER SH 


cuenniinanl 


The Boot and Shoe Recorder will appreciate your mentioning the pubiication in replies to advertisements. 




















Children’s Shoes 


We manufacture for the retail trade a com- 
plete line of Children’s Flexible Turn Shoes, 
sizes | to 5. A trail order will convince you 
of the superb style, workmanship and won- 
derful fitting qualities of these shoes. 











Send for folder describing the 36 numbers 
carried IN-STOCK for immediate delivery. 


IN STOCK 


No. 102B—White Kid Button, trimmed with Milo Buttons and Silk Tassels. 
Sizes | to 5 








Staud ShoeCorporation 


ROCHESTER N.Y 


Maker to Retailer Direct 


No. 1 23B 
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Smoked Elk Top 


McKay 


Tony Red Vamp and Over- 
lapping Cuff. Smoked Elk Top 
and Inlay. Perforated tip with 
medallion on toe. Rubber heels 
attached. Single Sole. 

A big feature of this attractive 
McKay is a white rubber slip 
sole, which helps keep out damp- 
ness and gives it the appearance 
of a Goodyear Welt. 

A big seller for many shoe 
men! Let it produce for you! 


Widths C, D 
R3660—Child’s eee Heel. 8% 
Ba. $2.75 


to ee 
R3661—Misses' Low Heel. ‘11% 
. 3.25 


R3662—Y. L. 9-8 Heel. 2% to6.. 3.85 





SHOE RECORDER 


Dependable McKays 
and Goodyear Welts for 
Misses and Children 


Genuine Patent Chrome 
Orange Stitching 


Helthy-Fut Standardized Quality 
Genuine Patent Chrome. Orange 
Stitching and Fawn Inlay of Fancy 
Leather. Rubber Heels. Perforated 
Tip. Sole Leather Counters. Best 
Grade Soles. Widths C, D. 


R4241—Child’s Spring Heel. 814 


ait ot os wna on hae 
R4242— Misses’ Low Heel. 111% 
i ae , 


(Misses’ in B, Cc, ‘D) 


SINBAC 
“Let Fid 


Chicago IL- 


Sinsheimer Bro. & Co., 211-15 W. Monroe St. 


your mentioning the publication in replies to advertisements. 
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lhe FASTEST SELLING 
SHOE Made 
[): ADLER’S Scientific Hy- 


grade Shoes need no elaborate 
description to emphasize their 
supreme qualities. 








Worn by thousands—sure repeaters, 
they are the last word in shoes for 


Infants tan Vici,button 


Srsens tak Sm ) or health, comfort and durability. 
Dainty, smart and individual. 














Designed accurately to fit every foot re- 
quirement of your trade. 





Quick, dependable service—delivery when 
you want them. 100% co-operation! 














Infants bal, lace or button,patent 


vamp with tip, gray buck upper, Actually lower in price than any shoe in 
turn sole, spring heel, lined. Sizes, ° ° 
its relative class—another reason why they 
ag 2 
ony move so fast! 


Sell this famous line of turns and welts 
under our selling plan, and increased profits 
are yours. Don’t fail to write us. 








ROSENWASSER BROTHERS: Inc. 


Factories: LONG ISLAND CITY, N.Y. 


cAlso makers of ™ 
“BABE” RUTH Aome Run Shoes 





Every Dr. Adler 
Scientific 
Hygrade Shoe 


year welt, regular cut, 3g 9 —«*_ hie = This Registered 

foxed, perforations tip, Shar ! Trade Mask 
— J le 

vamp and eyelet row. 


Sizes, 8:4 to 11. on the Sole of 
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A SELLING PLAN 
Goes With Them 


agenesis BROS - Jue. 
are sales specialists as well as 
shoe specialists. 


Makers of the famous Dr. Adler 
Scientific Hygrade Shoes for Misses 
and Children, they are also creators 
of a sales stimulating plan that is Misses’ tan calf bal, Goodyear 
° ° welt, 34 foxed, pony height, per- 
leagues ahead of anything hitherto brought forations tip, vamp and eyelet row 
. 4 rubber heel. Sizes, 112 to 2. 
to your attention. Just what you have been said 


looking for—a genuine, original, sound profit ; (hr 


~~. 4 b 
© Siyag@2> 
A cn ces 



































maker. 





Send postcard av ONCE for 
this wonderful Sales Plan 
Growing girls tan calf bal, Good- 


No obligation—just write. Facts and de- | year welt, high cut, 34 foxed, 
tails will come to you quickly so you can ) wr adawtek waaay. 
benefit from the busy selling season. Sup- 
ported by one of the largest and strongest 
manufacturing organizations in the world. 


Don’t delay—write today. 

















ROSENWASSER BROTHERS: Ince. 


Factories: LONG ISLAND CITY;N.Y. 


cAlso makers of 
“BABE” RUTH AHome Run Shoes 


ww 
wales 

Rs = 

SS ie: 22 SALES HELPS 


3 


' , ESS You have never seen a collection 
This Registered Every Dr. Adler of sales creating booklets like 
Trade Mark : Scientific these before— FREE to you,and 


on the Sole of Hygrade Shoe part of our exclusive selling plan. 
iy Samples on request. 
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IT PAYS TO BUY FROM SPECIALISTS 


We are specialists in Infants’ Shoes— 
therefore can give you One Hundred 
Per Cent Service. We'll prove it with 
your first order. Order These Five 
Numbers Today. They will please the 
mothers and increase your sales. 


Complete _ ll At Your No. 6711—White Kid with Blue or Pink 
No. 695— White, Bree x Lt A Colored 1 te Pearl Buttons and ay ag F 
Kid. Kid Sole to Match with Felt Cushion ° er doz 
Insole. A real Soft Sole to feature a Stocks Service No. 6611—Same atiern iin white, Black, 
Per doz. $7.80 Tan or Colored Kid, ff Trim, without 
Collar. Also in Patent , fe ., 
Per doz. $7.25 


No. 613—Instep Strap Slip; } all Kid 
and Patent leathers. ‘er doz. $6.75 


Bye-Baby Shoe Co. 


a — , : , - 
No. 673—White Kid with Blue or Pink Infants’ Shoes Built with Sentiment No. 2 Instep Strap Slipper. in. same 
: Cut Out rts. A styl - ~ ~ ° re leathers and same feature sole as in No 

Lrim and Cut Out Inserts. * i ¢e75 1408 Locust St., St. Louis, U. S. A. Per doz. $7.15 


per 











Q 


MANUFACTURERS Co. WOMEN’S 


AND AND 


RS : CHILDREN’S SHOES 
——— 159 Duane St. New York, N. Y. 











We REFRAIN from blowing our own horn as a regular thing, but are forced at this time, by 
sheer circumstances to tell you, that it is our belief, that we have the most complete line of 
children’s, misses’ and growing girls’ shoes, of every description in the market, not forget- 
ting our little gents’, youths’ and boys’. 


No. 2065—Child's. Sizes 84%-11. Pat. colt, gray No. 2005—Growing Girls’. 214-6. English last. 
buck top, with pat. perforated collar, Fair rr ee 
stitched, rubber heels and Wearproof lin- 
Bc cca adem hans mie . $2.35 2068—C. 

- 2066—Misses’. Sizes 11}¢-2. ‘Same as above.. 2.60 _ mouse tp. perforated vamp, tip and tide 
io. 2067—Growing Girls’. Sizes 244-7. Broad toe. stays, rubber heels. Ns ” P 1.90 
71 Same as above... .. “eae Yes .. 3.00 No. 2069—Misses’. 1114-2. Same as above. . . 2.15 
. 2067)¢—Growing Girls’. Sizes 2)¢-7. English No. 2070—Growing Girls’. Broad toe. 214-6. Same 
last. Same as above........ 3.00 —_.. , 2 








. 2001—Child’s. 84-11. Tan full grain high cut, 
perforated vamp and side stays, first-grade No. 2600—Little Gents’. 9-1314. Full grain tan, 
outer soles, odie heels. . ee coe eee 100% leather, rubber heel. See 

. 2002—Misses’. 1114-2. Same as above...... 2.00 No. 2601—Youths’. 1-2. Same as above........ 2.10 

. 2003— Misses’. 1114-2. English last. Same as No. 2602—Boys’. 214-6. Broad toes. Same as 
above... eh ai ache a i Sere es above. . BYE ee Oe. 

io. 2004 Growing Girls’. 214-6. Broad toe. Same No. 2603—Boys’. 214-6. "English last. Same as 


as above ; wooe BOS 


Full Line of Bane , Little Gents’ and Youths’ 
Goodyear Welt or Leather Shoes 
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ROCHESTER QUALITY TURNS 


No. 292-B—Patent Leath- 
er, w th red kid top. Cos- 
sack. Sizes 1 to 5 

ee . $1.25 


No. 11 1-B—Mahogany 
Kid Vamp, foxing and col- 
lar. Field mouse top. Per- 
forated. Sizes 5 to 8. 
width. Price 


» 


—" 
— fe ~ ahem 


ING 
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SUPERIORITY 
THAT COUNTS 


Hapytoz are 


-» GUARANTEED 
ALL LEATHER 


The soles are cut in our own factory from 
high-grade flexible oak tanned bends. 
The counters are of the highest quality 
leather. For that reason they are wear- 
resisting to an unprecedented degree. 


Hapytoz are manufactured for the retail 
trade exclusively—a complete line of 
Flexible Turns made with mock heels in 
sizes 1 to 5, full and half; also spring heel 
turns made with wheeled edges, in sizes 
5 to 8, full and half. Made with a quality 
that brings repeat orders to the retailers 
who handle them. 


Write today for catalogue illustrating 
more than fifty numbers of novelties and 
staples. In-Stock for immediate delivery. 


IMPERIAL 
CHILDREN’S SHOE 
CORPORATION 


MANUFACTURERS 
ROCHESTER NEW YORK 
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Explaining he 
“Sasner SCRVICE 


Just to have a List of Shoes In Stock is not our idea of 


“DR. POSNER SERVICE” 


So we have prepared what is really a Text Book explaining just what our 
service is and what we will do to help the sale of 


a POSNER: 
SHOES 


FOR INFANTS, CHILDREN, MISSES and GROWING GIRLS 


It describes our sample sales case that shows you a cross-section of the line. It 
shows you how a thoroughly complete children’s line may be installed in your 
store for $316.90 and the stock service upon which you can draw to keep this line 


always complete. 
and 


It lists, prices and illustrates over two hundred J N-STOC K styles of the daintiest, 
finest Brooklyn-made welt and turn shoes for juveniles that the market offers. 


Where shall we send the copy intended for you? 


DRAPOSNER SHOES Lac 


EXECUTIVE OFFICES AND DISTRIBUTING HQUSE. 
140-142 WEST BROADWAY 
NEW YORK CITY 


FACTORY-ROEGLING & HOPE STS.BROOKLYN 

















a ed. 
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Rilliken- 














Ic 
oc 





[| There Are Lots of Shoes for 
Kiddies, But Only One Billiken 


| 
JOO 1 


The One Shoe the Child Outgrows 





See agg ooo ar ooo oor oeoeoeoe GP52G2G2c2e 





Billiken Shoes Cannot Pinch, 
But Are Sure to Tickle 


Made Only By 


(\ AAA 


NNT 


C 





Shoe Compan. 
SAINT LOUIS, U. S. A. 











der will ciate your mentioning the publication in replies to advertisements. 
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CROBA> 


CHILDREN’S 


SHOES 


PATENTED DOUBLE WELT 





No. 1356 


No. 1352 


Three Go-Getters! 


HERES our suggestion: Get these three shoes 
and look them over. Notice the double- No. 1350—Brown Bear Full Quar- 
lasted, triple-stitched, double-welted construction Chrome Sate: Spring Heel: 3°8. 
—vital features that have made Acrobats famous Ne. ena Quee- 


and widely imitated. 
Price’ 3.25 


Your sample order will show you why you need No. 16D, Ba ii. Fox 
ce; as mi ion Ip; 

Acrobats—why they are regular go-getters for new Sole; Spring Heel. 

and repeat business! Ask also for our catalog. 14-8. B-C-D.......Peien, 3.06 


Shaft-Pierce Shoe Co. 


General Sales Offices and Factories: = 
Faribault, Minn. ial 


Stock Dept., State Theatre Building, Minneapolis, Minn. ”~ 


a 
Specialists in Children’s Good Shoes Since 1892 SHAFT-PIERCE SHOE CO. 
: 208 3rd St., Faribault, Minn. 
~~ . 
Send me sample pairs 


~ of the three shoes shown here. 


~ 
. ose Ns 64545620 004d nedn ths hed jedaue obese WbEb bs benn een 
Here’s a coupon to save writing a letter——->__| 
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The Good 
CL. 
hoes 


TRADE MARK 


For Misses, Children and Infants 


No. 202 


Patent]Foxed Button, White Calf 


Top—Regular Cut 
Turn 
Fairy 102—Children’s, Wedge Heel. 
-D +8 $2.05 
Fairy 202—Children's, Spring Heel 
C-D. 8-1 $2.65 


Give you a line of turns and welts that 
make friends for your store and for you. 
Because, they have real shoemaking, cor- 


rect style, and honest materials com- 
bined in footwear that is pleasing, good 
wearing, perfect fitting and satisfactory 
in price. 


IN STOCK 


No. 203 


No. 151 


All Russia Calf Polish—Pony Cut 
Turn 2 
Fairy 203—Children’s, Spring Heel. Tan Russia Calf Button 
Cc-D. 84-11. $3.0 Ture 
Fairy 103-Children’s, Spring ‘Heel ; Fairy 51—Infants’, 
Regular Cut Button. C-D. 1-5 
‘a2. 125 





The numbers listed here are ready for 
immediate delivery and will be main- 
tained throughout the season at your 
instant call. We maintain a stock service 
that is practical, not theoretical. 











Many more styles are shown in our cata- 
log. 


POU UT TUTTE TT o- TELETTETEEEE TL o- CELE TTETELET TL o. CELETTETEEEEE TL o- CELETTETLELE TL ae CELTS oc. CELT ELELE TT o- CELE LTETLELE © an CEE TLELULEEE SE ap LELUETTETLELEEE oe LELETELELEEE T on LELTLEELUETLELEE TL on CELE TEETELEEE TL a LELELTELELEELE TL oe CELELTEEEELEEEEL a LELEE EEL EERE am LES 


No .1225 


GRIEB SHOE MFG.CO, 0 "~~ 


Fai 1125—Children’s, Wed Hee . 

309 Arch Street - -  Philsde phia ‘CD. 48... . #° $2.05 
Fairy 1225—Children’s, Spring Heel. 
oO GEER. . «5.005.055 





. ‘TrrT. 11 


Factories: Annville, Pa., and Palmyra, Pa. 
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manufact- 
fre of women’s 


and children’s 


footwear. 


















































Mother of American Shoemaking 


Dee ee LS Le Me uneniniimeniiiiieniiiiien iis iiiiitisliiT 


TOMO OOOO OOOO OOOO OOOO 


TOTO OMe LOH elle Mellie elie LLU © LL 
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FLEXIBLE. ARCH SHOE 
Sor Every Woman 


Up-to-the-minute 
Style. Every 








minute comfort. 
Profit withal. 


Another New FORMATIVE 
Flexible Arch Oxford 


Built on brand new “Miss Frisco” Forma- 
tive last with narrowed heel, snug-fitting 
waist and full ball measurements. An ideal 
Black Kid Walking Shoe. 12-8 heel with 
Wingfoot Rubber Toplift. Stocked AAA 
to E, 3 to 10. 
STYLE NO. 24 
OXFORD Style 25—Same in Brown Kid Oxford. 


Style 26—Same in Black Kid Boot. 
$4.50 


‘A Flexible Shoe for Your Flexible Foot’’ 


Write for Special Dealers’ Proposition 


COTTER SHOE COMPANY 


LYNN MASS. 
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. 
‘Follow the Creighton Line 
LO OOK 
OO. la { fires . . Opn: 
w°.° 
IN STOCK 
Oo 
STYLE NO. 423 
Gun Metal Calf Oxford—Goodyear Welt 
8/8 Wingfoot Rubber Heel—Widths A to D 
0 Price $4.00 
.@. 
Send for new Fall stock catalog 
O 
7 Boston Office—183 Essex Street 
A. M. G reighton 
Mass ° 
* 
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A SUPERIOR LINE 


To Retail for $6. to $8. 


ARISTO 


The aristocrat of Colonials. Re- 
fined in design, and naturally 
extremely popular with dis- 
criminating buyers. 


LEWKIE 


Another combination that shows 
RIALTO designing at its best. 
One of the cleverest models of 
the season—in satin and bro- 
cade, patent and suede—brown 
kid, and brown suede, and 


other combinations. 


—The Rialto line is the strong- 
est in the land to retail at 
these popular prices. 


—Rialto styles are an asset 
because they are of correct 
design, dependable in work- 
manship and uniformly satis- 
factory. 


—We are showing on this 
page a few numbers coming 
through the works, to con- 
vince you of their style and 
salability. 


—Let us know your needs for 
November. We can supply 
you with the most-in-demand 
styles in from five to six weeks 
deliveries. 


RIALTO SHOE GOMPANY 


FACTORY, LYNN, MASS., 26 OXFORD ST. 
BOSTON OFFICE , 215 ESSEX ST. 


CLIFTON 


Afnovelty strap welt of pleasing 
combination possibilities. Effec- 
tive in gun metal and gray, Rus- 
sia and Nude buck, patent and 
suede; or in solid colors. 


RIVOLI 


A high heel pattern that sells 
freely through its quick appeal 
tothe eye. In all combinations. 
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KID LINED TONGUE 


SMOOTH KID LEATHER 


HEAVY TWILL 
LINING 


SURPASS KID MD. 80 ON 
USED THROUGH-OUT \@iy ga KID LEATHER 


SOLIDLEATHER 


HEEL BASE 
SOLID LEATHER O'SULLIVANS 
BOx TOE RUBBER HEEL 
GRAIN WELTING SeweD (age sot NS RE-ENFORCED STEEL 


WITH BEST LINEN THREAD 3 RIVETS IN SHANK 


SOLID ONE PIECE 
LEATHER TREATED INNERSOLE 


FINE OAK OUTTER SOLE 
8% BEVELED EDGE 





CORK FILLER 


A perfect shoe, because of the perfection of its different parts. Study 
the diagram and see how nothing has been overlooked which could 
make this shoe ideal from the standpoint of comfort, style, and wear. 


Although parts and materials are an ever-important factor, the 
matter of design has much to do with the success of any shoe. In the 
Dr. Sullivan Arch Support Health Shoe the design has been worked 
out with such care that the finished product offers all of the correct 
and approved health features together with a style appeal that is not 
approached by any other shoe of similar price. 


In Stock ready for delivery to you in boot or oxford models. Carried 
regularly by 

Sternberg Stolper Co., Katzman-Adler Shoe Co., 
150 Duane St., New York City 211 Essex St., Boston 


CRUISE-SULLIVAN SHOE CO. 


Manufacturers of Women’s High Grade Goodyear Welts 
LYNN, MASS. 


Dr Sullivans 


ARCH SUPPORT HEALTH SHOE 


———- 
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“Doris” 





Americanized Parisian Styles 
As exemplified in those 


Individual LASCO SHOES 


Made in patent leather vamp 
and quarter, with tongues of 
black, brown, beige or gray 
ooze, gray kid, gun metal, or 
mat kid, with patent leather 


Louis covered heel. 








PAOLO UU LU OMe M el enminieniiiiiiiiieniiies 


MeL 























POLISH 12/8 rubber 
$3.00 











No. 208—PLAIN TOE 


KID 7-INCH 
heel, B, C, D, E 


























et 
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33 STYLES—READY! 


Waiting your order—thirty-three splendid 
numbers, each made by Gardiner from care- 
fully selected kidskin and furnished with the 
best of rubber heels. Here are comforts which 
will meet every demand of fall business. 


Oxfords, Bals, Pelish Boots—everything you 
need and the ability to ship when you need it. 
Out catalog, gladly sent at your request, makes 
in-stock orders easy and sure from this house. 


H. K. GARDINER CO. 


680 Washington Street, - Lynn, Mass. 


Boston Sample Rooms, Please address all mail 
134 Lincoln Street to Lynn factory 
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inlay. Or in all satin or silk brocade with 
patent leather tongues. Imitation turn—full 


A postcard will bring you a list of who'esa‘ers 
from whom you can obtain the “Doris” im- 
mediately. Or we will ship direct in case lots. 


Price $4.50—terms 5% 10 days, 2% 30 days. 


LIPPITT-ALFOND SHOE COMPANY 


Where “‘Those Individual LASCO Shoes’’ are created 
3 and 4 Box Place 


LYNN, MASSACHUSETTS 
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Hew to the Fisher line 





—Build your business on straight dependable footwear, always uniform, always 


a tangible asset to your stock. 


—The reputation of Fisher-made men’s slippers and women’s comfort 


—You cannot make any mistake by stocking our line for the coming season. It 
It will make them come back “‘for another pair just 


will please your customers. 


footwear has been acquired by long years of practical and successful experience 
in making and selling just this kind of footwear. 


like the last.”” It will make money for you. 





MEN’S ROMEO 


Comfort was the first consideration in designing 
the lasts for our men’s slippers. A Romeo style 
slipper embodies comfort, the elastic gores prevent 
slipping, and the height of the pattern protects the 
ankles when worn out of doors. 





LADIES’ SEMI-DRESS POLISH 
There is a steady demand for this useful shoe, a 
demand which testifies to its twin factors of ease 
and appearance. It sacrifices neither fit nor econ- 
emy, but is no less stylish on that account. 
The quarter is seven inches high, and we furnish 
this shoe with leather or rubber heels, whichever 
you choose. 


Chicago Office: 
189 W. Madison St. > aie V2 
Security Bldg TSHER Of5)QN 


Factory: 264 Broad Street, Lynn, Mass. 


<\ Wr 





ite for Illustrated 
Booklet 

















LADIES’ TIP OXFORD 
This comfortable low cut is designed primarily as a 
common-sense hygienic shoe—but we add a top to 
the toe, which makes this model all the more serv- 
iceable to the wearer who wants a shoe that is easy 
to walk in, but has enough style for street use. 


MEN’S EVERETT SLIPPER 
This is the slipper that many men like to have for 
comfort and relaxation at home. e make and 
finish it in a variety of. patterns, so that it makes 
an excellent appearance in a window or showcase 
as well as side by side with the dress shoes in a 
gentleman’s wardrobe 


Boston Office: 
60 South St. 
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FETHERWELT SHOES 


All the lightness and flexibility 
of a Turn, with the acknowledged 
superiority of the Goodyear Welt. 


“‘A Triumph of Goodyear Welt Shoemaking”’ 


Quality is the only basis upon which a sound business 
can be built—Goodyear Welt is the quality process of 
shoemaking—if a shoe can be secured with this funda- 
mental Goodyear quality—and in addition be airy and 
dainty—then perfection is attained. 


Such a shoe is Watson's Fetherwelt 


FETHERWELT 
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Watson Shoe Compa 
Women's Fine Welts mie 
LYNN, MASSACHUSETTS 
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Lynn as She Is 


A Short Sketch of the Famous 
Shoe City Telling of Its Ser- 
vice to Shoe Buyers and Shoe 
Wearers of the Nation 


OME to Lynn, Mr. Shoe Buyer. Look it over. 
Judge for yourself its qualities as a shoe-making 
center. Judge its shoes according to your own 

experience. If you cannot come today, come tomorrow. 
Be sure to make a visit to Lynn at some time. Make it a 
part of your education. 

And, if you are not coming soon, why just follow the 
writer, while he undertakes to tell of Lynn, of what it 
is doing, and of the way it serves shoe buyers, and shoe 
wearers, too. 


“The Mother of Shoemaking”’ 


Lynn is “The Mother of American Shoemaking” 
according to the familiar advertisement. That means 
that Lynn is the mother of shoe manufacturing, the 
same as Eve is the mother of the human race. 

But, looking at it in another way, Lynn is like the 
patient mother who is always toiling, and is always 
thinking up new things, to keep her children happy. 

And she is as busy, by the way, as “the old lady who 
lived in the shoe, and had so many children that she did 
not know what to do.” 


Mother Lynn Works Her Fingers Off to Please Buyers 


It is a singular thing that, while Lynn, The Mother 
of American Shoemaking, is like the patient mother, 
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Calf and Ooze 





A deep mahogany red calf, with panel in otter ooze and 

oulbide panels of tongue in same material. Cenler tongue 

panel matches vamp. One strap fastened with button. 
9-8 heel. The Watson Shoe Company 























working her fingers off to please her children, buyers of 
shoes are like impatient children, always eager for 
something new, and wanting it when they want it, 
which means invariably at once. 

Let us see what Lynn can do to provide shoes for 
buyers of those days, especially those who want shoes 
to meet the quick changes in styles, as well as to fit into 
policies of quick turning of stocks, even 60 days’ turn 
over. 


Suppose You Dream of a Style, Mr. Buyer. 


Say that you come to Lynn, Mr. Shoe Buyer, selling 
a new style shoe, something brand new, of which you 
are the originator. You want this new style made quick- 
ly, so that you can market it, and reap the cream of 
profit from it before your competitors get onto it. So 
you come to Lynn, with the picture of your dream of a 
shoe in mind. 








A patent leather tongue pump, with pone =a stones 
and green kid overlay in tongue. a 8 C 
Williams-Clark § Co 





Patent Still 
in Vogue 





Patent vamp and quarter, with cross-strap in mat kid 
A turn shoe carrying a 9-8 il. The Burdett Shoe 
Company 
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Old Si Brown 
He went to town 


OLID, luxurious comfort is built With his good wife Louise. 
The donkey balked 


into every pair of Merrill, Porter Wen 2 ines eanented— 
““Comforteze”’ Tu m Shoes. Si lost his Comforteze! | 


| Our In-Stock Department is always 

amply supplied to fill your needs, 
however large and imperative they 
may be. Let ourcomplete catalog, 





sent at your request, be your guide | Style No. $17 
to “Comforteze” and solid profits Est rusitmsrytt ayes 


this fall. 








Style No. 815 


Havana Brown Kid Romeo. A snug fitting and 
flexible slipper. In stock F 5/12. Price $2.50. 


Style No. 800 
Same as above, but of Finest Quality Golden 
Brown Kid and full leather lined. In stock 
25. 


F 5/12. Price $3.25 





Style No. 816 


Havana Brown Kid Opera. Shapely last of 
excellent fitting qualities, leather lined through- 


out. In stock and F 5/12. Price $2.50. 


Style No. 802 
Same as above, but of Finest Quality Golden \ 
Brown Kid. In stock M and F 5/12. Price | 
$3.00. 





Style No. 815 











MERRILL, PORTER & CO. 


113 MUNROE STREET - - - LYNN, MASS. 
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You Will First Seek Your Lynn Manufacturer 


First thing you do is to seek the office of your manu- 
facturer. More than 100 of them there are. You, doubt- 
less, have your favorite manufacturer. You relate to 
him your dream of a shoe. He sketches your dream 














A dark mahogany tan oz a © ~ perforated on @ 
walking last, having_an he Cushing Shoe 
——_- 











style on paper. You both agree that there never was a 
shoe just like it before. 


The Last Maker Will Whittle Your Style 


Next, your manufacturer takes you to his last maker. 
(Lynn has been making lasts for over a century, and 
some of its families have been in the business for three 
generations, so they know lasts thoroughly.) The last 
maker looks at the sketch of your dream of a shoe, 
takes a last block, and with a few strokes of his knife, 
and final touches with his rasps and sandpapers, he has 
a last whose outlines are exactly those of which you 
dreamed. 


The Pattern Man Will Draft Your Pattern 


Next, your host takes you and your last over to his 
pattern maker. (Lynn has made patterns as long as it 
made lasts, and it has developed some of the best ma- 
chines and methods for making patterns. So you may 
be convinced that Lynn is a leading pattern making 
center.) The pattern man looks at the last, and at the 
sketch of your dream shoe on the paper, and then, with 
his knife, which is as keen as a razor, he cuts from heavy 
paper a pattern of your dream shoe. He measures it, 
by the way, to the hundredth part of an inch. He wants 
the pattern to fit the last like the paper on the wall. 


And the Shop Will Make the Sample in 30 Minutes 


With the last and the pattern of the dream shoe, you 
return with your manufacturer to his factory. He makes 
out a tag, writing upon it the materials to be used in 
the shoe, according to your dream, and the last; pat- 
terns and tag he turns over to his superintendent. For 
half an hour or so, you look over samples, and talk 
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things over with the manufacturer. Then in comes the 
superintendent with your dream shoe cut, fitted, and 
pulled over the last, but not bottomed. If your dream 
shoe is as true a shoe as you hoped, you approve of it, 
by placing an order for it in numbers, and according to 
the run of sizes, that fit into your business. 


You Can Have Orders Filled in Two Weeks 


Now, this task of turning your dream of a shoe into 
a real sample of a shoe has taken but a couple of hours, 
more or less. And, having approved of the sample, and 
placed your order, you may take the next train back 
home. The shoes will follow you within two or three 
weeks. Aladdin could scarcely beat a stunt like that. 


Some Secrets of Lynn’s Quick Service 


No magic wand is waved, nor magic lamp rubbed by 
Lynn, The Mother of American shoemaking, when she 
achieves her record in rapid style making and rapid 
shoemaking. Simply she has the facilities for the quick 
production of styles and shoes, and she puts them at the 
service of her children, the shoe buyers of the nation. 
A boon is this quick service, especially these days, when 
styles change swiftly, and merchants undertake to turn 
their stocks in 60 days or less. It may be said, not in a 
bragging way, but simply as a plain statement of mod- 
ern business, that many shoe merchants owe their suc- 
cess in presenting new styles, and in making quick 
turns of stock, to the service that is provided for them 
by the shoe manufacturers of Lynn. 


Lynn is Thick With Shoes and Shoemaking 
Lynn is not a city of wonderful shoemaking, though 
it might so be praised in a boasting way. But the shoe 
merchant of today wants plain statements of facts, or 
in the slang of the day, wants to be shown. So let us 











A low-heeled blucher model in patent and black suede. 
Patent leather apron shows cul-ouls inlaid with suede. 
A. M. Creighton Company 




















imagine that the buyer who came to Lynn with his 
dream of a new shoe, tarried in the city a little while, 
after placing his order for his new style shoe. 

He will see, as he looks about, a city as thick with 
shoes and shoemaking as a beehive of busy bees and 
honey. Think not of the sweetness of this simile, but 
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W making JEL-DEL Shoes, 
we do not first establish a 
price to you and-then at- 
tempt to meet it. We 
simply select the finest. 
materials procurable, man- 
ufacture to the best of our 
ability, and then charge 
you on a basis of actual 
ae costs.* 


GUIDE 
THE GROWING FOOT 
/ | 

*When you have once taken 
a Jel-Del shoe into your 
hand, examined it and tested 
it, you will agree that no 
better shoe could be made at 


the price. Let us ship you 
samples. 





LYNN, MASS. 


CO FINE WELTS 


For Ladies, Young Ladies, Misses, Children ard Infants 


os 
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JEEDREL, 


JELLY-DELANEY SHOE CO. 
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Patent leather two strap on a roomy ball last. 13-8 
heel with rubber top lift. Smith Shoe Company 














A dark brown glossy kid, with dark brown panel to 
match. Fancy forings and 13-8 Cuban heel, rubber top 
lift. Bartlett-Somers Company 











of the compactness of the bees and the comb in the hive, 
for this compactness is one of the secrets of Lynn’s 
quick production of shoes. 

The shoe shop is next door to the last factory, and 
the pattern maker is next door to the last maker, and 
just around the corner is the cut-stock shop, with its 
soles, and nearby is the tannery, with its kid or calf 
leather; and, here and there are the dealers in threads, 
linings and findings, and the maker of inks, stains and 
blackings. 


Shoe Stock Is Piled Up Like Flour in a Warehouse 


Indeed, Lynn’s manufacturing district is so compact 
that a shoe manufacturer has scarcely more than to 
reach out his hand to get any article that he may need 
in his manufacturing business. He does not have to wait 
for this or that. Millions, yes, actually millions, of cut 
soles await his order. They are piled up in the cut-sole 


houses. Lynn does a cut-stock business of $25,000,000 
annually, and the Lynn manufacturer has first choice 
and quickest delivery of cut soles. Heels, and counters, 
too, are stacked up in barrels, like flour in a wholesale 
grocery store, awaiting an order from the shoe manu- 
facturer. And the tanners of Lynn, and of nearby Pea- 
body, send leather to Lynn shoe factories, in response 
to a telephone call, the same as the grocer delivers the 
steak for dinner. 


Lynn Babies Start to Play with Shoes, Instead of Rattles 


As for shoemakers, Lynn has 15,000 of them. Some 
of them are of families that have been making shoes 
since the days of John Adam Dagyr, the Lynner who 
first put style into American footwear for women. 
That was back in colonial days. It is a Lynn legend that 
babies play with shoes before they take to rattles. All 
of which shows that Lynn is rich in inherited skill. 














A patent leather blucher. Tip and back stay over black 
ooze. Tongue and vamp in one piece of black ooze. 
Military heel. Harney-Tracy-Crehan Company. 








Fancy checkerboard weave in brown satin, with novelty 
color and tongue effect bearing three petals. 17-8 
Spanish Louis heel. The Lippitt-Alfond Shoe Co 
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Gun metal whole quarter oxford. Up- 
per]ffitted with five rows of colored 
stitching. Seven iron outersole. with 
white stitched edge. ¥Heel 10-8, carry- 

_— tl ee le 
“ng |W ingfoot rubber jtop lift. 
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Smart Walking Oxford 


Unusual care has been taken in the fit of this 
shoe—materials are excellent and the work- 
manship all that the name of Harney, Tracy, 
Crehan leads you to expect. 
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PRICES ON REQUEST 


HARNEY, TRACY, CREHAN CO. 


Boston Office, Factory, 9 Harrison Ct. 
10 High Street 
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Black 
with 


A solid ose C chee - 2 kid, ta ong oe 
un metal oxford, fancy perforation and pinking, buttons, with 12-8 C nm —rubber top li Jolter 
lack suede insert. P.J. Harney Shoe Compan Shoe Company 


























sides. 





Gray suede tongue slipper, with one strap inserted 
through tongue, patent slashes on both sides. 16-8 Louis 
heel. MacLaughlin-Conway Shoe Company 


Patent leather tongue slipper, button fastened on both Patent over black suede, with ter fo perforation - 


17-8 Louis wood heel. Brophy Brothers Shoe po ge f ae yt ~ with r top lift. V. K 


Company H. Jones and T: 
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To Retail From 
$4.00 to $6§-50 


Patent leather one strap pump. 
Silver brocaded quarter and 
throat. 16/8 celluloid covered 
wood heel. Cases 36 pair toa 
width. 5 to 6 weeks delivery. 


FLEXIBLE MODERN METHOD McKAYS 


Murphy, Gorman & Waterhouse 


Successors to James Phelan & Sons—Established 1862 


LYNN, MASS. 


Boston Office: U. S. Hotel Building, 86 Beach Street 














LIL LD aMCf Zola tratiatratsakratr ante at 
mu Qo WIM) 


he Best Shoe For The Least Money | 


Patent Leather Colonial, Single Sole Going Big For Fall 


Louis Heel 


The “Colonial” is back again strong. This time, 
however, without the old-fashioned buckle. New 
Flare Tongue effects, with a dainty strap adjust- 
ment, now characterize this novel creation which 
Dame Fashion favors. 








And it’s going BIG this Fall. Patent Leather, especially, 
will be in demand because of its superior wearing qualities. 
The Colonial is seen at its hest, too, in Patent. This 
beautiful leather lends it “snap”’ and brilliancy. 


Your customers will demand Colonials, so act now. Get 


in a good stock of M-C McKays. We can ship them in a 
few weeks’ time. 


Jobbing and mail order trade only. 


MITCHELL-CAUNT CO. 
M ” * Ms Ka y S FACTORY BOSTON OFFICE 


Lynn, Mass. 72 Lincoln St. 
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A three-top table in Chippendale— 
for the foundation of an attractive dis- 
play unit. Three-top tables are invalu- 
able. Their nicety of design is due to 
the fact that they are pure adaptations 
of the historical Chippendale period. 
The fixture in Correct Period ign 
has character that greatly adds to the 
pulling power of your window and cre- 
ates a favorable impression for your 
merchandise. 





Ask us to mail Fixture Book I, wherein all our 
Period Designs are completely described. 


HUGH LYONS & COMPANY 


707 South Street 
Lansing - - Michigan 


Chicago Office 232 S. Franklin Street Boston Office 52 Chauncy Street 
* New York Office 35 West 32d Street Baltimore Office, 1 No. Eutau St. 


























uni heihee: taeda ah enekcabipaaiiane 0 0 ba den 
interior is a neat, orderly arrangement and perfect alignment of 
the chairs. American Interlocking Shoe Store Chairs are so con- 
structed that through long service they retain these important 
features. They are best adapted to any seating arrangement and 
comfortably sceetieinaituan Cetin af oqeteantin:te Hh anes 
allotted. 


Our Archinect Dit yar lr tnd tg 
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: General Offices: 1016 Lytton Bidg. My 4 
CHICAGO 3 for 3 hee ca. 

{ Réom 707--250 So. Broad St. seve dais aiid Sec ters 

















September 30, 1922 BOOT AND SHOE RECORDER 











“Onyx’’ Dealers: 
send for this new, free booklet 





It shows a variety of new hosiery cuts for 
newspaper advertising. They are all free 
| to you on request. 








It contains examples of copy written for any 
kind of hosiery advertisement. You can 
adapt this copy to your own needs in the 
twinkling of an eye. 











It illustrates a large number of simple and 
effective layouts, and gives your printer 
directions for making up similar advertise- 
ments. It shows how to use borders, 
type, and white space to obtain striking 
advertisements. 


oo Ce «lita MB tas eae A. 





It includes a number of interesting advertising articles reprinted from 
Printer’s Ink. 


he, lll lll Mane a oe 


It tells about the “Onyx” advertising service which is ready to help you 
turn hosiery into dollars. 





“Hosiery Cuts, Copy & Layouts” 


j A book of Suggestions for the Retail Advertiser 
4 by the ‘“‘Onyx”’ Service Department 


A booklet designed to assist the busy man who writes retail advertisements. 
It simplifies his problems, saves time, and provides suggestive ideas for 
hosiery merchandising. 

Send for it, it 1s free. 


| Emery 6 Beers Company, inc 


Adv. Dept., B’way at 24th St., New York 


sole owners and wholesale distributors of 


Hosiery 


5 
a 
a 
4 
a] 
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Meg VS Pat Orrice 
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” GRIFFIN 





BRONZE DRESSING 

















wlan” GRIFFIN MFG CO. 


Fae en ui( ©67-69 Murra Stree 
POL SH nme New Yor au N.Y. | 
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How One Big Store Discovered A Way 
to Make 42% More People Look 


at Its Window Displays 


UT in Cleveland one of the leading 
dry goods stores recently made ex- 

haustive tests which demonstrated that 
improved window illumination caused 
42 per cent more people to stop and look 
at the window displays. 
This increased attraction-power was ob- 
tained by spending only a few cents more 
an hour on the window lighting. 
Let us tell you more about this test and 
whether or not the lighting in your own 
windows can be improved to similar 
advantage. 


For over 25 years our engineers have been ° 


studying window lighting problems, and 
we shall gladly have one of them survey 
your windows on request. 

He will make readings with a light meter 
to tell you how much light you are now 
getting on the display. He will tell you 
how much light you ought to have accord- 
ing to the best modern lighting practice; 
also what new equipment in the way of 


lamps and reflectors is required, if any, 
and what the first cost and operating 
charges would be. 

At the same time he will confer with you 
about the lighting of your store itself, for 
Holophane specializes in efficient illumi- 
nation for every purpose—stores, offices, 
schools, streets and wherever electric light 
is used. 


If you can make 42 per cent more people 
stop at your windows—or even 10 per cent 
—it will be well worth your while. 

It will cost you nothing to find out what 
can be done. 


COUPON —- 












Holophane Glass Co., 
342 Madison Avenue, N. Y. 


In Canada address Holophane Co., Lta., 186 King Street, W- 
Toronto. : 


Gentlemen: 

Please have one of your representatives call on the undersigned to 
discuss the possibilities of improving the effectiveness of our win- 
dows through better lighting. 


PI hwh nna ckce sone ns docks inabsaase eees ee eeeean en 
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“Every Thing For Better Looking Windows” 

















If you are not already one of the large army of users of 
Our Famous Glass Fixtures 


why not get in line, and thereby put yourself in possession of the one real fixture for the effective showing of shoes. 


Here are some of the Reasons: 
They are all in separate parts, giving an opportunity for building changed effects almost without limit—you can build from 
6 inches to 72 inches high. ‘ 


Glass Fixtures are neutral, unobstructive, clean and soft toned in appearance—they match any color scheme, you can see 
through them—and you do not tire of them—they do not grow stale. 


Cuts 1-2-3 show the pedestals and plate glasses (the latter are polished and beveled edges,) cuts 4 and 8 show 2 of the many 
“Trims” which can be produced. 


Cut No. 7 shows our new patented glass shoe stands, with adjustable heel catch (shown in illustration) 
Catalog G. F. shows the Entire Line 


Wood Fixtures. For those who prefer wood fixtures we offer our Catalog No. 14 which shows all of the Leading “Periods.” 
See Cuts Nos. 5-6-9-10 and 11. 


Window Valances—35 styles carried in stock for immediate delivery. 
Ask for Samples 





Visit our Exhibit at the 


CHICAGO NATIONAL SHOE 
Window Plush—In stock. Write for samples. EXPOSITION 


, October 2nd to 6th inclusi 
5 - ff QUALITY—SERVICE—COURTESY a oe 


Visit our Chicago or New York Show Room 


=euzeze~ | THE HECHT FIXTURE CO. 


acticin scanaceatied Medinah Building, Wells St. and Jackson Blvd., Chicago, Ill. 


Window Rugs—Circular in colors and samples material sent. 
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Papier mache relief panels for wall decoration 


Do Children Want to Come to 


Your Store? 


If You Want Children’s Business Make the 
Store Attractive 


HEN the average man starts out to buy a 

W pair of shoes for himself he may window shop 

and select the store because of some particular 

style he has seen in the window, but the dominating 

thought in his mind is to find a pair of shoes that will 

meet his ideas of style, shape and color at a price which 
he can afford to pay. 


He may be, and probably will be, influenced by the 
store appearance because store appearance is the re- 
flection of what he expects to find inside. He may be 
influenced by any number of different things, but 
primarily quality and price dominate his mind. 


What Do Children Think of You? 


When the average woman starts on a shopping 
excursion for a pair of shoes she is principally interested 
in something that will enhance her personal appearance 
and she instinctively seeks a store which she believes 
has the merchandise she wants and will fit the shoes 
properly. She, of course, considers price. 

But what about the little tots? What sort of a 
vision looms up before the mind of Bob or Betty when 
new shoe time rolls around, and by the way, it rolls 
around pretty often? 


Pasi Courtesies Remembered 


The childish mind is not at all concerned with price or 
quality. The youngster intuitively expects to find just 
the kind of shoes he is looking for. What the child really 
thinks about is the entertainment, the attention and 
the surroundings in children’s departments as they are 
recalled from some former visit. 

“Mother, take me down to Stone’s where they have 
all those canary birds,” said Betty recently when she 
was to have a new pair of shoes. With her it was not a 
matter of price or of quality but entertainment— 
another chapter of “A Good Time.” 

“There, mother, is my shoe lady,”’ said a little girl 


of Fort Worth, Texas, when she met Mrs. Olds of San- 
ger Bros. Shoe Department on the street. The little girl 
did more than that, she ran over to Mrs. Olds, put her 
tiny arms around her neck and kissed her.: She recalled 
the kindly treatment accorded her in the store and it is 
a safe bet she will go back there for the next pair. 


Make the Store Altractive 


What percentage of your entire volume of business 
comes from your juvenile section, including growing 
girls’ and big boys’ shoes and the accessories sold in 
that section? 

In one nationally known middle western family shoe 
store the juvenile department last year produced almost 
20 per cent of the entire business but it was. well 
managed. 


A juvenile department or section will not run itself. 
Some individual must bear the responsibility, do the 





A self propelled merry-go-round. The children on the horses 
supply the motive power. ‘‘Ain’t we gol fun!” 


thinking and planning and perform the executive 
functions. 

lt is imperative that that individual first of all loves 
children and knows how to plan pleasing entertain- 
ment for them. 


The amusements and attractions for children in- 
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For the Shoe 
Beautiful 


individualize 
your windows with decora- 
tives that are out of the 
aumann 
backgrounds, screens, plac- 
ques and floral decorations 
impart those deft finishing 
touches which create the 
atmosphere of quality and 
accom- 














Baumann Cata 
log B22 should 
be your guide 
book in_ plan 
ning effective 
window set 
tings 


Our Service De 
partment _ will 
be glad to offer 
suggestionscov 
ering your in 


dividual needs 


It pays to 


ordinary. 


correctness—thus 
plishing much toward get- 
ting more shoes sold right. 


Turned Wood 
Vase 


Twenty-four inches 
high. Beautifully fin- 
ished in polychrome. 
Drilled with 7/8-inch 
hole for floral piece. 

No. 2F157—Price vase 
only, $12.00 each. 

Pom Pom Floral 
Spray—Novel flowers 
attractive in any vase. 
Particularly good here. 
No. 1F140—Price 
spray only, $9.00 each. 

$90.00 dozen 





Decorative Placque 

Scone shaped. 
panel in rough 
Polychrome border. Flor 
al piece in parchment 
effect. Size, 11x18 inches. 
No. 2F160—Price com- 

plete, $6.50 each 
No. 1F133—Floral piece 

$2.00 each 


Center 
stipple. 


Oval Placque 
Finished in polychrome 


and rough stipple. Mount- 


a fruit cluster. 
with metal 
11x18 in- 


ed with 

Equipped 

hanger. Size, 

ches. 

No. 2F119—Price com- 
plete, $6.50 each 

No. 1F137—Fruit clus- 
ter only, $2.00 each 


Store 








Background in 
Old Gold and Mulberry 


Consists of wall board mounted on clear white frames. Center 
panel of the background is made of our No. 2W109 Flock 
Damask Art Paper. The ground color is old gold with flock 
damask design laid on in beautiful mulberry tone. The border, 
painted in a warm putty tone, is separated from this center panel 
by a polychrome ball moulding colored to harmonize. 

No. 2B101—Complete Background. Price, $52.30. 
No. 2B101A—Center Panel. - Height, 814% feet; width, 3 feet. 

Price, $19.50 each. 


No. 2B101B—Side Panels. Height, 7 feet, 9 inches; width, 
30 inches. Price, $12.65 each. 
No. 2B101C—Dividing Panels. Height, 7 feet, 6 inches; 


width, 12 inches. These are plain panels made of wall board 

covered with our No. 2W117 Flock Paper in a deep brown 

tone. This dark color adds a distinctive touch to the general 

scheme. Price, $3.75 each. 

Note: This background may be lengthened or condensed to 
fit any size window. If for an extremely large window, extra 
panels may be added. 


Write today for Catalog B22 





357-359 W. Chieago Ave, CHICAGO 
Headquarters for Display Ideas and Service 


Manufacturers and Importers of Flowers and Floral Decorations 
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stalled in the juvenile department should be limited 
only by the space and money available. 

A merry-go-round, a shoot-the-chutes, a galloping 
horse, a sand pile, a juvenile lawn swing, building blocks 
or other similar amusements are well worth while i 
space is available for their installation. 

These things are not overly expensive. The merry-go- 
round here illustrated costs approximately $100. It is 
eight feet in diameter, the motive power is supplied 
by the youngsters riding the horses. A hinge arrange- 
ment on the horse is connected by a rod with a ratchet 
working on the central post. 

The galloping horse occupies only about four and a 
half feet of floor space and is a real attraction for chil- 
dren. These range in price from $50 up to $175, accord- 
ing to mechanical arrangement, decoration, etc. 

Coaster slides and shoot-the-chutes can be bought as 
low as $30.00. 

Not every store has room for these things, but most 
any store can have canary birds, a cuckoo clock or 
something that is novel and attractive to the youngsters. 


Wall Decorations Important 


Above the shelf line the walls can be decorated with 
panels illustrating fairy stories or something else that 
appeals to the youngster’s imagination. 

Some very beautiful papier maché panels are on the 
market and adaptable to this purpose. 


But if papier maché is too expensive use wall paper.” 


Most any wall paper store can supply panels and bor- 
ders that are appropriate and attractive. 


ae thy 











SAL LOPING AOR SES. 


Children love to ride a pony even if it is only a hobby 


Just a little thought and planning will transform 
bleak, bare walls into a veritable fairyland. Further 
attractions in the way of small statuettes of soldiers, 
sailors, or characters made famous by their exploits 
in fairyland, placed on show cases and other points of 
vantage may well be added. 
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If You Want Children’s Business Appeal to 
Child Life 
When you want the business of grown ups you appeal 
to adult thought and imagination. You talk about 
quality, price, style and service. You see to it that 
store and sales people emphasize these points. 
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Children love action. An attraction like this will draw them to 


vour store 


When the adult customer comes to the store you 
talk to him about politics, religion, crops or some topic 
in which he is interested. 

If you want the business of the youngsters adapt a 
section of the store to the things that reflect child life, 
child thought and childish needs. Make them want to 


come to your store. 


Advertising Error Corrected 


An unfortunate error occurred in connection with 
the advertisement of the New Castle Leather Com- 
pany appearing in our issue of September 23. In this 
advertisement an illustration of a shoe made from New 
Castle Havana Brown kid was shown and the name of 
the manufacturer was erroneously given as Walker & 
Whitman. This shoe was made by Whitman & Keith 
of Campello, Mass. 
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Soman HoLiIpAy DECORATIONS 


have always been foremost in quality and value. We are headquarters for everything that you 
will need, from a spray of artificial flowers to the complete decoration of windows and interior, 
DISPLAY including special backgrounds, screens, placques, etc. New high-class cloth 

' lines have recently been added, making the Schack stock the most complete 





ROOMS in the country—gauged to meet the requirements of all stores. 

y—gaug q 
63 E. Adams St. Now Is the Time to Plan Let the Schack Experts Help You 

When in Chicaxe our decorative scheme for the coming holi- in determining the type and color of decora- 

makeitapointto view ~- ‘ ° : ° 
the‘interesting displays days and list the material that will be needed _ tives to use and where they shall be placed. 
here. in carrying it out. Consult our Service Dept. 

Write for a Copy of Our Big New Catalog B, Now off the Press 


EXTRA 


Don’t fail to see Schack’s big 





display in the Shoe Store Ser- 


No. B4389—Schack’s Christmas Roping, one inch in diameter—twice as a ae a ee 
heavy as ordinary Japanese frizz, more brilliantly colored and costs less. a 
Silky in appearance. Per bolt of approximately 180 feet... Price, $1.45 Shoe Recorder, October 28. 


ScHACK ARTIFICIAL FLOWER Co. 


Manufacturers - Designers - Importers 
1739-1743 Milwaukee Ave. Chicago, Illinois 
FEZ BV/0V/0V7 7B BVDV BV 0\V/BVi/BV OW BV/BV/0 V1 BV V/9\1/BVi/BV 7/97 BV/BVON/DVBV/0V'70V' BV BVA OV RYYBV AN 7075 

















THERE’S A REASON WHY CUSTOMERS PREFER 
“HUBTIP” “NO-METAL-TIP” SHOE LACES 


—*HERE IT Is”— 


Tro - fas ~~ es 





CANNOT 
PULL OFF, FRAY OUT, CATCH IN HOSIERY 


YOUR STOCK, IS IT COMPLETE? 
TODAY’S PRICE LIST 














27 im. per gro. Laces, $2.00 36 in. per oe. Laces, $2.50 45 in. per gro. Laces, $2.90 63 in. per gro. Laces, $3.70 f} 
30 im. per gro. Laces 2.20 40 in. per gro. Laces, 2.70 54 in. per gro. Laces, 3.30 72 in. per gro. Laces, 4.10 
Either Black, Brown or Russet 
Assorted Cabinets Supplied Order from Your Jobber Today 
FRANK W. WHITCHER CO., Boston and Chicago, U.S.A. | 
—S=— 














— ——— ——_—_ 
The Boot and Shee Recorder will appreciate your mentioning the publication in replies te advertisements. 
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Figure 1—This setting, in Aulumn colors as described below, may be cut from wall board by a handy man around 
the store, or a local carpenter or sign shop will do the work at small cost 


Display Suggestions for October 


Some Unique Window Settings May Be Produced by the Simple Use of 
Some Wall Board, a Few Tools, a Little Paint and Some 
Artificial Flowers and Fruits 


. ELL I wonder what we should have next in 

\ \ our display window” is a question that stares 

us all in the face at times and especially is 

this true of the display man or salesman who looks 
after the store’s show windows. 

The man who changes his windows often and makes 
each one distinctly different from the display preced- 
ing soon gains a reputation for his store as being a real 
forge-ahead concern, a store that is always putting it 
over, so to speak and keeping the people interested in 
what will be next. 

No matter how clever a man may be there are times 
when he is often at his wit’s end for an idea to incor- 
porate in his trim, something that will attract attention, 
create desire, demand and sales. 


Are You Ready for October? 


The golden month of October is considered by most 
shoe dealers as the time for renewed business. The hot 
summer months have passed and the Special Sale period 
is over. Men and women are now wondering what is 
the new thing for fall. 

The buying public’s thoughts are of fashions and 
styles, therefore October is the touch-stone month in 
launching the newest of the new things in shoes before 
ithe public’s gaze. 


October is a profitable month. People are interested 
in fashion and style and will pay the price for things 
that satisfy their tastes and requirements. 


Special Backgrounds a Big Feature 


Special window backgrounds, decorative embellish- 
ments, unit settings, artificial flowers and foliage are 
important factors in showing off the new fall shoe 
styles to good advantage. 

These special background decoratives need not be 
elaborate or expensive affairs, as experience has taught 
us that a little more planning is needed to get decora- 
tive effects worth while, and practical effects that will 
assist in selling the merchandise by showing it off to the 
best possible advantage amid favorable surroundings. 

Special decorative ideas change the entire appearance 
of the store front and add tone and color to your display, 
therefore it may be easily understood how much better 
the merchandise will ‘look in front of a window back- 
ground that has been planned and constructed so as to 
take away the bareness and sameness of the regular 
wood panel or curtain drapery background. 


Selecting Your Color Scheme 


Mother Nature proves a good guide with her gor- 
geous colorings of autumn flowers and foliage for select - 
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Advertising that Really 
Moves Goods 


The Scholl Mfg. Co. reports a very nice increase in 
business which they attribute to their consistent and 
persistent advertising policy. Dr. Scholl has always 
contended that large space used regularly in America’s 
dominating publications will assist wonderfully in 
moving the firm’s merchandise off the dealer’s shelf. 
The fact that the Foot Comfort business has shown 
such a satisfactory growth, proves the soundness of 
the Doctor’s judgment. 


Magazines and Newspapers Used 


The Scholl organization is a strong believer in the 
liberal use of newspaper space, as well as full pages in 
the leading magazines, such as_ the Saturday Evening 
Post and the American Weekly Magazine. This firm 
is now blanketing the whole of the United States with 
a newspaper campaign, featuring Dr. Scholl’s Zino- 
pads. This campaign has proved phenomenally suc- 
cessful. It has been the means of bringing thousands 
of foot sufferers into the shoe stores where not only 
Zino-pads are sold, but Foot-Eazers, Arch Supports 
and comfortably-fitting shoes, as well. 


Big Plans Made for National 
Demonstration Week 


The Scholl Mfg. Co. have a brand new idea for Na- 


tional Demonstration Week. It will be known as 
their four-point selling plan. A free coupon is the 
central idea, and around this is adroitly woven a tre- 
mendous magazine advertising campaign, dealers’ 
newspaper ads, three-color illustrated letters and 
window displays. 
Each free coupon entitles the bearer to a Dr. Scholl’s 
Corrective Foot Exercise Chart, a copy of his book- 
let, “Treatment and Care of the Feet,”’ and a sample 
of Dr. Scholl’s Zino-pad. In campaigns where only 
a sample of Zino-pad has been offered, people have 
been known to go blocks—yes, in many instances 
i a sample of this wonderful corn, 
callous, and bunion remedy. When the Demonstra- 
tion Week Campaign comes out, striking from four 
different angles, the salutary effects are not hard to 
predict. It is conservatively estimated that at least 
20,000 dealers will be identified with this national 
foot comfort drive, and the gratifying feature of 
Demonstration Week is that the trade sells more 
shoes, in dollars and cents, than it does Dr. Scholl’s 
Foot Comfort Appliances and Remedies. 
Thousands of dealers have already expressed a desire 
to participate in this event, and from present indica- 
tions, Demonstration Week, this year, will prove a 
record-breaker. The trade can secure all material for 
this drive free, charges prepaid, by addressing any of 
the Scholl offices. 
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Three popular of Dr. Scholls Foot Comfort A ppliances—each for a specific 
foot Sila cobkuhedes comfort to hundreds of thousands of people 


MMustrating the gradual im provement tm the condition of a broken down arch through the 


ae Scholl ap pliance—and adjusting it as progress in the correction is made 


Scholl’s Arch Supports 


adjustable to any foot condition 


Successful correction of weakened and broken 
arches —as evidenced by the widely preva- 
lent condition of “weak foot” and the more 
serious flat foot — must take into account the 
condition of the individual foot at the time 
correction is begun and as it progresses. 

In bringing out a remarkable seriés of arch 

Distorted tocr (cause of bunions) are Supports Dr. Wm. M. Scholl, the eminent 
restored to normal action bsthe wie of foot authority, has taken cognizance of both 
Dr. Scholl's Toe-Flex. Price, 75e each 

of these requirements, 

He has devised an appliance for each 
specinc arch trouble—from the seemingly 
unimportant conditions manifested by weak- 

L ness and undue fatigue to the more serious 
conditions involving a complete breaking 
down of the two important arches, with the 
consequent discomfort and pain and suffer- 
ing in the feet and legs and back. 


Adjusted as condition improves 


Dr. Scholl’s appliances can be adjusted to any 
condition. Of equal importance, , is 
the fact that they can be readjusted fre- 
quently as the bones and muscles and liga- 


| -S ments, relieved of strain and gently held in 
bi we place, increase in vigor and the arches grow 








Dr. Scholl's Bunion Reducer removes 
pressure from bunions, preserves the 
shape of the shoe and gradually reduces 
the growth. Price, 75¢ each 


stronger. 
Why, then—when relief may be had so 
easily — continue to suffer with your feet? 
Dr. Scholl’ Walk-Strate' Hee! Peds Why endure the misery of aching, burning 
condiieng She /ody's weight. Price. heels and insteps, or tired and ae 
40¢ pair feet, of pains in the legs and hips and back 


Your feet examined free 


In thousands of shoe and department stores che country 
over are men — trained Practipedists —_who have been 
carefully trained in Dr. Scholl's methods and who will 
assist you in selecting the Dr. Scholl Appliance which 
you require. 
Go to the store in your town which carries Dr. 
Scholl's Foot- — and = peat an examination 
. of your stockinged feet. k out this service today — 
oo es poe: and have immediate relief and comfort and freedom 
blisters. Price, 3Seahox. At all shoe from foot suffering. 
and drug stores. Sample free Note: If you cannot locate the Dr. Scholl store in 
your city, write us. We will send you the namé of the 
nearest store and an interesting new 
Feet and Their Care.” Address the Scholl Mi C., 
213 W. Schiller Se., Chicago, or 62 W. 14th = New 
York City. For Canada, address the Scholl Mfg. Co., 
Ltd., 112 Adelaide St., E., Toronto. 


| FREE OFFER 

| Scholl Mfg. Co., Dept. 00 
m3 Ww. Schiller St., Chicago 

| me a sample of Dr. 


Please send 
| Scholl's Zino-pads and a copy 
Scholl ° 


—— Dr Scholls 


--| Foot Comfort Appliances 





Above is reproduced an excellent piece of copy 
that will appear in the ‘Saturday Evening Post,” 
September 30th. With 2,225,000 circulation, this 
magazine is a vital factor in increasing the de- 
mand for Dr. Scholl’s Foot Comfort Appliances 
and Remedies. 
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ing your color scheme, and from close observation this 
alone will suggest many color schemes for decorations 
in honor of this many-hued season. 

Should you desire to have your decorative effect 
along the lines of Modern Art motif, many helpful hints 
in color combinations and composition may be gleaned 























Figure 2—This unit is simple and easy to make, inexpensive 
and rich in effect 


from the bill board posters, magazine covers and color 
page advertisements inserted in the magazines by large 
National Advertisers. 

Artificial flowers are ideal ‘‘eye attractors” to every 
display window when they are selected with care and 
arranged in perfect harmony with the event at hand. 

This class of decoratives may be obtained from the 
various manufacturing concerns dealing in artificial 
flowers and window decorations at a nominal cost. 


Some Decorative Suggestions 


Figure 1—lllustrates a very simple background 
setting consisting of two wall board pilasters placed at 
the back of the window as is shown. The space between 
the pilasters is filled in with a plain drapery back of 
some soft material hanging in loose folds from the cor- 
nice line. This curtain back should be cream color or 
sand shade. 

The pilasters are made of wall board and painted 
light brown, using any good cold water paint; or they 
may be painted in oil just as desired. The decorative 
band near the top of the pilasters is painted on in gold 
and high lighted in green. The arrangement of the 
artificial flowers and foliage on the face of the pilasters 
is clearly shown. The flowers may be large tea roses 
with fall foliage arranged in pendant effect. 


In Gold and Green 


Just in front of the back is placed a circular cut-out, 
made of wall board, painted gold and high lighted in 
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green in the same manner as the bands on the pilasters. 
The base of the cut-out should be painted light brown. 
the same shade as used on the end pilasters. 

Just in front of the circular cut-out is placed the tall 
flower holder made by cutting out the top from wall 
board and tacking it to an upright attached to a wooden 
base. This flower holder should be finished in the same 
colors as used on the circular cut-out. 

The flower holder is then decorated with the same 
kind of flowers and foliage as used on the pilasters. 
The floor of the window should be covered with a plain 
cream color outing laid on smoothly. Light brown satin 
ribbon is then stretched on the floor giving the effect of a 
rug in front of the setting. 


Lavender, Gold and Black 


Figure 2—In our second illustration we show a very 
simple unit setting that if worked out along the lines 
mentioned will make a very attractive set piece for any 
window. This setting is worked out in lavender, gold 
and black in the following manner. 

The panel part is made of wallboard and painted a 
lavender color. The base of the panel is finished off 
with wallboard blocks with beveled edges, eight inches 
square. The blocks are painted black and striped in 
gold as is shown. 

At each side of the panel at the top is attached the 
brackets which are cut from light lumber and painted 
gold. From the brackets are hung decorative lanterns 
as shown. These lanterns should be worked out in 
lavender, black, gold and cream color. Upon the small 
shelf on the unit is placed the little flower box as is 
shown. This should be painted gold and filled wth 
flowers and foliage. Upon the face of the unit is hung 
the medallion cut from wallboard. This medallion 
should have a gold edge. The center part painted black, 








Figure 3—A screen composed of three wall board panels, 
which can later be used separately. Decorated with grapes 
and foliage 


lined in gold and the decorative scroll painted on in 
yellow, blue, pink and lavender. 

Figure 3—The medallion hangs suspended by 
means of a heavy gold pillow cord. Illustrates a simple 
three panel unit made up in the shape of a screen. The 
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SLIPPER ORNAMENTS 
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“SURE” GIVE SATISFACTION 


PERFECTION 
SILVER STYLE 


(NON-TARNISHABLE) 


Rhinestone Ornaments 





Highest Grade Stones used with Hold Fast Settings. 


Styles Shown Priced from $4.50 to $7.50 per dozen pair. 


AND EARN PROFITS 





Put up, one pair on display card. 


ORDER NOW 


Send $6.50 for assorted dozen. 











ALSO, IN STOCK, 
THESE WANTED STYLES 


Strap Ornaments, Vamp Ornaments, 
and Pins. Priced from $9.00 to 
$18.00 per dozen pair. 
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W. K. CHANDLER, Inc. 
125 Summer St., 


Boston, Mass. 














Beautify 
Your Window 


From across the road the most conspic 
uous feature of your window is the val 
ance. From close up, the most attrac 
tive spots are those ornamented with 
pillows or rugs of rich silken materials 
it pays to use the best obtainable 
Roth makes them 

24-inch-wide Silk Plush, $2.00 yard 


KARL L. B. ROTH, Mfr. 


FINDLAY 


Valance No. 80 


Natural color, hand 
shirred, appliqued in 
sun-fast golden brown 
braid, $1.50 foot 


Pillows stuffed with san- 
itary silk floss, made of 
a rich silk plush, trimmed 
either with metal or mer- 
cerized braid $8.50 
each. 








CONVERT YOUR PLAIN PUMPS 
AND ONE STRAPS TO COLONIALS 
WITH VANITY TONGUES 


Can Give You Satisfaction 
On Deliveries and Prices 
For tongues, beaded or plain, 
in all leather, satins, etc., ail 


kinds of buckles and bows, 
write to 


VANITY NOVELTY WORKS 


913 GATES AVENUE BROOKLYN, N. Y. 











SHOOTOUT OOO 


No. 32767/10 Palm Plant, 
natural prepared, everlast- 
ing in green. 


Inches Palm With Withou 
High Leaves Pot Pet 


32767/24 24 10 $1.5L $1.00 


32767/5 30 5 1.00 .75 
32767/7 42 7 2.00 1.50 
32767/10 48 10 2.50 2.00 


My ILLUSTRATED CATALOG No. 32 containing illustrations 
in colors of Artificial Flowers, Plants, Vines, etc.. MAILED FREE 
ON REQUEST. 

FRANK NETSCHERT, 61 Barclay St., New York, N.Y. 
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strips painted black, tacked on the back of the panels. 


And Then Comes Hallowe’en 


Figure 4—Of course you will want to decorate 
your window for Hallowe'en which is one of the special 
decorative events that come along the latter part of 
October. As a suggestion we illustrate a unique decora- 
tive design that will work out very nicely for this event 
and after Hallowe'en the pumpkin head may be re- 
moved and the flower holder filled with fall fruits and 
foliage making a novel setting for your regular window 
displays. This setting is constructed of wallboard in 
the usual manner and painted orange color. The various 


22 
Figure 4—This Hallowe en back is flerible in that when Hallowe'en is past, fruits and foliage may quickly be substituted for the pumpkin 
head and the setting still is suited to the time 
panels are cut from wallboard and painted a light blue. _ pieces are connected by narrow strips of lumber painted 
The side panels are decorated with a cluster of grapes _ black. 
and foliage as is shown. The scroll effect is painted on The flower holder placed on top of the center 
in gold. a panel should be painted black. The large pumpkin 
How Mirrors Can Be Use should be cut out in the manner shown, the eyes, 
The center panel is cut out in oval shape in the center mouth and nose backed up with pieces of red paper. 
and then backed up with a mirror. The arrangement An electric light placed in the pumpkin will give a very 
of the fall foliage and grape clusters is clearly illustrated. novel effect at night. Flowers and foliage are then 
= The panels are joined together by means of light arranged in the flower holder as illustrated. 


The side panels are decorated by means of heavy wire 
bent in circular shape and painted black. Flowers are 
then arranged on the wires making an effective decora- 
tive treatment. 


Where to Place Plateau 


Just in front of the setting is placed the low plateau 
upon which can be arranged the shoe stands for the 
display of merchandise. It will be noted that in all the 
suggestions shown, we have left plenty of floor space 
for the display of merchandise which may be arranged 
to suit your individual fancy. 
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New Way Sectional Shoe Shelvin3, 
Arranged in Booth Effect 


‘Toe above illustration shows the regulation 


“New Way” sectional stock shelving arranged 
in booth effect. i combines the shelving with our standard display. 


This effect is brought about by placing two sections of the regular 
shelving back-to-back and continuing our stock cornice across the 
face. This is made either 7 feet or 7 feet 9% inches in height. 


The shelves are adjustable and interchangeable with the shelves 
in other sections. The display end is fitted with five 12-inch 
adjustable plate glass shelves. The door to display is hinged. 


Let us tell you more about our com- 
lete line of shoe store equipment— 
information sent free upon request. 


x ew, GRAND RAPIDS SHOW CASE CQ. °C" 
CHICAGO GRAND RAPIDS, MICHIGAN DETROIT 
ST. LOUIS, MO. BOSTON 


name Branch Factory, Portland, Oregon nomeen aay 


CLEVELAND Licensed Canadian Manufacturers: JONES BROS. & CO., Ltd., Toronto, Canada. MINNEAPOLIS 
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Shoe Department of the new Bedell fashion store for women on State Street, Chicago. Photo by courtesy of 
~American Seating Co. 


Bedell Opens Auspiciously in Chicago 


Chain of Women’s Fashion Stores Invades 


State 


drizzle of rain caused pedestrians in Chicago’s 

busy loop to move briskly toward their des- 
tination without loitering to “window shop”’ as they do 
in fair weather. At 9 a.m. on that day the new Bedell 
store was billed to open. A five-page ad in the Sunday 
papers had proclaimed it. Despite the disfavor of the 
weather man, the response was such that when the 
clock struck nine the large lobby formed by the island 
windows in the reconstructed six-story building at the 
southwest corner of State and Monroe was well filled 
with early shoppers. At that hour workmen were 
putting finishing touches on the interior. The opening 
was delayed until 10:30. But the crowd stayed—and 
grew. When finally the doors swung open countless 
women appeared as if by magic, from all available near- 
by shelters. In a few moments each of the six floors in 
the Bedell store was black with people. 

All day and all that week the shoe department, 
operated by The Rosenbach Company, was filled with 
customers. The women were not merely looking; they 
were buying. Twenty-six sales people were kept busy 
in the shoe department and Mr. I. B. Rosenbach be- 
wailed the fact that he didn’t have more. 


QO” Monday, September 11, a cold, forbidding 


Straps in Strong Demand 
The first week’s selling at the Bedell store was re- 
markable in that while shoes at $3.85 and $5 were 
strongly featured in the advertising, the prices which 


Street 


proved most popular with the women were $6, $6.50 
and $7. It was demonstrated that straps still are in 
high favor in Chicago, though Colonials sell well and 
there is considerable call for combinations in beige, 
gray and brown. 


Shoe Department Well Arranged 

The arrangement of the shoe department is modern 
and practical. The rows of interlocking chairs are set 
back to back with good roomy aisles between. At the 
end of each row is an attractively trimmed display case. 
In these are shown a number of styles, which aid Milady 
in making her selections and tend to reduce the num- 
ber of shoes that must be taken from the shelves in 
making the sale. The stock shelves are readily accesible 
without being too conspicuous, and there are enough of 
them so that ample stock can be kept up. 

There are 104 chairs, all of walnut and upholstered 
with heavy, soft brown velour, designed and executed 
by the American Seating Company. The wood paneling 
also is of walnut. The walls and ceiling are white. A 
heavy carpet of a soft brown tone completes a most 
harmonious color scheme. 

It is worthy of note that the management of the 
Bedell stores, recognizing the close relationship of 
hosiery and shoes, have placed their hosiery counter 
right at the end of the shoe department. There is a 
marked tendency in planning floor arrangements to 
put hosiery next to the Shoe Department. 
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EFFECTIVE SHOE DISPLAYS CREATE SALES 
Write for our catalogue 


J. R. PALMENEERG’S SONS, INC. 
1852 —70 Years — 1922 
63-65 West 36th Street, New York 


CHICAGO BOSTON BALTIMORE 
204 W. Jackson Blvd. 26 Kingston Street 122 W. Baltimore St. 
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Words of Praise from 
Your Fellow Merchants 
























No. 1 of a Seri t dea d Sho 
ords Us as — . 
“Jr afore | of thes wet 
the pro earl p-shoemer”” we have 
yor o our Jn ates nservic Ss. They 






Hand Designed Show Cards on a 
Monthly Ser vice Basis ~ Individual 
Features with Exclusive Use 


Show Card Service 


R. A Av 
oP ass HeUSES 





Equip- 
ment 


for your windows— 
for store interior— 
for the office— 


Do you really know exactly what you need along 
this line? 


Have you decided on just the style and color of 
decoratives or display fixtures that best suit your 
present needs? 


Do you need new seating, show cases or shelving, 
and have you decided on just the type and finish 
and how they can best be placed for appearance 
and convenience? 


Do you sometimes realize the need of something 
for a certain purpose without realizing just what 
it is that you need? Or do you know what you 
need without knowing where you can get it or 
what it costs? 


The Shoe Store 
Service Department 
of the *‘Boot and Shoe Recorder”’ 


is here to help you in such matters. To receive catalogs 
~ literature from leading manufacturers of the classes 

ment in which you are interested, you have but to 
c y be rae coupon below. Further, you are invited to con- 
sult this department on the working out of your equip- 
ment and merchandising problems. You will receive in- 
dividual service, gratis. 











Your letterhead will bring you sample cards and further information 

















The Boot and Shoe Record 





FOR CATALOGS AND LITERATURE CHECK THIS COUPON 


It will supply you with information and suggestions which 
will help materially in making the right selections when 
buying equipment of various sorts. 


OC Stock Boxes 

O Shoe Carton Labels 

O Metal Ceilings 

0 Window Valances 

© Waste Paper Balers 

0 Office Appliances 

0 Sales Check Books 

© Store Interior Decorations 


© Store Arrangement _ 
© Store Front Construction 
O Counters 


0 Show Window Backgrounds 
CD Show Window Decorations 
© Store Seating 


0 Show Cards D Window Lighting 

© Cash Registers O Interior Lighting 

0 Cash Carners O Electric Signs 

© Store Fixtures O Addi | Machines 

O Window Fixtures OC Play-Room Equipment 


o emery © Cases & Fixtures 
D X- any te achines 

O Foot Measuring Devices 
() Keparr Equipment 

0 Duplicators 


O Glass Fixtures 

© Metal Display Fixtures 
O Store Ladders 

O Hosiery 

O Souveuirs and Premiums 





Fill out and mail to Shoe Store Service Department, “Boot and Shoe 
Recorder,” 189 West Madison Street, Chicago, Illinois. 





will appreciate your mentioning the publication im replies te advertisements. 
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‘The GREATEST 
Work Shoe Valu in 











s001 — Firt Quilty THE MENZIES SHOE COMPANY 


Tan Farm-Wear Cap 


ball an FOND DU LAC WISCONSIN 











feel the silky mellowness 


of the upper leather, which en- 
hances the comfort and service 


of this Johnston& Murphy Shoe 






For their best chrome Russia 
calf shoes, Johnston & Mur- 
phy are very particular and 
discriminating in the selection 
of leather, hence, it is natural 
that their choice should fall 
on Rueping’s Seminole Calf. 









J. & M. Shoe No. 38—one of the smart men's shoes 
of Rueping’s Seminole Calf. No. 33 Tan, made by 





JOHNSTON & MURPHY, Newark, N. J. 


Ruepi ngs Semi inole Calf 


is used extensively by the makers of better shoes and specified by particular 
merchants. The more closely you examine it the better you will be satisfied 
that this preferred leather is worthy of the good company it keeps. 


Shall we send you a swatch? 


FRED RUEPING LEATHER CO. 


FOND DU LAC, WISCONSIN 
Sa Established 1854 





” Sh | ie Branches: Boston, Cincinnati, Milwaukee, St. Louis, New York, Chicago, San Francisco, Montreal, 
Tia Northampton, England 
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IK the center 


of the 


SHOE, INDUSTRY/ 


of the world. 
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y SOUTH SHORE} 
] STYLE REVIEW 


BROCKTON FAIR 
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Brockton Show to Feature Authentic 
_ Footwear Styles 


K + rations and every other feature which made 

up the Brockton Fair Style Show last year, 
the committee in charge promises improve- 
ments in every line. The shoe manufac- 
turers and merchants of the Brockton Dis- 
trict have had the 


r ="y LABORATE and pleasing as were the deco- 
' 





plified with the shoes and costumes dating back to the 
first pair of shoes made in North Bridgewater (now 
Brockton). 

The object of the Style Show is to acquaint not 
only the Brockton section, but the public and retail 
shoe merchants all over the country with the superior- 

ity of “Made in Brockton 








improvements 





District Shoes.” It is ex- 


September 30, 1922 


ee 5) which the experi- 
ences of last year 
suggested made in the booths 
and show windows. The run- 
way, which extends the length 
of the main floor of the Educa- 
tional Building, has been low- 
ered and other improvements 
made so that the showing of 
wearables, including, of course, 
the famous Brockton shoes, 
can be exhibited to the best 
possible advantage. A much 
more novel and original lay- 
out in decorations than the 
balloons of last year are in- 
cluded in the arrangements. 


Forty Models on the Runway 

There will be at least 40 
young men and young women 
of the Brockton district em- 
ployed as models. There will 
be a few professional models, 





Brockton Fair Exhibitors 


The manufacturers exhibiting and show- 
ing models on the runway at the Brockton 
Style Show are as follows: 

Brockton Shoe Manufacturing Company, 
C. E. Lynch Shoe Manufacturing Company, 
E. T. Wright & Co. Inc., The Dalton Com- 
pany, Field & Flint Company, T. D. Barry 
Company, C. A. Eaton, Wall, Doyle & Daly 
Inc., J. E. French Company, Howard & 
Foster Company, C. S. Marshall Company, 
P. B. Keith Shoe Company, Thompson 
Bros. Shoe Company, M. N. Arnold Shoe 
Company, Stone, Tarlow Company, Ine., 
E. E. Taylor Company, Churchill & Alden 
Company, Geo. E. Keith Company, Rich- 
ards & Brennan Company, Brockton Co- 
operative Boot & Shoe Company, Union 
Shoe Company, Bion F. Reynolds Com- 
pany, Whitman & Keith Company, Emer- 
son Shoe Company, W. L. Douglas Shoe 
Company, Stacy, Adams Company, Conrad 
Shoe Company, Hurley Shoe Company, 
Reynolds, Drake & Gabell, Poole & John- 
ston, Lewis A. Crossett Company, M. A. 
Packard Company, Birney, Capen & Den- 
ham, A. Freedman & Sons Company, A. E. 
Little Company, Rice & Hutchins Inc., O. 


pected that shoe salesmen 
and shoe retailers from the 
entire eastern section of the 
country will attend. 

The Style Show will be run 
all five days of the Fair, with 
a “show” every hour from 
noon till 7 o'clock. 


Novel Dance a Feature 


Among the entertainment 
features to be displayed on 
the runway, in keeping with 
the Style Show, will be the 
Brockton Fair Rein Dance. 
This dance will be carried out 
by Fred Hurley and four 
young ladies and has been es- 
pecially arranged for the Fair 
by Miss Mollie F. Hurley. 

Probably the most interest- 
ing feature of all at the Style 
Show will be the draping of 
models by Professor Denesha, 


but the committee, in visiting 








A. Miller Treeing Machine Company. 


a Parisian expert in his line. 
By the use of live models 











other Style Shows in various 
parts of the country, came to 
the conclusion that the more they saw of the work of 
other models the better they liked and appreciated 
those of the Brockton district. Accordingly, an ex- 
clusive invitation was extended to young men and 
young women living in the Brockton district and 
working on the footwear for which it is famous to 
help boost high grade Brockton-made shoes by wear- 
ing them for exhibition on the runway. The models 
were selected by William B. Nash and Miss Mollie 
F. Hurley. 

A prominent feature of the show will be a modern 
version of the “Old Woman Who Lived in a Shoe.” 


Will Picture History of Industry 
The progress of Brockton shoemaking will be exem- 


and bolts of cloth and rib- 
bon, Professor Denesha, with a few deft manipulations, 
fashions the material into gowns for the models. 


Members of Committee 

The Style Show Committee is composed of Hon. 
John S. Kent, honorary chairman; Frank E. Packard 
of the George E. Keith Company, chairman; George M. 
Rand, general manager of the Shoe Style Show; Wil- 
liam B. Nash, William W. McArthur in the Shoe Style 
division; Miss Mollie F. Hurley in charge of the lady 
models; Frank E. Cobb in charge of the exhibition 
booths; J. Frank Beal in charge of the music; William 
Scanlan in charge of the men models; Frank M. Bump, 
secretary and treasurer; and A. Scudder Moore in 
charge of the electrical effects. 
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The Crawford Factories, Brockton, Mass. 


THE CRAWFORD MAN 


For MEN For WOMEN 














Every wearer of Crawford shoes knows that they give Satisfaction. No expense 
is spared to have lasts and patterns of the very latest designs. The quality of 
materials used in their construction is of the BEST, combined with the 
unexcelled workmanship of the New England shoemaker, who leads the world. 


E THEM MADE IN THE BASEMENT OF THE EDUCATIONAL BUILDING AT THE FAIR GROUNDS 


Five Days--October 3, 4, 5, 6, 7--Five Nights 







STOCK NO. 119 
WOMEN’S OXFORD, Las 
29, Eric K vamp, Tony Red 
Wing Tip, Eyestay and 
Apron. Leather Sole, Gable 
Edge, and 8-8 Heel. Widths 
A to D. Code “Darling.” 

Price $5.00 


STOCK NO. 847 
MEN’S OXFORD, Darby 
last, Gallun’s Black Viking. 
Heavy Single Sole. Goodyear 
Wingfoot Heel. Widths A 
to D. Code “Damp.” 


Price, $5.60 


BROCKTON, 147 Centre Street NEW YORK :: 127 Duane St. 


BOSTON: 2 Exaswee Charles A. Eaton Company ATLANTA, 258 Poschres Arca 


“The Sterling Shoemakers of New England”’ 




















~ ‘Phe Beot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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C.S.MARSHALL COMPANY | 


BROCKTON, MASS. 











MARSHALL SHOES WILL BE DISPLAYED AT THE 
BROCKTON FAIR STYLE SHOW OCT. 3, 4, 5, 6, 7. 








The Boot and Shee Recorder will appreciate your mentioning the publi¢ tion in replies to advertisements. 
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THE 
WALK-OVER 


INDUSTRY 
































PRINCESS PAT 


Made for the normal foot to keep it so. 
Every curve is traced from the natural 
lines of a foot. 


Since its creation Six years ago, nearly 
one million pairs have been sold. 


Walk-Over makes hundreds of other styles from the 
latest dainty strap creation to the sturdy work shoe. 


They are sold in over one hundred countries of the 
world and there’s a shoe for every foot type. 


October 16-21 is 
PRINCESS PAT RELIEF WEEK THE WORLD OVER 


























GEO. E. KEITH COMPANY 


MAKERS OF WALK-OVER SHOES FOR MEN AND WOMEN 
CAMPELLO, BROCKTON. MASS.. U. S. A. 
EXCLUSIVE AGENCIES IN ALL IMPORTANT CITIES IN THE 


UNITED STATES AND THE WORLD OVER, INCLUDING 
NEW YORK. LONDON AND PARIS. 


THERE’S A REASON FOR 
RELIEF 
As its name implies, it was designed to 
give relief to the foot with the bunion 
or enlarged joint. 
Extra width and a cleverly concealed 
depression at the ball sink the enlarged 
joint. It gives comfort, yet is stylish. 
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DISTINGUISHED FOR ITS MERIT AND WORTH 











i 
on - : f 
The “Brennan” shoe makes good. Orders fol- 
lowing sample orders prove it. 
The “Brennan” shoe will help you obtain and 
retain worth-while trade. 
The “Brennan” shoe is for “young men and men ¢ 
who keep young.”’ It’s a buy. 
The “Brennan” shoe stands forth with distine- 
tion because of its super-style and super-quality. 
It pleases the particular. 
Make the “Brennan” shoe your 
leader this Fall and Winter. Its 
merits will be reflected in your 
turnover and profits. 
Add to your stock, the style shown Gallun’s No. 4 Viking Calf number 
here. 10, lace oxford. Marne last. Over- 
weight single sole. Goodyear Wing- 
foot Rubber Heel. } 
Come to the Brockton Fair — October 3, 4, 5, 6, 7 
See the Brennan Shoe Exhibit in the 
> “ . . . 
ity, Educational Buildin ‘ 


mS RICHARDS & BRENNAN CO 


| MAN UFACTURERS//; | 
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Sample No. 291 


stitching tip, vamp, and eyelet row. On 
the highly favored “Clyde’’ last. 


You ought to see this worked out in a 
plain toe. 


-Men's black blucher oxford. Six rows 


show you our whole line of new ones? 
To be shown at the Brockton Fair 
Style Show, October 5, 4, 5, 6, 7. 


The Preston B. Keith Shoe (0. 


NN a a BR CMM Oa wa 


BBB BBL PP A AA AB EO lt 


Why don't you drop a line and have us 





Cam pello Station 





Brockton, -—Mass. 





. 
PRP OOOO 
a — LPI EOS 


The Boot and Shee Recorder will appreciate your mentioning the publication in rcplies to advertisements. 
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“Most useful piece of kit in the 
store—earned its cost one hundred 
times in actual sales—and that retailer's 


Opinion is typical of many more. 


HOES extra well displayed insure maximum sales, hence added profits. As 
\J it comes from the carton the shoe looks like the one shown at the left 
with top wrinkled and shapeless. ‘ 


But with a set of Miller Forming Trees every shoe in your window can be made to 
look like the one at the right—its snappy lines and shapely appearance bespeak its 
real worth and compel more than ordinary interest. 








See Our Exhibit at the Brockton 
Fair. October 3. 4, 5, 6, 7 















IE setting of your window, the taste- 

ful decorations and color scheme, 

attract the passer-by,—but by displaying 

the shoes themselves to the utmost ad- 

vantage you will convert this casual in- 

terest of the “window shopper’ into 
urgent desire. 


MILLER FORMING TREES 
solve the problem 
HUNDREDS OF RETAILERS HAVE 
FOUND THEM INDISPENSABLE 
PRICE 
Men's $4.75 the pair 
Women’s $5.00 the pair 
(The women's cost more because of height) 

Two to five pairs of forming trees are 
sufficient depending on the number of 

shoes usually displayed. 


F‘ YLLOWING are the simple instructions 
for using Forming Trees. Dampen the 
lining of the shoe with sponge dipped in 
laundry starch dissolved in cold water. Lace 
shoe half way and place fore and heel sec- 
tions of tree in shoe (C and D). Finish 
lacing loosely to top and insert wedge sec- 
tion (A) half way into shoe. Tighten laces 
and tie firmly, then force wedge to the bot- 
tom. Wedge (B) affords added expansion 
if needed. After allowing shoe to dry about 
two hours, polish while still on the tree, 
after which tree may be withdrawn and 
the shoe is ready for the window. 


Men's Forming Trees fit shoes 


614, 7, or 74%, BorC 


Women's Forming Trees fit shoes 
316 4 or 415 BorC 


SHOE TREE DIVISION 


O. A. MILLER TREEING MACHINE CO. 


BROCKTON, MASS. 
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cna Ready To Ship 


“If It’s a Dalton It’s a Delight” 
“‘Brute” Last “‘Glengarry’’ Last 




















Come to the Brockton 
Fair Oct., 3, 4, 5, 6, 7, 
and see the Dalton Line 





exhibited there. 














Stock No. 586—Galluns 4 Norwegian Ox- 
ford, Hy. Single Sole, Wingfoot Heel, 





pT RS ERE pape” $5.60 : ‘ . a 
Stock No. 486—Gall Black N i Stock No. 592—Genuine Brown Scotc 

Oxford, Ly. Single Sole, Wingfoot Heel, Grain, Heavy S. S., Broad Heel, Widths 
RE cn ctian suse keawke $5.60 Ph cccceLaanibenkdenvor ous $6.00 


MEN’S SPORT OXFORDS 


Stock No. 382—Sport Last, Smoked Elk 
Sport Oxford, Gal. FourApron, RedDuflex 
Ribbed Sole and Heel, B to E Wide....$5.50 


| Stock No. 310—Sport Last, Tan Box 
| Sport Oxford, Tan Box Apron, Red Duflex 
Ribbed Sole and Heel, B to E Wide....$5.85 


Stock No. 312—Sport Last, Tan Box Sport 
Oxford, Brown Cordovan Apron, Red 
Duflex Ribbed Sole and Heel, B to E Wide, 
$5.85 


The Dalton Company, Inc. 
Makers of Fine Shoes 
BROCKTON, MASS. 


BOSTON NEW YORK CHICAGO 
183 Essex Street 651 Marbridge Bldg. 706 Security Bldg. 








The Boot and Shoe Recorder will appreciate your mentioning the publication in rcplies to advertisements. 
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ALWAYS THE SAME 


Whether displayed at the Style Show, shown on the 
counter of the dealer, or worn by the consumer—the 
Brockton Co-operative shoe is a worth-while product, 
made under ideal manufacturing conditions and held 
to a quality that is the main cause for its ever-growing 
prestige. 


ef ef 
a a 


| BROCKTON CO-OPERATIVE 
BOOT and SHOE COMPANY 


FACTORY AT BROCKTON, MASS. STOCK ROOM 11 SOUTH ST., BOSTON 
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STACY-ADAMS CO. 


High-grade Shoes For Men 


> 


BROCKTON, MASS. 


The minute you let your 
eye rest upon the heading 
of this sheet there is im- 
mediately telegraphed to 
your mind the message 
“There’s a real line of 


Men’s Shoes.”’ 





To dealers who have never 
handled our line; and if 
we are open for a customer 
in your city or town, we 
want to say now, that you 
can go on doing business 
just the same without our 
shoes, BUT if you WILL 
put them in, you will 
wonder how you ever got 
along without them. 





Our salesmen are now on 
their territories. A postal 
card to us will bring our 
representative to you. 








No. 1140 





START NOW 





HHO OOOO OOOO 


The Boot and Shoe Recorder will appreciate your mentioning the publication in rcplies to advertise ments. 
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‘lex yort Soles 
Shown On Shoes Made By 


Prominent Manufacturers 


> 
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4 


At Brockton Fair And Shoe Style Show, October 3-4-5-6-7 
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“KNOB” SOLE “RUF-GRIP” SOLE “CLEAT” SOLE 
“Knobs” of special black hard fibre Made in Red and Natural Color. Cleats of special black hard fibre 
on red fibre sole. on red fibre sole 


Your Sport Shoe Is Incomplete 
Without a ‘‘Du-Flex’’ Sport Sole 


ILLUSTRATIONS REPRESENT ——— 
OF OUR MANY STYLES :: : : 


AVON SOLE COMPANY 
AVON, MASS. 


MACUL UNNNENLCELHAANEEOACUG ASHEN QUANTA QOH u 
HOUHMMNOOUNOUHOD OOo Menem enti 
MMMM MS MT ss Me 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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This was considered by 
many the banner display 
at the Brockton Fair 
Style Show in 1921. 
Hurley styles will hold 
their prominence this 
year as in the past. 


Hurley salesmen are on 

the road with the most 

complete and most at- 

tractive line of Men's 

and Women’s styles ever 
sent out. 

















HURLEY - SHOE Co. 


ROCKLAND, MASS. 











The Shoes You Hear So Much About 






/ 
FOR MEN SHOE 


Our salesmen are now showing 
the new Spring Styles. New 
lasts and patterns, combined 
with an established reputation 
for quality and workmanship. 





Style No. 136— Nut 
Brown Calf, blucher 
oxford. Soft box toe. 
Stitched heel seat. 
Stvle Show Flanged leather heel 
Aberdeen last. 


Write us, and make sure of see- 
ing these shoes. 


Poole & Johnston, Ine. 
Boston BROCKTON, MASS. New York 


183 Essex St. (Campelo Sta.) 433 Marbridge Bldg. 











The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Now Is The Time, For 







THE 
BRAE BURN 


No. 4 Russia Calf lace 
oxford overweight sin- 


gle sole stitched heel No. 605 
seats. A, B, 7-11: Same style in Tony 
C, D, 6-ii. Black Calf. 


THE 
ORMOND 





No. 602 No. 607 
No. 4 Viking Calf Eng- Same style in Black 
lish Blucher oxford Viking Calf. 


overweight single sole. 


A, B, 7-11: C. D, 6-11. 


Every shoe merchant today 
knows the value of service, and 
appreciates it. That is why our 


In Stock Department 


is busier than ever before. You 
may have our latest catalog by 
just writing for it.— Dept. F. 


PR, hat 
& VOFFi0 E 


will be displayed by living 
models at the Shoe Style 
Show during the Brockton 
Fair, October 3d to 7th, and 
the latest style creations will 
also be on exhibition at our 
booth. 


But more than that— 
As our factories are only a few 
minutes ride, we hope you 
will take the opportunity to 
see for yourself the materials 
and workmanship that go into 
every pair, and the ideal con- 
ditions under which they are 
made. 





Tan Norwegian Phila- 


delphia oxford over- No. 603 
weight single sole. Sa tvie i 
A, B, 7-11: C, D, 6-11. lly adieu 


M. A. PACKARD COMPANY 


BROCKTON 


MASSACHUSETTS 
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Interesting Facts 


Lam 

Shoe Labels 

We receive by mail about 200 orders every day. 
We design and engrave 75 new labels every month. 
We have added over 6000 new customers in 5 years. 


We have more than doubled our business in 5 years. 
We have Special Label Artists. 


The late Fred S. Tolman, founder of this concern, con- 
ceived the Idea of the Label for the Shoe Carton — 
originated many of the well-known Trade Marks. To-day | 
we furnish most of the Labels used by the Shoe CTrade. ] 





The inns Print, Inc., is now conducted by the two 
sons, F. Harold Tolman, Treasurer and General Manager, 
and Daniel S. Colman, Secretary, who gives his entire 
time to the Shoe Label Department. | 


CThis is the pee and naa 





ESTABLISHED 1875 


| 71 Centre Street, Brockton, Mass. 








Sales Offices also at 
183 Essex Street 
Boston, Mass. 


iad a niin anitaitaamee 




















The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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aes Si MAKING 
Distinctive Shoes for Men 
Wholesale Trade Only 
Our line of Welts is Exhibited at the 
Brockton Shoe Style Show (Educa- 
tional Building), Oct. 3, 4, 5, 6, 7 
WALL, DOYLE & DALY, Inc. 
Factory: Brockton, Mass. Boston Office: 207 Essex St., Room 420 








This is our factory 
working on full pro- 
duction. 


x x x 


\ 


4 


i 


Our line is shown at 
the Brockton Fair 
Shoe Style Show, 
Oct. 3, 4, 5, 6, 7. 
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Keep Them Moving 


O “sell the salespeople” on the salespeople, on the 

principles, policies, and merchandise of the house 

is the object of a series of meetings and talks ar- 
ranged by R. H. Fyfe and Company of Detroit. 

In a ten-story building devoted entirely to a retail 
shoe business it is obviously impossible for each sales- 
person to know what is carried in departments other 
than his own unless in some special way the merchandise 
and methods of the other departments are brought to 
his attention and yet the success of the institution as a 
whole depends upon the co-operation and co-ordination 
of the various departments. If this is good policy in a 
big establishment like F yfe’s it certainly is good policy 
in smaller stores. 

Regardless of the size of the store the man who does 
the buying has seen the possibility of profit in every 
shoe on the shelves, otherwise they would never have 
been in the house. 

But how much of that stock is actually yielding a 
profit? 

What percentage of it will bring the full market 
price, and what percentage of it has been or must be 
marked down in order to convert it into cash? 

There is no possible chance for profit so long as it 
remains on the shelves. 

Even in the smaller stores where the proprietor does 
the buying and a portion of the selling, he takes for 
granted that the salespeople can for themselves see all 
that he saw in the shoes when he bought them and does 
not take the pains to “sell” them to his employees. 

lf there ever was a time when the salespeople should 
know “the reason why” for every shoe that comes into 
the house, that time is right now. 

In a time like this when nobody is sure of his ground 
on styles, when patterns and lasts are constantly shift- 
ing, the buyer and salespeople must keep in very close 
touch with each other if stocks are kept moving fast 
enough to keep markups ahead of markdowns. 

The public seems to be in a fairly good buying mood. 
Stocks are beginning to move more freely. Keep them 
moving. When the store gets real busy it is only nat- 
ural that salespeople should follow the lines of least 
esistance and show what sells the easiest. 


The attractive new numbers will ‘almost sell them- 
selves, but who is going to put the skids under the old 
shelf warmers, the off colors and the odds and ends? 

Maybe all of last season’s profits are tied up in left- 
overs. Maybe overdue bills are unpaid because these 
undesirables are still on the shelves. 

Better call the bunch together and talk it over. No 
store can afford to be so busy selling new goods that the 
old ones are neglected. 


How Is Your Stock of 4a’s? 
Need any More? 


A New Mexico merchant recently wrote the Recorder 
for a copy of an article under the caption “Playing Safe 
on Sizes” that we published in May, 1919. 

In his letter acknowledging the receipt of the article 
he says:. 

“There is no question in my mind that half 
at least of the monc y lost in the shoe business is 
due to the matter of wrongly bought sizes, and 
1 believe that an examination of the shoe 
stocks generally will reveal the fact that there 
are more size 4 shoes on hand in nine stores 
out of ten than of any other one size. But they 
don’t sell that way.” 


Wonder if he is right? What would be your answer, 
judging from your own stock and observation of others? 
I would like to know just between us. 

And then, what is the remedy? Maybe if the mer- 
chant would remind himself when he went to call off 
sizes that a 4A, a 3B, a 2C, and a 1D are all exactly 
the same ball measure, he possibly would put on the 
brakes on the short sizes in narrow widths. 





Advertising Error Corrected 


In the advertising of the Griffin Manufacturing Com- 
pany, which appeared in the September 16 issue of the 
Boot and Shoe Recorder, appeared the cryptic statement 
“202 to Gallon Packages.”’ This should have read: 

“2 Oz. to Gallon Packages.” 









Wolfelt believes that straps 
are here to stay—far more 
graceful patterns are pos- 
sible than with any other 
type of fine footwear 


AND SHOE RECORDER 


If Anything! 
Wolfelt Is 
Original 


His cleverness comes in 
creating distinctive footwear 
for American tastes, tho’ 
the inspiration might come 
from his various trips to 
Paris. 


From the Fashion Art League Style Show 


style show arranged by the Fashion Art League 
of America on Monday and Tuesday, September 
11 and 12. 

Primarily, this was a showing of gowns by individual 
designers among American dressmakers. There was a 
wide variation of style ideas and also a wide range of 
colors among the exhibits. For street and dinner gowns 
the instep length prevailed. The irregular hem line 
was most in evidence, although in garments strictly 
for street wear the straight hem line was prominent. 
Side drapes of various sorts were very much in evidence, 
held by a buckle or some other ornament on the hip. 


TT HE Gold Room of the Congress Hotel witnessed a 





Frenchy Buckle 
and Frill Tongue 


Velvets both plain and brocaded were prominent 
among the showings and velvet ribbons in black and 
colors were conspicuous as trimmings. 

Wood brown shades ranging all the way from the 
very dark brown to a light soft tan were popular among 
the colors displayed. 

A special showing of shoes by the C. H. Wolfelt Com- 
pany added materially to the interest of the show and 
served to emphasize the importance of harmonizing 
garment styles and shoe styles. An odd but effective 
way of employing the possibilities of translating foot- 
wear in two colors was the method of showing slippers, 
one white and the other black with hosiery to match. 






Stitching can 
make a Style 


September 30, 1922 
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MILWAUKEE 


Children’s Shoes Selling Well 


Brown Calf and Patent the Popular Leathers—General 
Conditions Show Decided Improvement 


ILWAUKEE shoe _ merchants, 
both on Grand Avenue and in the 
outlying districts, state that the de- 
mand for children’s shoes at the present 
time is stronger than it has been in several 
months. General lines are moving, with 
calf in dark brown and patent leather the 
favorite leathers. One of the surprises of 
the season reported by all merchants was 
the unusually heavy demand for oxfords 
for girls between five and eight years of 
age. A large department store reports 
that an. excellent special number in their 
shoe section is a fancy top boot, with pat- 
ent vamp and top laces, for the 1114 to 2 
trade. 


Children’s Russian Boots Selling Well 


Russian boots for the young ladies may 
or may not develop into good sellers in 
this city, but there is no question as to 
the selling qualities of the Russian boot 
for children. This boot is at present one 
of the best of the novelty numbers for fall, 
and merchants expect that it will assume 
a position of importance in the regular 
fall volume business. 

In the suburbs and outside of the down- 
town district merchants report that the 
beginning of school brought with it a 
healthy demand for children’s footwear, 
which will continue in increasing volume 
until the holidays, when they expect it to 
drop off somewhat. ; 


General Conditions Excellent 


Shoe merchants report that business for 
the past week in the men’s and women’s 
shoes has been uniformly good. The fall 
buying is now well under way, and few are 
the merchants who are not optimistic con- 
cerning the prospects for an excellent 
sales record for the coming seasons. Even 
the stores dealing in men’s shoes, which 
as yet have not really “hit their stride,” 
feel that a good late fall and winter busi- 
ness is in prospect. One large Grand Ave~- 
nue store, dealing in men’s and women’s 
shoes, reports their last week’s business in 
women’s shoes as being $3,000 better than 
the corresponding business last year in the 
same week. The men’s business in this 
same store exceeded the previous year’s 
record for the corresponding week by a 
trifling sum. This store expects that the 
present September will be more than 
35,000 ahead of 1921 in the corresponding 
month. 


Manufacturing Conditions Good 


R. E. Wright of the Commercial Serv- 
ice Department of the First Wisconsin 
National Bank of Milwaukee, who makes 


an economic survey of the city’s industries 
each month, has completed the compila- 
tion of business statistics for the month of 
August. The figures used by Mr. Wright 
are furnished the bank by the manufac- 
turing establishments from their records. 
According to the report for August, shoes 
and textiles were the most active lines in 
Milwaukee industry and commerce for 
that month. In both industries more men 
were employed in August than in July. 
“Shoe companies in Milwaukee are active 
and optimistic about the future,” says 
Mr. Wright. “Tanners accumulated 
more hides and skins in August than in 
July, and the output of leather was some- 
what larger. Higher prices asked for 
leather have had a temporarily deterrent 
effect on the sales. Asking prices during 
the month advanced 5 to 10 per cent. 
Shoe manufacturers are still carrying 
moderate stocks of leather.” 

The First Wisconsin report also says 
collections throughout the state and coun- 
try as reported by Milwaukee manufac- 
turing and retailing firms vary from fair 
to good. This is a decided improvement 
over credit conditions only a few months 
ago, when most of the local manufactur- 
ers termed them unsatisfactory. 


Gimbel’s Celebrate 
Anniversary 


About 2,000 employees and _ their 
friends were present at the celebration of 
the eightieth anniversary of the founding 
of Gimbel Brothers’ store, held on the 
fourth floor of the local establishment. 
The south wing of the fourth floor was 
cleared away and decorated, giving the 
employees a larger dancing space than 
would be obtainable anywhere else in the 
city. The employees and their friends 
were guests of the officers of the store, and 
were represented by A. B. Koehler, chair- 
man of the committee of arrangements 
and president of the Employees’ Mutual 
Benefit Association. ‘Among those pres- 
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ent” was Charles Collar, head of the shoe 
department, accompanied by his assistant, 
Mr. Quinn. 


New Juvenile Shop Opens 


The Zahn Dry Goods Store of Racine, 
Wis., has announced the opening of a 
new juvenile department, in which all 
things necessary to the wardrobe of in- 
fants and children will be retailed. An 
especially fine line of baby shoes and chil- 
dren’s footwear will be added to the stock 
soon. 


Brindis Brothers Buy 
Building 

The Brindis Brothers Shoe Company, 
which located in Milwaukee fourteen 
months ago at 161 Center Street, has an- 
nounced the purchase of a five-story build- 
ing at Thirteenth and Sherman Streets in 
Milwaukee, into which it will move about 
November 1. The new building will ena- 
ble the company to increase its present 
output of 1,200 pairs of women’s shoes 
each day to more than 3,000 pairs, and will 
mean the doubling of its force of 125 em- 
ployees, according to officials of the com- 
pany. Joseph Brindis is president of the 
company, and makes his residence in Mil- 
waukee. Nathan and Samuel Brindis, the 
other officers, reside in Haverhill, Mass., 
where the tanneries of the shoe company 
are located. 


Fall Fashion Week Successful 


Milwaukee merchants selling all lines 
of merchandise, who co-operated in the 
Fall Fashion Week held during September 
18-25, report that the event was a dis- 
tinct success. The merchants throughout 
the city co-operated this year to open the 
fall season during one particular week in 
order that the prolongation of the fall sea- 
son might not take place and buying start 
earlier and brisker as a result. The city- 
wide opening of the fall season, though 
somewhat of a new departure for Milwau- 
kee, was so successful that it will probably 
become an annual affair. Milwaukee 
shoe merchants co-operated to the utmost 
with special window displays, some of the 
shoe windows being among the cleverest 
and prettiest of the Grand Avenue window 
displays. 





CHICAGO 


Optimism Is Widespread 


Manufacturers and Wholesalers Report that Merchants are 
Buying More Freely and with Increased Confidence 


OT for months has there been such a 
widespread feeling of optimism 
among Chicago shoe wholesalers and man- 
ufacturers as prevails at the present 
moment. Reports of traveling salesmen, 


letters from merchants and the increased 
number of visitors in the Chicago whole- 
sale market all indicate that merchants 
are in a stronger position and are buying 
with more confidence. 
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In a general way the credit situation 
which has given manufacturers and 
wholesalers so much concern for the past 
18 months, is rapidly clearing up. 


Credit Situation Clearing Up 


There are, of course, some delinquents, 
some merchants who are not paying 
promptly and who are hiding behind 
various excuses for their tardiness. This 
always has been the case and probably 
always will be, but the better class of 
merchants is evidently having better 
business and is paying bills in a satis- 
factory manner. 


Banks are Loosening Up 


When prices went on the toboggan and 
business slowed up it was common prac- 
tice among bankers to call in their clients 
and reduce their lines of credit. 

Possibly all lines of business were 
treated alike, but it did seem as though 
tanners, shoe wholesalers and shoe retail- 
ers were singled out in an especial man- 
ner for the grilling. 

These men were plainly told the bank’s 
position and were counseled to shape the 
course of their own affairs accordingly. 
Within the past few weeks there has been 
a decided change in the attitude of the 
banks. They have become more liberal in 
terms of credit and more inclined to court 
the business of these firms in the shoe and 
leather industry. All this indicates that 
the shoe and leather business is on a 
sounder footing and in a stronger financial 
position. 


Big Demand for Colonials 


Among the wholesale houses concen- 
trating their efforts on women’s fancier 
types of footwear an unprecedented de- 
mand for Colonials and other tongue 
effects has developed during the past 
week. 

Both the gore front oxford with fan- 
shaped tongue and the one strap tongue 
effect are selling freely. All over patent 
leads in point of sales in most houses, 
although satin and satin with brocade 
quarter and brocade tongue is a mighty 
close second. 

All-over otter ooze and patent and ooze 
combinations are receiving some atten- 
tion. 


Colonial Firmly Established 


There can be mighty little question of 
the popularity of Colonials, according to 
George Weiss of Axman-Weiss Shoe 
Company of Chicago, who bases his 
statement on shipments made and re- 
ceived through their establishment. 

“So long as women’s clothing retains its 
present graceful sweeping lines,’’ said Mr. 
Weiss, ‘“‘we can all look forward to foot- 
wear styles that also follow this mode.” 


Straps are Still Selling 


This sudden development of the tongue 
idea has not put straps out of the running. 


They are still selling both in the plainer 
one and two strap effects and in the fancier 
and more decorated patterns. Cut-out 
patterns, however, have ceased to have 
the attractiveness to buyers that they had 
a few months ago. 

In welted soles, both one-straps and two- 
straps continue to sell principally in black 
leather. There seems to be more interest 
in five eyelet lace oxfords in black kid, 
gun metal and patent. Some merchants 
who thought they were all done with 
women’s Russia calf oxfords are coming 
into wholesale houses and replenishing 
their stock. The wave of autumn colors in 
dress goods is probably responsible for 
this latter condition. 


Slenderizing the Stout 
Woman 


A new shoe department dedicated to 
slenderizing the stout woman has recently 
been installed in the Lane Bryant store 
at the corner of Wabash and Washington. 
The footwear in this store is designed to 
give both comfort and style to women 
who are no longer slender. 

The lasts are designed with an unusual 
amount of ball room and extra wide tread, 
but with narrow instep and heels so that 
plenty of length can be had without the 
appearance of gaping or yawning around 
the top of the low-cut footwear. 

Most of the patterns are of new, stylish 
design with combined elegance and grace, 
but do not surrender comfort. 


For the most part the shoes in this 
establishment carry welted sole, but turn 
soles with heavy bottoms are used for the 
more fanciful creations for afternoon and 
evening wear. The size range is all the 
way from two to eleven and the widths 
from AAA to EEE. In the boots, three 
different top measures are carried to insure 
a fit for ankles of different widths. 

Regular sizes run to 9s. In 9% and 10s, 
$1.00 extra is charged and an extra charge 
of $2.00 is made for 10s and lls. Cs, 
Ds and Es are found to be the best selling 
widths. The best selling sizes are from 
6% to 84. 

“We are exceedingly well pleased with 
the volume of business,’’ said H. Cohen, 
merchandiser of the shoe department, 
“and many Chicago women are really 
thanking us for opening this department, 
in order to supply their footwear needs.” 


J. E. Maginnes In Charge 

J. E. Maginnes who has been connected 
with several different State Street stores 
and who for 20 years has been well known 
to Chicago shoe buyers, has very recently 
assumed the management of the depart- 
ment. 

A clever advertising stunt was staged 
by this department last week when they 
had two shoe makers in the window mak- 
ing shoes by hand. The shoe makers had 
to be removed from the window because 
men thronged the sidewalk and crowded 
the entrance so that women could not get 
into the store. 





CINCINNATI 


Strap Patterns Still on Top 


Retail Merchants Disagree as to Length of Colonial Vogue— 
Women Not Taking Kindly to Extremely Long Skirts 


ALL openings conducted by the lead- 
EF ing department stores here this week 
served to stimulate public interest in the 
new offerings. Beautiful footwear held an 
important place in all of the exhibits. 
Satins, brocades, silver cloths, and even 
gold cloths, in both straps and colonials, 
matched with the more exquisite gowns, 
while patents, suedes and satins were seen 
most frequently in the full run of the styles 
on display. 

The newest strap patterns still hold an 
important position among the top grades 
of footwear in the local stores, though 
Colonials, in a few instances, are meeting 
with a growing demand. Some of the lead- 
ing merchants, here, as well as garment 
designers, are of the opinion that the 
extreme long skirt will not be generally 
adopted by the best dressed women of 
Cincinnati; which means that there prob- 
ably will not be as great a call for Colonials 
here as in some of the Eastern centers. 
Moreover the astute buyers of footwear 


here state that they never have made 
money on Colonials and as a result it is 
their tendency to look upon them with 
caution. However, those who have recently 
visited the Eastern markets agree that 
beyond a doubt Colonials are all the rage 
just at this time, but the question is how 
long will they stay. 


Patents, Satins and Suedes Strong 


J. W. Latham, manager of the John 
Shillito shoe departments, states that dur- 
ing the past month the majority of his 
business in high-grade footwear has been 
on the newer strap patterns. Patents, 
satins, and suedes, have been strong. 
Brocades are gradually becoming more 
popular. A two-strap Mandalay brown 
suede, trimmed in brown calf with a 
Cuban heel, has been a very good seller at 
Shillitos. Mr. Latham reports that he is 
doing a very satisfactory business in styles 
retailing from $10 to $14. The Shillito Co. 
is also developing its basement depart- 
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ment. They plan to offer a complete line 
of women’s stylish footwear from $4 to $6. 
Their new children’s department, which 
is a part of their juvenile section, is de- 
veloping a satisfactory business. 


Importance of Health 
Emphasized 


This week’s meeting of the managers 
and employees of the Potter Shoe Store 
was conducted by Mr. Fightmaster of the 
ladies’ department. The subject for discus- 
sion was : “Keeping fit in order to become 
better salesmen.”’ The importance of regu- 
lar habits outside of working hours was 
emphasized strongly. One of the salesmen 
pointed out that for years he has been 
getting up at 4:30 every morning, that he 
has always walked to work just to get the 
exercise. Miss Alice Engelhardt stated 
that it is very essential that each and 
every employee take good care of his 
health, for his earning power depends 
directly upon it. 

Under a general discussion, B. H. Orr, 
manager of the men’s department, sug- 
gested that every salesman make it a 
habit to bring to each meeting every ques- 
tion asked by customers that they have 
found hard to answer. In that way every 
member of the organization could get the 
benefit. 

J. P. Orr, who has been touring Europe 
for the past two months, landed in New 
York last Thursday on the steamer France. 
Harry McLaughlin who had been in the 
East for the past two weeks was there to 
meet Mr. Orr. 


Beaded Tongue Colonials 


Among their newest styles the Smith 
Kasson Company is displaying brown and 
black satin Colonials with beaded tongues. 
A combination of satin and brocade is also 
among the attractive patterns. Cham- 
pagne kid is another of the newer intro- 
ductions. A brown suede ribbon tie is 
another innovation. 

Charles Voller, manager of the Mabley 
& Carew shoe departments returned last 
week from the East convinced that the 
long skirt will have a decided effect upon 
the styles of footwear, that the Colonials 
is sure to have a good run. It is his opinion, 
however, that the manufacturers intro- 
duced the Colonial too early. 


Sees No Big Future for 
Colonials 


John Kipp, manager of the McAlpin 
shoe department, reports a very steady 
and satisfactory business during Septem- 
ber. He reports a good movement of 
satins, brocades and patents. Mr. Kipp 
is one who is not leaning strongly toward 
the Colonials, except in novelty lines and 
in a limited way. 





BOOT AND SHOE RECORDER 


Fixtures on Display 


J. A. DeWeese, president of the Onli-Wa 
Fixture Company, Dayton, had his line 
on display at the Gibson Hotel this week. 
Mr. DeWeese reports a splendid business. 
He says that shoe merchants are realizing 
more than ever the value of having the 
proper kind of display fixtures. 


Strikers Further Restricted 


In a series of suits instituted by the 
Boot and Shoe Manufacturers’ Associa- 
tion here, resulting from violations of 
court injunctions on the part of the strik- 
ing shoeworkers, further limitations have 
been placed upon the activities of the 
union men. In two instances, workers were 
heavily fined, others were given jail sent- 
ences. Picketing about some factories has 
been so limited by the courts as to be in- 
effective. In the meantime, the local man- 
ufacturers are gradually increasing their 
daily output. 


Myron Wolf Back on Job 


Myron Wolf of the Sam B. Wolf Shoe 
Co., returned last week from his vacation 
spent at Oden, Mich. On his way back 
he spent a few days in Chicago. Sam B. 
Wolf, Sr., president of the company, is 
expected to return from Europe about the 
first of October. 


New Last Plant Nearly 
Ready 


The Schevitz Expansible Last Com- 
pany, at 1836 Euclid Avenue, announced 
this week that they expect to get their 
factory ready for production within the 
next 30 days. This concern will produce a 
new metal expansible last for use in shoe 
stores and repair shops. Carl Schevitz, 
president of the company and inventor of 
the last, states that they have been work- 
ing day and night getting things in shape 
to fill the large number of orders already 
on their books. 





KANSAS CITY 


Good Month’s Business Registered 


Retail Trade has Held up Well Since September First, 
Stimulated by Radical Style Changes 


LAPPER styles are dead; new styles 

take their places. The flat heel of 
the summer is a thing of the past. This is 
the day of the Louis, the Spanish Louis 
and the Cuban. Such is the verdict of 
Kansas City shoe dealers. The long skirt 
demanded a different type of footwear. 


The demand was answered with the . 


higher heel and the more dignified last. 

There is no question about the flapper 
styles being dead in Kansas City—flapper 
styles in both clothes and footwear. At 
first the long skirt edict was met with 
defiance, especially among the younger 
women who had a good reason for pre- 
fering the short skirt—or perhaps two 
good reasons. Now, however, even the die- 
hards have given up the fight against 
dame fashion. Sad and even embarrassing 
when men pass up feminine friends with- 
out recognizing them, it is nevertheless 
true. The flapper styles are done. 


Fall Trade Opened September 1 


The earlier part of September saw the 
first real fall demand. Then it was that 
the juvenile trade was at its height, with 
the opening of schools for the fall term. 
Then, too, a slowly cropping thermometer 
warned of the approach of fall and stimu- 
lated buying among the older people. 
These factors, when coupled with the great 
influx of people from the Kansas City 
trade territory to view the inaugural race 
over Kansas City’s new one half million 
dollar speedway, and incidentally, do 
their fall shopping, have made September 


highly satisfactory to the merchants. 
Merchants generally report business bet - 
ter than it was at the same time last year. 


Satins Selling Well 


Satins, both brown and black, in the 
beaded strap effects and Colonials with 
the Louis heel have proved to be the lead- 
ing numbers. There has been a consistent 
demand for this style of footwear. De- 
mand for other styles has been rather 
spotty. Combinations of brocades and 
satin show an increasing popularity and 
brocades alone seem destined for a good 
season. Although black numbers have 
been selling better for the past few weeks, 
some merchants profess to see a swing 
toward the browns, especially when the 
brocades and the combination brocades 
and satins reach the full extent of their 
inherent popularity. 

Oxfords and opera pumps have found 
increasing favor. With the oxfords, the 
military heel is the most popular. Al- 
though the Louis heel is gradually dis- 
placing the lower heels in the “‘smartest”’ 
numbers, the military and Cuban heels 
still have a large and loyal following. 


Men Like French Toe 


In the men’s stores, almost all traces of 
the brogue fad of last season have dis-~ 
appeared in the numbers enjoying the 
greatest popularity. Both browns and 
blacks in the modified French toe are 
going good, 
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Merchants report that they are ex- 
periencing little or no difficulty in receiv- 
ing shipments. The rail strike, now settled 
on a number of the larger lines by separate 
agreements, has not interfered seriously 
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with shoe shipments in this section. With 
the railroad question settled, merchants 
expect to see a more prosperous winter 
than we have had for several years and are 
making plans on that basis. 





CLEVELAND 


Exposition Increases Business 


Merchants Given Forcible Demonstration of Advantages of 
Co-operative Advertising 


LEVELAND merchants have had a 

forcible demonstration of the value 
of co-operative advertising and effort the 
last week, September 18-23. During the 
six days that ended with September 24, 
the Palace of Progress—an industrial and 
commercial exhibition—was in operation, 
and in those six days more than 100,000 
persons visited the exhibition. 

The attendance which taxed the capac- 
ity of the hall daily, was, of course, quite an 
accomplishment; but another satisfactory 
result that touches more closely the mer- 
chants was the fact that business in all 
stores improved greatly. The shoe stores 
were particularly benefited. It was the 
best week in the shoe stores that has been 
experienced in months. 

The number of persons from Northern 
Ohio counties that were attracted to the 
exposition was surprising. While no accur- 
ate figure can be given as to the number 
from outside of this city that attended the 
exhibition in the first week, yet there were 
thousands of visitors in Cleveland. Several 
small cities in Northern Ohio have decided 


to stage similar events, but on a much 


smaller scale. 


Increase in Sales Noted 


The exposition came at a time when the 
consumer is figuring on new footwear and 
apparel for fall and winter. It gave the 
people in the smaller cities an opportunity 
to come here and look over the larger 
stocks that might be found. 

The down town shoe stores sold more 
shoes to non-residents in the last week 
than they have been in the custom of sell- 
ing to such patrons in a month, as one of 
the leading retailers put it. 

The weather has been moderate here 
thus far in September and the lighter 
grades of low shoes have been leaders in 
sales. The old reliable oxford has come 
into its own again for fall wear and it’s far 
in the lead. The consumer is not demand- 
ing a heavy grade of leather on account 
of the moderate weather. There has been 
little rain during the month, and, conse- 
quently, sales of rubber goods have been 
light. The consumers who have purchased 
goods to protect the shoes from water 
have, with very few exceptions, taken the 
over shoes in preference to showy models 
that have been laid in. 





SPOKANE 


Fall Trade Starts Off Well 


Even Better Business Looked for in October—Leading 
Merchant Condemns “‘Dollar-Day”’ Sales 


ALL business has started off briskly 
since the first week of September in 
Spokane. The opening of city schools, the 
crowds coming to the Spokane Interstate 
fair and a few days of rainy weather all 
combined to give trade a great impetus 
during the first ten days of the month. 
Since then business has been sustained by 
seasonal demands although the volume 
achieved at first has not been maintained. 
School business was not exceptional 
this year. The department stores and a 
few of the specialty shops, however, were 
well patronized. The coming of several 
hundred teachers from all sections of 
Eastern Washington always means that 
footwear is in demand and a convention 
will be held here the last week of the 
month. 


Shuart Adds Educator Line 


Shuart’s have added a complete line of 
misses’ and children’s Educator shoes to 
their regular stock of Walk-Over shoes for 
men and women. Educators were formerly 
handled here by Culbertson’s department 
store. The line is being broadly adver- 
tised by Shuart’s. 

“After the first week of September, our 
volume let down a little, as in other shoe 
stores, but it is considered good even now 
compared to other seasons and in light of 
adverse crop and lumbering conditions,”’ 
said Manager H. C. Featherstone. 

“The trouble with a great many shoe 
dealers is that they will not give it credit 
when business really is good. Such a state 
of mind is the basis for many poor trade 


reports. We anticipate October to be a 
good month in the shoe business. 

“In women’s footwear we have found 
the low heel combination gport effects 
are opening up strong. Popular numbers 
are patents with calf trimmings and Rus- 
sian calf trimmed with dark shade of 
Scotch grain leather. Straps continue 
strong. We sell a few boot tops as novel- 
ties and we sell a world of rhinestone 
buckles.” 


Shows Increase Of 20 Per Cent 


Perhaps the most optimistic report 
comes from Harry J. Kane of the Kane- 
Stitz Shoe Company. Mr. Kane stated 
that business in September in his house 
was 20 per cent better than in 1921 and 
that the present year was running well 
ahead of last year. The company con- 
templates adding a line of children’s shoes, 
but not until after the present season. 


Phillips Scores Dollar Days 


With Dollar Day sales being adopted 
more generally every month in Spokane 
stores, George A. Phillips, manager of the 
Palace store, one of Spokane’s largest 
firms and a cash store, scored the monthly 
Dollar Day “‘grabs’’ as a system detrimen- 
tal to business and to the welfare of a 
town. Mr. Phillips formerly headed the 
Washington State Retailers’ Association 
and is an exceptionally prominent mer- 
chant and civic worker. 

“Dollar Day sales simply tell the public: 
‘Here, we have not bought wisely and we 
know it, so come and salvage the old 
stock,’ and legitimate sales policies suffer 
the consequences,” said Mr. Phillips. 
“Dollar Day sales are a detriment to the 
store which fosters them, to other mer- 
chants and to the city at large. It is not a 
healthy sales policy for department stores 
or specialty shops.” 


Sales Continue Into 
September 


Warn & Winston staged a very success- 
ful sale early in the month by mailing out 
20,000 circulars to the city and its trading 
territory. The firm featured oxfords at 
$3.85 and high shoes at $3.85 and $4.85. 
Old stock was moved out in quick time 
despite the location of the shop, 15 floors 
above the street. 

The Bootery staged a ““Money Raising” 
sale, using that name in its advertising, 
beginning September 12 with prices of 
men’s and women’s shoes ranging from 
$3.65 to $6.65. Odd lots were quoted as 
low as 95 cents. Such a sale at that date 
was unexpected. 

“Close to Cost” is the phrase now used 
in all the Kane-Stitz firm’s advertise- 
ments. Some exceptionally artistic borders 
are used by their “‘ad”’ man and the com- 
pany is setting a pace in newspaper 
advertising. 
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Eggerts staged an August clearance sale 
with good effect. This was followed with 
a lowering of shoe repair prices including 
men’s half soles to $1.10. A series of ad- 
vertisements featured Gable shoes, with 
flange heels, and a Speed model in men’s 
oxfords, described as having flange heels, 
beveled soles, medallion tips and the 
French toe. Otto Eggerts reported a good 
return on this advertising. 

Saad Brothers and the Monroe shop, 
both shoe repair establishments, are enter- 
ing the retail shoe business with vim and 
handle established lines. 


Shoe Hospital in New Rooms 


The Shoe Hospital, a retail and repair 
firm, has become established in its new 
quarters on Post Street where attractive 
fixtures and an expensive store front have 
given the rooms a distinguished appear- 
ance. A “Fifth and Double Anniversary 
Sale’’ was announced as an opening fea- 
ture on September 1, celebrating the 
anniversary of the original store and of the 
Washington Street branch a year ago. 
Men’s Beacon shoes were quoted at 
$4.65, $5.65 and $6.65. Souvenirs were 
given at the store opening and Manager 
Will H. Kronenberg presided at the 
ceremonies. 


Children’s Shoes Featured 


A tendency of men’s and women’s 
specialty shops to add or feature chil- 
dren’s lines is seen in the policy of adver- 
tising at the Hill Shoe Stores, Shuart’s, 
Buster Brown, the Bootery and nearly all 
local footwear shops. Three lines are 
featured with the same emphasis by the 
Model. Florsheim and Arch Preserver 
shoes and True Shape hosiery are played 
up without partiality. 


Men Buying Plain Toes 


At the Hill stores, satin pumps are 
proving winners in the women’s depart- 
ment, Lloyd Hill stated. Beige and brown 
kid and beige and patent pumps are 
promising numbers and suede and patent 
combination are anticipated to be October 
sellers. In the men’s department, Martin 
Reimringer reports that plain toe oxfords 
have sold so well in the past month that 
two re-orders have been necessary. This 
is a style being featured more strongly by 
Hill stores than other local houses. Frank 
Shockley, treasurer is pleased with trade 
at the Lewiston, Idaho and Yakima, 
Washington branch retail stores. 

One of the most interesting numbers in 
the Crescent’s fall women’s line is an in- 
step strap pump of patent, a high French 
heel covered with J ooze and the instep 
strap of the same material. This number 
is also shown in black satin with patent 
trim and patent with gray kid covered 
heel and instep strap. The “Anklette,”’ 
: two-strap pump is also featured. 
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COLUMBUS 


Business on the Up-Grade 


New Styles Meeting with Favor Among the Younger Women 
and Even Men are Buying More Freely 


ITH industries of this city running 

75 to 90 per cent of normal, business 
generally in this neighborhood is on the 
up grade. All that is needed now to make 
business boom, is a little spell of cold or 
rainy weather. As the weather the past 
week has been very warm, business as a 
whole has been “spotty,” although mer- 
chants report that even with the warm 
weather prevailing, trade has been much 
better than a year ago. 

The newer styles are meeting with 
quite a demand among the younger set. 
A brocaded satin, wish-bone strap, made 
with turn sole and carrying an average 
13/8 Spanish heel, is the latest novelty to 
meet with approval among local trade. 


Patent Still Leads 
Plain patents made with different style 
straps, with both Cuban and Spanish heel 
have been the best sellers so far this 
season, while quite a few of the two-toned 
style of sandals have been sold. 


It is expected that with the first few 
days of cold weather the demand will be 
for the lace oxfords. Whether these will 
follow last year’s custom and be worn 
with wool stockings, no one is willing to 
predict. 


Men’s Business Better 


Men’s business is gradually increasing 
and within a short time should reach a 
normal demand. Tony red and browns in 
oxfords, with browns and blacks in the 
boots in the newer styles are the only 
styles in demand, according to retail 
merchants. 


C. & E. Men Are Out 


Salesmen for C. & E. Shoe Company 
are now out on their respective territories, 
and from reports received, they are ob- 
taining many future orders as well as 
orders for immediate shipment. 





LOS ANGELES 


Fall Business Opening Up Well 


Demand for Colonials on the Increase, but Not Expected to 
Supersede Straps 


HE prospects for fall business look 

very good to local shoe merchants, 
who are all set with the newest and pretti- 
est styles. The early part of September 
found the windows all decked out and, 
although there were no formal openings, 
there was general dressing up of the win- 
dows and almost over-night the new shoes 
were displayed. 

There is a decided demand for the Colo- 
nial type of shoe and this is expected to 
liven up sales considerably for a while. 
Every store reports a fair business ‘on 
them and while nobody expects they will 
supersede straps, there will undoubtedly 
be an increasing call for them. For evening 
wear the dainty strap styles are considered 
more suitable, but for semi-dress and street 
wear the Colonial will probably be worn 
quite a lot. The large, puffed rosette with 
rhinestone buckle is being shown on black 
satin pumps. Another striking note in the 
new fashions is the lattice effect in trim- 
ming and cross straps are also very good 
sellers. 


New Hanan Store Opens 
The new Hanan store opened its doors 


Tuesday with the new manager, Mr. H. 
Duff, formerly with the San Francisco 


branch, in charge. The interior of the store 
has been completely remodeled and so 
arranged as to give a great deal more floor 
space than formerly. Mr. Ballantine, coast 
representative for the Hanan Company, 
was in town for the opening. The new 
shoes featured distinctive Colonial models 
in the shades most favored for fall, as well 
as other smart models in the different 
leathers and fabrics. The new otter shade 
was well represented in both strap and 
colonia! footwear. 


Patent Leather Still Leader 


Wetherby-Kayser’s state that although 
satin shoes are very popular, the weight of 
favor leans to the patent leathers. Some 
of the other stores find the reverse is true. 
The Ville states they have had a wonderful 
sale on the “Hottentot’’ boot. They sold 
260 pairs in less than three weeks recently. 
Mudgett’s have had a correspondingly 
good sale on the “Monte Carlo”’ boot. 





M. A. C. Honors Booth 


Walter J. Booth, vice-president of the 
Weyenberg Shoe Company of Milwaukee, 
has been elected a director of the Milwau- 
kee Athletic Club. 
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The only real test of any shoe leather 











is the service it gives in the shoe. 





Mark then what users say of 


TOBACCO BROWN VICI KID 


MANUFACTURER—“We have always used 
it with great satisfaction. Your shades 


have been very even and the quality of 





the leathers first class.” 


RETAILER—“Have always found VICI 
| colors run very uniform and therefore, 


easy to match.”’ 









CONSUMER—"“These shoes have held their 
color better than any brown kid | have 


ever worn.” 


There is only one VICI KID 


There never has been any other 


It should be strictly borne in mind that 
the only VICI KID is made solely by 


ROBERT H. FOERDERER, INC. 


Sole Manufacturers of VICI KID 
PHILADELPHIA :: :: :: PENN. 





_——— 





|FOERDERER 








160 BOOT AND SHOE RECORDER September 30, 1922 














Four Winners! 


IN STOCK 













No. B290 For Immediate 


Delivery. 


No. B288 


No. B 288—Patent Colt Oxford, tenons 


No. B29@—Two-tone Russia Calf Oxford Tle, 16-5 Caben Beal, Welk. Price... “ 


with tip. 108 Cuban heel with Rubber top Write or wire your 
Gy, ee Wee ecdde covwscvenentecesead $4.65 
order today. 


Joy, Clark & Nier, Inc. 


Rochester, N. Y. 
No. B292 








No. B291 SIZES IN STOCK 
BO. os cansccnbennsecenenses 4% to8 
Pi ceseanevrcctaseesenené 3to8 
No. B291 — Patent Colt Two-Strap, Imitation aS 2 ems: Net 30 Daye 26 eS Coe rimming P hey? cate el Pwele 
o. - o itati : t) rimmin atent ti See e 
tip. 14-8 Cuban heel. Welt. Price...... $4.50 nouns: SSCP Sage Re citer eeedesoasagia’ $5.00 























» Manufacturers! 






Rubber Heels 


The Republic Rubber Company is prepared to fur- 
nish in any quantity heels made according to your 
own specifications. 


The rubber heels on your shoes can have just as much 

individuality of style and design as the shoes that 

carry them. They can carry your own name and 

trade mark. They can be made to meet the distinc- 
tive requirements of your own last. 


Write us your requirements and let us place a definite 
proposition before you. 


THE REPUBLIC RUBBER Co. 


YOUNGSTOWN, 


NEW YORK CHICAGO KANSAS CITY PITTSBURGH A CINCINNATI MINNEAPOLIS 











Se P 
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Comparative Leather and Hide Prices 


Upper Leather (price per foot) 


Peak August, 1921 Today 
$1.40@$1.50 $0.80 90 $0.60 @B0.78 
1.40@ 1.50 50 45 50 
1.:30@ 1.40 45 $0 40 45 
"75@ 1.00 28 “30 28 "32 
65@ .90 26 26 28 
1.40@ 1.60 ‘80 30 70 ‘80 
90@ 1.00 ‘38 45 ‘35 “46 
-65 -70 -24 -28 -20 -26 
1.40@ 1.65 ‘85 @ 1.00 "70 ‘90 
1.35@ 1.60 70 ‘85 ‘60 “80 
1.35@ 1.50 ‘65 70 60 65 
"70@ 1.10 40 155 35 ‘50 
60@ 1.00 ‘35 50 ‘30 40 
20@ .36 ms 14 ne 15 
‘85@ 1.05 45 ‘50 45 ‘50 
; 1.40@ 1.60 70 ‘80 ‘60 "15 

Sole callie: (price per jar 

..$0.32Q$033 $0.56 4g 98032 9030 @so.32 
: ‘36 06 .. 46 48 50 
2) .38@ :39 902@ _.95 ‘55 48 ‘54 
46@ (47 ‘98@ 1.05 ‘60 60 "75 
.@ 48 1.15@ 1.25 70 70 ‘85 


Raw Hides and Skins (price per pound) 


(1913 Av.) 
Native steers, as used in sole leather, 

ER BR cc cans cccotncepeescesee --@80.18% $0.52 .55 ad 
Heavy Texas tom, 6 for ats — + sensi oa = os 4 oa 
Light native cows, for si a ee d - 

Branded cows, for light sole ae Laaeibe 17 asl 50 10 
No. 1 buffs, for heavy u; and side lea. . 15 45 50 -0644 

o.1 i for fine calf 
eocepeesececccesececesooocos oe 17 80@ 1.02% 14 
Kips foe ot for upper leather..........+-+-++++ t 16 65 80 12 
. for hemlock sole leather i 30 42 46 xe 











Bulk of Leather Business Being Done on 
Heavier Weights of Calf 


HERE is a moderate volume of 

business in most upper leathers, 

with the demand centering around 
calf. The heavier weights of calf are 
wanted and lights are still dragging. The 
price situation remains unchanged. The 
advances are being strongly adhered to by 
tanners, and leather buyers are resisting 
them where they can, which results in 
smaller, but more frequent purchases. 
There is also an endeavor being made to 
move side leather faster as a means of 
escaping the high prices of full grain calf, 
but shoe manufacturers are not taking so 
kindly to this, especially since they were 
able to buy side leathers at such low prices 
last year on account of the bank and 
liquidation stocks. As these have mostly 
passed out of the market, there is not the 
opportunity to get the same grade of 
leather for a medium-priced shoe for so 
low a price. Under present conditions, the 
tendency will be towards a higher priced 
shoe this fall and winter. 

Tanners of sole leather are holding 
firmly to their prices and altogether the 
leather market is on such a high basis that 
higher priced footwear would not be un- 
likely. The hide and skin market shows 


no tendency toward decline, although 
there is noggo much raw stock being taken 


up by tanners at this time. The hide 
market is on a basis of about 25 per cent 
to 50 per cent higher than a year ago. 


Calf Leather Active 


The calf leather market on heavy 
leather is now one of the brightest features 
of the trade. The plump and medium 
weights of full grain leather are in most 
demand. The standard tannages of No. 1 
chrome colored calf are held very firm, 
with the top selections offered at 45c to 
48c per foot and some of the choicest 
leather quoted at 50c. The best grades of 
medium and light weights are ‘held at 40c 
to 45c per foot, with No. 2 leather 35c to 38c 
and cheaper grades 25c to 35c. There is still 
some cheap leather of the snuffed variety 
in the market at prices ranging from 15c 
to 23c per foot. The top grades of black 
bring two to three cents less than colors. 
There is not as much light weight calf 
going into women’s shoes as there was 
last year, although some of the better 
grades of women’s welts are calling for 
calf. The situation in ooze calf is prac- 
tically the same. There is a good demand 
and prices are firm, ranging from 60c to 
70c for top selections and from 50c to 60c 
on No. 2 leather. 


Side Leather in Moderate Call 


The side leather market lacks the 
activity which it should have at this time 
of year, although there is considerable 
heavy leather moving spread out among 
the consumers. The top grades of full 
grain colors bring from 28c to 30c per foot 
and cheaper grades of side leather range 
from 28c to 30c and snuffed leather 14c to 
18c. There is a fair call for heavy water- 
proof leathers—also kips, veal and elk. 
The volume will undoubtedly be larger 
as the season progresses. There is disap- 
pointment evidenced at the higher prices 
as compared with those of a year ago. 
The present price trend is based on the 
cost of producing this leather today. 


Patent Leather Still in Good Demand 


There is a good business in patent 
leather and tanners state that there is no 
let up in the demand which has existed 
since last winter. Tanners who have 
secured sufficient raw stock at former 
prices are still able to keep their prices 
down, although the top grades are bring- 
ing 45c to 50c per foot and patent kips as 
high as 55c. The price range remains the 
same as for the past two months and there 

(Continued on page 165) 
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ILLIONS of American 
farmers will read about 
the superior merits of “U.S.” 





wg Rubber Footwear in these 
national and sectional papers 
STOCKHAN-FARNER during 1922-23. The results 





~ OHIO: 2, EDITION 


THE Nok 








will be: First, a greater de- 
mand tk.an ever for the “U.S.” 
line in your community— 
Second, profits for you, if you 
have a well balanced stock 
of “U. S.”” Rubber Footwear. 





United States Rubber Company 
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Children Like to Wear Rubber Boots 


It Pays to Cater to Little Folks’ Rubber Footwear Tastes--The Storm King 
Model a Favorite—Latest U. S. Census Shows a $40,000,000 


industry at the present time is its 

rubber boot business and moreover 
this is a brand new trend in selling. For 
the last couple of years, the average rub- 
ber shoe manufacturer had not enjoyed 
much of a trade on rubber boots. This 
condition may have been brought about 


QO NE of the big features of the rubber 


Valuation Increase Over 1914 


ber Storm King boot; this boot comes up 
well above the knee and affords ample 
protection against the wetting that the 
small boy or girl’s feet would otherwise 
get from the tempting mud puddle, or 
slushy gutter or street—for it may be 
safely said that if there is any water any- 
where in sight, the juvenile residents of a 


firm was receiving from all over the coun- 
try, it looked as though the rubber boot 
business, of which the children’s is a large 
proportion, had ‘‘come back’’ with a boom. 


Look Over Juvenile Gaiter Stock 


There will also be a big chance a little 
later in the season to sell a great many 





on account of the fact that there were so 
many Government boots on the market. 
These stocks, however, have been almost 
wholly absorbed by the consumer and he 
is looking for more. The heavy rains in all 
parts of the country during the last few 
months have also been a strong factor in 
creating a rubber boot demand, and as the 
style pendulum swings in father’s and 
mother’s rubber footwear apparel, so does 
it swing for the children. 


High Boot Models Popular 


Therefore, all signs point to a big rubber 
boot business this fall and winter, if they 
are properly advertised and displayed. 
One of the very attractive models which 
lends itself very nicely to an attractive 
rubber boot display is the child’s red rub- 


An idea for a Keds school shoe window 


community seem to consider it their first 
duty to wade therein. 


Plan Now for Christmas 


Another point to be considered is the 
Christmas trade. It is not too early now to 
begin to plan for it. The most of us re- 
member when a pair of rubber boots was 
our most cherished gift from Old Santa. 


Storm King Boots for Sport 


One large rubber house in the East 
reports that it is selling a number of 
Storm King rubber boots for sport pur- 
poses, in sizes 24% to 6. These were evi- 
dently intended for the high school and 
college trade. A leading rubber man re- 
cently interviewed, expressed it as his 
opinion that from the orders which his 


children’s four-buckle arctics and it is well 
to look over your stock that was ordered 
—perhaps some months ago—and see if 
you will have enough for the coming cold 
weather. Nowadays, folks do not wait for 
snow to buy arctics for their children, a 
few chilly winds are sufficient. 

Russian boots for children, just like big 
sister’s, are now being shown, and these 
are very attractive in their diminutive 
daintiness. 


Some Rubber Statistics 


The United States Census report on the 
rubber industry has recently been pub- 
lished. This gives the quantity and value 
comparison of the rubber shoe product for 
1919 and 1914, as follows: 1919—66,145,- 
541 pairs of rubber shoes, valued at $64,- 
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SPECIAL 


ATHLETIC BAL 


For Men, Boys, Youths, Little Gents 








Upper of extra quality brown 
duck. Heavy twill lining. White 
athletic trim. Double foxing of 
white gum and friction. Smooth 
red suction sole and leather inner- 
sole. Same quality as our “‘Step- 
per,” lace to toe. 
























**A Little More 
Style— 
A Little More 










Our Jobbers Can Supply You 


















CHICAGO OFFICE 
19 South Wells St. 
Chicago, Tl. 
LONDON OFFICE 
Balfour House 
119-125 Finsbury 
Pavement 
London, England 




















The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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713,182; 1914—57,211,728 pairs, valued 
at $37,858,222. In shoes, of canvas, with 
rubber soles, the number of pairs for 1919 
are given as 21,034,664, with a value of 
$25,176,684; figures for 1914, not available. 
Neither were figures available in 1914 on 
heels and soles, which, in 1919, were esti- 
mated at 138,468,769, at a value of $16,- 
103,501; soles, including composition and 
fibre, 9,777,085 pairs, at a value of 
$2,455,306. 

From a bulletin just received from the 
Department of Commerce, Washington, 
giving statistics on the manufacture of 
rubber boots and shoes for 1921, we note 
that the total number of pairs of rubber 
boots produced for 1921 was 7,253,668, 
valued at $13,761,669, or a decrease of 
21.2 per cent from the production, and 
47.2 per cent from the value of rubber 
shoes for 1919—namely, 9,207,203 pairs, 
valued at $26,066,647. 


Cambridge Rubber Opens 
Chicago Branch 


The steady progress of the Cambridge 
Rubber Company of Cambridge, Mass., 
has necessitated the establishment of a 
Chicago branch at 19 South Wells Street. 
This means closer co-operation between 
the company and Western trade. The 
daily production of “Camco” canvas and 
rubber shoes has been steadily upward. 
The factory is a busy place these days. 
With increased facilities for production, 
afforded by a large addition to the present 
factory, now under construction, an even 
greater daily demand can be taken care of. 


Rajah Sole Not Made by 
English Process 


In our issue of September 16 we pic- 
tured three types of crepe rubber soles 
and, in describing them, inadvertently 
referred to one of them as the Rajah type. 
This was incorrect, inasmuch, it was not 
the product of the Albert Hale Rubber 
Company, which owns the right to the use 
of that name. In writing to us of this sole, 
David A. Cutler, treasurer of the Albert 


Hale Rubber Company, whose plant is at * 


Atlantic, Mass., and who conceived and 
processed the Rajah sole, says: 

“The word Rajah was originated by the 
Alfred Hale Rubber Company and is in 
the process of being registered and the 
process used in making this Rajah sole is 
being patented. 

“The Rajah sole is quite different from 
the English sole. It is not constructed by 
two thick pieces of crepe rubber, cut in 
the shape of a sole and cemented together 
under cold pressure. 

“There are in the market today two 
kinds of English soles. One has proven 
very satisfactory and is used extensively 
on the continent. The crepe rubber used 
for this sole is coagulated and cured from 
the Latex in the Far East by a method 
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PORTLAND 


Early Fall Trade Good 


Industrial Conditions Excellent and Shortage of Labor 
Reported In Some Branches 


ARLY fall business has opened up in 

a manner that is most satisfactory 
to the retail shoe merchant, and fall 
goods are moving nicely from the shelves. 
After a summer that was freakish and 
variable, more so than could be readily 
wished for, fall opened up with a nice 
little cool snap at the beginning of Sep- 
tember that induced many people to 
make fall purchases earlier than they 
would have otherwise. 

So far as industrial conditions are con- 
cerned, with the exception of the railroad 
strike, most local industries are in better 
shape than they have been for years, and 
the unemployment situation is one that is 
not at present alarming. Logging camps, 
particularly, have been working steadily 
all summer, and farmers have even re- 
ported a shortage of labor in many in- 
stances. 


Public Buying More Freely 


People, having held off buying in months 
past to some extent, now are in a position 
where they simply must replenish, and as 
price conditions are fairly stable, buying is 
done with a better spirit than for some 
time. The shoe man gloats exultantly 
because straps are still good, and the 
dreaded bugaboo that they would peter 
out before another season’s tides went out 
must go a-hungering. 

Extremely low heels are out, of course, 
but few dealers are left with heavy stocks 
on their hands, for one and all knew that 
such a fad could not last long. Russian 
boots, too, have come to Portland, though 
few shoe men think they will create much 
of a stir here. Some few are selling, but as 
yet, the writer has failed to discover any 
worn in the down town section of the city 
during business hours. 


Little Use for Cossack Boots 


While Will A. Knight of Knight’s was 
in the East, F. A. Craig gave his views on 
shoes for the present fall season. Mr. 
Craig was of the belief that for street 





quite different from that used in coagulat- 


ing the many grades of crepe rubber used 
in general. The crepe rubber used by some 
manufacturers in England which has 
proven unsatisfactory is the ordinary 
crepe rubber used in general which, when 


finished into manufactured goods, has 


been vulcanized. 

“The Rajah sole was conceived and 
processed by David A. Cutler, and is 
different in many respects from either 
method used by the English.” 


wear a 14-8 military heel in patents as 
well as in brown and black kids would be 
good, and that French heeled shoes would 
be wanted mostly in satins, plain kids and 
suedes. He has little faith in any notice- 
able impression being made on the Port- 
land trade with Cossack boots, though 
some few pairs have been moving from 
the College Boot Shop, Knight’s auxiliary 
store on Washington Street. “I look for 
shoes to be more stabilized in styles after 
this fall season,’ says Mr. Craig, “and 
think that in the early spring there will be 
a decided change, including a departure 
from straps.”” Knights are showing some 
of the new tongue effects in both street 
and dressy shoes in lasts much the same as 
last season’s. 


Secure Educator Agency 


Of considerable importance to the shoe 
trade is the fact that Spellman Bros. have 
secured the exclusive Portland agency for 
the Educator shoe, to which they are 
giving considerable attention in the way of 
advertising and window display space. 
Then, too, Spellman Bros. have made 
some marked improvements within their 
store, which include modern new built-in 
floor mirrors and a children’s department 
at the rear of their shop. Spellmans.made 
early August showings of new fall models 
and were among the good pickers for 
advance trade. The popular selling shoe 
with Spellman Bros. is one that they price 
at $9.00. For this price they are offering 
their trade snappy novelties in satin and 
brocade combinations in fancy Grecian 
effects with high heels, and in patent 
leather these numbers are priced $8.00. 
“If our trade finds a number that is ex- 
ceptionally attractive they are willing to 
go as high as $10.00,” says J. B. Spellman. 
“Brown sells best with us at present in 
men’s lines and black in women’s.”’ 


Bulk of Leather Business Be- 
ing Done on Heavier 
Weights of Calf 
(Continued from page 161) 


is no indication of any decline for some 
months to come. 


Glazed Kid Business Good 


The glazed kid business is fairly active, 
with a good demand also for the lower 
grades and cheaper leather. The medium 
selections are not selling quite as well, 
although kid tanners as a whole are fairly 
busy. The call is strongest for the popular 
shades of tan, Mandalay and brown. Top 
selections bring from 80c to 90c per foot. 
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for its elegance. 
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Shoes of today are more prac- 
tical. Instead of mere elegance, 
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For your discriminating custo- 
mers, specify Diamond Brand 
Eyelets when placing your next 
orders for shoes. 
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(This Department is conducted by Helen M. Haney, Associate Editor) 


Charles R. McWilliams in the Ring 


For Twenty-Six Years with the A. E. Nettleton Company— 
A High-Grade Man in a High-Grade Group 


RACTICALLY every traveler who 

has made the Pacific Coast for the 
past 26 years is acquainted with 
Charles R. McWilliams, who has been 
with one concern in continued service for 
that number of years. 


““A Transcontinental Traveler” 


Mr. McWilliams covered the Pacific 
Coast for practically a generation, when 
to travel west to the Golden Gate 
was considered a stunt almost equal to 
that of Perry’s making the North Pole. 
Not only did he cover this extensive terri- 
tory, but on his return also made the east- 
ern territory, including New England. 
Thus he has the proud honor of bearing 
the title ““Transcontinental Traveler.” 


In Charge of Retail Stores 


Today, Charlie is not as extensive a 
traveler as in the old days, because of the 
fact that he has been assigned to the care 
of the retail stores of his concern, which 
happens to be the A. E. Nettleton Com- 
pany of Syracuse, N. Y., makers of men’s 
high-grade shoes. Mr. McWilliam’s 
duties are to check up stocks, infuse new 
thoughts, make suggestions and incorpor- 
ate the many valuable ideas which have 
come to him through his various travels, 
both past and present. 


Top Notcher in Class “*A” 


Mr. McWilliams has always been 
noted for his companionability and his 
genuine open-hearted, helpful manner. 
He is considered a top notcher salesman, 
in the “A” class, which mark is character- 
istic of the A. E. Nettleton Company's 
traveling force. 


His Hobby is Home 


His genuine “hobby” is his Syracuse, 
N. Y. home, which he thoroughly enjoys 
with his charming wife and daughters. 


An Enthusiastic Golfer 


“Charlie” as he is familiarly known, is 
a most enthusiastic golfer and drives a 








CARL B. BRIGHAM 


Who travels the large cities of the East for the 
Hurley Shoe Company. 





Chandler car. Outside of that, he is con- 
sidered a good fellow and one such as 
everybody is anxious to know and meet, 
having the faculty of making friends and 
retaining the same. 


Carl B. Brigham with Hurley 


Ca rl B. Brigham, the well-known sales- 
man in large cities of the East, has taken 
the Hurle y Shoe Company’s line for his 
old territoT y. 

Mr. Brigham has a large acquaintance 
with buyers in the East and is very popu- 
lar with the trade. “Brig.’’ is president of 
the Boot and Shoe Travelers’ Association 
of New York, has spent considerable time 
in promoting the interests of the boys, and 
as a worker at the National Council of 
Traveling Salesmen has done much for all 
traveling salesmen throughout the country. 

His many friends extend him good wish- 
es in his new connection. He will conti nue 
his office, Suite 438, Marbridge Building, 
Broadway, at 34th Street, New York 
City, where he will welcome his many 
friends. 


A Hustling and Harmonious Connection 


“Brig’’ states that Hurley’s ‘‘None-so- 
Good”’ line of men’s and women’s shoes 
will speak for themselves. ““Many new 
lasts and patterns have been added,”’ says 
“Brig’”’ “along with the well-known fea- 
tures that have made the name of ‘Hurley’ 
stand out in the trade as producers of high 
grade footwear for more than 28 years, 
proving that Quality isa dominant factor 
for success.”’ 

The indications are that “Brig,’’ backed 
up by the Hurley combination, will prove 
to be a hustling, harmonious connection, 
and that there is a large prosperous busi- 
ness in store for both. 


W. C. (Billie) Moore 
with Rich 

W. C. (Billie) Moore, who represented 
the Pingree Company of Detroit, for more 
than 17 years, and who was with Julius 
Grossman, Inc., of Brooklyn, for four 
years, is now a special representative for 
the Rich Shoe Company. He will travel 
in the larger cities throughout the United 
States. 
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A Popular Style in Stock 
There Is Always A Best Way 


One natural law is inflexible and needs no enforcement officers— 
“The survival of the fittest.”’ 

Of the many radically different and zealously championed lines of 
felt slippers being offered to the trade, only the best can survive. If, in 


your store, you will adopt slippers of the ‘‘_KREEP-A-WA” quality, you 
can assure your customers of service and at the same time increase profit 


proportionately. 


To eliminate the inferior and to choose a line of quality at a popular 
price is your biggest, your hardest problem. Our forty years of felt 
slipper, knowledge built into “KREEP-A-WA” can assist you in solving 


this problem. 


Write us for catalog of styles carried 
in stock for immediate shipment. 


BLUM SHOE MFG. CO. 


Dansville, New York 
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G. H. CUMMINGS 


New England States Salesman for the Kalt- 
Zimmers Manufacturing Company. 





Cummings Says New 
England Trade Improving 


Guy H. Cummings has been selling the 
retail shoe men in New England for the 
past 16 years and was one of the first men 
instrumental in building up, or introduc- 
ing, infant’s “‘first-step’’ shoes. Since 1906, 
Mr. Cummings has been making two trips 
through his territory annually. His follow- 
ing with the trade is so strong that he gen- 
erally gets mail orders in between calls, 
thus making further trips unnecessary. 
He never tries to overload a customer or 
sell him shoes which he knows his custo- 
mers cannot sell for as he expresses it: 
“I certainly do not like to see dead num- 
bers on a dealer’s shelves.” 

Mr. Cummings writes: “The trade in 
New England is improving splendidly. 
On my June trip I took many orders for 
fall shipments. I find that the trade in 
Massachusetts and Connecticut is espe- 
cially worthy of mention. 


John F. Drufke Sells Riley 
Shoes 


John F. Drufke is now representing the 
Riley Shoe Manufacturing Company of 
Columbus, with offices at 401 Security 
Building, Chicago. Mr. Drufke opened his 
sales office August 15, where he is featur- 
ing Riley’s Arch Relief shoes. He will 
cover the Chicago and Milwaukee mer- 
chants, to whom he is well known through 
his eight years’ association with his broth- 
er, Frank J. Drufke, who represents the 
Irving Drew Shoe Company’s line of 
Portsmouth, Ohio. 





R. L. LOVELACE 


Now with the Robert Wise Company of Cincin- 
nati, manufacturers of women's high-grade 
shoes, over which he is most enthusiastic. He 
will travel his old territory of Kentucky, Ten- 
nessee, Alabama, and Arkansas. Mr. Lovelace 


started out with his spring line on September 1 2, 


last. He is now in his territory working like a 
beaver and meeting with a fine reception from his 


many friends in the Southland. 


























Merchants are Asking 
“When is Easter?”’ 


T. A. Delany, secretary of the 
N. S. T. A., has been receiving of 
late communications from many 
of the boys on the road, located in 
various parts of the country, in 
which they state that business is 
particularly good and that pros- 
pects look much brighter. Retail 
merchants are asking “When is 
Easter Sunday?’’ Proprietors of 
shoe stores in general, have woke 
up; they are realizing that they 
must make haste to get their orders 
into the works, as their stocks are 
getting low, and with the public de- 
manding new footwear, they do 
not wish to run any chance of losing 
business. 

To the query, “When is next 
Easter Sunday?”’ shoe travelers are 
responding, April 1, 1923. 











J. J. WARD 
Whe reports the , Ault- Williamson Shoe 





pany m 9 Oregon, Idaho, and 
pray 











*‘Jack”’ Ward Sells ‘““Constant 
Comfort” in Northwest 


J. J. Ward, one of the enthusiastic sales- 
men of “Constant Comfort” shoes, which 
are manufactured by the Ault-Williamson 
Shoe Company, of Auburn, Maine,— 
known throughout the Northwest as 
“Jack,” lives in Seattle, Wash. 

“Jack” has a very interesting family, 
consisting of Mrs..Ward, three boys and 
two girls, who keep things going on the 
Ward fruit and poultry farm near by 
Seattle. 

He formerly represented W. S. Johns 
Shoe Company, of Los Angeles, Western 
distributors of ““Constant Comfort”’ shoes, 
but for the past two seasons he has trav- 
eled direct from the factory, covering 
Washington, Oregon, Idaho, and Montana. 


Correction in C..H. Alden’s 
Salesmen’s Roster 


In announcing the roster of salesmen 
for the C. H. Alden Company in the 
Recorder of September 16, the territory of 
C. L. Copeland was erroneously given as 
New York City only. Mr. Copeland’s ter- 
ritory comprises not only New York City, 
but also the large cities of the Eastern 
Middle West, including Chicago. 


L. W. Stone in Michigan 


L. W. Stone, who is a well-known shoe 
salesman in the Central States, is now 
connected with the Rich Shoe Company 
and will cover Michigan. 
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Joseph M. Herman’s Hold 
Big Get-Together 


Joseph M. Herman Shoe Company’s 
salesmen returned to the “firing line’ on 
Friday, September 15, after a four-day’s 
convention. 

One day was devoted to informal con- 
ferences, followed by a dinner at the Bos- 
ton City Club. Many of the salesmen reg- 
istered doubt and suspicion when they 
read the unique bill of fare, a copy of 
which is reproduced below. 

A husky young baritone soloist put 
considerable “‘pep” into the dinner party 
by leading the chorus in the “‘dismember- 
ment” of several popular songs, and what 
was lacking in expression was more than 
made up for, by volume and enthusiasm. 
Mr. Smallwood, one of the salesman, 
amused with some cartoons. 

After the broiled live had been “‘stowed 
away,” and the cigars were burning freely, 
General Manager Alden introduced the 
speakers of the evening. Credit Man 
Strout explained “just how it was done” 
and graciously answered many pertinent 
questions from men who wondered what 
had happened to some of their orders. 


Three Golden Rules 


Sales Manager Rodney “hammered 
home” the three facts that he claimed 
would increase the sales of each man if 
faithfully carried out during the selling 
season. These golden rules were as follows: 
Keep Smiling; Keep Well; Keep Working. 
The selling staff agreed to give Mr. Rod- 
ney’s prescription a thorough trial, during 
the fall campaign. 

S. J. Barnet, president of the Herman 
Shoe Company, discussed the leather sit- 
uation in an entertaining manner, and 
was followed by Dr. Solomon, who gave 
some interesting facts about the value of 





HERMAN HASH 


SOOP 
A la Gal i Curchi 


rellSHes 
Blind Eyelets Soft Toe Boxes 
Half Bellows Tongues 
(from Salvaged army Stock) 


Broiled Whole Quarter Black Vici Kid 
A la Hoofs and Tail 
French Fried “‘Wingfoot”’ Rubber 
Heels 


Oak Tanned Sole Leather Steak 
with munson sauce 
(Under Fire for Three Days) 
\werved with a sharp knife) 


SILENT Peas Tired SPUDS 
Genuine Tan Lotus Calf Salad 
with Rubber Welt Dressing 
(Insurance Policy Issued with Each 
Salad) 


Pulverized Cork Ice Cream 
waterproof cake (blucher cut) 
Modified GLUE SerVed Demi Tasse 
(Factory Brew) 


CIGARS 
Sole Leather Trimmings 
(Perfecto shaped) 
Russet Scrap Cigarettes 
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the Munson last from an orthopedic view- 
point. 

Louis Glaser, president of the Glaser 
Corporation, gave a short talk about ad- 
vertising and how it helps the salesmen. 

The second day of the convention was 
given up to a trip through the factory at 
Millis, Mass. The men and the factory 
executives derived much benefit from this 
educational feature, and exchange of 
ideas. 


A Trip Through Barnet Tannery 


The third day was called ‘“‘Play Day,” 
and started off with an automobile trip to 
Lynn, where the men enjoyed a personally 
conducted trip through the Barnet tan- 
nery, chaperoned by Mr. Barnet. The 








RICHARD SANGER 


Who has recently opened new sample rooms in 
New York City for the Rockland p when of the 
Rice Hutchins organization. 





salesmen were not a bit bashful about ask- 
ing questions, and managed to escape 
falling into any of the vast vats which sur- 
rounded them on every side. Every man 
in the party picked up some valuable in- 
formation from this trip, which began 
with the hide as received from the farmer, 
and followed each process until it emerged 
as a finely-finished piece of calfskin, 
wrapped for shipment. 


““Some”’ Dinner at Corinthian Yacht Club 


A fleet of automobiles then took the men 
to Marblehead, where luncheon was served 
at the Corinthian Yacht Club. This was 
“some dinner’’ according to the Western 
men, and was served out of doors so that 
a fine view of the harbor added to the 
enjoyment. 

After a photograph had been taken, the 
delegation adjourned to the Club float, 
where a launch was waiting to give the 
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guests a trip by water along the North 
Shore. This feature was greatly enjoyed 
by the visitors, for many of the men were 
not familiar with the beauties of the 
estates along the Beverly shore. 


An Enthusiastic Bunch 


On Friday, September 15, the men 
packed their samples at the factory and 
made their farewells. Before the salesmen 
returned to their territories, they made it 
known that they had been much benefited 
by the various activities during the con- 
vention, and were prepared to put up a 
warm battle for business, during the com- 
ing season. 


William Johnson is Stickles 
Sales Manager 


The L. S. Stickles Shoe Company of 
Red Wing, Minn., is to be congratulated 
on securing the services of Wm. B. John- 
son, formerly sales manager of the Red 
Wing Shoe Company. 


“Bill” and “Bill, Jr.” 


About 60 days ago Mr. Johnson took 
over his work with the Ko-Rec-Toe line 
and has been dividing his time between 
the trade and a recently-arrived ‘‘Bill’’ 
Junior. 


Big Things Predicted for Bill 2nd. 


It is difficult to say whether Mr. John- 
son is more enthusiastic over the son or the 
new connection, but if his plans for the 
“Junior” are half as big and as glowing as 
his outlook for the Ko-Rec-Toe line— 
then we'll hear much from “Bill, the 
Second.” 

Said “Bill, Sr.,”’ ““The Stickles Company 
is considerably increasing the output of 
this well-known line and is making plans 
to secure a national distribution in centers 
where good, healthy children demand the 
right sort of footwear.”’ 


Chase R. Moore with Rich 


Chase R. Moore, who in the past has 
been with H. F. Malott Shoe Company of 
Chicago, and formerly with the F. C. 
Pingree. Sons Company of Detroit, will 
carry the Rich line in the future in Indi- 
ana. Moore has been traveling the Middle 
Western States for a number of years and 
is well known in the trade. 


August Strohm is a Hustler 


August Strohm travels Michigan and 


Indiana for the Wobst Shoe Company, of 


Milwaukee. Mr. Strohm is a hustler. He 
reports that business in Detroit has been 
good until the week of September 6, when 
the hot weather put a little “damper” on. 
Mr. Strohm also states that merchants’ 
shoes for fall are arriving in large numbers 
and in good shape. 
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“Constant Comfort 


AMERICA’S BEST COMFORT SHOE 
THIS IS THE NUMBER 


YOU HAVE BEEN LOOKING FOR 


1 


~ 


| 





4 





nee pee 
_—— 
ete es 





eee ee ee ee ee 
ee ee 


- 
—— — oo a 
ot ee ea ee at eat el ee ee 


, 

: COMBINES SUITABLE 

COMFORT FOR HOUSE 

: QUALITY or STREET 
anp NEATNESS WEAR 
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Re. 49R—Best — Black Kid One Strap 
12-8 Wi eel, Black Kid Quarter 
and i Sock Lining. In ‘Stock BE WEE ceceas $3.25 


No. 749R—Same Style, Havana Brown Kid. 
In Stock A to D—Oct. 17th. ..........+5+- $3.50 


Ault-Williamson Shoe Co., Manufacturers 


LOS ANGELES OFFICE, 109 E. 8th STREET . 
Auburn BOSTON OFFICE, 139° LINCOLN STREET Maine 
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A. E. GOODWINS 
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Put Lynn Style Right 
On Your Last 


SHOW PATTERN LINE 
ON STYLE FOOTWEAR 














"SHADOW SHOE” 
: wie iy 





























You can answer the question “Will the last 


= 

s p— 

|\v show the style and the style fit the last?” by 
' using the “Shadow Shoe.” 


\\ Mr. Goodwin has found a practical means 
~~ of beautifully tinting actual colors on various 
lasts so that both manufacturer and dealer 
can see at a glance how any desired pattern 


will look on the finished shoe. 


This is an innovation that is attracting 
tremendous attention. 





Send for Particulars 


| LYNN | LAST COMPANY 


LYNN, —— — MASS. 


The Beot and Shoe Recorder will appreciate your aetna | the publication in replies te advertisements. 


























September 30, 1922 


Geo. L. Starks with A. E. 
Little Co. 


George L. Starks, a thorough shoe man, 
both by inheritance and long association 
with shoemaking, shoe selling and shoe 
folks, the country over, has made a new 
connection for his old and much beloved 
territory, the South and Southwest. For 
30 or more years, George L. Starks has 
covered the above-named section and 
knows every merchant, large and small, 
who he feels sure will be eager for the 
snappy new creations of his new line— 
that of the A. E. Little Company, in- 
cluding the Sorosis Shoe, the A. E. Little 
Shoe, The Pels Company and Thomas 
Cort, Inc. men’s fine shoe lines; also 
sporting shoes and riding boots for both 
men and women. 

Mr. Starks still retains his stock in the 
Wilson Process, which he assisted Sidney 
C. Wilson in developing and still retains 
his confidence in its splendid system for 
manufacturing shoes. 


A Country-Wide Experience 


Before connecting with the Wilson 
Process, Mr. Starks covered the South 
for 23 years for the Preston B. Keith 
Shoe Company; he also traveled for 
Strong & Garfield for five years. At one 
time, he sold shoes on his own account and 
covered the Pacific Coast—in fact, he 
has sold shoes all over the United States. 
And it may be safely said that George L. 
Starks and Waldo Oakman have made as 
much different territory as any two other 
men in the shoe traveling fraternity. 


Of Shoemaking Ancestry 


George L. is a dyed-in-the-wool shoe 
man. His early education commenced 
with the shoe business, and was obtained 
in the boot shop of his father, in a little 
New York town, who made boots by 
hand for a period of nearly 60 years. 
George L. Starks’ grandfather and his 
great grandfather also made boots by 
hand, and their shops were located up the 
Hudson River at Athens, N. Y. As a bit 
of American history, we might state that 
the original Starks in this country and 
one of George L.’s ancestors came to this 
country from Holland in 1634, when 
Peter Stuyvesant was Governor of New 
York; this ancestor settled in Mystic, 
Connecticut. 


Made Hand-Sewed Boots at Sizteen 


But to get back to George L. and his 
knowledge of shoemaking, let us state 
that at 16 he could make a pair of hand- 
sewed boots and would probably be mak- 
ing boots to this day had not his father, 
having decided that the art of bootmaking 
had been “monopolized” by the Starks 
family long enough, literally threw the 
youthful George out of the shop. But 
George could not part with his beloved 
shoes, so he made arrangements to get a 
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line of shoes to sell on the road. There is 
probably no man in the world who derives 
more pleasure in looking at a shoe and 
demonstrating its merits than does Mr. 
Starks. 

Out For Long Trip 


He is most enthusiastic on his new line, 
which he states incorporates just the 
right features for his trade, and which it 
will be his great delight to delineate to the 
many retail merchants on whom he will 
call. He will soon be in his territory and 
will work with a will until Christmas, 
when he will “‘go home to spend the great 
holiday with mother,” as he says. His 
home is at 36 Wells Avenue, Dorchester. 


Man of Broad Vision 


And here let us pay a tribute to George 
L. Starks, for he is a man of charming 











“JACK” LESTER 


Who travels Georgia, Florida, and Carolinas for 
the Marion Shoe Co. 





personality, one who loves his home and 
his profession, one who has friends galore 
because as he says, ““Wherever I go, I find 
delightful people.” He is a man of broad 
vision and generous to a fault. He likes to 
help the other fellow and never neglects 
the remotest opportunity to do so. He isa 
golf enthusiast and a great lover of horses. 

He is one of the founders of the National 
Shoe Travelers’ Association and an ex- 


president of the Southern Shoe Travelers’ - 


Association. He is also a member of the 
Boston Shoe Travelers’ Association and of 
the Boston Shoe Trades Club. 
H. W. Ward Assists Geo. L. 
Starks 


Associated with Mr. Starks in the pro- 
motion of the A. E. Little Company’s 
lines is H. W. Ward, the expert who in- 
stalled the Wilson Process in factories all 
over the country. Mr. Ward not only 
understands shoe machinery, but the 
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designing of lasts, and patterns, in fact, 
he is a practical and high-grade style 
shoe man. Mr. Ward has been associated 
with Brooklyn concerns for 12 years and 
has made shoes in some of the finest wom- 
en’s shoe factories of that city. 


Ward is Expert Shoe Man 


Mr. Starks is most enthusiastic over the 
fact that Mr. Ward is to assist him and 
confided to the Recorder scribe that he 
had put him through many a test during 
his association with him on the Wilson 
Process proposition and that he had 
passed them all 100 per cent. Mr. Ward is 
a very high-grade young man, with a nice 
sense of the fitness of the situation; he 
has a quiet, yet forceful personality; is 
ambitious, but not too aggressive and is 
most modest about his ability. 


Ward Enthusiastic on Line 


He is very fond of his new line of A. E. 
Little Company’s samples. ‘The finest 
line coming out of the Eastern country,” 
he says. The combination of Messrs. 
Starks and Ward is a very happy one. 
They are very fond of each other and fond 
of their new line. Mr. Ward was born in 
Virginia, but moved from there when a 
child to Lynn, Mass., which latter city 
is where he makes his home. 


Jack Lester A Marion “‘Pep” 
Salesman 


Jack Lester, who sells Marion Shoes in 
Georgia, Florida and the Carolinas, is 
especially proud of the hit his shoes have 
made. One of Atlanta’s leading retail 
shoe merchants whose Fall opening dis- 
play of Marion Shoes attracted more 
attention than anything they had ever 
put in their window, told Mr. Lester that 
the styles they displayed were the talk of 
the city among shoe men. Marion styles 
have been similarly admired in almost 
every store where he has sold them. 

Jack Lester believes in having lots of 
“pep” in the shoes he sells. He is full of 
enthusiasm and one of the best liked 
salesmen in the Southeast. 


C. R. Wise with Poole & 
Johnston 

C. R. Wise has been engaged by Poole 
& Johnston, Inc., to cover Oklahoma, 
Arkansas, Texas, and New Mexico, with 
the line of men’s welts produced by this 
house. Mr. Wise, who resides in New 
Mexico, has been for 17 years selling shoes 
in Southwestern territory and has an 
extensive acquaintance with merchants 
in that section. 


Jim Richmond, Jr. in 
Virginia 
Jim Richmond, Jr., of the Rice & 
Hutchins Baltimore Company, has been 
assigned to a territory in Virginia. 
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| \WetpSeree || DeLipp Footwear ff ”étings,. |: 
: STYLE ATTRACTS THEM : 
2 QUALITY SELLS THEM. : 
: DEGEN-LIPP, Inc. ; 
: 607 MARBRIDGE BUILDING Weanen*s Mess - Footwear I only - ¥. : 











The Repco Shoe Stretcher is Practically Unbreakable 





The new Repco Shoe Stretcher is \ 
a speedy, positive-action stretcher - 
made entirely without springs, ar- 
rows, or any of those parts which 
are so troublesome in ordinary 
stretchers. 










Toggle-joint mechanism, square 
threads of large pitch, strong hinge 


on back—all metal parts of the Made in nine sizes—No. 000 down to No. 6. 









: n bs 4 . . . 
mate pry? wolled oe oaks Each stretcher is packed in an individual 
are of well seasoned maple and carton. 
shaped and finished as carefully as Positive action! Quicker action! Nothing 
a last. to break! 






For sale by shoe findings jobbers. 





UNITED SHOE MACHINERY CORPORATION’ - - - - BOSTON 
San Francisco Branch, 859 Mission Street 


J. K. KRIEG COMPANY . . . . - NEW YORK, N. Y. 
UNITED SHOE REPAIRING MACHINE COMPANY - . : BOSTON 











BOUDOIRS THAT 
BEAT THE WORLD 


MORE SNAP. 
BETTER 
WORKMAN SHIP. 
FINE MATERIALS. 
LOWEST PRICES 
POSSIBLE FOR TRUE 

' QUALITY SHOES. 








COMMISSION 
LEATHER MERCHANTS 
FINE OAK SOLE LEATHER 
BELTING BUTTS 


332 Summer St. BOSTON, MASS. 





IN STOCK 
{SK FOR 
SAMPLES 


A. W. GREELEY 


49 Washington Street, Haverhill, Mass. 
Branch Factory, Newton, N. H. 






Black —Red— Havana 
Brewn — Blue — Pink 
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MEN’S HOUSE SLIPPERS 


NOW IN STOCK 


eNANS 
Sanne 








TURNS ONLY 


THIRTY LINES IN 
STOCK 


PRICE RANGE 
$2.00 to $4.00 





No. 325 TAN OPERA Catalog on Request NO. 355 TAN EVERETT 
FULL KID LINED CANS FLEXIBLE PAC SOLE 
SIZES 6-11 WIDTHS M-F-FF SIZES 6-11 WIDTH FF 
$2.50 e $2.85 


SATISFACTION GUARANTEED 


The L. B. Evans’ Son Company 


Boston Office: 110 Summer St. Wakefield, Mass. New York Office: 130 West 42nd St 




















High Grade 
Fall Styles 


of, saddle strap and back stay, 9 per- Black Satin, French bound, " space stitch 
forations all over, 7 iron Goodyear welt, all over, 9 iron, turn sole, 29 last, 14-8 box- 
white stitch, 32 last, 12-8 leather heel. $5. 40 GHEE WE ivctccccsnccceeexces $5.25 


for 


At-Once Delivery 








AA—4 1-2 to 8 A—4 to 8 
Style 719 GOTHAM B and C—3 to 8 GOTHAM Style 718 
Patent Leather, French bound, y perfora- Black Kid, French ona, 9 me ma on 
t vamp straps, quarters an imitati amp straps, arters and imitation ti 
+ iron sole, close imitation turn rn edge, TERMS: NET 30 DAYS 6 iron, sole, ‘dase imitation tere edge. 27 
29 last, 14-8 leather Cuban heel. . $5.15 last, 13-8 leather Cuban heel........ 5.25 


BURROWS SHOE CO., Inc. — :: Rochester, N. Y. 




















The Beet and Shee Recorder will appreciate your mentioning the publication in replies te advertisements 
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A pair of boys’ shoes recently 
imported by an exclusive New 
York house. Note the trim ap- 
pearance of the Lacing Hooks. 








ISTINCTIVE shoes for 
children feature lacing 


hooks. 


Your customers appreciate them 
because they make it easy for the 
children to lace their own shoes. 
Children take pride in them; parents 
take comfort in them. 


For speedier, neater, easier lacing — 
lacing hooks on children’s shoes. 




















Specify lacing hooks when placing your order. 


Insist on having what you want. 
For men’s, women’s and children’s shoes. 








The Boot and Shee Recorder will appreciate your tioning the publicati in replies to advertisements. 
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IN, REGULAR 36 prs. CASE LOTS 


Tan Nu-Buck Collar 
Trim 
No. 4155—13-8 Military 


Heel. 
No. 4156—17-8 Louis Heel. 







Price $2.50 Ne. e485 ° 


Pat. Leather 


Tan Nu-Buck Wish- 
bone 


No. 4158—17-8 Louis Heel. 


Price $2.50 


No. 4158 


Fancy Gray Stitch 
Pat. Leather 


Vamp and Quar- 


ter 
No. 4142—16-8 Louis Heel. 
No. 4141—13-8 Mil. Heel. 
Price $2.35 


No. 4149—Same as No. 
4141. 13-8 Mil. Covered 
iiedsst canes $2.60 






No. 4142 
Pat. Leather 


High Grade Flexible McKays 
Kid Quarter and Sock Linings 


EMIL LUBIN, Inc. 


138 West Broadway 


New York, N. Y. 








I ANCHOR HAROWARE 
—§ GRAND PROOUCTS ff 

















APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles of 
fited shoo, the Burkley Veutilated Foot 
ur 
Developer is By Well-known 
surgoens -ecommend its use. 
Make your stock of 
s 





WENTHATIONS children shoes 

AtENTE® = complete by sending 
our order foday. 

Phone Brockton 2133 

for immediate action. 


BURKLEY 
SHOE CO. 
1156 No. Main St. 
Brockton, Mass. 









































A NEW SLIDE BUCKLE 
FOR STYLISH FOOTWEAR 


No. 1475 NO. 14752 


(Composition) (Iron Cast) 


Sizes ¥%-/2-%-34-% Inch 
Standard Finishes 





A light pattern slide buckle suitable to the 
present needs of shce manufacturers, is a brief 
description of No. 1475-14754 


It is designed to fill a pressing want —a 
buckle similar to the popular No. 1375 - 137544 
but improved in construction and more attractive 
in the eyes of those who prefer lighter lines. 


This new buckle eclipses all others of this 
type in appearance and utility. Send for free 
samples now. 


> 


EXCLUSIVE DESIGNS 
RIVET TYPE BUCKLES 





1419 
LAKE PATTERN 
1279 Patent Pending 





Composition or Iron Cast 
Sizes 44—44—% Inch 
STANDARD FINISHES 


Composition 
Size 10 line (} Inch) 
STANDARD FINISHES 


There’s a steady demand for buckles which 
can be attached to straps by riveting. Two popular 
designs made by us are shown above. They 
have the advantage of being assembled to the 
footwear quickly and at minimum cost. Send 
for free samples now. 


Send for Bulletin 135 illustrating 
the “Anchor Brand” line of Buckles 
for footwear. It’s free. 


+ —— 


ALL LEADING JOBBERS SELL 
“ANCHOR BRAND” BUCKLES 





NORTH & JUDD MFG. COMPANY 
NEW BRITAIN, CONN., U. S. A. 





BRANCH SALES OFFICES 





ST. LOUIS NEW YORK 
608 VICTORIA BLDG. 127 DUANE STREET 
SAN FRANCISCO CHICAGO 


POSTAL TEL. BLDG. 326 W. MADISON ST. 











The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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| HIGH GRADE IMITATION FLEXIBLE TURNS 


FOR IMMEDIATE DELIVERY 
MANY MORE ATTRACTIVE STYLES IN STOCK 


SAMPLES SUBMITTED 
UPON RQUEST 

















C & D WIDTHS 





No. 3706 


























Stock No. 3700—All Patent Chrome, 16-8 rm 
Louis Leather Heel. SIZES 2) : 8 Stock No. 3706—All Silk Brocaded Satin 

Twin Strap Pump, 16-8 Full Louis Heel. 
Stock No. 3702—As above, with Mat Kid Stock No. 3710—As above, in Full Junior 
Collar and Heart. Heel. 

Stock No. 3708—Patent Chrome Vamp 
Stock No. 3704—<As above, with Bamboo and Brocaded Quarter, 16-8 Full Louis 
Nu-Buck Collar and Heart. ecl. 

Stock No. 3712—Same as 3708, 13-8 

Price $3.25 Breasted Cuban Heel. 
Price $4.25 





B. FRIEDMAN, 145 Duane St., New York City 


Established 1880 






-BLOODED-STOCK 


If you were buying a horse and he was just a horse you 
would have to take for granted the things the owner said, 
and then wait for experience to show if he had spoken the 
truth. 


But if you bought a horse of blooded-stock that had a 
pedigree, you would not need to take the man’s word for it. 
The pedigree would show his ancestry and race and give you 
an idea of the animal’s capacity for speed and endurance. 


It’s the same in buying advertising space. Some publica- 
tions sell “iust a horse” and you have to take their cir- 
culation statement with a pinch of salt. 


The Boot and Shoe Recorder is blooded-stock. An A BC 
statement is the pedigree that tells you what to expect in 
the way of speed and endurance. 


The Beet and Shoe Kecorder will appreciate your mentioning the publication in replies to advertisements. 
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BOSTON 


Children’s Footwear Attractively Featured 


“Nothing Too Good for the Kiddies” Is the Policy in Force 
Here—lIncreased Sales Through Shoe and Hosiery Ward- 
robes for the Kindergartner and College Girl 


HE children’s footwear business of 

Boston is an interesting and profitable 
feature of the Hub’s merchandising. 
Merchants have found that it pays to 
“brighten up”’ the little folks’ shoe depart- 
ments, with attractive wall panels, raised 
platforms, tiny chairs, a few toys, a box of 
crayons, or picture books. There are 
attractive inside cases which appeal to 
the juvenile mind and just at this season 
there are many school shoe windows. 
The salespeople selected for these chil- 
dren’s departments are for the most part 
women with attractive personalities. 
Everything is done to entertain the 
children and to make mother feel that here 
is a store which knows a thing or two 
about children’s footwear requirements. 
The babies’ tiny feet are especially 
strongly catered to through the mothers, 
who as a rule cannot resist a pair or two of 
the dainty creations in soft blues or pinks, 
or other delicate shades, that are so 
temptingly arranged. 


Careful Fitting Necessary 


The idea of “Good enough for the 
children’’ has long since been superseded 
in the Hub by the policy of “Nothing is 
too good.”” The children’s new footwear 
for this fall and winter is very attractive 
and has been made with an idea of correct 
fitting and good wearing qualities; neither 
is it beyond the reach of the pocketbooks 
of the fathers and mothers of moderate 
means. 

Boston merchants stress the importance 
of careful fitting; they commence with the 
babies and after proving that they have 
the right shoes for the very young children, 
the older boys and girls come right along 
in rapid succession. Almost all of the 
shoe stores selling children’s footwear 
issue convincing literature and insert 
clever advertisements in the daily papers 
telling about the necessity of taking care 
of the feet of the little folks. 


Attractive Styles Shown 

The new children’s shoes for Fall were 
never more attractive. The two tone 
effects are most effective and make a 
strong buying appeal. For instance, there 
are patent leather boots with white kid 
tops, black insets, and white kid lace stays; 
there are patent leather boots with red 
tops, of button or lace; there are other color 
combinations in black and light shades; 
there are the ever popular black patent 
ankle tie model; moccasins, barefoot 
sandals; black and tan kid and calf 
mode!s—felt slippers for the house; 


“‘grandad’s boots,” often enlivened with a 
red leather strip at the top, and of course 
pull straps, and the fat ankle shoe for the 
chubby baby. Children’s hosiery is also 
well displayed and marches right up in 
the front ranks, in its delicate shades for 
the tiny tots and in tans, browns and 
other “grown-up”’ shades for the school 
children. 


Kindergarten Shoe Wardrobes 


At the artistic Baby Shoe Shop of 
William Filene’s Sons Co., it was reported 
that kindergarten shoe wardrobes were 
being sold very freely, consisting of school 
shoes, dress shoes, rubbers, felt slippers, 
leather moccasins, leggings, and a pair 
of arctics. This shop caters to children 
up to six years of age. It is most attrac- 
tive, with its colored cut-out panels of 
Mother Goose scenes, little swings, and 
chairs, raised platforms for fitting, and 
display cases. The young women in this 
department are gowned like nurses and 
have pleasing personalities. They are 
great favorites with the children customers 
and their mothers. 

One of the dainty little lines here shown 
consists of imported suede ankle ties with 
tiny rosettes in four fairy like tints. 
A hosiery window on the first floar of this 
store made a strong appeal to the child 
lover in its lisles and silks of white and 
pastel shades. A “tug of war’’ was 
staged on a glass shelf, wherein the toe 
of a blue silk stocking was held firmly by 
the teeth of a fluffy white dog, with black 
ears, while a diminutive Irish terrier who 
looked very wild indeed, pulled at the 
stocking’s heel. 


An Educator Window 


An Educator Window was shown last 
week at the All America Shoe Store, 
Summer Street. School slates were 
used to make the announcements—some 
of which read—‘‘Educate Your Children’s 
Feet with Educator Shoes”’; “‘School shoes 
for the kiddies. Children’s Educator 
Shoes. Room for five toes.’’ Scholars 
companions, open picture books and a 
drawing of “My Puppy Dog” gave the 
windows a juvenile atmosphere. 


College Girl’s Hosiery 
Wardrobe 


A very clever idea for selling more pairs 
of hosiery was recently inaugurated at the 
Dr. Reed Cushion Shoe Store. Miss Ruth 
Weld, in charge of the hosiery department, 
says that the plan has been responsible for 
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| Where to Buy | 


Women’s Shoes 





L 


=—_—_ 


PHILMALL, Inc. 


THOROUGHLY BENCH 
MADE FOOTWEAR 


FOR THE BETTER TRADE 


Shew Room, Room 435 Marbridge Bldg. 
va 147-153 Waverly Place 
EW YORK CITY 














The WESTCOTT-WHITMORE CO. 
Syracuse, N. Y. 

In Stock Specialists of 

Women's Shoes, Party 

Slippers and Novelties. 


Write for Catalogue 











BLEECKER STYLES 


4re the last word in footwear 
Sor stylish women 














FELT SLIPPERS 


BLUM SHOE MFG. CO. 
Dansville, New York 








IN STOCK 
No. 64 


Men's Brown Elk 
Everett True- Form 
Last. 

Price $1.75 
Freeman-Thompsen 
Shee Co. 
Manufacturers “Comforets” St. Paul, Minn. 














Phillips-CramCorp. 
Makers of 
Women’s Turn 
Slippers 
276 River6tHaverbill, Mase, 
Boston: Office 
207 Easex Street 






















Specializing in Medium and+ (fy 
10H GRADE 9 =§ge/ 
Ol SuipPRRS A 
dll stylar made Of Dometic and 
Imported Satin Brocadesand Metal Cleth. 


. $2.10 per pair and up 


west MGUSTIN CO sewvom¥ 








No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 
Boot and Shoe Recorder 


All the Time 
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I Where to Buy 


Women’s Shoes 























Largest manu- 
facturers of 
soft soleleather 
slippers. 

Send for catalogue 
SLIPPER CO., 





Ine. 





MAID-RITE 
35 York St., Brooklyn, N. Y. 
















E. A. & M. C.Witherell Ce. 
Manufacturers 


Wemen’s Turns 
Boots and Slippers 


























How rhill, Eases 
Boston oan 
Ries Bidg. Reem 406 
y FERN & POOR CO., Inc. 
Manufacturers 
Newburyport, Mass. 
Women’s Turn 
Comforts 
Boots & Slippers 
for the wholesale trade 
WOMEN’S FINE TURNS ¥ 









and Novelties 
One of our newest models. 
Hand Turn kid lattice work 
quarter—in all finest 
leathers. 
TESSIER & 
BOWDOIN 
172 Washington 















Street 
Haverhill,Mass. 








Makers of 
HAND TURN NOVELTIES 
In All Leathers and Satins and 
On All the Latest Lasts 


Felstiner-O’Connell 
Shee Co. Inc 


41 Washington St. 
Haverhill). Mass. 





STOCKBRIDGE SHOE COMPANY 
- = 





HAVERHILL; MASS. 
=U SAS 








TURKISH SLIPPERS 
IN STOCK AGAIN 
No. 101—S8ofia Turk- 







nstanti- 
nople. All Sises and 
Colors for Lmmediate 
Delivery 


K. M. STONE Co. 
12-14-16 E. 22nd St., MY, 


INFORMATION f= 


“Where to Buy” constitutes a 
source of knowledge so that he who : 
runs through these pages may read 
—and learn. 





Bampile and 
Price—Dept. B 














Fer Shoe 





Pre venerer ene 
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doubling the sales in her department. 
This “‘stunt’”’ was inaugurated in connec- 
tion with a hosiery sale, which commenced 
September 21. A neat card in the 
window read—‘‘A Suggestion for the 
College Girls’ Hosiery Needs.”’ Under- 
neath this sign was an array of seven 
stockings, all necessary for the college 
girl’s immediate wear and all neatly 
marked with the selling price. Inspecting 
from left to right, the shopper beheld the 
following footwear apparel: A heavy 
ribbed lisle in King’s Blue, cuff top, $1.95; 
a Sahara ribbed lisle, $.89; a black silk 
full fashioned with side lace clock, $2.95; 
a brown and white mottled tuck stitched 
ribbed silk, $1.75; a new effect in a sand 
and blue mixture, with lace clock, $1.85; 
plain black chiffon, full fashioned, $2.00; 
plain Sahara silk, full fashioned, $2.00, 
making a total investment of $13.39. 


Hosiery for the Occasion 


Further commenting upon the hosiery 
wardrobe, Miss Weld stated that the idea 








Salesmen Education 


A traveling salesman is subjected to 
wear very much as is an abrasive wheel. 
The wheel cuts into the substance that is 
held against it. It is harder than the sub- 
stance cut, but, despite that fact, it is sub- 
ject to wear. Small particles are constantly 
flying off the wheel, and it needs to be 
“dressed” in order to continue to do its 
work efficiently. Continuous training of 
salesmen, like the “dressing’’ of the emery 
wheel, keeps them fit all the time. 

One method which has been found suc- 
cessful by a large concern is having the 
salesmen read books pertaining to the 
company’s products. 

The bibliography of an industry or some 
specialized side of that industry is enor- 
mous. Why not give the salesmen the 
benefit of this tremendous amount of help- 
ful information? Books have been written 
on practically every subject under the sun, 
and publishers are rarely so unwise as to 
invest their money in worthless books. 


Good Reading Course 


One sales manager buys a book and 
reads it himself, marking excellent pas- 
sages. He then sends the book around to 
the salesmen, requiring each man to read 
and mark and to sign his name on the fly- 
ieaf. These books are well worn on their 
return to the home-office library. 

The older a man grows in an organiza- 
tion, the greater is the need to keep his 
training up to scratch for, sad to say, as 
we grow older, unless we look out, we get 
“set” in a rut. 


Continuous training is the only way to 
keep salesmen happy, on their toes and 
successful.—Ralph Barstow, 
Magazine, (N. Y.). 


in Forbes 
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had been in the back of Manager Harry 
R. Terhune’s mind for some time, but was 
put into operation at the present time on 
account of the fact that so many college 
girls had come into the store and asked 
for a pair of stockings for tennis, or the 
dance, or schoolroom wear. “The plan has 
been heretofore successfully tried with 
shoes, so why not stockings.” said Mr. 
Terhune, to which Miss Weld replied 
emphatically—‘‘T'll say so!” 


Bronze Interesting Feature 


R. L. Upton made a trip to New York a 
week or so ago in order to “size up things” 
over there, both as to ideas and the 
general trend of events. He reports that 
the outstanding feature of his style survey 
was the popularity of bronze kid shoes. 
He was also impressed with the large 
number of Colonials, buckle trimmed; 
these buckles he said were large and 
wonderfully cut. He noted one straps 
and two straps and a unique effect in 
straps with cut-outs, beaded and buttoned 
on the side, 14-8 Spanish heel. 


G. Hollis Will Represent 
Daniel Green Felt Shoe 
Company in New England 


H. G. Hollis, for many years general 
manager of the Hamilton-Brown Shoe 
Company of Boston has joined the sales 
force of the Daniel Green Felt Shoe Com- 
pany and will represent this company in 
New England. Mr. Hollis is fitting up a 
convenient office in the Rice Building, 
10 High Street, Boston. He has been long 
and favorably known to the New England 
trade. 

In this connection the Daniel Green 
Felt Shoe Company states that three or 
four years ago, it eliminated all but one of 
its jobbers, and in line with that policy, 
this company will, on January 1, 1923, 
eliminate its final jobber, which will place 
the Daniel Green Felt Shoe Company in a 
position of selling its entire product direct 
to the retail trade through its own sales 
force. 


Massachusetts Merchants 
Meet October 18 


The first meeting of the Massachusetts 
Retail Shoe Merchants’ Association will 
be held at Springfield, Mass., on the third 
Wednesday of the month, October 18. 
The committee in charge of the meeting is 
composed of merchants of the Western 
cities of the State, including Springfield, 
Chicopee, Holyoke, Northampton, Green- 
field, North Adams, Pittsfield, Westfield. 
This will be a strictly “‘shop talk’”’ meeting. 

From present indications there will be a 
banner attendance at this meeting. The 
weather should be especially auspicious 
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for a ride by auto over the country side, 
with the foliage “‘dressed up in its best 
autumn finery.” 


Retail Salesmen to Meet 
October 9 


The first meeting of the Boston Retail 
Shoe Salesmen’s Association will be held 
at Dupont’s Restaurant on Monday 
evening, October 9. President L. G. 
Hollis has some interesting events in 
mind which have not yet been transferred 
to paper, but the grand transfer will soon 
take place and the association’s “year 
book”’ will be outlined in part at least in a 
near future issue of the Recorder. 


R. H. White Has Artistic 
Window 


The R. H. White Co has an artistic 
Fall shoe window. Canary—one of the 
season’s new colors—has been used in a 
curved panel effect at the center right of 
the window and festoons of black cord and 
tassels are gracefully employed in the 
center of the display. The shoes and 
hosiery have been confined for the most 
part to black in high tongue effects, one 
and two straps and Colonials; the hosiery, 
too, is mainly in black silk, some plain and 
some with front laced effects; at one 
corner of the window some ash chiffon 
silk hosiery and black and gray combina- 
tions in shoes were noted. R. L. Upton 
was the man in charge of this trim. 


Out-of Town Merchants Read Boston Letter 


A recent talk with Mr. Upton brought 
to light the fact that the shoe trade 
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throughout the country learn what 
Boston merchants are doing through the 
Recorder’s Boston letter. Mr. Upton 
produced a communication from the 
Carter-Houston Dry Goods Co. of Plain- 
view, Texas, which read, as follows— 
“We noticed in the August 12 issue of the 
Boot and Shoe Recorder that you are 
showing a six-inch tan Russia Calf boot, 
with inlays of fawn colored suede and 
turned down collar. We are asking that 
you send us two pairs of these boots, size 
514B. If references are required, we 
refer you to Edwin Clapp & Sons, East 
Weymouth, Mass.” 

This letter was inspired from the fact 
that in the August 12 Boston letter, we 
described a shoe answering to the above 
description as a new footwear novely 
which the R. H. White Company had 
recently introduced to its shoe department. 


Foreign Guests’ Arrivals and 
Departures 


Hector C. Marshall, Managing Director 
of the Marshall Shoe Co., Pty, Ltd, who 
has been visiting the United States for 
the past two months, is returning to 
Melbourne on the Ventura, via San 
Francisco. 

Walter J. Smith, leather merchant of 
Leicester, England, arrived in Boston, on 
the Mauretania September 25. Mr Smith 
is coming to the States on a_ business 
trip. He will be entertained while here by 
C. H. Putnam, leather exporter, Room 
506, 183 Essex Street. 

Harry R. Crockett of Crockett & 
Jones prominent shoe manufacturers of 
Northampton, England, arrived in Boston 
on the S. S. Baltic, September 25. 





LYNN 


An Ever Increasing Variety | 


Lynn and North Shore District Now Making Every Size from 
Smallest Infants to Largest Adults 


ARIETY is always the spice of shoes 

in Lynn and along the North Shore, 
and in proof thereof will this week be re- 
lated some singular and interesting facts 
about shoes as they may be seen any day 
in the factories. 

Variety in sizes is quite as amazing as 
variety in styles, for one will find in North 
Shore shops shoes from 00 for infants, 
which means a less than nothing size, to 
No. 16 for men, which means a shoe of 
twice the average size for men. 


Sizes 2 to 12 for Women 


Sizes No. 2 to No. 12 for women, have 
been put into stock by Anderson-Owens 
Company and that is about as long a run 
of sizes as there is in women’s footwear. 
Occasionally, a few larger sizes are made, 
meaning a size larger than No. 12 for 


women, and larger than No. 16 for men. 
But any woman’s size about No..9 is 
larger than a man’s shoe. Since Lynn 
manufacturers are making these big sizes, 
it is no longer necessary for big sister to 
wear brother’s shoes. 

Shoes, as made in Lynn and along the 
North Shore, provide sizes for a life time. 
For a baby may start with a 00 size shoe, 
of Irish crochet lace, as dainty a bit of 
footwear as there is (in the line of the Ideal 
Baby Shoe Company, of Salem). And, 
after cradle days are over, the same 
youngster may creep around in soft sole 
shoes. Then, when the baby starts to 
walk, she may put on a pair of Tri-to- 
Walk shoes, made by the Little Witch 
Shoe Company of Salem, for this shoe has 
a two-sole bottom that makes"a cushion 
and a support for the foot as the"youngster 
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Men’s Shoes 



























































FOR MEN 


who care to dress 
well - © © «= « 


T. D. Barry Co. 


Brockton, Mass. 




















Shoes 


A.E. Nettleton Co. 


SYRACUSE, NY. 








Gentlemen’s| 
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Men’s Shoes 
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PULLIMON TRAVELING 
better” than ever oeres fit 
Originater.ownery of 7hade Mork Pullman’ 

BOL CABERETA $15.00 » Dez. 
GLAZED KIT $18.00 
Colorr Black and Brown 
full sizes 3 toll in Stock 


M. GUSTIN CO. 
BWiIIS st New York 












rr South Street 

Gone _BMOCKTON 
eres a SHOE 

2 MEN wr 








Steck Dept. 5 


Is at Your Service 


THE STETSON SH@E C6®. (Inc.) 
Seuth Weymouth, Mass. 




















NO. 207 


“6; 
ag ON MEH ESSEX ST. 


Howard & Foster Co. 
Men’s & Women’s Welts 


Address all communications to the 
factory al 








Brockton, Mass. 


























Frederick S. Peck 
Wercester, Maas. 
Men’s and Women’s 
Spert and College Shees 


Boston Salesroom 


worcestee 207 Essex Street 
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brings its joints and muscles into action. 
Incidentally, the soles are of non-slip 
chrome. 


Fitting Them Up, Size by Size 


Next, the youngster having learned to 
walk, may step into some of Jelley- 
Delaney’s shoes, and she can be fitted up, 
size by size, as she grows until she is the 
big growing girl, going to school or to 
college, or to work. 

For youngster, growing up like the 
aforesaid baby, there are many other 
kinds of shoes, such as the turn shoes for 
which Marblehead has been famous for a 
century and more, and certain standard 
lines of welt shoes that are made in Lynn. 
Altogether, there are shoes in plenty for 
the youngster, and there is no need of a 
child going without shoes that look right, 
that are priced right, and that above all 
things, fit right, as long a3 shoe merchants 
keep in communication with manufactur- 
ers of Lynn and the North Shore. 


Tempting Styles in Men’s Slippers 


And, just by the way of further em- 
phasizing the variety that is the spice and 
the life of the North Shore trade, let 
slippers for men be taken up for a few 
observations. Certain it is that manu- 
facturers of Lynn and the North Shore are 
making more slippers, and better slippers, 
than men ever had before. The secret 
service of the trade reports that there is 
deep planning going on, among the women 
folks of the country, to get men to stay 
home in the evening, and that in pursuit 
of this purpose a multitude of slippers will 
be presented to men, especially at Christ- 
mas time. 


Cavalier Slipper of Chinese Red 


Be these matters of domestic policy as 
they may, it is a fact of industry that 
firms like Merrill, Porter & Co., James W. 
Hitchings and others, are making more 
slippers for men than for any previous 
season. They are better grade slippers, 
too. For instance, there is the Cavalier, a 
prince of slippers of Chinese red, or emer- 
ald green, or African black kid. It has a 
leg, and a collar and, indeed, it is like a 
Russian boot, such as was shown to the 
women’s trade. Some suspect that the 
showing of Russian boots started this 
demand for Cavalier slippers. 


Waning of Alligator Grains 


Besides, there are Romeos, Everetts, 
and operas, and other types of slippers of 
plump kid and goat leather, in blacks and 
colors. The alligator, seal, and walrus 
grains are not selling as once they were. 
These grains were made of ribby sheep- 
skins and they were cheap. The new slip- 
pers are made of morocco grain kid, goat 
and calf, in fine colors, which are costly, 
as compared with the extreme grains made 
of sheep with ribs like a washboard. 

More might be said about slippers, but 





let it suffice to remark that many a mer- 
chant is now selling slippers “made in 
Lynn” the whole year around, and is 
making extra sales at Christmas time. 


There are Comfort Shoes, Too 


A few words should be said, in closing, 
about comfort shoes for men and women, 
for not only is comfort shoe business un- 
usually good with Lynn manufacturers 
just now, but comfort shoes complete the 
line of shoes for life, the baby starting 
with the 00 shoes of Irish lace and resting 
on the horizon of life, wearing comfort 
shoes of soft kid leather on her feet, while 
her grandchildren start in life with 00 
shoes. So Lynn’s shoe trade rounds out 
life, in so far as footwear is concerned. 
The Grovers, the Fishers, the Gardiners, 
and Merrill & Porter Co., all are busy on 
comfort shoes. 


Styles That Lynn Loves to Make 


Now let us turn to the shoes which Lynn 
loves to make, the novelty shoes for young 
women. Straps are selling, and so are 
tongue styles, and even side lace oxfords, 
and boots are urged with new zeal, but 
welted oxfords are the new favorites of the 
moment. P. J. Harney Shoe Company has 
some smart welted oxfords, of patent 
leather, with wing tip, square ended 
vamps and hooked foxings and the shoes 
are pinked and perforated all over. 

A. M. Creighton has an unusual line of 
welted oxfords, as for instance,—a _ per- 
fectly plain, circular vamp, single needle 
stitched. five eyelet oxford of patent 
leather, soft toe, carrying an 8-8 or 10-8 
heel, a style that is novel by reason of its 
plainness; a blucher oxford of patent 
enamel leather, with a semi-wing tip and 
a trimmed saddle; also carrying a low heel; 
and an oxford, of black suede leather, with 
trimmings of dull calf, the trimmings con- 
sisting of a shield tip, punched, and a 
saddle of black calf, perforated. The eye- 
lets are invisible; the heel is low. 

Besides there are, in the Creighton line, 
more welted oxfords, of the brown shades 
of leather, both plain and trimmed, than 
one could shake a size stick at. 


Smart Walking Oxfords 


Also Mr. Thomas, of V. K. & A. H. 
Jones & Thomas has designed a smart 
walking oxford, of a new brown shade of 
calf, with an inlay of beaver suede on the 
front, beside the lace stays, and narrow, 
ribbon-like overlays of dark brown calf 
stitched down to the inlay of suede, creat- 
ing a novel combination in colors and 
patterns. 

And so on, the story might be told of 
the variety of shoes made in Lynn and the 
North Shore district, telling of ball-room 
shoes, health shoes, school-room shoes, 
nurses shoes, skating boots, etc., etc., but 
they are all to the same point and it is 
that the variety of shoes is never ending. 


September 30, 1922 














September 30, 1922 


BOOT AND SHOE RECORDER 


BROOKLYN 


Good Business Continues 


Some Plants at Capacity—Shortage of Turn Shoemakers, 
Problem Facing Manufacturers 


{= business continues to be re- 
ported by the majority of manu- 
facturers in the Brooklyn section. Sales- 
men on the road are sending in good orders 
and although the volume is not as heavy 
as it was a month or so ago, it is sufficient 
to keep many of the producers operating 
at capacity. 

Some of the manufacturers here report a 
shertage of turn-shoe makers. The avail- 
able supply of shoe makers in the Brooklyn 
and Long Island City districts was de- 
pleted by the depression last year and the 
workers are not returning to their old 
trades as rapidly as manufacturers would 
like to see. 


Classes in Shoemaking Resume 


On September 18, evening classes in 
shoemaking were resumed at Evening 
School No. 5, corner of Bridge and Tillary 
Streets, under the auspices of the Shoe 
Manufacturers’ Board of Trade of Greater 
New York, the American Shoe Workers’ 
Protective Union and the Board of Educa- 
tion of New York City. All workers are 
eligible for the classes, which are designed 
primarily to train the workers for better 
positions. Classes are given in pattern 
making and designing, French bin and 
plain folding, both hand and machine; 
patent leather, fabric and other leather 
repairing and fitting room operations, in- 
cluding machine stitching, vamping, edge 
stitching, closing, seaming, lining making 
and top stitching. 

The school here has been in operation 
for nearly two years and is working out 
successfully, according to manufacturers. 


Straps Far From Dead 


Strapped models are far from dead, 
according to Justus Lattemann of the 


John J. Lattemann Shoe Manufacturing 
Company. “We still find a good call for 
straps,”’ he said, “and are by no means 
convinced that tongued pumps are to 
supercede straps. At present demand 
seems to be strong on two strapped models, 
in both welts and turns.” 


I. Miller Finds Tongues 
Popular 





Tongued pumps form about 75 per cent 
of the production at the factories of I. 
Miller & Sons, according to Irving Gross- 
man, advertising and sales manager for 
the concern. The factories are now opera- 
ting at capacity and are producing 10,000 
pairs a week. Tongued Colonials are mov- 
ing briskly, Mr. Grossman asserted, with 
a tendency being shown toward smaller 
and neater tongues than those previously 
used. 

The Miller ‘““Truwauk’”’ shoe, an ortho- 
pedic shoe, is going extremely well, said 
Mr. Grossman, and production has been 
worked. up to 2,000 pairs a week. The 
oxford is the big thing in the orthopedic 
shoe at present, although some high shoes 
are being sold. 


Patent Still In Lead 


Patent leather continues as the leading 
feature in Brooklyn. Browns are strong, 
but have not displaced the more staple 
patent. Leather prices, especially for the 
top grades used by most Brooklyn manu- 
facturers have increased lately, but have 
not been reflected in shoe prices. Most of 
the Brooklyn manufacturers appear to be 
well covered on raw materials at present. 
Some advances have been made in the 
cheaper grades of shoes produced here, 
but they average not more than 5 per cent, 
according to the manufacturers. 








HAVERHILL 


High Tongue Model Popular 


Manufacturers Note Increased Demand for this Pattern in 
both Oxford and Pump Types with Goring 


MONG the novelty styles in women’s 
turn footwear now being brought to 

the notice of merchants, the high tongue 
effect is rapidly gaining favor. These 
tongue oxfords or pumps differ radically 
from the so-called colonial style which has 
enjoyed trade favor in the past. The high 
tongue oxford or pump gives the effect of a 
high instep which is an important factor 


in its sale. Haverhill] manufacturers know 
that women like the high instep effect 
which the high tongue enables them to 
obtain. The real instep of the wearer is 
hidden behind the tongue. 


Goring Holds Shoe in Place 


A goring set in the vamp over the instep 
holds the shoe in place on the foot, while 











Where to Buy 


Men’s Shoes 























| CRAIG -REED & EMERSON INC 
BROCKTON MASS . 


Boston Office: Room 214, United States Hotel 











TRwson BROS . SHOE 
FINE SMNOEMAKERS ; 
BROCKTON 














Mens SHoes ~HAND TAILORED | 


NoTHING 
BuT THE 
Best Mape * 





Wuen East Visit Us 
WHEN IN Your Town We WiLL Visit You 








HENRY LILLY CO. 
88-90 Reade St. New York 
AUCTION TRADE SALES 


OF 
SHOES AND RUBBERS 
Every Wednesday and Friday 














Where to Buy 


Boys’ Shoes 
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the broad tongue which is re-inforced with 
buckram to give it firmness, makes an 
effective shield against cool breezes of the 
fall and early winter. 

In short, Haverhill manufacturers re- 
gard the high tongue oxford or pump as 
an ideal shoe and one upon which they 
believe a large amount of business will be 
forthcoming during the next few weeks. 
Made up on a last with a trifle of spring, 
and carrying a 16-8 Louis heel, this tongue 
model is snug fitting, graceful in shape 
and one which, in the opinion of the local 
trade, will meet with a cordial reception 
among well-dressed women everywhere. 


Export Manager Appointed 


The Hannahsons Shoe Company, Hav- 
erhill manufacturers of women’s fabric 
novelties, has plans for expanding its busi- 
ness in foreign countries. As assisting in 
this development, the concern has en- 
gaged Royal H. Miller as export manager. 
He was formerly connected in that capac- 
ity with the McElwain-Hutchinson- 
Winch Company. Mr. Miller will make his 
headquarters at the Hannahsons Shoe 


Company's Boston office, 183 Essex 
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Street, room 706, where he will be in 
readiness to serve both domestic and for- 
eign buyers. 





Eyelet Ties Finding Favor 

Among the many novelties which are 
being brought out in women’s turn foot- 
wear, the eyelet tie is conspicuous. The 
Stockbridge Shoe Company of Haverhill 
is showing a black satin, four-eyelet tie, 
having silk grosgrain ribbon lace terminat- 
ing with a stitched tassel. This shoe car- 
ries a 16-8 full Louis heel, and is made 
over a medium-pointed toe last. This shoe 
is also effectively shown in patent leather, 
with various combinations. 


Want Half-Day Work on 
Saturday 


In the proposition for a new working 
agreement in the Haverhill shoe manu- 
facturing industry, the members of the 
association, will, it is expected, include a 
clause covering the restoration of the 5 !>- 
day week in place of the 5-day week as at 
present. Sentiment among the Haverhill 
shoe manufacturing trade is unanimous 
in favor of this plan. 








NEW YORK 


Retail Trade Takes Spurt 


Unemployment Greatly Reduced and Upward Trend of Stock 
Market Induces Freer Buying 


OOLER weather brought about a 
C decided increase in the volume of 
retail shoe trade here after mid-September. 
Almost without exception retail mer- 
chants report that business is running 
slightly ahead of last year in the number 
of pairs and that the outlook for the fall 
and winter season is much brighter than 
it was a few months ago. Unemployment 
in New York has been greatly reduced and 
money is being spent much more freely 
than at any time in the past two years. 
The shoe men naturally are feeling the 
effects of this. New York also is suscep- 
tible to changes in the stock market and 
the bull market that has obtained for 
some time is beginning to be reflected in 
an increase in almost all retail lines. 


Tongues and Straps Are 50-50 


As nearly as can be estimated from 
interviews with leading shoe dealers here, 
the tongued pump is selling on a par with 
straps, although the latter are not losing 
ground by any means. In fact, some of 
the best informed men in the trade expect 
strapped models to carry through the 
entire winter and into the spring. Not all 
strapped models are good sellers, however. 
Demand now appears to be centered main- 
ly on the-two and one strap types. 

Plain oxfords are beginning to sell in 


better quantity than for some time past. 
Retail merchants in the main, did not 
stock heavily on oxfords and some of them 
have been compelled to place rush orders 
for them to fill immediate requirements. 


New Styles Numerous 


New styles are being shown constantly 
by the high class merchants. One Fifth 
Avenue store is presenting a cut-out ox- 
ford in a wide range of leathers. The lat- 
tice work cut out extends from the shank 
of the shoe to the lace stay and as far back 
as within an inch of the back stay. Fairly 
deep cut outs and sandal effects pre- 
dominate in the evening slippers now 
being shown. 

Shoes of a bright shade of red are being 
shown by Saks & Co. One model is of kid 
in the Colonial style, while another of vel- 
vet is more along the sandal type. 


Men Buying More Freely 


A decided up-turn in the demand for 
men’s shoes has been registered here. The 
new broad lasts have made summer shoes 
appear out of style and the younger men 
are hastening to get abreast of the times. 
Smooth leathers and grained leathers ap- 
pear to be selling about equally well. 
Blacks are in better demand than they 
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were last year, although tan shoes main- 
tain the leadership so far. High shoes are 
selling better than many expected. 


Gimbel to Handle Selz Shoes 


Gimbel Brothers, department store, last 
week announced the exclusive sale in 
New York of Selz shoes for men. They are 
priced at $5, $6 and $8.50. 


Style Evolution Shown 


Browning king & Co., who recently 
installed a men’s shoe department in their 
Broadway store near 32nd Street, aroused 
considerable interest with a wax figure 
window display depicting the evolution 
of men’s styles since 1822. The exhibit 
commemorates the 100th anniversary of 
the store. Styles of 1822, 1842, 1862, 1882, 
1902 and 1922 were depicted. Suitable 
shoes were shown on each figure, the 1822 
model wearing a gun metal, broad toe, 
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Colonial shoe with a square silver buckle. 
Plain vamps ruled to 1882, when a toe 
cap appears. The 1902 model is wearing 
one of the hump toed models in a high 
button shoe and the 1922 model is shown 
with a broad toed tan oxford of Scotch 
grain. 


Merchants to Meet Oct. 10 


Preparations for the next quarterly 
dinner of the Retail Shoe Dealers Associa- 
tion of Greater New York, on October 10 
at the Park Avenue Hotel, are being com- 
pleted. In addition to H. Irving Pratt, 
president of the New York State Retail- 
ers’ Association, Henry E. Hagan of Bos- 
ton is listed among the speakers. Other 
speakers will be announced later upon 
their acceptance of invitations by Percy 
E. Hart, president of the local organiza- 
tion. It is expected that more than 300 
retail shoe merchants will attend the 
dinner. 





BROCKTON 


Lower Priced Shoes in Paver 


Increased Factory Production Noted on Grades to Retail 
for from $6 to $7 


I NCREASED production of men’s shoes 

to retail at present popular prices is 
an outstanding feature in the Brockton 
shoe manufacturing field. Footwear to 
retail at $6, $6.50, and $7 is being shown 
in spring samples by numerous local houses. 
Some concerns which heretofore have been 
exclusively identified with shoes to retail 
at higher prices are adding, under a 
separate organization, shoes to retail at 
the figures mentioned. 

This is in response to an unmistakable 
demand from merchants all over the coun- 
try for men’s and women’s welts which 
represent retail prices which many con- 
sumers wish to pay. One Brockton con- 
cern has already made an announcement 
along this line. Later on, others un- 
doubtedly will follow. 


Brockton Fair Night at 
Ad Club 


The first meeting and dinner of the sea- 
son of the Old Colony Advertising Club 
composed of men associated with adver- 
tising and printing in the South Shore dis- 
trict of Massachusetts, was held at the 
Commercial Club, Brockton, September 
21. 

President I. Wendell Gammons acted 
as toastmaster. Special guests were Presi- 
dent Fred F. Field of the Brockton Agri- 
cultural Society, and several other repre- 
sentatives of the Brockton shoe manu- 
facturing trade. 

Much enthusiasm is manifested regard- 
ing the forthcoming Brockton Fair, Octo- 


ber 3, 4, 5, 6, and 7, with particular refer- 
ence to the Brockton Shoe Style Show as 
an important part of the exhibition. 
Members of the club, also fair officials 
were unanimous in the opinion that the 
future of the Brockton Shoe Style Show 
is in the direction of making it the shoe 
style show of the United States. 


New Line in Separate Factory 


Field & Flint Company announces the 
establishment of a new policy in regard to 
the manufacture of men’s shoes. After two 
years of experimenting a plan has been 
worked out whereby a line of men’s shoes 
to retail at $6.50 to $7 is being produced in 
a separate factory. All processes have been 
standardized and all shoes of a style are 
made identically the same way without 
variations in leathers, lasts, or specifica- 
tions. Ten styles are carried in stock and 
others will be added to meet the demand. 
Field & Flint Company, by standardized 
processes, made several million pairs of 
army shoes during the late war. The ex- 
perience thus gained has proven valuable 
in the production of the new line. 


Prize Winner in Perfect Foot 
Contest 


“Teddy’s,”” a newly established retail 
store in Brockton, recently conducted a 
“perfect foot” contest, offering $25 in gold 
to the young lady having the most perfect 
foot. There were 453 contestants, from 
Brockton and surrounding towns. The 
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Shoe Ornaments 

















Colonial Tongues the Fashion 
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For tongues, beaded 
or plain, in all leather, 
satins, etc., all kinds 
of buckles and bows, 
write to 


Vanity Novelty Works 
913 Gates Ave. 
Brooklyn, N. Y. 
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BONGIOVANNI BROS. 
Largest Rhinestone Buckle 
Manufacturers in America 

High Class Buckles at Popular Prices 
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Standard Shoe Materials 
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DO YOU KNOW? 

that you can buy it—or 
sell it—through the 
“Where to Buy” columns. 
This feature in its quick 
service is a time saver in 
meeting immediate needs. 


























AND SHOE 


judges selected Miss Anna R. Miller of 
West Bridgewater, who is well known lo- 
cally as a model, as the one whose feet are 
nearer perfection than any of the other 
entries. 


The Proposed Cuban Duty 
on Shoes 


Brockton shoe manufacturers interested 
in exporting footwear to Cuba were in 
conference recently with Arthur B. But- 
man, chief of the shoe and leather division 
of the United States Department of Com- 
merce. Mr. Butman is working in the 
interests of exporters of shoes whose busi- 
ness in Cuba will be seriously affected if 
the proposed legislation is enacted in that 
country to increase duties on footwear by 
about 100 per cent. 


Shoe Concern to Occupy 
Larger Quarters 


Having outgrown present factory quar- 
ters, Doyle-Mullins Company, Brockton 
manufacturers of men’s welts, has leased 
one floor of thg so-called “Ideal Factory” 
in the Campello district. 
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The new quarters will be occupied 
about December 1. The lease is for ten 
years with an option on additional space. 
With 10,000 square feet of floor room avail- 
able in the new location, Doyle-Mullins 
Company will be in a position to increase 
the present daily output of 500 pairs to 
900 pairs of men’s welts. Members of this 
concern are: Robert F. Doyle, president; 
John L. Mullins, treasurer; and Hugh 
Doyle. The factory to which this concern 
will remove was built by the Plymouth 
Country Ideal Factory Association. It 
represents the latest improvements and 
most modern construction in factory 
building. 


Largest Shoe Shipments in 
Many Months 


For the past week Brockton shoe ship- 
ments totaled 15,111 cases. With one 
exception this is the best week’s record in 
18 months. The total shipments for the 
year 1922 to date are 421,536 cases. This 
shows an increase over the corresponding 
figures of a year ago which were 418,929 
cases. 





PROVIDENCE 


Retail Trade Improves 


Cool Weather a Deciding Factor—Men’s Trade 


Takes 


Decided Spurt 


USLNESS conditions in Rhode Island 

have somewhat improved the past 
few weeks of September according to re- 
ports of merchants interviewed. With 
practically all the new fall styles now on 
hand and with most all the summer sales 
over, the merchants feel that with cooler 
weather approaching, trade will greatly 
improve. Women continue to be the best 
purchasers, centering their attention 
chiefly to oxfords with walking heels, 
although single, cross and twin straps, 
still reign supreme in some sections at 
present. 

Sales of men’s shoes have increased 
materially the past week, merchants as- 
sert, the trend being towards the better 
grades of oxfords. High shoes recently 
enjoyed good although oxfords 
reign 60-40 per cent. With the opening of 
Brown University and Providence College 
the third of October, the retail merchants 
look forward to some of the trade of these 
3800 students. 


sales, 


To Install Shoe Department 


Albert Pfiffer & Co., one of the “big 
four” local department stores, will shortly 
have installed a new bargain basement 
shoe department of men’s, women’s and 
children’s shoes, at prices ranging from 50 
cents to $4.95. The women’s department 
now on the second floor will be changed to 


the first floor where a new complete line 
will be installed for early spring showing, 
together with a line of men’s shoes, rang- 
ing in price from $5 to $12. J. J. Clancy, 
shoe department manager looks forward 
to one of the most up-to-date departments 
in New England. 


Deliveries Slow, Merchants Assert 


Many local merchants are complaining 
about the slowness of deliveries. Orders 
that were placed some time ago are un- 
filled. This plaint comes from the mer- 
chant, mostly, who has been buying on a 
hand-to-mouth basis. 


Oxfords Predicted Here 


J. H. Kenyon, manager at the Crawford 
shoe store predicts a banner fall and winter 
season on oxfords. I have bought very 
heavy on oxfords anf in my opinion will 
go big at $8, which price I am now featur- 
ing to the trade. I consider, the merchan- 
dise I am offering at this price, to be 
among the best buys in Providence, he 
added. Oxfords in both men’s and wom- 
en’s is the consensus of opinion in Rhode 
Island. 


Living Models Display 


At Lynd & Murphy Co., high-grade 
shoe and wearing apparel store, of Paw- 
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tucket, a very attractive display of men’s 
and women’s correct fall and winter gar- 
ments and shoes were shown on three pro- 
fessional living models, Wednesday after- 
noon and evening, September 20. The 
affair proved very big, the store being 
jammed with on-lookers during both per- 
formances. Shoes were good reelers during 
the show and the remainder of the week, 
both shoe departments report. 


RLS _R.D.A. Meets 


The initial ‘get-together’ of the Rhode 
Island Shoe Retail Dealers’ Association 
was held Tuesday evening, October 3. 
Details for the fall and winter month and 
for increasing the membership of the asso- 
ciation were planned. President Fred S 
Fenner presided. The next meet will be 
Nov. 7. 


New S Store Gane 


Charleston, S. C., September 23—An 
event of much local interest during the 
past week was the opening of store number 
one of the Livingston Shoe Stores, Inc., 
located at 366 King Street. This marked 
another progressive step in the life of the 
shoe firm of which Walter F. Livingston. 
Sr., is founder and president. Large 
crowds thronged the handsome store all 
day, of the opening. 

One of the stores which will compose 
the chain’ of stores to be operated by this 
firm was recently opened in Jacksonville, 
Ila., and plans are being completed for the 
opening of other stores in leading cities 
of the South. The stores of the chain will 
be standardized, and will retail shoes for 
men and women at $3.50 and $5.00 per 
pair. Boys’ shoes will be placed on the 
market at $2.50 and $3.50 per pair. A line 
of quality hose for men and women will 
also be carried. 

The Charleston store is attractive and 
modern im every detail. It has glass win- 
dow fixtures, and individual shelving. The 
floor is covered with battleship linoleum 
rugs and individual theatrical chairs. 
very part of the equipment is new, in- 
cluding the entire stock, signs and fixtures. 
The stores of the chain will be distin- 
guished by orange and blue fronts. These 
colors w.\l also be used in the signs. 

Seven ty-five styles and patterns of 
men’s and women’s shoes compose the 
stock with a complete range of widths and 
sizes. Mr. Livingston states that under the 
chain system the stock can be turned over 
more frequently, and that the method of 
buying direct from the large factories he 
will be able to eliminate middlemen’s 
profits which means a saving to the con- 
of from two to three dollars on 
every pair of shoes. 


sumer 


Opportunity is grasped while looking 
forward. No progress is made when look- 
ing backward. 


. the reader free, 


A Plan that Will Sell Footwear 
as Well as Foot Comfort 
Appliances 


Announcement of a plan of sales pro- 
motion and advertising that is radically 
new to the shoe trade is made by The 
Scholl Mfg. Company in giving out details 
for Dr. Scholl’s National Demonstration 
Week. 

The great fall sales drive, this year, will 
be held October 28-November 4, and to 
bring foot sufferers into the stores of Scholl 
merchants the free coupon idea is to be 
utilized. In every bit of advertising rela- 
tive to the event appears a coupon offering 
», a foot exercise chart, a 
booklet on the care and treatment of the 
feet and a sample of Dr. Scholl’s Zino- 
pads. These coupons must be “cashed in” 
at the store of the Scholl dealer, 20,000 
or more of whom will participate in the big 
campaign. 

Under what is known as the Four-Point 
Plan, the merchant is to be given co- 
operation in these four distinct ways: 
First, large, attractive advertisements in 
the great national weeklies and maga- 
zines; second, newspaper ads to be placed 
by himself in his local papers; third, illus- 
trated letters furnished the dealer to mail 
to his trade and fourth, an excellent win- 
dow trim. In each unit of the plan the free 
coupon is featured. Even in the window 
trim there is an invitation to step in the 
store and receive a free demonstration of 
Dr. Scholl’s Foot Comfort Service. 

Every dealer participating in the drive 
and submitting a photograph of his win- 
dow trim is to be presented with a hand- 
some Parker Fountain Pen. 


New Store W ith | Unique! Name 


Creston, la—‘‘The Limp In-Walk 
Out”’ Shoe Store, Wigely & Glick propri- 
etors, has recently started in business 
here. This store will carry a general line of 
men’s, women’s and children’s 

Besides the retail footwear establish- 
ment at this place, there is a similarly 
named store at Chillicothe, Mo., called the 
“Brooks Wigely Limp In-Walk Out” 
also the “‘Wigely-Glick Limp In-Walk 
Out” store at Trenton, Mo.; these two 
last-named stores will also carry a general 
footwear line. 


shoes. 


Shoe Stores 
212 West Market Street, 


New 

Sam Levine, 
Louisville, Ky. 

Charles Schan, Jeffersonville, Ind. 

American Shoe Company, Fourth and 
Chestnut Streets, Louisville, Ky. 

C. F. Wahlgren, 631 Newland Avenue, 
corner of Forest Street, Buffalo, N. Y. 

J. L. Newhouse Company, 21 North 
Main Street, Jamestown, N. Y. 

Ghinson & Katz, 342 Third Street, 
Niagara Falls, N. Y. 
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Where to Buy 


Engraving and Printing 

















COLOR PRINTING DESIGNING 


CATALOGUES 
Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 





| SS_UNIVERSITY. = 


| Elcreorree mR 








ATLANTIC PRINTING CO. 


Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for the 
Boot and Shoe Trade 


201 South Street, Boston, Mass. 
Telephone 4960-4961 








CARTON LABELS. "TAGS. 
SHOW CARDS, 
PRICE TICKETS, FOLDERS, ETC. 


ea AG ALONG WITH HOWARD” 

















Snappy Neus 


WINDOW CARDS 


TUREE—all different—showing Fallish designs 
in FOUR colors, with catchy reading matter 
All Three for $1.00 [postpaid] 


TOLMAN PRINT, INC. 
Breckton, Mass. 











Where to Buy 


Miscel'aneous 

















1000 Sales Letters 
All Ready to Mail 
3c Each 
F. S. ROOT COMPANY 
‘ Sales Service and Advertising 
6 Beacon Street Boston, Mass. 








Perfection Pneumatic 
Arch Cushion 
Cutest % Prevent 
ELASTIC TIP COMPANY 
Boston, Mass., U.S. A. 
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BUFFALO 


Do Styles Change Too Rapidly? 


Merchant Believes This Accounts for Uncertainty in Minds 
of Many Shoemen 


ISAGREEABLE weather for the 
best part of the third week of Sep- 
tember put somewhat of a crimp in sales 
of fall footwear after an auspicious open- 
ing the week previous. Trade, to say the 
least, was spotty. Clear skies and bright 
sunshine on Saturday brought out one of 
the best shopping crowds of the month, 
however, and helped in a measure to off- 
set the other dull days. 

Buffalo shoe dealers, while agreeing that 
business this year is better than for the 
same period of 1921, are frank to admit 
that trade is not up to normal and are 
puzzled as to the reason. “We will have a 
day or two in the week when we are as 
busy as we like to be,”’ said one of the 
leading dealers. “Then business drops off 
just as suddenly.” 


Too Many Millinery Styles 


“One of the main troubles of the shoe 
trade,” continued this merchant, “is that 
it is becoming very much of a ‘millinery 
business.’ Styles are changing continually. 
In order to stimulate trade and appeal to 
women’s desire for something new, manu- 
facturers are now everlastingly putting 
out something different. A brief demand 
is created for one style, then another 
comes into vogue—and the stock you may 











Where to Buy 


Ballet Slippers 

















eoee 


ORDER SAMPLES 
of 
Professional 


Hard Box 


WM. SUMNER SMITH CO. 











Ballet Slippers 


IN STOCK 
8/11 1144/2 Wos. 
1236 Bik. Ballet 1.20 1.35 1.40 
1233 Wht. Ballet 1.45 1.55 1.65 
Chipman-Harwood Co. 
564 Atlantic Ave. Boston 








IN STOCK—OUR NEW 
BALLET SLIPPER 


Oriental Slipper Ce., Inc. 


( 118 Pheenix Rew 











have of the earlier style is dead. We do 
not know what to buy and stock these 
days.” 

Early season indications are that strap 
and tongue effects as well as Colonials will 
enjoy an era of popularity this fall. The 
warm weather during the early part of the 
month, caused milady to defer purchasing 
her fall costume, but with the change to a 
cooler temperature last week garment 
houses noted a decided spurt in trade. 
Many women have postponed buying their 
autumn footwear until they pick out their 
fall costume. 


New Store has Rest Room 


The J. L. Newhouse Company is the 
name of the newest shoe store in James- 
town, N. Y., which opened for business on 
September 7 at 21 North Main Street. 
The proprietor of the new establishment 
is John L. Newhouse, who has been in the 
shoe business for over a dozen years. He 
was in charge of the Brownell Shoe Com- 
pany’s store in Jamestown for 11 years. 

The new store is handsomely decorated 
in two shades of gray. A novel idea for a 
shoe store has been put in effect in equip- 
ping this new place of business. That is a 
rest room for lady customers. Besides 
show windows in front of the store there 
are small glass show cases flush with the 
shelves and pedestals on top of the benches 
for the display of wares. On opening day 
the store was prettily decorated with 
golden rod. 

The J. L. Newhouse Company has 
secured the exclusive agency in James- 
town of the “Bostonian” shoes for men 
and will feature “Arch Preserver’’ shoes for 
women. They also carry a full line of 
children’s footwear. 

Another new shoe store has been opened 
in Jamestown, N. Y., by C. F. Wahlgren, 
well known in the shoe business in that 
city for the past 48 years, at 631 Newland 
Avenue, corner of Forest. Mr. Wahlgren 
carries a full line of men’s, women’s and 
children’s shoes. Repairing will also be 
done in this store. 


Hamburg Merchant Retires 


William C. Meyer, one of the oldest 
merchants in Hamburg, asuburbof Buffalo, 
will retire from the retail shoe business 
this month after serving the town for 
close to half a century. His property has 
been purchased by St. James Evangelical 
Church and the buildings will be sold and 
removed to make way for the new edifice 
to be built soon. Mr. Meyer was born in 
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Wurtemburg, Germany, in 1849 and came 
to this country at the age of five years. 





How Rip Proof Button-holes 
were Originated 


Peter Clark, who died in Beverly the 
other day, invented the Clark button-hole 
cord. Also, he made shoes most of the 
years of his life, which numbered 92. He 
started with an awl, waxed ends, lap 
stone and flat-face hammer, and he ended 
with a complete machine equipped 
factory. 

In early days of shoemaking, button- 
holes were just slashes in the leather, and 


‘eyelets were only round holes punched in 


the leather by an awl. One may see shoes 
with such eyelets in the collections of his- 
torical shoes in the Essex Institute in 
Salem. 

Eyelets were bound with metal, 70 or 
so years ago, Mellen Bray, a Yankee me- 
chanic from Maine, originating and de- 
veloping the metal eyelet, that is so com- 
mon today. But it was not practical to put 
a metal binding around a button-hole, for 
the metal would cut the thread that held 
the button to the shoe. So they began to 
reinforce the button-hole by stitching 
around it with thread. 

According to a Beverly tradition, Mr. 
Clark noticed a woman making button- 
holes in her husband’s shirts, a common 
practice in olden days. She ran a bit of 
cord around the button-hole and sewed it 
down all the way around. So there was no 
chance of the button-hole ripping as long 
as the cord held. Mr. Clark applied that 
idea to the making of button-holes in 
shoes and that is how the modern button- 
hole, that never rips out, was originated. 





Late Providence Notes 


With most of the cotton mills as well 
as the dye and print plants operating 
again after an eight-month strike, many 
thousands of people, who during the 
strike, have been outside the shopping 
class, will become buyers on a large scale. 
Practically all of their earnings will be put 
back into circulation for some time, in 
most cases in Rhode Island stores.: 


Wholesalers here are experiencing a 
decided improvement in demand. Most of 
the jobbers claim to be receiving larger 
orders than last season and are very opti- 
mistic as to the fall business. Regarding 
men’s shoes, stores report business as 
being fairly good for this time of the year. 


With the reopening of the schools 
September 11, business was stimulated 
to a big degree in the call for youths’ and 
young girls’ footwear. Popular prices on 
displayed shoes in store windows were 
messaged to the public on large cardboard 
imitation school slates at prices ranging 
from $1.95 to $6.50. . 
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Stock No. 817 $5.50 


Patent Colt Strap. Rest Cure Model. 
One of 50 styles In Stock Now. 
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Williams Clark & Company 


Lynn, Mass. 
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The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 





BOOT AND SHOE RECORDER September 30, 1922 





= 


REPCO HEEL AND EDGE ENAMEL 


makes shoes look new 





EPCO is a liquid enamel which other gummy substance—but materials 
restores that much desired new- that protect the leather and prolong its 
ness to sole edges and to heels. life. And, best of all, Repco clings 


Your eutenes ender Renee to ay firmly and evenly to the surface. It does 


other brand of enamel because Repco 
is easily applied without danger of soiling 
hands or clothes. 


not rub off. 


Repco is made in every stylish color 
—white, ivory, light gray, dark gray, 
Repco contains no varnish, shellac or champagne and Havana brown. 


For sale by Shoe Findings Jobbers 
Better order some Repco today 


UNITED SHOE MACHINERY CORPORATION J. K. KRIEG COMPANY, New York, N. Y 


Sateen, Siaee UNITED SHOE REPAIRING MACHINERY CO. 


San Francisco Branch, 859 Mission St. Boston, Mass. 


























WELL KNOWN AND PROFIT- 
ABLE SHOE MANUFACTUR- 


The Latest Styles 


ING BUSINESS FOR SALE a 


This concern has been in business for ten 


years manufacturing a line of women’s 
novelty and staple McKays. During the 
10 years of operation there has never been 
a year that they have not made a substan- 
tial net profit. Their product has been 
sold to the jobbing, chain store and mail 
order trade with uniform success and en- 
joys a splendid reputation. This concern 
has borrowed a minimum of money from 
the banks and during the past two years 
has been able to do its own financing. 





For personal reasons the two partners in 
the business are desirous of retiring from 
active business. This business can be 
bought at a reasonable price. A splendid 


(GUARANTEED) SILK HUB GORE 








organization to remain intact. To respon- 
sible parties only I will be glad to talk this 
matter over and arrange for an interview 
with the firm referred to above. 

Address—E. B. Terhune, Care of Boot 
and Shoe Recorder, 207 South Street, 
Boston, Mass. 











In Various Widths to 
Match Prevailing New Shades 
of Colored Leather. 


EVERLASTIK, INC. 
Webster and Spencer Aves. 
CHELSEA, MASS. 

395 Broadway, New York City 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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First Principles of Selling Children’s Shoes 


(Continued from page 74) 


each transaction shall be profitable alike to ourselves 
and our customer. 


Selecting the Right Merchandise 


“Our first consideration is to get the right mer- 
chandise; shoes that will fit, that will wear and that will 
please the eye of the children and their parents. 

“Shoes for growing feet cannot be right unless the 
lasts over which they are made are anatomically correct. 
Of course the lasts might be perfect and the shoes 
spoiled by poor patterns and poor workmanship, but 
we give first consideration to the lasts. 

“Growing feet are supple and pliant, they can easily 
be bent and distorted and if allowed to grow that way 
will become permanently crippled. The flow of blood 
and the action of muscles and nerves are all hindered 
and disease thus started often results in disaffection of 
other parts of the body and sometimes even affects the 


mind. 
Getting the Right Last 

‘That is why we put so much stress upon having the 
lasts right over which the shoes for this department are 
made. 

“We are very careful about the measurements of the 
lasts. They must provide plenty of toe room and ball 
room and fit snugly in the instep and heel. Ankle 
measurements should also be narrower. Last measure- 
ments for growing feet should be different from those 
intended for grown-up feet. We carry our boys’ sizes 
up to 8 in most of our lines. The overgrown boy is still a 
boy and he looks better and his feet feel better in boys’ 
shoes. Besides this, mothers appreciate the service of 
this department devoted entirely to children. 

“In most of our lines we carry growing girls’ shoes to 
eight also. We find a lot of girls whose feet have out- 
grown their years and these girls cannot. be properly 
shod with women’s shoes. 


Getting the Right Materials 


‘We are mighty particular about the materials that 
go into the shoes for this department. 

“For the little tots we have developed our ‘Grow 
Right’ (Copyrighted name) baby welts. The materials 
in both uppers and soles are selected because of their 
softness and excellent wearing qualities. The lasts and 
patterns are our own development. They are free from 
roughness, humps and bumps on the inside and do not 
chafe the baby’s feet. 

‘*As the child grows, shoes of a more sturdy character 
are required and we endeavor to sell shoes that meet 
the needs and requirements of the youngsters. 

“Tt is sometimes difficult to convince a mother that 
Johnny or Mary should wear substantially built, 
heavy soled shoes with broad toes, but if we can get the 
youngster to want them the battle is usually won. 
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“Just as we have popularized our “Grow Right’ trade- 
marked shoes for the little tots so have we put over our 
‘Kick Proof’ (copyrighted) trade-marked line for boys. 
lt has taken effort and hard work, but it is worth it. 

**I would say to every merchant who wants the 
juvenile business of his community first get lasts 
that are right, select materials that will give 
service and see to it that the shoes are properly 
constructed—then sell them right. 


Right Sales Methods 


“Right selling depends to a great extent upon having 
the right people to do the selling and in keeping those 
people in the right mental attitude. 

“To successfully sell children’s shoes salespeople 
must love children. A person can win the confidence. 
friendship and love of children only through loving 
them and being interested in their childish prattle and 
childish ways. 

There is no place for a grouch in a children’s de- 
partment. 

**But a love for children is not a!] that is neces- 
sary. Every salesperson in this department must 
study foot anatomy. 

“It is not necessary that each one becomes a 
graduate chiropodist, but they must know 
enough about the bones, muscles, ligaments and 
nerves of the foot to be able to detect a foot ail- 
ment and take care of the ordinary cases. 

“They must complete the course in Practipedics 
arranged by the Scholl Manufacturing Company, the 
course in Orthopraxy prepared by the Wizard Lightfoot 
Appliance Company or some other course equally 
extensive. 

“We always have one man who has gone further 
than this in his studies and all severe cases are referred 


to him. 
The Crime of ‘Poor Fit’ 


‘Frequently a child comes in with toes all crippled up 
—the result of shoes. that are poorly constructed, too 
short or too loose in the instep and heel. 

“It is often necessary to strap the toes with adhesive 
tape in order to straighten them out. 

Hundreds of cases of pigeon toes, knock knees, bow 
legs, weak arches and similar ailments have been 
corrected by us. 

“Sometimes an elevation pad in the heel and instep 
will do the work; in other cases some other form of 
correction is necessary. We study the case, locate the 
cause, and proceed with the correction. 


Corrections Require Time and Attention 


‘In all cases where feet are not normal we keep a 
record of the examination and the shoes sold together 
with corrective measures used. We have hundreds of 
such cases on our records, some of them covering years. 

“In such cases we require the child to come back at 
least every third week for re-examination. Occasion- 
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ally we have to remind the parent of this appointment, 
but usually the children remember it and are as par- 
ticular about coming back as they would be about 
going back to a doctor. 

“Tt is wonderful to see the expression of happiness in 
the face of a child whose legs have become strengthened 
or whose feet have cased to be painful. 


Selling Prescription Shoes 


‘Frequently we find a case where the services of an 
orthopedic surgeon are necessary. We do not hesitate a 
minute to send the youngster to a good reputable 
surgeon. 

“Usually the patient comes back with a prescription 
for a pair of shoes. In this event we build or rebuild a 
pair of shoes to meet the needs of the child. 

“Of course the feet of most children are normal and 
correction methods are not necessary, but it is always 
necessary to fit children correctly. 

“We do not argue or quibble if by any chance a child 
has been misfitted. We cheerfully refit the child or 
refund the purchase price. 

X-Ray Machine a Great Help 

“Every real mother has a certain pride in having her 
children both well and neatly clad. It frequently hap- 
pens that the shoes as we fit them look too large to the 
mother. The toes are broad and soles are often heavy 
and the children’s feet do look large. Sometimes this 
grates on the mother’s pride. 

“Since installing the Foot X-Ray Machine fewer 
arguments are encountered because when the mother 
sees how the little foot fits into the shoe her opposition 
is broken down and sales are more easily made. Mothers 
do not want shoes that are too small for the children; 
they only want to be convinced that our judgment is 
correct. 

How We Advertise 

The advertising appropriation of the Brouwer store 
is distributed among the different departments in pro- 
portion to total sales. The allotment that comes to this 
department is spent in various ways. A goodly propor- 
tion of it is spent in newspapers, advertising our special 
trade-marked lines, our service and occasionally special 
sales. 

“Other forms of direct advertising by mail are used 
for different occasions. 

“A considerable proportion is spent for pure candy 
put in sanitary bags. Nursery rhymes and other books 
are used as advertising media. Dolls, toys and trinkets 
that appeal to children are also used to good advantage 
to cement the friendship of the little ones and the 
parents. 

Confidence a Prime Essential 


“After all, the success of a children’s shoe store, as in 
any other business, depends upon gaining the con- 
fidence of the customer and then holding that con- 
fidence inviolate. 





“No person has a right to expect something for 
nothing. We render a needed service and get paid for it. 

“Children’s shoe business is a specialized game. 
Many merchants believe that children’s business is 
unprofitable but that is because they do not play the 
game according to the rules and laws ofhuman nature.” 





Waldo Oakman Is a Lucky Man 


Waldo M. Oakman, the beloved “Oakey” of the 
National Shoe Travelers’ Association, and Honorary 
President of that body, is now “‘just as good as new” 
again. But he is the one lucky man in thousands who, 
after having been run over by a big touring car escaped 
with only minor injuries. On Monday, September 18, 
“Oakey” was rushing to get the 4.45 p.m. train from 
the South Station to his home in Marshfield, Mass. 
Atlantic Avenue’s streets were slippery with mud and 
oil and he fell at just the moment that a big touring car, 
not allowing even a fraction of an inch for such an 
episode, passed over Mr. Oakman’s legs, bruising the 
left between the knee and the hip and the left at the 
ankle. Very fortunately, no bones were broken and the 
wonderful thing about the occurrence was that ““Oakey”’ 
arose and made his way to his train, which he caught, 
despite the fact that he was severely crippled. After a 
three days’ rest in bed, he managed to hobble to the 
Pels Shoe Company’s Brockton factory on crutches; 
these he later threw away for a cane and on Wednesday 
morning last, he dispensed with even this “‘first aid” 
equipment. 

Will Soon Be On the Road 


In a few weeks, “Oakey” will be on his long trip, 
hitting all the high spots in New York State, thence 
through Ohio, Indiana, Illinois, lowa, Michigan. Min- 
nesota, Wisconsin, Missouri; then down to Texas, 
Arizona, New Mexico, California, Oregon, Washington, 
Nevada, Utah, Colorado, Nebraska. He plans to run 
home for Christmas and will then go out again to finish 
his trip. 

He reports that business prospects for the coming 
season look very bright to him. The Pels Company he 
reports have added practically three new men, Messrs. 
Starks and Ward in the territories which we have 
mentioned in another column and a man in New York, 
New Jersey and Pennsylvania territory to help Oscar 
Coeger. 





Avoiding High Rents 


The shoe merchant who wishes to secure a family 
trade, but who cannot afford to pay the heavy rental 
demanded in the business center or in the shopping 
district, finds his best opportunity in those semi- 
central retail business locations which are bound to 
spring up in every large city and in many small ones, 
districts one or two miles from the real business center 
of the city. 
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Changes in Business 


Current Events in Failures, Suspensions and 
Activities in the Shoe and Leather Trade 

















FAILURES 


Boston.—Boston ~~, Slipper Co., shoe manu- 
facturers, reported receiver appointed. Meet- 
Ss of creditors was sched: for Septem- 


Mey yers & Meyers, wholesale shoes, reported 

. Cummi appointed receiver. 

A Ibert D DB. Mesos, commission leather mer- 
chant, reported petitioned into bankruptcy. 

Taunton, Mass.—Kaufman & Abraham, shoes, re- 
ported petitioned into bankruptcy. 

Newport, Ark.—H. G. Brandenburg, shoes, etc , 
reported petitioned into bankruptcy. Reported 
"te of creditors called for September 27, 
ast 


New Britain, Conn.—Isaac T shoes, etc., 
reported petitioned into ba Eaotep. 

Stamford, Conn.—White House Boot Shop (H. 
Rephan) shoes, etc., reported petitioned into 


bankruptcy. 
Hahira, Ga —eneese Bros., shoes, etc., reported 
petitioned into bankruptcy. 
ton, Ga.—M. H. Pearlman, shoes, reported 
offering to compromise at 35 per cent. 
Brunswick, Ga.—M. Wengrow, shoes, etc., reported 
petitioned into bankruptcy 
Claxton, Ga.—Union Dry Goods Co., shoes, etc. 
reported petitioned into bankruptcy. 
Burley, Idaho—Roper Clothing Co., shoes, etc., 
asking general extension. 
Monroe, Ga. a Wideom & Blanchett, shoes, etc, 
petitioned into bankruptcy. . 
E vaaevia, Ind. —Kaplan’s Bootery (Edward Kap- 
lan), shoes, receiver appointed. 
Des Moines, Ia.—Dr. R. U. Wilkinson Scientific 
Shoe Co., shoes, re ed receiver appointed. 
eer Ill.—Johnson Bros., (440 W. 63d Street), 
.~—— petitioned into bankruptcy. 
mm” F. Lindee, shoes, etc., reported petitioned 
into bankruptc 
Eunice, La.—A. & ai Fuselier, shoes, etc., reported 
meeting of creditors was scheduled’ for Sep- 
tember 27 last. 
Hammond, La.—F. Joseph & Bro., shoes, etc., 
meeting of creditors scheduled for 
September 25, Ye 4 
Baltimore, Md.—K. & M. Boot Shop, Inc., shoes, 
reported mm aS into bankruptcy. 
Detroit, Mich.—Leo Feder, shoes, reported offering 
to rT romise at 20 per cent. 
einer, shoes, etc., reported petitioned 
ie bankruptcy 
Minneapolis, | sad —John C. Madison (Madison 
king aan a, ), shoes, reported petitioned 
to bankrupt 
Tintah.. Minn. a H. Cross, shoes, etc., reported 
petitioned into bankrup tcy 
Mo. potas. Lampe, Goldman Shoe 
Co., wholesale shoes, ae offering to com- 
promise at 25 per cen 
— — —Breyley etustte Co., shoes, 
persed etittoned into bankruptcy. 
Atlantic "City, N Morris & Weiner (Bon Ton 
Shoe), shoes, ote, reported petitioned into 
bankru icy. 
Paterson, N. J.—A. Jones & Son, shoes, reported 
meeting of creditors was scheduled for Sep- 
tember 21, last. 
Brooklyn, N. Y.—Princely Shoe Mfg. Co., shoc 
manufacturers, reported petitioned into bank- 


New oe City.—Broadway Retail Stores, Inc., 


(106 Reade Street), shoes, petitioned 
into bankrup 
H. Gladstone & Sons (1 West Third Street), 


shoes, etc., reported petitioned into bank- 


ruptcy. 

Rochester, N. Y.—Wilson Turn Shoe Co., Inc., 
shoe manufacturers, reported petitioned into 
bankruptcy. 

—-- ‘Ohio. —Max Shkolnik, shoes, etc., re- 

— into bankru tcy 

kla.—Cawley Bros. & , shoes, etc. 
petitioned into > bankruptcy. Reported 
meeting of d for 

a 1: . offering to compromise at 


Leh "Okla a Lipsitz, shoes, etc., reported 
ih. pains of creditors called for ocudioe 28, 


las 
a. Pa.—J. P. Zeigler, shoes, etc., reported 
petitioned into bankruptcy. 


pee 





Reading, Pa. oo. Reed, shoes etc., reported 
offering to compromise. 

Floydada, © Texas.—Seale-Price Dry Goods Co., 
— etc., reported petitioned into bank- 


ptcy. 
Capen, Va.—I. Polsky, shoes, etc., reported 
petitioned into bankruptcy 

Texas » City, amas Miller & Hermer, shoes, etc., 
wey compromise at 20 per cent. 

Portsmouth, we Greenberg, shoes. etc., re- 

ported petitioned into bankruptcy. 
Grimsby, Ont.—J. E. Scott, shoes, etc., reported 


assigned. 
Verma. Ont.—E. L. Amey, shoes, etc., reported 
omise effected at 60 cent. 
. P. _ —Batrie & Madewayer, shoes, etc., 
poouaise effected at 334% per cent. 
PC . —L. J. Lavoie, shoes, etc., re- 
por compromise effected at 3344 per cent. 
we CE . Q.—Joseph Fournier, shoes, etc., 
compromise effected. 
Menteel, P. Q.—Mendelsohn’s, Ltd., shoes, re- 
ported assigned. 


Bagotville 
Grand Bay, 


CHANGES 
Boston.—H. R. Haight, shoes, advertising to sell 
out. 
Stella Jacobs (wife of Harry M., 10 High 
Street), leather, filed married woman's cer- 


tificate. 
—— Slipper Co., slipper manufacturers 
ntly d busi here. 





Brockton, Mass.—Henderquinn Mocacsin Co., 
manufacturers, reported sold out to W. R 
Lloyd. 

Salem, Mass.—Gill & Hall Leather Co., tanners, 

illiam H. Hall retires. 

Haverhill, Mass.—Lizzie Segal (wife of Beaty). 
leather, filed married woman's certificate 


Weymouth, Mass.—W. G. Pierce, shoes, seperted 
sold out. — 

Laurel, Del.—H. Gordon, shoes, etc., out of busi- 
ness. 

—— Ga.—The Kirschner Co., shoes, etc., 

ated with capital of $25,000. 

Chicago. fit: —G. & W. Booterie (4021 Irving Park 
Boulevard), shoes, etc., succeeded by Pyramid 
Shoe Co. The latter company incorporated 
with capital of $10,000. 

Oo Ky.—Montgomery'’s Busy Store, 
shoes, etc. , incorporated with capital of $10,000 

St. Louis, Mo. —Kugman & Winer, shoes, etc. 

succeeded by Ben H. Boxer 

Plattsmouth, eb.—Clark Seehem Shoe Co., 
shoes, succeeded by Clark Shoe Co. 

Asbury Park, N. J.—Canter & Shorr, shoes, dis- 
solved partnership, succeeded by Morris Shorr. 

Louis Schmerler, shoes, etc., succeeded by 

Samuel Sachs. 

Atlantic okt N. J.—George Guard (Atlantic 
7 joe Co.), shoes, succeeded by Guard 


Recaiien, N. Y.—Everlasting Children’s Shoe Co., 
shoe manufacturers, incorporated with au- 
thorized capita lof $20,000. 

idy Shoe Co., shoe manufacturers, incor- 
porated with authorized capital of $10,000. 
R. D. S. Shoe Co., Inc., shoes, incorporated 
with capital of $20,000. 
Three Star Shoe Co., Inc., shoe manufac- 
turers, authorized capital increased to $35,000. 
New —s City.—Best Wear Leggings Mfg. Co., 
ted with capital of $1000. 
thet: Shoe ame Co., Inc., capital in- 


mt 
Cane. N- Gotan Dry Goods Co., shoes, 
sold out shoe department. 
a ‘Ohio.—Zane Shoe Co., shoe manufac- 
ae, incorporated with authorized capital 


North Baltimore, Ohio.—Fleckner Clothing Co., 
shoes etc., John Wilt retires. 
—- x Ohio.—Morton Last Co., manufactur- 
ers, o_o, with authorized capital of 
so —Crane & Gonsherry (19 South 
Street) wholesale ved 


a A. Klauber, shoes, etc., suc- 
by Cash Goods Co. 
Canines Tenn.—Evans-Hedges Co., shoes, 

reported 


etc., sold out. 





shoes, di 


Sweetwater, Texas.—Cowen & Tidewell, shoes, etc., 
Cowan retires. 
York, ” Wis.—Gus Thompson, shoes, etc., reported 
sold out to M. I. Gilbert. 





Reeves Returns From Trip 


Clarence Reeves, of Milwaukee, a 
salesman with the Columbia Shoe Co., of 
Sheboygan, Wis., has just returned to that 
city after an extensive motoring trip 
through the South. Accompanied by his 
wife, Mr. Reeves covered I[llinois, Missouri 
Kansas, Oklahoma, Nebraska, Texas and 
Iowa on a combined business and pleasure 
trip. The trip occupied about ten weeks. 
Mr. Reeves represents the Columbia line 
in Kansas and Oklahoma. 





This Happened in Ireland 


A shrewd manager of one of Ireland’s 
stores was recently “downed” by a raw 
junior clerk of unexpected prevision. 

The clerk had completed a sale to a lady 
who had purchased shoes, value 21s. 2d. 
On opening her purse she found she had 
only 16s. 2d. to pay for them. ‘Never 
mind,”’ she said, “‘I’ll take the shoes and 
pay the 5s. balance tomorrow.” 

The clerk took her money and made up 
her parcel, and away she went. 

Now advances the all-seeing manager, 
like a destroying angel. ‘‘Why!’’ shouted 
he, “she may never come back!” 

“Oh, won't she!’’ said the clerk. “Of 
course she’ll come back. Shure, I’ve given 
her two rights.”—From Between Us. 





MISCELLANEOUS 








CHAIRS 
SETTEES 


WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN Co. 
1181 4th St., CINCINNATI, OHIO 














BOOT 


AND SHOE 


RECORDER 


September 30, 1922 





issue: 

Space 1 time 7 times 

1 in.... .$5.00 $4.00 $3.50 

2 in.....10.00 8.00 7.00 
12.00 10.50 
16.00 14.00 


Payment in advance is required, 





Recorder rates for space less than one-eighth page per 


13 times 26 times 52 times 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 
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SALESMEN WANTED 


SALESMEN WANTED 





POSITION WANTED 





R® 2AL live salesmen to carry manufacturers’ line 
of felt and leather slippcrs in the States of 
Illinois, Indiana, and Pennsylvania. During 
January, February, and March. Liberal commis- 
sion and drawing account. Only experienced men 
need apply. All applications will be held strictly 
confidential, but complete information is essential. 
Address D-514, care of Boot and Shoe Recorder, 
207 South St., Boston, Mass. 





/ANTED—Salesman calling on Dry Goods 
trade to carry an exclusive sideline of high- 
grade Ivory Buttons. Attractively priced. Excel- 
lent proposition. To be given consideration, state 
experience, territory desired and_ references. 
Address D-506, 623 Powers Bldg., Rochester, N. Y. 


TE want a salesman with established trade in 
Virginia and West Virgmmia. One living on the 
territory to sell our line women’s, misses’, and 
children’s staple and novelty shoes carned anetees 
in Philadelphia. Address D- 489, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


EARS road experience. 

Virginia and East. Style man. Established 
trade amongst better class of trade. Women's 
novelty turns, or misses’ and children’s welts pre 
ferred. Address K-652, care Boot and Shoe Re- 
corder, 127 Duane St., New York. 


Territory Buffalo to 





mn WANTED—To carry as side line 

pular-priced li 1e of novelties in children’s 
turns, for States of Minnesota, North and South 
Dakota, Virginia and West V'rginia, North and 
South Carolina, Kentucky, Tenressee Arizona, 
and New Mexico. Sizes in first steps, 1 to 5, and 
turns up to 11% to 2, inclusive. A stock proposi- 
tion. =m ceady. Flexible Shoe Company, 
Rochester, 





QHOE SALESMA N—Wholesale house with large 
line has territory open in Maine, also Connecti- 
eut, with some established trade. Opportunity 
for experienced man on either of these territories 
on commission basis. References must accompany 
application. Address D-505, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





SAL .ESMEN working retailers and jobbers to sell 
Shu-Dry”. A Waterproof Shoe Dressing in 
paste form. Best seller on market. Neat package 
and attractive display carton. Excellent selling 
prices and high commissions Write immediately, 
Collins Chemical Company. 300 Monongahela Bank 
Building, Pittsburgh, Pa. 





\ ’ANTED—Salesmen to sell on commission basis 

line of well-known infants’ and children's turn 
Apply D-508, care Boot 
. Boston, Mass 


shoes in Southern States. 
and Shoe Recorder, 207 South St 





WALESM EN WANTED— Men who can sell high- 
grade children’s, misses’ and growing girls’ line 
to big buyers and quality stores in Montana, Colo- 
cado, Idaho, Utah, Nevada, Arizona, New Mexico, 
Wyoming, North and South Dakota. Opportuni- 
ties for large sales unlimited. Desire only successful 
men with good records who have established trade 
in these States. Address D-509, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


S‘ LESMEN—For Ohio and Peunsylvania, to sell 
famous Fox line of infants’ soft sole shoes. 
Small, snappy samyle outfit.. Ten per cent com- 
misston. o becter sideline in this country for a 
real salesman, and lin» very easily handled, a line 
which for more than twenty years has set the pace. 
Leading styles in stock. jeekly drawing account 
to the min “who can show us.” In applic_tion 
state length of time on the :erritory and full 
particulars. F. J. Fox Co., Manufacturers, 
ochester, N. Y. 


ALESMEN in several territories, also resident 
salesmen fer Chicago, Pacific Coast, Philadel- 
fol to carry on attractive commission as side line 
—s slippers and house slippers of leather. 
dress D-500, care Boot and Shoe Recorder, 207 
saan St. Boston, Mass. 





A YOUNG lady wishes position with shoe or 
leather concern as stenographer, eee assist 
ant bookkeeper. Many years’ ¢ 

a. . K-650, care 

Recorder, 127 Duane St., New York. 





FOR SALE 


FoR SALE—Exclusive men’s shoe store in heart 
of business section on Broadway, New York 
for fi rent, $2500 a year. Wonderful tunity 
ive shoeman. Ad D-507, care t and 
Shoe Recorder, 127 Duane St., New York City. 








HOE STORE FOR SALE—Stock and fixtures 
bout $3000, located in Massachusetts town o 
income assured for the right party 
-512, care Boot and Shge Recorder 

207 South St., Boston, Mass. 


‘OR -: —— Shoe Store in Ocala, 
Florida. tock $8,000. Spot cash 
f--- must sell 








GALESMAN with established trade to carry 
Eastern line of women’s highest grade turns 
on commission. Address D-501, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


ALESMEN WANTED to sell fifteen styles of 
men’s lar-priced dress shoes. ifteen 
styles of men’s work shoes. Only two grips full. 





33 000 *, terms oo ,- & if desired. Little's 
Shoe Parlor, Ocala, Florida. 





SPACE WANTED 





very or yle carried on floor. Six per cent 

sion 

few territories x xt. Make applications im- 
oe 





WAL ESMEN—Representatives throughout the 
“” Middle West, Pacific Coast, and South, to carry 
a full line of stitchdown shoes, felt slippers. over- 
gaiters. Straight commission basis. Liberal com- 
mission paid. ite without delay, stating terri- 
tory covered, erience and lines now carried 
Address D- 510. care "Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





| OSIERY SALESMEN—Several high-calibre 

salesmen to sell direct to retail shoe stores an 
exceptional line of fine grade, ladies’ silk hose, in- 
cluding stables and novelties to be carried as a side 
line on a commission basis. Address D-513, care 
Boot and Shoe Recorder, 207 South St., Boston. 
Mass. 


Company, Milwaukee, 
Wis., 352 East Water St. _ 





SALESMAN WANTED 


Shoe salesmen wanted in various 
territories to sell our foot devices on a 
salary and commission basis. This 
line is especially good for any man who 
has a complete route where he sells to 
shoe stores. Great opportunity. Ter- 
ritories given according to their res- 
pective routes. Also accounts handed 
over. Write Levitt Foot Comfort Mfg. 
Company, Hancock and Turner Sts.. 
Philadelphia, Pa. 





The line is filled with quality. Quite a , 





WANTED 
SHOE DEPARTMENT SPACE 


Wanted, space for shoe department in 
department store. Can furnish high- 
grade references. Address D-499, Boot 
and Shoe Recorder, 207 South St., 
Boston. Mass. 

















WANTED— Shoe salesman who can trim win- 
dows. Must have ability, initiative, and be a 
Splendid opportunity in Western 
Pennsylvania city of 30 000. Ay aly oiving f full 
particulars,'salary, references, etc. D-511, care Boot 
and Shoe Recorder, 207 South Ne Boston, Mass. 


good worker. 





LINE WANTED 





ANTED: SALESMEN—Manufacturer of com- 

plete line of good grade stitchdown specialties 
has openings in most U. S. territories, exclusive of 
Texas, Louisiana, and South Mibssissipoi. Men 
with established trade and experience selling the 
department store and other retail trade will find 
this line a winner. Give full details in first letter, 
territories covered, and reference as to your ability. 
Address, D. H. & G. H. Bell, Beverly, Mass 


EXCELLENT OPPORTUNITY 


For salesman to connect with a live organization 
handling women's medium-priced novelty shoes 
carried in-stock in liberal quantities in Chicago. 
Several territories open. State former experience 
in first letter. Address D-504, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





7OUNG man at present carrying lar-priced 
line of men's and women’s shoes; New Jersey 
territory, desires connection with ive house. 
Address K-651, care Boot and Shoe Recorder, 127 
Duane St., New York City. 








WANTED TO PURCHASE 


Wanted for Cash 


Wanted for cash—shoe stocks—stores 
and leases taken over. Address D-498, 
care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 














WANTED—An in-stock line of mvdium-priced 
shoes for = 4 = -_ Metropolitan dis- 
trict of New Y Best references furnished. 
Address K-649, care Boot and Shoe Recorder, 
27 Duane St., New York. 





ANTED—To communicate with several _con- 

cerns selling to the shoe manufacturers. Have 
many years’ experience and acquaimtance with the 
trade. Ohio territory erred: ddress D-492, 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 





SHOE STORES 
BOUGHT FOR CASH 


Retail or Wholesale Stocks 
Any Amount. Write Me 
D. KOCH, 908 Putnam Ave., Brooklyn, N.Y. 
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WANTED TO PURCHASE 


MISCELLANEOUS 








HIGHEST CASH PRIC = PAID 
for entire shoe stocks. je also buy your 
surplus or slow sellers. Quantities no object. 
Retail or wholesale. Short term leases taken 
off your hands. Wire or phone us. Corres- 
pondence confidential. Established 1890. 
M GLAUBERG 

47 Lispenard Street, New York City 
We also purchase clothing, hats, furnishing 
goods, etc. Phone Canal 8014 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 BROADWAY NEW YORK, N.Y 
PHONE—SPRING 9965 
WILL(SLOW SELLERS )FOR 
BUY lEwtine stocks CASH 


tscen er te ee 
Bargains always on hand for sp 


CASH PAID 


, cutee i stocks or surplus stocks of 
other merchandise. Any quantity. 
23 * attention given. 
KIRSCH-BLACHER CO., Inc. 
293 Church St., New York, N. Y. 
Phone Canal 0679 


DO YOU CONTEMPLATE 


Retiring . going out of business? 
a OB, value for your entire or surplus 


Sk to run taken over. 
Established 25 years. 

I. OLENICK 
413 Broadway, New York. Tel. 9531 Canal 























CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over. 
We will send a representative to investigate 
and make offer upon request. 

Kalter Cerf. Mercantile Co., Inc. 


591 Broadway, New York City 
Phone Spring 5160-5161-5162 


BINDS as me as cuppenvé 
The Front Arch 


The common sense principle of 
binding and supporting appeals to 
the Foot Sufferer. 

IT SELLS ITSELF 


Above Trade-Mark is a facsimile of de- 
monstration device we furnish you. You 
will be enthusiastic about it, too, when you 
see how customers are attracted. Write 
for particulars. 
C. R. ACFIELD, Dept. K. A. 1328 Broadway 
New York City r 


























FAMOUS GLASS 
FIXTURES 


Shown in Catalog G. F. 


Wood Fixtures 


Catalog No. 14 


MISCELLANEOUS 
Artificial Flowers 


I ‘t Catalog No. 19 


Window Valances 
be In Stock—Ask for Samples 
eee Window Rugs and Plush 
« Samples Sent 


The Hecht Fixture Co. 
Medinah Bldg. Wells and Jackson 


mas” owe SHOW ROOM 
'O West 36th Street 
East of way 





Chicago 























‘o provide 
storage facilities for tbl 
stock — to make it accessible 
and convenient for clerks and 
stock men to handle with absolute 
safety to isure quick service for 
———- or retail trade—install one 
more MYERS NOISELESS 
CUSHION TIRE STORE LAD. 
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BOOT AND SHOE RECORDER 
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(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 
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PUBLISHER’S NOTICE 


SUBSCRIPTION—The subscription price of the 
Boot and Shoe Recorder is $5.00 a year in 
osvenes, which includes postage in the 

States, Cuba, Hawaiian + 
Philippine Islands and Mexico. 
anada is $6.00 a year, including uakien. 

FOREIGN SUBSCRIPTION—The price to all 
foreign countries except the above is $10.00 
per yeas, including postage. 

All subscriptions are payable in advance. 

ADVERTISING RATES—Card of Advertising 
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for Wants, for Sales, etc., see Want Page. 





OFFICES IN 


BOSTON OFFICE: 207 South Street. Corre- 
spondence ss to all departments 
be the office. 
ee OFFICE: “es Moraine St. Geo. 
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for retail fet Ye ks of cor 
other merchandise. ie no object. 
mm 30 years our ee. 
Benak and mercant 


BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER oe Seaueinear 


610 Bruedwaz Brook! 7 
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Ramsey, E. J., Co., Brooklyn, N. Y.. 

Rialto Shoe Co., Lynn, Mass. 

Rice & Hutchins, ne., Boston 56 
Richards & Brennan Co., Randolph, Mass. .140 
Rich Shoe Co., Milwaukee, Wis 38 


Besenlens, S. & Sons, Bos 1 
Rosenwasser Bros., Inc., =, Island City, 
N. Y. 92-93 


Saifer, Dave Shoe Co, 

Shaft-Pierce Shoe Co., Fei: Minn.. 

Sinbac, Chicago, Ill 

Smith-Briscoe Shoe Co., Lapehbure. ye.. 
Smith, Wm. Sumner Co., 

Stacy-Adams Co., Brockton, oon 

Staud Shoe Corp., Rochester, N. Y. 


., Inc., New York City. 
Stonefield-Evans Co., Rockford, Ill 
Smolen & Co., Brooklyn, N. Y 


Teeple Shoe Co., Wau 

Tessier & Bowdoin, 

Thompson Bros. S 
Thomson-Crooker Shoe Co., Bos 
Travaso Shoe Co., St. Louis, Mo 


Union Shoe Co., Brockton, Mass. 150-1 
United States Rubber Co., New York City 6s 


Wall, Doyle & Daley, Inc., Brockton, Mass. 


150-181 
Watson Shoe Co., Lynn, M 108 
Weber Bros. Shoe Co., No. “Kd , Mass 
Weimer, Wright & Watkin Co., Philadety 
Westcott-Whitmore Co., Syracuse, N. 
Whitman & Keith, Brockton, Mass 
Wiley-Bickford & Sweet Co., Worcester, 


Mass 16-17 
Williams, Clark St. 
Witherell, E. ~~ 


Wise & Coo 
Wright, E. 


LEATHER AND OTHER MATERIALS 
Avon Sole 
Barnet Leather Co., New York and Boston 
Begaes & Cobb Co., Boston 
Bristol Patent ~~ Co., Boston 
Brown, C. D. & Co., Inc., Rochester, N. Y.. 3 


Chamberlain, B. F., Boston................ 


Co., Avon, Mass 


Dryden Rubber Co., Chicago. ... 
Everlastik, Inc., Boston 

Foerderer, Robert H., Co., Boston... 
Gallun, A. F. & Sons, Milwaukee, Wis 
Jones Co., F. E., Boston 

Kistler-Lesh & Co., Inc., Boston 
Ohio Leather Co., The, Girard, Ohio 
Quabaug Rubber Co., No. Brookfield, Mass. 6 


Republic Rubber Co. Co., Youngstown, O. 160 
Ruepine. Fred, Leather Co., Fon du — 


. 158-159 


Scherer, Oscar & Bro. nag New York City 18 
Schmidt, Carl E. & Co., Detroit, Mich 83-84 
Skinner, Wm. & Sons, New York City.... 40 


Vaughan, Geo. C., Peabody, Mass 


FINDINGS AND SHOE STORE SUPPLIES 


Acfield, C. R., New York City. — 
American Seating Co., Chicago, ll. SS 


Baumann, L., & Co., Chicago, Ill... . . ..1% 
Bongiovanni Bros., New York City... .. 185 


Chandler, W. K., Inc., Bosto: ...130 
Coultas Co., D. w., Svevidense. R. 1. ... 185 


ge Tip Co., Boston » ane 

Ellis. . Co., Haverhili, Mass... . . 186 

ae & Beers Co., Inc., New York City. 119 

Fashion Ornament Co., Brooklyn, N. Y.... 

Grand Rapids Shoe Case Co., Grand Rapids 
Mich 132 

Hecht Fixture Co., Chicag 

Holophane Glass Co., New York City 

Kahn, Edw., E. Co., Brooklyn, N. Y..... 

Lyons, Hugh & Co., Lansing, Mich 


Milbradt Mfg. Co., St. Louis, M 
= oO. ey Treeing Machine ¢ Co., ne ag 


Euimcnbese. f - R., Sons, New York City. .. 134 
arisian Beading Works Co., Philadelphia. _ 185 


Rauh, S., & Co., New York City 
Roth, Karl L. B., Findlay, 0 


Schack Artificial Flower o Chicago 
Scholl Mfg. ons Chi 
Standard Show Card 


Whitcher, Frank W., Boston. 
——— Lightfoot Appliance Co., — 9 


cover 


MFRS. 
ETC. 


MACHINERY LASTS, 
DRESSINGS, 


Beckwith Mfg. Co., Boston 

Griffin Mfg. Co., New York City 

Lynn Last Co., Lynn, Mass 

» * England Wood Heel Co., . 
North & Judd Mfg. Co., New Britain, Conn. 177 
Tubular Rivet & Stud Co., Boston... .... ..17 


United Fast Color Eyelet Co., Boston... ...1 
United Shoe Machinery Corp. 


United Last Co., Boston 


ae Paper & Pulp Co., New York 
an 

Wiechman Pattern Co., Catena. Ohio... 

a ~ Insole and C Cc 





MISCELLANEOUS 


Atlantic Printing Co., Boston. . 


Blacher, Chas., New York .. 
Brooklyn Purchasing Syndicate... 


Calderwood & Pregg, Inc., Boston 
Glauberg, Max, New York City.... 


Hoo; Printing Co., Boston............... 
owart Print, The, Brockton, Mass 


Kalter Cerf. Merc. Co., Max., New York. 
Kirsch-Blacher Co., Inc., ~— = City.. 
Koch, D., Brooklyn, N. Y..... 


New York Export Sentiedie einai 
New York City 19 


Root Co., F. S., Boston. ... 
Tolman Print, Brockton, Mass 
University Electrotype Foundry.........-. 
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4 Don’t condemn this sole too 
severely. It held up as long as 
any leather sole would be ex- 
pected to do. 


This USKIDE Sole 

has seen exactly the same 

service as the leather sole above, but 
it has hardly begun to wear. It will 
yet outwear at least one or two more 
of the best oak-tanned leather soles. 





A Sole That Is He 


Grvenas months ago this plate illustration appeared in various trade 

papers with copy entitled “A Sole That Will Help Sell the Shoe.” 
We now refer to USKIDE as a sole that is helping to sell shoes. We 

can produce concrete evidence that this is true, not only in one but in 


numerous cases. Here is one case: 


A shoe retailer in the East a few 
monthsago introduceda line of shoes 
carrying USKIDE Soles and U. S. 
Spring-Step Heels. He started by hav- 
ing a line of Boys’ and Little Gents’ 
Welt Shoes made up by a New Eng- 
land manufacturer. He developed 
the business to where he was dispos- 
ing of fifty or sixty pairs a week. He 


Again we say: Use USKIDE Soles on one or two of your standard lines and ask 


increased this to 150 pairs a week. 
He then added other lines of shoes 
as fast as his financial condition war- 
ranted—all with USKIDE Soles -and 
U. S. Spring-Step Heels. Repeat 
orders began to come in. He is now 
selling over 300 pairs of these shoes 
a week. He considers that he has 
only just started. 


us to show you how to turn them into leaders. 


United States Rubber Company | 


SKIDE 
Soles 


rey 
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Nothing in the Shoe 
But the Foot 


LOCKING SHANK. TO INSOLE 


HOES built with Crawford Arch Supporting Shanks appeal 

to two large groups of your customers—those now suffer- 
ing from weak or fallen arches, and the rest who are exposed to 
those troubles by having to walk every day on hard city sidewalks. 


For the health and happiness of your patrons as well as for your 
own prosperity, you should carry a line of shoes fitted with 


Crawford Arch Supporting Shanks. 
The Crawford Arch Supporting Shank is built right into the 
shoe—fitted between the inner and outer sole and locked to the 


insole. It preserves the shape of the shoe, giving support to the 
arch and ease to the foot. It cannot abrade the skin. 


To relieve fallen arches, to safeguard normal arches—Crawford 
Shanks! 


When placing your next order for shoes, specify Crawford 
Arch Supporting Shanks. 


@ There is a positive method of identifying shoes 
made with Crawford Arch Supporting Shanks. 

On the head of the rivet which locks the shank 

to the insole, you will find this trade-mark. The 

head of the rivet is flush with the insole. Look 

for the trade-mark. It is your protection. 








Auburn, Me. Milwaukee 
87 Maino 258 Fourth 
Brockton, Mass. New Orleans 

93 Centre 216 Chartres 
Cincinnati New York 
37 Warren 


708 Broadway 
Chicago . K. Krieg, N. Y. 
18 South Marker . 39 Wenn aie 


Haverhill, Mass. United Shoe Machinery Pipa Nesth 13th 


145 Essex 
Johnson City, N. ¥ Rochester, N. Y. 
130 Mill 


124 Main Co ° 
Renn ll rporation ocho 
306 Broad 1423 Olive 
Marlboro, Mass. 


41 Floreace Boston, Massachusetts “S00 Mision 





























The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 














October 7, 1922 BOOT AND SHOE RECORDER 
Se ee ee ee ee TT eS 


iit: =< 





This season's quest for 
“Something New” is answered 


by our FAWN 


It is a light, delicate color, unusually well 
adapted to combinations in quality footwear. 


It produces a dainty effect that is not only 


new but is also singularly pleasing to the eye. 


Samples Furnished on Request 


THE STANDARD KID CO. 
BOSTON, MASS. 


Branches in New York, Philadelphia, Cincinnati, 
Chicago, St. Louis 











STANDARD 
fg © OBR tuvovnvsnnnvnvsrvnnnvuesngns ets 


GUARANTEED SELECTIONS 


ae 
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‘BEEBE 


FIFTY YEARS PRODUCING HONEST LEATHERS 




















COhere is only. 
omeVICT KID 


COhere never 
has bee 


any other’ 











PATENT 
COLT 
KID | 
SIDES | 


AYER TANNING CO. 


MANUFACTURERS OF 


CALF-KIP AND SIDES 


ALL COLORS AND FINISHES 
SMOKED EIK~ SPLITS 


CALF LININGS 


SHEEP SKINS CHROME SOLE COTTON FINDINGS 


129 SOUTH STREET, BOSTON, MASS. 


he publication in replies to advertisements. 
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3 COMPANION SHOES FOR WINTER 
Black, Russia and Tony Red Calf. Three distinctive 


Marion numbers with the style and pep to make them 
ready sellers. Stock up for your high shoes customers. 
Mail your order today. 


TONY RED CALF 
415—Tuxedo Last, IN STOCK, A to D. 


RUSSIA CALF 
406—Tuxedo Last, IN STOCK, AA to D. 


BLACK CALF 


413—Tuxedo Last, IN STOCK, AA to D. 


Heavy Oak Bend Outsoles. 
Wingfoot Heels. 





COTTE 


OT 
a SS o>; ZS an <5 Pa a 
sabssassscasstesisesssasestetesacsecsssectcsccsstesssssseitiscsnttestaaittitctattsrs etststetetabesasciteetesszettstetteett eee 
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Marion’s Central Loca- 
tion assures you of quick 
deliveries on sizing 
orders throughout the 
Winter season. 


A Og OE Sn: 








e+ S 


MARION SHOE CO. 
MARION, INDIANA 


SURULLUUEURDODIUORCHVSS CUUODUUTALUTASEDLUETED TE EUUT EET TALE 
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HERE are a few of the many new style crea- 
tions that we have in stock for immediate 

shipment. 

Everyone of them well made, snug-fitting, good- 

looking and popular priced. 


B161—Patent Leather, Imitation Turn, 1%- 
inch Celluloid Covered Heel. A, B and C 
Widths 

B160—Same in Black Satin 3.60 
B162—Same in Black Kid 4.00 


























B284—Patent, Gray Kid Trimmed, Imitation 
Turn, | 44-inch Rubber Top Heel. A, B and C 
Widths $4.25 
B282—Same in Black Kid, Black Suede 
Trimmed -00 

283—Same in Havana Brown Kid, Beige 
$4.60 


Suede Trimmed 





























B287—Satin. Beaded Strap. Imitation Turn, 
2-inch Covered Heel. A, nie C Widths. .$4.75 
B170—Same with Plain Satin Vamp, Bro- 
caded Satin Quarter $4.25 


a the fign of 
Brown?! Shoes 








“s,. 
fae eo 





sere 


oe EF eect aa | 





Happy Feet for 
All the Family 


WUWs Duos GownQanny 


First Successful Shoe Manufacturer in St. Louis 
Founded 1878 


Se 


interested in Brownbilt 
Shoes. 


ke 
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Made in Milwaukee Sold all over the World 


VELOURS CALF 


Reg. U. S. Pat. Off. 


P & V Velours Calf forms the high- 
est grade of black chrome-tanned 
calf leather on the market. Manu- 
facturers of high grade shoes know 
the supremacy of this famous 
product. 


A smooth full grain calf leather in 
bright or mat finish, glazed to a 
very smooth dirt-resisting surface. 
Its fine grain and even break are 
unequaled. 


Specify P & V Velours Calf, for the 
buyers of fine footwear will appre- 
ciate the excellent qualities of this 
leather. 


DFISTER «VOGEL LEATHER Co 


MILWAUKEE -—< — — WISCONSIN 





“I 
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&xtra fast 
DEALER SERVICE 


Nothing short of 100% Service for you, 
Mr. Dealer. 

Your order for fill-ins on Goodrich 
“Hi-Press” and “Straight-Line” will go to 
you the same day we receive it! 





Sixty-five thousand first-class stores are 
wow carrying this famous rubber footwear. 
We needn’t talk Goodrich Quality to you 
—every dealer knows its wonderful sales 


possibilities. 
Get your stocks filled in before the 
weather breaks and the big rush comes. 


PLENTY OF STOCK—LIGHT OR HEAVY 
GOODS—AND EXTRA FAST SHIPMENTS. 


Write, wire or telephone ! 


THE B. F. GOODRICH RUBBER COMPANY 


New York Boston Akron Minneapolis Chicago 
Kansas City Denver Seattle 


(,OODRICH 


HI-PRESS & STRAIGHT-LINE 


Rubber Footwear 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies toe advertisements. 
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eee CUPPED CUSHION SEAT 
SELF ADJUSTING SHANK 
PERFECT BALL SUPPORT 


The Most Comfortable Walking Shoe 


The most remarkable feature of Truwauk is 
its ability to satisfy and sell itself to the con- 
sumer demanding comfort and style in a 
walking shoe. 


j 
































Fe 












We wish we could show you the encouraging 
expressions of opinion received daily from 
dealers, together with their resize orders, 
which we consider the strongest compliment. 


oN? Sf 2 ee 







The firm of I. Miller, with their national 
prestige, co-operative service and ability to 
make quality shoes, is behind this product. 


2 A 





Retailers who are interested in developing 
Truwauk agencies should make immediate 
application. 


2 







oo ~ 2 4 










Truwauks must be seen to be appreciated. 
Write for trial runs and agency privileges. 


2 ~~ ? 4 






~ 2 
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| IN STOCK ‘ 

“ No. 2270 No. 2470 , 

. BLACK KID, $7.00 BROWN KID, $7.50 4 
AAA to E 


~ 2 Ss 4 





I. MILLER 6 SONS 


. 2 2 Se See BS Bo SO Rae 
ONE CARLTON AVENUE, BROOKLYN, N. Y. 






~~ © 










ee 






Or 















= 






ee NO ee ee et ee I gt 








The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 


BOOT AND SHOE RECORDER October 7, 1922 


SNUGLERS 


“Trademark Reg. U. S. Pat. Off.’’ 


HILDREN delight in 

the varied designs, 
bright colors, nature lasts 
and sturdy service of Snug- 
lers. 


Build up your profits in 
felts by featuring this fast 
selling line for children as 
well as for men and women. 


United States Rubber Company 
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THE NEWEST OF THE 
NEW 


KU KU 
PUMP 


NOW 














5000—Women’s Finest Patent Colt Side 
Lace Theo (Ku-Ku) Pump. The Newest and 
Biggest Hit of the Season. Made up in 
Goodyear Welt with a Light Edge Sole, 


ouniene hb Crank Oden tel, BLEECKER 


Widths—AA to C. Sizes—2% to 8. 


5000—Broad Toe 5005—Medium Toe LEA DS e 


$4:50 
500I—As above Patent Vamp and Fine 


Beoceded Quarter and Hoel. OTHERS 


Widths—AA to C. Sizes—2% to 8. 


5001—Broad Toe. 5006—Meduim Toe F O L L O W. 


$4:50 


Always Ready fo Serve 


ay 
DEATINTIM RTA u 


Bl <ER SHOE. CO.! 
[THE LIVE WIRE HOUSE 


TUTE TUTTLE BLEEP COE PEPE PEP ET ele PY eee yN a| P 
Stylists |" rrrrerre' riginafors eVevn CP eators rag) 
DUANE ST. NEW YORK CITY , - 


Boston Office—214 Essex Street Philadelphia Office—i19 South 4th Street 


With \ 
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Our Latest Fall Colors 


“Bright As A Sunbeam 
Mellow As Moonlight’ 


ACE BROWN 


A new medium brown 
Boarded 


ACE LYNNWOOD 


A new and slightly darker brown 
Smooth and Boarded 


J. S. BARNET & SONS, Inc. 


Tanneries Salesrooms, 75 South St. 
LYNN, MASS., U.S. A. BOSTON, MASS., U. S. A. 


CABLE ADDRESS “‘TENRAB” 











“Maintains a Standard Reputation” 
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Just look these over and 
see how well they fit into 
that weak spot in your 
stock. 


These are every-day wanted 
styles—especially so with 


No. 509 Price $3.35 the approach of cool fall a 


Soe Sd et wee Mois weather. re a Ty Sl 
Rubber Heel, Princess Last. AA to D. Princess Lat. AA to D. 


No. 784 Price $3.90 e a No. _ — nae dn Fel 

alf Blucher Oxford, Tip, Whi . atent arice One trap, Single ie, Ful 

No. 379 Price $4.00 oe oe Rubber Heel, Goan Wee hry a Louis Heel, Tremont Last. 
‘o C. 


Patent Flora One Strap, Single Sole, Military Princess Last. AA to D. - ‘ ‘ 
Covered Wood Heel, Tremont Last. AA to C. No. 374.—Same in Black Kid. Price $3.90 


The wonderful growth in 
sales on our Arch Support 
Oxfords and Boots is con- 
clusive proof of their cor- 
rective principles as an aid 
to foot troubles and re- 
markable trade building 
qualities. 
No. 548 Price $3.65 


Black Kid Oxford, Imitation Tip, 13-8 


No. 388 Price $4.15 ° e Rubi 
Patent Clarice One Strap, Single Sole, Full Write us for exclusive Agency gy Ro B ae ae 


Spanish Louis Heel, Euclid Last. AA to C. in your city on this line. No. 549—Same in Brown Kid. Price $4.15 
No. 389.—Same in Black Kic. Price $3.90 No. 547—Same in Patent. Price $3.90 


"THOMSON CROOKER SHOE CO. 


18 Station St., Boston 20, Mass. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Profitable Merchandising 


Depends Upon Having 
The Right Merchandise 
At the Right Time 
At the Right Price 
And Selling It at a Profit. 


The N.S. R. A. 
Convention and Exposition 


at the Coliseum, Chicago 
January 8, 9, 10 and 11, 1923 


Will Enable You to Know 
The Shoes You Should Have 
When You Should Have Them 
and 
What You Should Pay for Them 


You Can Only Know By Attending 


NATIONAL SHOE RETAILERS ASSOCIATION 


224 S. MICHIGAN AVENUE CHICAGO, ILL. 
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= on which to Build Bigger 
- and more Staple Business 


ERMANENT, profitable business is never built by fly-by- 

night trade. It is the customer who comes today, to-morrow, 

and steadily during the years to come who builds perma- 
nent business. It’s repeat sales you want—and a sure way to 
repeat sales is through Mayer Kwilted Cushion Shoes. 


Extraordinary comfort tells the profit-story of the Mayer Kwilted 
-~ Cushion Shoe. No other practical shoe is so comfortable—no 
other shoecan be so comfortable. The Mayer method of cushion 
construction is patented, absolutely exclusive. The thick live 
lamb’s wool cushion, the patented Mayer method of quilting 
which makes it impossible for the cushion to wrinkle, gather 
or slide, and the method of lasting to make it a permanent part 
of the shoe are available only in Mayer Kwilted Cushion Shoes. 


Get all the facts 


Send for your copy of the Mayer booklet “The 
Cushion Way to Greater Profits”. Not just a catalog, 
but a meaty, straightforward presentation of the 
cushion sole story—how to judge cushion construc- 
tion—the sound reasons back of cushion shoe pop- 
ularity—the permanency of cushion shoe patronage. 
Be fully informed on this field for added profits. 
Send for the booklet NOW. 


F. MAYER BOOT & SHOE COMPANY 
MILWAUKEE WISCONSIN 
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Next Spring 


bids fair to be the biggest season ever 
Oy a 
ConvasFootwe®® 


Brownies Ace 
Note the new Snag-Proof 
corrugated sole with the 
wash-board design. 
The wearing qualities will 
be a revelation. 
Over half a century of 
rubber footwear experience 
developed this sole. 


The Boot and Shoe Recorder will appreciate 


FLEETFOOT 
A Basketball and Gymnasium 
Shoe. Becoming more popular 
for all around outdoor wear. 
Combines utmost comfort with 
rugged strength and minimum 
weight. 
This shoe carries the new 
Snag-Proof molded outsole 
with the famous Snag- Proof 
wearing quality. 
A truly remarkable shoe, yet 
sold at a reasonable price. 


your mentioning the publication in replies to advertisements. 





and the 
markah 
/~ Qematkadle 


“SNAG-PROOF” 


= le CANVAS FOOTWEAR 
- ill tes 
land the ions © 


A 


st 


E have designed the new Snag-Proof Canvas Footwear with one big 
idea in mind: 

To make each number so good—and so different, that it'll stand out 
head and shoulders above the many similar brands now sold. 

You can appreciate why. Don’t most of your customers come in and 
just ask for “a pair of tennis shoes”? 

That’s a question of supply, pure and simple. 

The new Snag-Proofs are built for “demand”! 

We’ve put into them features that are absolutely new in canvas footwear. 
Features that we’ve found by study and tests will make them stronger, 
more comfortable and more attractive to your customers. 

It’s dollars to doughnuts that most folks who buy Snag-Proofs will 


remember the name and the store who sold them. Simply because they’ll 
get wear, comfort and satisfaction like they never had before! 


Add to this the fact that we’re merchandising the new Snag-Proofs on a 
mighty attractive basis. Your profit’s generous. Lively sales helps are 
being put back of your efforts. And no stone is left unturned to help you 
land the lion’s share of the big spring business with Snag-Proofs! 

Our salesmen will call on you soon. Keep your stock open for a full 
supply of the new Snag-Proof Canvas Footwear. You'll feel mighty good 
over it when the sales begin to roll in! 


LAMBERTVILLE RUBBER COMPANY 
LAMBERTVILLE, N. J. 


Makers of the highest quality rubber footwear for over half a century 
The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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New Styles For 
| Fall 
IN STOCK 
—_ For Immediate — 


° No. B 288—Patent Colt Oxiord, imitess 
Delivery. Tip, 14-8 Cuban Heel, Welt. Price..... 
No. B29@—Two-tone Russia Calf Oxford 
with tip. 10-8 Cuban heel with Rubber top 
lift. Welt. Price $4 


Write or wire your 


order today. 
Joy, Clark & Nier, Inc. 
Rochester, N. Y. 
No. B292 
No. B289 
AA 


A to 8 a — 
No. B 289—Black Kid Oxford, Imitation Tip, ‘CG. D et Oe Se tk ee Pa eat 
14-8 Heel with Rubber Top Lift, Welt. 94.38 Terms: Net 30 Days Puce hy 
Price ee | ee ee ee Mee 4 SEE E TOTES eee 






























































Smart Serviceable Oxfords Ready for Immediate Delivery 


No. 9842 X—Paris Kid Oxford on No. 185 
Last, Medium Toe, nid Ti, , Flexible Welt 

14-inch Heel with Rubber F Top. AA to 
EE IN STOCK. Price.. $5.35 


No. 4498 R—Similar Oxford on a Combi- 
nation Last with Slightly )Narrower Toe, 
1%-inch Heel. AAAAA-AAA to D-EE 
IN STOCK. (Mention both instep and 

ball widths in fordering.) | Price... . $5.35 


0. 4580 R—Oxford like 4498 R in Brown 
hd. AAAAA-AAA‘to D-EE IN STOCK. 


(Mention both werd and ball widths in 
ordering.) Price ; $5.85 


We are wholesale distributors to the’shoe trade, of 
DR. JENSEN’S ARCH CUFF 
A useful device in cases of arch trouble 
| J. . GROVER’S SONS COMPANY 
seta _ LYNN, MASS. 


BOSTON NEW YORK 
80 Boylston St., Little Bldg. 47 West 34th Street 
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BLACK BOARDED CALF 
WITH PATENT TRIM 


N 7 53 Black Boarded Calf Vamp and Quarter with Patent Shield Tip, 
Oo Saddle and Strap. Neatly designed Patent Backstay, Black Pearl 


Buttons. Just enough perforations to bring out the pattern clearly and attract the eye. 
Our New No. 303 Last, Seven iron Sole with White ener 12-8 > $ .00 
Rubber Heel. Price................-. 4.90 


Sizes and Widths Carried In Stock 


A4 t8 C38 
B 3% to 8 D308 


See the Snappy, Up-to-Dat® GHUKRAFT Line Now Being 
Shown by Our Traveling Representatives 


me & Shoe Co. Columbus O 
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’ Quality Footwear 
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The Best and Newest 
Styles 


IN STOCK 


OO U 


HE coming fall and winter 

seasons will, without doubt, 
bring forth a demand for shoes 
that are really different. And 
merchants stand ready to meet 
this demand fully. At no time in 
the past have the style creators 
of the country developed such 
original patterns as are offered 
today. 


In the Crooker & Morse factory, 
every effort has been made to 
produce styles which appeal in 
their newness and good construc- 
tion. A few of them are shown on 
this page—each carried in stock. 
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No. 621—Patent One-Strap Pump, Phyllis jae 
Goodvear Welt. ,14-8 Heel................ 
No. 622—Same as above, in Black Kid 


y 


No. 510—Patent Leather Oxford, Leather ies 
Lift. 12-8 Heel, Lucille Last. 
No. 500—Same;{as above, in Black Ce eves ' a 


y ag 


a ee ~~ 7 Calf ried, Long Wes 
ol 3joodyear Welt, Rubb: “. J3 
L fe. tne 8 ‘eel acl Dntékbddcokéuans 5. 


No. 434—Same style as above, Black B« 4 
$5.25 


No. 110—Patent Jazz’Oxford, Plain Toe, Frances 
Last, 6-8 Heel. AA to D. 
Price $5.00 


CROOKER & MORSE, Inc. 


BRIDGEWATER $3 
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ordon 
HOSIERY 


FEW lines parallel public demand so closely 
as Gordon. Probably none other is so all- 
inclusive of every needed item in every grade. 
The Gordon line is a direct answer to the ex- 
pressed desires of thousands of customers, as 
studied by Brown Durrell through more than 
two generations. 


You know what a difficult stock situation 
the carrying of a number of lines of hosiery 
creates, how it adds to the department over- 
heads, and decreases turn-over. But, of 
course, the public must be served. 


A hosiery department, completely stocked with Gor- 
don, can give service that means satisfied and perma- 
nent customers, while the profit possibilities of a_single 
brand stock are highly important. 


The Gordon line is backed by a merchandise service 
which includes large reserve stocks and facilities for 
prompt handling of customers’ orders—a service or- 
ganized to meet the practical needs of our customers. 
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HIS is a reproduction of 

one of a series of our na- 
tional magazine advertise- 
ments of Gordon Hosiery, 
showing an interesting illus- 
trative and typographic style. 
The total magazine circula- 
tion of our fall campaign is 
5,700,000. On a conserva- 
tive estimate, that means fif- 
teen to twenty million readers. 
The following magazines are 
being used—Ladies’ Home 
Journal, Woman’s Home 
Companion, McCall’s, Peo- 
ple’s Home Journal, Vogue, 
and Harper’s Bazar. 


BROWN DURRELL COMPAAS 
GordonHbosiery - Forest Mills Underwear 


New York 


Boston 
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Nothing in the Shoe 
But the Foot 


HOES built with Crawford Arch Supporting Shanks appeal 

to two large groups of your customers—those now suffer- 
ing from weak or fallen arches, and the rest who are exposed to 
those troubles by having to walk every day on hard city sidewalks. 


For the health and happiness of your patrons as well as for your 
own prosperity, you should carry a line of shoes fitted with 


Crawford Arch Supporting Shanks. 


The Crawford Arch Supporting Shank is built right into the 
shoe—fitted between the inner and outer sole and locked to the 
insole. It preserves the shape of the shoe, giving support to the 
arch and ease to the foot. It cannot abrade the skin. 


To relieve fallen arches, to safeguard normal arches—Crawford 
Shanks! 


When placing your next order for shoes, specify Crawford 
Arch Supporting Shanks. 


@ There is a positive method of identifying shoes 
made with Crawford Arch Supporting Shanks. 

On the head of the rivet which locks the shank 

to the insole, you will find this trade-mark. The 

head of the rivet is flush with the insole. Look 

for the trade-mark. It is your protection. 








Auburn, Me. Milwaukee 
258 Fourth 


87 Main 
Brockton, Mass. New Orleans 
216 Chartres 


93 Centre 
New York 
37 Warren 


Chicago Krieg, 
18 South Market 7S Wat adios 


-") — a United Shoe Machinery Putedetohte 
Johmson City, N. Y. Rochester, N. Y. 


124 Main Corporati on 130 Mill 


Lynn, Mass. t. Louis 
306 Broad 1423 Olive 


Marlboro, Mass. Francisco 
aS Diesense Boston, Massachusetts "380, Minion 


Cincinnati 
708 Broadway 
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AA New One 


in the 


| Fobuson Bros. Line 


PATENT Learuer 
Toncue Pump with 
‘waist line strap slipped 
through back of tongue. 
Beaver ooze underlay in 
tongue, 15-8 Cuban 
Louis Heel. 


Send for Samples and Prices 





Pine Tree State. 


__ MAINE 
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—the talk of theje 


From every quarter of the shoe industry we hear 
comment over the rapidly growing demand for Arch 
Protector Shoes. This only lends strength to our 
firm belief that it is the finest scientifically con- 
structed line of corrective footwear in the country. 


Arch Protectors give strength to the weak foot, pre- 
vent fallen arches and other foot ailments. In short, 
they simply protect the foot. 


The name “Duttenhofer” on them makes it needless 
to emphasize their comfort, smartness and service. 
These qualities will be found combined with perfect 
harmony in every pair. Duttenhofer quality remains 
constant throughout; for they are produced by 
skilled workmen. 


Moreover, all styles are designed with a full appre- 
ciation of current footwear fashions. Our 34 years’ 
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experience in shoemaking, of course, is of great value 
h in selecting styles and lasts that are right. 
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Merchants now handling Arch Protector Shoes are 
g enjoying a steady and healthy business growth. 
Arch Protectors are the backbone of their business. 
Why—because Arch Protectors sell rapidly at a 
good profit. Furthermore, they are sure to make 
satisfied customers. 
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Our salesmen are now in their territories. Write us 
if you wish to have one call, or if you desire further 
' information concerning the success Arch Protector 
dealers are having. Do it now. 


The Val Duttenhofer Sons Company 


, Cincinnati, Ohio 
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Staud ShoeCo 


We manufacture for 
the retail trade a com- 
plete line of Children’s 
Flexible Turn Shoes. 
Sizes 1 to 5. 
Thirty-six numbers 
carried IN STOCK 
for immediate deliv- 
ery Write for de- 
scriptive folder. 


No. 120-B—P at ent, 
White Top, Patent 
Collar Perforated, 
Milo Buttons. Sizes 


No. 123-B—Patent 

Leather Vamp and 

Collar, Red Kid Quar- 

ter, High Cut, Milo 

Buttons. Sizes | to 5. 
$1.25 


ration 
RO anes preg 


Maker to Retailer Direct 
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The Most Important 
Part of a 
Corrective Shoe 


Ninety-five per cent of all the foot 
troubles and the ineffectiveness of inner 
appliances, as well as of corrective shoes, 
are caused by the ordinary, the rubber 
or leather heel, it being responsible for the 
wrong position of the inner longitudinal 
arch in walking. 


The PIETZUCH WONDER ARCH GUIDE 
RUBBER HEEL prevents and corrects all foot, 
knee and ankle ailments, and assists all inner 
appliances and corrective footwear in their desired 
results. Its composition of black rubber, which is 
75 per cent resilient, and white rubber 25 per cent 
resilient, automatically guides the foot in a straight 
inside line, distributing equally the weight of the 
body on the feet as nature desires. 


Manufacturers and retail merchants of high 
grade shoes (only) should write for prices 
and samples. 


PIETZUCH’S 


PRONOUNCED PITS-YOU 


Wonder Arch Guide Rubber Heel Co. 


Station O Cincinnati, Ohio 
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No. Y655 


No. Y755 


Has the Snap and Dash 
IN STOCK That Young Men Want! 


¥655 Yess The Goding Yale last embodies all the ele- 


Tan a Sateed. Ruep- | see Regan poater. 

ing’s umet grain, uepings Calumet 

Necwegien calf, Wing- rain, Norwegian calf. ments of correct style for Fall plus the true foot 
foot eels, 11 iron Wingtoot Heels, 11 iron 


Sma. Gita fitting qualities for which all Goding lasts are 


last. B-C-D widths last. B-C-D widths. 
65 s 
“ oe noted. 


Eight hour stock service 


2% 10 days No. Y655 tan bal and No. Y755 black Raglan 
blucher will be among the most rapid sellers of the 
coming season. This combination of Yale Last and 
Rueping’s Calumet Norwegian Grain Calf is bound 
to make a real hit. 


When you can get shoes such as these right out of 
stock, your turn-over worries are considerably lessened 


THE GODING SHOE CoO. 


833 W. Chicago Ave. - - - - - - - - Chicago 
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Make better medium priced shoes, because 
specially produced for just this grade. 


W. D. Byron & Sons Leather Co. 


Williamsport, Md. = ee oo Boston, Mass. 
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Also Makers of 


Famous Oak Tanned Flexible Inner Soles, Flexible Sides and Bends 


A 








sf 











Four New 


Fall Styles 


Style B716 BOMBO 
33 Tan Calf, Atta red calf wing tip, vamp FAYETTE Style B717 


band, saddle ap os back stay, 9 per- Black Satin, French bound, 1-8 space stitch 
forations all « m Goodyear welt, all over, 9 iron, turn sole, 29 last, 14-8 box- 
white stitch, 32 nt 12- ‘8 leather heel. $5.40 ered. heel $5.25 


for 


At-Once Delivery 


AA—4 1-2 to 8 A—4 to 8 


Style B719 GOTHAM B and C—3 to 8 GOTHAM Style B718 


Patent Leather, French bound, 9 perfora- ’ Black Kid, French bound, 9 perforations, 


t traps, quarters and imitat arters 
ond leew cates shank bpltenion tara — TERMS: NET 30 DAYS ae ont ter | 
29 last, 14-8 leather Cuban heel. . . . .$5.15 last, 13-8 leather Cuban heel. $5.25 


BURROWS SHOE CO., Inc. Rochester, N. Y. 
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Made By Arnold 


A New and Strikingly Beautiful Style 


The Season’s Sensation 


lettin se 


- 


CARRIED IN STOCK 
IN TWO NUMBERS 


No. S559 No. S560 
Model No. S-559.—The Haig. Tony Brown PRICE Model No. S-560.—The Haig, Gun Metal 
Calf, Blucher Oxford, Straight Tip, Heavy Calf Blucher Oxford, Straight Tip, Heavy 
Single Sole, Broad Flange Heel. Single Sole, Broad Flange Heel. 
In Stock: AA-A, 7 to Il. B, 6 to 11. C-D, 5 IN STOCK: AA-A,7 to 11. B,6to 11. C-D, 
to Il. Branded or Unbranded—ARNOLD— . 5 to 11. Branded or Unbranded—ARNOLD 


as preferred. —as preferred. 


To say that this shoe has met with a hearty reception wherever shown is to 
state facts mildly. The trade sees in this model, one to get real enthusiastic 
over. It is a fine piece of shoe craftsmanship. A great many men to whom no 
other style would appeal, will buy this one and pay liberally to get it. Note the 
sporty touch in the graceful apron? Just enough decoration here in the per- 
forations to snap the whole pattern up. Size up on this shoe today. Priced 


at only $6.20, man, it’s a buy. 
Send for Stock Style Catalogue ‘‘S’’ 


M. N. Arnold Shoe Company 


Stock Service Department 


North Abington, Mass. 
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Lazarus Fried & Sons, Inc. 


Established 1879 
““Snappy Styles at Popular Prices’’ 


118-120 Duane St., New York, N.Y. 


SPECIAL NOTICE---To Retailers of Shoes 


Our Styles are up to the minute and our Quality and Prices 
meet with the approval of the most discriminating buyers. 


The proof of this lies in the fact, that goods received from our 
factories daily are shipped to our customers practically the same 
day that we receive the goods. At present no more than 5 per cent. 
of the goods we receive, remain in our building over night. 








When you visit New York it will be to our mutual interest, if 
you call on us so that we may become acquainted with each other. 











477—Dark Tan Braided 
Bordo Veal 


No. 16 Bal. 
The Famous ‘Puls Eon 


7 Goodyear 
} Wingfoot 
| Heel 


Shoe for: en 


ELIABLE value is 

| sought now more than 
ever ,\by }Men whose limit 
for good shoes is 


$5.00 to $8.00 


Weber Union Made Shoes 
for Men are always con- 
sistent in the value they 
afford the customer. 


New York Office, H. Harris, W E B 2 R B R QO S S H O E er ). 


1328 Broadway, Marbridge Bldg. NORIH ADAMS, MASS 
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DISTINCTIV E—FLEXIBLE— 
DURABLE 
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Style No. 3027 











» 


PATENT LEATHER OXFORD—GOOD- 
YEAR WELT, SHORT WING TIP— 
WHITE STITCHING— 


MADE WITH LARKIDE SOLE AND 
TOP-LIFT. 








PRICE $3.60 
QUICK DELIVERY ASSURED 





BriGGs-HutcHisoNComPpany 


Makers of Women’s Goodyear Welt and 
Turn-Type Footwear 


SALES ROOM FACTORY 
10 High Street A and Athens St. 
Boston, Mass. Boston 27, Mass. 
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RECENT INTERPRETATIONS 
of 


Style Shoes for Stout Women 


In Stock 





B 271—Black Satin, French bound, 
14-8 leather Baby Louis heel, 202 
last, light weight Goodyear welt, 
imitation turn edge. 


Price, $5.50 
Widths A to EEE, Sizes 21% to 11 


In Stock 





B 264—Patent leather perforated 
one strap, Wingfoot Cuban heel, 
202 last. Goodyear welt. 


Price, $4.75 
Widths A to EEE, Sizes 2% to 11 


If it is WRONG 
to fit a slim foot one-half size SHORT 


Is it RIGHT 


to fit a stout foot a size and one-half too LONG 


The retailer advertising correct fitting service can- 
not extend the service promised unless in position 
to fit feet of ALL types. 


STYLISH STOUT OUTSIZES meet the requir- 
ments of wide, fleshy feet; A TYPE WHICH IS 
OFTEN OVERLOOKED. 


The line embraces “outsize” adaptations of prac- 
tically everything desirable in “standard measures.” 
They fit properly, are pleasingly styled and we 
stock them in the styles, widths and sizes your 
customers require. 


A Catalogue of samples will be sent upon 
request 


al ROCHESTER, N. Y. 


Chicago Office: 


506 Security Building 
189 W. Madison Street 











ee ee TTT 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 





Oc 














_ 
© 
F 








Se TTT TTT TEE TE TET TETEETERE EEE | 








October 7, 1922 


BOOT AND SHOE RECORDER 











“CARLISLE. - 


A WORD SYNONYMOUS 
WITH SERVICE 


Sixty years of honest shoemaking, unbroken by labor 
dispute. One object attained during every year in 
the history of our remarkable business is the manu- 
facture of Women’s High Grade Welted Shoes for 
respectable merchants who like to deal with a depend- 
able organization and have established pleasant con- 
nections with us. 


The great service rendered by Carlisle is due primarily 
to three things: Satisfied operatives, an admirable 
system of factory government by the workers them- 
selves, freedom from labor disputes of all kinds. 


Thus, the Carlisle plant, one of the oldest in the United 
States, meets the expectations of merchant customers. 


OFFICERS DIRECTORS 
Abram Bosler, President. Abram Bosler 
Robinson Bosler, Vice-President. Robinson Bosler 
T. Grove Tritt, Sec. and Treas. M. J. Irving. 
O. H. Starner, General Manager. T. Grove Tritt 


O. H. Starner. 


BRANCH OFFICES 
NEW YORK CHICAGO BOSTON 
Marbridge Building Lees Building 10 High Street 
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No. 68—Garrison Shoe 
of Re-tanned Chrome 
Leather. Heavy weight 
Full Double Sc Sole, 
Counter-pocket 
Stay, 
Back, So 
Bellows Tongue, Mun- 
son Last. 

IN-STOCK: D-E-EE, 
5 to ll 


Price 


side 
and 


In Quality and Pri 
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The HERMAN Line is varied 
enough to meet every style 
and service requirement. The 
prices are low enough to meet 
present demands for 100 per 
cent value. The genuine 
HERMAN QUALITY is 
“there,” to make business 
profitable forevery HERMAN 
dealer. 

A stock of HERMAN’S Shoes 
is an investment which brings 
immediate returns. The de- 
mand is SOLID—SUBSTAN- 
TIAL—ENDURING, like 
the quality of the shoes them- 
selves. 

















Out- 


M Seamless 
t Toe, Half 


$3.75 





ORDER YOURS TODAY 
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HERMAN 'S™ 


SHOES 
“Sell Themselves” 


No. 58—Brown Glazed Kid 

Blucher. Whole Quarter Pat- 

tern. Felt Lined Tongue, Heavy 

Single Sole, Wingfoot Rubber Heel. 
unson Last. 


IN STOCK: C, 5 to 11: D and 


E, 5 to 12. 
$5.15 


Price 


No. 75—Gun Metal od Blucher. 
Felt iieed Tongue, Heavy Single 
Oak Wingfoot Rubber Heel. 


at. Lest. 


IN STOCK: C-D-E, 5 to 11. 


Price 


No. 65—Regulation U. S. Army 
Model. Munson Last, Best Qual- 
ity Monarch Leather, Army Tan 
as Soft Toe, Circular Bellows 


Ee ge Oak Tanned Over. weight 
Sole, Steel Slugged Heel. 


IN STOCK: AA, 7 to 12; A-B-C- 
D, 5 to 12; E-EE, 5 5 to 13 


Price 


$4.25 


October 7, 19.22 
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KEWPIE [WINS 


REG. VU. S. PAT. OFF. 


Are Good School Shoes 
and 


CARRIED IN STOCK 


Genuine Flint Stone Flexible Oak Outer 
Soles, Leather Inner Soles, Sole Leather 
Box Toes and Counters, Heel Shoes with 


Rubber Lifts. 





18324 Mahogany Calf % Fox 614 Inch Boot 
Size 12-2, Width A to D, Price. .... . . $3.35 
Size 8144-11%, Width A to D, Price. . .$3.10 
14324 Nut Brown Calf 3% Fox 6% Inch Boot— 
Size 12-2, Width A to D, Price. .... .. . $3.35 
Size 814-114, Width A to D, Price. . . $3.10 
17324 Black Calf 34 Fox 6% Inch Boot— 
Size 12-2, Width A to D, Price....... $3.35 
Size 84-11%, Width A to D, Price. . . $3.10 
15324 Patent Calf Top % Fox 64%Inch Boot— 


Size 12-2, Width A to D, Price. ...... $3.50 
Size 8144-114, Width A to D, Price... $3.25 


All Misses’ Sizes Heel 
All Child’s Sizes Spring Heel 


Ask for Catalogue 


THE JUVENILE SHOE CORPORATION 


CARTHAGE. MISSOURI 


Manufacturers 
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IN STOCK NOW 


£ 


600—Black Kid Oxford... 
605—Brown Kid Oxford. . 
610—Black Kid 2 Strap........ 
615—Brown Kid 2 Strap....... 


peat 
Rass 





650—Black Kid Full Ankle Boot. $4.75 

660—Brown Kid Full Ankle Boot 5.50 

665—Black Kid Fat Ankle Boot 5.00 
Sizes 2144-12, C-EEE 


NOTE~Te sizes . 4 & 9 add 25c; 9 


,& 10 add 50c; 
10% & 11 add 75c; 11% & , 


2 add $1.00 


All Goodyear Welts. Every Number equipped with “Craw- 


ford” arch supporting shank and “O’Sullivan” Rubber Heels. 


Don’t dread the fitting of your wide- 
foot trade. Put yourselves in a posi- 
tion where you will welcome it as the 
easiest and most lucrative department 
of your business. 


Send for a few pairs—ON APPROVAL. 


Anderson-Owens Shoe Co. 
LYNN, MASS. 


3 
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“Faithful to the Last” 


2177—Campus—*5.10 


Brown Boarded Calf. Pinked Tip. 
Harness Stitching. Flange Rubber 
Heel. In Stock Now. Ato D. 





Nunn-Bush & Weldon Shoe Co. 


MILWAUKEE, WISCONSIN 


C. S. STEARNS SHOE Co., Boston, Mass., New England Distributors 
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“Faithful to the Last” 


1117—Campus—> 4.85 


Black Eric Calf. Flange Rubber 
Heel. In Stock Now. ‘A to D. 





Nunn-Bush & Weldon Shoe Co. 


MILWAUKEE, WISCONSIN 


C. S. STEARNS SHOE i>. Boston, Mass., New England Diseributors 
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THREE HITS 
OF THE 


FALL SEASON 


Timed to the 
minute in style. 
Real sales build- 
ers. Getthem 
on your shelves 
while demand is 
going strong. 


The Allen, Goller organization, 
housed in a modern plant and 
working with modernequipment, 
is qualified to give you footwear 
of value. No effort is spared to 
produce shoes of rapid turnover 
possibilities. We would be pleased 
to serve you with these new 
numbers. 














ALLEN, GOLLER SHOE Co. ih 
i 


60 K STREET, SOUTH BOSTON, MASS. | 
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In Stock 


Arch Preservers, while embracing liberal 
features of luxurious comfort and perfect 
fit, mark the good taste of the wearer by 
their dominant style points. 

Carefully picked leathers, skill in lasting, 
uniformity of finish all tend to hasten the 
choice of the man who demands a goodly 
proportion of smartness with ease. 

A number of Arch Preserver styles are 
carried in stock. Among them you will 
readily find a last for every type of 
mzesculine customer. 


E. T. WRIGHT & CO., Inc. 


ROCKLAND, MASS. 


Stock No. 145—Black Kid 
Blucher. Vanderbilt Last 


Widths AAA to EE 
Price $7.90 








In the Arch Preserver, business men 
find genuine comfort, strong support, and 
above all a lustrous, genteel appearance. 








Stock No.170—Black Board- 
ed Calf Oxford. Yale Last. 
Heavy Single Sole. Widths 
AA to D. 

Price, $7.15 


Same shoe in Tony Brown 
Calf {Stock No. 180. Heavy 
single sole. 

Price, $7.25 
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RESTO 
for 


Parlor, Bedroom and Bath 


Ready 
Steady 
Sellers 


Profit tn Every Pair - 


Resto Slippers are such a 
novel and pleasing develop- 
ment of household footwear. 
that we want every retailer to 
have a sample—confident that 
their selling 

value will be 

quickly seen 





No. 1920—Men's Black 
1921— “ 
Sizes 6 to || 








Soft Leather Kid finish 
Elk Sole, Padded Bottom 
Lined Throughout 





No. 1820—Women’'s Black....... . .$1.00 
1821— ee 
1822— - OS Pees 

Sizes 3 to 8 








Send for Sample Today 


L. F. KUNSTMAN SHOE CO. 


45 SO. WELLS STREET CHICAGO, ILL. 


© 0 oo ao Bo 0 os Bo 2 > fe So eS 


E+ e- 


AND SHOE RECORDER 


0 0 Ba 0 0 So ao eo fe of of» fe fe fo ef 

















INFANTS AND CHILDREN’S 
FOOTWEAR 


Soft Soles, Moccasins and 
First Step Turns 


—S 
— 


All White Kid, Soft Sole, 
Agate Button and Tassel. 
Can also be had in Black, 
Tan, Gray or Red. Sizes 


White Moccasin with ‘naa i... $7.50 


White, pink or blue Rib- 
ikn and French Knot 
Trimmings. 

$9.00 a Dozen Pairs 


No. B 123 

All White Kid Button, Milo 
Button and ‘Tassel, Flexible 
Hand Turn. 1 to 5—Half 
Sizes. Price........$1.05 
No.B 130—Same in Cham- 
pasne Kid. 

‘o. B 132—Same in Light 
Brown Kid. 
B 139—Same in Black 


No. B 161 
Gun Meial Button, Dall 
Mat Top, Plain Tip, Flexi- 
ble Turn Soles. 3 to 5, 
Spring Heels........ $1.30 No. 
5% to 8, Spring Heels $1.35 Kid. 


J -J - Mac MASTER 
ROCHESTER ,N-Y. 
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Manufacturers will readily 
accept your specifications 
of this heel. 

A complete line ‘of sizes 
and colors for men's, 
women's and children’s 
shoes. 
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A Tempered and Blended Rubber Heel 


Firestone-Apsley 


RUBBER. COMPANY 
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Hudson, Mass. 
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BEACON (\;; | 








THERE ARE NO BETTER 


SHOES 


FOR FIT—FOR STYLE—FOR WEAR 
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SNAPPY FALL BOOTS 


* There's a chill in the air these days that reminds us that Fall is here. It means that 
big demand for snappy boots for the Foot Ball games etc. and Beacons offer in style and 
-7 comfort-satisfaction just what the men—old and young—are seeking. 


F The six styles described here are only a part of the long line of Fall boots carried in 
stock for quick shipment. 


Sel 


Mites. 


Have you made sure your supply 


“| 


HU 


of sizes are right. 





No. B131—Ace 


Wine Scotch Grein Bal. Full Double Sole with Rawhide. 
Midget Eyelets. Goodyear Win rs 


No. [B102—Ace 


any 


Black Scotch Grain Bal. Full Double Sole with Rawhide. 
Nickel Eyelets. Goodyear ,Wingfoot Rubber Heel. C, 6 to 
11D, 5 toll. Price... seneuwn ES 6toll. Cand D,Stoll. Pr 





- F. M. HOYT SHOE CO., Manchester, N. H. 


STOCK DEPARTMENTS LOCATED AT 
Manchester 


18 South Wells St. i ———- ral 
Chicago, Ill. : : of New Hampehire 


en 
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BEACON Le 


THERE ARE NO BETTER 


SHOES 


FOR FIT—FOR STYLE—FOR WEAR 
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POPULAR PRICES 


There’s still a strong trace of the economy idea that has prevailed for the last two 
years. The mass of shoe buyers that make up the volume business are still looking for 
the popular-priced lines. If you are prepared to sell them Beacons they'll be surprised 
then enthusiastic over the values they receive. J 


TLS 


Send for catalog of stock styles, or better still, let 
us send you a trial dozen of assorted sizes. 





No. B258—Swag 


Morocco Calf Bal—Goodyear Wingfoot 
Rubber Heel. A, 6to 10. and C, 6to 11. 
D, 5 to ll. Price 

No. B201—Same in Gun Metal. Price $4. 20 
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No. B5002—Apex 


Morocco Russia Blucher. Goodyear Wingfoot Rubber Heel. 
D and E, 5 to 12. Pri $3.60 


ULL 
Or 





ill 


F. M. HOYT SHOE CO., Manchester, N. H. 


STOCK DEPARTMENTS LOCATED AT 


il 


T 
wit d 


18 South Wells St. 


2 ee 
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Hagerstown Shoe & Legging Co., Inc. 











































































; . nan HAGERSTOWN, MARYLAND, U. S. A. 
~ a | 
McKAY BOOTS os 
INCLUDING RUBBER HEELS S 
5-8 84-11 11%-2 24-8 
410-—Giun Metal Polish, High Cut 
edge $1.30 $1.55 . 
100-——(Gaun Metal Polish, High Cut ; 
Rubber Heel : 1.55 1.80 REG US PAT. OFFICE 
1400-—-Giun Metal Polish, High Cut STITCHDOWN 
English Toe, Rubber Heel 1.80 2.15 BOOTS | 
#12—Patent Polish, High Cut : : 
Wedge . 1.85 1.80 Byron Process Soles | 
102—Patent Polish, High Cut, : - 5-8 814-11 11%-2 
Rubber Heel ‘ 1.80 2.10 320 —Tan Lotus Button. ..... . $1.35 $1.60 
1402 —Patent Polish, High Cut, 320H—Tan Lotus Button, Heel sees $1.90 
English Toe, Rubber Heel 2.10 2.60 385 —Smoke Button ............. - 1.38 1.60 | 
$14-—Mahogany Polish, High Cut 385H—Smoke Button, Heel 1.90 | 
Wedge 1.35 1.60 330 —Cherry’ Lotus 1.35 1.60 
et Polis 5 : 3: —Cherry Lotus Button. . ‘ .35 
either Blast h, = ng 1. 1.85 330H—Cherry, Lotus, Button, Heel 
1404-—Mahogany Polish. High Cut, 302 —Patent Button 
os se > Rubber Heel 1.85 2.20 302H—Patent Button, Heel 
ac *olish, High Cut 
\ ox = a ecient 150 1.75 300 —Black Kid Button | 
406—Black hid 300H—Black Kid Button, Heel | 
Rubber 2.49 301 —Gun Metal Button 
1406—Black Kid 301H—Gun Metal Button, Heel 
k-nglish 2.40 <. _ | 
418—Nut Brown 235 Tan Lotus Blacher 
Nedge 235H—Tan Lotus Blucher. Heel | 
108—Nut Brown 245 —Black Calf Blucher 
_ Rubber 2.40 245H—Black Calf Blucher, Heel 
“— - 2. 40 285 Smoke Blucher 
704—M; we w ” 285H—Smoke Blucher, Heel | 
‘ ahog. a + | 
1704— Mahog. Wa 2.10 265 —Mahogany Elk Blucher sawn | 
265H— Mahogany Elk Blucher, Heel. 
237 Tan Lotus Polish.......... 1.35 1.60 
237H—Tan Lotus Polish, Heel..... . . 1.90 
217 —Cherry Lotus Polish sevce BD 1.60 
217H— Cherry Lotus Polish, Heel. .. . . 1.90 
207 —Black Kid Polish ie 1.60 
207H—Black Kid Polish, Heel........ 1.90 
, . - 247 Gun Metal Polish bai <« Bae 1.60 
797—Black Kid Fox Button, peo . a : z 
Single Sole, Wedge $1.35 247H—Gun Metal Polish, Heel ee 1.90 
796—Black Kid Fox Polish, Sin 287 - ‘Smoke Polish . 1.38 1.60 
gle Sole, Wedge. . sco eae 287H—Smoke Polish. Heel 3 1.90 



























Sell Russell’s™ - 
IKE WALTON 


Staunch and Serviceable as a Heavy Sporting Boot 
Flexible as a Moccasin 











Chocolate, chrome-tanned waterproofed leather. its unique 
construction provides four layers of leather between the foot 
and ground—more protection than the ordinary street shoe. 
Its light weight appeals to the outdoor man. 

The Russell quality speaks for itself. So does Russell shoe- 
making. 






















The Scout Moccasin 


Made of Chocolate elkskin, with soles of flexible, sturdy Maple 
Pac. Natural shape affords every freedom to the foot. 


The ideal of comfort and service in moccasin footwear for dry 
season wear, and a sensible “‘pal’’ for the growing lad. Weles for Bandess’ Pebee and 


Catalog 










W. C. Russell Moccasin Ce. 


Berlin, Wis. 
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A 
JUDGE IT BY ITS USERS 


the head - pr, eee 5 
largest glazed kid producers said - 


UT ten small cuttings of as 

many different kinds of Ha- 
vana Brown Kid before me and 
I'll pick out the New Castle every 
time. 


“There is an indefinable some- 
thing? in the New Castle HA- 
VANA BROWN color that dis- 


tinguishes it from every other.” 


New Castle Leather 
Company 
New York 


NEW Cig} LE KID 


49>; 
HAVANA (re 
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EITHER 
NUMBER 


“The Broadcast” 


P. & V. 104 Tan Calf—No. 489 


143 Last; Heavy Sole; Yellow 
Rope Stitch on Welt; Flange Heel; 
Harness Stitch; Gable Edge and 
Heel; Goodyear Rubber Heels; B, 
C, D; 6 to 10; also in Boarded 
Black Calf—No. 499 (with tan 
edge sole and heel.) 


Also Black Scotch Grain No. 598 ~~ A NOW IN STOCK 


Sorry We Had to Say No 


| Begone se as though every good store in the country 
wanted some of our stock styles. Back orders piled up. 
Late comers had to wait. But we're ready again—Again 
with new one. 

Conservatism is in the discard. New features alone are 
given full play. Good shoes at fair prices fill the value bill. 


ORDER THE “PEP LINE* EARLY—NOW 


AMERICA’S GREATEST SUCCESS FOR FAST SELLING WITH PROFITS 





SALESMEN NOW OUT WITH 1923 STYLES 


Diamond HhoEC- 


196 Church Street New York 


BRANCH OFFICES 


.....Home Bank Bldg. 244 Old Arcade Bidg. 
502 Temple Theatre Bidg. Trost’ Bldg 
- . .708 Security Bldg. PITTSBURGH 503, Lyceum Bldg. 


Two Factories: Brockton, Mass. 





BALTIMORE 
DETROIT. . 
CHICAGO 


CE 


Be AS RE SAO ME SBS 
| t ‘ | i {} i | i ' 
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eAn Easy Sale 


When your shoe customer has reached 

his buying decision and the stiff, new 

shoes are still on his feet, the mere 
mention of Comfy Slippers 
will usually make a sale. 


A natural result of the gen- 
eral acceptance that Comfy 
advertising has created. 





[xX Ex Er Er Er Er Ee Es Er Ee Es Ee EX EE es es ET =A 


“Tue Laid out a Lounging ‘Robe 
and a Pair of (omfys for You” 





iy many well managed homes the luxury of 
Comfys has become so thoroughly estab- 
lished that they even keep a pair or two ready 
for the occasional guest. Certainly no atten- 
tion the hostess could extend could at once 
bring the visitor to a realization of a real 
home atmosphere. 


There’s a touch of distinction about Genuine 
Daniel Green Comfys that the ordinary house 
slipper can never have. Not only does their 
snug warmth and perfect fit bring rest and 
luxurious comfort to the feet, but their trim, 
custom-built lines and harmonious designs 
relieve the mind of any anxiety as to one’s 
appearance. 


Men are stout upholders of the Comfy idea 
because of the quiet, dignified styles and colors 
they have to choose from, and every woman 
knows what an almost bewildering selection 


she has to choose from in dainty colors and 
charming fabrics in Genuine Daniel Green 
slippers. To look well appointed from top to 
toe, even in her negligee, is a point of sincere 
pride with the well dressed woman. 


Of course, you would expect Genuine Daniel 
Green Comfys to cost slightly more. They 
look so much better in the beginning, wear so 
much longer, and keep their shape so perfectly 
all the way through that their greater value is 
far more than the slight extra cost. 


To protect you against inferior substitutes 
sometimes offered as Comfys, we have placed 
in every shoe our trade-mark shown above. Be 
sure it is in the felt slippers you buy. Daniel 
Green Felt Shoe Company, Dolgeville, N.Y., 
New York Office: 116 East 13th Street. 


Daniel Green 


Comfy 
Slippers 








Dan 


Co 


iGreen} goo 
fe 
y' 


f 
ans tent or 


For -Men, 
Women and 
(Children. 





Daniel Green Felt Shoe Company 


Chicago Sales Office 
1107 Security Bldg. 


New York Sales Rooms 


116 East 13th Street 


General Offices 
Dolgeville. N. Y. 
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The Answer is— 


LL this talk you hear about the new Lawrence 
Colors in Boarded Duro Calf is directly due to 
the fact that absolutely no pigment is used in 


producing them. 


Shoe experts have long realized 
that aniline dyed calf skins with- 
out any pigment. finish are the 
safest to use. 


The difficulty has been to get 
such leathers that would also have 
a high degree of uniformity. 


For pigment finish is not per- 
manent as the customer soon 
discovers. 


Our laboratories have worked 
many months in quest of the 
right formula. 


Their final success is now reacting 
all through the trade in a call for 
LAWRENCE (non pigment) 
CALFSKINS that is keeping us 


oversold. 


You should see for yourself why 
the trade is agog over our non 
pigment calfskins. 


A. C. Lawrence Leather Company 
161 South St., Boston, Mass. 


NEW YORK PHILADELPHIA 


ROCHESTER 


CINCINNATI 


CHICAGO 
MILWAUKEE 


ST. LOUIS 
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They’re Aniline Dyed i 





53 RUSKIN RED 
55 TENU-TAN 
| 73 TEAZEL TAN 
759 BENGAL BROWN 


82 BAYWOOD BROWN 
61 BLACK 
DURO CALF 
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THE “REGENT” 


A new exclusive design reflecting the vogue for tongue 
effects, adjustable buckles and graceful Spanish type heels 




















The style illustrated is salin. I! 
is also produced in all leathers. 


We could offer no more representative example 
of highest grade footwear for women, and correct 
style creation to which we confine our product 


SILVA & COMPANY 


208 WILLOUGHBY ST. BROOKLYN, N. Y. 


Buy It From The Navy 


On MONDAY, OCTOBER 16th 


UNUSED NAVY CLOTHING 


Consisting of 


443,000 UNDERSHIRTS, Heavy 19,000 PEA JACKETS 
Sizes, 36, 38, 40, 42, and 44 Sizes, 42 and 44 


230,000 NAVY MIDDIES 187,000 JERSEYS 
Sizes, 37, 42, 44, 46, and 48 Sizes, 36, 38, 40, 42, and 44 
90,000 Pr. GLOVES 364,000 Pr. DRAWERS, Heavy 
Woolen, regulars Sizes, 32, 34, 36, 38, and 40 


56,300 Pr. SHOES, High Sizes, 9'|,, 10, 10'],, and 11 


Quantities are approximate and subject to revision. 
The bulk of these materials are stored in Brooklyn, N. Y.; Hampton Roads (Norfolk,) Va.; and the 
remainder in Boston, Mass.; Philadelphia, Pa.; Puget Sound, Wash., and Mare Island, Calif. 
Write or wire for descriptive catalog No. 142-B, giving detailed locations of these materials and 
terms of sale to any of the following, who will also arrange for inspection: 
SUPPLY OFFICERS AT NAVY YARDS 
Boston, Mass. Philadelphia, Pa. Puget Sound, Wash. 
Norfoik, Va. New York, N. Y. Mare Island, Calif. 
Naval Training Station, Great Lakes, Iil. 
Board of Survey, Appraisal and Sale, Naval Supply Depot, South Brooklyn, N. Y. 
Bids on this sale must be in the form given in the above Catalog No. 142-B. Bids should be plainly 
marked and addressed to the undersigned, where they will be publicly opened at 2:00 P.M., Monday, 


October 16, 1922. 
U. S. NAVY CENTRAL SALES OFFICE, Navy Yard, Wesineten, D. C. 


"Sho fleck end Eien Wanties UN Giatadiete geld cantinting Ge oulibaiion te.nudite t eiestnanatn 
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What’s Behind It ? 


“THE people like to know who stands behind a product. The answer, in 
most cases, will indicate the quality of the merchandise. 

One of the reasons why the. Armstrong Cork Company has enjoyed the 
confidence of its thousands of customers during the past 62 years is simply 
because it has never once stepped aside from its policy of maintaining the 
highest quality in every product it manufactures. 

The new Armstrong Circle A Heels set a new standard for heels. They are 
unusual in design, in durability and in resilience. They have been made 
expressly for retailers who pride themselves with specifying only top-notch 
quality materials in their shoes. 

Though introduced but a few weeks ago these Circle A quality heels have 
been recognized to the extent that many retailers are already asking that they 
be put on their spring shoes. 


A sample pair of these heels will be sent to you if you will specify the size _ 


and color desired. 
Armstrong Cork Company, Shoe Products Division, Lancaster, Pa. 


This symbol has been 
the trade mark of the 
Armstrong Cork 
Company since 1860 
makers of quality 
merchandise, suchas 
Armstrong's Linole- 
um, Armstrong's 
Insulation Products 
Armstrong's Cork 
Specialties and Arm- 
strong Circle A rub- 
ber heels. 


Armstron 
Gre® Heel 


The Beot and Shee Recorder will appreciate your mentioning the publication in replies to advertisements. 
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~ Rueping’s 
Rue-Suede Calf 


enjoys redoubled popularity through the new 
trend in dress fashions for winter. 


Whit | | 
Black The rich [velvety nap of Rue-Suede is most 


Light Gray happily in harmony with the newly established 


_ Mole modes and colors in dress materials. 
Mouse 


Taupe Its surpassing mellowness of feel at once 


Dark Gra ' : 
rans Gray commands it to shoe buyers who appreciate 


Otter quality. 


Bamboo . : 
Snaffed Brown It is offered in a variety of desirable colors, 


Nigger Brown including all the popular shades of brown. 
Tobacco Brown 


Nude Write = swatches. 
Salmon 
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Fred Rueping Leather 
Company 


FOND DU LAC, WISCONSIN 
Established 1854 





“RAR AA DS BRANCHES: 
Boston Cincinnati Milwaukee St. Louis 


FRED RUEPING LEATHERCO. New Yerk Chicago San Francisco § Montreal 
FOND DU LAC, WIS, U.S.A. Northampton, England 
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The Patricia 


An attractive Colonial Tondte 
Pump | madein Patent Colt 


— Beige Buck tongue 





and vamp collar inlaid with 
Patent Gott Awelt drawn 


over our No.103 lastan 


c a covered ‘te, 
Sootek Lande inal. 





Made on order at present 
hat will he in stock about 
Oct. 20%. 

ey Price *5.75 net 30 days, 


d 


yy 
349 ORE- ATAFER’ 
ws > ‘HOF “MFG *CO: 
BROCKDORT. N-Y.U.ZA. 


NEW YORK OFRCE 545-547-549 MARBRIDGE BLDG, BWAY AT 342ST. 
JACK EJESTER,MOR. 

















er me LO-Titus 


— 
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“Fit where others fail” 
weeds 


REG. US PAT OFF. TGP CO 


SHOES 
In-Stock, At-Once Delivery 


from Factory and Branches 


Order from Nearest Shipping Point 
BOSTON—NEW YORK—CHICAGO 


_——<— 


Style 600 Price $4.30 


PATENT ROMA 2-STRAP PUMP 
PERFORATED VAMP, QTR. 
AND STRAP 


13/8 Rubber Top Heel 


Welt Sole Exmore Toe 


AA-D 


The Same in 
Style 2270 Price $4.30 
ALL BLACK KID ROMA 2-STRAP 
At-Once Delivery 


For Bigger Fish” 


Says Babson: 


ALL and winter activity is under way, 
with everything pointing to bigger busi- 
ness. BUYING POWER IS STEAD- 

ILY INCREASING. Business authorities 
advise you to PREPARE. 


YOUR shate of the betterment will be bigger 
with the trade-drawing power of QUEEN 
QUALITY shoes. To link this name with 
your own is to benefit by the double endorse- 
ment of merchandise already established in 
woman's favor. 


The QUEEN QUALITY Agency Franchise 
carries the greatest Factory and In-Stock 
Service and the most effective Advertising 
Co-operation in the women's shoe field. It 
brings to you the broadest range of styles in 
every type of shoe now in demand. It enables 
you to CONCENTRATE on clean, well- 
balanced stocks of profitable merchandise, 
with all the advantages of QUEEN QUALITY 
Style, Fit and exceptional Value. 


THOMAS G. PLANT COMPANY, BOSTON 20, MASS. 


Branches: 


NEW YORK: 125 Duane Street CHICAGO: 207 W. Munroe Street 
IK €: €: © €-€ € C-C- CCC KE CC £€ Co X XP. >: > ->->-'F 2X -2->->:F:F > --F->-3-> X-| 
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Shoes of Artistic Perfection 





| Naterapadiidiaiaiate strictly the trend of 

style we are able at all times to incor- 
porate into Eyre Shoes the little niceties 
that please feminine buyers. Our pat- 
terns and leathers embody newness. 
Our method of execution means many 
satisfactory sales for you. 











Absolute style with real comfort. That is 
the Pediclinic Shoe. Orthopedically correct 


The PEDI iuinic yet so stylish that the average woman must 


have a pair the moment she. sees them. 


EYRE 


SHOES OF 
ARTISTIC PERFECTION 


“Fred A. Eyre & Co.Jnc. 


Brooklyn , New York 











The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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‘“‘Admitting that all red leathers are 
more or less alike, there is something 
just a little different about yours that 
is being recognized by manufacturers 
and retailers that helps to sell the 
shoes made from your TONY RED. 
Thank goodness for that difference.’’ 











A noted shoe merchant said this to us just the 
other day. We consider it one of the finest tributes 
to TONY RED CALF we have ever received. 


Judging from the unflagging call for TONY RED. 


there must be very many others who feel the same. 


Whatis true of TONY RED applies 
to the Whole TONY Family. 


i RED Reg. U.S. Pat. Off. TAN Y 


BROWN BLACK 


CREESE and COOK COMPANY 


SALESROOMS Meg SN TANNERIES 
195 SOUTH STREET, BOSTON MS NON DANVERSPORT, MASS. 
P. A. HENRY & CO. WOLFENSTEIN & SHANAHAN 


706 Broadway, Cincinnati, O. 39 SPRUCE STREET 
Leather Trades Bidg., St. Louis, Mo. BS70N tA NEW YORK 


ed ee LL MMMM MMMM em Mn Mem te TTT 
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PATENT LEATHER 
AND 
BEIGE BUCK 
MOCK TURN 


PATENT LEATHER 
AND 
OTTER BUCK 
MOCK TURN 








7 HE appeal of our styles 


creates the desire to possess. 


Whether it be the latest novelty 
or the accepted staple, it’s in our 
line. 


Women's Welts and McKays 


DONN D. SARGENT CoO. 
SALEM, MASSACHUSETTS otitis 


FACTORIES 
407 BRIDGE STREET 195 ESSEX STREET 
Iwo Factories 


Capacity 5500 Pairs Daily 


WW WATAT AIAN: 
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Goodwill Shoes 


REGISTERED TRACE MARK 


For Hard Service and Long Wear 


IN STOCK 


Ready for 
Immediate 
Shipment 


No. 930—Boys’. You hs’, and Little Men's No. 1041 is a Boys’ Youths’ Little Men's 
Goodyear Welt, Black Box Chrome, Lined, Chocolate Elk Hi-Cut. Two Full Leather 


Single Leather Sole... $2.25, $2.10, $1.85 Soles, at. . .. .$2.60. $2.40, $2.20 


NO PRICE ADVANCES YET 


Because of our large stocks manufactured for the 
Fall trade, we are able temporarily to maintain 
our prices. 





Every number in stock complete in all 
sizes for an immediate shipment. 


All stocks have full vamps, solid leather 
soles, solid leather or rubber heels, grain 
insoles. 











Terms :5% for cash 
within 10 days or 
net 30 days. 


Send} for 
Circulars and 


No. -_ Men's Tan Army Retan, Munson Last, Good- Samples. 
year Welt Chrome Undersole, at $3.25 No. 2032—Men’s Brown Elk Goodyear Welt. Munson 
Last, Chrome Underso!e, Rubber Heel, at $3.00 


ARTHUR WILLIAMS SHOE CO. 


HOLLISTON, MASS. 
Sales Offices and Stock Rooms: 15 High Street, Boston, Mass 
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i HIKING BOOTS~eOXFORDS|, 
YEAR ROUND. WEAR 


Every College and High School Girl 


will need a pair 


For Hiking 
For Riding 
For Skating 


For all round 
Sport Wear 


31504—Mahogany Eric Grain 16302—Mahogany Napa Elk, 
Calf, Soft Toe Oxford, Gusset Moccasin Toe Oxford, Gusset 
Tongue, 214 to 8, A to D, $3.75 Tongue, 244 to 8, A to D, $4.00 


16500 (Style as 31104)—Made Mahogany Napa Elk, 
Soft Cap Toc, Gusset Tongue Oxford. Sizes 2 to 8, 
A to D, $3.75. 


16300 (Style as 16302)—Made Mahogany Napa Elk, 
Soft Regular Cap Toe, Gusset Tongue Oxford. Sizes 
2% to8, A to D, $3.75. 


10 Styles IN STOCK 


HE JUVENILE SHOE CORPORATION 


~ 
CARTHAGE. MISSOURI 


“‘The Best Dressed Girls Wear Them” 
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Patent 
Theo Tie 


The above illustration 

shows one of our latest 

styles. It will prove an 

important factor in your 

season’s sales. We cannot 

too strongly advise its pur- 
- chase without delay. 


“Witherell 


TURNS 
Haverhill 


grade one constuction 


are values that will gain 
steady business for you at 
most favorable prices. An 
order will prove the satis- 
faction with which our 
turns can be sold. 


E. A. & M. C. Witherell Co. 


Factory: Boston Office: 
Haverhill, Mass. Rice Bldg., Room 406 














GEORGE RULE 





Pacific Coast Representative 
San Francisco, Calif. 


“ 
The Root and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Here is the New Goodyear 
~Wingtfoot Wedge Heel 


for infants’ and children’s shoes 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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It is an absolutely new rubber heel 


There has been a need for it sin¢e infants’ and 
children’s shoes first were made—and from 
20,000,000 to 30,000,000 pairs of shoes for these 


little folk are made every year now. 


This new heel is specifically designed and con- 
structed for its particular purpose. 


It has the same qualities as the famous Goodyear 
Wingfoot Heels for grown-up people’s shoes. 


It wears. It cushions. It seats trimly. It is light. 
It is good looking. 


Of course, its special advantages will appeal to every 
father and mother. Here is a heel that stops the 
destructive scuffing of finishes and furniture by 
active, growing feet. Here is a heel that stills the 
clatter of restless travel through halls and rooms, 
upstairs and downstairs, the livelong day. Here 
is a heel that absorbs the shocks and jars that 
weary little bodies at play on concrete walks and 
f___ wooden floors. 








Be sure toask your manufacturers’ representatives to 
show you samples of infants’ and children’s shoes 
made with this newest Goodyear Wingfoot Heel. 


You will be asked for shoes with this heel. You 
will sell them as soon as you show them. Remem- 
ber, the new Goodyear Wingfoot Wedge Heel for 
Infants’ and Children’s Shoes. 


By the way, these heels, like all Good- 
year Wingfoot Heels, make a splendid 
shoe-bottom combination with Nedlin 
Soles--durable, waterproof, comfortable 


WINGFOOT 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. _ 
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Turns that Typify High-Grade Shoemaking. They'll 
Retail Rapidly at Good Profits. Shipments from Stock. 
Order To-day. Make-Ready for Quick Turnovers 


No. 157 


READY NOW 
No. 154- -Patent Irene Cross Strap 
Bambo “Nubuck” straps and collar. 
15-8 Louis Heel. A, 3-8; B, 244-8; 
eS errr 


READY NOW 
No. 155—Black Satin Cleo One Strap. 
No cut out. Beaded Vamp and Strap. 
15-8 Louis Heel. A, 3-8; B, 244-8; C, 
SOG-D,. Fei cceid ccicveesess ee 


READY NOW 
No. 156—(See cut 154) Irene Cross 
Strap. Black Satin Vamp. Black 
Brocade Quarter Straps, Collar and 
Heel. 15-8 Louis Heel. A, 3-8; B, 
214-8; C, 24%-8. Price........$5.10 


READY OCT. 10 
No. 157—Patent Chrome Milo Gore 
Front, Colonial. 16-8 Spanish Louis 
Heel. A, 3-8; i ~ 
Price...... ere 


No. 158—Black Satin Milo Colonial. 
Black Suede Tongue. Widths A, 3-8; 
B, 214-8; C, 2144-8. Price. .. ..$5.50 
READY NOV. 1 

No. 159—Brown Satin Vamp Milo 
Colonial. Brown Brocaded Quarter 
and Heel. Brown Kid Tongue, Bro- 
caded Inlay. Widths A, 3-8; B, 214-8; No. 159 
C,2%-8. Price.. a "$3.75 sai 
WESTERN STOCK DEPARTMENT 


Carries in stock for at-once delivery No. 155, ready 
now. Numbers 154, 156, 157, 158, ready October 10. 
Number 159, ready November 1. 


W. J. CULLY, 316 Paxton Block, Omaha, Neb. 


HOPKINS & ELLIS 


HAVERHILL, MASS. 


“EVERY SHOE A 
BUSINESS BUILDER’ 


The Boot and Shoe Recorder will appreciate your mentioning the publication in réplies to advertisements. 
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LE™D 


C.H.ALDEN CQ 


Us .& 


ONCENTRATION of our efforts has 
enabled us to offer that which the 
times and the trade require. 


—best quality of Stock with our Standard of Workman- 
ship, at prices lower than could have been accomplished 
in any other way. 


° ° ° ° ° 


We are also able to give quick deliveries on certain lines. 
But this is not in any way an in-stock proposition. 





Lot No. 250 


Men’s Black Viking Oxford 
824 Brogue Last 
Straight Tip, Pinked 


Sizes: A 7/11 C 6/11 
B 6/11 D 6/11 


The above is one of the styles 
that can be delivered promptly 














FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH STREET 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements, 
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You must have seen our 


BOARDED SIDES 


Cherry Black 
Chestnut Brown 


in sample lines of shoes that have been shown you. 





mee vt a 





As soon as your trial order comes in, we should appreciate your 
‘telling us what you think of our new leather. 


C. D. Kepner Leather Co. 


139 South St., Boston, Mass. 
212 W. Lake St., Chicago, Ill. 


Gr Ceding Hotels— j a OF BF TO N “a 


Has Stood the Test of Years 


Used with our wet process, it pro- 
duces a perfect innersole, as it is 
easily formed in, and hugs the lip, 
producing strength where strength is 
most needed. 


| The Trade Prefers} | 
“Clifton” Gem Duck} | 
when once tried 


y “Clifton” shoe covering paper and 
y shoe covering cloths, also “Clifton” i 
backing and plumping cloth gin @ | 





| 
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FIFTH AVENUE @ ff, 
Fraeo Srerry CENTRAL PARK 


QQ New Yorn 4 satisfactory results. 
MY 


—_ | CLIFTON MFG. CO. | 


Eowaarpo C.Foce 


MANAG ING OIRECTORS 


badge Lm Say A oy gh BROOKSIDE AVENUE, JAMAICA PLAIN 


Ht, We shall be pleased to send illustrated booklet on request. § BOSTON 30, MASS. 
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Mother of American Shoemaking 
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Knows Lynn's Artisant 
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a Dy Their Geations | 


Si hang of a skirt—the set of a sleeve 
—a new shade-—a variation of fashion, 
how the eyes and intelligence of the Wom- 
an We All Know register style and crafts- 
manship! She judges by instinct— she 
buys through common sense. 


This Woman has never seen the skilled 
shoe craftsmen of Lynn at work in their 
modern, sun-swept factories— but she 
knows their work the moment it catches 
her eye. The niceties of Lynn shoe making 
—the desirability of Lynn styles—the 
economies of Lynn-made prices, these three 
win the quick patronage of the level-headed 
Woman We All Know. 


Main Street is thronged these Fall days 
with thrifty-minded women of discrimina- 
tion — each mentally alert for fine shoes at 
a fair price. The merchant carrying Lynn- 
made footwear will eventually get this 
business. 


Are you that merchant? 


See list of representative Lynn 
manufacturers on the following page 
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Representative Lynn Manufacturers 


See preceding pages 





BARTLETT, SOMERS CO. 
Women’s Goodyear Welts 


BENDER SHOE CO. 
Women’s Welts and McKays 


BURDETT SHOE CoO. 
Welts and Turns for Little Folks 


COTTER SHOE CO. 


Women’s Welts Featuring the Formative Shoe 


A. M. CREIGHTON 
Women’s Welts and McKays 


CUSHING SHOE CO. 
Stylish Welts Exclusively 


A. FISHER & SON 
Comfort Shoes and Slippers 


GREGORY & READ CO. 
Women’s Fine McKay Shoes | 


HARNEY, TRACY, CREHAN CO. 
Novelty Welt Walking Shoes 


HENNESSEY, MAXWELL & HENNESSEY SHOE CO. 


Women’s Goodyear Welt Shoes 


HOAG & WALDEN, INC. 
Women’s Goodyear Welts 


V. K. & A. H. JONES & THOMAS CO, 
Practical Welt Shoes for Stylish Women 


T. J. KIELY & CO. 
Ladies’, Misses’ and Children’s Welt Shoes 


LIPPITT-ALFOND SHOE CO. 
Women’s Novelty Flexible McKays and Welts 


MaAcLAUGHLIN-CONWAY SHOE CO. 


Women’s Novelty Footwear 


McNICHOL & TAYLOR, INC. 
Makers of ‘‘Style All the While’’ Lasts 


J. I. MELANSON & BRO. 
Children’s Shoes 


MITCHELL-CAUNT CO. 
Women’s McKay Footwear—Staples and Novelties 


RIALTO SHOE CO. 
Welts—A Style Line—McKays 


WATSON SHOE CO. 


Women’s Fine Novelty Welts and Preventor Shoes 
WILLIAMS, CLARK & CO. 


La France Shoe for Women 
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4%, 
Stock No. 775 X—Best Black Satin Cross 7 U R N ) 
Strap Behrl, Highest Grade Brocaded Strap, 
Band and Collar on Quarter, 17-8 Louis Heel, 
AA-C. October 10th delivery from Boston 
and Newburyport. [Code — “Midnight.” 


35 Last, Quarter Toe. Widths AA-C. October 
20th delivery from beset and Kansas City. 
_ Turns are the shoes others Price $6.40 


Code—“Seasonal "’............. Price $5.70 


Stock No. 776 X—Same as above only 44 
Last, Nickle Toe, November Ist onveg 5 rom 
Boston, New York and een ode— 

“Temptation.”. . ‘ Price $5.70 





Stock No. 768 X—Patent Leather Puritan, 
14-8 Louis Heel, 40 Last, Dime Toe. Widths 


try to imitate. The turn | 
process is superior to all | 


others in producing combined 





DAINTINESS | 
Stock No. 785 X—Brown Calf Hope, Brown | 
Calf Vamp, Quarter and Heel, Otter Brown | WE AR m : ; 
Ye  ~ 7 = Lng ore Fag Am ag Seok Sy a pata Fsten, 168 
anc tite 6 ee! aus Hee S| ime loe idths 
Last Dime Toe. “Widths AA r i Messmer Nov.1st delivery from San Francisco, Chicago, 
Ist ee from Newburyport, Code— | Denver, Kansas City and Newburyport. Code 
“Auburn.”.... ‘ Price 36.00 | nF EE 6:64 Ke ctracceneetene Price $5.80 











NATHAN DODGE SHOE COMPANY 
Newburyport, Mass. 











IN STOCK DEPARTMENT 


Boston, Mass.—179 Lincoln St., 416 | 

| Albany Bldg. 

| New York, N. Y.—108-110 Duane St. 

| San Francisco, Calif.—770 Mission St., 

Keil Bldg. | 
Kansas City, Mo.—Ninth and Main Sts., | 

| 215 Sheidley Bldg. } 

| Chicago, I11.—19 So. Wells St., 310 Lee | 

} Bldg. 

| ——— = mery, Ala.—105 Bibb St., Cotton 

ange Bldg. 

| Denver, Colo.—Corner Arapahoe and 15th 

Sts., Room 414-415, Mercantile Bldg. 


| Newburyport, Mass. 





Stock No. 762 X—Patent Leather Vamp 





OTHER OFFICES = Fox, a Ooze Quarter Purtian, Patent 
: ; | Philadelphia, Pa.—929 Chestnut St. | 37 Last, lel Ne 158 Louie Hest, 
_——_ Ke. ay — a fone | Toronto, Canada—115 Browning Ave. | Coiveey foam Montgomery, Denver, Newbury- 
Strap shri, Highest Grade ack Satin t : . —*"Bmile.” : 
Brocaded Straps, Band and Heel, 17-8 Louis Seattle, Wash.—2716 Warren Ave. ve — a ec 
Heel, 45 Last, Nickel Toe. Widths AA-C | Pittsburgh, Pa.—Hotel Henry | foot No. eo 7. Sah Brow Ooze 
Nov Ist delivery from Denver -~ San Fran- | Detroit, Mich.—Billinghurst Hotel } Jalf Inserts, t, ickle Toe. Nov. Ist 
cisco. Code—‘Blinky.”........ Price $5.70 Springfield, Ohio—Bancroft Hotel delivery from New York. ea 


Vamp with Highest grade Black Satin Brocaded ‘ 
Quarter, Straps and Heel, November 10th Inserts, 45 Last, Nickle Toe. November 10th 
delivery from San Francisco. Code—‘Bumble .” delivery from San Francisco. Code—‘‘Sleepy."’ 


Price $5.70 
HHOUNQOOODOUUUANOOOON0000O00UCTOONNNGNON0GUQQUUOUUNONNOOONSNGQGQOOUUUOONOOOGGOOOOOUOOOONOOSO0NGGG0UUUOOOONOGO0800000000000OONOOSGGOOUUUUONNOOOOOOOOUOOOOOOOOOGOOUUOUONI 


Stock No. 772 X—Seme in Patent Leather | Indianapolis, Ind.—424 Saks Bldg. Stock No. 765 X—Same with Gray Ooze Calf 





Price $6.50 
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BACK STAGE 


There is an atmosphere of prosperity in the store, behind the bright 
lights of the display windows. The stage is set for careful buyers, who 
cannot be entertained with old merchandise. 


Back stage, where “surplus stocks” are hidden from the public eye, 
is told the story of success or failure of the shoe store. Success, if the 
stocks are current. Failure, if they contain styles that are out of date. 


Educator Shoes are always new merchandise, always worth full invest- 
ment value. The Educator market, whether on men’s, women’s, or 
children’s footwear, ts an all year around market. There is no gamb- 
ling on style. 


Educators are standard merchandise in design and quality. There is 
no need to buy heavily—you can buy complete stocks in small lots. 
Rice & Hutchins distributing branches are strategically located to give 
quickest service to retailers in all parts of the United States. In most 
cases we can guarantee over night size-in service from always com- 
plete stocks—on the floor. 


Educator co-operation will prevent a back stage tragedy in your 
store. 


RICE & HUTCHINS 


Incorporated 
BOSTON U. S.A. 





a 




















FDUCATOR 
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The Bankers Are Confident 


That a Real Basis of Better Business 
Is Established 


HEN 10,000 bankers get together, keep a 
watchful eye on both bunk and bank. To be 
safeguarded in its newspaper reports of the 

Convention there was organized the Public Relations 
Commission of the American Bankers’ Association. 
Hour after hour in regular releases, there was dis- 
tributed reading matter, copiously edited, with now 
and then a resolution to strike out “all that part of this 
report which refers to etc., etc.” 

It ought to be of great national importance in a 
business way to have the actual opinions of American 
bankers on business and business methods, but some of 
the committee reports indicate clearly that the bank 
convention was clearly, politically and otherwise, for 
the purpose of building fences for the bank fraternity. 
They object to “state regulation of the internal govern- 
ment of Savings Banks and to dictate how their assets 
shall be invested,’’ and clearly characterize Massa- 
chusetts laws as “mischievous” and “vicious” because 
there is legislation looking to the guarantee of savings 
bank deposits. The bankers have no great love for the 
Building and Loan Associations, and to top the whole 
convention, Mr. Lamont tells the world that we can’t 
afford to have our European loans repaid. It is just 
like saying that you, as a merchant, can’t afford to take 
money owed you, because you are so well off that if 
you had any more money it would injure you. 

The bankers are feeling more jubilant as each day 
goes by, for so many banks are in the shoe and leather 
business, rubber business and in every other business in 
the country, that they see at an early date, the pos- 
sibility for real cash and a return to “banking busi- 
ness.” They have had quite enough of materials and 
merchandising and want more “dollar juggling.” 

The banks have their place in the business develop- 
ment of the country, and the information to be drawn 


from the present convention in New York, is that their 
general expectation is of a banker’s harvest in the early 
months ahead. There is opportunity ahead for brisk 
business, but keep out of speculation in shoe stocks— 
there are, and always will be plenty of shoes for every 
store, everywhere—so keep a shrewd outlook ahead. 





The Democracy of Common 


Sense 
AUSTIC candor is directed at a zealous professor, 
cultivator of what he terms “aristocracy of the 
brain,” who tells the world that collegiate education 
should be reserved for men worthy of it. If he were not 
walking in the meditative pastures of a barren mind, he 
could see the truth that colleges today are little more 
than advanced high schools, and that every inquisitive 
person who “wants to know more”’ steps right through 
the college into the Graduate School of Business Ad- 
ministration, or to the highly specialized professional 
schools. 

Those who can’t afford either, will, perchance, get 
an earlier admittance into the “democracy of common 
sense,” where they strive to adapt themselves to busi- 
ness and social life. Laying emphasis upon the word 
DEMOCRACY, let the professor be answered, “In 
America no obstacles are to be placed in any of the 
pathways to a liberal education. Let us strive to keep 
them all clear for they all serve; even though many 
stumble and falter, let no barrier be put upon the 
ambitious, for if college facilities are too small, let’s 
build more colleges.” 

We endeavor in the Boot and Shoe Recorder to give, in 
clear, cold logic, the fundamentals of business so that 
the beginner at the fitting stool gets the right start; 
then, through all grades to that of master-merchant. 
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The Recorder’s “‘Daily Dozen” 


(WITH APOLOGIES TO WALTER CAMP) 


1. Smile and say,“‘Good Morning” to each employee. 


Hunt up the missing ones. 


2. Are your employees on time? Are you on time? 
Has punctuality been observed throughout the day— 


from store owner all along the line? 


3. Inspect your employees. Are they clean shaven? 
Are their shoes polished? Is their linen clean? Do not 


forget your manager or yourself in this “review.” 


4. Inspect your store interior. Is it neat and 


attractive in every way? Are all floor coverings 


and exposed flooring clean? Are settees and 


chairs clean? Are panels and all exposed wood- 
work clean? Are lighting fixtures clean and 
lamps O. K.? 
and flush? Are ledges clear of goods? Is bundle 


counter and repaired shoe section clean and neat? 


Is every carton properly labeled, 


Are shine stand and accessories clean and neat? 


Has she 
Is the 


Is all of your office 


5. Are your cashier’s records up to date? 
sufficient “‘change”’ to start the day’s work? 
desk clean and in perfect order? 


work up to date? This includes your correspondence? 


6. Look at your windows. Are they clean and well 
arranged? Would windows like yours appeal to you if 
you were in a strange town? Are your window bases 
clean? Is your other metal and woodwork clean? Are 
overhead and other signs clean? Is your window glass 


Are 


clean on both sides; including edges and corners? 


the sidewalk and store entrance clean? Are your win- 
dow cards appropriate and properly placed? Is your 


display the best of its kind in town? 


7. Get out on the floor, meet and greet customers, 
ascertain their wants and needs and approve sales. A 
good question is, “Are you being served?”” The more 
customers you can call by name, the better for your 


business. 


8. Have your Recorder at hand for immediate refer- 
ence. Send size-up orders. Be in a receptive mood 
toward any traveling salesman who has something new 


to offer. 


9. Write your ad for the papers. Make sure 
that all proofs are presented to you for your O. K. 


Make sure that the street address is plainly stated 


in yourad. Your store location may be very well 


known to old customers, but how about the new 
ones? Check up your publicity matter. Note the 
position in the paper you wanted against that you 
did not get. 


10. Publicity is the life of trade. Get all the favor- 
able publicity you can, through good service. 


ees 
11. Do not forget to make a mental note that a 
good store rule to follow in dealing with employees is 


Kindness. Make the boys and girls like you. You will 


then get true co-operation. 


* * * 


12. Say “Good Night.” Do not forget to smile. 
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attractive opening feature. At 2 P.M. professional 
living model draping by T. A. Denesha, Parisian expert, 
took place; after which the models promenaded. 


Typically Brocktonian 


The Style Show was a typically Brockton affair, as 
with but two exceptions, all models were Brockton 
young men and women, who with true civic pride, a 
spirit which is characteristic of Brockton people, 
desired to help promote the great work of the Brockton 
Agricultural Society, through whose good offices 
Brockton’s Fair and Brockton’s shoes have become 
internationally famous. 


The Runway’s High Lights 


The Brockton Style Show proved that the big shoe 
city can successfully build the artistic in women’s shoes, 
as well as in men’s and children’s. The principal fea- 
tures of the display were the number of Louis heels 
shown on women’s dress shoes; it was estimated that 
the proportion was 90 per cent, the trend being a little 
higher than last year. There was about 75 percent 
proportion of black shoes for evening wear. One straps 
were in prominence, also cut-outs; many buckles were 
shown, also Colonials. One of the “black beauties” was 
in suede, with full Louis heel and long oblong tongue, 
on which rested an oval cut steel buckle, which the 
manufacturer told the Recorder representative cost him 
$25.00 the pair. One of the unusual numbers in colors 


was a red and white kid sport shoe. There were only a _ 


few sport numbers shown in women’s costumes—the 
majority of the models being gowned for evening or 
party functions and naturally taking the full dress or 
semi-dress shoe models. The young women’s costumes 
carried the lower heels. 


Snappy Shoes Shown 


In the men’s styles, some snappy golf models were 
shown; a brand new feature in sport was a patent 
leather trimmed with white buck. Ninety per cent of 
the men’s shoes shown were in dark tan leathers—no 
light shades of tan shoes. 


Ninety Per Cent Louis Heels 


The women’s evening gowns reached the ankles and 
in some cases the panels touched the floor; there were 
only three sport costumes shown and these were 10 
inches from the floor. The afternoon gowns came in 
between the ankle lengths and the 10-inch lengths and 
shoe heels with these gowns averaged about 14-8 in 
height. 


One Hundred Footwear Types 


Over 100 types of footwear were presented. Shoes 
showed 297 different colors and finishes of leather. Lasts 
ranged from famous old custom last to smartest college 
last. Toes were narrow, medium, wide, pointed, round, 
square and even showed the duck bill type. 
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Patterns Were Legion 


Patterns were legion. They ranged from plain cus- 
tom effects to swagger shoes with square, shield or wing 
tip, square end vamps, saddles and hooked foxing. 
Perforations and pinking were in plenty. Brockton 
never showed such a bountiful variety of styles for men. 

Sizes ranged from No. 4 to No. 14 in length and in 
AAAAA to J in widths, regular run. That made 10 
lengths and 14 widths, all regular run on men’s shoes. 
No. 15 and No. 16 are made on special order. Brockton 
makes more sizes than any other city in the world. Get 
more shoes fitted right. 


Forty Models Walked Runway 


Forty models walked on the runway, to the tuneful 
music of the orchestra, and presented the newest 
Brockton fashions from head to toe. 

Brockton showed for leathers: black kid, calf, kan- 
garoo and plenty of patent leather, all in smooth 
finishes. Brown calf, kid and kid leathers in smooth 
Scotch Norwegian and boarded grains. White buck and 
white glazed calf in sport shoes. 

Sharkskins—both genuine shark leather from the 
shark of the sea, and calfskin, embossed in shark grain 
colors, were in the brown, gray and green tones. Some 
of the shark leather was snuffed to reduce the grain. 
Colored patent leather was in cherry red tone. 


In bottom stock, Brockton presents for fali: 


The heaviest and smartest bottoms yet! Markets 
have been scoured for heavy weight soles for winter 
footwear. Edges were fair stitched with white threads 
in regular and rope styles or in turn stitch styles. A 
few. shoes were stitched with fancy colored thread, 
green, gray, etc. 

A double deck welt presented a welt on one deck, and 
the edge of the sole extended about 1-8 of an inch be- 
yond the welt to make the lower deck. The soles were 
stitched around the edge. Also reversed welts are 
shown. 

Colored fibre sole and top lifts were in bright colors, 
a feature in bottom stocks. Colors of the sole were blue, 
red, purple, canary and green. Also there was a “mar- 
bleized”’ sole, or a sole colored like a piece of marble in 
the soda counter. These soles were colored all through. 
The edge showed the color as well as the bottom. The 
edge was smooth finish. 

Rajah soles were shown, too. They are of crepe 
rubber. Some are 3-4 of an inch thick. Gable edges 
were a feature of leather sole shoes, the surface cut on a 
slight bevel. Round edges were seen. 


Custom Shoemaking ‘‘Earmarks”’ 


A straight crimp down the front of the vamp is a 
mark of old time custom shoemaking, still to be seen in 
Brockton shoes with plain tipless toes. Cordwainers of 
a generation ago made shoes that way. The shoes were 

(Continued on page 78) 
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Women Backing New Health Shoe 


Fifteen National Organizations Band Together to Take Up Work Where 
It Was Left Off by Y. W.C. A. 


NEW “health” shoe for women is making its 
A appearance on the market. The development of 
the new shoe is an outgrowth or a continuation 

of the work along this line begun some time ago by the 
Bureau of Social Education of the National Board of 
the Young Women’s Christian Association. It is being 
sponsored by the Women’s Foundation for Health, a 
co-operative body of fifteen leading women’s national 
organizations, formed for the specific purpose of corre- 
lating the health activities of these organizations in a 
program emphasizing the positive phase of health. 

The Foundation, which has taken over the work of 
the health shoe development, dropped by the Y. W. 
C. A. last January, aims to produce a shoe that will 
meet the needs of the majority of women. It realizes, 
according to its officers, that the health shoe business is 
in more or less of an uncertain stage, with a wide 
variety of health shoes on the market, each sponsored 
by some manufacturer, and in some cases by individual 
organizations or physicians. - 

In sketching the development of health shoes up to 
the present, the Foundation says: 


“For several years the shoe world has been aware of. 


an increasing demand from women for shoes made 
along health lines. In answer, health shoes,—good, bad 
and indifferent,—have marched into line from Maine to 
California. Low heels and broad toes made up the so- 
called sensible shoe of the vanguard. Women who 
heeded the advice of those-supposed-to-know what 
high heels and pointed toes did to perfectly good feet 
walked out in the ‘sensible shoe.” Some found comfort, 
some agony, and the din increased. In the meantime 
the Bureau of Social Education of the National Board 
of the Y. W. C. A., in working out one of the soundest 
health programs ever prepared for the physical better- 
ment of women and girls began as part of that pro- 
gram an educational campaign for normal feet and shoes 
to fit them. Later, in order that their campaign might 
bring permanent results, they placed their stamp of 
approval on the shoes which stood up to their require- 
ments. This step in the health shoe story had just- 
begun to turn the confused clamor into an intelligent 
avenue of communication between customer and re- 
tailer, between retailer and manufacturer, when the 
increasing difficulties of this responsibility compelled 
the Bureau in January, 1922, to give up its work of 
approving shoes.” 


Four Lasts Selected 


In its shoe program, the Foundation is stressing the 
relation of feet to health and has based its new plan 


upon the experience of the National Board of the 
Y. W. C. A. The Foundation has selected four lasts 
upon which to build shoes for women and girls. The 
shoe will be known as the “Trail Blazer,” and this 
name, together with the name of the retail merchant 
will be the only mark to appear upon the shoes. An 
extensive advertising and publicity campaign is being 
planned to bring the name of the shoe and its attributes 
strongly before the women of the nation, not only 
those in the organizations represented in the Founda- 
tion, but to those outside. 

Rigid specifications for the shoe have been adopted 
and contracts drawn which will insure the adherence 
to those specifications. The major points in the 
specifications are: 


Specifications of New Shoe 


I. Adapted to the different type of feet and 
(a) Conform to the outline of the normal 
feet. 
(6) Allow room for the toes. 
(c) Are made with a low heel providing a 
firm base from toe to heel. 
(d) Are made with a flexible shank. 
II. Manufactured 
(a) Of the better grade materials through- 
out. 
(b) Under best working conditions. 
(c) Under contracts providing lowest 
wholesale prices yielding normal profit. 
(d) In latest styles on correct lasts. 


Now Being Placed on the Market 


These shoes are now being placed on the market as a 
distinct part of a broad, sane health program,—a pro- 
gram which promises to blaze a new trail of achieve- 
ment, not only in the shoe world, but in the whole 
world of mental and physical health. 

The Women’s Foundation for Health originated 
about three years ago in the concluding days of the 
International Conference of Medical Women,—a con- 
ference sponsored by the National Board of the 
Y. W. C. A. and financed by a portion of their budget 
from the War Work Council. 


“Better Feet—Better Shoes—Better Health” 


The Foundation has found in an examination of 
several thousand women who considered themselves 
well that only about ten out of every hundred were 
really in Class A; that only about ten were really ill 
and needing a physician, or in Class C. In between 

(Continued on page 78) 
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; Men, 
a 
Recorder Men's Style 
al American Fall Fashions for Men. From Mitchell Publishing Co., N.Y. Series No. III 
It has been predicted that the business serv- 
ing men with appare | will in the next six months 





a enjoy a trade fully 40 per cent greater than 
during the past year. 


If this increased volume is scheduled for 
clothes, hats, neckties and gloves, where do you 
stand in footwear? Type by type we are —— 

* in this series the smart x be. of the future— 
: every detail is studied as to workmanship and 
design—real progressive style making. 


This series of advanced 
t. types of footwear for well 
dressed men, carries on a 
spirited education in values 
and workmanship infor- 
mative to the trade. 
; This week we show a 
a new style by N. B. Thayer 
)- & Co., East Rochester, 
N. H. It hits a real 
keynote of smartness. It 
le is a gun metal oxford, 
capped toe, perforated, 
having two double rows 


d wide space stitchings on 
toe cap, vamp and eyelet 
e rows. Note the seven 


™ eyelets. Particular style 

. value is to be seen in the 

¢ full Scotch extension, in- 

t side and out. Made 
natural welt. 

The last has a smart 
medium custom wide toe, 
full of character. 
Trimmed square outside 

f shank to heel, and a deep 
inside shank curvature, 
giving a snug arch fitting 

e effect. The shoe carries a 

1 full width bottom tread, 
made 8-8 rubber heel. 
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Brockton Style Show a Brilliant Affair 
(Continued from page 75) 

for gentlemen. Brockton keeps and improves the stand- 

ards of shoes for gentlemen. 

Fancy stitching of uppers make the style of many 
Brockton shoes. Machines that stitch three, four, five 
and even six rows of thread at one and the same time 
are used in Brockton shops. 

Also stitched seams are fitted to patterns by the 
fineness of a hundredth of an inch. Machines that 
perforate and stitch in a single operation are also used 
in Brockton shops. 


A. C. Lawrence Dead 


Boston—Arthur C. Lawrence, dean of New Eng- 
land Leather men, and head of the A. C. Lawrence 
Leather Company, died Thursday, October 5, at 
his home, 54 Beacon Street, in his 74th year. 

He had long been associated with the leather 
business, having been a director in the Ashland 
Leather Company, the National Leather Com- 
pany, vice-president of the latter company, and 
of the New England Shoe and Leather Association 
treasurer, general manager, and director of the 
Winchester Tannery Company, and treasurer and 
director of the A. C. Lawrence Leather Company. 

The funeral service will be held at the Emman- 
uel Church, Newbury Street, Monday, October 9, 
at 2P. M. 


Women Backing New Health Shoe 


(Continued from page 76) 

these two extremes were 80 per cent, making Class 
B, who had checks against their health,—checks 
ranging from three to many in number, and from slight 
to serious in nature. What was to be done about this 
situation? For the three years since its organization 
the Foundation has been absorbed in determining on 
a program to meet it, in strengthening their co-opera- 
tive body, and in preparing a series of six pamphlets 
known as the Positive Health Series, which is to be used 
as a text book for the interpretation of the program. 
That program is based on the individual’s responsibility 
for health, and advocates a health examination as the 
first step in assuming that responsibility. Then follow 
the questions of correct daily habits and exercise, ade- 
quate diet, recreation and work suited to individual 
need, and the relation of mental health to physical 
efficiency. Among the campaigns listed to further all 
of this health education is one headed “Better Feet 
—Better Shoes—Better Health.” 











National Finders Honored 


Boston—On Tuesday afternoon, October 10, there 
will be planted on Boston Common the tree which 
Mayor Curley promised at the July Convention in 
honor of the President of the National Leather and 
Shoe Finders’ Associaiion. President Albert J. Ehlers, 


October 7, 1922 


with Secretary George Knapp, Frank W. Whitcher, 
Major Charles T. Cahill, and other officials of the 
association will be present. In the evening at 6 o'clock, 
there will be a banquet tendered to President Ehlers at 
the Copley Plaza Hotel. 





Nettleton Cuts Price While Endicott- 
Johnson Increases 


Boston, Oct. 5—Word has been received here of two 
significant price changes in well-known footwear lines. 
The A. E. Nettleton Company of Syracuse, N. Y., has 
announced a flat reduction of 25 cents a pair on all 
styles, while the Endicott-Johnson Corporation, ac- 
cording to a formal statement issued under date of 
October 1, “has repriced its shoes and spring lines will 
show advances of about 15 cents a pair over a year ago 
and over prices prevailing four or five months ago.” 
The statement continues as follows: 

““Advances of 10 to 15 cents a pair are being asked on 
new orders for ‘at once’ delivery. Salesmen will go out 
for spring orders in about ten days. 

“Endicott-Johnson plants continue to run full, and a 
good deal of business is being taken for immediate 
delivery. Officials declare the new prices on shoes are 
below replacement cost of hides. The company has a 
large supply of hides bought at low prices, and it tans 
practically all its own leather. But if the hide markets 
hold at present levels it is conceded that sooner or 
later some further advance will have to be made in shoe 
prices.” 

The stiffening of hide prices is also apparent to 
Henry W. Cook, president of the A. E. Nettleton Com- 
pany, who prefaces his statement by saying that ‘“‘with 
the leather market very firm and higher prices already 
effective in almost all leathers, and manufacturers 
going out with advanced prices, you will no doubt feel 
that this is a very unusual position for us to take.” 

“In explanation of what at this time appears to be 
going contrary to trade tendencies and activities,” he 
continued, “we can only say that the volume of busi- 
ness which we have enjoyed we hope to increase to a 
sufficient extent to reduce the cost of overhead and un- 
productive labor so that while at the start, this reduc- 
tion in price comes entirely from profit, we will make up 
a part of it by the increased production. 

“Permit us to say that under no circumstances will we 
deviate from our long established policy of making the 
finest shoes it is possible to make, letting the price fall 
where it will.” 


Merchants to Meet October 18 





Boston—The Massachusetts Retail Shoe Merchants 
Association’s opening meeting of the season will be held 
at the City Club on Wednesday evening, October 18, 
instead of at Springfield, Mass., as originally an- 
nounced. There will be no special speakers on this 
occasion. The plan is to have an open forum or shop 
talk meeting. 
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Watch the Changes Taking 
Place in Your Community 


T is often said that the value of shoe store equip- 
ment cannot be measured in terms of dollars and 
cents. As part of your merchandising program 

this is probably true. But in the schedule of assets 
which is or should be carried on your books, they must 
be given a certain definite value, changing from year 
to year. 

This brings up the question of depreciation—and 
depreciation, in its turn, raises the question of how best 
to care for store fixtures so that they may give the best 
service over the longest period of time, and how often 
they should be replaced with entirely new fixtures. 

These are questions which cannot be answered with 
finality by anyone other than yourself. If the character 
of the community in which you do business undergoes 
no radical change in its tastes and in the expression of 
those tastes, then assuming that your original equip- 
ment was durably made, it should be necessary only to 
refresh it frequently with soap and water, oil or paint, 
as called for. 

There are communities, however, which change 
rapidly. A new civic building, architecturally entirely 
different, may set the pace—or a new church, or public 
library. People may become more critical of the old 
things and want a change. The merchant must be 
quick to sense this change and make his plans accord- 
ingly. Sometimes, an entire change of interior and 
window is advisable. Sometimes the addition of a few 
items will do the trick. 

The point to be borne in mind is that there are style 
changes in window and store trim, just as there are 
changes in styles of apparel. The successful merchant is 
he who keeps abreast of both. 
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Your Windows— 


Make them pay dividends during 
Dr. Scholl’s Demonstration Week 


A smashing window display is one of the most valuable business producers 
your store can have during Dr. Scholl’s Demonstration Week, Oct. 28—Nov. 4. 
Your windows are the clinching argument in our strong, 4-Point Selling 
Plan. They directly tie-up with our National Advertising, Newspaper Adver- 
tising and Illustrated Letters. 


We furnish Free, all charges prepaid, complete window display material 
with full instructions for using it to best possible advantage. It is so simple 
and inexpensive to put in a good display that you should take full advantage 
cf this exceptional opportunity. 


Thousands of requests for this elegant window trim material are pouring 
in from all classes of stores. If it pays these dealers—some whose window 
space is almost invaluable—then it will pay you. 


$5.00 Fountain Pen Free to Every Contestant 


For every window put in and photograph submitted, there will be awarded a 
Famous $5.00 “25 year” Parker Duofold Fountain Pen. You will be more 
than pleased with this valuable, practical prize. 


Write today for Window Display Material, Newspaper Electros, 3-Color 
Illustrated Letters, Booklets, Imprinted and other valuable helps. 


The Scholl Mfg. Co. 


Largest Manufacturers of Foot Specialties in the World 
Chicago New York Toronto 
213 W. Schiller Street 62 West 14th Street 112 Adelaide Street, E. 
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Cream and mahogany are the woodwork colors of this new Queen Quality store. 


The chairs, of the opera type, are upholstered in 


two-tone blue figured velvet 


A Colonial Store in a Colonial City 


Work of Famous Architect Furnishes Motif for New 
Queen Quality Store in Boston 


HE new Queen Quality Boot Shop, 158 Tremont 

Street, opposite the Boston Common, and in the 

center of Boston’s high-class shopping district, 
was opened September 18, 1922. 

The building is a survival of the historic Colonnade 
Row, a group of houses on Tremont Street extending 
from West to Mason Streets, designed in 1810 by 
Charles Bulfinch, famous architect of his time, for nine- 
teen of the wealthiest families of old Boston. 

As adapted for the Queen Quality Boot Shop, the 
original Colonial character of the building has been re- 
stored, even to the design of the windows and the color 
of the original brickwork which still constitutes the 
facade. Similarly, the design of the window back- 
grounds, and of the furniture and fixtures of the store 
interior, harmonizes with the Colonial character of the 
building. 

' The front of the store is of bronze, with the base of 


black and gold marble. The same marble is also used 
above the windows, carrying the name in bronze, and 
this is surmounted by a wrought-iron balustrade sug- 
gestive of the balustrade which was an architectural 
feature of the ancient Colonnade Row. The floor of the 
windows is of cream-colored marble, with paneled wood 
backgrounds of harmonizing color. 

The color scheme of the interior is cream and ma- 
hogany, with opera chairs upholstered in two-tone blue 
figured velvet, walnut showcases at the head of each 
aisle and in the hosiery sections, and taupe pile carpet 
over the entire floor. 

In the rear half of the store, as shown in the photo- 
graphs, is a balcony for reserve stock. Below this 
balcony in the extreme rear is the wrapping desk, with 
staircases to the storage basement and to the balcony 
where the office is located. 

The shelving, which is built into and flush with the 
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come Due Keasic “LeAMCO" SHOE ORNAMENT 
—— — 








In a-word here is the style of the moment in shoe orna- 


S] IDE! ments. At the suggestion of our customers we have ar- 
© 


$7.50 to $18.00 Complete with a Neat Display Case 


ranged five groups of twelve assorted designs ranging. from 


Assortment No. 2 
illustrated ...$10 


A complete line of 
Rhinestone, cut steel 
and beaded tongues, 
buckles and buttons. 


Write for our 1923 
style catalogue 


Abe Manheimer 


& Company 
St. Louis, Mo. 


October 7, 1929 











SHINES BRIGHTEST 


Make your own test if you 
wish. Results may sur- 
| prise you. Whittemore’s 
| not only shines brightest, 
| but the shine holds. Why 
| not sell the best? For the 
| last half century there has 
been but one Whittemore’s. 
| | It was made right at the 
| The leader in paste preparations | start. We have been mak- 
ppp gg ing it right ever since. It 
| mW Sy H | is guaranteed free from any- 
thing injurious to leather. 





leather shoes. he black goes 
for patent leather, too. 


J 





WHITTEMORE BROS. 
CAMBRIDGE, MASS. 


Ask your jobber salesman or write us for complete catolog 





hitfemore’s 


POWDER’ 
( LEANS 6 REC OL )R 


FOOTWEAR 
WHITTEMORE BE g 


Suededene is the preferred cleaner for all 
suede leather'shoes. Can be had for blacks 
or colors. Equally good for Buck and Nu- 
Buck leather shoes. Conveniently packed 
in sifter top cans. Our “Chic” liquid 
suede dressing has a great call also. 











In our fifty years 
of business we 
mever had a pre- 
paration for black 
shoes make such 
ahit. Thousands 
of gallons have 
been put up and 
sold in attrac- 
tive packages like 
this. Apply it, 
dry it, polish— 
that’s all. It’s 
quick and great 


for results. 
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walls, is divided into sections, carrying a single row of 
cartons on each shelf. There are no ledges or ladders, 
and every carton is within the salesman’s reach. 

Inset into the shelving at regular intervals are lighted 
niches with plate-glass fronts and shelves, for the dis- 


> 





The front of the store is bronze, with a base of black and gold 
marble 


play of footwear, hosiery, and accessories. Full-length 
mirrors, also set into the shelving at intervals, are an- 
other feature of the store interior. 


Walk-Over Store Dedicated 
in London 


A cablegram received September 30 at the executive 
building from Harold C. Keith, president-of the Geo. E. 
Keith Company, states that the new Walk-Over Shoe 
Store at 227 Oxford Street, London, England, was dedi- 
cated the previous night. The new shop is on the site 
of the first Walk-Over store in London which, started 
by Mr. Keith in January, 1900, had the distinction of 
being the first American shoe store in Europe. A suc- 
cessful store has been operated on this spot ever since. 
A bronze tablet to the memory of his father, Geo. E. 
Keith, was unveiled by President Keith. 

The dedication took place on the main floor of the 
new shop and besides President Keith and his assistant, 
Ernest W. Stedman, there were present the managers 
of all the Walk-Over stores throughout England, France 
and Belgium, special guests, friends and business con- 
nections of the company. 

The ceremony was very brief and simple and at its 
conclusion Mr. Keith gave a dinner to the guests and 
spoke to the managers on problems connected with sell- 
ing Walk-Over shoes in Europe. The moving pictures 
recently taken at the Walk-Over plant were shown. 
President Keith and Mr. Stedman are expected home 
about the middle of October. ; 

In his address at the dedication exercises, President 
Keith said, in part: 

“Unlike his fellows, he (George Eldon Keith) was not 
satisfied with selling his goods in his own country. He 
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conceived the idea that he could sell in foreign countries 
American trade-marked shoes in American shops with 
American methods of fitting and store service. He be- 
lieved he could make his trade-mark not only national, 
but international. With his usual energy and courage, 
he set about to make a start, by opening a shop in 
London. Twenty-three years ago next January, his 
manager, George H. Woodman, who had been a success- 
ful retailer of Walk-Over shoes in Lawrence, Mass., 
opened a shop on this spot in the heart of London’s 
business district. It was a courageous undertaking in 
an unknown field. 

“There were many unique features in this little shop. 
Shoe retailers in England at that time were doing busi- 
ness by very different methods. First of all, this shop 
sold goods at one price, 16-6. Moreover, shoes were 
carried in full runs of sizes and widths, customers’ feet 
were measured with size-sticks to assure proper fitting, 
the windows were trimmed with only a few shoes care- 
fully displayed. At that time, the price 16—6 was un- 
known in England, but this price as well as many of 
the selling methods of this little shop soon became 
almost universal throughout Great Britain. I do not 
believe many shoe merchants in this country recognize 
what an influence this shop had upon the develop- 





New Walk-Over Store in London, built on 
the site selected by the late George E. Keith 
for the first American Shoe Store inEurope 


ment of their trade. The success of this modest begin- 
ning developed into a chain of such shops throughout 
the British Isles as well as in France, and later in the 
principal countries of the world. George E. Keith’s 
vision at last became a reality.” 
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99 Special Merchandising 


66 Service Boosts Retailer’s 


Sales. Look Into It!!! 


Another step forward in “Dalco” service was made 
when we placed Rhinestone Ornaments in velvet-lined 
cases, so dealers could display them attractively. 





Our new line of Colonial Beaded Now we have gone one better by adding new sets of 
Tongues will dress up your one-strap 


slippers RHINESTONE COLONIAL BUCKLES 


arranged effectively in velvet-lined cases, for display. 
Let us make up an assortment for you. They'll sell in 
no time. 


NEW ILLUSTRATED LITERATURE 


applying to both of our newest propositions is being prepared 
and will soon be ready for distribution. Write us to send this 
matter to you when ready. It points the way to sales and profits. 


THE DALRYMPLE-PULSIFER CO. 


HAVERHILL, MASS. 
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Tongues—Plain or Beaded 


A 
SMART 
SEASONAL 
CREATION 





MADE FROM 
MATCH ANY LEATHER TO SELECTED KERSEY 


ATTACH TO ONE STRAPS 








This novel spat, with Astrakhan Collar feature, will 


_ . . boost sales this fall. Sell it with the low-cuts. 
Special—Ribbon Pom-Pom Tongues Women are attracted by the collar immediately. 


. There’s good workmanship, too—strong stitching, 
All Reasonably Priced sturdy buttons. Made in just the shade you want. 


Write For Samples We’ve got a sample pair ready to mail to you. Let 
us know you want it. 


Waverly Shoe Trimming Co. C. R. WHITTREDGE & CO. 
151 Vanderbilt Ave., Brooklyn, N. Y. 245 BURRILL STREET =§ SWAMPSCOTT, MASS. 

















The Beot and Shee Recorder will. appreciate your mentioning the publication im replies te advertisements. 








~ 
~ 


$9999999399393999399099393190999 93399 339939939399392 


¥ 


= 


et 





























Wins 





a) ty Ly ‘ 
4, Ps Pak omy nN 
o GWAR AY" 
‘ ‘i ng} A , " § 
J ) Ay HX . 
} ‘ / eA 
He Rar Wa ku 

P j ry na ) » es V7) 
yliVia hy ’ Py AVA , he 

hes y har Vay v2 YAP. PAW AL SEC 

i iy by bie? PAW SF 2 yy 
ay he i 4 If arye 47% oy aA 

4 ig J ATs ‘ Ces A he 
ve ee ' ; j f " eae eS | 

; + i ) / ; 

a oe i Pr F Wied re, | 
iy! ; ‘W 74 Bee Le 4 

wy ’ , r ; ? , ; j 
, 7 . J , ye 
iy % 


~ 


i 


a 
= 


thaliana 
i. . “ 


~ 


a 
oe 





= 
_—— 





Oe 


a) ii a i A, OR ee ee 








4 
¥, 


? 

¢ 
Ah 
7h 


A 


, 


j Pe) } vt ; F 
a a? m 
Yi ens 2. sa» 


; 
2 


a 


, 
hay? 


CVA Myo My") 
iy! fy 
WAAAY y 


<< 
ie 


os 











October 7, 1922 


BOOT AND SHOE RECORDER 





87 




















IN. eee 











*BOOT AND SHOE” 


- RECORDER 


mi Che Great National Shoe Uke 


ESTABLISHED APRIL I, 1862 


OOF 


| a ZA 


hly 
yaa C. p EES Uptiere 














Spence ae on Conditions—Not on Prices 


\ N THEN the United States Steel Corporation 

authorizes a 20 per cent increase in the wages 

of common laborers, the action can in no way 

way be construed as pure philanthropy. But it is a 

pretty good indication that there is a labor shortage 

and that an increase in pay was necessary in order to 

obtain an adequate supply. There is no labor union in 
United States Steel mills and there was no strike. 

This bears out a compilation recently prepared by 

the National Industrial Conference Board which shows 


that from August 15th to September 15th, in establish-. 


ments representing all lines of industry, when wage 
readjustments were made only four showed reductions 
while 119 showed increases. 

The old law of supply and demand is working in the 
labor market as it is in other markets. There is an 
increasing demand for commodities and a correspond- 
ing increase in the demand for labor to produce them. 
We have turned the corner. Business is better. Pay- 
rolls are increasing and purchases at retail are growing. 

A few days ago the manager of a big chain of retail 
shoe stores, in talking over general business conditions, 
said something like this: 

“Usually 1 give myself at least 25 per cent leeway an 
anticipated business based on past records. That is, 
my purchases are at least 25 per cent less than antici- 
pated sales over a given period. But I have just 
visisted our eastern stores (that is, stores in Pittsburgh, 
Cleveland and Detroit districts) and I took note of 
business in other lines in the territory I covered; I have 
studied the stock markets and am convinced that we 
are just entering one of the busiest and best seasons we 
have seen for sometime back. 

“T have spent my money for shoes; have bought up 
to within 10 per cent of anticipated sales because I am 
convinced that our actual sales will be far beyond our 
anticipations. I am buying against the period between 
now and January first and on some items beyond that 
time. 

“You know I am a bug on turnover—and we do get 
far beyond the average. By having wanted mer- 


chandise I expect to increase rather than decrease our 
rate of turnover.” 


as some old shoe men and many 


When it was suggested that he would probably save 
a little money by buying in the face of an advancing 
market, he said: 

“T am speculating on conditions, on sales, not on 
commodities or prices. It is not a question of prices or 
a question of a rising market but a question of meeting 
a demand for shoes that is sure to come as a result of 
increased and steady employment by men and women 
who want to work; the renewed dealing of security that 
is loosening the purse strings of the purchasing public.” 


Shoe Prices May Be Higher 


Hide prices have constantly but gradually advanced 
during the past year. There have been no wild flights 
such as occurred in 1919 but just a gradual upward 
movement month after month. 

Leather prices have recently followed the same trend. 
The advance has affected some leathers more than 
others and has been more marked on certain wanted 
grades and weights, but good leather, both sole and 
upper, is now higher than it has been for many months 
back. 

It is only natural that shoe prices should begin to 
show that reflection. Advances have not been great, 
probably will not be, but for the time being at least 
further slight advances may be expected. 

But even so, shoes are not a speculative commodity 
“green horns” can 
testify. Speculating on conditions is a different matter. 
The wisdom of such a move is dependent on general 
business conditions. 








Denmark Places Embargo on Shoes 


Washington, October 3—The importation of shoes 
and boots into Denmark has been prohibited by the 
Rikstag, the United States Department of Commerce 
has been advised by the American consul at Copen- 
hagen. The object of the embargo is to secure protection 
for the boot and shoe industry in that country which has 
suffered seriously from the importation of goods from 
countries with a depreciated exchange, the Department 
is advised. 
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How to Get the Most Profit 


In a Large Sense This Will Be the End Sought by Men Who Are Building 
Program for Next N.S. R. A. Convention 


mixture of two ingredients—Merchandise and 
Methods. 

A store may be stocked with the best possible mer- 
chandise but if buying methods, selling methods, 
financial methods, stock keeping methods, advertising 
methods and the other details of collecting and distri- 
buting are not in proper proportion the business will be 
a failure. Some businesses are on the ragged edge today 
because of faulty methods. 

On the other hand the methods of collecting and 
distributing might be good so far as they alone are 
concerned. but if the merchandise is wrong in quality, 
price or style the business is pretty sure to go to the bad. 


P sens BLE shoe retailing is a well balanced 


The “Why” of a Convention 


It is largely for the purpose of determining what is 
best in merchandise, what is proper in methods and 
how to combine thece two profitably, that trade associa- 
tions are formed and conventions are held. 

It is to solve these intricate and vexatious problems 
that manufacturers, merchants, traveling salesmen and 
retail salesmen come together—not to make money for 
the officers and directors of the association in their 
official capacities. There are no “individual promoters” 
who pocket a profit on the annual convention of the 
National Shoe Retailers’ Association. 

The men who profit are those who come with eyes 
and ears open; who carry a notebook and put into 
practice the thoughts, ideas and principles that are to 
be garnered from the exposition, the style show and the 
convention sessions. C. K. Chisholm, president of the 
N.S. R. A., puts it this way: 


Co-operalion— Not Competition 


“T used to think trade associations were desirable. 
Now I know they are necessary and essential. The day 
of single effort has passed. The world has passed by 
that mile post in its journey of progress. 

“The very foundations of modern sociological or 
trade intercourse are not competitive but co-operative; 
not envy but emulation; not rivalry but mutuality; not 
pessimism but optimism. 

“Happiness and prosperity in our business of retailing 
shoes lie in a closer relationship with the manufac- 
turers and the traveling men on the one side and the 
consumer on the other side—a more thorough under- 
standing by the individual members of one part of the 
industry of the problems, vexations and difficulties of 
the other.” 


What Kind of a Convention Would You Like to Have? 


The arrangements and proceedings of the annual 
conventions of the Naticnal Shoe Retailers’ Association 
are noi the plans and ideas of any one man but the 
result of the combined thinking of the many. 

“What are the big problems of our member mer- 
chants?” 

“How best can we arrive at the solution of these 
problems?” 

These are the questions the officers and members of 
the convention committee had in mind when the 
convention was planned. 


The Big Features—A Four Way Program 


The result was a grouping of problems under four 
general headings—Right Merchandise, Right Methods 
of Store Conduct, The Relationship Between Shoe 
Styles and Garment Styles, and Adequate Business 
Records. 

This meant an exposition of shoes, hosiery, findings 
and shoe store accessories, a series of convention 
sessions for talks and discussions of merchandising 
methods and confidential consultation of business 
experts of the Harvard Bureau of Business Research. 

It is generally recognized that retail merchan- 
dising can be profitable only when the merchant 
has the right merchandise, at the right price, at 
the right time. 

One of the hardest problems of the average merchant 
is to get the right merchandise, the style, the quality, 
the workmanship that his trade is looking for. 


Truly National in Scope 


This, the greatest of all shoe expositions, will afford 
an opportunity that cannot be found elsewhere to 
compare quality and workmanship, price against price. 
Several of the larger shoe centers hold expositions that 
are creditable and instructive but these are necessarily 
more or less local in their scope, while the N.S. R. A. 
exposition is national in its scope. Every section of the 
country will be represented, every grade of shoes, shoes 
for every purpose and to meet the needs of every person, 
regardless of age or occupation. 

Manufacturers are working overtime to have for your 
inspection the right shoes in the right styles on the 
right lasts, and by comparison at the exposition you 
will know where to buy them at the right price. 


A Chance to Learn the Style Trend 


Every manufacturer prides himself on having some- 
thing different ; something superior in style to the other 
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The Peacock Shoe Salon recently opened in Peacock, Ore., is considered to be one of the finest shoe stores on the Pacific Coast. The store is 
located at 287 Alder Street. The interior decorations are carried out in peacock designs, including the wall decorations. The fitting chairs 
are of wicker with velour chusions and this scheme is carried out as well in the fitting stools. Lighting firtures with shades of peacock 
designs complete one of the most handsomely appointed shoe stores in Portland. Boyd-Welsh shoes are featured by the store.. 








fellow, but there is always each season a certain pretty- 
well defined style trend. 

If you see a certain style in one line, though it may 
appeal to you, still you may be in doubt about it being 
good, but if you see practically the same thing with 
only slight variations in several lines it is a pretty safe 
buy. That’s the advantage of studying style at an 
exhibition. 

Under today’s conditions, buying is not a semi- 
annual occasion; it is almost a daily occurence. It is 
not the intention to convey the idea that buying should 
be put off until the convention; in fact, both the officers 
and the headquarters of the N. S. R. A. are advising 
merchants to keep up constant buying. Keep stocks 
replenished but constantly turning over. 

The merchants who are pursuing this method are the 
ones who will be in position to profit most by the exposi- 
tion part of the N. S. R. A. Annual Convention to be 
held at the Coliseum, Chicago, January 8, 9, 10 and 
Il, 1923. 


Plant Addition Planned by Edwin Clapp 


East Weymouth, Mass., October 3—Edwin Clapp & 
Son, Inc., of East Weymouth, have just awarded the 
contract, to the C. A. Batson Company of Brockton, 
for a new addition to their plant, work upon which is to 
be begun immediately. 

This is intended not only to provide increased manu- 
facturing facilities, but also to provide for a new cen- 
\ralized stock room, lunch room, rest room, first-aid 
room, etc. It is planned to have it ready for occupancy 
by the first of the year. 





Boot and Shoe Club’s Dinner Oct. 11 


The Boston Boot and Shoe Club, New England’s 
famous social-business organization of the shoe and 
leather trades, will inaugurate its thirty-fifth year at 
the Copley-Plaza Hotel, on Wednesday evening, 
October 11, with the first of its monthly dinners of the 
season. 

The dinner will take place at six o’clock, and will be 
preceded by the usual informal reception in the lobby, 
at which the members will greet John A. Gardner, the 
Club’s newly-elected president, and the guests of the 
evening. 

Round-Table Discussion 

The dinner committee has planned an innovation in 
the form of a series of round-table discussions of current 
trade topics, in addition to the usual address of the 
evening. The subjects to be informally discussed will 
include advertising, the style forecast for women’s foot- 
wear, shoe factory cost-accounting, conditions and 
prospects in the upper leather industry, the sole leather 
situation, export outlook for boots and shoes, the credit 
situation, and merchandising of men’s shoes. 

The chief guest and speaker will be Professor 5. 
Ralph Harlow, of the International College at Smyrna, 
Asia Minor, and he will make a timely address on the 
serious international situation in the Near East. 

Professor Harlow, who is well-known in the Massa- 
chusetts shoe and leather industry, was in Smyrna as 
recently as August 12, and has a thorough knowledge of 
the political and religious complications that have 
focussed the attention of the world on Turkey. 

The evening’s program also will include some special 
musical features. 
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CHICAGO 


Good Retail Business Being Done 


And the Encouraging Feature Is That Price Quibbling Is No 
Longer a Part of Every Sale 


HE last week in September has kept 

cash registers ringing pretty steadily 
in Chicago retail stores, both those in the 
downtown Loop district and those in the 
various outlying trading districts. As one 
prominent merchant on the South Side 
expressed it: 

“There is always an undercurrent in 
business that is not clearly apparent on 
the surface. For the last 12 or 18 months 
that undercurrent has been running on the 
opposite side of the stream. People were 
looking carefully to their expenditures. 
They did not feel themselves on safe 
ground and were spending only what was 
absolutely necessary. If a man had a job 
he was not sure how long it would last, 
nor was he sure of his rate of pay. The 
tendency toward lower wage scales had 
him worried and he kept his purse-strings 
pretty closely tied together. 


People Spending More Freely 


“Happily, the current is shifting. The 
undercurrent is running toward our side 
of the stream. The increase of wages in 
the steel mills has had the effect of in- 
creases in other plants in this section and 
men are apparently no longer worried 
about decreases in their pay. 

“The constant demand for labor makes 
them surer of their jobs. They are spend- 
ing their money more freely. They are 
interested in better quality of merchan- 
dise and are paying the price with less 
quibbling and there are considerably 
fewer shoppers and a considerably greater 
number of actual buyers.” 


Price Less of An Object 


The manager of one of the largest and 
busiest shoe stores in the Loop district 
expressed the same thought in a slightly 
different way. His store is an exclusive 
woman’s store, catering to a medium 
high-grade class of people. ‘Women are 
considerably less fussy about price than 
they were a few months back,”’ said this 
manager. “During the past month it was 
not an infrequent thing for a woman after 
being fitted to call me and ask if we did 
not have a shoe of the same style or 
similar style as the one she had on at a 
lower price. For some reason or other we 
have not noticed that tendency for 
several weeks back. Price has suddenly 
ceased to be the paramount consideration. 
Most women who come in here have a 
fairly definite idea of what they want in 
materials, colors and styles. If we have 
the merchandise that meets their ideas in 
these particulars the sale is made. Price 
figures very little in the transaction. 


“IT do not mean by this that women are 
going crazy and are willing to pay fabu- 
lous prices for their shoes, but I do mean 
that where quality, fit and good appear~ 
ance are apparent to them they buy 
without asking for something like it but 
cheaper in price.” 


A Comeback on Oxfords 


Women’s oxfords are selling surprisingly 
well. There seems to be a feeling in the 
minds of several Chicago merchants that 
women were practically done with welt 
sole oxfords, but there has apparently 
been a strong comeback on oxfords 
which proves that women were not done 
with them. Black kid and brown kid 
oxfords with 12-8 and 13-8 heels are 
proving themselves to be very desirable 
property. 

All over gun metal oxfords with close 
edges and military heels are actually 
scarce in Chicago wholesale markets and 
are being demanded by retail merchants. 
Gun metal trimmed with patent and gun 
metal with gray ooze inlays in the quarter 
are proving themselves good sellers. 

Russia calf oxfords refuse to die. Last 
spring they went to sleep, but with a little 
chill in the air and women wearing 
dresses and suits of wood brown shades 
has revived medium shades of Russia calf 
oxfords and they are again selling fairly 
well, especially the ones made with close 
edges and military heels. 


School girls and college girls like Russia ; 


calf oxfords of the sturdier type and are 
buying them in the stores that specialize 
in footwear for these snappy young 
females. 


Wholesale Business In 
Juvenile Shoes Shows 
Growth 


Chicago has long been recognized as 
one of the big children’s shoe markets of 
the country, and from interviews by 
several of the leading distributors of 
juvenile footwear the indications are that 
this city is constantly forging ahead as a 
distributor of children’s footwear. 

In every instance where a comparison is 
made between shipments of September 
this year and the corresponding month of 
last year 1922 shows a healthy gain. 
When taking on the basis of orders booked 
during the month the gain is almost 
phenominal. While shipments show gains 
ranging from 10 to 18 per cent in dollars, 
orders booked show increases for Septem- 
ber this year as compared with September 
of last year ranging from 18 per cent to 40 
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per cent in dollars and cents. When the 
decrease in price of merchandise now as 
compared with the price last year is con- 
sidered the increase in pairs sold is most 
remarkable. The shipments for September 
would have been considerably larger if the 
manufacturers had been able to make 
prompt shipments to the wholesalers. 
Style has entered into children’s foot- 
wear to such an extent that the fancier and 
smarter designs have been practically 
impossible to obtain in large quantities. 


Wanted Styles Are Scarce 


Wholesalers of women’s shoes have 
experienced great difficulty in getting 
wanted merchandise on time. Tongue 
effects and snappy oxfords are hard to 
find in Chicago’s in-stock market. Daily 
they are arriving and just as fast as they 
are unloaded from a truck into the stock 
room just that fast are they packed up 
and shipped out. 

Practically every house in Chicago 
specializing in women’s smart footwear 
have shown increases in their volume of 
business in September, 1922 as compared 
with the corresponding month of 1921. 
The last two weeks of the month have 
shown considerably more activity than 
the former half. Orders booked are con- 
siderably in excess of last year’s records. 
Evidently business is better. 


Hugh Lyons & Co. in New 
Location 


Hugh Lyons & Co., manufacturers of 
display fixtures, of Lansing, Michigan, 
has recently moved their Chicago office 
from 232 South Franklin Street to 217 
West Jackson Boulevard. The new sales- 
rooms are unusually attractive and well 
located. S. S. Newell, manager of the 
Chicago office, is exceedingly well pleased 
with his new location and also with the 
volume of business that is coming to the 
new display rooms. 





Menzies Offer Production 
Prizes 

Two large silver loving cups will be 
awarded to leading departments in pro- 
duction of shoes at the two plants of the 
Menzies Shoe Company of Fond du Lac, 
Wis. The cups are about 20 inches in 
height and are mounted on round bases of 
black walnut. The department produc- 
ing the most shoes in the No. 1 factory 
will be awarded one of the cups, and the 
department producing the most in No. 2 
factory receives the other. The cam- 
paign for the two cups is now under way, 
and is part of an attempt to break all shoe 
production records by the Menzies con- 
cern. The production record is necessary 
in order to meet orders for the Menzies 
product which is being favorably received 
in all parts of the United States. 


October 7, 1922 
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Retail Business Excellent 


Fall Fashion Week Proved Fine Stimulant; Trend Towards 
Higher Heels; Hosiery Trade Going Strong 


HOE merchants here who anticipated 
an excellent business as an aftermath 
of the Fall Fashion Week are finding their 
expectations realized. Both Grand Ave- 
nue and outlying merchants report an 
evenly brisk movement in general lines, 
with no particular type of footwear out- 
side of oxfords showing any special activ- 
ity. Tan predominates in the oxford 
color demand, according to merchants. 
Suede and patent footwear both show 
better than average movement. Colonials 
are gradually coming into demand, and a 
heavy sale of this type is looked for before 
the real cold weather sets in. The major- 
ity of Grand Avenue merchants. report 
that business for the week past was great- 
ly in excess of that for the corresponding 
week last year. 

If there is any tendency in the retail 
demand here worthy of comment, it is the 
growing trend toward higher heels. Sev- 
eral prominent merchants this week re- 
ported a strong call for two-inch heels on 
the fancy fall pumps. The majority of 
buyers in purchasing new fall shoes de- 
mand a 13-8 to 15-8 heel. 


Men’s Business Only Normal 

No stimulation in sales of men’s shoes 
to correspond with the heavy buying of 
women’s shoes is noted here. Merchants 
are at a loss to understand the weakness 
of the men’s market. There seems to be 
a general and widespread lack of interest 
in the new fall showings and in footwear 
in general. Even the college students at 
Marquette University, where the new fall 
styles for Milwaukee are introduced, have 
not as yet taken up any particular fall 
style. 

This general lack of interest does not 
mean, however, that sales at the present 
time are unsatisfactory. On the contrary, 
the volume of men’s business being done 
by local boot and shoe merchants at this 
time is the best in months. But the real 
fall volume business which should be ac- 
corded stores about this time has failed to 
become a reality. 


Local Plants Busy 


Shoe manufacturing plants in Milwau- 
kee continue to operate at about the same 
speed and are turning out a volume com- 
parable to production levels of the past 
two months. Fall orders and reorders 
continue to come in to the plants at a 
steady rate, and local factories are operat- 
ing, in general, at about 90 per cent of 
capacity. Latest reports indicate that 
the shoe factories are one of the two busi- 
est industrles in Milwaukee, textile mills 
heing the other. 


Hosiery Sales Good 


Shoe merchants, particularly those in 
downtown districts, state that consider- 
able activity in hosiery departments has 
been noted, the principal demand being 
concentrated on chiffon and silk and wool 
combination hose for women, and silk and 
silk and wool for men. The chiffon hose, 
a comparatively new thing for Milwau- 
kee, has proven to be very popular. The 
higher-priced silk hosiery for women is 
active only in the exclusive boot and shoe 
establishments. One large footwear house 
which handles only hosiery above $3.50 
reports a persistent demand for glove silk 
hose above this price level. General 
hosiery business in the shoe stores is very 
good, these departments proving to be 
good investments to merchants who have 
installed them. 


Old Settler Dies 


Jacob Bach, 67, president of the Jacob 
Bach Company, hides and pelts, died re- 
cently at his home here. Mr. Bach had 
been connected with the hide and pelt 
firm that bears his name for the past forty- 
two years. He was a member of the Old 
Settlers’ Club and the B’nai Brith order. 
Mr. Bach is survived by his widow, one 
daughter, three sons, and one brother. 


Style Show Successful 


The Children’s Style Show, staged by 
the Alhambra Theatre of Milwaukee, was 
attended by thousands of interested men 
and women during its week’s duration. 
Dainty models of all the latest “things” 
for children were exhibited by models 
from all parts of the United States. Shoel 
for the models were furnished by Cas- 
pari & Virmond, and hosiery by Phoenix 
Knitting Works. 


Marshall Brothers Expand 


Important extensions of trade territory 
are announced by Marshall Brothers, 33 
Juneau Avenue, Milwaukee,. manufac- 
turers and jobbers of men’s, boys’, youths’, 
and little gents’ fine shoes. Four new 
salesmen have been added to the travel- 
ing force of the company, and take up 
their duties at once. The new salesmen 
are: Fred W. Grube, formerly with the 
Beals & Torrey Company, Milwaukee; 
John Leuenberger, for twenty-five years 
connected with the same concern; W. J. 
Stemper and N. P. Rasmussen. Mr. Ras- 
mussen will make his headquarters at 
Racine, Wis., while Mr. Stemper will 
work out of Madison, Wis. 
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Record Enrollment at Trade 
Schools 


Enrollment of students at the Boys’ 
Technical High School is the largest in the 
history of the school. There are 959 boys 
enrolled for this fall’s courses, according 
to Charles F. Perry, supervisor of indus- 
trial education. A heavy enrollment is ex- 
pected in the night classes at the Boys’ 
Technical High School, which will bring 
the total number of young men receiving 
industrial education close to 1,200. 


New Tanning Firm Opens 


The Carlson-Martin Fur and Tanning 
Company, of Stevens Point, Wis., which 
recently acquired a large building at 215 
Wood Street, has practically completed 
the installation of necessary machinery, 
and is now accepting hides for tanning. 
The new plant will be in direct charge of 
Mr. Carlson, who has served an appren- 
ticeship in this work in Europe. The new 
plant is expected to be kept busy during 
the fall and winter season, a large amount 
of business being already booked by the 
company. The Carlson-Martin Fur and 
Tanning Company is said to have the 
largest plant of its kind in Central Wis- 
consin. 


New Shoe Store Opens 


The new store in the Kinney chain of 
shoe stores, which has been in the process 
of completion at 1226 Tower Avenue, 
Superior, Wis., has been finished and is 
now doing business. The Kinney Com- 
pany has also opened a new store at She- 
boygan, Wis. T. E. Abrams, formerly 
manager of one of the Milwaukee stores 
of the company, has been named manager 
at Sheboygan, while the Superior manager 
has not yet been appointed. The Kinney 
policy of giving every twentieth pair of 
shoes sold on the opening day to the cus- 
tomer free of charge was put into practice 
at the Sheboygan opening. 


Appoint New Manager 


Gordon G. Paymar, former manager of 
the Newark Shoe Store at St. Paul, Minn., 
has been transferred, and is now manager 
of the Newark store at Sheboygan ,Wis. 
There will be.no change in store policy. 


Shoe Directors to Meet 


W. F. Gleue, Wisconsin Rapids, vice- 
president of the Wisconsin Retail Shoe 
Dealers’ Association, and a member of the 
executive committee, has announced that 
he will be host to the association executive 
committee and directors at their annual 
fall meeting, October 19. The session will 
be held at the Hotel Witter, and will be 
followed by an entertainment in the after- 
noon. Local business men, local shoe 
merchants, and visiting shoe merchants 
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from Marshfield and Stevens Point will 
attend a dinner at the Hotel Witter, given 
in honor of the executive committee, ac- 
cording to Mr. Gleue. 


Opens New Bootery 


\. P. Johnson, who has been local man- 
wer of the Paulsen Shoe Company of 
Varshfeld, Wis., has resigned bis position 
with that concern, and will go into busi- 
Mr. John- 
son will open a bootery above the McCain 
Men’s, 
women’s and children’s shees in complete 
lines will be carried. In addition, a line of 
orthopedic shoes will be handled by Mr. 


ness for himself in Marshfield. 


Johnson store about October 15. 


Johnson, who is a graduate orthopedician. 


Shoe Company Increases 
Capital 

The Ideal Shoe Manufacturing Com- 
pany, of Milwaukee, has amended its ar- 
ticles of incorporation and increased its 
capital stock from $125,000 to $250,000. 
The new capital will be used immediately 
to continue the plans for expansion re- 
cently mapped out for the company by 
C. D. Ortgiesen, president. According to 
Mr. Ortgiesen. the capacity has been 
doubled, and at the present time 2,400 
pairs of shoes are turned out daily, com- 
pared with a former high production rec- 
ord of 1,200. The production of the com- 
pany at the increased rate is sold up to 
December 1. Mr. Ortgiesen reports that 
business conditions are excellent. The 
Ideal Shoe Manufacturing 
manufactures children’s shoes exclusively, 


Company 
and does not turn out a pair above size 2. 


Sales Stunt Declared Illegal 


\ scheme of giving numbers with pur- 
chases which would be good for like-num- 
bered prize objects in show windows of 
other Madison stores, proposed as part of 
the fall opening by Madison merchants, 
has been declared illegal by the State 
Attorney's office. The scheme provided 
that every shopper making a_ purchase 
in a Madison store prior to the opening of 
the fall style displays would receive a 
On the night of the 
tickets 
would make her way from store to store 


numbered ticket. 


opening, the shopper holding 
examining fall merchandise, each item in 
the display windows being numbered. 
When a shopper held a number identical 
with one in the window, she was to re- 
ceive the article to which the number was 
attached. 


Jocelyn with Kalt-Zimmers 


There are few men better known to the 
shoe and leather trade throughout the 
country than J. C. Jocelyn. 

For many years he was with C. H. 
Fargo & Co., with factories at Jackson, 
Mich., and Dixon, Il. It was while with 
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this company that he named tke “Mule 
Skin” shoe and later the famous “Ball 
Bearing” line of shoes for men and 
women, probably one of the best known 
and advertised lines of shoes in the market 
at that time. 

After leaving Dixon, Mr. Jocelyn came 
to Milwaukee with F. Mayer Boot & 





J.C. JOCELYN 


Vice-president and General Sepeeanent of the 
Kalt-Zimmers Mjq. Co. 


Shoe Company, and it can be truthfuly 
said that he was one of the first to make a 
fine welt shoe in this city. He also pro- 
duced and named the famous “Dry Sox” 
line for this company. 
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Parton Prothers of Kansas City se- 
cured Mr. Jocelyn’s services in erecting 
and establishing a factory making a gen- 
eral line of men’s and women’s shoes. 
Leaving Kansas City, Mr. Jocelyn went 
to Cleveland to start the factory for the 
S. L. Pierce Company, making boys’ and 
youths’ shoes, later taking charge of the 
entire manufacturing. After seven years’ 
service with this company, Mr. Jocelyn 
was called back to Milwaukee in the fall 
of 1910 to take the superintendency of the 
F. Mayer Boot & Shoe Company’s fac- 
tories. 

In order to keep in direct touch with 
trade requirements, Mr. Jocelyn has sold 
the larger retail stores, both East and 
West. His experience the past few years 
on women’s, misses’ and children’s shoes 
doubly qualifies him for the position he 
has recently taken with the Kalt-Zimmers 
Mfg. Company as vice-president and gen- 
eral superintendent. 


Hear “‘Sales’’ Wizard 


Milwaukee business men, including 
many prominent shoe merchants, were in- 
terested hearers of a lecture delivered be- 
fore a joint meeting of the Asscciation of 
Commerce of Milwaukee and the Rotary 
Club at the Association of Commerce, by 
F. P, Mann, known as the merchandising 
wizard of Devil’s Lake, North Dakota. 
Mr. Mann did a business, in 1921, of 
$650,000 in his department store in Dev- 
il’s Lake, a town of 5,140 population. 
Mr. Mann is a director of the Chamber of 
Commerce of the United States. 





CINCINNATI 


Gradual Improvement Noted 


Unemployment Decreasing in All Lines and Retail Business 
Keeps Pace With Industrial Betterment 


ENERAL business in and around 
Cincinnati continues to show a 


gradual but steady improvement. The 
weekly report of Bradstreet last week 
stated: ’ 

“Business conditions with Cincinnati 
industrial plants continue to show im- 
provement. The number of employees is 
gradually increasing, especially in the 
lines engaged in the manufacture of parts 
going into automobiles and trucks, also 
various lines of sheet metal. Slight in- 
crease also has been noticed in the fur- 
niture business. 


Comparatively speaking. the volume of 
shoe business done by the local factories 
this season has been considerably reduced 
as a result of the strike, but as time goes 
on, each of the plants here is showing 
marked improvement. 


The number of 


workers is steadily increasing and as a 
result the daily output of the plants is 
growing larger. The quality and work- 
manship of the shoes being shipped from 
Cincinnati is being rigidly maintained. 


Retail Trade Picks Up 


The fall business at the local retail 
stores seemed to get away to a better 
start this week than heretofore. As usual 
the weather has been the one determining 
factor to a volume business. Though but 
few high shoes are being sold these days, 
there nevertheless is a decided increase in 
the sales of footwear on days that indicate 
the coming of winter. The month of 
September in the Ohio valley was ex- 
tremely mild, and naturally the volume of 
shoe business at retail was not what was 
expected by the local dealers. 
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Advocates Selling Better 
Merchandise 


The weekly meeting of the Potter Shoe 
Company was conducted by F. S. Grey 
of the children’s department. In discus- 
sing the subject, “Selling Better Mer- 
chandise,”’ Mr. Gray said: 

“We all benefit by selling better mer- 
chandise. By selling the higher class mer- 
chandise, you benefit the customer, you 
benefit yourself and you benefit the house. 
When the customer gets a better shoe 
than the ordinary run, it will give better 
wear; they will be better satisfied and 
they will come back again and again for 
the same identical shoe. Thus selling bet- 
ter merchandise results in repeat sales. 

The better grade shoe fits better than 
those of cheaper make and in the long run 
is the more economical buy. If all these 
different reasons are brought to the cus- 
tomer’s attention when displaying your 
merchandise, the customer will nine times 
out of ten select the better article. You 
as salespeople benefit because it means 
more money on the sales made, and as 
the record you make as a salesperson is 
determined by your ability, you raise your 
own standard as a salesman in addition to 
financial gain. It naturally follows that if 
your customers are better served and you. 
yourself benefited, the house for which 
you work will derive the benefit resulting 
from increased sales, more satisfied cus- 
tomers and greater financial returns from 
each day’s work.” 


A Drive on Findings 


In speaking of prices for repairs, Mr. 
McLaughlin stated that their present 
prices on major jobs were 25c below those 
of other smaller repair shops, and urged 
every one to get behind repairs, also to 
get behind hosiery, get behind buckles 
and other goods. During his recent 
Eastern trip, he found different houses 
were experiencing difficulty in securing 
buckles and were shopping among them- 
selves in order to obtain them. 

A report from Mr. Winkler of the men’s 
department showed more higher priced 
shoes were sold during the past six month 
than ever before. 

Employees of the Potter Shoe Company 
were hosts last Thursday evening at a 
party given in honor of James P. Orr, 
Vrs. Orr and their daughter Betty, who 
has just returned to Cincinnati after a 
three-month tour in Europe. Mr. Orr 
delivered an address, describing condi- 
tions as he saw them, and some of the most 
interesting features of the trip. 

Among the guests present were Fred 
Harries, Secretary of the Cincinnati Re- 
‘ail Merchants’ Association; Henry F. 
Hagenmann of the Ohio Valley Shoe 
Dealers’ Association and John F. Carlisle 
f£ the Kirpendorf-Dittman Company. 
Harry Mc Laughlin was in charge of 
eremonies. 





DENVER 


Black and Brown Best Colors 


Strap Pumps, Oxfords and Colonials Featured During Fall 
Fashion Show 


URING the last week of September 

Denver held its annual Fall Fashion 
Show with all Denver stores taking part 
and featuring window displays that 
showed the latest in footwear. At the 
Broadhurst-Young Shoe Company there 
were many displays of shoes in black, 
browns and two-tone combinations. 

E. A. Murphy of the Walk-Over Shoe 
Company during the show displayed many 
models in strap pumps, oxfords and some 
Colonials. The colors were black in patent 
leather and kid, and brown in kid and in 
calfskin. High and medium heels were 
featured in these shoes, many of them 
showing the Spanish and French variety 
in heels. In the Colonials which were 
shown at the store, many had the tongue 
effect, and one special model was a com- 
bination of a tongue and strap. 


Satins for Afternoon Wear 


M. B. Wise of the M. B. Wise Shoe 
Company states that satin slippers in 
blacks and in darker shades of brown will 
be the thing for afternoon wear. These 
come in strap pumps and in a few Colonial 
styles. Beige suede combined with patent 
are being shown at the Wise store in one 
and two-strap patterns. 

At the Weaver Shoe Company’s store 
during the show black satin pumps, ox- 
fords and patent leather combinations 
were featured. Medium and high heels, 
one and two-strap pumps were also shown, 
many of them with perforated and artistic 
designs on the straps. 


Plainer Patterns for Men 


At the Fontius Shoe Company’s store, 
W. C. Norton stated that colored ooze, 
otter brown, beige and combinations of 
black patent and suede will be featured 
this winter. 

Shoes for men are low with plain pat- 


terns and in black and brown styles. P. E. 
Bogren of the Florsheim Shoe Company 
believes that the low styles of oxfords 
have come to stay and that the Denver 
men will continue to wear these, even in 
the coldest weather, with woolen hosiery. 
The toes on the latest models displayed 
during the Fashion Show tend to be slight- 
ly broader with some of the semi-brogue 
type. They are rather plain, with only 
slight perforations in the patterns. 


Brief News Notes 


The John B. Adams Shoe Company of 
Loveland, Colorado, just recently in- 
corporated with a capitl stock of $20,000. 
The firm is a new one, having opened for 
business just a few weeks ago. 


Jamieson’s of Trinidad, Colorado, has 
opened its new branch store in Raton, 
N. M. The firm deals in clothing and 
shoes. A full stock of new merchandise 
has been placed on sale in the New Mex- 
ico city. The Jamieson Company has a 
record of 33 years of successful merchan- 
dising in Trinidad. 

The Oscar Myland interest in the Star 
Clothing Company at Casper, Wyo., has 
just been purchased by J. J. Learner, who 
has been engaged in the brokerage busi- 
ness in Denver for the past several 
months. The store has a shoe department. 


Robert H. Johnston, head of the John- 
ston Shoe Company, Denver, is at present 
in New York City on a buying trip. 


The Crouch Brothers Store at Fort 
Morgan, Colorado, has been purchased by 
the Peyton-Reinert Company. The of- 
ficers of the new firm are F. F. Reinert and 
Dr. W. J. Peyton, both of Fort Morgan. 
E. C. Willson will be manager of the shoe 
department of the store under the new 
management. 





SAN FRANCISCO 


Convention Dates Set 


California Merchants to Meet in Frisco, June 11, 12 and 13; 
Monthly Style Bulletin Planned 


HE 1923 annual convention of the 
California Shoe Retailers’ Associa- 
tion will be held in San Francisco, at the 
St. Francis Hotel, June 11, 12, and 13. 
This was decided a week ago, at an im- 
portant meeting of the Board of Directors 
of the Association which was held at the 
Palace Hotel here. Chester Herold, of San 
Jose, president of the Association, was in 


the chair and there were 17 directors pres- 
ent, from different parts of the State. 
Frank P. Meyer of Danville, Ill, third 
vice-president of the National Association 
was present, and made some interesting 
remarks regarding the shoe business of 
today, as an Eastern merchant sees it. 
Speaking for the Boot and Shoe Recorder of 
the membership campaign which was 


« 
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fairly launched at this meeting, Melville 
Kaufman, secretary of the California Shoe 
Retailers’ Association said: 


After Membership Increase 


An intensive membership campaign is 
to be undertaken, in order to bring in 100 
per cent of the shoe retailers in the smaller 
towns and cities of the State. Mr. Chester 
Herold, the President and Mr. Louis Weg- 
genman of San Diego, are going to tour the 
State, in an effort to enroll all the dealers. 
They will explain the aims and purposes of 
the association and make a thorough drive 
for membership. 

It was also resolved to issue a monthly 
Style Bulletin, to give members of the 
Association the benefit of the style trend, 
as the leading retailers see it. Question- 
naires will be sent out to various prominent 
retailers of the State, and the results of 
these questionnaires will appear in the 
monthly bulletin. 


Nettleton Department 
Opened 


The Nettleton department in Roos 
Brothers’ new store, 140 Montgomery 
Street, was opened toward the middle of 
this month. “Bill” Kaig, formerly of 
Sommer & Kaufman’s, is in charge as man- 
ager. Mr. Kaig has been in the shoe busi- 
ness for some 20 years and he is very en- 
thusiastic regarding this new Nettleton 
Company’s department. Roos Brothers 
are exclusive outfitters for men and the 
new store is in the financial district of 
San Francisco, the Wall Street of the 
West, as the region about Montgomery 
and Sutter to California Streets is often 
called. This new department is very sim- 
ply, but substantially, outfitted in oak and 
steel-blue leather, with handsome shadow- 
boxes and mirrors and blue rugs. It is ex- 
clusively a department for men. E. S. 
Coffelt is the general manager of this Roos 
Brothers branch store. 


Plans Children’s Department 


The Frank Werner Company is having 
extensive alterations made in order to ac- 
commodate a new children’s department, 
which will be opened about November 15. 
Plans have been prepared by a leading 
architect and they call for the department 
running through to Ellis Street. The Frank 
Werner store has frontages on Market and 
Powell Streets. Frank Werner stated that 
it is planned to make the new department 
something new and different. Claude Owen 
will be in charge of the children’s depart- 
ment. Until recently, he was connected 
with one of the best-known children’s de- 
partments in the city. 


Golden Gate Notes 


H. Cantrowith will now buy for all de- 
partments of the Philadelphia Shoe Com- 


pany, according to an announcement made 
by Al. Katschinski. F. O. O’Brien will be 
assistant buyer for all departments. 
H. Myers will be manager of the new 
branch store, in the Mission district, which 
the Philadelphia Shoe Company is build- 
ing, to be ready for opening about March 
1. R. French has returned to the Philadel- 
phia Shoe Co. and he will be assistant man- 
ager of the new branch. 


O. Wagner, formerly of the Emporium, 
is now located with the City of Paris. 


R. Rosenberg has joined the Summer & 
Kaufman forces, as manager of the chil- 
dren’s shoe department. 


Sylvan Lieberman has been made assist- 
ant manager of the Emporium Shoe 
department. 
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Pumps Superceding Straps 


Regarding the present trend in styles 
A. L. Jarrell, manager of the City of Paris 
Shoe department said: “We have had a 
run on a dozen or more styles, all in colon- 
ials. Straps have not been quite so good 
with our trade here. Regarding the mate- 
rials, satins, patents, otter, ooze, and 
bronze kids, have all been very good.” 

H. A. Baker, buyer for the women’s de- 
partment in the Frank Werner store said: 
“It looks as if the trend were toward 
tongue pumps, although at the present 
time, strap pumps are selling 70 per cent. 
Heels give every indication of coming in 
very high. We are selling, at present, 17-8 
and 18-8 heels. Shoes with lattice effects 
are going very big. In fact, any kind of 
front effect sells well.” 





DES MOINES 


Fall Business in Full Swing 


Higher Grades Are Best Sellers; Style Expert Predicts That 
Winter Sales To Women Will Be 80 Per Cent Low Shoes 


ITH cool snappy weather at the be- 
ginning of last week, the looked-for 
good business began with a jump. It seems 
that the retail merchants who prophesied 
good business when the coal and railroad 
strikes had been settled and when the 
crops had been harvested and sold at a fair 
price, were correct. Business is being done 
in good volume all over the State. The best 
business now is being handled by those 
stores carrying the higher priced and bet- 
ter grade merchandise. 

In the department stores in the city 
large sales have been held to celebrate 
their anniversaries. These sales have 
brought out a great number of people who 
otherwise would not have bought for sev- 
eral months. 


G. A. R. Convention a Stimulus 


Shoe stores in the city were closed from 
8 till 12 noon on Wednesday of this week 
in honor of the National G. A. R. Parade. 
This organization which held their con- 
vention in Des Moines from September 24 
to 28 inclusive brought a goodly number 
of buyers to the shoe stores. Special win- 
dow displays and floor exhibits were used 
in honor of the occasion. 


Sixty-Six Anniversary Sale a 
Success 


Last week Younker Brothers shoe de- 
partment, in line with other departments 
in the store, had several specially-priced 
lots of merchandise. B. Coolish, manager 
of the shoe department, had several thou- 
sand pairs of satin pumps of the finer 
grade which he featured at $6.66. A table 
filled with felt slippers where two girls 
were in constant attendance did a remark- 


able business and kept the girls busy dur- 
ing the entire week of the sale held in cele- 
bration of the store’s 66th anniversary. 


Hosiery Mill Changes Name 


Notices have been placed in local papers 
announcing the change in name of the 
Des Moines Hosiery Mills to the Rollins 
Hosiery Mills. These mills have been 
owned and operated by the Rollins family 
since their inception over 30 years ago. 
The change marks the entering of the 
company into larger and wider fields of 
distribution and it was this idea that was 
emphasized at the company convention 
which lasted five days and was held at the 
Hotel Ft. Des Moines. It is the policy of 
this company to sell directly from the 
mills to the retail stores. 


Eighty Percent Oxfords For 
Winter 


Sol Panor, owner of numerous stores 
located in Iowa, Minnesota, and Kansas 
said: 

“T look for a very good fall business in 
all of our stores. It is my belief that about 
80 per cent of the women will wear low 
shoes throughout the winter with only 20 
per cent wearing boots, especially will this 
be true if we have a mild winter. The call 
for colonial pumps has been increasing and 
I look for it to become greater. Two-tone 
pumps in various color combinations and 
styles are very much in favor, as also are 
satins. 

“In the men’s line, I expect only a very 
small demand for low shoes this winter. 
Black looks to be the most promising 
color.” 








lack 
won 
Stor 
whit 








1922 


les 
‘ari 
d a 
lon- 
ood 
ate- 
and 
*” 


aid: 
ard 
ent 
ont. 
r in 
7-8 
cts 
of 


at 


‘le- 


ne 


ers 


ins 
en 
ily 
70. 


he 


as 
on 
he 
of 
he 


or 








October 7, 1922 


BOOT AND 


SALT LAKE CITY 


Retail Trade Hits Slump 


Weather Too Warm for Season, Although Men Are Alleged 
To Be Buying High Shoes 


HOES are moving very slowly again. 
Stores that were crowded two or 
three weeks ago seem to have been 
deserted. There are one or two exceptions, 
but on the whole the retail shoe business 
here is quieter than it has been for months 
past. It is probably as good, however, as 
it was last year at this time; in fact, those 
merchants who consulted their records 
for the benefit of the Recorder representa- 
tive declare this to be the case. Last year 
the slump was attributed to the ideal 
weather which prevailed so long, and the 
weather is doubtless responsible for the 
inactivity today, for it is dry and sunny, 
and has all the characteristics of summer, 
except its unpleasant heat. 


Men Wearing High Shoes 


One would have expected that the 
weather described in the preceding para- 
graph would make oxfords popular with 
the men folks as well as the ladies. But 
this is not the case. Many oxfords are 
being sold, of course, but high shoes seem 
to be gaining on them as the prevailing 
footwear for men. The manager of one 
prominent store told the Recorder cor- 
respondent that only 20 per cent of his 
sales were oxfords. 


Salt Lake Notes 


Len Knowles, a popular member of the 
staff of the Walk-Over Shoe Company’s 
local branch, was married last week to 
Miss Dorothy Maynes of this city and a 
student of the State University. 


A police shoe designed by Earl C. Brown 
manager of the men’s shoe department of 
the Hirschman Shoe Company, and made 
by the Racine Shoe Company of Racine, 
Wis., has exceeded the expectations of its 
designer. It is being sold to policemen, 
street car men, postal workers and others. 


It is rumored that the United States 
Steel Company may locate here. The 
Columbia Steel Company has got beyond 
the “rumor” stage and has already let a 
contract for constructing a railroad for its 
use. 


A grand jury has been called to inquire 
into the price of coal. A few weeks ago 
domestic sizes were increased a dollar a 
ton. There is very little coal in the city 
now. People are not buying in the hope 
that the price will be dropped again, and 
it is feared there will be much suffering 
and considerable inconvenience to busi- 
ness firms if the winter sets in early. 





ST. LOUIS 


Retail Trade Holding Its Own 


Little or No Gain in Volume Reported; Satin One-Strap the 
Best Selling Style 


HE past week’s business in most 

stores showed little or no increase in 
sales over the previous six days. Business 
on the whole was spotty, with reports 
here and there indicating that certain 
days of the week (the cool ones) were 
very active, while some showed a decided 
sluggishness. One or two stores reported 
increases over the previous week, but this 
gain was usually caused by some special 
sale of good values. 

Saturday, September 30, was one of the 
busiest days in a good many weeks. The 
Jewish New Year found many stores short 
of help. This worked a hardship on a 
good many stores which were crowded, 
but could not fit all those wanting shoes. 
The manager of one store stated that they 


had at least 25 per cent of walkouts due to. 


lack of clerks. Both men’s as well as 
women’s sections were crowded in all 
stores. With the coming of long dresses 
which are becoming more noticeable on 


the streets, the demand for new footwear 
seems to be increasing. 


Long Skirts Accepted Under Protest 


In spite of many protests the women 
are wearing their dresses long. With black 
the predominating color, it looks like a 
tremendous season for satins and an 
inquiry in practically any store will verify 
the claim that satins are the biggest bet 
at present. Straps in black satin so far 
have dominated, with preference being 
shown for one-straps. Some cross straps 
and two-straps are being worn and asked 
for, but nothing compared with the one 
strap. 

When tongue effects reach the height of 
their popularity the popular material will 
still be satin. Those stores showing tongue 
models report that the pressure is always 
on the satin types. Whether or not brown 
satin will be popular is a question. Some 
beautiful patterns of brown brocade are 


SHOE RECORDER 





95 


being shown and from all indications they 
are being well received. Colonials and 
tongue effects up to the present have not 
gone as big as they are expected to in a 
few months. The manager of one of the 
biggest stores, who just returned from the 
East, stated that he had cancelled all his 
orders on straps and put them on tongue 
patterns. They are now predicted to score 
heavily until October when it is antici- 
pated tongues will go over with a whoop. 


Oxford Demand Keeps Up 


One element of the week’s business 
which caused many retail merchants to 
comment was the continued demand for 
oxfords, in both kid and calf with the 
honors going to kid. Some stores report 
good gains in oxfords over the previous 
week. 

With the coming of the Veiled Prophet 
Ball, the biggest social event of the year, 
the stores are displaying their opera 
slippers. Gold and silver brocade are 
being shown in practically all first-class 
stores. Rainbow cloth is making a strong 
bid for honors in the dress slipper field and 
no store is without some footwear of this 
material. 


Charles and Robert Huette 
Leave on Trip 


Charles and Robert Huette of the 
Huette Shoe Company are leaving on a 
two weeks’ buying trip, which will take 
them through all of the eastern shoe mar- 
kets. The first stop will be made in Chi- 
cago, from where they will go to Roches- 
ter, N. Y. Visits to Boston, Brooklyn and 


. New York shoe centers will be followed 


after leaving Rochester. They will buy 
shoes for their two stores, which is man- 
aged by the brothers. 


I. Miller Opening Business 
Satisfactory 


Henry Weils, Inc. in which the I. Miller 
department is operated found the opening 
business of a very satisfactory nature, 
according to L. Bell, the manager of the 
department. The biggest demand on the 
initial week’s business was for satin straps. 
Some very handsome patterns of rainbow 
cloth are displayed in the Olive Street 
window. The store was officially opened 
on Monday. 


Bickel Returns from Boston 


Manager Bickel of Brandt’s has just 
returned from a trip to the Thomas G. 
Plant factory, where he attended a con- 
ference of managers of retail stores. 
Bickel’s observation in the East was that 
practically everything being worn by the 
women were tongue effects. Shoes for 
October selling and early winter were 
bought. 
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Wm. Graham, Jr. in Hospital 


Wm. Graham, Jr., manager of the St. 
Louis Hanan store, who has been ill for 
about three weeks, removed 
from his home to the Missouri Baptist 
Hospital. Some improvement has been 
reported within the last few days. Plans 
for his retirement had been completed 
when he became ill, which will cause a 
delay in his moving to Florida where he 
will live on his farm at Sarasota on the 
west coast. 


has been 
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Boyd-Welsh Increase Sales 
Force 

Boyd-Welsh Shoe Company have added 
two new men to the sales force. Carl 
Smith will travel the State of Penn- 
sylvania and B. W. Moylan will cover the 
State of New York, not to include New 
York City. His headquarters will be in 
Rochester, N. Y. Both men are well 
known in their territories and command 
an extensive friendship in the retail shoe 
business. 





LOS ANGELES 


Little Fall Buying Being Done 


Warm Weather Curtailing Business; Straps. Continue to 
Lead Style Procession 


EPTEMBER, as usual, is proving to 

be our hottest month, and although 
the new fall styles are displayed in all 
their glory there is little incentive right 
now for the shopper to buy. Summer 
costumes predominate on the streets and 
white shoes and other appropriate foot- 
wear are worn with them. The beaches 
claim all of. our population who can find 
an excuse to be there, and while the 
thermometer hovers around the 90’s the 
thought of fall clothes is not going to 
worry the shopper very much. 

The warm weather has put quite a 
crimp in the expected volame of business 
which earlier predictions thought likely, 
but every merchant is sure that just as 
soon as there is a fall in temperature, or a 
slight rain, business will hum again. The 
great majority of women are still hesita- 
ting over the longer skirts and putting off 
buying their fall apparel, and until 
buying in general starts in, it is not likely 
that shoe buying will take any spurt. 


Straps Still Lead 


Straps continue to be the dominating 
decorative effect, although there are 
predictions that the tongue will con- 
stitute 30 to 50 per cent of sales during the 
season. There is a tendency to make 
straps of a contrasting color, or this bit of 
contrasting color may be used as inlays, 
or binding, but the two tone which the 
sports shoe made so popular is carried out 
in the dress shoe also. Beige and gray are 
the two colors most seen as decoration. 

It is rumored that there are going to be 
some surprises in shoes for men_ this 
season also but that they will not be 
sprung until the season is futher along. 
These styles will make their appeal to the 
younger men, those who affect “‘peon 
pants” and other sartorial novelties. 
Two tones will show an even greater 
variety and shark skin is being used quite 
a bit for the fancy effect. Tipless effects 


are quite good and will be used very much 
with the soft toe now in vogue. 


Store to Open Oct. 9 


The new Wetherby-Kayser shoe store 
in Pasadena will be opened on October 
9th, with Mr. Kleps, who has so ably 
managed the shop in the Hotel Ambassa- 
dor, in charge. Mr. Kayser, Mr. Bush, and 
Mr. Frederick Kayser are now in the east 
on a buying trip but plan to be home for 
the opening. Mr. Heidel, general man- 
ager of the Wetherby-Kayser organiza- 
tion, speaking in a current issue of their 
house organ, “Foot Prints,” says: “All 
signs point to a tremendous business in 
our new fall novelties, colonial and tongue 
effects. We realize that to satisfy the 
smart shopper in the change from summer 
to fall styles we must provide them with 
new and novel footwear.” 

This is a greater novelty season than 
ever, according to indications in the 
higher grade shops, and nearly every- 
thing is worn if it is in good taste at all. 
The looked for popularity of browns seems 
not to have materialized to the expected 
extent, due probably to the fact that the 
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season has not really commenced yet an 
its popularity has not yet been tested. 


H. L. Van Degrift to Be 
Married 


An interesting event of the near future 


is the marriage of H. L. Van Degrift, 
prominent shoe man and general manager 
of the Van Degrift shoe stores. The 
bride is Miss Anne Hughes of this city, a 
talented musician, who announced the 
engagement at a bridge luncheon, re- 
cently. Mr. Van Degrift has a host of 
friends both here and in the east who will 
be interested to hear of his marriage. 


New Improvements at Van 
Degrift’s 

Van Degrift’s Shoe store at Broadway 
& 3rd Street is undergoing complete 
remodeling. Both entrances are having 
new display windows installed, as well as a 
new lighting system, and its appearance 
will be very much improved. 


Buckles Are Displaying Lots 
Of Life 


The Bootery is showing a wonderful 
display of rhinestone buckles for the new 
model colonial and tongue pumps. A 
great many of their designs are made in 
the shop and are entirely original. The 
buckle designing department is growing 
very popular with the movie stars who 
themselves have original ideas which they 
wish developed in ther footwear. The 
huge scarab design, both in rhinestones 
and multi-color stones, is very pleasing. 
There has been little change in the hosiery 
situation thus far. Brown shades, varying 
from darkest to lightest, with grays 
included, are still leading popular demand, 
with the exception of black, and the sheer 
hose has most of the call. 





Liability of Mercantile Associations for 
Credit Information About Customers 


I read that the Merchants’ Association 
of Dodge City, Iowa, is about to be sued 
for defamation of character because its 
credit department circulated among the 
members some information to the effect 
that a certain customer didn’t pay his bills. 
The information leaked out somehow, with 
the result of damaging the particular 
customer’s reputation. To recover for his 
injury he threatens to sue. 

Since an increasing number of mercan- 
tile associations are establishing credit 
departments, it occurred to me that some 
information as to the rights and liabilities 
of such an association to circulate un- 
favorable information regarding a debtor 
should be useful. 


The legal status of a merchants’ associa- 
tion, meaning one composed of manufac- 
turers, jobbers, retailers or anybody giving 
credit to customers, is practically the same 
as that of a mercantile agency which sells 
credit information to its subscribers. The 
fact that the agency sells the information 
outright, and the association usually gives 
it for nothing as a part of its service, makes 
no difference. Both are protected under 
the law of “‘privilege,’’ if they circulate the 
information in good faith, without malice. 
and only among people who are interested 
in the matter. 

They are protected even if the informa- 
tion they circulated wasn’t true, provided 


2 








on 


da 
me 
asl 
cal 
Th 


act 


cas 
the 
lib 


an 
ass 
los: 
bec 
circ 
stai 
7 
asst 
ma 
A 
care 
abl 
ask 
puk 
ame 
priy 
mah 
vere 
T 
info 
the 
was 
asso 
info; 
poss 
it w 
the | 
if tl 
the 
poss 
Of 
actic 
The 
Ey 
ner 
agen 
safer 
speci 
hasn 
ofter 
infor 
conet 
that 
very 
inade 
true, 
liwst 
prett 
has 


Th 








ture 
rift. 


ager 
The 
y,a 
the 
re- 
t of 


will 


an 


Way 
lete 
‘ing 
AS a 
nce 


yts 


rful 


1eW 


» in 
The 
ing 
vho 


The 


ays 


eer 


wr 


a- 


ing 
me 
ells 
he 
ion 
ves 
kes 
der 
the 
ce, 
ted 


nhu- 


led 








October 7, 1922 


they thought it was and didn’t circulate it 
maliciously. 

The law of privilege is a_ peculiar 
exception to the law of libel. Let me 
explain it. If I say to B, speaking of C, 
‘“He’s no good; he doesn’t pay his bills,”’ I 
am guilty of slander or libel (depending 
on whether I say it or write it) if my 
statement wasn’t true. And C can get 
damages from me. But suppose B is a 
member of a mercantile association. C 
asks for credit. B doesn’t know him and 
calls up his association for information. 
The association, acting on apparently 
accurate information, answers “‘He’s no 
good; he doen’t pay his bills.” In that 
case the communication is privileged, and 
the association is not guilty of slander or 
libel, even though statement wasn’t true. 

A communication is privileged where 
it is made in pursuance of a duty or 
an interest, such as the interest of an 
association to protect its members from 
loss. My statement wasn’t privileged 
because I wasn’t under any duty to 
circulate information regarding C’s credit 
standing and wasn’t asked to. 

The untrue statement made by the 
association is not privileged, however, if 
made maliciously, recklessly or carelessly. 

A mercantile association should be very 
careful to distinguish between unfavor- 
able credit information given to a member 
asking for it, and the same information 
published in a general bulletin circulating 
among all the members. The first is 
privileged, the second isn’t, and this may 
make all the difference between a heavy 
verdict for damages and no verdict. 

The legal difference is that when the 
information was given confidentially to 
the member asking for it, the association 
was merely doing its duty as a protective 
association. When it circulated the 
information generally among its members, 
possibly not one of whom had asked for it, 
it went beyond the line of its duty. In 
the first case the association goes free even 
if the information given was untrue; in 
the second case it is liable for damages, 
possibly very heavy damages. 

Of course if the information is true, no 
action for damages will lie in either event. 
The truth would be a complete defense. 

Everything said above applies to the 
mercantile association and the mercantile 
agency alike. The agency, however, plays 
safer than the association and never gives 
special information to anybody who 
hasn’tasked for it. Mercantile associations 
often issue bulletins in which credit 
information is given for whom it may 
concern. Sometimes ‘this is in code, but 
that doesn’t make any difference; it is a 

ery dangerous process. If the statements 
made are true, you are safe; if they aren’t 
‘rue, you may be let in for a very expensive 


lawsuit. For juries have a way of treating 


pretty generously a person whose credit 
has been unfairly assailed as a bad debtor. 
The court always looks behind the credit 
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AND SHOE 
system of a mercantile association for 
signs of a blacklisting scheme. Read this 
from one case that was brought:— 
The doctrine of qualified privilege 
has been applied to information 
furnished to members or subscribers 
by mutual protective associations. 
On the other hand it is held that where 
such an association is formed not for 
the purpose of keeping its subscribers 
informed as to the credit and stand- 
ing of the parties with whom they 
deal, but of blacklisting delinquent 
debtors in order to compel the pay- 
ment of debts already due, publication 

made in the furtherance of such a 

purpose is not privileged. 

Perhaps I had better explain that the 
same rules of law govern cases where a 
merchant calls up his competitor and asks 
for a line upon a prospective customer. 
If the information is given in good faith, 
the giver of it is protected under the 
privilege exception even though it wasn’t 
true. 

Copyright, September, 1922, by Elton 
J. Buckley, Esq., 643 Land Title Building, 
Philadelphia, Pa. 

“DID YOU EVER STOP TO 
THINK?” says a bulletin issued by the 
Chamber of Commerce of Shawnee, 
Oklahoma. 

“THAT many manufacturers, jobbers, 
retailers and other shippers should pay 
more attention to the marking of package 
freight. 

“THAT in many instances second-hand 
containers are purchased and used. 

“THAT many shippers fail to remove 
consignment marks on the containers 
and re-use them. 

“THAT it is just as much to the ship- 
pers’ interest as it is to the railroads to 
have shipments properly marked. 

“THAT double marking causes much 
confusion. 

“THAT it often causes packages to be 
held over for re-marking. 

“THAT often packages must be re- 
turned. 

“THAT the failure to obliterate old 
marks often results in the loss of an entire 
package. 

“THAT it delays effective delivery at 
destination. 

“THAT these delays often cause the 
loss of a customer. 

“THAT service as well as the goods is 
what is wanted. 

“THAT it is a good idea to scratch or 
paint out all original shipping marks on a 
container when received, so when the 
container is used again all that is necessary 
is a new tag or stencil mark. 

“THAT service, price and quality are 
what sells merchandise. 

“THAT SERVICE IS TOO OFTEN 
FORGOTTEN IN CONNECTION 
WITH THE SELLING OF MER- 
CHANDISE.” 
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Only a Shoe 


for 


| Children 


\ 






Nothing especially attractive or 
convincing about it. 


The buyer, usually a mother, has 
probably looked at a dozen 
similar shoes in her day’s shop- 
ping. 

She asks: “How will it wear?” 
(Note that she is more interested 
in wear than price.) 


How shall the merchant make the 
sale easer? Assure her that the 
shoe will wear and that the price 
is right? 

“That is what they all say,” 
responds the tired mother. 


Here is a sure way to win her 
confidence: Turn the shoe over 
and show her the “Rock Oak” 
stamp on the bottom. “Madam, 
this stamp is the assurance of the 
tanner that the sole is made of 
the best oak-tanned leather. You 
may depend upon that stamp 
because more than years of 
honest dealing stand behind it. 
‘Rock Oak’ is founded on In- 
tegrity.” 

Try it on your next order for 
children’s shoes. We will gladly 
co-operate with manufacturer and 
dealer. 


Write our nearest office for sam- 
ple of leather and particulars. 


‘Rtock Cake” 
The AMERICAN 
OAK LEATHER 

COMPANY 


CINCINNATI 


St. Louis Chicago Boston 
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Eyelets as selling 


factors 





PrASHIONABLE women insist on eyelets 
that never rust, that won’t turn brassy 
and that won’t work loose. 


And most women know by experience that 
all of these essentials are found in Diamond 
Brand Fast Color Eyelets. 


QO* your next lace shoe order specify 
Diamond Brand Fast Color Eyelets. 





UNITED FAST COLOR EYELET COMPANY 


Boston, Massachusetts 


The Boot and Shoe Recorder will sppreciate your mentioning the publication in replies to advertisements. 
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Ob Boy! 
A Colonial Strap at 
$3.00 
























No. B 769 


$2.85 
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B 865—Black Satin Colonial Pump, Imitation 
Turn, 14-8 Spanish Heel, Leather Lined. Widths 
Ss) See SaaS 












B 769—Black Satin, Steel Beaded One Strap, 
Imitation Turn, 14-8 Junior Louis Covered 
Heel, Leather Lined. idths B to D. 


Price $2.85 

BJ782—Same as above in Turn, Full 16-8 Louis 
Heel. Widths A to D............Price $3.75 
No. B 776 


$2.75 





B 776—Black Satin One Strap, Imitation Turn, 
9-8 Covered Heel. Widths B to D..Price $2.75 


B 786—Same, except Genuine Turn......$3.10 









LY ZZ] 


N 
\ 
WN 





u 





AY 


HAVERHILL, MASS. 





B 788—Black Satin One Strap, Full 16-8 Cov- 
ered Louis Heel, Leather Lined, Turn. Widths 


iS} Serre -..+-.-P ice $3.35 
B 783—Same as above, except 14-8 Full Junior 
MNS rad se kcterwesen eres os-wwed Price $3.35 














The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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argest Manufacturers of Box 
St. Louis, OSCAR F. WRIGHT CO. 


Pea etd 


. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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ONE HUNDRED YEARS OF GOOD SHOEMAKING 


Cossack Boots English Sandals 
TURN AND WELT LOW CUTS 
ESPECIALLY DESIGNED FOR 

THE COLLEGE GIRL 


























NOW 
IN STOCK 























No. 231. BROWN CALF No. 239. ALL PATENT 
WELT TWO STRAP WELT TWO STRAP 
SIZES24%-7 AtoD EVANS SIZES24%to7 AtoD 
$3.75 Canon $3.75 
9 
L. B. Evans’ Son Company 
Bosten Office: 110 Summer St. Wakefield, Mass. New York Office: 130 West 42nd St 














The Manufacturer’s 
Friend 


“The Shadow Shoe’ 


This innovation in last production is proving 
a practical help to the shoe manufacturer; it 
makes it possible to show the jobber or dealer 
just how a given pattern will look in any new 
last. The beautifully tinted colors bring out 
the style lines and colors just as they will 


look in the finished product. 


If you haven't looked into the merits of “The 
Shadow Shoe” you're missing a bet in these 
days of style importance. 


| LYNN | LAST COMPANY 


LYNN, —_ MASS. 


The Boot and Shee Recorder will appreciate your mentioning the publication in replies to advertisements. 






"SHADOW SHOE“ 
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_ 
For (reating Most Beautiful Shoe Style Effects 
in the Uery Popular “Soft Brown’ (olors— Use 


STARBUK 














N our wide range of new 
“soft brown” shades you 


In the Following 
‘Soft Brown” Shades 


, Hazel Panther 
are sure to find exactly the Color 43 Color 45 
one that will give that ee Rainer 
perfect effect or color har- Teak Filbert 
mony for which you are — — 
1 atnay eige 
seeking. ve — 
STARBUK COLORS Bobolink Nude 
FOLLOW CLOSELY Color 33 Color 31 


THE LATEST CRE- 
ATIONS IN FASH- 
IONABLE DRESS 








r 

Tolman, Dow & Co., Inc. | 

174 Lincoln Street, Boston, Mass. ge 

I 

ROCHESTER, N. Y. CINCINNATI, OHIO GREATER N. Y. ST. LOUIS, MO. - 
Mr. Charles L. Kirk Mohr-Holters Sales Co. New Castle Leather Co. T.M. Fitzgerald Co. si 
22 Andrew St. 202 E. 7th St. * 100 Gold St. 1602 Locust St. be 

m 

































Murphy, Gorman 
and Waterhouse 
Lynn, Mass. 









By 
F. L. Rogers Shoe Co. 
Freeport, Maine 








Made from Made from 
“Nude” STARBUCK “Filbert” STARBUCK 
__andour with panel and tip of 
DON KE . PATENT medium brown calf al 
y an 
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Comparative Leather and Hide Prices 


Upper Leather (price per foot) 


Pre-War Peak August, 1921 Today 
Calf, suede top grade... ..........-eee00. $0.32 35 $1.40@$1.50 $0.80 $0.60 7@ 
pee en an 26 36 8 ©-.40@ 1.50 50 © 55 45 @ .50 
Calf, smooth, black, top grade........... -28 1.30@ 1.406 45 5e@ 4e 45 
Side a ge top grade........... 18 -22 -75@ 1.00 28 30 -28 32 
Side leather, » top grade............ 16 -20 -65 90 -26 -28 -26 28 
Wilpked. us gub tisha)... Bes 60 Sop lee Ck SOS as 
ER, REETG GR. caccccccceccccccceccese -24@ .26 65@ .7@ ny} 23 -20 26 
Kids, colors, best fancy. ..........-+s0+s 35 40 1.40@ 1.65 85 1.00 .7@ -90 
. colors, top grade...........seeseees 28 30 1.35@ 1.60 -70 85 68 80 
. black, top A hescceeecoccssouce -28 30 1.35@ 1.50 65 -7@ 60 65 
Kid, medium, colors... ........+0sseee00 -20 2% -70@ 1.10 40 55 35 50 
Kid, medium, black...............+ssee0 18 -22 -60@ 1.00 35 50 30 ee 
BE GREED. cocccccccccccsocecccocesooce 06 12 -20 36 - 14 es 15 
BERR GEEED. 2c ccccccceccceccce 25 30 -85@ 1.05 AS 50 45 50 
Petes Bil. ccccccccccccccsccccccecece 40 ee 140@ 1.66 78 80 60 -15 
Sole Leather an per cr 
Green Hide Sole... ....... 22 cccccccececs $0.32 $@.30 
peenehenseeecoooveooececooesooees es “6 .5e s 50 
Bee. 3 eat BAGNS...ccoccccccccccccccoccs 38 55 58 48 ot 
No. 1 oak bends, shoe mfrs.’ use.......... 46 60 65 60 15 
No. 1 oak bends, finders’ use..........+.+ oe -70 85 78 85 
Raw Hides wat ate Pe per pound) 
(1913 Av.) 
Native steers, as used in sole . 
weocene cocoepeogooocooes ee 18% $0.52 55 14 $0.22 ly 
Heavy Texas for sole leather....... oe 18 oe 50 e 14 -20 
cows, for side leather.. .. 17 oe 62 an 12 
Branded cows, for light sole leather....... oe 17 i 50 -1@ ll 6 16 
No. 1 buffs, for heavy andsidelea.... .. 15 AS 50 06% OTe 14 5 
No. 1 Chicago City for fine calf 
eecepec ee coccceccoecececocoe ee 17 1. i 4 -21 18 ry 
Kipe for upper leather. ...........-+++0. ee -16' rt 17 1S 
B.A. hides, for hemlock sole leather 30 42 “s 6% ee ih 


















Side and Calf Leathers Both Active 


Manufacturers of Work Shoes for Farm and Industrial Use Calling for 
Heavier Grades—Patent Leather Manufacturers Busy 


HERE is considerable activity re- 
ported in colored and black 
chrome side leather which, to- 

gether with the activity in calf leather and 
glazed kid, makes a satisfactory business 
in upper leather. The heavier weights of 
side have been quiet for some weeks past, 
but manufacturers of shoes for working- 
men in the industrial and farming sections 
have become busier within the past week. 
Prices are higher on this grade of leather 
than a year ago, and tanners are adhering 
to prices on stock now coming through the 
tanneries which will admit of a profit. 


Buying on Hand-to-Mouth Basis 


The same may be said of sole leather, 
although it keeps the purchases smaller 
and more frequent, and shoe manufac- 
turers and sole cutters are still buying on 
a hand-to-mouth basis. The price situa- 
tion, both in sole and upper leather, has 
retarded business this fall, but tanners 
maintain that there is no use in working 
in hides today unless some profit can be 
obtained on the finished leather. With 


the hide and skin market at its present 
high level, there is little opportunity of 
producing any lower-priced leather. 


Tanners and japanners are still busy on 
production of patent leather, and the 
weather has been more satisfactory for 
drying during the past few weeks. Tan- 
ners are still busy, however, in delivering 
orders placed some time ago. 


Light Weights Selling Slowly 


The market still continues strongest on 
heavier weights, and light weights con- 
tinue to sell slowly. The top grades of 
full grain colors bring 45c to 48c, with 
some selections held at 50c per foot, the 
light and medium weights bringing from 
40c to 45c and some good-grade leather 
offered at 25c to 38c. There are also 
cheaper selections of calf, together with 
job lots bringing all the way from 25c to 
32c per foot. The top selections of black 
calf are quoted at 42c to 45c on full grain 
leather. Tanners of suede who quote the 
best selections offered at 60c to 70c per 
foot state that business is excellent on the 
best grades. While there is some improve- 
ment in sales of side upper leathers, tan- 
ners recognize that there would be larger 
business if prices were not so high. They 
are holding firm, however, to present 
quotations. 


Fair Call for Colored Buck 


The best grades of full grain colors on 
chrome side are 28c to 30c per foot. The 
good grades of side leather are quoted at 
24c to 26c. Cheaper selections in broken 
lots are quoted at 20c and below. There 
is a fairly good trade on the heavier leath- 
ers, including kips, veal, elk and water- 
proofed leathers, which range from 25c to 
32c per foot. There is a fair call for col- 
ored buck. The better grades of side buck 
are offered at 40c to 48c; medium grades, 
32c to 38c. 

Tanners report a good trade in glazed 
kid, the top selections bringing from 70c 
to 80c, and some of the finest grades as 
high as 90c. The market is strong, with 
good business. The recent further ad- 
vances in raw materials indicate that 
lower-priced kid leather is not to be ex- 
pected for some time to come. Some tan- 
ners of the top selections are behind in 
their deliveries and the general volume of 
business is larger than a few months 
ago. 

The price range is so wide that the price 
of kid leather really depends on the grade 
of shoe which one wishes to make. The 

(Continued oa page 107) 
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ILLIONS of American 
farmers will read about 

the superior merits of “U. S.” 
Rubber Footwear in these 
national and sectional papers 
during 1922-23. The results 
will be: First, a greater de- 
mand than ever for the “U.S.” 
line in your community — 
Second, profits for you, if you 
have a well balanced stock 
of “U. S.”” Rubber Footwear. 


United States Rubber — 
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The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Arctics Are Friends of Fine Shoes 


A Big Low Shoe Winter Season Seems Assured, with Which the New Novelty 
Gaiters and the Staple, Four-Buckle Variety Like to “Chum” 


RCTICS are among my best friends 
these days,” says a maker of 
novelty style shoes for women, “for 

the more arctics sold the coming winter 
the more of my fine style shoes will be 
sold. 

“Ten years ago it was not so, for then I 
believed, as did many other makers of 
leather shoes, that if arctics were worn, 
shoes would be saved, and the leather shoe 
trade would suffer. 

“But, nowadays, a young woman buys 
a pair of my pretty novelties, and a pair 
of arctics to wear over them, as she goes to 
the office, or store, or to school. The arc- 
tics protect her feet as long as she is out 
of doors, and, taking them off, she has 
light and dainty shoes for wear indoors. 

“I, a maker of leather shoes, want to see 
many more arctics sold the coming winter, 
because it means that more of my pretty 
shoes will be worn.” 


Elastic Arch Support 


An arch support, made of woven elastic 
fabric, fits snugly around the arch of the 
foot, like a corset around the waist, and 
holds the bones of the arch in place. 

If a bone has fallen, a pad, of felt, may be 
sewed to the band, in such a manner that 
it will fit under the fallen bone, and push 
it back to place. The bone having been 
restored to its normal position, the pad 
may be removed and the elastic support 
worn for a while. 


Rubber Tap on Running 
Shoes 


Running or sprinting shoes for school 
boy and college athletes may have a rub- 
ber tap, cemented and stitched to the fore 
part. The rubber has a corrugated sur- 
face, so that it will not slip on the floor. 
These shoes are used in halls and gym- 
nasiums where the use of spiked shoes is 


forbidden. 


Toy Rubber 


There are toy rubbers and rubber boots, 
such as some of the rubber companies dis- 
tribute as souvenirs, which retail at about 
25 cents a pair, and which will sell for 
Christmas gifts to children who “dress 
up” their dollies. 


Hob-nails in in Rubber Boots 


Hob nails are fastened into soles of 


rubber boots by a Peabody, Mass., leather 


Shoes 


firm, and the boots are supplied to men™ 


who work in the beam and the tan houses. 
The hob nails prevent the workmen from 
slipping on the floors and suffering acci- 
dents thereby. 


Rubber Market Stronger 


There was a decidedly strong and some- 
what higher market for plantation rubber 
the first of the week, but while there was 











A new golf sole in red and black, consisting of 
a red fibre sole base with tough, hard, fibre cleats, 
which are extremely wear resisting. These make a 
wonderjul gripping feature, especially adapled 
to golf. Itis = imed by the makers that the cleats 
are placed in such shapes and positions as will 
best give the golfer a strong stance on any of his 
shots. At the same lime, the resiliency of the sole 
is easy on the feet and is advantageous in wel 
weather, as the dampness is not absorbed. The 
flatness of the cleats does nol aliow the sole to in 
any way mar the smoothness of the greens, nor 
the polished floor of the club house—The Du-Flez 





said to be good buying interest manifested 
by both dealers and some of the factories, 
comparatively little business resulted ow- 
ing to a paucity of offerings. The strength 
of the New York market was due to.still 
higher cables from London and equally 
strong advices from Singamore as well as 
from Amsterdam. Although no definite 











The Kiel for the Du-Flet 
golf sole above described 


information appeared to have been re- 
ceived from London to account for the up- 
ward movement of prices in that market, 
no doubt was felt that there had been 
some development in the matter of efforts 
making to stabilize the industry that had 
influenced buyers over there. 

The offerings of rubber here were on a 
very restricted scale, and brokers found it 
particularly difficult to draw out sellers for 
distant future delivery. Spot and October 
ribbed smoked sheets were reported sold 
at 154%c and January-March at 15%c. 
Closing prices were somewhat a at 
15c for spot and October delivery, 154c 
for November-December, 15/c for Janu- 
ary-March, 1l6c for January-June and 
16\%c for April-June, the premium of 1c 
on first latex crepe being retained. 

The lower grades of plantations were 
sympathetically firmer with practically 
nothing on offer. Paras were steady with a 
limited demand. 


Rubber Quotations 





Plantations— 

First latex, crepe, spot...... . @153% 
October. , i, gas @153% 
Nov enben Bide ember. . . .. @15% 
January-March............ .. @16 

Ribbed, smoked, sheet, spot.. .. @154%4 
Ousshen. oe secss oo QR 
Newenbendes cutee. eeace .. @15% 
January-March............ .. @15% 
January-June............. .. @16 
April-June................ .. @16% 

*Brown crepe, thin, clean. .. .1 14@ 
etc cue acd es @1234 
eee eee a 

Amber— 
wen ee 

eee ae ee 
| era 

Para— 

Up-river, fine............. .. @I10 

Up-river coarse....... woos 0s QEBM 

*Nominal. 

TR, SOL. 5 osc ivckc ne 5 © 
Island, coarse............ 34%@ 

Caucho, Ball— 

Upper....... 13%@ .. 
SS eens ex 

Nk 5 assis ss. 4x wre, pea a vs en 

*Centrals— 
a 
eer rer 

EE SS ST 
*Mexican serap..:...:..:. .. @ 9% 
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-Rauskolb 


HAMMER LEAF 














Sell yourself and your Service! 


you sell a pair of shoes to a customer, do you simply 
en. “sell a pair of shoes’? After that customer has left 
your store, are you and your merchandise forgotten? 


Though you may not realize it, you need to sell your service and create 
something that will bring customers back to your store again. 


RAUSKOLB’'S HAMMER LEAF, permanent and untarnishing, is a 
strong and lasting reminder of merchandise and service. Manufacturers 
use it to stamp in gold letters, in the insole or quarter lining of shoes, the 
business signature of the merchant. It constitiutes a powerful kind of 
reminder advertising, working constantly and untiringly. 


The production cost per pair to the manufacturer is comparatively small 
and he will be glad to impress your name and place of business in the 
footwear you buy from him. Write him today and make known your 


wishes. 


F.W. RAUSKOLB CO. 


160 FRANKLIN STREET 
MEDFORD MASS. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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*Guayule— 
_ PE Ona 
TC, 
*Balata— 

Block, Ciudad............. .. @50 
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Side and Calf Leather Both 
Active 
(Continued from page 103) 


heavier skins are selling better than they 
were during the summer. 


Patent Leather Going Strong 


Patent leather manufacturers are busy 
and are still behind on deliveries. Top 
selections of patent chrome are bringing 
from 45c to 50c per foot, and patent kips 
as high as 55c. Medium selections of 
chrome sides are quoted at 35c to 40c, and 
the No. 3 leather from 30c to 35c. There 
is a good market on patent kid, prices 
ranging from 60c to 80c per foot. There 
is a considerable amount of patent leather 
going into the factories of the women’s 
shoe centers at the present time, and the 
demand which started in heavy last winter 
seems to show no sign of abatement. 


Long Hours—Low Pay 


Washington, Sept. 29—The Chinese 
shoemakers in Tsinan work from sunrise 
to sunset for wages ranging from $10 to 
$29 a month, according to a report on the 
boot and shoe industry in that district, 
received from Consul Milbourne, by the 
Boot and Shoe Division of the U. S. De- 
partment of Commerce. 

The type of leather shoes manufactured 
in Tsinan is of the usual American style, 
with rather broad toes and medium high 
heels. They retail in the local market for 
$5 to $8 silver per pair. 

Before the war, German shoes of imita- 
tion leather were occasionally found on the 
local market. These were replaced by 
shoes of Japanese manuiacture, but since 
the institution of the boycott on Japanese 
goods, they also have disappeared. The 
demand for foreign made shoes is limited 
to a relatively small American and 
European population. 
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LOUISVILLE 


Retail Business on Increase 


Satins Most in Demand at Present with Anticipated Demand 
for Oxfords as Weather Grows Colder 


TARTING with State Fair week, 
September 11, business with the 
Louisville retail merchants has been good. 
Chilly weather caused white shoes to be 
laid away for the season, and has resulted 
in better demand, especially for women’s. 
With some really cool weather wool and 
silk and wool hosiery is expected to move 
well. 

Tan low shoes or oxfords promise to 
contine popular, but present demand is 
largely for satin shoes, and combinations 
of satin and patent, and combinations of 
tan, patent and gun calf, trimmed in gray 
and beige suede. Tongue effects are 
especially good, while brocaded satin, and 
combinations of such material with patent 
are also good. 

Men Want Plain Patterns 


In men’s shoes demand continues 
steady for plain styles in tan and black 
calf, there being a good many semi- 
brogue models on display, but patent is 
showing hardly anything, and almost 
seventy-five per cent of sales are in tan. 
Tony or cherry tan, or red, is being shown 
by several houses. In some of the sporty 
shoes red stitching is shown on tan and 
green on black, principally on sole stitch- 
ing. 


Hosiery Department Restored 


The Petot Shoe Co., after running along 
several months after discarding its hosiery 
line, decided that hosiery was too big an 
item not to have, and that many sales 


were missed as a result. Therefore the 
company has again installed hosiery, 
carrying men’s at from 35 cents in 
mercerized to $1.50 for silk, and women’s 
in silk, wool, and silk and wool combina- 
tions, at 95 cents to $3.45. The company 
today is making one price only in all 
shoes, both men’s and women’s, that 
being $6. 


Satin Shoes Featured 


Although $7.50 appears to be the 
featured fall price the Boston Shoe Co. is 
advertising shoes at from $6 to $15, and is 
featuring eighteen new styles in satin at 
that range. In one of its recent advertise- 
ments the company said: “Tongues on 
many of the new styles talk ‘satin.’ ’’ It 
continued: “And these new tongue effects 
surely speak a delightful language, which 
explains the vogue for satin slippers this 
season. The materials are more suitable; 
they are beautiful, in plain or brocaded 
weaves, when fashioned into the tongue or 
Marilyn stray effects. 


New Store Opened 


The Cadle interests have opened their 
new American Shoe Co., at 534 South 
Fourth street, handling women’s shoes 
and repair service exclusively. Shoes are 
priced at $6, $7, $8, and $9, the company 
showing some attractive lines of merchan- 
dise. The store formally opened on Sept. 
23, and offered a pair of silk hose free with 
every shoe purchase. Windows, while 
narrow, are attractively arranged. 


High Grades Not Selling So 
Well 


High priced shoes are not selling as they 
were, and it is no easy matter now to get 
men or women to go over $10 or $12 at the 
most for shoes, whereas during the peak 
period, anything under $10 was considered 
as cheap. Today some very good mer- 
chandise is being offered at $6 to $8in both 
men’s and women’s, and ten dollars is 
about the limit that the average buyer is 


willing to pay. 





Introducing Special Shoes in 
a Novel Way 


An advertising novelty designed to 
appeal directly to the buyers of infants’, 
children’s and misses’ shoes and at the 
same time to be very efficient aids to the 
retail dealer has been devised by Rosen- 
wasser Bros. Inc., Long Island City, 
N. Y. who are putting out an unusually 
attractive line of boots and shoes for 
children from the first year up to high- 
school age. The shoe is the Dr. Adler 
Scientific Hygrade shoe, the improved 
manufacture of which Rosenwasser Bros. 
Inc., have taken over as their leading line. 

They have prepared a series of five 
illustrated pamphlets, each one of the 
series carrying on its last page pictures of 
the entire line of five ages in shoes, but 
each pamphlet specializing on one shoe of 
the series. Even the titles are attractive 
and the test of each is written in a style 
calculated to interest and inform the 
parents—the buyers of the shoes—as to 
the quality of materials used, the crafts- 
manship, style, etc. The titles of the five 
pamphlets, almost self-explanatory, are 
“The Mother’s Rosary;” “First Steps in 
Life; ““‘And so, to School;” “The Foot of 
the Flapper” and “The Shoe of Girls’ 
Delight.”” These pamphlets done in three 
colors were created for Rosenwasser Bros. 
by the Wm. H. Rankin Agency and are 
distributed directly from the factory and 
by all the dealers in Dr. Adler Scientific 
Hygrade Shoes. 
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459-4 Comfort 


REG U.S.PAT.OFF 


RUSHION TREAD 


FLEXIBLE SHOES 7 WONt® 


Davis Process Shoes have great flex- 


ibility, a splendid cushion at the ball, 
a perfectly smooth leather innersole 
and they give an extra amount of 
service. 


{Stock No. 300 
CROSS SECTION - INNER SOLE Women’s Kid Polish, Kid Top, Rubber 


RAISED TOSHOW CUSHION Heel, ‘Turn. Widths C to.EE 
Stock No. 541 Price $3.25 


Women's Kid Oxford, Kid Tip, Rubber 
Heel. Widths E to W 


Send for Catalog 
Made by 


A. H. BERRY SHOE CO. 


PORTLAND, MAINE 


BOSTON OFFICE 428-430 ALBANY B’LD’G. 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Retail Shoe Prices Not Advanced 


Crisp Autumn Weather Sells Walking Shoes 


for Women— 


Showing of Low Shoes a Big Feature 


A SURVEY recently made in Bos- 
ton’s shce stores and departments 
reveal the fact that price advances have 
not yet made their appearance in the 
retail footwear field. While some of the 
lines which have been offered to the retail 
shoe merchants for spring, show slight 
increases in price over those of the fall 
and winter season, merchants are now 
proceeding confidently and successfully 
with shoes at the same, and in some cases 
a trifle lower, prices than those of last 
spring. The public is responding well by 
purchases of low shoes for business and 
hiking, and low shoes in “dress-up” num- 
bers for various social functions. The 
October bride is responsible for many sales 
of fine shoes and hosiery; silver brocades 
are favorites and so is silk chiffon hosiery. 


In Tan Scotch Grain 


One of the snappy models in men’s 
business footwear has been attractively 
featured by Esart, exclusive men’s shop, 
46 Boylston Street. This is called “The 
Polo” and is shown in tan Scotch grain, 
also in black Scotch grain. This store is a 
favorite purchasing mart for the college 
boys. 

The English Blucher 

Jones, Peterson & Newhall Company is 
featuring its “English Blucher’’ woman’s 
model at $10. This is a good model for 
walking and is shown in tan and black 
grain with medium high heel. Wool hose 
or spats are sold to accompany this model. 


Low Shoes Everywhere 


One of the noticeable features of win- 
dow and fall and winter sample showings 
by traveling salesmen is the absence of 
high shoes. It is true that some high shoes 
are carried, but these in general are given 
“a back seat” in displays. This is true, 
not only of women’s, but of men’s shoes. 
It surely looks now as though, more than 
ever, the vogue this winter would be low 
shoes and wool stockings; or low shoes 
and spats with rubber gaiters to make up 
the extra protection on extra cold and 
stormy days. 


Attractive Hosiery Showing 


At the hosiery department of Thayer 
McNeil Company, Miss J. E. Harding in 
charge, everything is set for a big business 
this fall and winter on wools. Miss Hard- 
ing expressed the opinion that business 
women do not want the long skirts; she 
and her assistants have just bought new 
gowns for business and on the semi-dress 
style which are 11 inches from the ground 


and from her survey of the situation she is 
convinced that the rule will be skirts not 
longer than 10 inches from the ground; 
low shoes and wool or silk and wool stock- 
ings for business. ““The long dress skirts,” 
said Miss Harding, “will carry the all silk 
“‘dress-up”’ hosiery. We have sold a raft of 
wools and I believe that we are going to 
continue to sell wool in large numbers. 
The wool stockings here are for the most 
part imported from England and some 
Belgium wools in a very fine grade are 
coming in. A novelty in a full-fashioned 
spun silk stocking in a delft blue, with 
plaiding in contrasting effect, imported 
from Scotland, was shown. This stocking 
was made on a hand loom and the plaids 
were woven into the stockings. It was a 
very firm weave as well as being very 
artistic and sold for $15 the pair. 


Hosiery a Millinery Line 


“We call hosiery a millinery line, be- 
cause it is really just as exacting and must 
be considered just as carefully as would 
the trimmings for a hat. ‘Color here is 
given much attention and the new shades 
are most interesting, for instance in brown, 
there is Mandalay mulatto, Sahara and 
coal color; there is dove and lark, gun 
metal and platinum—all well displayed 
and in harmony with the shoes shown. 
The hosiery department has been ex- 
tended, so as to make room for another 
floor display case. One of the new shoe 
numbers in the display case was in black 
suede, with a 1618 Louis heel and a nar- 
row, high tongue on which was placed an 
egg shaped rhinestone buckle. 


All Sitk a Favorite 


The customers at this store prefer the 
all silk stocking to the silk with the lisle 
top, but. to accommodate many of the 
patrons who like the lisle top for a work 
stocking, or those who wish to economize, 
a lisle top is carried. The price range on 
these numbers would be, say $5.00 for the 
all silk and $3.50 or $3.00 for the silk and 
lisle. Miss Harding reports plain black 
chiffon silk as a big seller, also gun metal. 


A Styleful Folder 


One of the clever “stunts” employed by 
the Thayer McNeil Company to advertise 
its hosiery department is a little four-page 
folder on which appears a photograph of 
the department and the explanation that 
it represents the store’s hosiery depart- 
ment. “Just inside our Temple Place 
Entrance.”” This booklet is sent to all of 
the charge customers of the store. An 
invitation is issued to patrons to visit the 
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PHILMALL, Inc. 
THOROUGHLY BENCH 
MADE FOOTWEAR 
FOR THE BETTER TRADE 


Show Room, Room 435 Marbridge Bldg. 
oe 147-153 Waverly Place 
NEW YORK CITY 








The WESTCOTT-WHITMORE CO. 
Syracuse, N. Y. 
In Stock Specialists of 
Women’s Shoes, Party 
Slippers and Novelties 
Write for Catalogue 








BLEECKER STYLES 


Are 'the last word in footwear 
Sor stylish women 








BLUM SHOE MFG. CO. 
Dansville, New York 








_IN STOCK 
No. 64 


Men’s Brown Elk 
Everett True- Form 
Last 

Price $1.75 


—e 
Shee Co. 


Manufacturers ““Comforels’’ St. Paul, Minn. 











Phillips-Cram Corp. 
Makers of 
Women’s Turn 
Slippers 
276 River St., Haverhill, Mass. 


Boston Office 
207 Essex Street 
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Where to Buy 


Women’s Shoes 








Largest manu- 
facturers of 
soft sole leather 
slippers. 
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MAID-RITE SLIFPER CO., Inc. 
35 York N 
















E. A. & M. C.Witherell Ce. 
Some fot rere 
Wemen'’s Turms 

Beets amd Slippers 

Havehill, oe 


Besten Office 
Rice Bidg. Room 406 


FERN & POOR CO., Inc. 
Manufecturers 




































Newburyport, Mass. 
Wemen’s Turn 

Beets & Slippers 
far the whelesale trede 

WOMEN’S FINE TURNS 

and Novelties 

One of our newest models. 

Hand Turn kid lattice work 

quarter—in all finest 


treet 
Haverhill,Mass. 
eeeeee DETTE Ree eOONETS 








a 


Makers of 
HAND TURN NOVELTIES 
Ie al and Satins and 
On All the Latest Lasts. 


Felstiner-O’Cennell 
Shee Ce. Inc. 


41 Washington St. 
Haverhill) Mass. 
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TURKISH SLIPPERS 
IN STOCK AGAIN 

Neo. 101—S8ofa Turk- 
od irom Constants 
Gilera for immediate 
K. M. STONE CO. 
12-14-16 E. 22nd St, LY. 


INFORMATION f.S: 


“Where to Buy” constitutes a: 
source of knowledge so that he who : 
runs through these pages may read 
—and learn. 






Write for 
Bampieand 
Price—Dept. B 
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department and inspect the stock of 
exclusive novelties and staples. 


Retail Salesmen’s Institute 
Activities 

The Boston Retail Shoe Salesmen’s 
Institute work is assuming large propor- 
tions. More than 20 classes in various 
parts of the country are awaiting President 
Evans’ assistance in organizing and the 
co-operative work which the Institute 
will conduct with Boston University. 
The Jordan Marsh & Co.’s shoe depart- 
ment course is to resume instructions, 
probably with next Tuesday night. 

The School of Business Administration 
of Boston University has decided that the 
Institute’s course is so valuable in the 
scientific training of retail shoe salesmen 
that it is to be included in B. U.’s cur- 
riculum. 

A Big Get-Together 


A big meeting of the Portland class was 
held last Monday evening in the State of 
Maine room, Falmouth Hotel. This 
meeting created a widespread interest 
from merchants and manufacturers, so 
that instead of the initial meeting of 
simply the retail shoe salesmen, a big get- 
together of the entire trade of that 
vicinity was present as guests of the retail 
salesmen. Major Cahill of the United 
Shoe Machinery Company gave his il- 
lustrated lecture on “The History of 
Shoemaking,” Arthur L. Evans was one 
of the speakers. 


Retail Salesmen Meet Oct. 9 


The Boston Retail Shoe Salesmen’s 
Association will meet at Dupont’s on 
Monday evening, October 9. Dinner will 
be served at 6.30 o’clock, after which a 
business meeting will take place and 
President Hollis will announce the per- 
sonnel of the following new committees 
for the next season’s work: Educational 
and entertainment, membership, recep- 
tion, publicity, investigation on better 
employment assistance. The speaker of 
the meeting will be Richard Lennihan, 
assistant director of the Harvard bureau of 
Business Research, who will take for his 
subject, “The Relation of Salesmen to 
Operating Expenses.”” Miss Anna Brady 
will render solos and will lead in the 
chorus singing. 


Regal Shoe Windows 
Attractive 


The Regal Shoe store windows have 
been very attractkve the past week. The 
Resco Foot Measuring machine is at- 
tracting much attention. In either window 
a black stockinged foot form appears with 
a red white card suspended by narrow red 
ribbons which accentuate the good points 
of the machine, as follows: Right foot 
measurement; indicator for correct length 
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of stocking; indicator for foot length; 
stocking length scale; foot length scale; 
left foot measurement; indicator for shoe 
length; width indicator; width scale; heel 
elevation; Actual position of the foot in 
the shoe. The card is signed “At your 
service, The Regal Shoe Company.” 


The “‘Answer’”’ Shoe 


A new health shoe has recently made its 
appearance at the shoe department of The 
Shepard Stores. This is called the “An- 
swer” shoe for the reason that its makers 
claim it answers the problem of elimina- 
ting all nerve strain caused by wearing 
shoes. For the manufacture of this shoe a 
new machine was invented to make “the 
very different” ‘‘suspension-support fea- 
ture” of this shoe. This new shoe was 
announced in the daily papers and the 
public invited to come in and try them on 
and “experience the instant relief they 
afford.” 


Buster Brown and Tige 
Appear 


Buster Brown and Tige made their 
appearance at the shoe department of 
Houghton & Dutton’s, October 6 and 7. 
Buster was given the key of the city by 
May Curley at high noon, Friday, Octo- 
ber 6. There was a big attenance. 


Men’s Apparel Show 


Men’s wearing apparel for the winter, 
as well as for next spring, was featured at 
the New England Men’s Apparel Show, 
held by the New England Retail Clothiers’ 
Association in Mechanics Building during 
the week ended September 29. Judging 
from the exhibits, of which there were 


_about 100, rough fabrics are to be very 


much in vogue, although patterns, even in 
sport clothing, were plainer and more 
conservative in design. 

Colors ran the familiar gamut of browns, 
blues and grays, with here and there mixed 
colorings such as those seen in the old 
reliable Scotch homespun effects. There 
were liberal displays of accessories such 
as belts, hosiery and neckwear. There 
were daily style shows with models and an 
orchestra. A fair quantity of business was 
booked by exhibitors, most of it for prac- 
tically at once delivery. 


Bresnahan Company Is 
Growing 


The Bresnahan Shoe Company is 
taking another floor in the building at 65 
Beverly Street and is preparing to double 
its output of fine novelty style shoes for 
women, all with wood heels. It started 
only last April, fitting up one floor to make 
10 cases of shoes daily. But by diligent 
effort, and careful planning, it was able to 
increase its output from that one floor 
to 16 cases daily, all well and thoroughly 
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made. Orders continued to come in, and 
at the opening of the fall run the firm was 
forced to take another floor, which growth 
is testimony to the skill of the Bresnahan 
Brothers in making shoes, as well as to the 
fact that style is selling shoes in the 
women’s trade these days. 


Tongue and Strap Styles Lead 


Tongue and strap styles lead in the 
Bresnahan line for fall, and the patterns 
of them are many and varied. Lasts are 
of two types, the long and graceful last, 
which carries the high Louis heel, and the 
short, stagey last, which carries the 1418 
blocky wood heel. Some unusually fine 
ornamentation, especially fancy stitching, 
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is revealed on tongues, and in some in- 
on vamps and quarters. 


The Selz $ Six at Kennedy’s 


Kennedy’s, one of the New England’s 
leading men’s stores, has installed a new 
line of shoes known as the Selz $ Six. 
These are shown in both high and low 
models at $6.00. They have also installed 
the Selz “‘Royal Blue Shoes,”’ which they 
sell at $7.85. 


To Build a Tannery 
Baker & Kimball, leather merchants, 
South Street, Boston, has bought land in 
Salem, Mass. on which to build a sheep- 
stances, skin tannery. 





LYNN 


Welted Oxfords Selling Well 


New Lines Being Given the Lightness and Appearance 
of Turns 


ELTED oxfords have the right of 
way in Lynn just now. Tongue 
shoes, strap shoes, ribbon ties, and side 
lace oxfords are still made, but new busi- 
ness shows large gains for welted oxfords. 
Boots are dreamed of, as a new El do- 
rado, by several manufacturers, particu- 
larly those who believe that to change the 
style is to change the luck. Pictures of 
novelty boots from Paris are studied with 
that zeal with which a lost motorist studies 
a sign post. A few firms have orders for 
boots. But they are of the staple style. 
The novelty boot, that is, a pace-maker 
in style, is yet to come. 


Ozford Heels are Low 


Lower heels are another new feature of 
Lynn’s trade. Welted oxfords are largely 
responsible for this re-action to lower 
heels, after a big run on high heels, for the 
new oxfords have heels 8-8, 9-8, and 10-8 
high. 

To get down to brass tacks on the new 
welted oxfords, let it be reported that the 
Watson Shoe Company is making many 
such shoes, in sport and service types, with 
which most everybody is familiar, and, 
also, in a new dress style, with which but 
a few are yet familiar. These new oxfords 
are called ‘‘Fetherwelts,” meaning that 
they are light, not light like a feather, 
though the name so implies, but light and 
dainty, like a turn shoe. 


Welts That Look Like Turns 


There’s the story in a nut-shell. The 
makers of flexible McKays have made a 
new grade of footwear, by producing shoes 
that look like turns, and many merchants 
have handled the new styles with success. 
So it is quite natural, as well as progressive 
for the Watson Company to see what they 


can do in making a welt look like a 
turn. 

In the first place, they have originated 
and developed three new mechanical pro- 
cesses in bottoming their shoes, which re- 
sult in a shoe that is as light and as flexible 
as a turn, and yet has the substance of a 
welt, there being two soles, the inner and 
the outer, between the foot and the side- 
walk. The manner of their mechanical 
processes they perfer to keep secret, in- 
deed, intend to keep secret, even if they 
have to put policemen on guard at the 
making-room doors. 

However, it is the style of these new 
“Fetherwelt” shoes that chiefly interests 
buyers. And any one of the buyers may see 
at a glance that the uppers are patterned, 
in design and material, like uppers of 
dressy turn shoes. The edges are trimmed 
close and thin, like the edges of turns, the 
shanks are shaped like shanks of turns, 
and the heels are of wood, covered, like 
the heels of turns. So, detail by detail, as 
well as in the whole, they look like turns. 


Oxfords of Russia Calf and Gun Metal 


Harry Thomas, of V. K. & A. H. Jones 
& Thomas is another Lynn enthusiast for 
welted oxfords. He is making them just 
now of Russia calf, and gun metal calf, all 
with low heels, 8-8 or 10-8 high. The pat- 
terns show broguey effects, like wing tips, 
and perforations and pinking and fancy 
stitching. Also, brass eyelets are used on a 
number of the shoes. Heavier types of ox- 
fords, of Scotch or Norwegian grain 
leather, are likely to come later. 

Also, Mr. Thomas has one line of light- 
welted oxfords, like turns, though they 
have leather heels. Incidentally, he is ex- 
pecting that welted oxfords will be among 
the best sellers for next spring and summer. 
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Where to Buy 


Men’s Shoes 
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Frederick S. Peck 
Worcester, Mass. 
Men’s and Women’s 


Sport and College Shoes 


Boston Salesroom 


WORCESTER 207 Essex Street 
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Wide Range of Oxford Patlerns 


Harley E. Leighton of the sales staff o2 
A. M. Creighton is cheerful these days, 
for around Labor Day he picked welted 
oxfords as best sellers for October, and the 
way the orders are coming in proves that 
he is right. It. is not quite a deluge of 
orders, but it is enough to make the 
Creighton organization wish that the new 
shop were ready. It is now in process of 
completion, and cutting in it will be started 
in November. 

Heels of the Creighton oxfords are 8-8, 
or 10-8 high. Patterns range from severely 
plain, without tips, stay or trimmings of 
any sort to the extreme of sport and 
broguey styles. Leathers are patent and 
dull black calf, a dozen or so shades of 
brown calf, in smooth, boarded and em- 
bossed finishes. Some are made in one tone 
of color. Others are made in two tones, the 
leather of the contrasting color being 
usually of suede. 


Black is Favored Color 


A surprising trend in the oxford trade, is 
found at the factory of Harney, Tracey & 
Crehan, where practically all of the ox- 
fords are black in color, being made either 
of patent leather, or dull calf. A few are 
trimmed with black suede or gray suede. 
But, excepting for the gray suede, black 
is practically the only color that they are 
cutting. Heels are all low, and, also, are all 
of leather. 

Incidentally, Harry Kushins, salesman 
for the firm, is on a trip to California, 
carrying with him shoes especially de- 
signed for the Pacific Coast trade. 


Some Harney Welts 


At the factory of P. J. Harney Shoe 
Company they also are busy on welted 


oxfords, of patent and dull black and Rus- © 


sian calf leathers, all with low heels. One 
pattern that is a good seller, has a wing 
tip, a square end vamp and a hooked 
foxing. Brass eyelets are used on some 
shoes. 

Incidentally, Lawrence Lennox is on 
the road, with a few new patterns of 
welted oxfords. 


Orders Farther Ahead 


Some Lynn firms are undertaking to 
book orders for next year, and are meeting 
with some measure of success. In other 
words, they are getting orders for delivery 
three months in advance, instead of three 
weeks in advance. 

The thought is commonly expressed that 
business. would be more substantial if 
shoes were ordered farther in advance, and 
the present stability of styles and prices is 
encouraging some buyers to place their 
orders farther ahead. 


Price Problems Up Again 


To venture into a brief discussion of 
prices is dangerous, because the price situ- 
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ation is complicated. On one hand, some 
Lynn manufacturers are persistently im- 
proving their shoes, so that they are worth 
more money, and on the other hand, some 
Lynn manufacturers are persistently mak- 
ing cheaper shoes, to accommodate their 
customers. 

However, it may be said, in a general 
way, that Lynn manufacturers have se- 
cured a reduction in labor prices, and, also, 
a longer work week, both of which will 
tend to decrease production expense. Also, 
rates for power were reduced on October 1. 
There are other small savings, which, made 
here and there, tend to keep prices of 
shoes down to lower levels. 

The big problem of the trade, as some 
Lynners view it, is not to create new shoes, 
nor to make new prices, but to get people 
to buy more shoes, so that there will be a 
larger volume of business. 








Skill, Born of Experience 


James Mooney, a McKay stitcher, in 
the factory of T. F. Hayes & Sons, Lynn, 
has been sewing shoes for 55 years. It is 
said that a Lynner has been stitching 
McKay shoes for 60 years. 

Mention is made of these veterans, not 
to tell of their years, but to show that 
Lynn has a wealth of shoemaking skill 
that is born of years of experience. 


A New Wood Heel Firm 


The Gray Wood Heel Company, which 
is fitting up a wood heel factory at 48 Mul- 
berry Street, Lynn, was incorporated last 
week by Bernard C. Gray, Conrad Roche 
and H. Mortimer Cushman. Mr. Gray was 
formerly with Gray, Hathaway Company, 
and Messrs. Cushman and Roche are of 
the A. E. Little organization. 


Wood Heels are Cheaper 


Speaking of wood heels, they are now 
cheaper than for some time, which fact 
may account for their larger use. 





New Stitchdown Firm 


Clyde Eastman has formed the Clyde 
Eastman Shoe Company and it is starting 
to make stitchdown shoes at 14 Otis 
Street, Lynn. Incidentally, the manufac- 
ture of stitchdown shoes is on the increase 
in Lynn and vicinity, and this fact may 
account for the decrease in the manufac- 
ture of sneaker style shoes, which the re- 
cent United States bulletins shoe, for the 
stitchdown shoe is an active competitor of 
the sneaker. 


New Shoe Stores. 


A. Masinta, Benton, IIL., 
ment. 

Joseph Foster, Boston. 

Ehrlich’s Quality Footwear, (exclusive 
women’s shoe store), 27 Patton Avenue, 
Asheville, N.C. 





shoe depart- 
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SHOE 


HAVERHILL 


Tongue Pumps Being Featured 


Ornaments Being Freely Used; Also, on Turn Shoes—Strap 
Patterns Numerous 


HE high reputation which Haverhill 

enjoys for novelty styles in women’s 
turn footwear is illustrated in the new 
line gotten out by Emery & Marshall 
Company. There are 180 distinct styles, 
including many novelties of attractive as 
well as practical designs. Messrs. Sherman 
and Fred Marshall also Charles Marks of 
this concern say that these styles represent 
high water mark in Emery & Marshall 
Co.’s achievements. Tongue pumps in 
plain and decorative effects, with orna- 
ments of various attractive kinds, are 
prominent features of the line. In fact it 
will be said that the tongue pattern is 
outstanding in regard to representation 
and forthcoming popularity. 


Higher Heels Featured 


One and two straps, also cross strap 
patterns, plain and embellished, are well 
represented. Leathers include colored 
suede, bronze kid, patents, black and 
brown satin, white kid, reignskin, nubuck 
and many other leathers and fabrics. 

The trend in the Emery & Marshall line 
is toward high heels, conforming to longer 
skirts for the coming season, with the 
16-8 heel featured. However, there are 
heels in all heights with special lasts to 
insure good fitting qualities. Emery & 
Marshall Company have engaged several 
additional salesmen who during the com- 
ing season will cover every part of the 
United States. The concern will manu- 
facturer women’s high-grade turns for 
retail trade, exclusively. 


Engaged New Sales 
Manager 


Hopkins & Ellis, Haverhill manufac- 
turers of women’s turn footwear have 
engaged William E. (better known as 
Bill) Emery to take charge of general 
selling and style development. 

Mr. Emery, who has been 31 years 
actively associated with shoe manufac- 
turing and selling, has for the past 11 
years been with Herman E. Lewis Inc., 
Haverhill. He comes to Hopkins & Ellis 
with experience and ability in designing 
and selling the class of novelties with 
which this concern is identified in the 
minds of the trade. Mr. Emery will make 
his headquarters at the factory. Hopkins 
& Elis continue to maintain the in-stock 
department with which they have had 
phenomenal results during the past year. 
New styles are being added and during 
the next few months the department will 
be enlarged with improved facilities for 
prompt shipments to merchants. 


Member of Haverhill 
Shoe Concern 


E. A. & M. C. Witherell, manufac- 
turing women’s high grade turn footwear 
has a new member, G. Herman Pulsifer of 
Haverhill, who for several years has been 
identified with Dalrymple-Pulsifer Co., 
manufacturers of shoe ornaments in 
Haverhill. Mr. Pulsifer is well known to 
the shoe trade through his trips covering 
the retail shoe trade in many cities of the 
United States selling shoe ornaments for 
this well known house. He is also a clever 
designer and is thoroughly familiar with 
the women’s shoe style novelties for 
which Haverhill is famous. 


New 


A Weill Established House 


E. A. & M. C. Witherell Co., has been 
long identified with the production of 
turn footwear in Haverhill. Edward A. 
Witherell, the senior member, is one of the 
best known manufacturers and _ shoe- 
travellers in New England through a life- 
time of experience. His son, Morton C. 
Witherell, associated in this business, 
although a young man has had valuable 
experience in factory production. The 
concern has made rapid strides during the 
time it has been in business. With the 
addition to its membership, it will further 
increase production and popularlity. 


New Corporations Formed 


Two Haverhill concerns recently in- 
corporated under Massachusetts laws 
are: Hayman Shoe Company, shoe manu- 
facturers, capital $15,000 with these 
incorporators: Herminigilde M. Dufrain, 
Herman N. Dufrain, Nehemaih H. Hay- 
man, Lottie M. Hayman, and Charles 
Hayman, all of Haverhill. 

The American Wood Heel Co., manu- 
facturing wood heels, with capital of 
$10.000, and these incorporators: George 
H. Cushman, Latham C. Strong and 
Clifford A. Priest, all of Haverhill. 


Scarcity of Seasonable 
Footwear 





“Retail merchants want shoes,” said 
the representative of a Haverhill shoe 
manufacturing concern, aiter returning 
from a short trip. “They want shoes to 
sell right now,” he continued, “‘and are 
urging shipments earlier than originally 
planned. We are speeding production as 
much as possible but stitching room 
congestion is hard to overcome. It is the 
old story of merchants postponing orders 
till actually short of goods, then wanting 
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Where to Buy 


Men’s Shoes 























CRAIG -REED & EMERSON INC. 
L BROCKTON MASS ~ J 


Boston Office: Room 214, United States Hote) 











Taewson BROS . SHOE 
FINE SNOEMAKERS 2 
BROCKTON 

















Men's Suoes ~HANp TAILORED 


NoTHING 
BuT THE 
Best MADE 


Wuen East Visit Us 
WHEN IN Your Town We Wit Visit You 














HENRY LILLY CO. 
88-90 Reade St. New York 
AUCTION TRADE SALES 


OF 
SHOES AND RUBBERS 
Every Wednesday and Friday 











Where to Buy 


Boys’ Shoes 

















AShoe for Boys 
That Wears. 


Marston & Tapley Co. 
DANVERS, MASS. 

















They bring your 
customers back 


oe 


NSIS wf 7 ie Cnsi joe 
Shoe fr oa The Sita She a 


Where to Buy | 
Wanted Styles 


An extra editorial service to 
“Recorder” readers, free for the ask- 
ing, with authentic information on 
current problems. 
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— to Buy | 
Children’s Shoes 


Bonita, Shoe * Baby} 


TURNS and SOFT SOLES 


In Stocl< 


Send. Or Catak¢ 


AH Mertin@ , 


Meher ROCHESTER wy * 





























<The BED FOOTWE AR CO. 


Wlarusf< tclure < 
INDIAN MOCCASINS, BOOT SOCKS 
FOOT COMFORT SLUMBER SL IPPE RS 


carnage rs "* Calalog 


FACTORY 1, OSWE GO. 


N.Y. 








Soft Soles and Moccasins 


Ask your Jobber for our 
G & We DO NOT sel} 
the retail trade. 


Newcomb-Anderson Shoe Co. 
ROCHESTER, N. Y. 








“ELAM” 
Flexible Turn Shoes 


For the Jobbing Trade Esclusively 


F. S. ELAM SHOE Co. 


Rochester. . N. Y. 
Boston Office. 181 Easex Stren 








oot Soft-Sole 
Moccasin-Style Shoes 





Made of best smoked, tan 

and chocolate elk. Some 

with patent vamp. High 

cut and sanda style. 
t cushion innerso 

fine for baby feet. A high 

grade shoe at a low price 


Lynn Meccasin Co., 125 Market St., LYNN, MASS. 

















Where to Buy 


Wood Heels 














New England Wood Heel Co. 
Manufacturers of 
Wood Heels and 


Wood Heel 
Machinery 


93 Essex Street 
Haverhill 








INFORMATION wicesens 


“Where to Buy” constitutes a 
source of knowledge so that he who 
runs through these pages may read 
—and learn. 
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deliveries in two or three weeks’ time. It 
can’t be done on goods made up to order. 
Meanwhile, factories maintaining in-stock 
departments are reaping a harvest of 
business.” 


Variety in Novelty Patterns 


Tongues, straps, ties, plain pumps, 
singly and in combinations, are seen in 
factory sample lines of women’s turn 
footwear. Never have merchants enjoyed 
a greater variety of styles than at present, 
and never has it been a more difficult task 
to make selections. Colonial beaded 
tongues used with one strap slippers are 
featured in Haverhill lines. There are 
innumerable tongue and strap ornaments 
of various shapes and sizes, made of cut 
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with either instep or ankle fastening. 

The cross strap is by no means out of the 
running. It is shown with steel beading 
in scroll and floral designs. 

Lasts are working toward the shorter 
foreparts and the carrying of higher heels. 

The one strap pump is in evidence as an 
everyday seller; a style which is practical 
and useful. It has achieved success and 
has qualities of harmony. 


New Boot by Rickard 


A novelty in women’s footwear is the 
high front and low quarter oxford intro- 
duced by Richard Shoe Co. of Haverhill. 
This pattern has 10 rows of eyelets and a 
collared quarter. The height in front is 
six inches and has the effect of a low boot. 





steel and other metals. Ribbon and This is one of “Ed” Rickard’s masterpieces 
strap combinations are being shown and possibly indicates a boot trend. 
ROCHESTER 


Men’s Shoes More in Demand 


October Expected to Be Banner Month with Business 
Steadily on the Up-Grade 


EPORTS of local shoe men who 

attended the meeting of the Ro- 
chester Retail Shoe Dealer’s Association, 
held at the Chamber of Commerce on 
Tuesday, September 26, indicate that 
business has picked up materially despite 
the continued hot weather, and that as 
soon as real fall weather arrives the shoe 
business will be brisk. 

Sales of men’s shoes have increased 
materially. Local merchants feel that 
October will see a big demand for men’s 
footwear. 


In addition to the informal discussion of. 


styles and business conditions, a report 
was given by the rubber committee. 


George W. Schmanke 
Purchases Store 


George W. Schmanke, well known retail 
shoe man has purchased the shoe store at 
152 Jefferson Avenue, formerly operated 
by Robert Clark and will feature popular 
priced footwear for men, women and 
children. Mr. Schmanke has long been 
identified with the retail shoe business of 
the city, having been manager of the 
Rochester Sterling Shoe Store and for the 
past year with the King Shoe Store on 
State Street. 


William Lloyd to Manage 
Chicago Store 


William Lloyd, manager of the local 
Endicott-Johnson Corp. store has been 
advanced to the management of the 
Endicott-Johnson store in Chicago and 
took up his new dutieson the first of Octob- 
er. 


Local shoe men are all enthusiastic 
about “Bill’s” new position, and are 
hoping that the greater opportunities of 
the big city will mean greater rewards for 
him. 


Shoe Associates Meet 


Further plans for the formation of 
Rochester’s new shoe and leather club 
which has been incorporated as _ the 
Rochester Shoe Associates, Inc., member- 
ship in which is to be open to all shoe 
manufacturers, traveling shoe salesmen, 
shoe factory executives, retail shoe store 
managers, leather men, last men and men 
of allied trades, were discussed at the 
second organization meeting held at the 
Powers Hotel on Thursday evening, 
October 5. 


Featuring School Shoes 


The Phelan Shoe Store at 11 Andrews 
Street, has been featuring school shoes 
with good results. Children’s footwear 
was sold in good volume during September, 
the business being stimulated by special 
advertising. 


New Stocking Spats Popular 


Sibley, Lindsay & Curr Company are 
featuring a new all wool spat or gaiter 
stocking which has met with instantane- 
ous demand. The spats are furnished in 
two colors, beaver or beige, and are form 
fitting with shirred silk gaiter tops to hold 
them above the knee. To give a touch of 
smartness, and the appearance of spats, a 
row of buttons run down the outside, 
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but they do not have to be buttoned, as 
the new spats go on like a stocking. 


Study Meeting Resumed 


With the coming of October, meetings 
of the Rochester group of the Retail Shoe 
Salesman’s Institute were resumed on 
Wednesday night and will be held weekly 
during the winter months. Earl S. 
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Shorts, manager of the Regal Shoe Store, 
who was instrumental in the organization 
of the local group will again lead the 
discussions. Charles Taft of the Nettle- 
ton Shop, secretary of the group, urges all 
shoe store clerks in Rochester and 
vicinity who are not already enrolled, to 
join the group now, so that they may have 
the advantage of a full years study, with 
discussions under competent leaders. 





BUFFALO 


Fall Footwear Selling Slowly 


Warm Weather Interferes and Prices are Cut on Seasonable 


Styles; Fair Business 


ETURN of summer-like weather 
during the last week of September 
slowed up the demand for autumn foot- 
wear and incidentally gave the irrepres- 
sible “flapper” a new lease of life. The 
bobbed-haired species has shown no 
inclination to follow the dictates of 
fashion which call for long gowns, and is 
clinging gamely to the abbreviated skirt, 
hosiery and shoes which go with them. 
The fact that department stores have 
found it necessary to mark down season- 
able footwear is a fair indication that the 
women are not shopping extensively for 
their fall and winter requirements. 


Merchants Buying Cautiously 

Rubber footwear distributors are watch- 
ing the weather. Up to the present the 
trade might be described as “normal for a 
pleasant fall.”’ A fair average business is 
being done, with retail merchants buying 
cautiously. The real test of the year’s bus- 
iness is still to come. The summer trade in 
rubber soled canvas shoes was above the 
average. 

Some novelties in winter footwear for 
women are being shown. There is a 
variation of the high buckled arctic called 
“The Cavalier” which has a turned over 
top like the Middle Age horseman’s jack 
boot. Also there are “Russian boots” 
in rubber—a real rubber boot, about 10 
inches high with fur or imitation fur top 
that goes on over the shoe or slipper. 
Both of these have made their appearance 
in this market for the first time. 

Leather and findings are having their 
first real movement locally in several 
months. Shoemakers and shoe stores 
have been buying supplies from hand to 
mouth and awaiting the movement of 
prices which have been on the down grade 
30 long. Since prices began to stiffen, 
business is returning to normal. 


Manufacturer to Double 
Output 
P. W. Minor & Son, Inc., Batavia shoe 


manufacturers, have begun the construc- 
tion of an addition to their plant on State 


on Rubber Footwear 


Street, Batavia, which will double their 
capacity. The new building will be four 
stories high, 43x140 feet and will cost 
about $54,000. The installation of new 
machinery will bring the cost of expan- 
sion to approximately $100,000. On com- 
pletion of the new building, which will be 
of brick and steel construction, the fac- 
tory will have a capacity of 2,000 pairs of 
women’s shoes daily. It is expected to be 
ready for occupation by February 1. 


Merchants Hold Meeting 


Members of the Buffalo Retail Shoe 
Dealers’ Association heard reports from 
the recent State convention at Albany, at 
a special meeting held in the Iroquois 
Hotel on September 27. Reports were 
read by Fred Becker, retiring secretary 
and now director of the State Association. 
Plans for the winter season’s activities 
will be discussed at the regular October 
monthly meeting. 


Prices Cut On Pumps 


Hens & Kelly’s department is featuring, 
during its October sale, women’s pumps, 
said to be worth $6.00 for $4.25 a pair. 
The assortment includes patent leather 
one-strap pumps, turn soles, French cord 
bound with double row spaced stitching 
with junior and Louis heels; black satin, 
one-strap pumps, with turn soles, junior 
or Louis heels; all black kidskin pumps 
with junior or Louis heels and turn soles; 
patent leather one-strap pumps with 
fawn trimming, welt soles and Cuban heels 

Some attractive bargains in seasonable 
women’s footwear were offered at the 86 
anniversary sale held by the Wm. Hen- 
gerer Company’s department store last 
month. They included styles for after- 
noon and evening wear in patent leather 
black kid, brown suede, black satin and 
combinations. Some had high French 
heels, others Spanish or Cuban. Oxfords, 
pumps and slippers, were marked at 
considerable reductions, $6.95, $6.35 and 
$4.95. 

Some of the latest fall styles in women’s 
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Where to Buy 


Shoe Ornaments 











Colonial Tongues the Fashion 
Always up-t 


la 


ples ready upon request. 
EDW. B.KAHN CQ. 


31O FULTON ST. BROCKLYN,N.Y. 





=<“ SHOE BUCKLES | 
DETACHABLE STRAPS! 


Daal SHOE BEADING | 
Seaces METAL HARNESS BUCKLES| 
FUT el helt Tl 14a hate) 


1S MYRTLE AVE BROOKLYN N.Y | 
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D. W. COULTAS CO. 
Manufacturers 
RHINESTONE BUCKLES 


Big Demand 
WRITE FOR SAMPLES. 


PROVIDENCE - - = R. 1. 











For tongues, beaded 
or plain, in all leather, 
satins, etc., all kinds 
of buckles and bows, 
write to 


Vanity Novelty Works 
913 Gates Ave. 
Brooklyn, N. Y. 











4B£WALNUT STS., PHILADELPHIA 


[BEADED 
= 
AND_NOVELTY EFFECTS 
PARISIAN BEADING WORKS CO. 








“ Just Enough Better To Be Thoroughly Worth While’ 


BONGIOVANNI BROS. 
Largest Rhinestone Buckle 
Manufacturers in America 

High Class Buckles at Popular Prices 

2927 3rd Avenue N. Y. City 
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Where to Buy 


Standard Shoe Materials 
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Waterproof 
Leather That 
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Creese & Cook Co. $50%"" 22 


Tenneries at Danverseport 
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F, E. JONES COMPANY 
covors MAT KID 


95 South Street, Boston 








COATED GEM DUCK 


ADHESIVE BACKING CLOTH 


Rubber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 


B. = CHAMBERLIN 


Formerly Walpole Stes Shoe Supply Co 
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: Be ges & Cobb, Inc., Boston, Mass. 
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Shoe Laces. Shoe Cleaner. 
Shoe Ribbon 


Send for Catologue To-Da 
W.E.ELLIS COMPANY 
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DO YOU KNOW? 


that you can buy it—or 
sell it—through the 
“Where to Buy” columns. 
This feature in its quick 
service is a time saver in 
meeting immediate needs. 
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AND SHOE 


shoes were offered at the moderate price of 
$7.00 by Wm. Eastwood's store during 
the week of October 2. One style was a 
patent leather two-strap slipper, with fine 
lines of perforations on straight tip and 
straps and along the outlines of top; light- 
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welted sole and good height cuban heel. 
Another was a one-strap slipper with low- 
cut sides and ornamental cut-out in quar- 
ter; plain toe, turned sole and medium 
walking heel of covered wood, the shoe 
being in either patent or black calfskin. 





ATLANTA 


Bus 


ess Shows Steady Gain 


Warm Spells Cause Let-ups but Trend Is Upward Over the 
Southeastern Section of the Country 


USINESS among the Atlanta and 

Southeastern retail shoe merchants 
continued steadily on the upward grade 
during the last two weeks of September, 
but slowed up a bit toward the end of the 
month on account of another spell of un- 
usually warm weather. As a whole, how- 
ever, business has been very good, the 
money volume of many dealers exceeding 
that of the same period in 1921, though 
concerns selling more or less to the labor- 
ing classes advise that the money volume 
was about the same as that of last year. 
Due to much lower prices this season, this 
would mean that sales volume has been 
materially better in spite of adverse con- 
ditions occasioned by the railroad strike 
and other industrial troubles. 

While retail trade has experienced im- 
provement in al] communities over this 
district, the greatest per capita improve- 
ment has been in the smaller towns and 
communities that are more or less de- 
pendent on rural patronage. A year ago 
business among these dealers was at a 
very low ebb, indeed, due to a poor cotton 
crop, low prices, and bad luck with many 
of the other crops. But this season crops 
have been unusually good, prices high 
enough to insure the growers substantial 
profits, and the farmers are in the market 
again doing their buying at retail on the 
old-time scale, or close to it. 


Reorders Being Placed 


Predictions previously made that this 
fall would prove one of the best since pre- 
war times for the retail shoe trade were 
evidently correct, for the season has gone 
through the initial month with colors fly- 
ing so far as gross trade is concerned. In 
fact, the increase has been greater than 
many merchants and wholesalers had an- 
ticipated, and several have lately found it 
necessary to visit the markets again to 
replenish their stocks on items they had 
not ordered in sufficient quantity. 

The following Atlanta wholesalers and 
manufacturers report the shoe trade out- 
look unusually good, with business hav- 
ing held up well the past month: The 
J. K. Orr Shoe Company and the M. C. 
Kiser Company, manufacturers; Gram- 
ling-Spalding-Collinsworth, Rice & Hutch- 
ins, H. Willensky & Sons. 


Novelties Selling Well 


The demand of recent date has been 
excellent for children’s shoes for school 
wear, and also for novelties. Anything in 
the novelty line for ladies having a strap 
effect appears to be in excellent demand 
in all parts of the Southeast, while shoes 
of brogue effect are the big sellers among 
the men and youths. Some novelty pur- 
chases for holiday trade are being made, 
and this business is picking up steadily 
from week to week. Purchases by mer- 
chants of staple spring lines also are con- 
tinuing to improve, this business being 
considerably better than it was at this 
time a year ago, when very few retailers 
were purchasing more than forty to sixty 
days ahead. Now, however, that ten- 
dency is rapidly disappearing, and pur- 
chases are being made of staple lines at 
least some months in advance. 


Men Buying Low Shoes 


One unusual tendency in men’s shoes 
this year is the fact that dealers are ex- 
pecting lows to be 40 per cent in demand, 
with highs 60 per cent, whereas the usual 
ratio during fall in this district is 5 for 
lows and 95 per cent for highs. Why the 
great. difference no one seems to know. 
At present the high-shoe demand is very 
but will pick up to some extent 
weather gets colder. 


slow, 
when the 

Shoe shipments are still being some- 
what delayed due to after effects of the 
railroad strike, and if immediate ship- 
ment is desired, it is found necessary to 
use express. Freight shipments are from 
sixty to ninety days behind, but with the 
strike being rapidly settled by the roads, 
conditions are expected to improve after 
the middle of October. 

Wholesale leather and findings mer- 
chants in Atlanta state that trade is con- 
tinuing to hold up well, and that the de- 
mand is improving for leather in the 
heavier and better grades in spite of 
slightly increased prices. In findings pol- 
ish sales are getting better, while whole- 
sale white goods demand is now virtually 
dead. Some retail sales of white goods 
still are being made, however, during the 
warm weather which prevails. Lace sales 
are good and picking up. 
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New Stores Established 


New retail stores recently established 
in the Southeast handling shoes have been 
announced as follows: 

The Green Loan Association, No. 8 
Decatur Street, according to M. A. Green, 
will establish a new retail shoe store in 
Atlanta within the next thirty or forty 
days, though no location has as yet been 
secured. Mr. Green states that he would 
like to hear from companies manufactur- 
ing or jobbing shoe store and office fix- 
tures, as the company has not as yet pur- 
chased its fixtures, and is in the market. 
This is a well-rated concern that has been 
in business in Atlanta for years. 

Southern Shoe & Leather Company, in- 
corporated at Columbia, S. C., with 
$25,000 capital, H. G. Barnwell, presi- 
dent; L. L. Propst, secretary. 

Remington Mercantile Company, Lake- 
land, Fla., organized with $25,000 capital, 
with W. R. Miller, president; M. J. Gunn, 
vice-president, and L. Johnson, secretary 
and treasurer. 

The Tampa Specialty Shop, Tampa, 
Fla., organized with $50,000 capital, with 
S. Haddad, president-treasurer; E. S. 
Srour, vice-president, and M. L. Haddad, 
secretary. 

Docum, Inc., Jacksonville, Fla., organ- 
ized with $20,000 capital, to operate a 
store as clothing and shoe dealers. T. A. 
Jones and associates. 

T. R. Bennett of Waycross, Ga., open- 
ing a new general store at Kissimmee, 
Fla. 

The Smith Shoe Company, Dublin, 
Ga., organized by Miss C. Smith and 
others, with a capital stock of $5,000. 

The Boston Dry Goods Company, 
Dublin, Ga., organized by I. Weintraub 
and others with $10,000 capital. 


AND 


J. T. Hodge has moved his general de- 
partment store from Mills Springs, Tenn., 
to Jefferson City, Tenn. 


Weinbrenner Has Atlanta 
Branch 


The new Southern branch and sample 
rooms of the Albert H. Weinbrenner Com- 
pany, shoe manufacturers of Milwaukee, 
were opened the latter part of September 
at 62 to 64 West Mitchell Street, Atlanta, 
with J. W. Bates in charge of the district 
as general manager. Mr. Bates formerly 
was connected for several years with the 
J. K. Orr Shoe Company of Atlanta as 
sales manager. Twelve salesmen cover 
the territory in this district out of the 
Atlanta office. The quarters provide 
10,800 square feet of floor space, and a 
large stock of Weinbrenner shoes are 
carried. 


New Location for Slater 


Slater’s Boot Shop of Atlanta, now lo- 
cated at Peachtree and Walton Streets, 
has leased for a term of several years a 
new location for its store at 41 Peachtree 
Street, and will move when alterations 
have been completed. The new store will 
be much larger than the present store. 


J. G. Gause Dead 


Joseph G. Gause, for twenty-five years 
a member of the firm of the George Muse 
Clothing Company of Atlanta, died re- 
cently at his Atlanta home, 790 Peachtree 
Street, at the age of sixty years. He was 
with the Muse Company almost from the 
time of its organization, retiring from 
active business life some time ago because 


of ill health. 





BROCKTON 


Shoe Style Show a Success 


Made an Attractive Feature of Annual Fair; Plans Under 


Way to Bring Retail 


LL roads led to Brockton during the 

past week. The annual Brockton 
Fair was held with a record breaking 
attendance and a wonderfully diversified 
program of entertainment. A feature of 
the fair this year which was of special 
interest from the standpoint of shoe 
manufacturers and merchants was the 
shoe style show held each day in the edu- 
cational building. There were nearly 40 
shoe manufacturing concerns in the 
Brockton district represented by exhibits 
of their lines of men’s and women’s welts. 
Numerous attractive girl models were 
employed to demonstrate to the visiting 
throngs the attractiveness and fitting 
qualities of women’s footwear. Young 
men models were used for the purpose of 


Buyers Next Year 


demonstrating men’s lines. The Show was 
an outstanding feature of the Fair. 


Plans for Developing Shoe Style Show 


The Shoe Style Show of the Brockton 
Fair was conducted on a high-class plane 
as regards decorative and lighting effects. 
A runway extended the entire length of 
the hall, giving spectators ample oppor- 
tunity to inspect the footwear at close 
range. 

The directors of the Brockton Fair and 
the committees in charge of the Style 
Show have, with the co-operation of the 
Brockton Shoe Manufacturers’ Associa- 
tion, ambitious plans for developing the 
show in the future. They aim to make it a 
real buying show, rivaling those held in 
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Where to Buy 


Engraving and Printing 
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COLOR PRINTING DESIGNING 


CATALOGUES 


Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 
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ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for 
the Boot and Shoe Trade 


201 South Street, Boston, Mass. 
Telephone Beach 4960-4961 


Snappy Neur 
WINDOW CARDS 


THREE—all different—showing Fallish designs 
in FOUR colors, with catchy reading matter 


All Three for $1.00 [postpaid] 


TOLMAN PRINT, INC. 
Breckton, Mass. 




















Where to Buy 


Miscellaneous 

















1000 Sales Letters 


ALL READY TO MAIL 


3c. Each 
F. S. ROOT COMPANY 


Sales Service and Advertising 
6 BEACON STREET BOSTON, MASS. 














Perfection Pneumatic 
Arch Cushion 
ea. Boe 
ELASTIC TIP COMPANY ) 
Boston, Mass., U.S. A. 
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Where to Buy 


Ballet Slippers 


o1 
Professional 
Hard Box 























326 W. Monroe St. 
Chicago 


BOOT AND 





aM. SUMNER SMITH CO. 








Ballet Slippers 
IN STOCK 

8-11, 1144-2 Wos. 

1236 Blk. Ballet 1.20 1. 35 5 14 

1233 Wht. Ballet 1.45 1.55 1.65 


Chipman-Harwood Co. 
564 Atlantic Ave. Boston 








IN STOCK—OUR NEW 
RES SLIPPER 
Endorsed by dancing mas- 
—~ ha’ isses 


e boudowre. 
Co., Inc. 
118 Phoenix Row 





Haverhill, Mass. 














Where to Buy 


Miscellaneous 
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the larger cities. They state, with good 
reason, that the Brockton District is the 
center of the world’s production of men’s 
and women’s medium to fine welt foot- 
wear. With a contemplated new building 
devoted exclusively to shoes and shoe 
accessories, buyers from all parts of the 
country will inevitably be attracted to 
Brockton. The time of the year the show 
is held also is especially favorable as 
regards the interest of shoe merchants in 
the forthcoming season’s sample displays. 
There is no doubt that the Brockton Fair 
of 1923 will further emphasize the im- 
portance from a business standpoint of 
the Brockton Shoe Style Show. 


Shoe Factory at the Fair 


A demonstration of shoemaking was a 
feature of the Fair. In the basement of 
the Educational Building a model shoe 
factory was in operation every day. Chas. 
A. Eaton Company, makers of the ““Craw- 
ford” and “Eaton” welts for men and 


women produced daily several dozen pairs 
of men’s winter oxfords on the new Darby 
last. Every part of the work was in full 
view of visitors. This feature, in charge of 
Supt. L. Holmes Dalton, with Messrs. 
Sweeting, Brown, Rodgers and Fulton as 
assistants, was one of the high lights. 

Two noted English golfers, Abe Mitchell 
and George Duncan, who played a match 
in Brockton during Fair week, were each 
supplied with a pair of golf shoes, made 
especially for them at the Fair factory, 
and presented by the golf committee. The 
Avon Sole Company supplied “Duflex” 
soles for this footwear. 


Is Walk-Over Manager in 
London 


Marvin M. Rackcliffe who is now 
manager of the Walk-Over Stores in Lon- 
don, England, has had long experience 
and a steadily upward career since begin- 
ning employment with George E. Keith 
Company, in 1895. Mr. Rackcliffe, first 
employed in the counter room, was soon 
transferred to the offices where he per- 
formed various duties, including manage- 
ment of the special pair department. In 
1901, George E. Keith Company had an 
opening for a clerk in their store on The 
Strand in London, England. Mr. Rack- 
cliffe by his own request was transferred 
to that position. Later, he was placed in 
charge of the London offices. 

In 1913, when the late George E. Keith 
was making a European trip, he appointed 
Mr. Rackcliffe as manager of the Walk- 
Over stores in London, a position which he 
holds at the present time. 





Big Round Table Meeting 
In Portland, Me. 


Portland, Me., Oct. 3—Last -evening’s 
opening meeting of the Portland Round 
Table of the Retail Shoemen’s Institute, 
was probably the largest gathering of shoe- 
men ever held in Maine. The members of 
the Round Table in co-operation with the 
Retail Shoemen’s Institute invited repre- 
sentatives of the industry to be their 
guests at dinner at the Falmouth Hotel, 
followed by the meeting program. - 

Major Charles T. Cahill, of the United 
Shoe Machinery Corporation was the 
principal speaker. His subject, “The 
History of Shoemaking,” illustrated by 
lantern slides showing the development of 
footwear from remote antiquity to the 
present, was of surpassing interest and 
educational value and was a rare treat to 
the 72 shoe folks who were present. The 
Major also showed a film exhibiting the 
manufacture of Goodyear welt shoes. 

L. H. Bradley, secretary of the Portland 
Round Table acted as _ toastmaster. 
Arthur L. Evans, President of the Retail 
Shoemen’s Institute was present and 
made a few remarks pertinent to the 
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subject of education and the work of the 
Retail Shoemen’s Institute. 

Another feature of the evening’s pro- 
gram was a report on shoe style conditions 
from all over the country, prepared by 
the Retail Shoemen’s Institute and 
presented by Major Cahill. 

The next meeting of the Portland Round 
Table will be held Monday evening, 
October 10, at the store of Porteous, 
Mitchell & Braun. 

In charge of last evening’s dinner and 
program were the following members of 
the Portland Round Table; Stephen J. 
Gaffney, leader, Daniel F. Murphy, 
Arthur Roberge, Lewis H. Bradley, 
Herbert Ferriera, Raymond O. Seavey, 
Percy E. Howard and Harold A. Putnam, 
Jr. 





Douglas Store Manager Dies 


Washington, Sept. 25—B. E. Murray, 
manager of the W. L. Douglas Shoe Com- 
pany’s stores in Washington for the past 
20 years, died in Springfield Hospital, 
near Sykesville, Maryland, yesterday, 
after a protracted illness. 

Mr. Murray was born in Howard 
county, Md., 66 years ago and came to 
Washington when a boy, securing em- 
ployment in various Washington depart- 
ment stores and as manager of their shoe 
departments. In 1902 he became identi- 
fied with the W. L. Douglas Shoe Com- 
pany, in whose services he has been 
employed continuously up until about 
four years ago when he was forced to live a 
more retired life. During the past few 
years he has, however, supervised the 
management of the company’s stores in 
the Capital. 

He is survived by his wife; a son, Elmer; 
two sisters, Miss Octavia Murray and 
Mrs. William Speck of Punta Gorda, 
Florida, and three brothers, William and 
John Murray of Boston, Mass. and S. T. 
Murray of Baltimore. 





New Shoe Stores 


The Family Shoe Store Company, New 
Bern, N. C. 

Rex Strohmeier, Norwich, Kas. 

United Dry Goods and Shoe Stores, 
Anaheim, California, shoe department. 

Boston Store, Delaware, Ohio, shoe 
department. 

Ehrlich’s Shoe Store, Asheville, N. C. 

Roy Welch, Norborne, Mo., shoe 
department. 

Broadway Shoe Shop, Astoria, N. Y. 

J. M. Tison Company, Gainesville, 
Fla., shoe department. 

L. J. Long, Mesa, Arizona. 

Roos Bros., 140 Montgomery Street, 
San Francisco, California (“Bill’”’ Kaig, 
manager). 

Strassman’s Boot Shop, 
Avenue, Brooklyn, N. Y. 

Cabri Shoe Store, Cabri, Sask. 
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Five Years 


Ago 


Unheard of— 


—Today an 
Acknowledged 
Leader! 





A Line Especially Suited to 
Retail Shoe Stores 


This nationally advertised line of silk stockings 
has built successful and profitable hosiery 
departments for numerous shoe retailers. Silk 
Stockings by Van Raalte are full . fashioned, 
ingrain, in staple and fancy styles. The line also 
embraces attractive creations in plain and fancy 
glove silk. 


Have you a Hosiery Department? Do you 
feature Van Raalte Silk Stockings? Do you know 
that Van Raalte has made a study of Hosiery 
retailing by shoe stores and will be glad to give 
shoe retailers the benefit of this experience? 


Van Raalte Company, 295 Fifth Avenue, New York 


VAN RAALTE 
Silk Stockings 
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tinue to increase 
as fast as this 
line comes under the ex- 
amination of buyers who 
believe in building sales 
volume on a high level of 
hosiery quality. Mutual 
Knit value means quality 
popularity. 





Mutual-Knit Stockings 
are Full Fashioned to Fit. 
Made in all weights from 
the ever-popular chiffons 
to the wear-defying 12 
strand silk. All styles 
made with 4 ply foot with 
toe and heel extra rein- 
forced by an extra long 
staple Egyptian cotton. 
Seasonable shades. 


































y, B 4 AT-KNIT Hosiery 
7, © 4 is instantly pop- 
Teg ular with every- 
one who recog- 
nizes the difference 
between various ingrain 
qualities. If you appreci- 
ate the difference you will 
immediately want 
to stock “Pat-Knit Hose.” 






Pat-Knit Stockings are 
Full Fashioned to Fit of 
pure dye ingrain Silk. 
Wonderfully lustrous and 
balanced in weight. Extra 
elastic tops. All season- 
able shades. 


——a 






Mutual-Knit 
3012 
“Quick on the 


turn” 





PATERSON KNITTING MILLS. Inc. | 
1140 BROADWAY - NEW YORK CITY 
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Corticelli 


SILK HOSIERY 














TCHESE luxurious new stockings come in all the newest colors—Fawn, Smoke, Gun 
[: Metal, Almond, Blonde Rose, L’oignon, Bobolink, Otter, Beige, Mouse, Pilgrim 
Gray and all weights from gossamer thin with the newest French open worked clocks 

for evening, to beautifully woven two-toned effects. 3 
Widespread, liberal advertising in the leading magazines, including full pages in color 


If you want real quality stock in the Ladies’ Home Journal, will make this exquisite hosiery known to the women in every 
ings, ask by sneer for these cify and hamlet. 

ayiee: Pan Be ogee way Ea \ quality hose that appeals to discriminating women. Backed by a name and trade- 
302, Colors 304:medium weight. mark universally known for three-quarters of a century. 


Black 320, Colors 324; heavy 
weight, Black 340, Colors 341 


Paris open work clocks, Colors Write our nearest office for details. 
104 and 105 


\ fresh, live line that will interest the best-dressed women of your town. 


THE CORTICELLI SILK COMPANY 


New York Philadelphia Baltimore Boston Cincinnati 
St. Louis Chicago St. Paul San Francisco 











The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 


Issue of October >, 1922 








rd. i 


| 
| 














H. ostery Seétion 





“Getting More 
Hosiery Sold 

























Boot and Shoe 


‘Recorder 









































— T (QE 





7)) “_ 2 O Os. 


Che Real Principles Back of Hosiery 
Merchandising 


Our Leading Editorial Emphasizes the ( ommon Interest of Shoes and Hosiery 


as Footwear 


OSIERY is so much a part of the service of 
h shoe stores that all arguments as to the ad- 
‘ visability of having a hosiery department 
are unnecessary waste of the reader’s time. 

When a manufacturer of hosiery, enjoying good 
business with 300 shoe stores in the New England 
territory, finds that 75 per cent of these shoe stores 
opened their hosiery departments within the last 
two years, it certainly indicates that the obvious 
relationship of shoe and hosiery in a footwear store 
Still offers much opportunity. 

The Recorder presents this section devoted to ho- 
siery as an instrument of progress and profitable 
merchandising, compiled and directed by experts 
and authorities in the distribution and production 
of all grades and materials in hosiery. The best 
brains procurable have joined in producing this 
section, so you are assured of accuracy in market 
and selling information. 

We bring into close relationship those principles 
which have proven successful in the merchandising 
of shoes and which have a similar bearing upon the 
distribution of hosiery. 

The merchant who plans a stock of hosiery se- 
lected from few sources, is in a stronger position on 
sizes and on hosiery style, and in the long run does 


business more satisfactorily to the yy) - 


customer and profitable to him- 
self. The shoe industry is best 


served by a diversity of material: ‘MORE HO 
SOLD RIGHT" 


so there is no over-demand for 
one type, thereby affecting the 


cost price thereon; and in similar fashion a diver- 
sity of materials in the silks, wools, and cottons 
has its place in sane and serviceable distribution. 

We take up our cudgel in this issue and drop it 
on the head of one, Eugene Szepsie, speaker before 
the National Association of Cost Accountants who 
said, ““Now that long skirts and high-heeled shoes 
are here again worsted hosiery will again be a bur- 
den on the market.” 

Eugene had better stick to his bookkeeping. We 
have it from the best of authority, that long skirts 
and high heels are an afternoon and evening propo- 
sition, and not universal in its possibilities. For 
most girls in their twenties the long skirt is a dis- 
tant novelty, and in so far as street wear is con- 
cerned, is confined strictly to those who wish to be 
conspicuous. For the business woman and for wo- 
men who want to keep youthful, as well as for those 
who are youthful, the weather in the next six 
months, as well as the factor of sports and average- 
good-sense-of-daily-dress will show that most every 
woman possessing woolen materials in the skirt; 
oxfords and one-Straps of serviceable character in 
footwear, and between them there is the obvious 
harmony of wool and worsted hosiery. There will 
be no “ground-trailing” hems to sport skirts, and 

ankles still will hold their charm 

° of visibility. 
We speak with much authority 
[ERY on the shoe question because with 
the absence of boots, a substan- 
tial oxford needs a serviceable 
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hose to make complete unity in inclement weather. 
This is not a case of wool versus silk, or cotton 
versus cob-webs, but it is the common sense of 
conducting a business in keeping with the evident 
demands of the public, both feminine and mascu- 
line, in season and for occasion. The greatest mes- 
sage that we can publish is “that the security of the 
footwear business lies in a diversity of materials 
and a harmonizing of shoes and hose in colors, 
and in types and characteristics considered in good 
taste.” 


HOSIERY SECTION 


Boot and Shoe Recorder 


The shoe man goes hand in hand with the ho- 
siery man in keeping the industry active by estab- 
lishing public appreciation of their wares. There 
is a common desire for “keeping them short,” as 
applied to skirts. We can all look forward to safer 
businesses and better service by being more closely 
affiliated in the merchandising of footwear, both 
hosiery and shoes. 

We present for national use the slogan so ac- 
curately identifying the policy and practice of 
good business, “Getting more hosiery sold right.”’ 


Se ad 


Harmonse Hosiery Prices with Shoe Prices 


Hosiery Matches Shoe (7 olors Already _ 


How 


cAbout Grades and Sizes? 


NOW your niche and fit into it” is the advice 

of George Geuting, of A. H. Geuting Shoe 

Co. of Philadelphia, relative to the selection 
of styles and quantities of hosiery. 

“The woman who is accustomed to pay twelve, 
fourteen, or sixteen dollars for a pair of shoes is not 
usually interested in dollar hosiery. 

“On the other hand, it is not smart salesmanship 
to sell a pair of five-dollar hose to the woman who 
can afford to pay only six or seven dollars for a 
pair of shoes, unless she wants it for some special 
occasion in which case it should be explained to her 
that she is paying fordecoration and not a¢é tual wear. 

“Watch your trade and your stock records; find 
out when you are hitting hardest; that is, what 
prices and styles are selling best in 
shoes, and buy heaviest on hosiery 
that is in keeping with this price 
and class of footwear.” 

“The best hosiery we make, 
a prominent Eastern hosiery manu- 
facturer, “sells for eighteen dollars 
a dozen and it ts good enough for 
anybody. But we sell quantities of 
hosiery at thirty dollars a dozen and 
quite a little as high as thirty-six 
dollars. 

“Every dollar in excess is for ‘dec- 
orations,’ embroidered clocks, self 
clocks, drop-stitch clocks, lace fronts, 
and other decorations add to the ap- 
pearance and to the cost, but not to 
the wear. 

“Buyers know this and sales people 
should know it, but do they tell it to 
the customers? Probably less kicks 
would be registered if they did.”’ 

The sales manager of one of the 


” says 
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Rubp of Chicago 
Gives hosiery and fine footwear a 
tewelcase relationship and changes 

the color scheme daily 


largest hosiery mills in the country says the trou- 
ble with the average shoe merchant is that he 
thinks he needs every brand of hosiery made in 
the United States and then adds a few lines from 
England and France. 

He thinks he must have every grade covered by 
every Store in the town, from the Five and Ten 
Cent Store to the most expensive department or 
wearing apparel store, and he wants every known 
color and shade in each of these various grades and 
most of them must be in both plain and clocked 
Styles. He tries to buy anything and everything he 
thinks will sell instead of buying against what he 
has in stock and then he tries to undersell every 
other store in town. 

“There are some shoe merchants,” 
he says, “who are making real money 
in their hosiery departments. They 
are the fellows who confine their buy- 
ing to a few brands, keep within a 
fair price range, and carry colors and 
trimmed up hosiery only in one or 
two grades. They keep stock records 
and watch them, buy liberally enough 
on black so they always have sizes, 
and carefully enough on colors so 
they are not loaded when the demand 
shifts from one color to another. They 
size up every week but anticipate far 
enough in advance so the size-up or- 
der will arrive before sizes are badly 
broken. 

“There is a wonderful opportunity 
for the shoe merchant who will get 
down to brass tacks and merchandise 
hosiery properly, but frequent turn- 
over is imperative because colors are 
constantly shifting.” 
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“Turn to the Right’ for Bosierp 


The best practise in hosiery merchandising is to give the d>partment up-front position, fully illuminated and 
cleverly presented. The last word in compact service revealed in the new Queen Quality Shop, Boston 


Hiah Points of Hosiery Color 


The Great Brown —Movement Encourages Fashion 


By Eucene Peirce 
Color Expert for the Recorder 


N silks, the new browns, sponsored by Paris, 

have been accorded an eager reception in this 

country and their vogue for fall is undoubtedly 
assured. Allof the smart women are wearing them to 
match gowns, to match shoes, and in many cases 
to contrast with both — cocoa, mocha, sahara, 
chauve, otter, beaver, tiffin, bambou, bobolink, 
and rembrandt being among the leading shades. 

Any soft browns common in nuts or in animals 
that will blend in with the equally soft browns are 
now in high favor with furriers. 

In hosiery for men camel’s hair is the outstand- 
ing color and warning is here given that camel’s 
hair is the first color mentioned by “color men” 
arriving from Paris, especially in novelty silks. 

Generally speaking, hosiery matches the soft colors 
in suede leather since they are generally lighter in 
suede than in leather itself. As is generally known, 
suedes are used in combination with leather where 
contrasting shades are being developed. 


Clockings have made a steady gain in hosiery 
since last month. In golf hosiery, for both men and 
women, fancy tops are the going thing and adapta- 
tions from plaid effects familiar in high-class im- 
ported materials have been adopted. 

Mixtures in subdued colors are favored in ho- 
siery for women’s wear, since rather striking colors 
obtain in dress, especially for outing, hiking, and 
country-club wear. 

For dressy occasions, black and brown take 
precedence in chiffon silk stockings, a few of which 
are selling at this season of the year. 


No More.*‘Savage’’ Colors 


As for colors in general, as applied to fabrics, it 
may be said that the movement for strong colors is 
dying at the “top.” That is to say, the exclusives 
are through with high colors for decorative pur- 
poses and are seeking relief from the war paint of 
savages in a return to color sobriety. 
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The Pdeal Hosiery Department 


Speedy Salesmanship Is a Matter of Convenient Arrangement and 
Holding the Customers’ Attention 


HE ideal arrangement of a hosiery department is based 

upon the principle of a multiplication of units having as a 
foundation these very necessary three things: accessible stock, 
convenient customers’ display, speedy wrapping and cash sys- 
tems. These three are given in this analysis and reveal the best 
method of hosiery selling and stocking. 

This hosiery department is capable of expansion or contrac- 
tion. Everything is convenient to the sales people and service 
to the customer is made continuous. Concentration of the 
attention of the customer is held by the fact that hosiery in all 
its colors, can be seen in an eyefull and the sale can be com- 
pleted in a “jiffy” thereafter. 

Invariably shoe stores place the hosiery department near the 
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entrance so that the “entering” and “‘going”’ customer gets a 
two-way introduction to the store’s service in hosiery. The 
rental cost of a department of this sort is naturally greater 
than a similar space devoted to shoes, but in the end this sort 
of stock arrangement and service pays for itself many fold. 

Holding the customer’s attention, and clinching the sale of 
more pairs of hose by putting back of the counter a degree of 
intelligence that will make a real turn over of hosiery possible 
is the stuff wanted in the salesperson. Passable salesmanship 
has no place here. Every customer having money to spend 
for shoes has certainly a need and the price for hosiery in 
keeping with footwear. Make your department usefully 
conspicuous. 
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Sold Every Pair of Hosiery on the Opening Dap 
Had to close the department of Bedell & Co., Fulton Street, Brooklyn, to replace stock. This pyramid window display 
showed the harmonies of colors possible in hosiery 


The Big Question 


Shirt Lengths and the Hosiery Problem Fashion Has ‘Raised 


LL summer the hosiery market has been in a 

very literal sense hanging on the skirts of fash- 
ion. The market had become obsessed with the sub- 
ject of skirts. Are long skirts going to be widely 
adopted? How long are skirts going to be? W hat 
effect will long skirts have on the hosiery demand? 
Will they curtail the use of silks? Will they curtail 
the use of heathers? Will they bring about a revival 
of demand for cottons? 

But now that the fall is here it looks as if the 
terrible skirt question were not of so much impor- 
tance after all. The present writer has never be- 
lieved that it was of very much importance. In the 
first place, it has always seemed doubtful that the 
average woman would adopt extremely long skirts 
for general wear, although she might be tempted 
into them occasionally for formal wear, as the 
average man is tempted—or forced—into a full- 
dress suit. In the second place, it has always seemed 
doubtful that even extremely long skirts would 
have a radical effect on the demand for hosiery, 
particularly silk hosiery. 

“Keep ’Em Short,”’ 

But even assuming that extremely long skirts 

would affect the vogue of silk hosiery, it seems 


Sanely Prevails 


pretty clear now that they are not going to be worn 
generally. The prevailing opinion among modistes 
at present is that the most widely favored skirt 
length will probably be a mean between the ex- 
tremes of the old style and the new — in other 
words, about six or eight inches from the ground. 
This will leave plenty of hose showing, and will be 
as powerful an argument for the wearing of silk 
hose as the short skirt was supposed to be. 


Watch Any “Economy” Wave 

As a matter of fact the only influence that is 
likely to affect seriously the demand for silk hosiery 
this season is the necessity for economy. This may 
prove to be a very real influence. Indeed, it is mak- 
ing itself felt already in a more active demand for 
lisle and mercerized hosiery, and in a growing use 
of silk hosiery with lisle tops and feet. This devel- 
opment, curiously ¢nough, is being accompanied 
by a better demand for the more expensive all-silk 
lines. 

It is possible that many women who have been 
wearing inexpensive silk hosiery all the time will 
abandon it in favor of lisles or heathers for general 
wear and use a better grade of silk hose for dressy 

(Continued on Page 131) 
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A complete afternoon setting. Ho- 
siery of silk with fine lace figures 
worn with a one-strap black kid 
slipper. Note that the embroidery is 
above the strap. Reserve for the Colo- 
nial types of shoes the front orna- 
mentation going down to the throat. 
Selected for style presentation from 
Van Raalte Company, Fifth Acve., 
New York. 





This sandal style of hose is mad 
with a foot of the same sheer ma 
terial as the top—wtth no heavy fab 
ric to show through the strap pump 
and cut-out models. The heel re-in- 
forcement does not show above the 
counter of the shoe, and neither doe 
that on the toe. Selected for stvle pre 
sentation from Holvoke Silk Ho 
stery Co., Spring field, Mass. 








When browns are the great 20, con- 

sider brown and tan silk hose, with 

wool drop-stitch, full fashioned. 

Selected for stvle presentation from 

John M. Haley Co., Fifth Avenue, 
New York City 
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A man’s golf hose in hand fashioned 

overplate of fine cashmere yarn with 

three-tone diamonds. Selected for 

style presentation from the line of 

Beecroft, Ltd., Fifth Avenue, New 
York City 





dade 

Mma 

fab . 

my A caramel colored hose with brown 
#4 drop stitch and embroidered figures. 


Silk full fashioned. Selected for style 

presentation from the line of the 

Propper Silk Hosiery Mills, Inc., 
Fifth Avenue, New York City 





Ribbed camel’s hair, embroidered in 

orange and black, barber-pole clocks. 

Selected for style presentation from 

the Massachusetts Knitting Mills, 
Boston, Mass. 





yy 
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High Peaks in Wool Hose Selling Records 


Every thoughtful buyer knows the outstanding successes 
in his lines. We watch them too—not in one store or dis- 
trict, but nationally. Reorders point to the big winners 
with unfailing accuracy. 

We pick our 5015E for presentation to retailers in every 
section of the country because we know it will build up a 
conspicuous record for profitable selling. 

Features which make 5015E a universal favorite are: 


Medium weight Wide skirt top 

Medium rib Full Fashioned 

Extra long---28 inches Hand clocked 
Popular Colors 


Pure wool yarns especially selected by the 

Wolsey Company and chemically treated by 
5015E them against shrinking. 

5015E is a distinguished number in the CEN- 

TEMERI-WOLSEY line, designed and made 


PRICES with the avowed purpose of producing the 
finest grade of ribbed wool hose at the smallest 


ON cost. 
REQUEST 400 Fifth Avenue 








rds 


~ESSES 
r dis- 
nners 


every 
up a 














Boot and Shoe ‘Recorder 


HOSIERY SECTION 





w 





Twelve leading shades of leather, accepted by shoe manufacturers 
fcr autumn footwear, were revealed in this window harmonizing 


perfectly with the hosiery colors. Fine silk hosiery of the Gotham 

Silk Hosiery Co., blended with fine ooze skins loaned by The 

Hunt Rankin Leather Company in the twelve colors: Silver, 

Mist, Pigeon, Bobolink, Otter, Mouse, Gold Pheasant, Gold 
Brown, Morro, Rembrandt, Etruscan, and Chippendale, sponsored by the Color Card Association for jall 


(Continued from page 127) 
occasions. But this tendency is not likely to become 
very widespread, and all indications at present 
point to another big season for silks of all grades. 
However, a limited stock of fine lisle and mercer- 
ized hosiery may prove to be a profitable invest- 
ment this season if it is properly featured. 


Keep Posted on Costumes 


As to heathers, there is no indication that they 
will fulfill the direful predictions heard about them 
in recent months. They have been selling quite 
actively to the retail trade and look as if they were 
going to have a good season. But there are some 
reasons why buyers should be conservative in their 
commitments on heathers. In the first place, there 
has been a very marked revival of demand for fine 
worsted dress goods, particularly twills and allied 
fabrics, such as fine serges and tricotines. A general 
vogue for such fabrics does not favor heather ho- 
siery. It is true that tweeds, homespuns, and -fab- 
rics on the order of wool crepe and eponge will be 
worn a lot, and these go decidedly with heather 
hose. But the point to remember is that the fine 
Staple worsteds will have a wider acceptance than 
they had last season and that demand for heather 
hosiery will be correspondingly affected. 


In the second place, there is probably a surplus 
of heather hosiery on the market. This is denied 
by many authoritative people in the trade, but 
nevertheless we believe it to be true. Production 
has been heavy on this class of hosiery. Further- 
more, importations in anticipation of the new 
tariff have been very heavy also. If the coming sea- 
son were going to be as big for heather hosiery as 
last season was the existing supply might not be 
excessive. But as things stand just now, it looks as 
if the supply of heather hosiery were in excess of 
the demand. In any case, it is advisable to go care- 
fully on heathers for the present. 


The Outlook on Silks 


As a matter of fact a similar situation would 
exist in the silk hosiery market were it not that the 
prospects look so good for a large consumption of 
silk hosiery this season. The month of September 
has been characterized by many sacrifice sales of 
silk hosiery by jobbers and selling agents who 
appear to have been overstocked. On the other 
hand, several manufacturers are sold up as far 
ahead as they wish to go and several jobbers have 
been finding it difficult to get what they want. 

Quality finds its place as speedily in hosiery as 
in any commodity sold at retail. 
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research man asked 100 women --in all parts 


A 


and 55 women asked for ‘Hosiery! ”’ 





















of the U. S.—what they wanted for Christmas 





Now you know “What Women Want’’---and you 
should prepare now for the Christmas hosiery rush. 
\ box of Everwear will be the popular gift. Display 


men’s hosiery near the women’s counter, and vice This Sample we” 
gets orders Now! 
Send today for this sales-making | 


quickly. counter demonstration. It consists 
e : = 
of two holly-decorated gift boxes 





versa, so that gifts may be purchased easily and 


7 , . . nt one holding two pairs of men’s and 

Now is the time to go after Christmas sales. Take the other two pairs of women’s silk 

hosiery—and an Everwear holiday 

if . -_ n , . 5, 1 display card reading, “Everwear 
=— > > » > ‘ ‘ ’ 

gift orders now-—-and deliver before Christmas! Hotiecy. "The Galt Per Exccdlonne 

Order now—we will deliver then!” 

Send for the Everwear sample assorlment---now! Get the idea? Start your customers 

' on their Christmas buying now. 

You can get hundreds of orders 

‘WHE on Py ~ > r from these samples—cash in ad- 

KV Kk R W k A R HOS i ERY CO.., vance. No stock investment—order 


just before Christmas. 





MILWAUKEE, WIS. House-to-house canvassers are mak- 

ing big money by taking Christmas 

CHICAGO BRANCH. Textile Bldg... Wells & Adams Streets hosiery orders now. You're entitled 
a to this business—and the easiest, 

BOSTON BRANCH AND STOCK ROOM, 110 Summer Street most economical way to get the 
, . eur . eee orders is to send today for the Ever- 
SAN FRANCISCO BRANCH AND STOCK ROOM, 130 Bush wear sample hosiery set and display 

Street. it on your counters. 








COUPON. 
Everwear Hosiery Co., Dept. B 
Miiwaukee, Wis. 
Send me men’s and women’s sample assortment 
with Christmas display card. Enclose price list and 
descriptive matter. 
Store 
Name 







Your 
Name 








Address 


City 
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Selling 250,000 Pairs Vearlp 


eAnd One of the Stores Keeps Six Sales Girls Busy on Hosiery 
? 


ROOF of the theory that the logical place 

for a hosiery department is in a shoe store is 

found in the fact that the retail shops of 
I. Miller & Sons are selling hosiery at the rate of 
250,000 pair a year. This is a small estimate and 
probably will be exceeded during the current year, 
in the opinion of Irvi ing Miller, whose special prov- 
ince in the organization is the buying of hosiery 
and the supervision of its sale. 

“There is no deep, dark secret about the success- 
ful retailing of hosiery in a shoe shop,” he said. 

“E xperience is the best training for this, and it has 
been experience mainly that has brought our ho- 
siery departments up to a point where we believe 
they are highly efficient and profitable. 

“We have always believed, ever since we opened 
our retail stores, that hosiery was a necessary ad- 
junct to shoes. The mere fact that hosiery and 
shoes can be matched up at the time of purchase is 
sufficient grounds for this belief. It works out in 
practice. Undoubtedly, the sale of shoes also is 
stimulated to some extent by the hosiery depart- 
ment, since women prefer to buy the two together. 

“While quantity is the desired goal in handling 
hosiery in a shoe shop, I believe it is much better 
for the shoe man who is putting in such a depart- 
ment to start first in a small way. He will learn as 
he goes along and gradually can build up his de- 
partment to the point where he will be handling 
hosiery in large quantities. If he is careful and 
watches his stock and the trend of style, and oper- 
ates his department properly, he can increase his 
turnover to a very rapid rate.” 


A Real Turn-over Yearly 


At this point Mr. Miller referred to some charts 
lying on his desk and pointed out the exact rate of 
turnover that has been reached in the Miller 
Stores. It was almost unbelievable. “Please don’t 
publish our turnover rate,”’ he asked, “‘as we don’t 
want to boast and besides many people would 
think we are not telling the truth.” 

“The cardinal policy in running a hosiery depart- 
ment is not different from that in any other de- 
partment of astore,” Mr. Miller added. “Our policy, 
not only in hosiery, but in shoes as well,”’ he con- 
tinued, “may be summed up in these few words, 
‘Quality merchandise at a reasonable price.’ ” 

Mr. Miller indulged in some reminiscences of the 
early struggles of establishing a hosiery department. 
Although a young man he has been in the hosiery 
game for some time and knows the market thor- 
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oughly. He is an exceedingly keen buyer, according 
to salesmen who visit his office, and insists on the 
right kind of merchandise at the right price. 
“When we started in the hosiery business,” he 
said, “we bought most of our hosiery from one 
source, a jobber. Gradually we acquired other 
sources. We continued along this line until now we 
are buying fully go per cent of our hosiery direct. 
Six Girls Selling Hosiery 
“We found that a hosiery department will not run 
itself. It required, and still requires, our constant 
attention. In our 42d Street store, when we made 
alterations and enlarged our soning Space, we put in 
a big hosiery department and now employ six girls 
to attend to it and nothing else. They are all trained 
just for this work alone. Proper display of hosiery 
and its advertising also must be developed, if you wish 
to build up a department to a profitable basis.” 


Not a Passing Sales Policy 


The Miller store frequently runs special sales on 
hosiery which attract as much consumer attention 
as do the sales in any department store. If a par- 
ticularly advantageous purchase is made of a large 
quantity of hose, they are extensively advertised 
and placed on special sale. Recently one such sale 
was held that succeeded in turning over 5,200 pairs 
of women’s silk hose in two stores alone within a 
single week. The hose were of the sheer variety, in 
all leading colors, all over silk and full fashioned. 
The price was $1.65 a pair, or three pairs for $4.75. 
The merchandise was of good quality and the price 
lower than competitors were 
quoting, which explains the 
large sale. The way to sell 
hosiery—is to keep it con- 
Stantly before the public in 
advertising and in store sales- 
manship. 


955 


The Style Shows 
Prove That Hosiery Hath 
Charms | 


The manikins at the Atlantic City Fashion 
Pageant caught universal attention. Over 
150,000 people are estimated to have at- 
tended the show. An unusual idea was 
worked out for displaying Corticelli Silk 
Hosiery. This boyish model caught all eyes. 
The other wore the dress of a little girl. The 
costumes were made of Corticelli Silks. 
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FASHIONED HOSE 


RSON Knittinc Company, Rockrorpb, ILLInots 


The Boot and Shoe Recorder will apprec‘ate your mentioning the publication in rx plies to ‘advertisements. 
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How J Make Profits Through Hosiery 


By G. H. 


STEPHENS 


Boston Shoe Store, Flint, Mich. 


ERSONALLY, I believe hosiery has as much 
place in a shoe store as rubber footwear and 
it is just a question of educating your trade 

to buy it of you. Our hosiery department is so lo- 
cated that it attracts the attention of everyone 
entering our store without interfering with store 
traffic. It takes up approximately two per cent of 
our total floor space, our stock will usually inven- 
tory 10 per cent of our merchandise, and our sales 
about 8 per cent of our total business. 

The department is quite new with us and conse- 
quently considerable pioneering has had to be done. 
For instance, we have found we have little call for 
women’s or men’s cotton hose; that our turnover of 
outsizes for women is small and that the sale of in- 
fants’ as well as men’s is limited. We, of course, 
expect to do more hosiery business with less stock, 
which I believe can be done by buying for future only 
the best sellers and sizing frequently all others. 


Sticking to One Line 


We have found it more satisfactory to specialize 
in one line of hosiery. The greater share of our ho- 
siery business is done in women’s silk hose. One 
dollar fifty and two dollars seem to be our most 
popular prices. Children’s hose are easy to sell pro- 
viding the values compete well with those offered 
by department stores. 

Style Conservative — at Start 

We did a nice business last fall and winter in wool 
as well as silk and wool mixtures, especially in wo- 
men’s, and I believe many more will be worn this 
year, due to the fact that manufacturers have im- 
proved greatly their warm hose from the standpoint 
of fit and comfort. With us plain black has always 
been the best selling color; brown follows a close 
second; white third; and navy fourth. During the 
past spring and summer season many gray, nude, 
and sand shades were worn, but such colors, as well 
as fancy stockings, come in demand quickly and go 
out rapidly. I prefer to sell the plain stockings of 
good quality, priced closely. 


Hosiery Follows Shoe Sale 


The majority of our sales are made at the ho- 
siery counter, as on busy days we have a lady that 
gives her entire attention to that department. One 
of the surest ways to sell a pair of hose is to show it 
immediately after a shoe sale is closed. 

As a rule, our salesmen make no mention of hose, 
but go to the department, select a popular number 
that goes well with the shoes he has sold and says, 


“While you are here, madam, I would like to have 
you see a hose that goes well with the shoes you have 
selected.” Getting the stocking into the customer's 
hands will invariably create interest. 

This proves out equally well with children’s 
Stockings, especially if the stocking possesses some 
outstanding features. Our sales people are all paid 
a small commission for hosiery suggestions and the 
regular help have no difficulty in working in hosiery 
as well as shoes. 


re ee —- 








Y Me\ HE 
LA Ze 
@ Principle of Good Taste 


It is a mistake to assume that women dress alto- 
gether, or even chiefly, for show. Experience proves 
that when a woman becomes accustomed to certain re- 
Jinements of attire she will stick to them, if she can, 
for the pleasure and satistaction they give herself, re- 
gardless of whether or not they are exposed to public 
view. The widespread use of dainty silk underwear, 
nightgowns, and negligees is a case in point. The 
millions of young women who have become accus- 
tomed to wearing silk underwear and nightgowns, 
where their mothers wore cambric and flannelette, 
have become accustomed also to wearing silk hosiery, 
where their mothers wore cotton. And probably they 
will go back to cotton hosiery when they go back to 
cambric and flannelette lingerie. 
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Radmoor 


Pyramid Heel Hose 


HOMO OOOO OOOO OOOO 





Four Qualities in Che 
Four to Ten Colors Seven 


e 
No. 1251 Lisle _. $5.00 14 doz. boxes Doints 


Colors—Black, White, Seal and Crane 


No. 9967 Special Silk... .... $8.50 44 doz. boxes 
Colors—Black, White, Seal, Crane and Maple Sugar 


No. 1200 Pure Thread Silk........ $12.00 14 doz. boxes 
Colors—Black, White, Seal, Navy, Lark, Polo, Crane, 
Silver, Moccasin and Maple Sugar 


No. 1700 Pure Thread Silk (heavy) .$15.50 14 doz. boxes at Elastic Double 
Colors—Black, White, Navy, Seal, Moccasin; Polo, OR on, | Garter Top 


Crane, and Silver | ail D 4 ‘4 Reinforced Top 
All with the : ‘a - Pure Thread Silk 
Pyramid Heel Se | Fashioned Leg 


Prompt delivery of all styles. A - ‘f 

Order your samples today. 2 ° ‘ 

Not returnable, but worth ; The Big Point a 

possessing. a PY RAM I D 
High Spliced Heel 





Reinforced Heel, Sole and Toe 
Fashioning Marks Indicating Size 


Radmoor Mills 


Glen Knitting Company ~ ° ° : 
Brown-Phelps Hosiery Co. 2Ist and Lippincott Sts. 
Thos. E. Brown, Pres. and Mgr. A Philadelphia, Pa. 


NEW YORK SAN FRANCISCO BOSTON 


Room 800, Burton Building Room 653. Pacific Building Room 1106. Dexter Building 
267 Fifth Avenue, at 29th Street Fourth and Market Streets 453 Washington Street 


The Boot and Shoe Recorder will appreciate your mentioning the publication in “replies te advertisements. 
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Heather the Dominant Color Note in 
flen’s Hose 


Demand Expected to ‘Reach Big ‘Proportions Before the Winter Selling Season 
Is Over. Two-tone Effects Increasingly Popular 
Based on an Interview with 


J. A. BRAVER 


Assistant Buyer for the Men’s Shops of William Filene’s Sons Co., Boston 


HE outstanding development of the style 
situation, in so far as men’s hosiery is con- 
cerned, is the steady growth in the demand 

for the heather shades — a demand which seems 
destined to reach almost tremendous proportions 
during the late fall and winter. Herein is seen the 
English influence, always a factor to be reckoned 
with in the merchandising of men’s apparel. 

Men have taken to heather hose since its intro- 
duction into this country from England three or 
four years ago, but never have they flocked to the 
Stores for it in such numbers as they did during the 
first cold snap. 


Heather in Wool and Silk and Wool 


Heather shares in the popularity which is ae- 
corded our old friends, the English tweed, the Eng- 
lish knickerbocker, and the English brogue. Heath- 
er shades are good in almost any material. The 
higher grades come mostly in wool and in silk and 
wool, and, although of English extraction, are also 
manufactured, to a large extent, in this country. 

The only other color which can even hope to 
compete with heather as a style proposition is the 
buff color, seen most frequently in camel’s hair 
wool, a brushed wool effect which was designed in 
the first place to be worn with knickerbockers, but 
which is now found also in half hose for street wear. 


Buff in All Materials 


This color, however, is not confined to the 
brushed wool effect. Buff colors in flat-knit wool, 
ribbed wool, silk and wool, and even in ribbed lisle, 
have been stocked by the manufacturers and whole- 
salers. 

No theory can be advanced for the popularity of 
this color except that it, too, originated in England. 
True, it is harmonious with the lighter shades of 
tan found in the higher grade footwear lines, and, 
also, it forms an agreeable contrast with the brown 
shades so prevalent in men’s suitings just now. 

These two colors, then, constitute the highlights 
of the style situation. Staples are ever with us, plain 


blacks, browns, grays, and blues in almost every 
material of which hosiery is knit. 


Best Selling Styles 


To chart the expected best selling numbers is 
quite a job. But if we consider that if there are 
shoes for occasions, then there should also be ho- 
siery for the same occasions, it becomes simpler. 

For informal or stag dress occasions, the well- 
dressed man wears his dinner coat, known also as a 
tuxedo. With this garb, black shoes are called for, 
preferably a patent leather oxford, and with the 
black oxford should be worn black silk hose, not 
too sheer, with a black clock. Plain black silk, of 
course, with no clock, is the only correct hose for 
full dress affairs. 


What Business Men Will Wear 


For business, there is a wide range, depending, 
in color and design, largely on the man’s taste in 
clothes, and, in weight, on whether he is much out 
of doors or is confined most of the time to his office. 
In both of these classifications, the English influ- 
ence is again discernible. For the man indoors most 
of the time, there are the light and medium weights 
of wool and of silk and wool, of which the best sell- 
ing color probably will be heather, although other 
color combinations are almost too numerous to 
mention. There are those who prefer not to wear 
heather shades with black: shoes and for those 
there are two-tone silks, in black and gray, black 
and blue, black and red, and even black and green. 

These silk and wool hose come with and without 
clocks. There are also the plain colored, light- 
weight all wools of the finer grades. 


Heavier Weights for Out of Doors 


The same range of colors and materials is open 
to the man who is much on the street except that 
the hose which he will buy will be uniformly heav- 
ier in weight and perhaps coarser in texture than 
those given above. Mention should also be made of 
the ribbed lisles. Staples will be purchased more by 
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Blue Edge 
PROPPER SILK HOSIERY MILLS Inc. 


276 FIFTH AVE., NEW YORK, N. Y. 
(HOLLAND BLDG.) 


Manufacturers of Ladies’ Full Fashioned Silk Hosiery 
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the men wearing high shoes. There’s no object, 
they will argue, in wearing fancy or even semi- 
fancy hose if it isn’t to be seen. 

For sport wear, other than golf where knicker- 
bockers are worn, the fancy wool hose will prevail 
and the majority of these will be locked in con- 
trasting colors. If sport shoes do not sell well to 
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What Sizes to Buy 

The average run of hosiery sizes for men is from 

g to 12, advancing | in half sizes. This run will fit in 

with a shoe size run of from 5 to 11. A comparison 

of shoe sizes and hosiery sizes, which has been 

adopted by many retail shoe merchants, is as 
follows: 

Shoe Size 


men in your community, 
then it is safe to assume 
that you will need very 
few of the sport hose, al- 
though there will always 
be a few men who will 
want them for street wear. 
In golf hose, as noted in 
the earlier part of this 
article, the buff camel’s 
hair variety is the best 
bet. But this color may 
appeal to many as ex- 
treme and for the more 
conservative there are the 
plain all wools with fancy 
cuffs or cuffs of the same 
color and pattern as the 
hose, either ribbed or flat. 


How to Select Stock 


The relationship — be- 
tween hose and shoes (both 
being footwear) is so inti- 
mate that it should not be 
a difficult job for the retail 
shoe merchant to select his 
stock. If there are, in your 
community, many men 
who are snappy dressers, 
who like up-to-the-minute 
Styles, then your hose 
should be of the same gen- 
eral caliber. If you have 
sporty shoes and expect 
to sell them, there is no 
reason why you should not 
Stock sporty hose. 





Description_________ Stock No. ___ 
gg ae eee cee we 
Mfr’s Address _______ Stock No._____ 
Date Ordered______Date Received_____ 


Selling Price____— 


Cost Price____ 


Initial Order 9 11%) 12 


Date | Am’t | 











For the benefit of those who have not yet devised a perpetual in- 
ventory system of hosiery stock recording, the Boot AND SHOE 
RecorDER has devised the above form. As a matter of fact, it 
differs in no material aspect from the form used by many stores 
in keeping track of the shoe stock. The top line carries a descrip- 
tion of the hosiery, as well as the stock number assigned by the 
merchant. The next two lines are devoted to a record of the manu- 


facturer’s name, address, and manufacturer's stock number which 


you will need to know when re-ordering. Date ordered, date re- 
ceived, cost price, and selling price are self explanatory. 

Under the wording “initial order,” should be entered the num- 
ber of pairs, while under the various sizes should be entered the 
number of pairs of that size, each pair denominated by a vertical 
stroke. At the end of the day, or early the next morning, cross off, 
in the size columns, the number of pairs of each size sold. Thus 
you will know, on any given day, just exactly ““where you are at.’ 

The two columns under initial order, headed “Date” and 
“Amount” are for your re-orders. These columns may be con- 
tinued, if you please, on the reverse side of the card. 

This system can be worked with the leaves of a loose-leaf book, 
or a card index. They can be made any size which most suits your 
convenience. You can buy blank sheets of paper and rule them 
yourself if you want to. The main thing is to have a system which 


Hosiery size 
5% to 
\% to 
7% to 
8% to 


9 
9% toro 


10% tori 


Thus there need be in 
the store stock only seven 
sizes of men’s hosiery to 
take care of all the shoe 
sizes for which you are apt 
to have a call. In buying 
sizes, it is necessary to 
take into’ consideration 
only the best selling shoe 
sizes in order to determine 
the best selling hosiery 
sizes. 

O55 


Jmported THool 
Hosiery Higher 
Fashion However 


Gives 10% t, Tar iff 


NO Soins 
? 


RICES for imported 
wool hosiery will be 


10 per cent higher under 
the new tariff. 

But such an advance 
will not lessen importa- 
tions to any extent. 


If the men of your com- 
munity are mostly con- 
servative and you have 
bought shoes of conserva- 
tive patterns and colors, then your hose should 
have the same characteristics. It is simply a ques- 
tion of community analysis — the same analysis 
you made before you placed your order for fall and 
winter footwear. 

This question of community analysis, there- 
fore, is just as important in retailing hosiery as 
in retailing shoes. 


will act as a perpetual inventory, which will show you when to 
buy and what sizes to buy, and which, over a period of time, will 
give you much additional and useful information. 


During a period when 
the possession of trim 
ankles, pretty footwear, 
and expensive _ hosiery 
takes precedence in the hopes of most girls and 
women, not to mention subservience to fashion, a 
tariff “loses its punch.” 

Importers are now holding conferences with cus- 
tom-house officials having in view a clarification of 
the situation since neither importers nor custom- 
house officials fully understand the workings of the 
new tariff. 
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HOSIERY SECTION 


Fifteen Terms to Remember 
The AB ('s of Hosiery Understanding 


Liste THREAD — Yarns made of long staple cot- 
ton, somewhat tightly twisted and having a 
smooth surface produced by passing the yarn 
over gas jets giving it a lustrous appearance. 

Maco — Applied from pure Egyptian undyed cot- 
ton. Derived from an Egyptian cotton planter, 
Maco-Bey. 

CAasHMERE — Means goods made of fine worsted 
yarn spun from Saxony wool. 

Gauce — Applied to the number of meshes or 
wales to the inch in hosiery. For example, a 16- 
gauge fabric will have 16 wales or ribs to the 
inch. 

Merino — Applied to hosiery made of part cotton 
and part wool mixed together. (Note — The 
word merino on the box label is often misleading, 
as it frequently happens that goods so called are 
composed wholly of cotton.) 

Spun SILK - Applied to a low grade of silk used in 
the cheaper lines of silk hosiery. It is made from 
floss, injured cocoons, husks, and waste from reel- 
ing, and bears the same relation to silk as cotton 
waste to cotton or shoddy to wool. 

Spxiir Foot Refers to black hosiery having a 
white or unbleached sole. 

SeaMLeEss — Applied to hosiery knotted in one 
piece on a circular machine, leavi ing an opening 
at the toe to be looped together. The shaping of 
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the leg, heel, and toe is done by steaming and 
then drying on boards of proper form. 

RicHeLieu Ris — Applied to women’s and chil- 
dren’s plain Stockings having a single drop-stitch 
at intervals of three quarters of an inch running 
the full length of the stocking. 

Dousce Soe, HEEL, anp Tor — Means an extra 
thread added to hosiery at points mentioned. 
Strictly speaking, “double” applies only to single 
thread goods. 

ENGLIsH Foor — A stocking having two seams in 
the foot, one on each side of the sole. 

FRENCH Foor — Having only one seam, and that 
in the center of the sole. 

INGRAIN — Applied to raw material of yarn, dyed 
before knitting. 

SEMI-FASHIONED — A term applied to hosiery in 
which two extra lines of stitches running on each 
side of the center seam giving the calf of the leg a 
better appearance. (Note — The word semi- 
fashioned is often misleading, as it frequently 
happens that goods so called are sold as full- 
fashioned.) 

FuLt FasHtonep — Knitted in a flat web, which is 
shaped by the machine so as to fit the foot, leg, or 
body. T he webs, or sections, are sewn together to 
form hosiery. 
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There isa place for cute socks in every shoe-store 
window and juvenile department. Try this window 
with dolls for models. 
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6c Onyx” 


Hosiery 


Children’s Cotton and Lisle Hose 


515—Children’s “Onyx” Medium Weight 
1 x 1 Rib Cotton Hose, in Black, White, 
Tan and Cordovan. Sizes, 5-10; 1 doz. 
boxes; per doz., $1.85 on size 7. 


Rise, $0.10. Fall, $0.05 


516 B—Children’s “Onyx” Medium Weight 
1 x 1 Rib Cotton Hose, with triple knee. 
Black, Tan and Cordovan. Sizes, 5-10; 
\% doz. boxes; per doz., $2.60 on size 7. 


Rise, $0.10." Fall, $0.10 


55,X—Children’s “Onyx” 1x1 Rib Mercer- 
ized Hose, in Black, White and Cordovan. 
Sizes, 6-10; % doz. boxes; per doz., $2.95 


on size 7. 


Rise, $0.10. Fall, $0.05 


X[67—Children’s “Onyx” Medium Weight 
1x1 Rib Mercerized Hose, in Black, 
White, Tan, Cordovan, Pink, Sky, Camel, 
Assorted Greys, Playshoe and Cham- 
pagne-Putty. Sizes, 5-10; 1% doz. boxes; 
per doz., $3.50 on size 7. 


Rise, $0.10. Fall, $0.05 


“ » : 
335 KB—Children’s “Onyx” Full-Fashioned 
Onyx Stockings 1x1 Rib Mercerized Hose, in Black, 


for Children White and Cordovan. Sizes, 6—10; 1% doz. 
boxes; per doz., $3.85 on size 7. 


Rise, $0.10. Fall, $0.05 


Write to Dept. P 


Emery 6 Beers Company, inc 
Sole Owners and Wholesale Distributors of “Onyx” Hosiery 


Broadway at 24th Street, New York 


Ee cea eee 
EE ea Ne sss aacnaaiial 1033 Chestnut Street 
Buffalo Office vsssee--- Mutual Life Bldg., Pearl Street 
pee ae :; 36 South State Street 
eG ORRIN CIR occ ssctinsnsscsscssncsosesssevens sesssssssesseeeeee 2909 Geary Street 
Los Angeles Offfice. . .. ..........s000.. - lessees 8th and Hill Streets 
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4 Theo Tie that prompts praise wherever shown. Every 


TM uy 


line has grace and charm. In all patent leather, with silk 


RA 
ar, 


tassel lace and full Louis wood covered heel, it presents an 
appearance irresistibly appealing. A typical W.& D. 
quality turn which will draw desirable trade. 


Witherell & Dobbins Company 


Quantity Producers of Quality Shoes 
Haverhill, Mass. 


Boston Office, rr0 Lincoln Street 


The W & D Line Is Featured in the Chicago 
Market by Harper Kirschten Shoe Co. 


= )) 
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Posed especially for 
Cedar Cliff Silk Com- 
pany by Polly Platt of 
Greenwich Village Fol- 


lies 








CEDAR CLIFF 
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A Seandord Materral for foohbear 


Like human attributes — honesty, patience, cheer- 
fulness — a standard shoe material is the superfine 
grist of the mill of experience. 


The increase in the use of Satin as a standard 
footwear material is no flash in the pan. Growing 
steadily through astyle period of rugged, mannish 
types, it has now triumphantly entered the new 
styles of long skirts and a return to the higher and 
more graceful heel — the natural setting of satin 
shoes. 


The secret of this increase is Good Satin—Cedar 
Cliff—the Satin especially woven for the choicest 
slippers. 


The highest compliment which is being paid to 
Cedar Cliff Satins is the supreme artistic calibre 
of the shoe manufacturers who are selecting our 
satins for their finest models. 


Ne CEDAR CLIFF 
SILI. COMPANY 


2351-25385 FOURTH AVE. 


NEW YORK 








H97 Cedar Cliff, Brown Satin, 
Wide Strap, 2Eyelet Lace, French 
Last, 16-8 French Louis Heel, 
Square Edge Turn. 





H736 Cedar Cliff, Black Satin, 
Front Gore Colonial, Semi French 
Last, 15-8 French Louis, Square 
Edge Turn. 


Both Models made by 
WILLIAM LANE, I NC. 
Brooklyn, N. Y 











SHOE SATINS | 
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[ROCHESTER , U.S.A] 
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15 Especially Schooled Arch-Aid 
Representatives 


Are in their territories with complete sample lines of Arch- 
Aid Shoes in stock for immediate shipment. 


These salesmen will be glad to explain to you the famous 
features of our special agency proposition. 


We can take on a limited number of agencies and ship the 
initial orders on November first or December first. 


These shoes are already wonderfully successful from a mer- 
chandising standpoint all over the United States. 


One of our men is close to you now. You owe it to the future 
success of your business to investigate our claims. 


It costs you nothing to do so and you will at least be inter- 
ested in our plans for modern merchandising. 


For your success and our success do us the favor of investi- 
gating now. 


The Arch-Aid Shoe 


MANUFACTURERS & DISTRIBUTORS 


Rochester WDC 








The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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(This Department is conducted by Helen M. Haney, Associate Editor) 


Strong Plea for Reasonable Railroad Rates 


Recent Interchangeable Mileage Hearing Emphasizes Strength of Industry— 
Interstate Commerce Commission’s Fina’! Decision, December 1 


EARINGS before the Interstate 
Commerce Commission regarding 
interchangeable mileage books be- 

gan, as previously stated in these columns, 
on September 26, and continued until 
September 29. There was a vigorous 
fight put up by the shoe industry, repre- 
sented by T. A. Delany, secretary of the 
National Shoe Travelers’ Association, and 
W. H. Pickett, auditor for the Brown 
Shoe Company. 





Interstate Commission’s 
Questionnaire 


1—Shall both interchangeable 
mileage and scrip coupon tickets be 
issued and sold? 

2—What rate or rates shall be 
established as just and reasonable 
for each, or either, form or ticket? 
What conditions, if any, should be 
attached to the issuance and sale of 
such tickets by reason of the exist- 
ence of different levels of passenger 
rates in different parts of the 
country? 

3—In what denominations shall 
the ticket or tickets be issued? 

4—In general, at what offices of 
carriers shall the tickets to be pre- 
scribed be available to the public? 

5—What rules and regulations 
for the issuance and use of these 
tickets shall be required? 

6—Shall the tickets be trans- 
ferable or non-transferable? If non- 
transferable, what identification 
may be required? : 

7—To what baggage privileges 
shall the lawful holders of such 
tickets be entitled? 











Mr. Delany had vouchers from the Na- 
tional Shoe Travelers’ Association, the 
National Boot and Shoe Manufacturers’ 
Association, the National Shoe Whaole- 
salers’ Association, the National Shoe 
Retailers’ Association, the National Tan- 
ners’ Council, the New England Shoe and 
Leather Association, the Boston Shoe 
Trades’ Club, the United Shoe Machinery 
Corporation, and fully 300 shoe manufac- 
turers and members of allied industries 
throughout the country. 

Mr. Delany was ably backed by W. H. 
Pickett, who presented credentials from 
the shoe and allied industries of St. Louis. 
Mr. Pickett was also the special repre- 
sentative of the St. Louis Chamber of 
Commerce. 


Concentrated Action from Shoe Trade 


In addition to the shoe trade, several 
other trades were represented—such as 
the National Wholesalers’ Association of 
New York, the National Manufacturers’ 
Association of Washington, D. C., the 
National Casket Manufacturers, the Na- 
tional Hotel Associations, the National 
Council of New York City, and other 
commercial travelers’ organizations—all 
of whom urged, with the shoe trade’s 
representative, Secretary Delany, for the 
establishing of interchangeable mileage, 
“at just and reasonable rates.”” A con- 
ference of these groups was held and their 
requests condensed in the above form, for 
better harmony of action and for better 
concentrated effort on the reduction of 
the present cost of travel. 


Good Arguments by Proponents 


The shoe industry and other proponents 
of interchangeable mileage maintained 
that “the just and reasonable rate’’ for 
which they asked would increase pas- 


senger and freight business and stimulate 
all industry. The belief was expressed 
that the depression of 1921 was largely 
due to high passenger fares. Letters were 
submitted from about 150 commercial 
houses which said they would increase 
their forces of salesmen if the fares were 
reduced. 

To the Interstate Commerce Com- 
mission’s questionnaire the shoe trade 
replied as follows: 





The Shoe Trades’ 
Reply 

1—That a scrip coupon ticket be 
issued. 

2—That the rate be 33 1-3 per 
cent under existing rates, with a 
sliding scale applicable to the rates 
in the various parts of the country. 

3—That the denomination of 
this coupon book be $100 gross. 

4—That these tickets be avail- 
able at all first-class offices and 
principal ticket stations. 

5—That these script coupons 
bear the signature of the original 
purchaser and be usable for six 
months. 

6—That these coupons be non- 
transferable and be pulled by the 
conductor of the trains; that the 
same coupon be usable for inter- 
changeable, interstate, and intra- 
state travel. 

7—That these coupons be ac- 
cepted for all mileage charges and 
baggage charges, including excess 
baggage, excess valuation, excess 
measurements, storage, and trans- 
fers at the terminal points. 
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Constant Comfort 


AMERICA’S BEST COMFORT SHOE 
IN BOTH BLACK AND BROWN KID 





SUITABLE 
FOR HOUSE 
or STREET 
WEAR 


COMBINES 
COMFORT 
QUALITY 

anp NEATNESS 


1. eee 
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No. 49R—Best Qualtty Black Kid One Strap 
Purop, 12-8 Wingfoot Heel, Black Kid Quarte: 
and k Lining. In Stock AA to E $3.25 


No. 749R—Same St 
In Stock A to D—Oc 


$3.50 


Ault-Williamson Shoe Co., Manufacturers 


LOS ANGELES OFFICE, 109 E. 8th STREET 


BOSTON OFFICE, 139° LINCOLN STREET Maine 
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GRAINSKIN 


—- = 
TRADE MARK 


Shoes for Boys 
Are 


Business 


Builders 


Every GRAINSKIN shoe is of solid leather 
throughout—built to look good and to with 
stand severe usage. Bottomed with heavy oak 
bend outsoles. 


The GRAINSKIN trade-mark (stamped on the 
outside and at the top of every Grainskin upper) 


is our guarantee of the quality we furnish and 
your customers’ guide to satisfaction. They are 
going to look for it—They are going to ask for it 
—Because it is the finest quality leather for boys’ 
shoes in existence today. 


GRAINSKIN shoes are made in four attractive 
styles on combination boys’ lasts as illustrated. 
The style variety insures 100 per cent sales. 
All solid welts below GRAINSKIN quality 
down to $3.15 per pair in boys’ sizes. 


NEENAH SHOE COMPANY 


Manufacturers of Boys’ Fine Shoes 


NEENAH, WISCONSIN 


The Boot and Shee Recorder will appreciate your mentioning the publication in replies te advertisements. 
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Facts were presented by the travelers’ 
showing the number of days the sales- 
men were on the road, and it was also 
stated that salesmen working on a com- 
mission basis would be more willing to 
explore new territories if fares are re- 
duced. 

And in rebuttal to the railroad repre- 
sentatives’ claims that the present rates 
are “just and reasonable,” replied that 
the present rates are just the opposite and 
contrary to the true sense of the new In- 
terchangeable Mileage Act. 

The railroads, while conceding the fact 
that there should be a scrip coupon, 
asked: 

1—That the present rate remain as is. 

2—That the present rates are reason- 
able and just. 


3—That the denomination of the cou- 
pon books be $200 gross. 


Railroad Interests Vigorous Opponents 


The railroad interests were no less vig- 
orous in their opposition to the establish- 
ing of interchangeable mileage books than 
the travelers were vigorous in their sup- 
port of the system. The railroads cen- 
tered their opposition on the question of 
cost, the difficulty of auditing one national 
book and also the difficulty of handling 
the system in connection with baggage 
and transportation at the same time. 


Constitutionality of Act Questioned 


Constitutionality of the new law was 
questioned by counsel for the railroads. 
H. W. Bikle, attorney for the Pennsyl- 
vania Railroad, reserved the right to 
question the validity of the act for any 
orders of the Interstate Commerce Com- 
mission pertaining to it. Strong opposi- 
tion was expressed by the railroad repre- 
sentatives to any change in passenger 
rates, rules, or regulations. C. A. Fox. 
chairman of the Central Passenger Asso- 
ciation, spoke for 166 railroads, of which 
149 are class 1 roads, and 19 class 2, with 
a total mileage of 225,000. 


Additional Accounting $1,680,000 
Annually 


W. P. Rose, auditor of passenger ac- 
counts of the Southern Railroad, was an- 
other prominent spokesman for the rail- 
roads. It was declared by Mr. Fox that 
the issuance of mileage books would be an 
undue and unjust discrimination in favor 
of a well-to-do class of passengers. He 
said this was shown by the fact that the 
interchangeable books they were asking 
for would cost $150 or even $200. He de- 
nied that the proposal was analagous to 
the commutation passenger fares or that 
there is any principle of wholesale transac- 
tions involved because the average pas- 
senger journey is only 50 miles and in- 

olves an expenditure of $1.80. Mr. Rose 
dealt with the financial phase of the case, 
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on which the railroads place their greatest 
strength in opposition to the interchange- 
able mileage book system. It was de- 
clared by Mr. Rose that the additional 
accounting expense rising from the pro- 
posed system would be $1,680,000 an- 
nually. 

The opinion was expressed by Mr. Rose 
that the card ticket is the best and sim- 
plest way to provide for the collection of 
passenger revenue. He said that even if 
the scrip method of collecting became 
popular the railroads would be practically 
back to where they were fifty years ago, 





WILL FRIEDMAN 


House salesman for the Rice § Hutchins Chicago 
Company 





when conductors collected the cash and 
turned it into the railroad companies. 


Further Rebuttal Testimony from 
Railroads 


In resuming the stand to give rebuttal 
testimony, C. A. Fox said that before 
Federal control the discount on mileage 
books in the East was 10 per cent; in the 
Southeast, 20 per cent, and in the West 
and Southwest, 16 2-3 per cent. In gen- 
eral, it was declared, books were not sold 
at less than State rates. The witness said 
that the carriers, in responding to the 
commission’s request for a statement of 
rules and regulations they would deem 
just and reasonable if the commission 
should desire to require issuance of re- 
duced rate scrip, were not in any way in- 
dicating such reduced rate scrip was jus- 
tified. Subject to that qualification, Mr. 
Fox said tickets should be of a denomina- 
tion of not less than $200. A $200 book, 
he stated, would be good for 5,555 miles 
at the basic rate of 3.6c if restricted to six 
months, and that they would more than 
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fulfil the average requirements as figured 
by traveling men. It was also stated that 
the coupons should be good only when 
exchanged for one-way tickets issued at 
face value, representing full normal one- 
way fares, and should not be good for any 
other services or charges. The commis- 
sion, it was asserted, should require that 
coupons be exchanged at ticket offices for 
train exchange tickets, this being consid- 
ered an item of paramount importance to 
the carriers. Mr. Fox said it would be 
dangerous procedure to interfere with the 
conductor’s safe operations of his train by 
compelling him to assume the complicated 
details and burdens of handling a large 
number of passengers holding mileage 
books. 


Opponents’ Briefs and Counter Briefs 


At the request of Attorney Bikle, ad- 
journment was asked for thirty days. 
This request was granted. Commissioner 
Meyer, chairman of the Interstate Com- 
merce Commission, instructed the oppo- 
nents of the Interchangeable Mileage Bill 
to have all briefs in by November 1, and 
ruled that counter briefs should be pre- 
sented by November 15. This means the 
probability of the rendering of a decision 
by December 1. 


Traveling Fraternities make 
Favorablo Impression 


In summing up the situation, Secretary 
Delany stated that he feels the railroads 
have conceded the arguments advanced 
bythe various traveling fraternities con- 
stitute good logic and that their demands 
are just; also that the Interstate Com- 
merce Commission was favorably im- 
pressed with the clear and concise testi- 
mony submitted by the traveling frater- 
nities, and particularly by the unanimity 
and strength of the shoe industry. 


S. Robert Weiss on the Road 


S. Robert Weiss of the Decorators Sup- 
ply Company, a display man of national 
reputation, with a wide circle of friends 
among the retail shoe merchants of the 
country, has enlarged his scope of activ- 
ities. He is now traveling the territory 
formerly covered by A. F. Golk and will 
call on the trade in Michigan, Ohio, Indi- 
ana, I.linois, Iowa, Nebraska, Missouri 
and Kansas. Mr. Weiss had charge of 
show windows in one of the largest State 
Street stores in Chicago for over eleven 
years, and is ready to assist at any time 
in solving merchants’ window-display 
problems. 

McCarty with Henegar- 
Dooley 


W. C. McCarty, a veteran shoe sales- 
man in the Southeast, has recently joined 
the sales forces of the Henegar-Dooley 
Shoe Company, of Knoxville, and will 
cover Tennessee territory near Knoxville. 
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For immediate shi 
Men’s Turn Slippers Snim otras" 
IN STOCK 
“Their Sale Knows No Season” 


‘TURNS 
Registered U. S. Patent Office 
Sizes 6-11, F-FF 
In Stock Now Yo. 157 Brown Cab. Everett 
: io. 190 Brown Cab. Opera 
_ No 3 . 197 Brown Kid Everett 
Brown. Kid Opera, Full Leather 167 Brown Kid Opera 
Lined, Leather Counters, F-FF * 1402X Brown Kid Romeo 
122. Tan Kid Everett (full lined) 
= Tan Kid Opera (full leather lined) 
Brown Kid Cavalier 


M07 Essex Street ABBOTT SHOE CO. 
207 Essex Street NEW YORK OFFICE 
CHICAGO OFFICE Fred Marx 
George B. Wright North Reading, Mass. 605 Marbridge Bldg. 
907 Security Bldg. Pacific Coast Representative, Stanley Turner 
189 W. Madison St. Angeles Hotel, Los Angeles, California 























The Repco Shoe Stretcher is Practically Unbreakable 


The new Repco Shoe Stretcher is 
a speedy, positive-action stretcher 
made entirely without springs, ar- 
rows, or any of those parts which 
are so troublesome in ordinary 
stretchers. 


Toggle-joint mechanism, square 
threads of large pitch, strong hinge 


on back—all metal parts of the Made in nine sizes—No. 000 down to No. 6. 


new Repco Shoe Stretcher are - : "a 2 
ssnite af ach wited ceh  Giiain ae ee is packed in an individual 


are of well seasoned maple and 
shaped and finished as carefully as Positive action! Quicker action! Nothing 
a last. to break! 


For sale by shoe findings jobbers. 


UNITED SHOE MACHINERY CORPORATION’ - - - BOSTON 
San Francisco Branch, 859 Mission Street 
J. K. KRIEG COMPANY - - - - - NEW YORK, N. Y. 


UNITED SHOE REPAIRING MACHINE COMPANY - BOSTON 
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“JACK” KARGER 


Who has started on his spring trip for the Marion 
Shoe Company, covering the principal culies be- 
fescen the Mississippi Rwer and the Pacific 


Joast. 


Jack Karger on Spring Trip 
for Marion Shoe Company 


Jack Karger has started on his trip 
with spring, 1923, Marion shoe samgles. 

Jack, who has the reputation of being 
one of the largest producing specialty 
salesmen in the West. covers the principal 
cities between the Mississippi River and 
the Pacific Coast. 

Jack is a strong booster of Marion 
shoes, which, he says, are second to none. 

Having spent a lifetime in the shoe 
business, Mr. Karger’s advice is widely 
sought, and he is recognized as an author- 
ity on good shoes. 


E. A. Gassin Convalescing 


E. A. Gassin, who travels for the Har- 
risburg Shoe Mfg. Company, writes to 
the Recorder from the North Chicago 
Hospital that he wishes to notify his mer- 
chant friends that he is now recovering 
from the operation which he was obliged 
to undergo on September 25. He antici- 
pates that he will soon be back in his ter- 
ritory once more and takes much pleasure 
in that thought. 


Wright with Crocker & 
Morse, Inc., 


Fred M. Wright, who formerly traveled 
for D. Armstrong Company, Inc., New 
York City, Philadelphia, Baltimore, and 
Washington, D. C., and the cities of New 
York State, is now covering this territory 
with Crooker & Morse, Inc., line of 
women’s welts. Mr. Wright has had a 
long experience with women’s shoe lines 
and has a big circle of friends in the 
above-mentioned territory. 
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W. E. RATCLIFFE 
Who has jus connected with the Nathan D. 
Dodge Shoe Company to travel Indiana and parts 
of Illinow. Mr. Ratcliffe has made Indiana for 
ten years and is well-known in that Stale. He 
wil. reside in Indianapolis. Mr. Ratcliffe 
assures his friends in Indiana, and those he will 
make in his new territory of Illinois, thal he has 
a real line to show them and that he is thoroughly 

sold on “‘Correct Dodge.” 
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Plummer Moore with 
Richardson-Crockett 


The Richardson-Crockett Shoe Com- 
pany, of Nashville, Tenn., wholesalers in 
the Southeastern territory, announcs the 
acquisition of P. F. (Plummer) Moore and 
J. Herschel Moore, popularly known as 
the Moore brothers, and shoe travelers of 
long experience. They were formerly 
with Hollins Son & Co., of Nashville, and 
are both well known among retail shoe 
merchants of the Southeast. 





GEO. B. WRIGHT 
in charge of the Chicago office of the Abbott 
Shoe Co. Mr. Wright will co Illinois and 


isconsin. 


151 





M. N. McDONALD 


Who represents Emery § Marshall Co., in 
Virginia, North and South Carolina, Georgia, 
and Florida. 


M. N. McDonald on Fall 
Trip 

M. N. McDonald, representing Emery 
& Marshall Co., in Virginia, North and 
South Carolina, Georgia, and Florida, left 
last week for his territory with new sam- 
ples of the Emery & Marshall line of 
women’s high-grade turns and welts 
““Mac,”’ who is well known in this territory, 
says he has styles which will prove to be 
eye-openers and trade-bringers for mer- 
chants. 


Abbott Opens Chicago Sales 
Office 


The Abbott Shoe Company of North 
Reading, Mass., has opened an office in 
the Security Building, 189 West Madison 
Street, Chicago, which wili be in charge 
of George B. Wright, father of Marc 8S. 
Wright, treasurer of the company. 

From the Chicago office, Mr. Wright 
will cover Illinois and Wisconsin territory 
and will carry a full line of samples, in- 
cluding the firm’s fine turn boudoirs, com- 
fort shoes, and women’s slippers. 

Mr. Wright was associated with the 
Carson, Pirie & Scott Company twenty- 
five years and is well known in the West- 
ern trade. George L. Wehrle, president 
of the company, has recently been on a 
Western trip in the interests of the 
company. 


R. H. Preston on the Job 


R. H. Preston, traveler for the Rich- 
ardson-Crockett Shoe Company, of Nash 
ville, Tenn., who was ill at his home for 
several days during the latter part of 
September, is back on the job again. 
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OF SMART 
SELLERS 


NOVELTIES THAT ARE 
UP TO THE MINUTE. 
ORIGINAL IN DESIGN. 
FINE WORKMANSHIP. 
EACH PRICED TO PAY 
MERCHANTS WELL. 


atent “Collette” turn, Side 
ace Theo Tie. Black fitting 
and black lining. 14/8 full 
Louis heel. No. 81 last. 


SALESMEN NOW OUT 








WE WANT YOU TO WRITE AND 
ASK THAT A SALESMAN CALL 
TO SEE YOU. OUR SPRING LINE 
COMPRISES 180 STYLES OF 
WOMEN’S HIGH GRADE SHOES— 
TURNS EXCLUSIVELY. 


Emery & Marshall. 
Company 
Haverhill, Mass. 
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J. W. Carter’s “Big Boys” 


J. W. Carter & Co.’s recent general 
sales letter told in interesting style the 
story of its “Big Boys’” sales record. 
The “battery” was composed of Munch 
and Bandy, and was as follows: 

Pitcher, A. J. Munch, $15,117; catcher, 
H. J. Bandy, $10,686; first base, W. J. 
Pulley, $6,874; second base, E. T. Bum- 
pous, $5,782; third base, H. L. Lamb, 
$5,300; short stop, J. T. Bradley, $5,251; 
right field, Fred T. Edden, $5,022; center 
field, Geo. J. Howard, $4,858; left field, 
C. Rutledge, $4,668. 


“Inspirational Baseball” Talk 


The “baseball” inspirational talk then 
continued as follows: 

Ha! Ha! We told you so, didn’t we? 
(We said he was just trying to fool you.) 
So our master twirler is back in the box 
and he is throwing some wicked balls 
since he got under that new hat. Reports 
from Kansas City also indicate that they 
‘are giving “‘A. J.”’ the sidewalk when he 
turns the corner with that new red tie 
and a couple of grips filled with his best 
sellers ($3.50). We feel sorry for poor 
old St. Louis, as “A. J.”” is headed that 
way, and right while they are trying to 
win a pennant, too. 


Heavy Work of Short Stop 


Our stop artist got in some heavy work 
back of the home plate, this week. We 
have heard of men who traveled a whole 
season and didn’t exceed the figures shown 
by Mr. Bandy this week. 

On crutches, but still in the game. Our 
first baseman comes through with figures 
nearly equal to the new $8,000 home he is 
building at Arlington, Tex., and all for 
immediate and fall shipment. What will 
he do when he goes to writing them for 
spring? It’s always good game with 
Pulley on first. 


From the Bench to Second Base 


On the bench last week, but on second 
base this week, and Pulley had better 
watch or Earl Bumpus will swipe his new 
hat. Earl says that if Pulley beats him 
out this year, he’ll have to sell better than 
$125,000 and work Christmas Day after- 
noon, to boot. Earl has reached that 
stage where he has begun to talk about 
the $500 check in his sleep, which is always 
a good sign. 

“Our Lamb” has changed pastures, 
and occupies third base this week, “‘horn- 
ing out” one Witherspoon, who is not 
even on the bench this week, or can’t be 
found around the dug-out. 

Welcome, Mr. Bradley, who is making 
his first appearance on the team playing 
short stop. Some of the very finest orders 
we have received this season came from 
Mr. Bradley, sold in far-away Seattle. 
One order this week called for eighteen 
dozen of the two big shoes, 714 and 674. 
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Another called for eighteen dozen black 
kangaroo at $3.50. Thank you, Mr. 
Bradley! Glad to have you play with us 
often. 

Fred Edden in Right Field 


Fred Edden rang the bell this week, and 
was assigned to right field. Fred travels 
in the big shoe State (Wisconsin), but he 
says they do not make them up that way, 
which fact has given Fred his big oppor- 
tunity, and right field this week. 

His principal sales this week were on 
shoes at $3.50 and $3.85, and as a result 
Mr. Howard is playing center field. 
“George J.”” is getting in swift company, 








D. B. BLANTON 
who covers Virginia, West Virginia, North and 
-- 1S Goretine. Georgia and Florida, for the 
Brennan Co., Randolph, Mass., 
left Septe 25 for his territory. Mr. Blanton’s 
home is in Richmond, Va. He writes us thal 
enjoyed every day of “the good old summer lime,” 
is now Sully - , and started on his trip with 
— than ever. Mr. Blanton is a young 
? is a ~! business er for the 
"Shoes = Young Men and Men Who Keep 
Young,” made by the Richards ¢ Brennan Co. 





and is to be congratulated on his good 
plays this week; and while it’s in mind, 
how about pitching a game for us this 
season? 

He did it. Our left fielder—he put 
those two “Gallatin squash” out of the 


_ game this week. Will they stand for it? 


On the Bench 


Messrs. Osborne, Irish, and Stitt are 
holding down the bench this week, and 
were not assigned to the game for “lack 
of sufficient funds.” 


In the Dug-Out 
Every fan knows when a player strikes 
out. He goes down to the “dug-out” and 


tells how it happened. We observe that: 


those nearest the doorway are “Van” 
“Red” Meador and Jack Hiatt. These 
three gentlemen finished within a few dol- 
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lars of each other, and as there is only 
room for three on the bench, they re- 
treated to the dug-out. 


Weaver and Patterson with 
Brown-Ross 


The Brown-Ross Shoe Company, of 
Knoxville, wholesalers, advise that Wayne 
Weaver, of Clinton, Tenn., and G. Robert 
Patterson, of Lynchburg, Va., have been 
lately added to the company’s sales forces. 
Mr. Weaver is covering Tennessee and 
Kentucky territory, while Mr. Patterson 
is covering East Tennessee. 


C. W. Kelley Greets a New 
Daughter 

C. W. Kelley ran into the office of 
the N. S. T. A. on September 19 to 
make a most important announcement, 
namely that he had been called in from 
his trip to greet a very young lady who 
had just arrived at his Lynn home. 
Although this tiny miss weighed only 
nine pounds, she nevertheless made quite 
a commotion in the Kelley household and 
had much to say in a foreign language, 
but C. W. says that he understood her 
perfectly, and that she was talking about 
Hiawatha moccasins, which her Dad is 
now boosting in all the large cities of the 
Middle West—Michigan, Minnesota, Wis- 
consin, the Dakotas, Ohio, Indiana and 
Illinois. It may be remembered that Mr. 
Kelley had charge of the exhibit of the 
Sawyer Boot and Shoe Company at the 
last Boston Shoe Style Show. He is a 
member of the N.S.T.A. and the U.C.T. 
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it, lightest and most 
convenient fitting stool on the market. 








com oi chatennte chee ent 
ings your jobber cannot 
Sauion a order direct from us. 


oe eet 


MILBRADT MFG. COMPANY 
2416 N. 10th St. St. eel sens at Mo. 


For thirty-five of 
Milbradt "Rolling Et — 








CASH PAID 


for other merchandise. Leases taken over. 
We will send’a representative to investigate 
and make offer upon request. 


Kalter Cerf. Mercantile Co., Inc. 
ork Ci 
5160-5161-51 








591 Broadway, New Y: 
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A PROFIT MAKER OF PROVED MERIT 


CHAMOIS BOUDOIRS 


These absolutely néw Boudoirs sell themselves wherever 
shown. Soft, luxurious chamois leather with fine hair filler 
from toe to heel and full length chamois insole. A variety 
of colors in trimming and pompom, black, brown, red, 
Copenhagen blue, May rose, lavender, baby blue. 





a ch A ch tet oh Oe 


Keystone Overgaiter Co. 
Manufacturers of ‘‘Sago”’ Brand Felt Slippers 
237-241 N. 6th Street - Philadelphia 











BOUDOIRS THAT 
TO THE FRONT— BEAT THE WORLD 


of your FINDINGS CASE MORE SNAP. 
BETTER 


“QLD RELIABLE” Brands of | WORKMANSHIP. . 


FINE MATERIALS. 


S H O E | # A C E S LOWEST PRICES 
anfae™ 

IN STOCK ; 
ASK FOR Black—Red—Havana 
SAMPLES Brewn— Blue — Pink 


A. W. GREELEY 


49 Washington Street, Haverhill, Mass. 
Branch Factory, Newton, N. H. 











iS most dependable. 
Reduces _ stitching 
room costs by sav- 
ing time in machine 
operation. Its 


“RADCLIFFE” Narrow Flat Mercerized, A. an smoothness will 


l . It 

“YALE,” “DUDLEY” and “C” Round (eA eM tccacth will satisty 

“THE QUALITY THAT SELLS” a = tot 2a = acs - yom: Its agar 

= w ati ou. 

Your Jobber Can Supply You "™ LOWELL THREAD MILLS Try Me 7 : if 
Thread 

MANUFACTURERS Write for Samples abl “¢ Soon as pos- 


FRANK W. WHITCHER CO. éifickeo U.S.A. 1} | youn c. MEYER THREAD CO., Lowell, Mass., U.S.A. 











@— _____ “im SELL A PAIR WITH EVERY PAIR 


SPIRAL SPRING 
Gilco Slipper Trees are building added profits for merchants who sell a pair with every pair 
of shoes and slippers. They will bring extra profits to you. Furnished in four styles—Japan- 
ned Spiral Spring; Dull Nickeled Spiral Spring; Enameled with Flat Spring; and Plain with 
Flat Spring. We have samples ready to mail to you. Write for them. 


Everything for the 
Shoe Merchant 


le O E. T. GILBERT MANUFACTURING CO. 
ROCHESTER --- NEW YORK duties 
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National Secretary Enter- 
tained at National Capital 


T. A. Delany, secretary of the N.S.T.A. 
who ably represented the allied shoe and 
leather trades at the recent hearing on 
the operation of the Interchangeable 
Mileage Act, was entertained on Sep- 
tember 27, during his stay at the National 
Capital, at the Racquet Club. He was 
the guest of Frederick I. Cox, member of 
the Interstate Commerce Commission. 


Lillard H. Thompson a 
Benedict 


Lillard H. Thompson, a shoe salesman 
with Gray & Dudley, wholesalers of Nash- 
ville, Tenn., was married during Septem- 
ber to Miss Somerfield, of Covington, 
Tenn., the wedding taking place at the 
bride’s home. 


Cincinnati Association Proud 
of N. S. T. A. Work 


A meeting of the Cincinnati Association 
of the National Shoe Travelers was held 
at the Shoe and Leather Club rooms on 
September 12. President Frank Weber 
presided. J. Jaffe, who, as chairman of the 
legislative committee, figured largely in 
the success attending the passing of the 
interchangeable mileage bill, gave a com- 
plete report of the activities of his com- 
mittee. He pointed out also that every 
shoe traveler has reason to feel gratified 
over the splendid work of the N.S. T. A. 
in promoting the bill. 

At this meeting preparations for the 
sending of a large delegation from Cin- 
cinnati to the next national convention 
were begun. 

It was voted to send “‘Nat’’ Auer, a 
Cincinnati leather man, a letter of appre- 
ciation for his earnest efforts and service 
in connection with the recent outing of a 
group of the Cincinnati Shoe Travelers. 





Lands a 50 Pounder 


Ray V. Zartman who travels the Gulf 
States for the G. Edwin Smith Shoe 
Company of Columbus, went fishing for 
a day and night in Mobile Bay and 
landed a fifty pound tarpon along with 
three twenty-five pound crevalia; some 
luck for Ray. 

He had such a strenuous time in landing 
this monster tarpon that it took him 
forty minutes to “turn the trick’’ and get 
it safely on land; he had to work so hard 
that he wore blisters on his hands. This 
is the first time Ray ever had any blisters 
on his hands unless it was from playing 
golf. He is having this monster fish 
stuffed and intends to send it to his home 
here at Columbus so that he can show all 
the other crack anglers that infest the 
Shoe Club what an expert fisherman he is. 
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GEORGE J. LaMONTAGNE 
Is the popular Marion Shoe salesman in New 
York Slate. “*Monty,” as he is popularly known, 
covers his territory by automobile, spreading his 
gospel of “Western Quality and Eastern Style” 
in Marion Shoes, a combination which he says 
can’t be beaten 
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Copeland’s 95th Southern 
Trip 


Frank Copeland, who is undisputedly 
the dean of Southern shoe salesmen travel- 
ing from New England, left this week on 
his 95th business trip. That’s a remark- 
able record. It represents 47 years of 
semi-annual Southern journeys, with but 
one season omitted. Of course, Frank 
represents the old reliable “‘co-op” line of 
men’s welts, made by the Brockton Co- 
operative Boot,& Shoe Co., with which he 
has been for many years identified. His 
business calls in the South are one con- 
tinuous round of selling and sociability. 
Southern merchants are men of sentiment 
as well as business, and their trade friend- 
ships once made, are long‘and lasting. 

Frank has scores of these in Southern 
cities and towns. He takes especial pride 
in the fact that in the city of Charlotte, 
N. C., there is a merchant from whom he 
has received an order on every one of his 
94 trips: “Tie that, you shoe travelers,” 
says Frank. 





The J. M. Herman Shoe Co. salesforce and ne at the end of a perfect sales convention. This 


picture was 


Marble blehead, y= Top row, left to right: Frank 
Second row: E. S. Strout, Credit Manager, T 


ette Gregory, Boston Office Sales Manager ; 
O’ Donne 


li, Secretary and F. = oh Superintendent; C. L. Greene, Sales and Se 
Colorado ae oa Washington, and reer Third row: S. J 


. C. Benners, Mi. 


posed for on “Play Day,” on the si 2 of the beautiful Corinthian Yachi Club, 


"Donnell, Assistant Su, ng t; Lafay- 


rvice; W.L. Moda 
. Barnet, President, Merton 
. Arkansas, and Tennessee. 





Alden, Treasurer, 


A 
Fourth row: C: a B: wm Sales Manag er: R. S. Studi , Jr., North Carolina, South Caro- 


lina, ia, Flori 
W. H. Ellice, Illinois, and A "WE 
J. A. Keefe 


spins. West irginia and Kentucky. Fifth row: 
Abbott, - 


Brooklyn; H.R. Abbott, New York City; 


Maine, ‘New Hampshire, and | Sizth row: H. ‘Smallwood, Indiana and 


Michigan’ ¢. S. Hastings, New York and New Jersey; H. T. Leeman, Missouri, Kansas, and 


Tezas; C. Rodney, Pennsylvania and Ohio. 
Sale arold A. Carle, Massachusetts and Rhode Is land; W. 


smen asi present were: Hi 


. A.Gault, Iowa 


and Nebraska; S.F. Richardson, Texas; E. A. Hawley, Buffalo; J. A. Ridling, Oklahoma. 





BOOT AND SHOE RECORDER October 7, 1922 


———_——~ 
a 


REPCO HEEL AND EDGE ENAMEL 


makes shoes look new 








EPCO is a liquid enamel which other gummy substance—but materials 
restores that much desired new- that protect the leather and prolong its 
ness to sole edges and to heels. life. And, best of all, Repco clings 
firmly and evenly to the surface. It does 


Your customers prefer Repco to any 
not rub off. 


other brand of enamel because Repco 
is easily applied without danger of soiling 
hands or clothes. 


Repco is made in every stylish color 
—white, ivory, light gray, dark gray, 
Repco contains no varnish, shellac or champagne and Havana brown. 


For sale by Shoe Findings Jobbers 
Better order some Repco today 
UNITED SHOE MACHINERY CORPORATION J. K. KRIEG COMPANY, New York, N. Y. 


pa. UNITED SHOE REPAIRING MACHINERY CO. 
Sam Francisco Branch, 859 Mission St. Boston, Mass. 























HOTEL 
OPPOSITE SOUTH STATION G5 % EX ABSOLUTELY FIREPROOF 


McCARTHY BROS., PROPRIETORS 
400 rooms, 300 baths, $2.00 a day and up. 


Service is the = | 
been prov vided. obably more shoe trade men register at the Essex during a year than 
at any six other hotels in Boston. Make the Essex your headquarters, when in Boston. 





note of the Essex’s success. What the travelling public wants has 




















THE ESSEX HOTEL COMPANY 


APPROVED BY 
MEDICAL MEN 


Asa — support for the ankles of 
ren and as a fully venti- 
my the Burkle: gg = 1 Foot 


Ee re | | | COMMISSION 


Make your stock of 


“aime” Suet by secing | LEATHER MERCHANTS 


fiee Sewn io 1 | EINE OAK SOLE LEATHER 


BURKLEY | BELTING BUTTS 
1186 No. Main St. 


Brockton, Mass. 332 Summer St. BOSTON, MASS. 
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We Are Ready 


Two experienced wholesalers 
want to establish in Chicago as 
your outlet, wholesale house, 
beginning small for popular- 
priced women’s shoes. They 
know the wholesale shoe busi- 
ness from A to Z. Recently con- 
nected with a firm selling a 
million dollars’ worth of wom- 
en’s shoes yearly. This should 
be a money-making deal for a 
manufacturer who wishes to in- 
crease production and market 
his product at a minimum cost. 
Ready now to talk it over. All 
replies confidential. Address 
D-522, care Boot and Shoe Re- 
corder, 189 West Madison St., 
Chicago. 
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SHOE STORE 
CHAIRS 
SETTEES 


WINDOW DISPLAY FIXTURES 
The OSCAR ONKEN CO. 


1181 4th St. CINCINNATI, OHIO 











BINDS evel a SUPPORTS 
The Front Arch 


The common sense principle of 
binding and supporting appeals to 
the Foot Sufferer. 


IT SELLS ITSELF 


Above Trade-Mark is a facsimile of de- 
monstration device we furnish you. You 
will be enthusiastic about it, too, when you 
see how cu: are attracted. Write 
for particulars. 
C. R. ACFIELD, Dept. K. A. 1328 Broadway, 
New York oy 


FAMOUS GLASS 
FIXTURES 


Shown in Catalog G. F. 


Wood Fixtures 


Catalog No. 14' 
Artificial Flowers 
Catalog No. 19 
Window Valances 


In Stock—Ask for Samples 


Window Rugs and Plush 


Samples Sent 


The Hecht Fixture Co. 
Medinah Bldg. Wells and Jackson 


a Ry oo ap od ROOM 
O West 36th S 


treet 
in East of Broadway 





Chicago 




















Metal Shoe Fitting Stools 


and Floor 
Mirrors 


No. 141 


wri fr THE CHICAGO 
and Pres’ WIRE CHAIR CO. 


621 N. La Salle7Street 
Chicago, Ill. 








The Most Popular 
Size Stick 


“VARNUM” 


Trade Mark 


Made in Three Styles, 
No. 1, 2, 3 


With Standard Measures, 
English, French, 
American 


Price No. 3 
$1.50 Each 


“Varnum” Size Sticks 

are made of Extra 

Quality Maple Wood, 

with Nickel Plated 
Trimmings. Makes an attrac- 
tive fixture for the store, also 
along wearing and useful one 
as well. 


Write Us Direct if Your Dealer 
Cannot Supply You 


DEE 


waldededads deatae 


Le © ee Se ieieiviclricly 


Frank W. Whitcher Co. 


Manufacturers 


BOSTON, MASS. 
BRANCH, CHICAGO, ILL 











Milbradt Rolling 
Step Ladders 


are made in a great many 
styles to suit all kinds 


your store. 
to approval ai 
(faction guaranteed. 
aloe showing ‘eaten 
of ladders as well 
Milbradt 
Manufacturing Co. 


2416 No. 10th St. 
ST. LOUIS, MO. 








Every Shoe Store Needs 


a pair of 


**MANCHESTER’”’ 
(Trade Mark Reg. U. S. Pat. Off.) 
CURVED JAW CUTTING 


NIPPERS 


The only nipper 
made which is just 
the right shape to cut 
out tacks on the in- 
side of shoes. 


‘“Manchester”’ 
Trade Mark Reg. U. 8. 
Pat. Off. 


a a are made of 
hig ade tool steel, 
nickel plated with a 
curved jaw that en- 
ables you to cut the 
tacks close to the in- 
sole. 

Be sure and specify 
Genuine 
“MANCHESTER” 
curved jaw when or- 

dering. 
Write us direct if 





your dealer cannot 
supply you. 
Price, $4.00 


Frank W. Whitcher Co. 


Patentees and Manufacturers 
Ch Branch 
Boston, Mass. 16 W" Lake St. 
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issue: 

13 times 
$3.50 
7.60 
10.50 
14.00 


7 times 
$4.00 
8.00 
12.00 
16.00 


Space 1 time 
$ 


| ee 





Recorder rates for space less than one-eithth page per P 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


OSITIONS WANTED—Four cents per word for each insertion. 
Minimum amount accepted, seventy-five cents. For other 
“Want” advertisements, = cents per 


word for each insertion. 





26 times 
$3.00 
6.00 
9.00 
12.00 


$2.50 
5.00 
7.50 
10.00 





Payment in advance is required, except when regular advertisers, as amounts are to small to open accounts 


52 times M 

received up to noon oa “Tuesday of week of publication date. 
advertisers desire answers to come in care of this office, twelve words 
must be allowed in each advertisement for address. When advertisers 
desire replies forwarded direct to their address, each word of the 
address must be counted in the advertisement and paid for accordingly. 
Answers to ads must be sent under letter postage. 


Ads pon this heading <= be 














SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





ws NTED experienced shoe salesmen to sell our 
strong line of children’s flexible turn shoes, 
sizes 1 to 5, also sizes 4 to 8, with spring heels. 
Every style in stock and popular priced. An at- 
tractive rate of commission paid. Several good 
openings for men calling on established trade. 
References ui Ceton and Milow Shoe 
‘o., Ine., Rochester, N. 


GHOE CLERK WANTED—Ex icnend. 7 
~ ble of whaeins dry goods windows. 

salesman. io > 521, care Boot —~ | 
Recorder, oot rcth St., Boston, Mass. 


EXPER RIENCED SALESM EN to handle line of 
4 growing girls,’ misses,’ Children’s welts, can 

carried in connection with other lines. Commission 
basis. The Miller Shoe Company, Cincinnati, Ohio. 


GAL LESMEN wanted to sell 15 styles of men’s pop- 
“7 ular-priced dress shoes. Fifteen styles of men's 
Only two grips full. Every style car- 

Six per cent commission basis. The 
Quite a few territories 











work shoes. 
ried on floor. 
line is filled with quality. 


yet. Make applications immediately. Coble 
Shoe »© Company, 352 East Water St., 
i. 


Milwaukee, 





W E want a first-class shoe salesman for ladies’ 
department. Apply at once to O. Reed, 
306 Fifth Ave., McKeesport, Pa. 


SAL LESMEN wanted to sell high- grade ballets as 
~ side line. Address A. L. Stollak, care Morris 
Lapidus, 26 Bleecker St., New York C ity. 








GAL ,ESMAN—Experienced bathing shoes. Must 
have large following jobbers and department 
stores. Best opportunity for the right man. Com- 
mission basis. Raa idress bs 518, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


SHOE SALESMEN, 
GHOE SALESMEN 





to carry leather soft-sole 

slippers as side line. Pacific Coast, Southern 
States, parts of West. On commission. D-517 
Boot and Shoe Recorder, Boston. 





GAL .ESMEN WANTED—Progressive house and 
bedroom slipper manufacturer, showing prob- 
ably the most complete line with largest in-stock 
department, some established trade and a well- 
advertised trademark, is open for several one 
enced salesmen, one for Pennsylvania and Ohio, 
certain towns exempt; one for the Pacific Coast, 
and one for the South; a young man is wanted who 
knows the trade and who has some knowledge of 
the shoe business, slipper experience orefe 

Are also inclined to place the line with resident men 
in large: cities. This is strictly a commission prop- 
osition. Give all details, age, experience, territory, 
early sales, past earnings and references in first 
letter. strictly confidential. Address D-516, care 
Boot and Shoe Recorder, 207 South St., Boston, 

ass. 


GAL ,ESMAN for Middle West and Southwest 
~ t-rritory to sell a line of stitchdown and welt 
barefoot sandals and shoes, on a commissior basis, 
asa side line. Wonderful proposition for live wires. 
Only those who have a flowing and can uce 
resulta need apply. State experience, references 
and lines carried. Address D-515, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


GALESM EN WANTED—Men who can sell high- 
grade children’s, misses’ and growing gitls’ line 
to big buyers and eoelty stores in Montana, Colo- 
rado, Idaho, Utah, Nevada, Arizona, New Mexico, 
Wyoming, North and South Dakota. Opportuni- 
ties for large sales unlimited. Desire only successful 
men with good records who have established trade 
in these States. Address D-509, care Boot and 
Shoe Recorder, 207 South 6t., Boston, Mass. 


W ANTED—Salesmen calling on Dry Goods 
trade to carry an exclusive sideline’ of high- 
de Ivory Buttons. Atwastively priced. Excel- 
jent a. _To ven consideration, state 
experience, itory lesired and_ references. 
Address D506. 6 623 Powers Bidg., Rochester, N.Y. 











WANTED —Salesmen with established trade for 
an in-stock line of infants’ and children’s turns 
and ten women's comfort shoes; good territory 
. Six per cent commission. D. Kellogg 
ushion Sole Shoe Co., Marblehead, Mass. 





WE want a salesman with established trade in 
Virginia and West Virginia. One living on the 
territory to sell our line of women’s, misses’, an 
children’s staple and novelty shoes carried in-stock 
in’ Philadelphia. Address D-489, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 





This Should Interest Any 
Good Shoe Salesman 


We will explain to you fully our won- 
derful new proposition which we have 
to offer to the best shoe salesmen in 
the country. If you are carrying a 
regular line of shoes, (in most cases), 
_ proposition will not interfere with 
t 


Write us stating exactly what terri- 
tory you cover and are familiar with, 
giving us references, which will be 
held strictly confidential. 

We have got to get the very best men, 
not only the best shoe salesmen, but 
also one with executive ability to put 
over this extraordina roposition 
which we have to offer. "ha ress K-653, 
care Boot and Shoe Recorder, 127 
Duane St., New York. 








ATTENTION 
SALESMEN 


We have open two exceptionally good 
territories. Could use two Live Wires 
with established trade, one for South- 
ern Illinois, one for Southern Iowa; 
both territories offer wonderful possi- 
bilities. If you are the right man, let 
us hear from you. Michigan Shoe- 
makers, Rockford, Mich. 














HELP WANTED 


ws NTED—Salesmen to sell on commission basis 
line of well-known wy and children’s turn 
shoes in Southern States. ly D-508, care eee 
and Shoe Recorder, 207 “sackh Th.. Benton Mass. 


Salesman Wanted for Big 
City Trade 


Manufacturer of women’s stylish foot- 
wear is looking for a salesman to cover 
the Big City trade throughout the 
country. One who can sell volume 
business. Man must have clean repu- 
tation and record back of him. 
Address with references, care D-523, 
Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 

















LINE WANTED 


I WANT a line of women’s McKays or turns, full 
of zip and va to carry in 5 conpunetion with a 

line of welts. ave an establ trade among 

good accounts in the Middle,West. Address D-520, 

= Boot and Shoe Recorder, 189 W. Madison St.; 
icago. 


Wan TED—An ‘ock line of medium-priced 
shoes for Long Island and Metropolitan dis- 


trict of New Yor Best references furnished. 
Address K-649, care Boot and Shoe Recorder, 
127 Duane St., New 3 York. 








TO RENT 


= ay ay opportunity for ~~ business. 

odern front just installed. Next door to 
poh. station. Inquire at 2418 Kensington Avenue, 
Philadelphia, Pa. 








FOR SALE 


R SALE—On -—* Shoe war * in Ocala, 
Florida. _ om Ne , $8000 Spot = 
i must se 


$3000 cash, terms on y - if desired. Little's 
Shoe Parlor. Ocala, Florida. 
GHOE STORE FOR SALE—Stock and fixtures 
Cee $3000, located in Massachusetts town of 
income ommnel for the right party. 
-512, care Boot and ecorder, 
207 South St., Boston, Mass. 











HELP WANTED 








high-grade man. 


Boston, Mass. 


CREDIT MAN 
Wanted by large Eastern drygoods house, doing 
large volume of business. Excellent opportunity for 
Apply by letter, stating full par- 
ticulars covering past experience, age, salary, etc. 
All replies treated strictly confidential. 
D-519, care Boot and Shoe Recorder, 207 South St., 


Address 
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1923 LINE FELT SLIPPERS 
SALESMEN WANTED 


Well known and long established Felt Slipper Manu- 
facturing Company, which enjoys a high reputation 
with the trade, will have open in the next two months 
the following territories: 


NEW ENGLAND STATES 


Pennsylvania 
Maryland 
Virginia 

North Carolina 
South Carolina 


Only men acquainted with the Felt Slipper trade and shoe job- 
Liberal commissions. Splendid opportunity 
State references, experience, an 


bers considered. 
for experienced salesmen. 
territory desired. 


Address D488, care of Boot and Shoe Recorder, 127 Duane St., 


New York City, N. Y. 


PACIFIC STATES 
Texas 
Louisiana 
Minnesota 
Kansas 
Missouri 








POSITION WANTED 


WANTED TO PURCHASE 

















CAN FILL THAT 
ADVERTISING 


JOB 


12 Years Experience in 
Credits and Advertis- 
ing in Shoe Factories 


I have had unusual opportunities to 
learn the credit and sales promotion 
end of a shoe factory. Some manufac- 
turer will find my knowledge and abil- 
ity of great value. I can fill such a 
position with judgment and good 
faith. References? The highest. Ad- 
dress for interview D-525, care Boot 
and Shoe Recorder, 207 South St., 
Boston, Mass. 


SHOE STORES 
BOUGHT FOR CASH 


Retail or Wholesale Stocks 
Any Amount Write Me 


D. KOCH, 908 Putnam Ave., Brooklyn, N.Y. 








HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy your 
surplus or slow sellers. Quantities no object. 
Retail or wholesale. yy — leases taken 
off your hands. Wire or us. Corres- 
pondence confidential. Fobebliohed 1890. 
MAX GLAUBERG 

47 Lispenard Street, New York City 
We also purchase clothing, hats, furnishing 
goods, etc. one Canal 8014 











AGENCY WANTED 














ST. LOUIS AGENCY 
WANTED 


I am well known in the shoe industry, 
having a thorough familiarity with 

facturing, whol le and retail 
conditions. I am at present located in 
St. Louis and would like to secure for 
this territory the representation of 
any house desirous of selling the man- 
ufacturing, wholesale or retail trade. 
Have a thorough knowledge of sales 
conditions and wide acquaintance 
amongst members of the industry. 
Best of references furnished. Address 
D-524, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 BROADWAY NEW YORK, N.Y. 
PHONE—SPRING 9965 


WILL{SLOW SELLERS )FOR 
BUY (Entire stocks )CASH 
Bargains in shoes always on hand for special sales and bargain basements 











CASH PAID 


for entire shoe stocks or surplus stocks 
shoes or other merchandise. a SY 
Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 


293 Church St., New York, N. Y. 
Phone Canal 0679 








DO YOU CONTEMPLATE 


Retiring or or going out of business? 
I will a JT a for your entire or surplus 


el a shins vines to ccs Wht oven. 
tablished 25 years. 


Ez’ 
I. OLENICK 
413 Broadway, New York. Tel. 9531 Canal 
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INSTOCK [<< MEN'S STYLISH 
STYLES ba | =P sOWELTS 


No. B-888— Men's Square Throat Foxed Oxford. 
Brogue Last. Carl Schmidt’s Cherry Red Eric Grain 


No. B-538—Men’s Patent Colt Dress and Dancing Oxford, Light Calf. 6 Rows Stitching Throughout. $ 
e 


Weight Construction, with flexible Sole, Imitation Turn Heavy Single Sole. G year Wingfoot 
Edge, Hollow Heel, Peg Top Piece, Short End Box, Heel. Widths A to D. Code “Dare. 
Winsor Last. Widths A to D. Code—‘Crystal.” “¥.™~ ® 


No. B-898— As No. 888, only in 
No. B-548—Same as above in Dull Black Calf. Black _Boarded, Widths A to D. 2 
Winsor Last. Widths A to D Code— 0 Code “Doggy. 

“Comet.” 


Every wearer of Crawford shoes knows that they give Satisfaction. No expense 
is spared to have lasts and patterns of the very latest designs. The quality of 
materials used in their construction is of the BEST, combined with the 
unexcelled workmanship of the New England shoemaker, who leads the world. 


No. B-862—Men’s Bal. Tony Red Calf, Belmont Last. Six rows 

Stitching Throughout, l-inch Heel, Goodyear Wing- 

foot Heel. 13-iron Single Sole. Widths A to D. s 

Code—**Drum.” No. B-847—Men’s Oxford, Darby Last, Gallun’s Black 


No. B-872—As above in P. & V. No. 104. Widths 5 5 Viking. Heavy Single Sole. Goodyear $5 60 
- it * Wingfoot Heel. Widths A to D. 
Ato D. Code—*Dragon. $ 8 Code “Damp.” — . 


Send for copy of our latest IN STOCK Style Book 


CHARLES A. EATON COMPANY 


“The Sterling Shoemakers of New England”’ 


BROCKTON, MASS. 


BOSTON—207 Essex Street NEW YORK—127 Duane Street ATLANTA—226 Peachtree Arcade 
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ENGLAND’S FAMOUS BOOT RACE 





An amusing incident of the Boot Race at the 7th Annual Meeting 
of Paxman’s Athletic Club, Land Lane Enclosure, Colchester. The 
competitors in this race had to change their boots every 50 yards. 








+ heme men customers consider dressing time | 

as time wasted. They’re always in a hurry 
—in the morning when rushing to work or busi- 
ness or later in the day when changing for their 
sports. 


In your customer’s mind, speedy, easy lacing is 
an important factor in the selection of good foot- 
wear. Shoes fitted with lacing hooks are easy 
4 to lace and “trim” in appearance. They are 
already a feature of the better grade shoe. 


Specify lacing hooks when ordering shoes for men. 
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© GRAIN LEATHER 
ese INNER SOLE 





PR s-LEATHER y | 


INNERSOLE 





| 

HALF DOUBLE ) 
OAK SOLE HALF DOUBLE OAK SOLE 
CLINCH NAILED CLINCH NAILED 


America’s Best Known 


Work Shoes 
for Immediate Delivery 


ORDER NOW 
Cash in on the big demand this fall 


| 9005. Men’s Retan Wax Calf Blucher, Mun- 1 75 
son Last, All sizes 6-12. . . Price 
(Also Extra Large sizes, 13, 14) 50c Extra 


133. Men’s Tan KromekalfBlucher. An ex- 
ceptionally Good All Around Work 
Shoe, and the Uppers are Specially 
Treated to Resist Barnyard Acids. 2 15 
Munson Last, All sizes, 6-12 . Price 


ENDICOTTIOHNSON 
Enpicott NY. 
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Patent Leather— 


is the definite note for Fall, 


and Oxfords have the eall. 


This snappy Ralston Patent English 
Grain Oxford is selling strong from coast 
to coast. 

IN-STOCK The Fenway STOCK 261 
Sizes 5-11. Widths B-D. Price $5.50. 


Special Advertising featuring this Oxford 
with every order for 6 pair or more. 


Churchill & Alden Co. 


Salesmakers as well as Shoemakers 


Brockton, Mass. 





Sell More Shoes 
by hitching up with 
our National Advertis- 
ing of Ralston Shoes. 


Ask for Particulars 
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The Doctor Says: Tor-IN—WaALK STRAIGHT 


‘‘When you toe-out you invite foot THE 
trouble. When the trouble comes 

don’t blame your feet, it will be | SHOE 
your fault — or better still, don’t 


wait for foot trouble but prevent sitin seein att 
» along 
it, toe-in — walk straight.”’ for Me 71 and step lively. 


The DOCTOR, Jr. for Boys 


AKING a shoe store a service station for feet with troubles already 
arrived or on the way is setting that store apart from all other shoe 


stores there about. ; 


When a man discovers the right way of walking and finds the added 
comfort and vigor that it brings, he becomes a life-long friend of the dealer 
and the shoe that led to the discovery. The Doctor Shoe helps a man 
toe-in and walk straight. The Doctor Shoe makes friends and friends 


make dollars. 


JOHN MEIER 


SHOE COMPANY 
SAINT LOUIS 


‘“‘Good Shoes for Men Since 1874’’ 
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“Follow the Creighton Line’ 
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IN STOCK 


STYLE 308 


Patent Pump 
Winthrop 


Flexible McKay 16-8 Covered Heel 
Widths A to D 


Price $3.65 


Boston Office—183 Essex Street 


A.M. (reighton 


mm ass. 
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Misses’ 3W’s Lenox, McKay, Fair Stitch, Patent 
Foxed, Field Mouse Kid Top, Pony Cut Lace. 


7856—1114 to 2. Rubber Heel. D and E....$2.50 
7857—8 4 to 11. Rubber Heel. D and E....$2.25 
7858—8 14 to 11. Spring Heel. DandE..... $2.25 


7859—5 to 8. Spring Heel. DandE.........$2.00 





Fall buying has 
taken on a decided 
spurt. The general 
business of your 
store has proved 


for such shoes as 
are illustrated 
If you have 








here. 


3 W’s LENOX 


Shoes for Misses and Children 


are worthy of your cloest 
investigation. They are not 
marketed by stunts, but 
every penny charged for 
them is reflected in the ma- 


terial, workmanship, and 
character of the shoes them- 
selves. 


It’s worth thinking over. 











We'll Ship Them 
When You Say 








No. 7504 





Child’s Patent Chrome, Mat Kid Top, Button, Turn, 


this Plain Toe. 
, 7304— 3to 8. DandE.................... $1.60 
‘ ’ ot | ee $1.35 
It is quite likely 6400—8 14 to 11. Lace, Spring Heel......... $2.10 
you have a place 7125— | to Se . ) tS $1.25 





Child’s Tan Kid Button, Turn, _ Pesey a 
7542—3 to 8. D and F $1.60 
7543—| to 5. Dand E.. 
7120—1 to 5.. Fat Baby 
6408—814 to II, Lace 
7566—3 to 8. Lace 






Misses’ Nut Brown Side, Tip, Lace, Rub- 
ber Heel, Foot Form Last. 


8400 21410 8. CandD............ $2.85 
7620—1114to2. Dand E.......... $2.25 
7621814 toll. DandE.......... $2.00 
7623—5 to8. DandE.............. $1.75 





latter. 





Quick action is the keynote 
of present business in the 


shoe field. 


When the retail merchant 
buys shoes from stock, he 
wants them as soon as the 
train can bring them to him. 


He does not anticipate nor 
deserve time lost in the 
warehouse, but he expects 
shipment full and complete 


as soon as his order arrives. 


This is what we can promise 
on the styles shown here— 
and quite a number of 
others as well. Our new 


catalogue tells about the 








WEIMER WRIGHT & WATKIN CO. 


35 S. SECOND ST. - 


MANUFACTURERS 


appreciate your mention the publication 


PHILADELPHIA 


isements. 
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SHOES 


F5110% CARL SCHMIDT'S 
Black Fric Calf Blucher *522 


In Stock Catalog Showing Large 
Variety of Latest Styles 2 Request 


ROHN SHOE MFG. COMPANY @ 
414-4"St Milwaukee Wis. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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ITH the advent of the 

shoe buckle, about 
1670, another feature of or- 
namentation was added to 
footwear. The highest skill 
of jeweler and lapidary were 
employed in fashioning 
these shoe adornments. 
Dandies of those days spent 
fabulous sums upon their 
buckles, often wrought of 
precious metals and set with 
jewels. 
The popularity of the buckle 
continued until about the 
reign of George III (1760- 
1820), when shoe laces com- 
pletely drove out the buckle. 














The most modern of all shoe laces—the 
stiffened braidformsthetip,small,smooth 
and permanent—no metal. 


FOR SALE BY FINDINGS JOBBERS 
EVER Y WHERE 


The Hutmacher Braiding Co. 


| Braiders of Good Shoe Laces 


PATERSON, N. J. 





BOOT AND SHOE RECORDER 



























my ie EES ee 


| NATIONAL PARK | 
| HIKING BOOTS~»OXFORDS 
i YEAR ROUND WEAR 


eine ot | Woatinad-a ee 


Bah Mima 








A Most Valuable Trade Pulling and 
Money Making Sales Opportunity 


For Hiking 
For Riding 
For Skating 


and All Year Round 
Sport Wear 





16312—Mahogany Napa 
Elk, Moccasin Toe, 14- 
inch Boot, Sizes 2% to 
8,AtoD,.........96.25 


31508—Mahogany Eric 
Grain Calf, Soft Box 
Toe, 14-inch Boot, Sizes 
2% to 8, Ato D,. . .$6.00 


33508 (Style as 31508)—Black Eric Grain Calf, 
Soft Box Toe, 14-inch Boot, Sizes 2% to 8, A to D, $6.00 


16510 (Style as 31508)—Made Mahogany Napa Elk, 
Soft Cap Toe, 14-inch Boot, Sizes 24% to 8, A to D, 
$6.00 


16310 (Style as 16312)—Made Mahogany Napa Elk, 
aaa Cap Toe, 14-inch Boot, Sizes 24% to 8, A to D, 
00 


10 Styles IN STOCK 


THE JUVENILE SHOE CORPORATION 


Manufacturers 


CARTHAGE -- 


MISSOURI 
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“Always Standards of Excellence’’ 


Aztee Calf 
Viking Calf 
Norwegian Veals and Calf 
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THREE GREAT LEADERS 





























~ A smooth finished leather of superior merit 
Aztec Calf , lle 


for spring and summer shoes. 
strong, and pleasing to the eye. Offered in the fashionable shades. 


Viking Calf A smooth finished leather, available in black 


and five colors. Used with: unqualified success 
by the country’s foremost manufacturers. 


° A line of leather 
Norwegian Veals and Calf (iN ib oacacd 
finish which we have made continuously for twenty years 
under this name. 


A. F. GALLUN & SONS CO. 


MILWAUKEE, WIS. 
A. F. GALLUN & SONS, INC., H. A. Ely, Mgr., 11 East St., Boston 
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MARIONS ARE REPEATERS 


“Glad to hear you're stocking 314 again,” writes a big city retailer. “It 
was one of our best sellers last winter and we expect to sell even more of 
them this year.” 


You too will make money be featuring this attractive winter shoe. Mail 


your first order today. Your sizing orders will be filled promptly from 
stock all winter. 


GALLUN’S 


BLACK NORWEGIAN 
HEAVY 14 EDGE 
PARAGON LAST 
WINGFOOT HEEL 


$5.35 


314 


IN STOCK 


A to D 


MARION SHOE CO. 
MARION. INDIANA 
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Originators of 
BRONZE No. 34 
HAVANA BROWN No. 10 
LIGHT BROWN No. 8 
BEAUTY BROWN No. 5 
CHAMPAGNE No. 18 
TERRA COTTA No. 3 


Leading producers of artistic footwear are 
enthusiastic over our new 


= BRONZE 


° e 
SEA-GULL GREY No. 23 | A dark “coppery” shade that harmonizes 
MIDNIGHT BLUE No. 14 | beautifully with the new brown 


| BELGIAN BLUE No. 21 deeds fabrics 
| | MAPLE BROWN No. 12 
| BOOZIE BLUE No. 38 | You need a sample to properly 


| appreciate this exquisite color 





“Scherer’s Kid Oscar Scherer and Bro., Inc. 


Makes Originators of and Leaders in Fancy Colored Kid 


Bet ter S. hoes 29 Spruce St., New York City 
Still Better Factory: Newark, N. J. 
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BETTER IMITATION TURNS 
IN STOCK 


No. 195 No. 196 


Code “‘Style”’ 
Black Kid as pictured 


$¢.00 


Code “Dainty” 
Brown Kid as pictured 


$ 9.00 





An imitation turn made as only Harrisburg Shoemakers can 
make them. These strap sandals have full leather Quarter 
linings and sock linings. They are flexible and durable. The 
shapely 14-8 Rubber Heel completes the pleasing design. 
B, C, D widths. Sizes 3 to 8. 


Terms 5%-10, 4%-30. Case Lots 7%-10 Prox. 


Send For Our In Stock Bulletin. 


c. Harrisburg Shoe Manufacturing Company 
Shoes for Women and Children 
Harrisburg, Pa. | 


**Sane Styles and Sound Values” 
































The Boot and Shee Recorder will appreciate your mentioning the publication in replies to advertisements. 








AND SHOE RECORDER October 14, 192! 








HAVANA BROWN 


NEW CASTLE KID 


The Outstanding (olored Leather Surety 
On Which There Is NO Speculation 








OMEN in business are coming more and 

more to realize that value in shoe leather is 

quite as well worth their insistence as 
quality in dress fabrics. 


That 1s why so many more women’s shoes for business 
wear are being made out of New Castle HAVANA 
BROWN Kid. 


—for few women who have once worn New Castle 
HAVANA BROWN will omit to ask for “that same 
leather that looked so well, wore so long, and was so 
comfortable,” when the time for a new pair comes 
along. 


In giving them the genuine New Castle HAVANA 
BROW N you are not indulging a mere whim. You 
are tying them more firmly to your store. 


NEW CASTLE LEATHER CO,, Inc. 
NEW YORK 




















This trim street blucher oxford of New Castle HAVANA 
BROWN Kid by Whitman and Keith, is one of their largest 


sellers in their well known women’s styles. 


The appeal which this shoe makes to tasteful women through 
its smartly “tailored” lines is heightened by that beautiful and 
individual coloring which characterizes New Castle HAV- 
ANA BROWN Kid. 


‘‘Judge It By Its Users’’ 
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—and when you order 
these numbers. they 
will be shipped to you 
promptly. — 

— They are in stock — 
each style is distinc- 
tive, yet conservative to 
that degree wherein the 
element of chance is 
eliminated — 


Order Today — 





No. aes- ~Bri we Siae Oxford. English Welt, Tip, 13-inch ; 

Miiticary Hieel. Price........... . $4.00 per pair for 
aS tp 8; A444 to 8 B—4 to 9; C and ‘D-3% to 9; less than 
add 25c for 84% and 9. 


Terms: 
30 days net. 


Add 10c 


6 pairs 
of a style. 
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No. 246—-Brown Side Oxford, English Welt, Tip, 14%-inch 
Heel. Price. ‘ ee 
AA—S to 7} 6; y erry to 8; B— 3% to 8; C and D— 
3 to 8. 

No. 247—Same as No. 246—but Gun Metal Calf Oxford. 





No. — — »wn Calf Oxford, Wel’, Tip, 144-inch Military 

Heel. ... $4.60 

pr lh A- ~ 444 & 8; B—4 to 9; C and D—314 to 9; 
add 25c for 8% and 9. 


No. 242—Sa s No. 241 but—Gun Metal Calf Oxford. 
ee ; neacnee ce 





No. 233—Black Regent Kid. Ox ~y rd, Imitation Turn, 
Tip. 14-inch Military Heel. Pri . $4.00 
AA—5 to 74%; A—4 to 744; B, C, ra D—3 to 8. 


THE HOLTERS COMPANY 


| Smart Footwear for Women 
| New York Office: 635 Marbridge Bldg. 


Cincinnati, Ohio 


Chicago Office: 210 Security Bldg. 
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To Assure That Absolute 
Exactness 


HERE is more in the science of last- 
making than appears on the surface. 


To secure that absolute exactness which 
is the basis of perfect fit requires an ex- 
perience of many years. 


The United Last Company has assembled 
the experience of the best last-makine 
brains this country holds. 


, | 
SIX SHOW ROOMS 


BOSTON 
212 Essex St. 
CINCINNATI 
803 Sycamore St. 
ST. LOUIS 
Adv. Bidg., Rm. 303 





CHICAGO 
Wells Bidg., Rm. 406 
PHILADELPHIA 
331 Arch St. 


MILWAUKEE 
10 Metropolitan Bidg. 














TEN FACTORIES) 


BROCKTON pocersras 
T NEWARK ERHILL 
LYNN AUBURN 
CHICAGO ST. LOUIS 
NEW YORK MILWAUKEE 
Affiliated Company 
United Last ie Sager: Ltd. 
with Branch Motus at Toronto 


BOSTON 
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New Straps & 

and Oxfords Fe 

READY TO SHIP | 
Ask for Our November Ne. $31. Piice $4.75 


No. 530 Price $3.90 St ] cea . 
' a e Folder Patent Norma 2-Strap Imitation Tip, 13-8 

Black Kid Norma 2-Strap, Imitation Tip, y 
13-8 Rubber Heel Newport Last, Welt. Rubber Heel. Newport Last, Welt. AA to C. 


, No. 548 Price $3.65 
No. 545 Price $3.90 J te 
No. 509 Price $3.35 Black Kid Clarice One Strap, Imitation Tip, ly Fy Fy A 
Cocos Call, Oxford, Wing Tip, Imitation = _ Heel, Tremont Last, Welt. Last. AA to D. 
and Fox, year Welt, 11-8 io L. : ‘ . 549—Same i id. Pri * 
Rubber Heel, Princess Last. AA to D. No. 546—Same in Patent. Price $4.15 on in = - Aesed per 


N No. 373 Price $4.15 
Patent Clarice One pahag Single Sole, Full 


No. 784 Price $3.90 Baby Spanish Louis Heel, Tremont Last. 


No. 388 Jf Price $4.15 con Oxford, Ti fa 
Cocoa Calf Blucher ip, White Fair ; 
Patent Clarice One Strap, Single Sole, Full Stitch, 11-8 Rubber H el Goodyear Welt ge Satie Ok i 0 


Spanish Louis Heel, Euclid Last. AA to C. 
No. 389—Same in Black Kid. Price $3.90 Princess Last. AA to D 


THOMSON CROOKER SHOE CO. 


18 Station St., Boston 20, Mass. 
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—. 1TH 
KE ee eam ENTS 


but it is seldom as keen as it is among the 
shoe merchants of Oswego, New York. 


CY but it is seldor is to be found everywhere, 


the territory around Oswego is home- 

ground for shoe manufacturers which en- 
courages the growth of the chain shoe store 
throughout that territory, and naturally makes 
severe competition for tke independent retail 
merchant. 


N* doubt, this is due largely to the fact that 


VERY merchant has his own way of doing 

business and meeting competition, and Mr. 

George R. Brown of Brown’s Shoe Store, 
Oswego, builds his success to considerable extent 
upon his windows. 


eyes of a store,” says Mr. Brown. “As you 

read a man’s character by his eyes, so you 
read the character of a store by the display 
windows.” 


‘T HAVE always felt that the windows are the 


character of the Brown Shoe Store when it 
is known that the window shown on this 
page brought honorable mention during a window 
display contest held among Oswego merchants. 


N ND you can no doubt gain some idea of the 


to-the-minute store through the medium of 

his windows, Mr. Brown fully realized that 
his stock, store arrangement, and methods of 
salesmanship must further the good impression 
created, and through clean methods, headwork in 
management and buying, he has built up a most 
satisfactory volume. 


He ING established the standard of an up- 
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ESIRING to improve his selling methods 

and serve a greater territory with its logical 

increase in volume, Mr. Brown called in 
Kelly Service, and experienced one of the most 
successful shoe sales ever held in that part of the 
state. : 


your particular shoe stock can bring you 

equally as satisfactory results, and you are 
under no obligation to employ Kelly Service when 
you give us the size and nature of your stock— 
this information is used to place our proposition 
before you as it will apply to your particular 
situation. 


fis Kelly principles of selling adapted to 
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MINNEAPOLIS-MINNESOTA 


Le er 


TK KELLY SALES SYS 


[EM 
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ARCH REST 


S H 


In Stock 


SOUND BUSINESS BUILDERS 


ARCH REST Shoes lend soundness to the very nature of the retail 
shoe business, because their wonderful fitting qualities are sure to 
make satisfied customers. The tremendous demand for ARCH REST 
Shoes justifies our confidence in the success with which dealers can 
profitably handle them. 


Add this wonderful line to your stock. Do it now and enjoy the 
advantage of the quick service our complete in stock department can 
render. ; 


Write or wire if you prefer to have a salesman call. 


No. 5146X No 5214X 
HAVANA BROWN HAVANA BROWN 
KID »WELT OXFORD KID WELT OXFORD 
14-8 Wingfoot Heel, 303 13-8 Wingfoot Heel, 

Last Combination Last 


: No. 215 
Price $5.50 Price $5.50 


No. 5148X 


S Ab in Black No. 5240X 
ac 
seis Kid = Same as above in Black 


Kid 
Price $5.00 Price $5.00 


We have added to our stock department several new oxford and strap 
patterns which will be ready for delivery November Ist. 


Write for a copy of our catalog showing 
our complete stock of high and low shoes. 


THE IRVING DREW CO. 


PORTSMOUTH, OHIO 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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SOC O-MOCS 


CHILDREN 
Give Each Toe a Chance 


These styles show the broad field 
covered by Soc-o-mocs for children 


(Each shoe in stock for immediate delivery) 








All SOC-O-MOCS are Goodyear Welts 


and 


“Bend Like Birch Boughs” 








Get the moccasin idea and capitalize 


on it with SOC-O-MOCS 


SOC-0-MOCS 
GUARANTEE 








This Tag on Every Pa:r 




















No. 411—Gr Girls’ Choc. Elk Oxford, 
Grai Sle“ Uskide Outersole, Rubber 
Heel, Hiker Last. W idths Cc, ‘. E. Welted 
around Heel Seat. Sizes 244-7. Price, $3.00 


Attractive Territory jim for Salesmen 
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No. 523-Boys’ 9-inch 
Tan Oil Grain Blu., 
Waterproof Stock, Half 
Bellows Tongue, Grain 
Innersole, Uskide Outer 
sole, Rubber Heel. 
Welted around Heel 
Seat. Widths D and E 
Munson Last... $3.40 

2% to5% 


No. 720—Children’s 8- 

inch Choc. Elk Blu. 

Grain Innersole, Uskide 

Outersole, Spring Heel 
u 








Widths D and E 
Misses’, 114%4- 2.$2.75 


e Youths’, 1114-2. 2.75 
ex] @ Children’s, 814-11 2.50 











No. 500—Boys’ and 
Youths’ Choc. Elk Blu., 
Grain Innersole, Uskide 
Outersole, Rubber Heel 
Welted around Heel 
Seat. 












No.700B-Babies’ Choc. 
Elk. Blu, Grain Inner- 
sole, Uskide Outersole, 
RexLast, Welted around 
Heel Seat. ae D 
and E. Li ‘—_ 
and dura Aaple 
Pac Soles. "Price, $2. 00 
5 to8 


700—-Youths’ Rex Last 
it ee 
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SACO SHOE Co., INC. 


Boston Office, 10 High Street SACO, MAINE 
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Isn’t it wisest to buy rubber 
footwear that you know 
and your customers prefer? 








ee ee Snag-Proof Rubber 
Footwear began making friends over 
fifty years ago. Each year their number 
has grown! Consumers know that they 
always get the greatest dollar for dollar 
value when they buy Snag-Proofs. 

You can fill every demand from our 
complete line of boots, shoes and arctics. 
There are prices, styles and sizes to 
please every preference. The new cured 
in vacuum and under pressure process 
makes them longer wearing and more 
satisfactory than ever. 

The demand this year is being intensi- 
fied by strong advertising in the leading 
farm publications. 

Don’t take chances on unknown foot- 
wear sold at a price. Enjoy the more 
profitable business that comes with a 
known leader by filling your stock with 
Lambertville Snag-Proof Rubber Foot- 
wear. Write us for price-list and full 
particulars. Prompt shipments on all 
orders. 

LAMBERTVILLE RUBBER CO. 

Lambertville, New Jersey 


Makers of the highest grade rubber footwear 
for over half a century. 


“SNAG-PROOF” 


Rubherlootwear 


October 1 4, 192. 














A Word from 
DEPT. 5 


L PFs: 5 is ready to 

supply you with a 
complete assortment of 
women’s shoes. 


Nine styles are carried in 
stock this fall. 


We have increased our 
stock to satisfy the stead- 
ily growing demand and 
are prepared to ship 
single pairs or case lots 
the day your order is 
received. 


Use Dept. 5 freely. You will 
find it will do for you what it 
has done for hundreds of retail- 
ers: add to your turnover and 
enable you to give better service 
to customers. 


If you haven’t a copy of Stock 
Book No. 31B, send for it. If 
you have, it will pay you to use 
it weekly. 


THE STETSON SHOE 


Ce COMPANY, Inc 


So. Weymouth 90, Mass. 
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No. 1300 


fe 


— 





No. 1373 








No. 1317 





CHILDREN’S 

















SAOES 


PATENTED DOUBLE WELT 


Tune In 


Acrobats are the Original ° 
Flexible Sole Shoes for t O S t a t 1071 S -P --§: - Cc! 





Children 
2 / . . 
Get the Genuine: ERE are five big Acrobat 
No. 1300—All Patent Full Quarter numbers that are showing 
sace, Soft Toe, Flexible Sole , " 
3-8 $2.40 merchants new high sales re- 
In Stock C-D e F ’ 
cords in Children’s departments. 
No. 1373—Pearl Elk Patent Saddle yr 
Strap, Blucher; Soft Toe, Flexible Sole Yet they are only a taste of our 
3-8 $2.60 ° . ° 
complete line. Tunein! Write for 
. 7—-Mahogany Calf Full Quar- . 
ier Lace, Soft Toc, Flexible Sole samples and our latest catalog, 
3-8 $2.25 
In Stock C-D 22F. 


No. 1309—-Patent and White Calf, Full 


Quarter Lace, Soft Toe, Flexible Sole Shaft-Pierce Shoe Co. 


3-8 $2.60 
iat lenicintinbtiia cal Bac General Sales Office and Factories 


Lace, Soft Toe, Fleible Sle 209 3RD ST., FARIBAULT, MINN. 
In Stock D-E Specialists in Children’s Good Shoes Since 1892 
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Dark Tan Veal No. 
. Bordo 





Sell your customers shoes which 
you know will give them full 
money's worth. 


That’s the WEBER Union 
Made Shoe—to retail at 


$5 - $8 
WEBER BROS. SHOE CO. 


NORTH ADAMS, MASS. 


New York Office: 1328 Broadway, Marbridge Building, H. Harris, Rep. 
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x NING NGO NG NGC RO NONG NG NG NGINEN 


a 


REPCO HEEL AND EDGE ENAMEL 


makes shoes look new 




















EPCO is a liquid enamel which 
restores that much desired new- 


ness to sole edges and to heels. 


Your customers prefer Repco to any 
other brand of enamel because Repco 
is easily applied without danger of soiling 
hands or clothes. 


Repco contains no varnish, shellac or 


other gummy substance—but materials 
that protect the leather and prolong its 
life. And, best of all, Repco clings 
firmly and evenly to the surface. It does 


not rub off. 


Repco is made in every stylish color 
—white, ivory, light gray, dark gray, 
champagne and Havana brown. 


For sale by Shoe Findings Jobbers 
Better order some Repco today 


UNITED SHOE MACHINERY CORPORATION 
Beston, Mass. 


B hh, 859 Mission St. 





J. K. KRIEG COMPANY, New York, N. Y 


UNITED SHOE REPAIRING MACHINERY CO. 
Boston, Mass. 


Ea ———- 





—-- 
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Now is the time to buy 


—boots and 
—gzaiters 


to insure a complete stock for winter, 
and so to serve your customers’ best 
interests. 


Hood Jobbers and Branches are best 
equipped to serve you now. Later,stocks 
may be broken and deliveries delayed. 


Consult your catalog. 


HOOD 
MEN’S EMPEROR -° 
Much superior to the av- 
erage gaiter in both fit 
HOOD RED BOOT and looks. The Emperor 
is convincing more and and Empress are popu- 


more people that here, lar in the cities. Made 
at last, is a red boot for men, women and 
that’s different. They children. 

get the very last cent’s 

worth of its purchase 

price back in the sur- 


prising wear it gives. Tw Oo 
Popular 


Hood Rubber Products Co., Inc., “*tzhv> 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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1 Anz TULL P 
‘Best Shoe For The Least Money | 
Side Lace Theo Tié, 16/8 Leather and A New M-C Creation 
Wood Louis Heel 
NAPPY and appealing, like all smart novel- 
ties turned out by the M-C organization 
of skilled craftsmen. Sure to win a place quickly 
among your best sellers. Every dollar youjput into 
this new style is bound to come back with interest. 
The complete M-C line contains many shoes 
capable of turning rapidly because of their genuine 
up-to-the-minute style. We strongly recommend 
the number shown, however, and advise carly 
placing of your order. 
% Jobbing and mail order trade only. 
vo 
MITCHELL-CAUNT CO. 
M C N° K FACTORY BOSTON OFFICE 
ay S$ Lynn, Mass. 72 Lincoln St. 
| 
UUUOUUAUUIAAANANIANNASS eM UUNNNENTUUUNEANIOVUUQNQQQUON0ANN0OUTEU0U000S00000000000000OOUUUOOOOOOSOOUEOOODOOUAAAOOUIOEE OH 
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. nie p Ask Your Manufacturer To Use 
a “ATTA” BROWN 61 and 


\ 





You, as a progressive merchant, must have the leathers of popular 
shades in the shoes you buy. The latest Sunpru Shades, mentioned 
above, are correct for Fall footwear. Their quality is not merely on 
the surface, but persists clear through, from smooth nap to sturdy 
flesh side. 


By writing to your manufacturer you can have these two new 


leathers used in your orders. Your customers will like them. 


Send for sample cuttings today. 


CD BROWN & CO. INC. | 


EXECUTIVE OFFICE AND FACTORY 


| ROCHESTER, N.X 
| 


| 
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“ATTA” RED 71 | | 
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ALL STYLES IN STOCK 


GENUINE KIDSKIN 






You Can Make the Coming 
Seasons the Most Profitable 
In Your Business History 





Style No. 316 
If you will read the descriptions and prices under Glazed Kid One‘Strap si 14-8 rubber 
the Stock Shoes shown herewith, you will realize The Wes ee 
fully the significance of the above statement. 

Every number on this page is well worth investi- 
gating. You may not need, at present, all of 
them, but scores of successful merchants have 
already proved their sales possibilities and found 
them to be excellent. 

Merrill, Porter Quality Production is governed by 
the use of standard materials. Nothing is spared 
in our policy of giving you genuine kidskin 
““‘Comforteze Turn Shoes That Satisfy.” 


Style No. 851 





A trial order will convince you of the 
helpfulness of Merrill, Porter Service. 


Glazed Kid, Seamless Lace. Combination 
bunion last. 8-8 Wingfoot rubbertheel. Genu- 


Merrill, Porter & Co. Ch ne Se Se 
113 Munroe Street .. .. Lynn, Mass. 





Style"No. 103 
Glazed Kid, Plain Toe Juliet. Commonsense 
Style No. 817 last, 5-8 whole rubber heel. In stock, 'E, 3-9. 
Pith. sc. cv accicedccesecnseeenenenee’ $2.25 
Havana’ Brown Kid Everett. Wide and com- 
fortable last, leather lined quarter and sock 
lining. In stock, FF, 5-12. Price...... $2.50 





Style No. 562 Style No. 816 
H B Kid O Shapely | f ee 
Gl ) h, 12-8 avana’ Brown Ki pera. apely last o 
ome Bad Feast Fists 0 ee re excellent fitting qualities, pashan lined ‘through. Havana Brown Kid Romeo. A snug fitting and 
inner sole. In stock, C, D, ana E, 3-9. Price, out. (In stock, M and F, 5-12. Price... .$2.50 flexible slipper. In stock, F, 5-12. Price, $2.50 
$3. Style No. 802 Style No. 800 
Style No. 561 Same as above, but of Finest Quality Golden Same as above, but of Finest Qualit Golden 
Same as above, with stock tip. D and E, 3-9. Brown Kid. In stock, M and F, 5-12. Price, a, Kid and full leather lined. In acck z; 
PENI 6céc csvccksccccentendarebuneads $3.50 $3.00 By SES. PRs ccscccctccescsetectes 
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First Nation-Wide Organized Effort 
To Produce Foot Comfort 
In Its Relation to Women’s Health 


E fifteen largest national organizations of American women, operating 
through the Women’s Foundation For Health, have undertaken the 
solution of the shoe problem for American women. With large laboratories 
at their disposal, with the best of medical resources, and the combined ex- 
pert advices of America’s foremost shoe designers, they have at last produced 
health shoes of style and comfort, unsurpassed in American shoe making. 


Twenty million women through their national organizations endorse this 
great effort. These are not corrective shoes. They are sound health shoes— 
with style and beauty combined. Made up in black and brown, sport, walk- 
ing, dress and evening in individual models; each one of which has received 
more professional attention in its well-balanced design than any other shoe 
ever built. 

That's the story. The biggest development in the shoe industry 
since modern national organizations have been available 
for improving the national welfare of our women. You 
should hear the whole story. Ask us for it! 











HE WOMAN CITIZEN, September 23rd, 
1922: “Because of their importance, the 
Foundation has taken over the work of approv- 
ing shoes, and is now the only women’s body 
which is doing that work. With the help of 
orthopedists, manufacturers, aud other experts, 
they are preparing four approved lasts, all bear- 
ing the name Trail Blazer Shoe, and the stamp 
of the Foundation, and these will be ready for 
sale all ever the country by snid-wintes.” 
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“Blazes the Trail 
to Health” 








———-—— 





The Greatest Exclusive Dealer Proposition 
in the Whole Shoe World 


TREMENDOUS selling force will be behind these shoes. The dealer who 

carries the line of Trail Blazer Shoes will be in the most fortunate posi- 
tion of any shoe dealer in his community by means of the tremendous per- 
sonal publicity alone given this effort through the innumerable national 
association channels. 














The women of America, through their great national organizations, have 
been demanding relief from the necessity of buying shoes at their own risk, 
and without authorized assurance of the character of their construction. At 
last, the end of these disorganized conditions is in sight. Disorganized women 
were helpless to protest. Organized American womanhood has demanded 
this great reform as a part of an extensive health campaign, and it has been 
thoroughly done. If these shoes did not have any endorsers, they would sell 
by reason of their inherent qualities, their perfect and detailed construction. 

















Add to this the endorsement of these fifteen national women’s 
organizations with a membership of twenty million women, 
co-operating with the Women’s Foundation For Health, 
all ot whom will be boosting the Trail Blazer Shoe, 
“blazing the trail to health.” 


For exclusive representation 
in your community, 
write immediately to 


The Foundation Sales Corp. 
341 Classon Avenue 
Brooklyn, N. Y. 
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LYNN 


STOCK NO. 817 


$5.50 


Patent Colt Strap. Rest 
Cure Model. One of 50 
styles In Stock Now. 
New Catalog on request. 


WILLIAMS CLARK & COMPANY 


MASS. 














Hagerstown Shoe & Legging Co., Inc. 














McKAY BOOTS 


INCLUDING RUBBER HEELS 

5-8 

«0-Gp a Polish, High Cat 
edge 


ar... Metal Polish, High Cut 
Rubber Heel 
1400—Gun Metal Polish, High Ci ut 
English Toe, Rubber Heel 
412—Patent Polish, High Cut 
Wedge 55 
402——Patent Fuh, High C ut, 
Rubber Heel 
1402—Patent Ame High Cc ut, 
English Toe, Rubber Heel 


414 — Mpogeny Polish, High Cut 


1.35 
m1 — —Mahogany Putteh, High Cut 
wt Heel 
1404 — ~Mahogany Polish, High Cut, 
ish Toe, Rubber Heel 
416 — Black Kid Polish, High Cut, 


406—Black Kid 
Rubber 

a Hay 

418—Nut i Brown 


408—Nut rows 
ubber 
— Brown 
english 
104—Mahey Wa 
1704—Mahog. Wa 


5-8 


797- a Kid Fox es 
le Sole, 
7% Black Kid Fox Polish, Sin 
Sole, ; 


ule ledge. . 


$1.35 
1.35 

















1530 





HAGERSTOWN, MARYLAND, U. S. A. 
8-11 114-2 2%-8 
$1.55 
66 ? 
1.55 1.80 Simplify! 
1.80 2.15 
1.80 Byron Process Soles 
320 —Tan Lotus Button..... é 
.o 3” 320H—Tan Lotus Button, Heel... ... 
2.10 2.60 385 —Smoke Button ............ 
385H—Smoke Button, Heel 
1.60 330 —Cherry —_ pete. sii’ 
1.60 1.85 330H—Cherry Lotus_ Button, Hee 
302 —Patent Button 
1.85 2.20 302H—Patent Button, Heel 
1.75 300 —Black Kid Button 


300H—Black Kid Button, Heel 


2.40 301 —Gun Metal Button 

301H—Gun Metal Button, Heel 
— 235 —Tan Lotus Blucher 

235H—Tan Lotus Blucher. Heel 

245 —Black Calf Blucher 

2.40 245H—Black Calf Blucher, Heel 

285 —Smoke Blucher 
2.4 285H—Smoke Blucher, Heel 
2.10 265 —-Mahogany Elk Blucher........ 


265H—Mahogany Elk Blucher, Heel... 
237 —Tan Lotus Polish...........-. 
237H—Tan Lotus eee ng cdbee ent 
217 —Cherry Lot 

217H—Cherry Lotus Polieh, Heel. ::: 
207 —Black Kid Polish.............. 
207H—Black Kid Polish, Heel........ 
247 —Gun Metal Polish............. 
247H—Gun Metal Polish, Heel........ 
287 —Smoke Polish................. 
287H—Smoke Polish, Heel........... 


5-8 


. $1.35 
. 1.35 


oo 


= ae 








REG US PAT OFFICE 


STITCHDOWN 
BOOTS 
814-11 1144-2 
$1.60 
$1.90 
1.60 
1.90 
1.60 


1.90 
1.60 

1.90 
1.60 

1.90 
1.60 

1.90 
1.60 

1.90 
1.60 

1.90 
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WARNING 
TO SHOE DEALERS 


Foot Measurer Infringement 


Shoe dealers are hereby warned that foot 
measuring machines made in infringe- 
ment of exclusive rights secured to the 
Regal Shoe Company under U. S. patent 
granted E. J. Bliss, August 15, 1922, are 
being offered to the trade and that all 
dealers purchasing and using such ma- 
chines render themselves liable to suit for 
infringement. 


We have already instituted suit for in- 


junction and accounting against Clarke- 


Emerson Mfg. Co., for infringement of 
said Letters Patent, and intend to take all 
needful steps to enforce our rights under 
this patent. 


REGAL SHOE COMPANY 
WHITMAN MASSACHUSETTS 
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SHOES YOU NEED 


and they ‘are 


KEWPIE [WINS 





REG. UV. BS. PAT. OFF. 
When you are asked for an Infant’s 
Shoe, that will WEAR, FIT and LOOK 


GOOD, what have you to show? Now 
here are the numbers you should carry. 


A} 


1030 Nut Brown Calf Blucher 





Sizes 2-5, E Width, Price. ............... $1.85 
2030 Smoke Bear Full Quarter Blucher— 
Sizes 2-5, E Width, Price. .. . eee 





Al 


1221 Black Kid Full Quarter, Button 











Sizes 2-5, E Width, Price. $1.85 
1522 Patent Leather Calf Top Button 

Sizes 2-5, E Width, Price... .. . $1.85 
1341 Mahogany Kid Full Quarter Lace— 

Sizes 2-5, E Width, Price. .... .. otescce 


THE JUVENILE SHOE CORPORATION 


CARTHAGE, MISSOURI 


Manufacturers 
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AUMPHREYV 


TURNS 






No. 490—Golden Brown Kid 
Whole Quarter. White Kid 
Quarter, Insert. 


Smart Turns 








The little folks, like grown-ups, need smart foot- 
wear to enhance their appearance. Leathers in 
combination are especially desirable, while a 
goodly touch of fit and comfort makes the shoe 
just the thing for the kiddies. Humphrey Turns 
possess these essentials. In every number you 
will discover real sales possibilities. If your 

local wholesaler does not handle Hum- 
phrey Turns, write us for name of 
jobber who can show the line 
to you. 


HERBERT HUMPHREY'S 
SONS 


MARBLEHEAD 
MASS. 







No. 504—Levor's Beaver Quar- 
ter—Patent Leather Fox Polish 
Beaver) Inlay. ; Patent Leather 
Collar. WedgetHeel. Pony Cut. 








HUMPHREY 


TURNS 














922 


y 


os os 











October 14, 1922 BOOT AND SHOE RECORDER 





29 





MII mmm 














LENDER FOO 
ARCH FITTER 


TRADE MARK 





Patent Leather Low Shoes 
that CLING to Narrow Heels 


Arch-Supporting Shanks as usual 
IN STOCK 


XN BP 





B928—Patent Leather Adjustable Cross B929—Patent Leather Whole Quarter 
Strap, Light Weight Welt, 15-8 Junior Oxford, Light ke > —— Sole, Wing- 
Louis Heel, 300 Last. foot Cuban Heel, 300 La 
ee ieeake . $5.00 Peaadeciyeebds thsvactscaseeme $5.00 
This pattern was chosen because it gives the same, A patent leather oxford is a staple proposition. 


support as an oxford. Its simple adjustability Oxfords are always good and exceptionally good, 
makes it particularly well adapted to the type | when made over a last that fits as comfortable as 
of foot for which it is intended—slim through the our number 300. 

instep and narrow in the heel. 


Both numbers are stocked Widths AAA to EEE 
Sizes 214 to 12 


Sizes 8'% and 9 are 35c. extra. Sizes 1014 and 11 are $ .75 extra. 
Sizes 914 and 10 are 50c. extra. Sizes 1114 and 12 are $1.00 extra. 


al ROCHESTER, N. Y. 


506 Security Building 


Chicago Office: 189 W. Madison Street 








MMi 
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No. 206 


IN STOCK 






KID OXFORD, 12-8 Rubber Heel, 
C, D, and E 


Price $2.50 
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Vai rry a Ni 


SAA AAA WANS 


FALL AND WINTER 
NUMBERS 


Your Fall and Winter footwear needs will be 
fully taken care of by the Gardiner In Stock 
Department. Thirty-three late numbers are 
ready at all times for instant shipment. 
Among them are Polish Boots, Bals, Blucher, 
and Wide Ankle Oxfords, Strap Sandals and 
Juliets. 


Catalog of stock shoes, listing revised prices, is 
just off the press. Let us mail you a copy. 


H. K. GARDINER CO. 


680 Washington Street, - - Lynn, Mass. 


STYLES STYLES 









Boston Sample Rooms, Please address all mail 
134 Lincoln Street to Lynn factory 


POLO LLL @L een teri i Te 


MOM OOOO NOOO 


. y nA COHANNNN HANA 


STOLL LT eH ener elit 








sell rapidly 
complete 


Be 





Handsome McKays 
STYLED TO SELL See Wo Pars 


Murphy, Gorman & Waterhouse Flexible 
McKays with their original style features, 
plus a strong touch of good workmanship, 


and allowing much to select 
from, is worth seeing. Write us and we 
will make arrangements to show it to you. 










Patent Leather One - Strap 
Pump. Silver, Brocaded Quar- 
ter and Throat. 

} 16-8 Celluloid. cov- 





| Width. 5 to € 
> Delivers 





and profitably. The Fall line, 








FLEXIBLE MODERN METHOD McKAYS 


TO RETAIL FROM $4.00 TO $6.50 


Murphy, Gorman & Waterhouse We 


Successors to James Phelan & Sons—Established 1862 


LYNN, MASS. 


Boston Office: U. S. Hotel Building, 86 Beach Street 
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eAnother New One 


in the 


FohnsonBros.Line 


PATENT Learuer 
| Cross Strap on No. 
| 125 last with a Spanish 

| Louis Heel. 





Send ‘for Samples and Prices 





Tine Rie. State. 


iS 
a 
aS 
+> 
;% 
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“Sold Up” Until December 1 


Such Is The Country-Wide Demand For 


Solid Leather Goodyear 


Throughout | C H L QO B W elt 
A A Real Arch-Support Shoe 1%) 


Of Character, Quality, Fit and Comfort 
To Retail at $6.00 











W: were the first to recognize the call of the 
“plain people” for a real arch support shoe at a 
price they could afford. 


The instant response of the trade confirms our belief 
that the ARCHLOBE means VOLUME SALES and 
VOLUME PROFITS. 


Get in line now to handle ARCHLOBE 


in your community. 


This picture shows the 
smart lines of the 
4 RCHLOBE 


made in 


oe Ask your WHOLESALER 





"> SOLID 
ATHER COUNTER 

"LEATHER 
HEEL LINING|\ 
5 ery : 
_EATHER HEEL 


JEAL EASY TREAD] 
RUBBER HEEL 
ENFORCED 


























GLOBE SHOE COMPANY 
Women's Goodyear Welt Shoes at Popular Prices . 


Chelsea - - - - Mass. 
Boston Sales Office at 207 Essex Street 
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Since the introduction of Ohio Kaffor Kid . its 
success has exceeded our foncest expectations. 


Coming at a time when innovations are the order of the 
day. the distinct features and characteristics of this en- 
tirely new product of leather manufacture met with the 
appreciation and approval of the leading shoe manufac- 
turers of the world. —> > > —> > > > > 


Ohio Kaffor Kid is superior to any other dress shoe leath- 
er manufactured for appearance,comfort and wear. —~ 


Made in Black and Morro Brown-guaranteed a straight 
aniline dyed leather. free from pigments. > >.» 
Originated and manufactured exclusively by 
The Ohio Leather Co. 


Girard ,Ohio 














eneral Offices 
on Ohio Bhices 


Girard. Ohio 


Boston 
Ohio Leather (brporation 
33 South St. 
Philadelphia 
Ohio Leathey @mpany 
325 Arch St. 


St.Louis 
Arthur S.Patton Lather. 
1602 Locust St. 


New York. 
Oscar Schererve Bro. 
29 Spruce St. 
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Ballet Slippers 


Of the better kind 


Endorsed by famous dancers 


In Stock 


3500—Black Kid Soft Toe; B and C... $2.00 
3550— Black Kid Box Toe; Band D......... ....$3.00 
3551—Pink Satin Box Toe; Band D...... ae | 


Sizes 6 childs to 8 women 


Bench-made by Skilled Theatrical Shoemakers | 


I. MILLER & SONS, Inc. 


ONE CARLTON AVENUE, BROOKLYN, N. Y. 
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Styles in footwear change rapidly. 
Stop guessing! Attend 


The Footwear Style Revue 


And See for Y ourself 


CONVENTION 
AND 
EXPOSITION 


NATIONAL 
SHOE 
RETAILERS 
ASSOCIATION 
JANUARY 8-9-10-11 
CHICAGO 

1923 





ae 














October 14, 1922 


BOOT AND 


SHOE 






















































































The Most Important 
Part of a 


Corrective Shoe 


Ninety-five per cent of all the foot 
troubles and ineffectiveness of inner ap- 
pliances, as well as of corrective shoes, are 
caused by the use of the usual rubber or 
leather heel, it being responsible for the 
wrong position of the inner longitudinal 
arch in walking. 


The PIETZUCH WONDER ARCH GUIDE 
RUBBER HEEL prevents and corrects all foot, 
knee and ankle ailments, and assists all inner 
appliances and corrective footwear in their desired 
results. Its composition of black rubber, which is 
75 per cent resilient, and white rubber 25 per cent 
resilient, automatically guides the foot in a straight 
inside line, distributing equally the weight of the 
body on the feet as nature desires. 


Manufacturers and retail merchants of high 


grade shoes (only) should write for prices 
and samples. 


PIETZUCH’S 


PRONOUNCED PITS-YOU 


Wonder Arch Guide Rubber Heel Co. 


Station O Cincinnati, Ohio 
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PRISCILLA 


A Charming Colonial with 
Goring beneath the tongue, 
developed in Satin, Brocade, 
or Patent Combinations. 


Black Satin be | , with Brocade $m .25 
Satin back aa inieg, Black 7 
Ooze Trimmings on tongue 


The bringing forth of 
style is only one of 
the arts in connection 
with shoe craftsmanship 
to which we are pledged. 


Buyers of the better 
Women’s Shoes are cordially 
invited to inspect our new 
samples for Spring 1923. 
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Entirely Different from the Usual 
Stiff or Flexible Arch Shoe 


There are more points of difference between all other types 
of corrective shoes and the Duson Adjustable Shoe than 
can be realized without a personal inspection. 


THe DUSON ADJUSTABLE SHOE 


is not merely another orthopedic shoe ; it does not merely attack the correc- 
tive problem from another angle. It has no more in common-with the 


fixed arch shoe than with the flexible arch shoe. It is new but utterly logical. 


The Duson Adjustable Shoe makes it possible for dealers to 
sell women’s shoes that they know can be adjusted to fit 
the individual. They know that the Duson is a “made-to- 
measure’’ shoe manufactured in quantity. They know that 
the Duson will not only give comfort and stop pain by 
stopping the cause of it, but also will correct foot troubles 
in an intelligent way and bring feet back to a normal, 
healthy condition. ' 


Enthusiastic dealers are taking exclusive agencies all 
cver the country. Wire now for salesman and details 


DUGAN & HUDSON CO. INc. 


Shoemakers for over 40 Years 


ROCHESTER,N.Y. 
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CRINOLINE | 

An Entrancing’ [8m-[dm Effect 
with Concealed Gore 




















All Black Satin $6.75 
All Brown Satin $7.00 


R'INOLINE”™ has won in 
the fall market . . . our 

first offering from stock 
hardly met the demand—and 
necessitated immediate restock- 
ing. 

We are now on our second run 
of “Crinoline’” models and will 
be ready to make shipments 
during the week of October 1|7- 
22. 

Be sure to add “Crinoline™ in 
your line for late October selling. 


—Wire Orders Tcday! 


..Ln Stock Oct. 17-22! 





All Patent Leather $6.75 


Patent Vamp, Black Brocaded 
Satin Quarter and Heel... . $7.00 


Orders for ‘““CRINOLINE” will be ac- 
cepted in case runs of not less than 36 
pairs; the size table below will guide 
your selection. 




















GE 6.9 Bb it Bs Ra 

= r | fatafdafafada 

| [| oe a rfafafalafala| a 
Bi} |i{ij2;2f2leli}a| 4 

ivelalalalalalalalalal_ 

















Terms: 5% Discount if Paid 
Within 10 Days......... 
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Smolen & Co., Inc. - 


24 to 28 BOERUM STREET 
BROOKLYN, N. Y. 
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Has the Snap and 
Dash That Young | | 
Men Want! 






No. Y655 


No. Y755 
IN STOCK The Goding Yale Last embodies all ‘ 
the elements of correct style for ) 
Tap Bal Our tae Black Raglan Blacher Fall plus the true foot fitting qual- 7 
topes Flees. tt tron Wingiooe Heel. 11 ion ities for which all Goding lasts are 
ast. B-C-D width: last. B-C-D widths 
$4.80 $4.80 noted. 

Right hour stock service No. Y655 tan bal and No. Y755 black Raglan “ 

a blucher will be among the most rapid sellers 

, of the coming season. This combination of 

Yale Last and Rueping’s Calumet Norwegian 
Grain Calf is bound to make a real hit. é 


When you can get shoes such as these right 
out of stock, your turn-over worries are con- 
siderably lessened. 


THE GODING SHOE Co. 


833-855 W. Chicago Ave. - - Chicago 


The Boot and Shoe Recorder will eupeustete 3 your mentioning the guiiietien in cuties ¢ to advertisements 
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fostwear 


In Stock Ready to Ship 


HIGH 
GRADE 
TURNS 


B, C and D 
Widths 


Sizes 
21-2 to 8 


No. 9082 


No. 9082—Black Satin, Full Louis 17-8 heel, brocaded, No. 9083—Patent Chrome Full Louis 17-8 Heel. .. 
ni No. 9080—<As above in Imported Bronze Kid. .... 


checkerboard heel and quarter... .... 
No. 9081—Same as above in Brown Satin. aoe. OSSD 


These are but a few of many new creations 
for late fall and winter 


Stock No. 9072—Patent Chrome, 17-8 
Full. Breasted Louis Heel. Bamboo 
underlay in tongue and Gull Wings in 
Quarter. 


No. 9073—Same as above_with Gray 
Nu-Buck underlay. 


No. 9070—In Black Satin with Patent 
Collar’ all around and Patent Trimming 


on Tongue. 
No. 9072 


B. FRIEDMAN 


ESTABLISHED 1880 











$4.50 


145 Duane Street New York City 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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‘ SLIPPER SLIDES 
IN . 


CUT STEEL DESIGNS 








No. 2494 


Manufacturers using Slipper Slides in Cut 
Steel Designs will serve their own interes's by 
writing for samples of our products. The above 
illustrations show two popular numbers of our 
line which is made in attractive two-tone 
combinations. 


Samples gladly sent free on request of man- 


ufacturers and jobbers. ‘Please mention this 


magazine and date of issue) 


SLIDE BUCKLES 
FOR STRAP FOOTWEAR 


(Com position] {Iron Cast] 
Sizes %-14-54-34-% Inch 


Standard Finishes 





The footwear industry knows from exper- 
ence that “Anchor Brand” Slide Buckles are 
dependable. No. 1475 - 1475 4 is representative 
of the line which is is illustrated in Bulletin 135. 
(Send for free copy mentioning this magazine 
and date of issue) 


—<@— 


All leading jobbers sell 
“Anchor Brand” Buckles 


NORTH & JUDD MFG. COMPANY 
NEW BRITAIN, CONN., U. S. A. 


BRANCH SALES OFFICES 








ST. LOUIS NEW YORK 
608 VICTORIA BLDG. 127 DUANE STREET 
SAN FRANCISCO CHICAGO 
POSTAL TEL. BLDG. 326 W. MADISON ST. 
L, 














No. 1475 NO. 1475% 








IN STOCK 


LARGE SILK 
Pom —POM 









is 85c 


Women’s Bright Cabretta, Genuine Turn 
Sole, Keystone Rubber Heel Boudoir, 
Large Silk Pom Pom. 





36 Pair Case Lots Only. 
Sizes: 3-7, 3-8, 4-7, 4-8, 5-8 








Terms 5%-10, 2%-30, F. O. B. Cincinnati 


Altman & Mimnces 


CINCINNATI, OHIO 


43 
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Beaded Moccasins 
Delight the Hearts of 
All the Folks 


Poputar Prices 
Bring 
Quick Turnovers 





APACHE BEADED MOCCASIN 





A HOUSE SLIPPER which combines comfort, durability and 
attractiveness. Made of Tan Ooze Sheepskin. A display 
will brighten your window and the sales will surprise you. 


1922 PRICES OF APACHE veep 


nL. i cnn sencecb cs cconeees er pair $ .48 
Es 0 00.6.c050,02 9009060600060 Per pair .63 
Me Ong non sccevoceneesecaee Per pair .82 
dns ose cocevnccce cedeugees Per pair 1.00 
Se Ca new ncccverasesevcveceeus Per pair 1.05 


Terms 2%—10 days; Net 30 days 
Send trade references with your order 


Request our catalogue showing seven different styles, or sam- 
ples of Apache and several other popular priced Moccasins 


ARROW NOVELTY CO., Inc., 108 E. 16th St., N. Y. C. 
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aye - 
rst Wright, | 


mewn SHOE 
IN STOCK 


GOES with a sport atmosphere—doggy, 

well-groomed Just Wright Shoe—right 
for any time or place where good fellows 
meet and apparel counts. The kind of 
footwear out-of-doors men envy and won- 
der where the other fellow bought. 









Meet Just Wright Shoes No. 190 and 210, now ready 
for delivery. They possess the clinging quality 

sleek appearance so characteristic of Just 
Wright high grade workmanship. 








Right now it is easy to 
sell this shoe to profes- 
sional men, traveling men 
and other business men. 













No. 190 


Tan (No. 3 Color) 
Norwegian Oxford U 
Shield Tip. Heavy 
Single Sole. Highland 
Last. Widths AA to 
D. 









Price $6.50 











asy to 
srofes- 
1g men 
; men. 








No. 210 


Black Imported Board- 
ed Calf Oxford—Over- 
weight Single Sole. 
Andover Last. Widths 
AA to D. 


Price $6.50 
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‘Constant Comfort 


‘‘AMERICA’S BEST COMFORT SHOE”’ 
Buy Now! Sell Right! Re-Order! 


PUSH YOUR COMFORT DEPT.— KEEP THE SIZES RIGHT. — 
THE RESULTS WILL SURPRISE YOU. 


ont Oualit id sank & No. 1IR—High Grade Black Kid, 7 inch No. 490R—Best Quality Black Kid, 7% inch 
No. 34R—Hest Quality Black Kid, 8 inch % polish, 9-8 Wingfoot Heel. In Stock C, D, E polish, 11-8 Wingfoot Hecl, Imitation Per- 
$3.50 


i polish, 13-8 Wingfoot Heel, Imitation Seesed Tip, Combination Lenk. 
No. 31R—Same Style with Plain Toe, Both in No. 492R— — St - with Plain Toe. Both 
Stock A, B, C, D, E, $4.2 In Stock B, > 34.00 


AAA 


No. 27R—Black Kid Wide Ankle Jumbo, 644 No. 37R—Black Kid 6% inch. Seamless No. 25R—Black Kid, 7 inch polish, 12-8 

inch polish, 98 Wingfoot Heel In Stock »olish, 9-8 Cat’s Paw Heel. In Stock B, C, D, Wingfoot Heel. 

EEE width only $3.40 EE ; . $3.25 No. 23R—Same 1, le with Stock Tip. bog 
; No. 370R—Same Style, Next Grade. In In Stock B, C, ins 

Stock C, D, E, EE : $2.85 


* COMPLETE LINES of Oxford and St-ap Sandals Always IN STOCK™ 


Ault-Williamson Shoe Co. 
Manufacturers 


a 
LOS ANGELES OFFICE, 109 E. 8th STREET 
Auburn BOSTON OFFICE, 139 LINCOLN STREET Maine 


Minneapolis Office — Room 10, Loeb Arcade Shoe Exchange, No 7 So. Fifth Street. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Skinner's 
Shoe Satin 


Immediate deliveries 
on all grades 


KINNER’S SHOE SATIN is made by a 

house that has held unquestioned leader- 
ship in the manufacture of silks and satins for 
74 years. This satin is made especially for 
use in shoes and is ertra strong. You can abso- 
lutely depend on it for satisfaction. 


“Look for the Name in the Selvage,” 





WILLIAM SKINNER & SONS Established 1848 


NEW YORK. CHIGAGO, BOSTON, PHILADELPHIA, MILLS — HOLYOKE, MASS. 
The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 








BOOT AND SHOE RECORDER October 14, 1922 











The First Law 


of Rapid Turnover 


FAMOUS merchant said the other day, “With 
A rapid turnover most imperative today, merchants 

must put into practise immediately the first law of 
Rapid Turnover—concentration on a few brands of known 
quality and standard.” 
T he spat industry is overrun with brands of unknown 
value. There is, however, one brand on which 5,000 
live merchants concentrate, and from which they are 
getting “utmost Turnover in spats.” STUNNING 
“Standard” Spats, for the last 50 years the. quality spat 
standard of the world. 
Put your spat business on a better paying basis—sell 
STUNNING Standard Spats for rapid turnover and 
larger profits. 














—our new product—and elaboration on the 


DRADS spat idea, especially suited to the college 


girl and all members of the “younger set.” 

















S. RAUH & COMPANY 
310 Sixth Avenue New York 
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This Space Reserved for 


Beals-Pratt Shoe Mfé. Co. 


Makers of 
“‘Best at the Price”’ 
SHOES 


Milwaukee - - - Wisconsin 


Plates and copy for this page left Chicago by first-class mail Saturday, 
October 7th, but had not been received up to time of going to press. 











The Boot and Shoe R der will appreci: your mentioning the publication in replies to advertisements. 
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THERE ARE NO BETTER 


SHOES 


FOR FIT—FOR STYLE—FOR WEAR 














hn 














Beacon shoes are built on a quality basis 

every possible saving in volume pro- 
duction is put into the shoe: hence the 
unusual values you can offer your trade. 


No. B365—Brute 


Genuine Chestnut Warnegean Oxford. Two full soles to heel. Brass 
Eyelets, Goodyear Wingfoot Heel. Cand D. 5toll. Price. $4.75 
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0,9 


- all oe B118—Brute —_ No. B5045—Swag 

orocco Calf Bal—Goodyear Wingfoot Rub- Wingfoot Rut 
ber Heel. B,6toll. Cand D,5toll eer Re sett han *6 £3.60 60 0 
$4.20 


LT 


Price 





F. M. HOYT SHOE CO., Manchester, N. H. 


STOCK DEPARTMENTS LOCATED AT 


18 South Wells St. 
Chicago, Ill. 


ee 


Sane 
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BEACON jx 


THERE ARE NO BETTER 


SHOES 


FOR FIT—FOR STYLE—FOR WEAR 


THEY WANT 
STOCK 


Beacon shoes are carried on the floor in 
many popular styles to help you in mak- 
ing a quick turnover and a steady profit 
return. 
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No. B5006—Brute 


Black Eskimo Oxford, Rezular Eyelets, Full Double Soles, Good- 
year Wingfoot Rubber Heel. D, 5 to ll. Price $3.95 


Catalog) 


No. B5C02—Swag No. B5016—King 


Patent Leather Oxford, Single Sole. Bevel Marrow Russia Blucher—Goodyear Wingfoot 
Edge, Goodyear Wingfoot Rubber Heel. B, Rubber Heel. D and E. 5 to 12. Price, $3.60 
Cand D, Stoll. Price $3 B5058—Same in Black Vici Kid. Price, $3.70 


F. M. HOYT SHOE CO., Manchester, N. H. 


STOCK DEPARTMENTS LOCATED AT 


18 South Wells St. ers es : jx” ; s Beet Manchester 
Chicago, Ill. Ore amma cee Be: : : New Hampshire 
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IN STOCK IN STOCK 
Fall Footwear That Combines Style 
With Comfort 


“J. C. N. Arch Shoes” are made to 
appeal to the woman who demands 
style, yet requires comfort. Hun- 
dreds of merchants are building a 
profitable business featuring “J. C. 
N. Arch Shoes.” It will pay you to 


Wie ov weiie. No. a in Brown Kid..... Price, $5.00 


Joy Clark & Nier, Inc. 


Rochester, N. Y. 





Sizes in Stock 

AA—4\% to 8 

AA—4\% to 8 
A—3 to8 

No. B410—Black Kid “J.C.N. Arch Shoe,” Co B, C, D, E, 234 to 8 

bination Last, Imitation Tip, 12-8 Heel, "Rubber 

Top Lift, Welt e nee Price, $5. 











No. B411—Same in Brown Kid.. ... Price, $6.05 : No. B247—Black Kid J.C.N. Arch Shoe” Imita- 
Terms: Net 30 Days. tion Tip, Combination Last, 12-8 Heel, Rubber Top 

Lift, Welt Price, $4.75 

No. B248—Same in Brown Kid Price, $5.00 




















This Space 
Reserved for 


Axman-Weiss Shoe Company 


“‘The House of Specialties’ 


40 So. Wells Street 
CHICAGO, ILL. 


Plates and copy for this space left 
Chicago by first class mail Saturday, 
October 7th. but had not been received 
up to time of going to press. 








The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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This Space Reserved for 


Stonefield-Evans Shoe Company 


MAKERS OF 


“The Certified Shoe” 
ROCKFORD - - - - - ILLINOIS 











Plates and copy for this page left Chicago by 
first class mail Saturday, October 7th, but had 
not been received up to time of going to press. 








The Beot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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The Perfect Insole 





The Hood Rubbe: Com- 
pany use KE NDE X in 
their famous KLAY 

KORT” standard tennis 
shoe—a shoe that has 
made a strong appeal to 
tennis experts, and has 
been styled by welt- known 
players as ideal in all 
respects 
























La Crosse Rubber Mill 
Company employ KE N 

DEX in their “VOL 

LEY” shoe which has 
met with gratifying suc 

cess. This line represents 
their highest standards 
in every preter and 
KE NDE X was the na 
tural choice as the most 
perfect innersole 












ENDEX is the stand- 

ard insole for the bet- 

ter grades of famous canvas 

and rubber shoes - - - - 

There must be and there 
are real reasons why 


Here they are: 

KENDEX eliminates burn- 
ing and stinging of the feet. 
KENDEX absolutely pre- 
vents callouses. 


KENDEX never hardens nor 
cracks — remains always 


flexible. 


KENDEX does not stain col- 
ored or white hosiery. 


Test a pair in your own shoes. 


KENWORTHY BROTHERS CO. 


Stoughton, Mass. 


Kenworthy Brothers of Canada, Lid. 
St. Johns, P. Q. 


Firestone- Apsley Rubber 


Company use KEN 
DE X in their popular Converse Rubber Shoe 
MECCA shoe—as here- Company find KE N- 
; with iliustrated. In cata- DE X ideal for rounding 
} loguing this shoe they lay out the quality oy their 
special emphasis upon well-known “SE ASI DE” 
| its coolness to the oes. shoe and giving it that 
KE NDE X Insoles coolness to the foot which 
largely contribute to this is 50 essential in a shoe 






Order a sample lot of Ken- 
dex Slip Insoles, packed 
one dozen pairs, assorted 
sizes. Your customers will 
find them ideal because they 
will not bunch up. crack, or 
curl. 


particular feature. 


of this type. 










REMEMBER — THE FEELING OF THE FEET IS REFLECTED IN THE FACE — WEAR KENDEX 








October 14, 1922 
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ln[ APYToZ 


RES oo SP Ne 


ROCHESTER QUALITY TURNS 


SUPERIORITY THAT COUNTS 


Hapytoz are Guaranteed 
All Leather 











The soles are cut in our own fac- 
tory from high-grade flexible oak 
tanned bends. The counters are 
of the highest quality leather. 





298B—White washable kid, pat- 
ent leather collar. Perforated. 
Pearl buttons. Sizes | to 5. Mock 


For that reason they are wear- 
resisting to an unprecedented 


292B—Patent leather with red kid 
top. Cossack. Bg to 5. 


, » $1.25 
heel. ° Price, $1.15 per pair degree ; Price, $1.25 per pair 


Hapytoz are manufactured for the re- 
tzil trade exclusively—a complete line 
of Flexible Turns made with mock 
heels in sizes | to 5, full and half; also 
‘ spring heel turns made with wheeled | 
edges, in sizes 5 to 8, full and half. 
Made with a quality that brings re- 
peat orders to the retailers who handle 
them. 





Write today for catalogues illus- 

Z trating more than fifty numbers of 

( novellies and staples. In-Stock fos 
immediate delivery. 
\ +°) ” Byer 


























Un . 
Us Oe wa | my 

















MANUFACTURERS 


ROCHESTER, N.Y. 


Jmperial ilorens’ Shoe Corporation 
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BOYS’ BAL LACE SCHOOL SHOES 


a. 


MEN’S_ BAL LACE 











BAL LACE SC wat ees, LEATHER 


€ 


BUTTON SCHOOL SHOE 


& = 


BAL LACE SCHOOL SHOES 
Double Vorm ping, 4 Rows of Stitching 
on Vamp. his prevents the shoe from 
ripping at -. . point. 





Double 
Stitch 
Backstay 








When Worn Thru and Gone 
The Stitching Stays On 


Two New Additions to Our Line 
—Men’s and Boys’ Bal Lace Shoes 


Made by the Ramsey Process 
Best Bend Soles Used 


IN STOCK—IMMEDIATE DELIVERY 


BAL LACE SCHOOL SHOES—Best Bend Oak Soles - 


Spring Spring Outside Outside 
Heels Heels Heels Heels 
5-8 8-11 114-2 24-7 
5400—Cherry Chrome Bal......... jean $1.35 $1.55 $1.85 $2.45 
5401—Buack Chrome Bal. . Pee Seen, Pe " oe BS 1.55 1.85 
5410—Tan Lotus Full Graia ‘Bal. Kcazeedtuduesdeanéet 1.50 1.70 2.05 
5412—Cherry Elk Bal.. kkenauuisedescasdianeeeee 1.70 2.05 
5414—Cherry Crystal Bal.. peewedsabtivedeucuscee. 1.70 2.05 
DE ic cuckaneecd bacmecuadebsncens 1.50 1.70 2.05 2.65 
5417—Brown Lotus and Smoked Elk Combination Bal... 1.50 1.70 2.05 
5300—Cherry Full Grain Bal, Full Sheepskin Lined. ... . . 1.50 1.70 2.05 
5463—Smoked Elk Bal, Elk Bend Sole.................- 1.50 1.70 2.05 
5466— Mahogany Chrome and Smoked Elk Combination 
i GE CT ied ace ced cccocacdeas svete 1.50 1.70 2.05 
BOYS BAL LACE SCHOOL SHOES — Best Bend Oak Soles 
4400—Cherry Chrome Bal. 234 to 34%4..... 2... ccc cece cee n cece eer eeneseeees 50.08'b ee 
06RD —Chamry TR Teh. B06 Co Bohn cccccccc cccccccvcccccsseccecccccececcsersceescsvese 2.55 
6686—Bvowsn Late Bal. 396 00 BIG... ccc gqecccccccccccccccccsccccecccceces - 2.55 
MEN’S BAL LACE—Best Bend Oak Soles 
6600—Chhamry Choemme Bak. 600 BB... ccc ccccccccccccccccccqcccocscccccese oc ce RS 
63D —Chasry Ti Bak. G0 ED....ncccccccccccccccccccccccocsccecceseseceoces veces Gee 
3.15 


660G—Bvown Lote Bak. 6 to BB... cc ccccccsccccccvcveteseccoscccccassceses 


BUTTON SCHOOL SHOES—Best Bend Soles 


Spring Spring Outside 


Heels Heels Heels 
5600—Cherry Chrome Button ee er ree re ree $1.35 $1.55 $1.85 
5614—Cherry Crystal Button........ becenscusnsaneen . 150 1.70 2.05 
5615—Brown Lotus Button. . , . ina 1.50 1.70 2.05 





Ji ONLY Ney YS STITCHDOWN 


TRIPLE war WELT 


auw oF STITCHING HOLOING UPPER TO iNsoLe THAT is 


8 OF OOD VEAR STITCHING HOLOING OUTSOLE TO INSOLE AND UPPER RAMSEYS 


ROWS OF GOUOVRAR STTTOUNG SHOWING ON BOTTOM OF oF OvTSsOLe 


E. J. RAMSEY CO. 


967 Atlantic Ave. Brooklyn, N. Y. 


ag 
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ARCH RELIEF SHOES 


‘Comfort in Beautiful Footwear’’ 


are carried in stock 








Oe ang in stock so that you can quickly 
supply your trade with this profit-making 
footwear. 


There isn’t a woman in your city, who must be on 
her feet a good deal—nurse, teacher, mother or 
business woman—who will not welcome with steady 
patronage, this addition to your line, and pay 
you, in good profits for your interest in her ‘“‘foot 
comfort.” 


The Riley ARCH RELIEF shoe is made over a 


combination last providing ample ball and toe 


ide 
Is 


iS 








Stock No. 6005— Black Kid Arch ° ° . —_ 

Rabber Hed, Comblastica Lact, Ne. room—a clean close fitting heel and instep, giving 

pa ag ate ce comforting and satisfying support to the arch and 
: a fe distributing the weight of the body as nature in- 
5 tended. 


For the customer who demands the most stylish 
of footwear in combination with the ARCH RE- 
LIEF features we will manufacture in any pattern 
on thirty day delivery. 


The shoes illustrated are carried on the floor—in 
stock at all times in full assortment. 


Send in your firstorder today and Bet into this 
mighty profitable field. 


Stock No. 6011— Black Kid Arch Relief ay 
Oxford, Goodyear Welt, 12-8 Rubber ‘ 
eel, Combination Last, No. “456 





THE RILEY SHOE MFG. Co. 


COLUMBUS, OHIO 


eat) Lo Ba Nee A yi eat +s eH) Fy als lea) i; =!) i fh aa) ™ a = eS Sina ality ee AS oy (2348) > seg rt vf 
Belgelen Seles Seon Sabcotee oe Poi hao meek ane Shorr seeks Sons renee ge Ore Rs SO Lee oloolen 
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Moccasins For Winter Sport 


The Quality Kind 
SKI-MOCCASIN 


This style is readily modified to 
meet the requirements of Skiing. 
The last is thickened to make room 
for heavy socks. The sole is tapered 
to fit the ski iron and the heel is 
concave to meet the demands of ski 
bending. Specify if you desire strap 
and buckle. 


No.723—Brown Chrome Rangeley Ski 
Moccasin. 8 inch, Sole Leather Toe 
Counter, Full Bellows Tongue, Nickel 
Klondyke Eyelets. Double Waterproof 
Sole, Concave Heel, Ski Last. 


To order 6 to 11—D and E. 


SNOW-SHOE 
MOCCASIN 


For snow-shoeing this old-time 
moccasin is still the most accept- 
able. It is made right to fit the 
rough usage it receives. 












——————————————————— eee 





No. 933—Brown Chrome Moccasin. 9 

inch, Full Bellows Tongue, Klondyke 

Eyelets, Snow-shoe Last. 

In-Stock, 6 to 11 F. F.—To order 5 to 12 
D-E & EE 














Send for Catalog 


G. H. BASS & COQ. Shoemakers Wilton, Maine 
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Styles Ready To Ship 
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“If It’s a Dalton It’s a Delight” 
“‘Brute” Last “‘Glengarry”’ Last 














Stock No. 586—Galluns 4 Norwegian Ox- 
ford, Hy. Single Sole, Wingfoot Heel, 
YS) ere Sree $5.60 


Stock No. 486—Galluns Black Norwegian Stock No. 592—Genuine Brown Scotch 
Oxford, Hy. Single Sole, Wingfoot Heel, ee. Heavy S. S., Broad Heel, Widths 
BG EP We boc Sk bcos een 2 $5.60 er ay & See $6.00 


MEN’S SPORT OXFORDS 


Stock No. 382—Sport Last, Smoked Elk 
Sport Oxford, Gal. FourApron, RedDuflex 
Ribbed Sole and Heel, B to E Wice....$5.50 


Stock No. 310—Sport Last, Tan Box 
Sport Oxford, Tan Box Apron, Red Duflex 
Ribbed Sole and Heel, B to E Wide....$5.85 


Stock No. 312—Sport Last, Tan Box Sport 

Oxford, Brown Cordovan Apron, Red 

Duflex Ribbed Sole and Heel, B to E a . 
5.8 


The Dalton Company, Inc. 


Makers of Fine Shoes 
BROCKTON, MASS. 


BOSTON . NEW YORK CHICAGO 
183 Essex Street 651 Marbridge Bldg. : 706 Security Bidg. 
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7 Calf in Black Brown. 
LT ELE; bt en Gold 

















A Revelation~ 
Jhe Fwo~tone Leather 


[TEL 


(REGISTERED) 


a New Creation 
Revealing Natures Smile 


will be shown by Manu- 
facturers of Mens and 
Womens High Grade Jootwear 


ALBERT TROSTEL 


€? SONS COMPANY 
Nain Office 


Yannery 


Nilmaukee. usa. 














DOD SSNS DD SOS TSS OER OSS GPF SDSL aS 
























































October 14. 1922 





BOOT AND SHOE RECORDER 


61 





; 





J. EB. 


This Space Reserved For 


TILT SHOE CoO. 


“Tilt Shoes for Men” 


512-522 Huron Street 
CHICAGO 








Plates and copy for this 
page left Chicago by first- 
class mail Saturday, Oc- 
tober 7, but had not been 
received up to time of 
going to press. 





fhe Boot and Shoe RB 


der will appreciate your mentioning the publication in replies te advertisements. 
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429° Comfort 


REC U.S PAT OFF 


N 
CUSHION TREAD 
FLEXIBLE SHOES fr WON 

Davis Process Shoes have great flex- 
ibility, a splendid cushion at the ball, 
a perfectly smooth leather innersole 
and they give an extra amount of 
service. 





( sy Vy 


eit 


Stock No. 300 
CROSS SECTION - INNER SOLE Women’s Kid Polish, Kid Top, Rubber 
RAISED TO SHOW CUSHION Heel, Turn. Widths C to EE 
Stock No. 541 [Price $3.25 
Women's Kid Oxford, Kid Tip, Rubber 
Heel. Widths E to W 
Price $2.35 


Send for Catalog 


Made by 


A. H. BERRY SHOE CO. § 


PORTLAND, MAINE 


BOSTONJOFFICE 428-430 ALBANY B’LD’G. 
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inning New Trend 
or the 


fel ry! lpper 


MADRID 




















APITOL Slipper advertising, appearing in a list of the 
country's leading magazines in generous sized space, is 
aiding your business by bringing the comfort and health 
features of the felt slipper to the attention of millions of readers. 
Are you taking advantage of the business-creating opportunity 
our advertising is opening up to you? Are you handling and 
bushing felt footwear? 
If not, you should do so at once! No other line of slippers offers 
the advantages that the Capitol line does. All Capitol Felt Slip- 
per Soles are lined with the super-fine Lamb’s Wool of the 
famous Capitol Soles—with which your customers have been 
familiar for years—and leather outer soles of unusual flex- 
ibility—these slippers represent unusual value. A comparison 
of their price with slippers of similar quality will surprise you. 
When this value is backed up by a well-known name, and a 
sales-creating advertising campaign, the dealer who sells Capitol 
Slippers is bound to profit. 
The Capitol line contains a complete assortment of designs 
and colors—to suit every taste. If you are interested, consult 









your jobber—if he cannot supply you, write to our nearest . 
selling office—or to Worcester—for complete information and 
catalogue. 
LOOK FOR THIS =. ON EVERY 
a CAPITOL 
TRADE MARK | av PA CER 2 FELT SLIPPER 
rate 0 ey, 
TRADE MARK REGIST! 
Wi ickford-S C 
The Wiley-Bickford-Sweet Co. 
The above advertisements are appearing in Worcester, Mass. Hartford, Conn. 
The Ladies’ Home Journal, Delineator, Good SELLING ge a eRe, 
Housekeeping, Modern Priscilla and McCall's pone, 7 Boe Portland. hy 461 E. 4ist Se. North 


Philadelphia, 44 No. 4th St. St: Louis, 307 Leather Trades Bidg 


CAPITOLSUPPERS 
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Increased Business 
During 1922 Due to 


BEM hoes 
















































“Your WORLD BEATER shoes 
are the best I have ever handled in 
my 30 years of operating a store. 
They are great sellers and have 
doubled my sales this yout; Worth 
a lot more than you as 


‘Extract from Tes- 
timonial Letter. 

















Bradley & Metcalf’s shoes invariably 
increase a dealer's sales, for they repre- 
sent exceptional values. “Since 1843 
Makers of Good Shoes.” Three popu- 
lar numbers shown below. Shipments 
made direct from stock—promptly. 
Order by mail. 


Last 12 (Welt) 
Men's full bal, me- 
dium broad, stylish, 


genteel, plain toe 
last, Goodyear 
welt single soles, es, 46 
rubber heels, bal. 
Width E, Sizes 6 
to ll. 


No. 782—G lazed 
colt. . $3.40 


Last 193 (Welt) 


Men's medium straight §full ball with 
broa,' toe. Lots of room for toes. Very 
comfortable footform last, Goodyear 
welt, single soles, 
cap, ‘Vérubber heels. 


blucher. Widths 
D to EE. Sizes 6 
to ll. 

No. 800—G lazed 
colt . $3.40 


Last 3300 
Men's Munson Army Last, same 
style as Government Army shoes. 
A good, full, well-fitting, comfort- 
able last. Loose nail ble 
soles, soft cap, Siochen. Width EE. 
Sizes 6 to 11 


No. 463—Chocolate 


Pb Acccdened $2.50 
No. 464—Chocolate 
re-tan $2.50 


BRADLEY & METCALF CO. 


MILWAUKEE WISCONSIN 


Bradley & Metcalf's STORMKING, the WORLD'S Greatest Waterproofed 
Shoe, also known as the WORLD BEATER and DRI BONE shoe. Famed 
the country over as the best seller in the shoe trade. Write for special c atalogue. 
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No. 3233—Twelve Floweriv, 
a Plants, including pots, in a box 
‘| complete $5.00; larger size 
"tin No. 3234, six plants to a box 
per box $3.60. 


Write for ILLUSTRATED 
1 CATALOGUE in colors No 32 

of Artificial Flowers and Deco- 
rative Plants, mailed FREE 
s} FOR THE ASKING. 








FRANK NETSCHERT, INC. 


61 BARCLAY STREET NEW YORK, N. Y. 








BOUDOIRS THAT 
BEAT THE WORLD 


MORE SNAP. 
BETTER 
WORKMANSHIP. 


FINE MATERIALS. 


LOWEST PRICES 
POSSIBLE FOR TRUE 
QUALITY SHOES. 










IN STOCK 


ASK FOR 
SAMPLES 


A. W. GREELEY 


49 Washington Street, Haverhill, Mass. 
Branch Factory, Newton, N. H. 


Black—Red—Havana 
Brown — Blue — Pink 














Kistler, Lesh & Co., Inc. 


COMMISSION 
LEATHER MERCHANTS 


FINE OAK SOLE LEATHER 
BELTING BUTTS 


332 Summer St. BOSTON, MASS. 





APPROVED BY 
MEDICAL MEN 


exppert, fer the quiine of 
yor «x: 


ph Bigg 
Well-known | 

its use. 
stock of | 


SHOE CO. 


1156 Ne. Main St. 








—T 


, > 

















SWETIliz 


ATED 
No 32 
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Infant’s bal, lace or button, patent vamp 
with tip, gray buck upper, turn sole, 
spring heel, lined. Sizes, 4 to 8. 





More Profit from Health Shoes 


R. ADLER’S Scientific Hygrade Shoes for Children and Misses 

sell at lower prices than other shoes in their relative class— 

no sales resistance. A liberal margin of profit on each pair—-worth 
your while to stock and push them. 


Of excellent quality, long in comfort and durability, meeting all 
style requirements — they give satisfaction and build friendships wherever 


worn and sold! 





We have a great proposition for you — just write. We can give you 
quick and dependable service — important to you. We have a sales 
stimulating plan that will bring you more customers and _ profits. 


Write for full facts—no obligation. 


ROSENWASSER BROTHERS, INc. 
Factories: Long Island City, N. Y. 


Also makers of 
“BABE” RUTH Home Run Shoes for Boys 


Trade Mark Scientific 
on the sole of 


This Registered prAdlers Every Dr. Adler 
x 


Hygrade Shoe 























*_ HYGRADE 
SHOES { 
RE Y 
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MEN’S HOUSE SLIPPERS 


NOW IN STOCK 


evVANS 

Sanne 

TURNS ONLY “Aegon 
THIRTY LINES IN as 

STOCK : | 
PRICE RANGE 
$2.00 to $4.00 

No. 355 TAN EVERETT 





No. 325 TAN OPERA Catalog on Request FLEXIBLE PAC SOLE 
FULL KID LINED i SIZES 6-11 WIDTH FF 
SIZES 6-11 | WIDTHS M-F-FF ones 
$2.50 Lanne ’ 


SATISFACTION GUARANTEED 


L. B. Evans’ Son Company 























Sample No. 291 


Boston Office: 110 Summer St. Wake field, Mass. New York Office: 130 West 42nd Si. 
s cocoon ooo > DOOD 1; 
g Q A“) “4 
315 eAnother ‘Real Last 





>< 


‘Men's black blucher oxford. Six 
rows stitching tip, vamp, and eyelet 

row. On the highly favored “Clyde” 

last. 


You ought to see this worked out 


ina plain toe. | 


Why don’t you drop a line and 
» have us show you our whole line of 
@ new ones? 


SOOO OO 
SS OOO OOOOOODS 


> ae ae oe 


The Preston B. Keith Shoe (0. Brockton, Mass. 


¢ Campello Station 
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It’s Colonial Time 


In Stock In Style 





B-850 Brewn Satin Colonial Strap Pump, 16/8 Full 
Louis Heel, genuine bench made turn. A high grade 
shoe in every respect. Widths A to D, code “Glee” 


B-845 Same as above except imitation turn and 14/8 





Spanish Heel, widths B to D code “‘Rita’’...... $3.25 
; : B-865 _ Black Satin Colonial Strap, imitation turn, 14/8 
B-848 Black Satin Colonial Strap, brocaded quarter Spanish Heel, widths B to D code a on $3.00 


heel and tongue, a genuine bench made turn of quality, 
14/8 Full Spanish Heel, widths A to D, code “Bunny” 


$3.85 B-887 Same as above except genuine turn, 14/8 Full 
Breasted Spanish Heel, widths A to D, code “Cless” 
$3.75 


HAVERHILL, MASS. 


— SON 








More Good Ones at 





IN JR. LOUIS AND CUBAN HEEL 


B-790 Black Satin One Strap, orchid 
lined, 14/8 Louis heel, widths B to D. Code 
$2.15 




























fee See 
B-791 Same except with 12/8Cuban Heel 
$2.15 
B-S8O2 Black Satin One Strap, 14/8 Jr. Louis Heel, 
brocaded quarter, leather lined, imitation turn, widths : 
Bto D Sebkedvehecantabeeenbaaeecee ‘$2. 85 
B-777 Same as above except genuine turn, 16 8 Full 
Breasted Louis Heel, iste Ato D. Code “Sarah” 
wae ‘om 7 
B-769 Black Satin 1 Strap, 14/8 half Louis heel, im- 
itation turn, leather lined, steel beaded vamp, widths, 
B to D, code “Ivy” bint ; 
B-782 Same as above except genuine turn, 16/8 Full 
Breasted Louis Heel, and bes pacing on strap, widths, A 
to D, code Becky”... ..cscccccscevsccccccccces 3.75 
» “ ~ 4 
. aid % 
B-O792 Black Satin One Strap,14/8 Louis Heel, imi- 
tation turn, leather lined, steel applique ornaments, 
widths B to D, .......ccceeeeeeeeeeccreeeseeers $2.50 Podan 


B-O789 Same as above except with 12/8 Cuban Heel 
Code “Pedy” ««--- 6. cece cc cre enne seeewnnewees $2.50 


HANNAHSONS SHOE CO., HAVERHILL, MASS. 


Low Prices 





788 Black Satin One Strap, 16/8 Full Louis Heel, 
leather lined, widths A-D. Code “Madge”....$3.35 


783 Same except with 14/8 Full Louis Heel_ $3.35 


B-786 Black Satin Wide One Strap, 9/8 Flapper Hee! 
rhinestone button, genuine turn, leather lined, widths, 
Bto D. $3.10 





B-1110 Black Satin One Strap,'16/8 Half Louis Hee! 
leather lined, genuine turn. Widths, A to > Code 


lolly” TIEN sonsctncksesesrs .$3.10 


B-1145 As above except with 12/8 Baby Louis Heel 
$3.10 











iva: 
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Stock No. 2608. Tan Nor- 
wegianBlucher Shoe (all weath- 
er last.) Carried in Stock B, 
C, Dand E Widths, Sizes 6 to 
11. Price $5.00 per pair 


Write for Catalog. 


ae 
































Inst one of the popular 
Onder Brand of Den's 
Dress Shoes! HighGrade 
workmanship combined 
with style and fit make 
this slice a popular and 
necessary, number a> 





Hee! 
‘idths, 
3.10 
2.75 
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Are you in danger of not hav- 
ing enough of the right kind of 
merchandise to meet the present 
and coming markets? If so, 
call on Rice & Hutchins. 


Our distributing branches can give 
you quick delivery of complete stocks 
—latest styles—from the floor. 


This is not an “in stock” notice on 
one or two styles. We are prepared 
to stock your store completely in 
many kinds of up-to-the-minute foot- 
wear—for mien, women and children. 




















LOOKING 








~ AHEAD! 


RICE & HUTCHINS 


INCORPORATED 


BOSTON - - U.S.A. 





DISTRIBUTING BRANCHES. 
Rice & Hutchins Atlanta Company, 
Rice & Hutchins Baltimore Company, 
Rice & Hutchins Chicago Company 
Rice & Hutchins Cincinnati Company, 
Rice & Hutchins Cleveland Company, 
Rice & Hutchins New York Company, 
Rice & Hutchins St. Louis Shoe Co., 
The Atlas Shoe Company, Boston, 
J. I. Meany & Co., Inc., Philadelphia. 
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Uniformity of Selling Prices 


Association Should Be Careful About 
‘“‘Open-Price’’ Schedules 


ITH the rubber season fast approaching, the 

\ \ legality of open price lists is up for question. 

It has been a matter of trade convenience for 
merchants to have some basis of uniformity in these 
prices, especially as so many stores handle rubbers as 
an accommodation and as an advertising bait and by 
such practise doing great damage to a worth item of 
merchandise. 

The shoe trade has always been open and above 
board in the matter, and falls right in line with Secre- 
tary Hoover in his belief that prices should be an- 
nounced for the benefit and information of the public. 
There is bound to be considerable interest on the part of 
Mr. Daugherty of the Department of Justice on the 
general subject of open price associations during the 
next three months. It is a topic worthy of a good deal 
of study by the shoe industry in several of its branches. 

There should be some government agency for the 
guidance of trade associations before which the associa- 
tions could submit their plans of operations and receive 
government verdict as to whether or not such proposed 
operations were legal or illegal under the anti-trust 
laws, according to a recent statement by Attorney 
General Daugherty. This expression by the attorney 
general is directly in line with the position of Secretary 
of Commerce Hoover on the subject. Mr. Hoover has 
been of this opinion for months while Mr. Daugherty 
appears to have assumed a much more liberal attitude 
than he maintained formerly. This is apparent from 
reference to the lengthy correspondence on trade as- 
sociations exchanged about one year ago between these 
two cabinet members. At that time the attorney 


general’s position was interpreted as being that the 
government could give no definite assurances to trade 
associations and that the activities of the latter would 
be subject to investigation and prosecution at all times. 


“IT am in favor of some plan that will prevent busi- 
ness being unduly disturbed,” the attorney general 
said, “and some plan that will enable them to come and 
lay down their plans on the table, and let somebody in 
the government say that such plans do or do not con- 
flict with the law, so that if they do not they can begone 
ahead with, without fear of indictment. Such a system 
would stabilize the situation and do away with neces- 
sity for a lot of investigation and litigation. It would 
remove uncertainty and suspicion. There would be 
less side-stepping under it, and the general tendency 
would be to make parties interested more happy.” 

The Department of Commerce should have juris- 
diction in the trade association matter, Mr. Daugherty 
said. He added that the approval of the Department of 
Justice should also be had. Trade associations would 
then have some security, he said. The necessity for the 
government seeking injunctions against some alleged 
activities of trade associations would be doné away 
with, it was pointed out. 

The attorney general believes that some benefit has 
been derived by industry and trade associations as a 
result of the exchange of correspondence between him- 
self and Secretary Hoover, in which it was indicated, 
to an extent, what trade associations can do without 
violating the law. Mr. Daugherty thinks, however, 
that there is still room for improvement. The Harwood 
Lumber decision by the United States Supreme Court 
and other decisions have resulted in some clarification 
of the question as to how far a trade association can go, 
in the opinion of Mr. Daugherty, but some plan to 
simplify matters would help a great deal. 

Secretary Hoover is said to believe that open price 
associations activities would be legal if the associations 
will announce prices for the benefit and information of 
the public. Mr. Daugherty concedes that there is a 
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possibility of co-operation between some associations 
and the government in some respects, but he thinks the 
situation might be improved by certain additional 
legislation. He stated that he had recently conferred 
with Senator Edge of New Jersey regarding the plan 
of the latter for legislation dealing with the trade 
association problem: but he indicated a lack of definite 
information as to how the Senator proposed to revise 
his bill. 

At present prosecutions against some trade associa- 
tions, including open price associations, are being held 
up, according to Mr. Daugherty, not as a result of the 
District Court's decision against the government in the 
Linseed Oil case, but because of the crowded condition 
of the dockets of some of the courts. The attorney 
general declined discussing the suspended cases, but 
intimated that some of them may be inaugurated when 
the courts have settled down to business after the 
summer recess. 





Quitting Too Easily 
R. KIPLING, no doubt, had the physical 
coward in mind when he wrote: 


You're sick of the game? Well, now that’s a shame. 
You're young and your'e brave and you're bright. 
You had a raw deal I know, bul don’t squeal, 

It's plugging away that will win you the day, 

So don’ t be a piker, old pard: 

Just draw on your grit, il’s dead easy to quit, 

It’s the keeping your chin up that's hard. 


But the average merchant can profit by carefully read- 
ing Mr. Kipling’s “‘Quitter”’; all he needs to do is think 
of the business death instead of the physical one. 
Many merchants commit business suicide because of 
some imaginary wrong. 

Many big, successful merchants are proud to tell of 
the early hardships and sacrifices before they finally 
succeeded. Every one who begins business at the 
bottom (the right way to begin) must be able to do a 
certain amount of hard fighting, both mentally and 
financially, before he can hope to win. But there are 
business cowards who are too ready to give up before 
prosperity has a chance to come. 

The business mortality is entirely too large. Most 
of it is due to the business suicides committed in haste 
by nervous, excitable merchants. For the good of the 
business world in general such men should either be 
educated or kept out of business! Following are only 
a few of the poor excuses for business deaths. 

A merchant received several statements with the 
customary “overdue please remit” on them, then 
comes a final letter threatening suit. The merchant 
gets nervous and angry at his creditors and threatens 
to get even with them by calling in a lawyer for the 
purpose of making an assignment; the result is business 
death. 

A merchant discovers that one of his most trusted 
employees has gone wrong, he loses faith in his entire 


BOOT AND SHOE RECORDER 


organization, calls in an auctioneer and offers his store 
for sale; the result, another business death. 

A merchant imagines that none of his merchandise 
which just arrived to open the season with, is up to 
sample; instead of taking up the matter with the house 
from where the goods came, he “gets sore” and dis- 
heartened. Being in that state of mind he loses 
ambition for all business. The clerks soon get the 
disease and since the public, as a rule, do not 
care to deal with sour-faced people, the result is more 
dissatisfaction on the part of the owner and again the 
result of a business death. One thing that is the cause 
of most business failures is the lack of accounting sys- 
tems. The merchant who has no records of stock on 
hand, or of profit and loss cannot very well guide his 
business to success. 

The point is—take things as they come and smile. 
The smile will very often help to rectify business mis- 
takes. The grouch never helps, but very often destroys 
the good things brought on with the smile. 





Your Store’s Trade Location 


HERE are many factors which must be con- 

sidered in selecting a location for a shoe store. If 
one desires women’s trade, a location close ‘to the big 
dry goods and department stores is a help. In fact, 
we know of many successful shoe stores which are 
located close to department stores which carry shoe 
departments. If men’s trade only is desired, the best 
locations are down in the business sections. It might 
be stated in passing that several jewelry concerns have 
located their stores in the monetary centers of the lead- 
ing cities and have proven the wisdom of such choice, 
by building up large trades, the argument being that 
when men speculate and win they frequently purchase 
jewelry either for themselves or for their wives and 
families. This, however, is hardly an argument in 
favor of the shoe store. The fact remains, neverthe- 
less, that the business man who needs a pair of shoes, 
can more easily spend the time for a purchase at a 
store near his office than he can go to a retail center 
for that purpose. 

The shoe merchant who proposes to move from his 
present location, or one who now proposes entering the 
business must give each of these facts due considera- 
tion before deciding where he will locate, and after this 
decision is made there are others which are of more or 
less importance. One of these is the right or wrong 
side of the street. Every business man knows the 
difference between the two sides of a popular retail 
street. Frequently one side is as valuable as the other 
as a business location, but far oftener one side is worth 
two or three times as much as the other. 

Once in a while a man makes a success by deciding 
upon the less busy side. Such was the case with a 
dealer in a prominent Southern city who chose a large, 
roomy storeroom which he fitted up very attractively 

(Continued on page 76) 
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The Recorper Creed 


ETTING More Shoes Sold 

Right: not only ‘‘more”’ but 
“right”; sold for the right pur- 
pose, to the right wearer, in the 
right fitting, for the right price, at 
the right profit. This is the great 
problem of the retail shoe mer- 


chants. The chief purpose of the 
Boot and Shoe Recorder is to help 
solve it; for this is the basic 
problem upon which depends the 
progress of the entire allied indus- 
tries relating to shoes and leather; 
their production and distribution. 





In This Number 


Farm Outlook Continues Bright... 74 


Purchasing r of the farmer is stead- 
ily growing larger. 


A Little More Smartness for Men. 75 


Fourth of the series by which we hope to 
help you bring about a big increase in 
your men’s department. 


Little Stunts That Have Proved 
Successful in Retail Stores 
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Leather Industry Loses Great 
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A Wise Warning 


**In the effort to reduce prices re- 
tailers are constantly tempted to 
take on unbranded and unknown 
lines. We urgently caution retail 
clients against this mistake. Our 
advise is to push well established 
trade-marked, nationally adver- 
tised goods. When prices are es- 
tablished on such goods, the pub- 
lic has confidence in the fact. On 
unknown, untried and generally 
uncertain goods, the claim of 
price readjustment means prac- 
tically nothing.’’—Roger Babson. 


We endorse Mr. Babson’s advice— 
merely adding that the best guide to 
well established lines of shoes are those 
advertised in the Boot and Shoe Re- 
corder. We accept business from none 
but reputable concerns and this policy 
protects each of our subscribers. 
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Fai arm : Outlook Cotitinsios Bright 


Only Short Crops Are. Cotton and Oats but Prevailing Prices Are High 
Enough to Offset This Otherwise Obstacle in the Path of Progress 


HE basic industry of the country—agriculture— 
is justsnow rounding out another crop year with 
every assurance of bounteous harvests. This 

reasonably spells a prosperous autumn and winter for 
farmers, of fd? reaching advantage to manufactures, 
to merchandising, to shipping. Cotton is short-and so 
with the oats crop; but going prices to farmer: in both 
instances offset the shortage in bulk. 

, Wheat is praetically a full yield, not counting the 
forced production in one or two war years; corn some- 
what short of hoped-for three billion crop, yet a year of 
plenty for every feed lot in the country, for every farm- 
er’s barn, with a surplus for export; oats a fifth larger 
than last year’s short yield; rye, barley, a good showing; 
potatoes barring accident at October harvest a record 
yield and upwards of a hundred million bushels more 
than last year. All secondary crops, fruits and vege- 
tables, alike, are plentiful. 


800,000,000 Bushels of Wheat 


Threshing machines and fanning mills are now 
separating and winnowing a wheat crop of over 800,- 
000,000. With four exceptions no season has ever 
produced so much. With the very moderate carry- 
over from 1921 there is a reasonably generous export 
surplus. The low level of prices in the recent past 
cannot be charged to burdensome over-production in 
North America; rather to upset conditions in Europe. 
They are bread hungry over there, with a shortage 
officially stated at over 100,000,000 in the seasonal 
production. 

As intimated by Farm and Home in its issue for 
October, 1922, grain production in the northern hemi- 
sphere may be no more than enough to supply normal 
food requirements for the ensuing 12 months, on basis 
of Europe buying what it really needs. 

“Dol'ar Wheat” at Chicago the past few weeks has 
been due, not to any fact of burdensome crop surplus 
in the United States, but to present lack of buying 
power in Europe. Milling demand, shipping and 
export demand and speculative support have been 
lacking irrespective of statistical situation. 

The coming fall and winter ought to see. a long 
period of activity in American-milling West and East. 
This in turn ineans liberal supplies at moderate prices 
of mill stuffs and dairy feeds of greatest possible 


advantage to dairy interests everywhere. a 


What of Corn 


Uncle Sam’s corn field nowadays is expected to turn 
off a three billion crop each November. It did just that 
fast year. The grain speculators in recent weeks have 


made much of damage to crop west of the Missouri 
river, and this is indeed impressive. But after all, the 
September government crop report forecasts an ulti- 
mate yield not very much under 2,900,000,000. This 
vast bulk was never reached but twice prior to the 
period of war stimulus. 

This is not all. The 1922 corn crop, granted it is 
smaller than a year ago, is really worth more on the 
farm today by $70,000,000 than the corn standing in 
the fields 12 months ago; this through applying the 
farm price returned by the government a year ago to 
the crop of that season. and comparing this on similar 
basis of reckoning this September, with a substantially 
higher value of corn on the farm, and so with oats. 


Measuring Up Well in Dollars 


Similar gratifying totals might be presented in other 
crops. Cotton, our great southern staple, is seriously 
short of world requirements, chargeable chiefly to boll 
weevil depredations. English spinning interests backed 
by the British government are continuing with renewed 
energy efforts, this time in Australia, to develop com- 
mercial cotton growing in outlying colony and common- 
wealth. Our own experts are putting up the biggest 
kind of a fight to destroy this latest menace and con- 
serve our supremacy in world cotton markets. 

Conversion on the farm of the major portion of our 
splendid cereal and forage crops through dairying, 
through the fattening of cattle, hogs and sheep will 
mainly prove a matter of good judgment, and proper 
financing of the farmer. 


Live Stock Situation Healthy 


Dairy herds on the farms make a gratifying total 
and good breeding tends toward high level in milk- 
production; similarly in the meats trade. The esti- 
mated number of stock hogs in the country at the 
opening of September was 7.4 per cent more than one 
year ago. With the generous corn crop and similar 
conditions in forage there is promise of an active 
feeding season. 

All this in turn must mean excellent buying power 
on the part of farmers in the way of machinery, imple- 
ments, fertilizers, nursery stock, building material, 
up-to-date equipment for the home and the farm 
buildings. It applies not only to the buying of needed 
supplies this fall, but also looks ahead to the farming 
activities for the season of 1923. 


Measuring the Conditions 


Sight should not be lost of some of the uncertainties 
(Continued on page 76) 
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hoes lor 


Cdcasions 


a little more 
smartness for 


oS 

a 

Recorder Men's Styles 
Series No. IV 


Winter weight oxfords are the interest- 
ing features of the business, particularly 
if heather hose is worn. In overcoats, 
there is a tendency to fullness and short- 
ness, with a visibility of trouser and 
shoe previously hidden by the long 
ulster. The process of smartening men’s 
costumes goes on apace. 






American Fall Fashions for Men. From Mitchell Publishing Co., N.Y. 





A typical young man’s 
oxford of a _ winter 
weight, having a full 
width brogue bottom, 
with 16—8 iron sole, and 
heavy flange 7-8 heel. 
The leather is of Scotch 
grain cut with a circu- 
lar vamp, having two 
double spaced rows of 
stitchings on vamp, 
quarter, eyelet row and 
tip. The cap is pinked. 

There is a top binding 
of leather and visible 
brass eyelets. Strength 
and stability are the 
characteristics of this 
comfortable last and 


smart style. 
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THE STORE’S TENTH ANNIVERSARY 
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Filene’s of Boston, made much of its Tenth Anniversary—so can you celebrate store events—this window display showed the birth- 
day party—it was particularly interesting to children 








(Continued from page 74) 
and disturbing conditions which now seem in a fair way 
of being surmounted. 

Farm and Home for October, 1922, editorially touches 
on these phases, while maintaining that with a sharp 
upward swing in wages of operatives, and in quota- 
tions on steel and other commodities, prices of farm 
products ought to go up to a substantiaily higher basis. 
This journal says: 

“Inflation has started again. Farmers must and 
will share in it. Already they are buying more 
freely than usual of hardware, building ma- 
lerial, etc. against the expected advance. Long- 
headed farmers are contracting al today’s prices 
for machinery. implements, fertilizers, feed, etc. 
for future delivery, in anticipation of higher 
prices. How long the coming boom will last no 
one can foretell, but while it is here farmers want 
and must hace their share of it.” 

Glance momentarily at the world situation. Many 
impressive things are in sight which suggest the broad- 
ening outlook of business on the farms and with farmers. 
Exports of foodstuffs for seven months, owing to trying 
conditions abroad showed a shrinkage in volume of 
$590,000,000. This is impressive, and makes a very 
substantial part of the total export business of the 
country. But with domestic strikes out of the way, 
agriculture wili take its share in the increased general 
volume of business to follow, in fact, already being 
realized. 

What the farmer needs and with all possible logic 
asks for, is something akin to a parity in the price of 
his products with those prevailing in other commodi- 
ties, in labor and in transportation charges. Right here 


comes in the encouraging and unquestioned growth of 
sentiment in public affairs favoring an economical and 
sound financing of the farmer in way of short term 
loans to enable him to follow an orderly system in 
marketing. 

Orderly Marketing and Buying Power 

Summarizing in a word, there is splendid attainment 
in 1922 crop production on American farms. This is 
now an assured fact. Orderly marketing at prices 
which should show reasonable profits to producers 
points to increased buying power in the farm market. 
The artificial barriers in the way of strikes, curtailed 
supplies and curtailed commodity movement are now 
over. And the farn crop situation is really the biggest 
and best asset in big business. 

The spirit of optimism may be expected to prevail 
far and wide. American farmers may always be 
depended upon to keep their feet on the ground, 
properly conservative yet encouragingly progressive. 
Granted reasonable returns for seasonal work, farmers 
may be depended upon fully to maintain their place 
the coming fall and winter in contributing to business 
prosperity. 


Your Store’s Trade Location 

(Coniinued from page 72) 
and then advertised extensively as “the right store on 
the wrong side of the street.”” He brought his customers 
across the street from the busy side and made a success. 
But it is quite a question whether his extra advertising 
and the larger cost of making his store so unusually 
attractive was not greater than would have been the 
higher rental he would have paid upon the right side 
of the street. — 
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THE MOST BEAUTIFUL WOMEN IN AMERICA 


On this page we reveal the most beautiful women of America—by popular selection in each city— 
and the national answer is given to several shoe trade problems. First youth will not wear exceedingly 
long skirts. Upper Right—Miss Cleveland. Lower Left—Miss Washington and former Miss Am- 
erica. Lower Right—Misses Birmingham, Easton, Harrisburg, Ocean City and Cleveland. 
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Little ‘Stunts’ That Have Proved Successful 
In Retail Stores 


25c Actual Cash 


One of the mysteries of 
advertising is, which me- 
dium pays best, mail ad- 
vertising or newspaper, and 
if more than one newspaper 
is used, which newspaper? 

“Stamp Day” wherever 
that old method of drawing 
trade is used results in increased business for the day 
even though the saving is slight. 

Instead of “cutting” prices make an offer of so much 
for each ad presented when shoes are bought. The 
offer would have nothing to do with the purchase. The 
purchaser would’ be presented with a 25-cent piece 
after being fitted. 

Some explanation of the offer should be made in the 
ads such as you “are going to pay to find out how 
many people read your ads,” or, this idea may be used 
on a reduction in prices. You-could say, “Customers 
Make Their Own Reductions Here This Week... . 
Present this ad and receive 10% cash rebate on 
any purchase of red tagged shoes.”’ 

Tag each shoe with a red tag that you are prepared to 
give a rebate on. Call it “Red Tag Day.” Talk about 
the prices being your regular prices and have each tag 
lettered in white giving the amount of rebate that goes 
with purchase. Give the customers the actual cash after 
they have paid the regular price asked for the shoe. 


What About Men’s Shoes? 


Most often the first busi- 
ness to be worked to a 
maximum is the women’s, 
but rather than go stale on 
this department some time 
ought to be devoted to the 
men’s. 

Where a woman likes to 
shop around a man wants to be fitted quickly and 
surely, and the thing to do is to make men feel that 
in this respect your service excels. 

Devote a corner of the- store to men. Have 
things that men are interested in there. A_fire- 
place, pictures of hunting scenes on the walls, 
even spittoons to create a masculine atmosphere. 
Then feature along with standard lasts your men’s 
department. Picture it in your newspaper advertising 
and tell a little story in each ad of just what features of 
your service men like. 

This will get men thinking of your store as a place 


This Ad Worth 
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where there’s no dilly-dallying. And that’s the idea 
that sells men. 


Advertise Accessories Too 


Most shoe ads display only shoes. The customer 
must find out for himself or herself as to just what can 
be purchased in the line of polishes, polishers, water 
proofing liquids, etc., at the shoe store. The result is 
that a great deal of this business goes to the 5-and-10 
cent stores and department stores. 

Feature accessories in your advertising along with 
shoes. You are broadening your appeal when so doing. 


Tell How Long You’ve Been in Business 


Confidence is built on length of service. If you can 
get hold of a child’s shoe that was sold years ago to 
one of your old customers this would make an admir- 
able display. The old style, the circumstances of its 
sale, the opportunity of linking up the date of its sale 
with the old town before this or that building was built, 
etc., will prove of unending interest. Parents a great 
many times keep old shoes that their youngsters have 
outgrown and for this reason you may be able to 
procure a pair. 


Check Up on Wanted Styles 


The customers are court 
of last resort in any busi- 
ness. Why not make it 
first resort. 

Every day each salesman 
should report the inquiries 
received for goods not in 
stock. This will help you in 
planning advertising and in keeping windows up-to- 
date. 

This method overcomes quite often that difference 
between what oughi to sell and what is really selling. 

If possible keep the names of those who have asked 
for shoes not in stock and when the next shipment of 
shoes arrives that you think will interest themi mme- 
diately get in touch with them by mail or by telephone. 
A system of keeping posted on wanted styles should be 
perfected to the point where it is just as much a sum- 
mary of each day’s business as the daily cash totals. 


How Much Can They Afford to Spend ? 


There’s a certain price that will enable you to do a 
volume business in your town. 

Knowing the average income of your customers, or 
the average income of your town will provide informa- 
tion upon which you can base your feature selling price. 
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whose incomes run from $1,000 to $3,000 and less than 

| three-quarters of a million with incomes of $3,000 or 

more. The percentage of big incomes is small, therefore 
the necessity for gauging ability to buy is essential. 

If yours is a factory town this is comparatively easy, 

or *~ fact in any town where the bulk of workers are in 

ont <adustry, but in towns where industries are diver- 

i it becomes more complicated and equally more 


In the United States there are two million families 


important. 
~% Start today tabulating incomes of your trade. Con- 
sult employers who will tell you the average wages 
paid, find out at City Hall who among your cus- 
tomers are property owners, who own automobiles, etc. 
It will help you to fix prices and you ought to get a 
; good deal of correct information on how to write your 
advertisements upon knowing more about your 


prospects. 
The Best Hours of the Day 


When the customer is 
fresh. Then try to concen- 
trate the most of the day’s 
buying into that period. 
Authorities say from 10 
A.M. to 1 P.M. is the best 
time; that most of the fault- 
finding on the part of cus- 

tomers is done from 3 P.M. on. 
f Run hourly specials beginning at 10 A.M. until 2 
P.M. with hourly changes of offers. 

Dig out the slow movers, display them well, offer a 
box of blacking with this style, a polisher with that, a 
lower price on another, etc. 

Do anything to get the crowd coming between those 
hours. Don’t let them spend the best shopping hours at 
some other store. 

Talk about the unusually good opportunities for 
careful service in the very important procedure of fit- 
ting—how much it means to them to have their shoes 
fitted while they are feeling fresh. 











Concentrate on Little Things 


Purchases are made before things in use are worn out 
anyway, but the number of things sold depends to a 
great extent on the power of suggestion, and also on 
daily happenings. 

Have a health window. Get a form of a foot and 
place it in one of the windows. Attach baby ribbons to 
each part of foot where troubles are most likely to occur 
from badly fitted shoes and run ribbons to signs in dif- 
ferent parts of window giving reasons for bunions, 
reasons for callouses, fallen arches, etc. 

Have a line drawn down center of window with your 
well-made shoe in center of this side and have a placard 
reading “Step over this line to comfort.” 

In your newspaper ads run the heading, ‘““Have You 
Stepped Over the Line to Comfort?” 

When a show is playing in town display every type of 
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shoe that was worn on the stage by the actresses. Jot 
down this information while at the performance. Fads 
and fashions locally are started from just such begin- 
nings. 


Somebody Needs Every Shoe You’ve Got 


The corset manufacturer 
sells to the fat woman and 
the thin woman using a dif- 
ferent point of contact in 
each case. 

The unusually _ stout 
woman is promised a figure 
that will look three inches 











smaller. 

The woman with a boyish form has her style 
corset that sets off her figure best. 

The shoeman always has big sizes and small sizes 
that are slow movers. 

Why not make a display of big sizes alone for the big 
woman. Use headlines in newspaper advertising some- 
thing like this, “For The Woman of Regal Proportions,” 
or “The Big Woman Will Find a Smart Shoe In This 
Gathering.” 

Then emphasize the fitting qualities of these shoes— 
why they hold their shape, etc. Mention every reason 
why the stout woman should buy her shoes with greater 
care than her lighter sister who is not so hard on shoes 

. ability of your shoes to withstand strain, com- 
fortable yet stylish height of heels, well-moulded 
counters which prevent bulging of pumps at sides. 

Then consider short women and tall women. Height- 
ening heels for short woman; lower types for tall 
women. 

Those are the things that interest women. Each one 
is striving to enhance her beauty or to soften what in 
her mind represents lack of beauty. Pick all of one type 
of shoe and drive on it for one type of woman. Change 
the types as often as necessary to cover your line. 
Somebody needs every shoe you've got. It’s your job 
to find methods of demonstrating the need. 





New Process Sole Wears Longer, 
Tests Show 


Washington, Oct. 7—Completion of service tests on 
14 pairs of soles has been announced by the Bureau of 
Standards, one sole of each pair being the plain leather, 
while the other sole was treated by a special process for 
increasing the wear resistance. The process consists of 
covering the entire surface of the soles with stitches 
which are looped and locked near the center of the sole. 
The wood fiber thread used is thoroughly saturated with 
wax. The results of these tests show that leather so 
treated wears about 25 per cent longer per unit of 
thickness than untreated leather, the increase in wear 
appearing to be proportional to the amount of fiber 
material added to the leather. 
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There’s not much space lef: in the Chicago Coliseum where the N. S. R. A. Convention is to be held 


next January. 


The solid black shows the space sold. 


Watch the Style Parade Go By 


The Footwear Style Revue at the National Shoe Retailers’ Convention to Be a 
Portrayal of All That Is Newest and Best in Footwear Fashions 


ORE than one hundred models and every one 
M of them correctly costumed from head to foot 
as they parade the newly constructed and 
elaborately decorated runway at the Coliseum, Jan- 
uary 8, 9, 10 and 11 during the annual convention of 
the National Shoe Retailers’ Association. 

Julius Goldberg, of O’Connor & Goldberg, Chicago, 
is chairman of the style revue committee and general 
director of that part of the great convention. Edward 
Beck, who so ably staged the revue last year, is again 
in charge of the selecting and training of the models 
and of the decorative features of the display. 


A Bigger, Better Show 


Hundreds of merchants who attended the conven- 
tion last year declared the style show to be the most 
instructive and educational part of the whole week’s 
proceedings. These men went home with a fund of 
knowledge about forthcoming styles that they were 
able to convert into actual dollar profit. 

The show last year was pronounced by many authori- 
ties to be the greatest style revue ever staged in the 
country. It was a great show. No mistake about it. 
But it was not big enough nor good enough to suit the 
men in charge of that part of the forthcoming conven- 
tion and so a bigger, better, more beautiful and more 


spectacular revue is planned and being executed for 
1923. 


Style a Paramount Factor in Shoe Retailing 


Right merchandise at the right time is a cardinal 
principle recognized by successful merchants. Right 
merchandise means merchandise that people want and 
are willing to buy. It does not in all instances mean 
that it must be fancy, loud or highly decorated, but it 
does mean that it must be right and suitable for the 
purpose or occasion where it is to be used and it must 
be suitable to the personality of the wearer. 

Style is an elusive term; a word almost undefinable, 
but to know the style trend and to know what to sug- 
gest to each customer is of paramount importance to 
every shoe merchant. 

Here is a definition given by a recent writer that 
seems to fit in with the ideas of the style committee 
and the correct style revue committee of the N.S.R.A. 
“There is one unchanging principle that must be fol- 
lowed by every man, woman and child who is well 
dressed—Suitability. Nor does suitability mean merely 
that you must choose clothing and footwear to suit 
your age and appearance; that you must get a ball dress 
for a ball and a street dress to walk in. It means equally 
that you must not buy clothes out of proportion to your 


income or out of keeping with your surroundings.” 
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Your Customers Depend on You 


As a good merchant your customers are looking to 
you and depending upon you to tell them what is suit- 
able—what is proper for them to buy. 

That is why the convention committee of the 
National Shoe Retailers’ Association is going to such 
great lengths and is expending more money than any 
other similar organization has ever spent to prepare and 
present the greatest style review ever staged by any 
wearing apparel craft. The entire Coliseum will be con- 
verted into a veritable bower of beauty. No expense is 
being spared to make the interior appearance of the 
Coliseum in keeping with the art and beauty of the 
costumes and footwear that will appear upon the run- 
way. 

All of the big unsightly beams and girders of the 
ceiling will be concealed by drapes of gold and brown. 
Some idea of the magnitude of this undertaking can be 
had when it is realized that 14,000 yards of material 
will be used to complete this dome ceiling effect. 


Magnificent Scenic Setting 


In order to take the noise and confusion away from 
the convention hall, the stage, dressing rooms and 
lockers will be erected in the north end of the building 
instead of in the south end as they were last year. 

The entrance from the stage to the runway will be 
through a huge proscenium arch done in gold stipple 
on a background of dark brown. 

The scenic setting behind the proscenium arch will be 
of Japanese pagoda effect with floral decorations in 
wistaria. The stage drapes will extend across the entire 
width of the building. From the stage the models will 
ascend a few steps onto a runway six feet wide, extend- 
ing around the entire well of the balcony, a distance of 
approximately 700 ft. This runway instead of resting 
upon the bulkhead of the inner balcony and extending 
out over the balcony seats as it did last year will be 
suspended from the ceiling and will be in direct view of 
everybody seated in the balcony. This arrangement 
will provide for 1000 extra front seats which were 
unavailable last year. 


Beautiful Background for Runway 


A background of unusual beauty for the runway 
extending the entire 700 ft. around the inside of the 
balcony is being built. The background is being done 
in a Japanese floral design of wistaria to harmonize 
with the scenic setting of the stage. It is done on profile 
board running from 6 to 8 ft. in height. It will be a cut- 
out effect. Every 11 ft. will be a pilaster, 12 ft. high, 
surmounted with an urn of flowers. In front of each 
alternate pilaster will be a pedestal 4x4 ft. upon which 
each model will stop in order that the spectators may 
get a clear and perfect view of the footwear she is 
showing. Two 1000 watt spotlights will play directly 
on the pedestal. 
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The whole length of the runway will be brilliantly 
lighted with 100 watt daylight lights concealed in 
masked hooded boxes suspended from the girders of 
the ceiling. ‘ 


New Lighting Effect 


The whole scheme of illumination has been designed 
to throw a flood of light on the models as they tread the 
runway and concentrate an extra amount of brilliancy. 
on the pedestals where the models stop to give a more 
comprehensive view of the footwear to the spectators. 
Picture to yourself a parade of beautiful models, cor- 
rectly costumed with hat, dress, hosiery and shoes all 
harmonizing, treading the runway so brilliantly il- 
luminated with a background of extreme artistic beauty 
and then in your imagination hear the strains of music 
produced by one of the best metropolitan orchestras 
in the country to which the models are keeping step 
and you have before you a picture of one of the most 
delightful entertainments you have ever witnessed. 


Entertainment Plus 


The style revue has not been arranged solely for 
entertainment, but as a part of the education that 
every shoe merchant must have successfully to conduct 
his business. 

The inter-dependence of shoes and the other parts of 
the costume is so marked that the merchant must 
have a pretty thorough knowledge of garment styles in 
order properly to buy and sell stylish footwear. 

More and more is the proper shoe and the proper 
garment for the occasion being stressed and it is im- 
portant that every merchant see on the runway the 
proper footwear for the various occasions that occupy 
the time of men and women. 

A merchant may be in doubt about a shoe when he 
sees it displayed in the booth, but when he sees it on a 
foot matched up with the proper garment he can pretty 
readily decide whether or not it is a safe buy. Doubt is 
converted into certainty. 

From the styles shown a merchant can well catch the 
drift of the style trend and know what to buy. From 
the way it is worn he can form a sales talk so he knows 
how to sell it once he has bought it. 


Carry a Notebook with You 


Every merchant as he sits on the side of the runway 
should have a notebook and pencil in hand. Make a 
notation like this: “Black satin small tongue beaded 
buckle worn with black crepe dress, ankle length, long 
side panels, hose of plain black chiffon silk.” 

With a few pages of notes such as this, the merchant 
is in position to go back home, call a conference of his 
salespeople and arrange an intelligent and convincing 
sales talk for each style and type of shoe in his stock. 
He will be a better merchant and a better salesman by 
having seen the great parade of 125 or more models 
selected from over 8000 applicants. 
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Pralied Albert J. Ehlers with a silver spade planting the 
National Leather and Shoe Finders’ Tree. 
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Our Association Tree 


Commemorative poem by Frank W. Whitcher at dedication 
of tree on Oliver Wendell Holmes Mall, 
Boston Common, Oct. 10, 1922 


Only a pasture years ago 

— neighbors’ cows roamed to and 
ro 

Where children frolicked on the green 

And Winter's sports were often seen. 


With houses sparsely fringed around, 

An oft used spot for training ground, 

Where “Ancients” and the school 
brigade 

Held drum elections with annual 
parade 


The Puritans with intolerant zeal, 

Magtuves Quakers for common weal. 
A Tannery standing close beside 

From nearby cows obtained its hide. 


Friendly and hostile troops en- 
cam 
Caw much attention as they 


tramped 
tm and trenches on Flagstaff 


i 
Gave to our citizens many a thrill. 


From pasture which the British 
A ol k 

w rkway now appears 
Dotted with | trees grown old in years. 


Grand old elms now shade the lawn , 


And linden trees the walks adorn 
— whispering lovers this path- 
tread, 
Whie means by the “Autocrat” 
they'll soon a. j 


Princes, Presidents, Generals, all 

Through centuries past have walked 
this Mall 

Claflin and Douglas oft passed” this 


way— 
Men of our craft whom we homage 
pay. 


le & by His Honor, Mayor Curley 
ten 
Recognizing service by business ren- 





This Tree we dedicate to President 
Ehlers 
To honor our Nation's LeatherJand 


Stirring days for old Boston then, 
With streets full of red-coated men, 
Obnoxious Stamp-Act to re-im 
Forcing our am to resort to ows. 


inders. 


May it grow stately, erect and tall, 


A 7 force monument upon Holmes’ 


Ma 
Centuries long this tree shall stand 


The passing time has changes 
Honoring the Finders of our land. 


wrought, 


All Business Honored Through Finders’ Tree 


HE first tree planting on Boston Common in 

honor of any business organization, took place 

on Tuesday, October 10, in the pouring rain 
before a large delegation of men and women, members 
and affiliated with the National Leather and Shoe 
Finders’ Association. 

The tree bears the name plate of President Albert J. 
Ehlers and the association. It stands on historic 
ground on Oliver Wendell Holmes Mall. This linden 
tree stands between a maple planted in 1810 and an 
elm planted during the Civil War. It is the first of a 
number of trees to be planted in honor of famous men 
who have visited the Common, including General 
Foch and General Pershing. 


A True Symbol of Association 


Few events have had more dignified setting and 
ceremony. In the driving rain, the Mayor, President 
Ehlers and Mrs. Ehlers, tossed spadefuls of earth 
into the excavation, and speeches appropriate to the 
occasion were made by Mayor James M. Curley, 
President Ehlers and Frank W. Whitcher. Mr. 
Whitcher, one of the deans of the National Finders’ 
Association, Poet Laureate of the industry, read the 
above poem. The good offices of Major Charles T. 
Cahill were enlisted to marshal the party from the 


rooms of the New England Shoe & Leather Associa- 
tion, thence to, City Hall and to the tree planting 
spot. 

The tree is a symbol of association life and a happy 
emblem, having ‘its root in integrity and fraternity, 
offering in the future under its shelter branches, 
fellowship and inspiration. The culmination of the 
day’s event was a banquet tendered to President Ehlers 
at the Copley Plaza Hotel. 

The tree was the general motif of the speeches made, 
and particular emphasis was placed on the fact that 
this was one of the first outward and visible emblems 
of a better spirit between government and business. 
Conditions in business were revealed by each speaker 
and the general opinion was that a much better period 
was in store for the shoe and leather industry and allied 
trades. 

Those who spoke were Standish Wilcox, secretary 
to the Mayor; Frank R. Briggs, president of the 
National Boot & Shoe Manufacturers Ass’n; Thomas 
F. Anderson, secretary of the New England Shoe & 
Leather Association; William S. Anderson of the Penn 
Leather Company, Philadelphia; President Albert J. 
Ehlers of the National Leather & Shoe Finders’ Asso- 
ciation; Geo. A Knapp, secretary of the National Shoe 
& Leather Finders’ Association; G. Calkins and Geo. 
Stetson also of that association. 
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Leather Industry Loses Great Leader 


A. C. Lawrence rose from position of messenger boy in government 
service to head of big company; final tribute paid by men 
prominent in all lines of business 


HE leather industry lost one of its best-known 
leaders in the death, on October 5, of Arthur C. 


others the Winchester Tannery Company. Both the 
Peabody and Winchester plants in the early ’90’s were 


Lawrence. Impressive funeral services, attended devoted to the tanning of sheep leather. 


by men prominent in all branches of the industry, were 
held in the Emmanuel Protestant Episcopal Church of 


Boston on Monday, 
October 9. 

No chronicle of the 
life of Mr. Lawrence 
would be complete 
without mention of 
his earliest exploit 
when asatwelve-year- 
old messenger boy in 
the Department of the 
Interior, in 1861, he 
was sent from Wash- 
ington to the Army of 
Virginia, and, once 
there, realized his 
dream of seeing active 
service with the Fed- 
eral forces. 


» 
s 


Saw Active Service 

in Civil War 

ln the trenches be- 
fore Petersburg, in the 
forest fighting around 
Spottsylvania Court 
House and in other 
parts of the state, he 
is recorded as having 
done more than his 
share. 

Mr. Lawrence was 
born in South Gardi- 
ner, Maine, in April, 
1849, and first entered 
the leather business in Boston at the close of the Civil 
War in 1865. 

During the ’70’s he was in the firm of Allen, Field & 
Lawrence, leather commission merchants, and who 
also, later, operated the Winchester Tannery at Win- 
chester, N. H. 

Following that he was in partnership with Horace A. 
Southwick of Peabody, Mass., in the firm of A. C. 
Lawrence & Co., and owned with Mr. Southwick and 





THF LATE A. C. LAWRENCE 


Fifty-seven years of service in the leather industry gave him 
an international reputation 


In 1897 the A. C. Lawrence Leather Company was 
incorporated, to which was later added the National 
Calfskin Company. 
These _ businesses 
steadily expanded to 
include the tanning of 
upper leather from 
calfskins and cowhides 
as well as sheepskins, 
in large volume and 
variety. In this de- 
velopment Mr. Law- 
rence was the moving 
spirit. 

In 1919 these con- 
cerns were joined with 
others tanning and 
dealing in sole leather 
under the ownership 
of the National Leath- 
er Company in which 
Mr. Lawrence became 
an officer and a di- 
rector. 


A Man With Many 
Friends 


Mr. Lawrence’s out- 
standing characteris- 
tics were his high in- 
tegrity, great force of 
character, unbounded 
energy and warm sym- 
pathy He made 
friends quickly and 
held them. His fifty- 
seven years of service made him an international as well 
as a national figure in the shoe and leather industries. 

He was a widower, his wife, Sarah Anne Field, whom 
he married in 1871, having died in 1915. He is sur- 
vived by his daughter, Mrs. Marion Lawrence Higgins, 
with whom he made his home at 54 Beacon Street, and 
by two grandsons, Lawrence and Freeman Higgins. 

He belonged to the Algonquin, Country, and Tedesco 
Clubs, and had for many years a summer home at 
Marblehead Neck. 
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“lined up”’ for a picture. 
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The runway of the Filene Store Style Show, with its background of silver metallic cloth. 
The magnificent ball room of the Copley Plaza, Boston, was the scene of action 
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The bride and her attendants have 


The Public Wants More Store Style Shows 


You Can Make Your Fashion Pageant as Simple or as Elaborate as You 
Choose—the Two ‘‘Poles’” Are Presented—Take Your Choice 


By HELEN M. HANEY 


shows. And the Recorder knows whereof it 

speaks—because no matter whether the weather 
is torrid or temperate; or whether the style show is 
large or small, thither flock hundreds of fashion 
worshippers, who are keenly interested in every item 
which the living models wear, from top to toe. We are 
re-iterating our belief in the shoe store style show here- 
with by taking its “two poles,’ namely, the big city 
store, with big financial resources for an elaborate 
setting, and the little, or country, shoe store, which 
utilizes a “home-made” runway. 


ik public has not had enough of store style 


Living Models Easily Obtainable 


You will note that we said “living models.’’ This is 
a very important point, but it need not be looked upon 
as an impossible task to secure two or more “profession- 
als." Modeling nowadays has become quite the rage 
with the young set and for $5.00 apiece, sometimes $10, 
the dear girls will come to your store, clad in the very 
latest as to gowns and wraps—and more gowns and 
wraps in a dress suit case. All you have to do is to 
supply the footwear and you can “talk it over” with 
the girls beforehand as to what you wish to show in 
shoes and hosiery. Then leave it to the ladies—their 


costumes and your footwear will harmonize perfectly. 


An Elaborate Style Show 
Now that we have outlined how very simply a store 
style show may be staged, we will jump to the other 
extreme and outline how elaborately a big city store 


“did things.”’ William Filene’s Sons Company, Boston, 
is the establishment to which we refer. This store 
emphasized its “‘shoe shops” in connection with its other 
apparel for morning, afternoon and evening on a three 
foot high runway, in the magnificent ball room of the 
Copley Plaza. 

The style show was of three days’ duration with 
morning and afternoon performances; it was held as 
a feature of the store’s Tenth Anniversary and no 
expense was spared to stage a brilliant spectacle. 
Three hundred yards of silver metallic cloth were used 
for the background and dome decorated doorway. 
Festoons of silvery flowers were hung gracefully from 
either corner. Behind the silver drape, and before the 
front lights were turned on in full, a blue calcium 
playing on the shimmering folds produced an effect 
such as Jack Frost and the moonlight often conspire to 
produce. 

A 40220 Runway 

The “shrubbery” around the 40x20 foot runway was 
silver dipped. The curtained entrance was in soft black 
sateen, the folds of which were parted and closed by 
two youths from far-away India, clad in the red, green 
and gold raiment of their country, and who when not 
“in action” reclined on cloth of gold cushions, placed on 
either side of the door, Cleverly concealed in the 
silvery hedges were footlights and in addition to the 
ceiling lights, one amber and two blue calciums station- 
ed in the balcony shed just the right radiance to the 
brilliant spectacle. 

That the big expense for staging this event paid was 














922 


Sa 


jas 
ick 
by 
en 
10t 
on 
he 
he 
yn- 


he 


jas 











October 14, 1922 


moe 100) b Se77) “( 


BOOT AND SHOE RECORDER 





85 





‘ti balsa 
(Ce id) 


A close up of the snappy models presented by H. H. Storer, Roslindale, Mass. in his little shoe store; ‘‘the works’’ and the 
crowd are also shown 


demonstrated in all departments of the store and the 
manager of the Filene shoe shops told a Recorder 
representative that he noted an almost immediate 
stimulation in the business of the footwear departments. 


H. H. Storers Investment $200 


The “other pole’’ of the store style show, conducted 
on a much smaller scale, and in the little 53 x 18 shoe 
store of H. H. Storer, 744 South Street, Roslindale, 
Mass., made nevertheless just as meritorious a showing. 
And it paid, too, for the investment was only $200, and 
“dividends” began to arrive the very next morning with 
new customers. The first to arrive on the scene, as one 
might expect, was a woman, who remarked that she 
had seen a pair of pumps shown on Mr. Storer’s run- 
way the preceding night and had made up her mind 
that she wanted a pair “just the same as the shoes the 
model wore.” 


Big Business Increase 


The Style Show was held on Wednesday night, 
September 20. On Thursday, September 21, Mr. 
Storer’s business doubled; it tripled on Friday; it 
doubled on Saturday, more than doubled on the next 
Monday, and for all of the days since the style show, 
this store has been ahead of the corresponding day of 
last year. 

The best part of it is that the increased 
business is from new accounts. This little store is a 
part of Boston, yet is on the outskirts of the Hub’s 
environs—it is a neighborhood store, and sells shoes 
for the whole family. Although Mr. Storer has been in 
business in Roslindale for twenty years, many of the 
folks thought if they wanted something “right-up-to- 
date”’ they had to go “in town” for it. But the Mr. 
Storer’s style show made them change their minds. 


How The Runway Was Made 


A twelve foot runway two feet wide was placed in the 
center of the store and the boards were procured from a 


nearby builder. Three strong shoe boxes acted as the 
supports, one being placed in the center and two at 
either end; also at either end of the runway were two 
steps. Runway and steps were neatly covered with 
two strips of the store’s gray velour runners. 


There was a four-piece orchestra of merit, which 
rendered just the right selections to keep up the high- 
grade atmosphere of the affair. Bouquets of gladioli 
and other seasonal flowers adorned were placed in 
bouquet holders at intervals along the walls. 


The Crowd Marched Round The Models 


The affair was well advertised by flyers and in the 
local papers. Messrs. Storer and Conners had every- 
thing in readiness on the morning of September 20, 
which dawned bright and clear, and although the 
weather man kept up his good work during the entire 
day and evening, this style show was to Mr. Storer an 
experiment and he hardly dared to look out after the 
curtains of the store had been pulled down. But when 
at 7:30, the curtains were raised and the door officially 
opened, all misgivings vanished, for there was “the 
multitude”’ such as one might see at a moving picture 
entrance on a nice cool Saturday afternoon. Mr. 
Storer gave a signal to the orchestra, who struck up a 
march and the goodnatured crowd, guided by a friendly 
policeman, and other assistants, marched in single file, 
or two by two, around the store. When the models 
appeared, at eight o’clock, the line of march was around 
the models; then through the twelve foot modern 
repair shop, out doors again and back to the store. 

It was estimated that some 2500 people visited the 
store between eight and ten—men, women and children 
—all customers and prospective customers. C. A. 
Wragg of Dedham, Mass., a neighborly shoe merchant 
dropped in to see how Mr. Storer did it—so did the 
newspaper folks—all universal in proclaiming, and with 
the best of reasons, that their neighborhood shoe store 
had put on a very high grade affair. 
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Tanners’ Council to Hold Two-Day 
Meeting in Chicago 


annual meeting of the Tanners’ Council, 
scheduled to be held this year in Chicago at 
the Congress Hotel. 

Formal sessions do not begin until the morning of 
October 19, although officers and stockholders will be 
entertained at dinner the evening before. The pro- 
gram as at present outlined is as follows: 


, RRANGEMENTS have been completed for the 


1922 
REGISTRATION 


THURSDAY, OCTOBER 19, 
9.00 A.M. 
(Second Floor) 
OPENING 
(Francis I Room) 
Address of President, Harry I. Thayer. 
Leather Trade 


11.00 A.M. SESSION 


Sole 

Side Upper 

Calf and Patent Upper 
Glazed Kid 


12.30 P.M. 


I. Horween 
William Sassman 
Laird H. Simons 


LUNCHEON 
(Gold Room) 
Business Conditions 
Mr. William R. Dawes, Vice-President, Central Trust Com- 


pany of Ill. 
Leather Trade (Continued) 


Harness Edgar H. Woelfel 
Bag and Strap George W. Olmsted 
Upholstery Harry N. Hill 
Fancy, Sheep and Lamb George B. Bernheim 
3.30 P.M. GROUP MEETINGS 


In Charge of Group Chairmen 
(Meeting Rooms will be announced by Secretary) 


6.30 P.M. DIRECTORS’ DINNER 
(English Room) 
Election of Directors and Officers 
FRIDAY, OCTOBER 20, 1922 
9.45 A.M. MORNING SESSION 


(Francis I Room) 
Announcing Election of Directors and Officers 
Raw Materials in the Industry 
Curing Hides, Representative of Institute of American Meat 
Packers. 
General Discussion 
Chestnut Extract, Charles R. Oberfell, Lynchburg, Virginia. 


1.30 P.M. LUNCHEON 
(Gold Room) 

Government and Business 

Dr. Ralph E. Heilman, Dean, School of Commerce, North- 
western University. 

Publicity 

Albert J. Ehlers, President, National Leather and Shoe Finders’ 

Association. 
Insurance Problems 


Benjamin J. Pater, New York City. 


Directors and officers of Tanners’ Council for new associa- 
tion year are as follows: 


Division Directors 


Sole and Belting: Joseph J. Desmond, J. W. & A. P. Howard 
Company, Corry, Pa. 

Eastern Upper: Henry B. Dillinback, Beggs & Cobb, Inc., 
Boston, Mass. 

Western Upper: Fred J. Rueping, Fred Rueping Leather Com- 
pany, Fond du Lac, Wis. 

Patent Upper: Maxwell J. Lowry, Avery & Lowry Co., Boston, 
Mass. 

Harness: Edgar H. Woelfel, Woelfel Leather Company, 
Morris, Ill. 

Bag and Strap: William Hatton, Eagle-Ottawa Leather Com- 
pany, Grand Haven, Mich. 

Upholstery: Harry N. Hill, Cleveland Tanning Company, 
Cleveland, Ohio. 

Sheep and Lamb: Henry W. Stone, Melburn-Thompson Com- 
pany, Boston, Mass. 

Goat and Cabretta: C. Wilson McNeely, Perkins & McNeely, 
Philadelphia, Pa. 

Fancy: William H. Barrett, Barrett & Co., Newark, N. J. 

Glove: Joseph W. Mendel, Gloversville Leather Mfg. Corp., 
Gloversville, N. Y. 


Directors-at-Large (Term Expires October, 1924) 

Henry W. Boyd, Armour Leather Company, Chicago, III. 

Richard M. Evans, Richard Evans & Sons, Johnstown, N. Y. 

Albert F. Gallun, A. F. Gallun & Sons Co., Milwaukee, Wis. 

Robert C. Good, Lackawanna Leather Company, Hacketts- 
town, N. J. 

Theodore S. Haight, American Hide and Leather Company, 
New York, N. Y. 

Thomas S. Keirnan, 
Chicago, II. 

Spencer K. Mulford, Jr., England; Walton & Co., Chicago, 
Tl. 

Laird H. Simons, William Amer Company, Philadelphia, Pa. 

John E. Wilder, Wilder & Co., Chicago, Ill. 

J. Wirt Willis, New Castle Leather Mfg. Company, Wilming- 
ton, Del. 


Greiss-Pfleger Tanning Company, 


Directors-at-Large (Term Expires October, 1923) 

Frank G. Allen, Winslow Bros. & Smith Co., Boston, Mass. 

William S. Anderson, Penn. Leather Company, Philadelphia, 
Pa. 

Stanley L. Bullivant, Northwestern Leather Company, Boston, 
Mass. 

Percival E. Foerderer, Robert H. Foerderer, Inc., Frankford, 
Philadelphia, Pa. 

J. Willard Helburn, Helburn Thompson Company, Salem, 
Mass. 

Victor G. Lumbard, Ohio Leather Company, Girard, Ohio. 

Ansley K. Salz, Kullman, Salz & Co., San Francisco, Cal. 

J. Clinton Smoot, C. C. Smoot & Sons Co., North Wilkesboro, 
N. C. 

Ex-Officio 
Harry I. Thayer, Thayer-Foss Company, Boston, Mass. 


Executive Officers 
President: Fraser M. Moffat, Moffat, Cover & Co., Irvington, 


N. J: 
Vice-President: Cecil Q. Adams, Bristol Patent Leather Com- 


pany, Boston, Mass. 
(Continued on page 88) 
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THE MOST BEAUTIFUL WOMEN IN AMERICA 


Keep skirts short and continue straps as a youthful type of footwear is what most of the young 
ladies said they would advocate as style. Your best style publicity in your home city can be linked u 
with this annual selection of city beauties. Upper left are shown the Misses Memphis, Portland, 
Seattle, San Francisco, Kansas City and Fall River. Upper right is Miss America. Lower left is 
Miss Detroit and lower right are Misses Los Angeles, Seattle, San Francisco and Portland. 
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(Continued from page 86) 


Vice-President: Arthur W. Wellington, United States Leather 
Company, Boston, Mass. 

Vice-President: C. Wilson McNeely, Perkins & McNeely, 
Philadelphia, Pa. 

Vice-President: George B. Bernheim, R. Neumann & Co., 
Hoboken, N. J. 

Treasurer: George W. Olmsted, J. G. Curtis Leather Com- 
pany, Ludlow, Pa. 

Secretary: Edward A. Brand, New York City. 


DIVISION COMMITTEE 


Sole and Belting Leather 


J. J. Desmond, J. W. and A. P. Howard Company, Corry, Pa. 
(Chairman). 

W. S. Anderson, Penn. Leather Company, Philadelphia, Pa. 

R. B. Deford, The Deford Company, Baltimore, Md. 

F. J. Kitchell, National Leather Company, Boston, Mass. 

William McAdoo, Jr., Central Leather Company, New York. 

J. T. F. McGarry, William F. Mosser Company, Boston, 
Mass. 

F. C. von Der Heide, Armour Leather Company, Boston, 
Mass. 

Leonard Wheeler, Taber-Wheeler Company, Boston, Mass. — 


John E. Wilder, Wilder & Co., Chicago, Til. 


Eastern Upper Leather 


Henry B. Dillinback, Beggs & Cobb, Inc., Boston, Mass. 
(Chairman) 

G. N. Bankhart, E. C. Mills Leather Company, Boston, Mass. 

Lucius J. Barnet, J. S. Barnet & Sons, Lynn, Mass. 

Oliver Hall, Tolman, Dow & Co., Boston, Mass. 

W. Thatcher Hollis, C. D. Kepner Leather Company, Boston, 
Mass. 

Burt W. Rankin, Hunt-Rankin Leather Company, Boston, 
Mass. 

Sig Rothschild, Barnet Leather Company, Boston, Mass. 


Western Upper Leather 


Fred J. Rueping, Fred Rueping Leather Company, Fond du 
Lac, Wis. (Chairman). 

William B. Eisendrath, Monarch Leather Company, Chicago, 
Il. 

Frank H. Fiedler, Albert Trostel & Sons Co., Milwaukee, Wis. 

Albert F. Gallun, A. F. Gallun & Sons Co., Milwaukee, Wis. 

R. H. Graber, Forsyth Leather Company, Wauwatosa, Wis. 

Thomas S. Keirnan, Greiss-Pfleger Tanning Company, Chicago 
Ill. 

I. Horween, Horween Leathre Company, Chicago, Ill. 

F. L. Roenitz, American Hide and Leather Company, Chicago, 
Ill. 

M. C, Weimar, Armour Leather Company, Chicago, Ill. 


Coat and Cabretta Leather 


C. Wilson McNeely, Perkins and McNeely, Philadelphia, Pa. 
(Chairman). 

John B. Blatz, Amalgamated Leather Companies, Philadelphia, 
Pa. 

A. L. Fitzpatrick, Burk Brothers, Inc., Philadelphia, Pa. 

George W. Chandler, Surpass Leather Company, New York 
City. 

Percival E. Foerderer, Robert H. Foerderer, Inc., Frankford, 
Philadelphia, Pa. 
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Louis H. Coxe, Jr., Coxe & Lloyd Leather Co., Wilmington, 
Del. , 
Laird H. Simons, William Amer Company, Philadelphia, Pa. 

Milton J. Sloss, Castle Kid Company, Camden, N. J. 

W. R. Verner, Quaker City Morocco Company, Philadelphia, 
Pa. 

J. Wirt Willis, New Castle Leather Company, Wilmington, 
Del. 

Bag and Strap Leather 


William Hatton, Eagle-Ottawa Leather Company, Grand 
Haven, Mich. (Chairman). 

Major Joseph W. Byron, W. D. Byron & Sons Co., Hagerstown, 
Maryland. 

Eugene J. Gutmann, Gutman & Company, Chicago, II. 

Benjamin V. Harrison, Benj. V. Harrison Company, New York 
City. 

August H. Vogel, Pfister & Vogel Leather Co., Milwaukee, Wis. 

Louis J. Robertson, Robertson Leather Co., New York. 


Patent Upper Leather 
Maxwell J. Lowry, Avery & Lowry Co., Boston, Mass. 
(Chairman) 
Cecil Q. Adams, Bristol Patent Leather Co., Boston, Mass. 
Henry B. Dillinback, Beggs & Cobb, Inc., Boston, Mass. 
A. F. Gordon, Forsyth Leather Co., Boston, Mass. 
Lewis Straus, M. Straus & Sons Corp., Newark, N. J. 


Harness Leather 


Edgar H. Woelfel, Woelfel Leather Co., Morris, Ill. (Chairman) 
Frank Bolz, Pfister & Vogel Leather Co., Chicago, Ill. 

Harry V. Bretney, The H. V. Bretney Co., Springfield, Ohio. 
Wendell B. Campbell, Perkins-Campbell Co., Cincinnati, Ohio. 
Louis C. Suhre, Rudolph Suhre & Sons Co., Cincinnati, Ohio. 
W. H. Schroeder, N. R. Allen’s Sons Co., Kenosha, Wis. 

L. C. Hermann, Herniann Oak Leather Co., St. Louis, Mo. 


Upholstery Leather 


Harry N. Hill, Cleveland Tanning Co., Cleveland, Ohio. 
(Chairman) 

Fred C. Fabel, American Oak Leather Co., Cincinnati, Ohio. 

Robert C. Good, Lackawanna Leather Co., Hackettstown, N.J. 

William Hatton, Eagle-Ottawa Leather Co., Grand Haven, 
Mich. - 

Robertson S. Ward, General Leather Co., Newark, N. J. 


Sheep and Lamb Leather 


Henry W. Stone, Holburn Thompson Co., Boston, Mass. 
(Chairman) . 

Frank G. Allen, Winslow Bros. & Smith Co., Boston, Mass. 

Fred A. Chilton, Richard Young Co., Boston, Mass. 

W. R. Fisher, A. C. Lawrence Leather Co., Boston, Mass. 

Elliott L. Macdonald, L. B. Southwick Co., Peabody, Mass. 


Fancy Leather 


William H. Barrett, Barrett & Co., Newark, N. J. (Chairman) 

I. Milton Barnet, Sol. Barnet & Son, New York City. 

Louis M. Musliner, Geirman, Musliner & Brightman, Inc., 
New York City. 

Louis J. Robertson, Robertson Leather Co., New York City. 

Samuel K. Webster, Schoellkopf & Co., New York City. 


Glove Leather 


Joseph W. Mendel, Gloversville Leather Mfg. Corp., Glovers- 
ville, N. Y. (Chairman) 

J. Willard Helburn, Helburn Thompson Co., Salem, Mass. 

Maurice S. Miller, Chicago Tanning Co., Chicago, Ill. 

August H. Vogel, Pfister & Vogel Leather Co., Milwaukee, Wis. 

E. E. Weil, Weil & Eisendrath, Chicago, Ill. 

Arthur R. White, Fear & White, Gloversville, N. Y. 
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y. ies THE MOST BEAUTIFUL WOMEN IN AMERICA 

When sixty percent of the footwear worn was of Louis heel character it bespeaks Beauty's 

selection. In some cities the young ladies were outfitted from head to toe with wearables from local 
stores—the publicity was both sectional and national. Upper left is Miss Los Angeles. Upper right— 

" Miss Philadelphia. Lower right—Miss Memphis and p marta Lower feft—A group of beauties 
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What Are We Going to 
Do About It? 


BY W. A. CORRE 
Credit Manager of The Duttenhofer-Stevens Co., Cincinnati 


f eerg ABUSES are many and hurtful to the 


trade. Cancellations come first iaflicting the 
: greatest loss. 

Retailers who cancel orders after their shoes are cut, 
are inconsiderate of the loss sustained by the manu- 
facturer. Cancelled shoes are sold below cost, and find 
their way into bargain stores or cut price sales. 

This vast waste of legitimate profit also militates 
against the retailer in cutting his profit on sales. 

Instead of cancelling, some retailers return the shoes 
with weak excuses. Thus the manufacturer’s profit is 
wiped out and he pays the freight besides. 

Modern factories are producing shoes of a very high 
standard, yet some retailers are over critical and 
exacting in returning shoes unjustly. They pass every- 
thing they can to the manufacturer. 

We also have with us the “discount hog”—who takes 
long time and tries to steal the discount too. Some try 
to slip through a settlement by adding interest for 
the extra time taken, and then deducting discount. 
They ignore terms on the invoice, and make their own 
terms. 

There is joy and satisfaction in doing the right thing, 
but some of us do not seem disposed to do the right 
thing. 

If we are born: with a mean disposition, it does not 
follow that we have to die with it. 


. 
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“Onyx’’ Dealers: 
send for this new, free booklet 





It shows a variety of new hosiery cuts for 
newspaper advertising. They are all free 
to you on request. 





It contains examples of copy written for any 
kind of hosiery advertisement. You can 
adapt this copy to your own needs in the 
twinkling of an eye. 














It illustrates a large number of simple and 
effective layouts, and gives your printer 
directions for making up similar advertise- 
ments. It shows how to use borders, 
type, and white space to obtain striking 
advertisements. 





It includes a number of interesting advertising articles reprinted from 
Printer’s Ink. 


It tells about the “Onyx” advertising service which is ready to help you 
turn hosiery into dollars. 


“Hosiery Cuts, Copy & Layouts” 


A book of Suggestions for the Retail Advertiser 
by the ‘‘Onyx’’ Service Department 


A booklet designed to assist the busy man who writes retail advertisements. 
It simplifies his problems, saves time, and provides suggestive ideas for 


hosiery merchandising. 
Send for it, it 1s free. 


Emery 6 Beers Company, inc 


Adv. Dept., B’way at 24th St., New York 


sole owners and wholesale distributors of 


“Onyx 33 


z, 
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MODEL 
SHOE STORE 


FOR 


MEN'S FINE 
SHOES 


: 


A study of it is well worth a 
trip to Syracuse, N. Y., for it 
contains exceptional features of 
arrangement,display,and service. 


a i . . ; ¥ 
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The Nettleton Idea of the High-Grade Shoe Shop for Men of the Future 


Coming up the stairs of the Nettleton factory, the visiting merchant suddenly 
discovers on the second floor, a model shoe shop, complete in every detail, in 
marble and bronze, plate-glass and tiled floor, and window display in keeping 
with the season. He gets Henry W. Cook's idea in an instant—that in selling 
men’s fine shoes, the store and its appointments are a distinct part, in holding the 
high-grade characteristics of both merchandise and service. 

There may never be a pair of shoes sold to a customer in this store, but the ideas 
therein will be instrumental in getting more fine shoes sold in the stores of mer- 
chants who contemplate new stores and new methods. 


An interior in fine woods, pan- 
elled and kept in a pure old Eng- 
lish design, rich leather seats 
and fitting benches, lanterns, 
cigar stands, and a tiled border 
around the floor. The heavy 
doors are works of art, with their 
columned panes. The illumina- 
tion and the ceiling are in har- 
mony with the old English de- 
sign carried out in every detail 
of the interior. 
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THE SATURDAY EVENING POST 


Will you give 
15 minutes this week 


October 28,1922 





Y 





Sor a lifetime 
of foot comfort? 


If there is a single condition there 
which you have ever experienced, by 
all means take advantage of Dr. Scholl’s 
Demonstration Week, Oct. 28 to Nov. 4. 
If your feet ache and burn, if walking or 
standing tires you quickly, if you have 
corns, bunions or callouses, weak or turn- 
ing ankles, tender heels or rheumatic-like 
pains in the feet or legs, here is your oppor- 
tunity to get relief. 

Thousands of men, women and growing 
children endure endless suffering as a re- 
sult of weak arch, foot strain and broken 
down arches (flat foot). And yet these 
conditions can be quickly relieved and 
permanently corrected by Dr. Scholl’s 


EE the chart at the topof the page. 





Dr. Scholf’s Metatarsal . Arch 
Supports—adjustadle to any foot 
condition—wrll bring immediate 
and lasting relief 


Callouses on soles, pains in the 
fore part of the foot, cramps in 
toes? This indicates that the arch 
ecress the ball of the foot ts 
e@cakening and breaking down 


method—without even a change in your 
usual style of footwear. 

How to correct weak arches 
Tocorrect these conditions, the cause must 
be removed and nature must be assisted. 
Dr. Scholl’s Foot-Eazers and Arch Sup- 
ports, as applied to each individual case, 
do this by gently supporting the bones and 
ligaments, increasing the circulation and 
stimulating muscular action until the 
strength of the arch is entirely restored. 

They do this gradually, a fraction of 


Callouses 





XN 


Tendei 
joints 


mN 


Pain in 


instep 


Weak 
arch 


Weak o7 
painful 
ankle 


Pains — 
under arch 
Flat foot 








an inch at a time. As the arch structure 
is elevated to normal and permanently 
strengthened, the use of these appliances 
in many cases is no longer necessary. 

No two feet, no two conditions, are the 


Bunions or enlarged joints? Dr 
Scholl's Bunion Reducer removes 
the pressure, hides the unsightly 
bulge and gradually reduces the 
growth. 75¢ cach 


Crooked or overlapping toes? Dr 
Scholl's Toe-Flex aids in straight- 
ening them. Made of soft, flexible 
rubber. Price, 75¢ eac 


same. Each case requires individual treat- 
ment. Obviously, no treatment other than 
an adjustable arch support can apply to 
every case. Certainly no support built into 
the shoe is adapted to each individual 
condition and each changing condition. 


Minor foot troubles relieved quickly 
Dr. Scholl’s Foot Comfort Appliances are 


Crooked, worn-down heels on the 
inside of the foot indicate a weak- 
ening of the arches—the necessity 
for readjusting the body's weight 


Dr. Scholls Walk-Strate Heel 
Pads correct this condition, even 
2 the body's — and preserve 
the shape of the shoes, Price, 40¢ 
per 


fitted to each individual foot and to each 
individual foot condition. Each Scholl 
dealer is required to have Dr. Scholl’s Arch 
Fitter—a specially designed machine which 
enables him to mold the appliances to the 


exact elevation and shape required in each 
particular case. 

Tender, aching corns, painful bunions, 
callouses on the ball of the foot or heel, 
overlapping or contracted toes, hot, burn- 
ing, tender feet, cramped toes—all cause 
untold suffering and prevent millions of 
people from really enjoying life. And yet 
this suffering is absolutely needless. There 
is a Dr. Scholl Appliance or Remedy which 


Dr. Scholl's Zino-pads relieve 
corns immediately by removing 
the pressure and Acaling the 
irritated surface 


Put one on—the pain is gone 
This applies to corns, bunions 
callouses and tender spots. A 
wonderful treatment. Price, 35 
per box 


will give quick and permanent relief for 
every foot trouble. 
Money.back if you want it 
Go to the Scholl dealer in your community 
during Demonstration Week and find out 
sitively, definitely, the condition of your 
eet. He will supply you with a Dr. Scholl 
Appliance or Remedy if needed. Wear it 
ten days—f it fails to give relief and com- 
fort, your money will be refunded. 
Insist upon having Dr. Scholl’s original and 


“genuine Foot Comfort Appliances and Reme- 


dies. Do not be misled by extravagant claims 
regarding devices in which you cannot have 
the utmost confidence. 

If you cannot locate the Scholl store in your 
community, write our nearest office. Address 
The Scholl Mfg. Co., 000 W. Schiller St., 
Chicago, Ill. or 62 W. 14th St., New York City. 
For Canada, address The Scholl Mfg. Co., Ltd., 
112 Adelaide St., E., Toronto. 


Dr Scholls Demonstration Week_ 


OCTOBER 28 TO NOVEMBER 4 





FREE AT YOUR DEALER’S 


Clip the coupon (at the right) and take it to your shoe dealer this week. 
It will entule you to: 


1. Dr. Scholl's Corrective Foot Exercise Chart 
Mustrates actual ie luctions of a series of exercises 
for building up and strengthening the muscles of the fect. 

2. Booklet, “Treatment and Care of the Feet” 
The book & illustrated and describes the various foot 
trowbles, causes and 
foot comfort. 


of treatment which will bring permanent 
3. Free sample of Dr. Scholl's Zino-pade 
The newest, safest and surest method of giving relief to corns, bunions, 
callowses and tender spots on the feet. 
Take the coupon to your local store. Absolutely no charge. If for any 
reason he cannot supply you, mail u dwect to ws ond we will supply you 


SPECIAL COUPON-—FREE! 


This coupon will entitle the holder, when signed and presented 
to any shoe dealer or department store, to: 

1. Dr. Scholls Corrective Foot Exercise Chart 

2. Booklet, “Treatment and Care of the Feet” 

3. One sample of Dr. Scholl’s Zino-pads 

and, if desired by the undersigned, a complete foot and shoe 
trouble analysis and demonstration. 


October 14, 1922 





This Advertisement will appear in the 
Saturday Evening Post, October 28th 


2,225,000 Circulation 
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Will you make this 
advertising your advertising? 


STOP just a moment and read the striking, 
full page advertisement on the opposite 
page that will appear in the Saturday Evening 
Post on October 28th. This is a part of the 
nation-wide Advertising Campaign that will 
make Dr. Scholl’s Demonstration Week— 
Oct.28-Nov. 4—the greatest success that the 
shoe trade has ever witnessed. This is as truly 
your advertising as if you wrote it and paid 
for it yourself. 


Note that the Free Coupons are redeemable at shoe stores 
rendering Dr. Scholl’s Foot Comfort Service. Thousands 
of these Free Coupons will be presented at shoe stores 
identified with this great Demonstration Week Drive. 


You cannot afford not to be hooked-up with this move- 
ment. It does not cost you a dollar, yet it will bring 
you many dollars in return. 


The Saturday Evening Post advertisement is only a part 

of this far reaching campaign. On Oct. 29th another Mail 

Full Page in Four Colors, will appear in the American 

Weekly Magazine with 3,500,000 circulation. Other ad- Coupon 
vertisements will be run in the Ladies’ Home Journal, Today ” 
Woman’s Home Companion, American Magazine, sf 


Cosmopolitan and the Literary Digest. Thest magazines / The 
have a combined circulation of over 12,000,000, with i 


probably 50,000,000 readers. a (Address 


, . Nearest Office) 
z Gentlemen: Please 


" that you are going to make this FREE, all 
Decide now *t you are going eed ie FREE, al 


advertising your advertising by 7. lowing material for Dem- 


sending us the attached coupon—TODAY. 7 onstration Week: 
‘ “ [0 Window Trim Material. 


ad 
THE SCHOLL MFG. Co oy tioonoe 
x . 7 © Booklets, Imprinted with Firm 
Largest Manufacturers of Foot Specialties af Name. 
in the World 5 3-color Illustrated Letters. 
Chicago New York Toronto (() Coupons to go with Letters. 
213 W. Schiller 62 West 14th 112 Adelaide 
Street Street x 
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Window Display Fixtures 
in CHIPPENDALE 
PERIOD Design 


A Set of Chippendale Shoe 
Fixtures are very neat and at- 
tractive for use in shoe store 
windows. 

They form attractive settings 


for your merchandise, and al- 
ways are in keeping with the 
character of your store. 
For satisfactory results from ; 

your windows—depend upon fix- 
tures of distinctive character. 
We are certain you will be 
pleased with fixtures in Chippen- 
dale Period Design, for they 


favorably back up your mer- 
chandise. No. 2807 


Catalog ‘I ** completely describes all the 
fixtures we make. 


Ask us to mail you one. 


Hugh Lyons & 
Company 


707 South Street 
Lensing, Michigan 


Chicago Office 232 S. Franklin Street No. 1912 
New York Office 35 West 32d Street 
Boston Office 52 Chauncy Street 
Baltimore Office 1 North Eutaw Street 


No. 2813 
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A corner in the model shoe store 
showing the displayYcase em- 
phasizing one style_at a time— 
the specially designed fitting 
bench and customer's seat and 
the single carton shelving. The 
ornate lantern gives both color 
and light and the_tiling is in 
selected colors. 


Diagram of the model shoe store for men showing the essentials of good store 
arrangement—the compact interior is equipped to illustrate the need of ample 
floor space for customer comfort, adequate stock facilities, and plenty of illumi- 
nation. The window is designed to catch the eye and hold the attention with a 
few shoes and a well-planned sales motif is linked up with it. Store methods 
and merchandising plans will be tried out in this laboratory so that the sale of 
fine shoes may be increased nationally. 
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The salesman that calls on every 
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merchant and display man 


and 


IS THE.SCHACK CHRISTMAS CATALOG 


Stays with them the entire season. 

Shows not two trunks but the complete line. 
Gives a comprehensive and complete description. 
Exhibits color combinations. 


Presents a complete offering of flowers, vines, backgrounds, papier mache novelties, 


roping; in fact, everything necessary to decorate windows and interiors. 


WILL be around to you soon. Place your orders through this salesman. 


Satisfactory merchandise. 
GET Prompt service. 
Lowest possible prices. 


If your name is not on our mailing list, write now for Christmas Catalog B 








VISIT OUR DISPLAY ROOM IN THE LOOP, 
63 EAST ADAMS STREET. 


II III IIA ADP 
Z Ls 





OCTOBER 28. 














WATCH FOR THE SPECIAL OFFERING IN 
THE SHOE STORE SERVICE SECTION 








THE SCHACK ARTIFICIAL FLOWER CO. 


DESIGNERS, MANUFACTURERS, IMPORTERS 
Factory: 1739 Milwaukee, Avee CHICAGO 


Display Room: 63 E. Adams St. 




















Every Shoe Store 


Can Have 








The Most Scientific and Accurate Length 


and Width Foot Measurer 


In the 





CLARKE-EMERSON MFG. CO. 


BOSTON 


18 Tremont Street 


MASS. 
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| Words of Praise from 
Your Fellow Merchants 














Service for 
pow en" pleasec 
T 





Hand Designed Show Cards on a 
Monthly Ser vice Basis ~ Individual 
Features with Exclusive Use. 


Show Card Service 


Cc. 
6433_R dAve. 
Chicago. 1lUSA. 


Your letterhead will bring you sample cards and further information. 





















This Space 
Reserved for 


The ADLER-JONES Co. 


Designers, Manufacturers, Importers 
Artificial Flowers, Art Specialties 
Valances and Wickerware 


206 So. Wabash Avenue 
CHICAGO, ILL. 


Plates and copy for this space left 
Chicago by first class mail Saturday, 
October 7th, but had not been re- 
ceived up to time of going to press. 











SAT 


Van Vay Vay Vat Pas Vay Vay Vat tae, 
b> hp YP <i> <2 <u> ain <p ip <i 
Wns ohne one one 8 ne ss Se 


ray as 


SASS SS: 


SESE 


‘ 


EME A A Se 





sew 


S| 





BOOT AND SHOE RECORDER 
QUICK SELLING#x#* 


Colonial 
®rnaments 


IRRESISTIBLY APPEALING 
IN BEAUTY OF DESIGN. 













RICH REWARDS TO 





RETAILERS SELLING THE 





W. K. C. LINE 





Cut Steel Patterns. 


Pretty and 
Pleasing 


Jmported Cut Steel 
Buckles 


(Square and Oval, see Cut) 


$5. 


00--$15.00 per pair 


Imported Buckles 


(Cut Steel Designs) 


$9.00—$18.00 dozen pair 


Colonial Buckles 


(New Designs, Metal Effects) 
$4.50—$9.00 dozen pair 


Tongues 


(Plain and Fancy Designs) 
For Converting Strap or Other Ties 


$6. 


00--$9.00 dozen pair 


This one of our imported 


Many others 








TASSELS! TASSELS! TASSELS! 


Black 


Silk (for Ribbon Lace) 
50c. dozen pair 


if 





W.B. Chandler, Inc. 


125 Summer St., near South Station 
Boston, Mass. 


SCALE CULE OA FACE CSE TIALE TSAR SACRE TILE PLT CLLR TLE TYE TH 


Ake eLeke Ske Ce SL 


Yew 


99 


DOLLS tLe Se SLE 
a eS hy &H eS 
Vs a 


Ce OUe OULe OS eer ee = 
7S hy he Se Se Fe F 
Ve Ve ANNAN AN Ve 


"PGs BEE 8 © 


TLLE SYLS SLE SALE vL.foe CLLE CLLE CULE 
is & a OS Ring as hy he G 
« “v ee Ve re ee « y . 


“ 


Se Oe Oe 
~’ 


WE SYS Ce CLKE CLLE CYL OLLe OS ©: as: ee 
a hy he H = hy hy Se H S hy he Se Ge F 
ve Ve a Se Ve “ 


SA WOKS TPAD COLT TOLLE TET COLE vane COREE TIRE TAT RT 
EEEREREPEEES 


Tce oe 
yy 4 


= or 


AE CULE SALE SIE ALE THLE OS 


SAE weet eee te 
NY ey, ol ae 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 


100 






DTP ELST RSSEM A CC 
















‘ References: American Exchange Bank — Dun — Bradstreet : 
a —————d 





BOOT AND SHOE RECORDER October 14, 192? 






































SEVEN GOOD REASONS 
WHY AN ADRIAN X-RAY 
SHOE FITTER SHOULD BE 
A PART OF YOUR STORE 
EQUIPMENT 






It will attract attention 
Arouse interest 

Create confidence 
Generate good will 
Leave a good impression 
Save time and temper 

And increase your sales 


J/ldrian XRay Shoe Fitter 


THE SILENT SALESMAN WILL SELL MORE SHOES 
THAN ANY OTHER MEDIUM WITHIN YOUR GRASP 


This method of shoe fitting will bring a customer back, especially parents with 
growing children, because the necessity for correct fitting of children can be 
best impressed upon the parents by what they see with their own eyes 


If you want to know about our plan of making an ADRIAN X-RAY SHOE 
FITTER pay for itself, write us today. 


SORGEL ELECTRIC COMPANY 


138-140 West Water Street 
MILWAUKEE, WISCONSIN, U. S. A. 

















Gr Made with an “ip 
Adrian X-Ray Shoe Fitter 
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the Story of a MAN 
and His Work 

















THOMAS KENDALL KELLY 
vhe Kelly § ‘Sales System 





such interest and enthusiasm as The Progressive Business Con- 
gress, which held its second annual session September 5th and 
6th at the Radisson Hotel, Minneapolis, Minnesota. 

The Progressive Business Congress was founded and financed per- 
sonally by Thomas K. Kelly as his contribution to the progress and de- 
velopment of retail merchandising. It affords merchants an opportunity 
to get together for a discussion of their problems—for an exchange of 
ideas under the leadership of competent merchandising authorities. 

The enthusiastic endorsement and heavy attendance of The Pro- 
gressive Business Congress by retailers and wholesalers alike places the 
seal of practical success on Mr. Kelly’s judgment and work in perfecting 
this organization. 


Fos: recent movements for the betterment of retailing have created 
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Banguet Scene 


and Wholesalers’ and Manufacturers Exhibits at 
Second Annual Session Progressive Business Congress 
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“=** FOOD PRODUCTS 
(MM © Geo. RNewe. & Co. 
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“B EING in business isa public responsibility.” 


{| In that brief and characteristic statement Thomas 
K. Kelly, President of The T. K. Kelly Sales 
System, sums up his philosophy of business. 


{| It is this viewpoint of business that explains his organi- 
zation of The Progressive Business Congress—an enter- 
prise that inevitably meant on his part a heavy sacrifice 
of time and substantial expenditures of money. 


{| But with the vision of business that is Mr. Kelly’s, a 
vision that sees every business a part of all business, as 
any individual organ of the body is part of the body— 
such a venture was a most logical one to make. 


| He declares the health and growth of every business is 
drawn from the strength and vitality of other business. 
As a unit business thrives and prospers and as one it 
sickens and falters. 


{| His development of The Progressive Business Congress 
is a movement for healthy, vigorous retailing bound to 
produce its favorable effect over a scope beyond the limits 
of the retail lines. 


{In going outside of his own organization, The T. K. 
Kelly Sales System, to bring his merchandising knowl- 
edge into play for the benefit of the retailer, Mr. Kelly 
shows his firm belief in co-operation as the key to 
prosperity. 


{| No business is sufficient unto itself, and in the acknowl- 
edged success of The Progressive Business Congress, Mr. 
Kelly has given American business men an object lesson 
in practical co-operation for the betterment of business. 





































































































Dry Goods and Apparel 





62 “ain Street, 
Torrington, Connecticut 
J. *. QYUVERTON & 60, 
Kelowna, British Columbia 


The T. «. Kelly Sales Systes, 
Minneapolis, Minnesota. 


Gent] emen 
The T. Kk. Kelly —— {are 
fe have a report to make on our sale that no doubt Minneapolis, Minnes 
Will be as big a pleasure for you to read as it is 
for us to send it. Gentlemen: 
From our stock of $20,000 we sold $11,000 out of it It has been « very great pleasure for me to do 
during the ten days of your campaign, and if we had business #ith your firs. 
gone into the market and supplied ourselves with 4 
additional merchandise, we could have substantially Everything #ent aiong so emoothly and nicely, 
increased this amount of busines® 4 and everything so satisfactory, that I regara sy 
Connection #ith you people as one of the sost 
eatisfactory experiences | have hac since I went 
into business. 





However, we were anxious to reduce the stock we had 
on hand, and would rather sell less from our present 
stock than to have added additional merchandise 
Our gross eales case very close to $15,000. This 
You know what industrial conditions are in New Englend asount govea out approxzisately one-third of our 
at present while other communities are harder bit b ~~ etock. 
than Torrington, nevertheless, we have suffered severe- ay 
ly from business depression and labor troubles The work of your representative was exceptionally 
efficient and we consider his « man of remarkable 
We feel it would not be fair to pass up this opportu- adility in advertising an: serchandising. 
nity of mentioning the wonderful work of your repre- 
sentative. He proved himself to be a gentleman and ia Yours very truly, 
& man of very exceptional ability 
2d. %. Pumerton & Co, 
af 


We consider it « pleasure to recommend your service Puserton (Signed) 
in the very highest ‘terms. C - ” - 





Yours truly, 











Chas. M. Parke 
By so. M. AN (Signed) 
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STOP TO CONSIDER THAT OUR STOCK BEFORE THIS SALE STARTED "OULD 
KOT IWPLTORT OVER $55,000 YOU CAN BANK OF Ke 48 4 KELLY ROOT 
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“ RE T K KELLY SALES SYSTEM 

STM BALLARD OTHER CF THE PORKER ML ARDERSON CLOC MING STORE UIWEAPOLIS MINNESOTA 
| SALE OPENED YESTERDAY TWO THOUSAED UIMNETY SEVEN DOLLARS AND 


SEVENTY FOUR CENTS SOLD FROK SEVEN THOUSAND DOLLAR SHOE 
STOCK EIGHT MILES FROM PATERSON EEF JERSMY ‘TWENTY ELGHT 
MILES FROM WEW YORK CITY HIGHLY SATISFACTORY 
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EXPERT OPINION 
AND PRACTICE 





” GRIFFIN MFG CO. 
67-69 Murray Street, 
New York. N 4 
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The Repco Shoe Stretcher Is Practically Unbreakable 


The new Repco Shoe Stretcher is 
a speedy, positive-action stretcher 
made entirely without springs, ar- 
rows, or any of those parts which 
are so troublesome in ordinary 
stretchers. 








Toggle-joint mechanism, square 
threads of large pitch, strong hinge 
on back—all metal parts of the 
new Repco Shoe Stretcher are 
made of cold rolled steel. Blocks 
are of well seasoned maple and 
shaped and finished as carefully as Positive action! Quicker action! Nothing 
a last. i to break! 


Made in nine sizes—No. 000 down to No. 6. 
Each stretcher is packed in an individual 
carton. 


“rea aa a I I I IC IC IC IC OC IC IC IC IC CC cd a a aes 


For sale by shoe findings jobbers. 
UNITED SHOE MACHINERY CORPORATION - - - BOSTON 
San Francisco Branch, 859 Mission Street 
J. K. KRIEG COMPANY - - - - - NEW YORK, N. Y. 
UNITED SHOE REPAIRING MACHINE COMPANY - - BOSTON 
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THERE’S A REASON WHY CUSTOMERS PREFER 
“HUBTIP” “NO-METAL-TIP” SHOE LACES 


—*HERE IT IS”— 


TIPS TIPS 





PULL OFF, FRAY OUT, CATCH IN HOSIERY 


YOUR STOCK, IS IT COMPLETE? 
TODAY’S PRICE LIST 
27 im. per gro. Laces, $2.00 36 in. per gro. Laces, $2.50 45 in. per gro. Laces, $2.90 63 in. per gre. Laces, $3.70 
30 im. per gro. Laces. 2.20 40 in. per gro. Laces, 2.70 54 in. per gro. Laces, 3.3@ 72 im. per gro. Laces, 4.10 


Either Black, Brown or Ruseet 
Aasorted Cabinets Supplied Qrder from Your Jobber Today 


FRANK W. WHITCHER CO., Boston and Chicago, U.S.A. 


The Boot and Shee Recorder will appreciate your mentioning the publication tm replies to adverticoments. 
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Real Help to Your Customer Means Cash 











TEACHIHIM TO VALUE HIS PURCHASE 
AND PROTECT IT. IT BOOSTS PROFITS 


a ee on oe ae es 


- a a wk 


Brown is a customer. You sell him a pair of shoes. Did you}try to 
sell him a pair of shoe trees? If you had explained to him the im- 
portant part that shoe trees play in adding to the wear of thezshoes. 
Brown probably would have bought one or more pairs, and thanked 
you for the information. There are possible shoe tree customers 
coming into your store every day. Tell them the story of “Miller” 
shoe tree protection. It means profits for you, and satisfaction fo 


2 a a a a a es 
88 9 oo or Se5e5c 


them. 


SEND FOR 
SHOE TREE 
CATALOGUE 


a a ee oe oe oe oe on ae oe el oe oe 
Tae ee ee ae ee ee ae ae ee a ae a a me ae ee as ee Pe ee ae 
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SHOE TREE DIVISION 


O. A. MILLER TREEING MCH. CO. 


BROCKTON, MASS. 
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‘King of Jobs’’ 
More Bargains from the House of Job Lots 


Another Cash Purchase enables us to offer these 
Extraordinary Values 


Save 15% to 30% 


No. B6—Men’s Tan Elk Work Blucher, Grain Leather 
Inner Soles, Two Full Soles, Stitched and Nailed, 
Bellows Tongue, Leather Top my. ~~ Stay and 
Pull Strap. Sizes, 6-10; 6-11; 7-10; 7-1 


Price $1. 65 


(Sold in 24 e $ case lots only) 


No. 915—Ladies Black Vici Comfort Polish, No. 41—Men’s Tan Bals. Goodyear Welt, 
Hand Turned, Stock Tip, Leather Top Grain Leather Inner Soles, Leather Heel 


Faci d Eyelet Stay, Rubber Heel. and Soles, Invisible Eyelet, Leather Top 
Sizes 3-8. pia nn 2 ez. —_ Eyelet Stay. Sizes 514-914; 
- & 


Price $1.60 Price $2.35 


(Sold in 36 pair case lots only) (Sold in 24 pair case lots only, one 
width to case) 


S. Rosenberg & Son. 
140-144 Essex Street - Boston, Mass. 


The Beet and Shee Recorder will appreciate your mentioning the publication in replies te advertisements. 
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CThe Creat National Shoe Uke 


ESTABLISHED APRIL I, 1882 
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CHICAGO 


Merchants Short on Wanted Styles 


Again in the Market for Novelties Which Have Made a Hit; 
Smaller-Tongued Colonials Advocated 


NQUIRIES of merchants who at- 
tended the Chicago National Shoe 
Exposition at the Palmer House, October 
2 to 5 developed the fact that stocks are 
low on the merchandise for which people 
are asking at the present time. A few 
months ago it became apparent to eastern 
merchants that tongue effects were going 
to be strong. The conviction spread west- 
ward and the alert buyers of the middle 
West and far West pinned their faith to 
footwear that covers the instep. 

Few merchants were fool hardy enough 
to buy this type of footwear in large quan- 
tities, but the ones who bought it have 
sold it and are back in the market for 
more. Not back for more of the same pat- 
terns that they bought originally, but 
more tongues of a different type and 
style. 

Advocate Smaller Tongues 

These alert buyers seem generally of the 
opinion that the new type should have 
smaller tongues. Instead of the gore front 
oxford type with the big tongue or the 
one strap with the large tongue covering 
the strap the types that have sold best are 
those on the order of an opera pump with 
a small square or pointed tongue effect. 
Some of these are made seamless, but in 
most cases they are circular vamps and 
whole quarter backs. 

Merchants point out that in buying this 
type of shoe where a large tongue is wanted 
it can be made of satin or leather that will 
harmonize with the shoe and may, if 
desired, be surmounted by a cut steel, 
rhinestone or other form of buckle and 
that the tongue being changeable, can be 
made to harmonize with various gowns 
and hosiery and the shoe therefore will be 
adaptable to wear on various occasions. 
Such a shoe is algo in good taste when 
worn without any decorations whatever. 

It is entirely possible and many of the 
wide awake alert buyers are of the opinion 
that history will repeat itself and that the 


wave of Colonials and tongue effects will 
be followed by a run on plain opera pumps. 

Patents and satins proved the popular 
sellers at the exposition. Black ooze re- 
ceived considerable consideration and 
there was a marked demand for ooze in 
mandalay and otter. Bronze kid came in 
for quite a bit of comment and was 
bought by many buyers, but usually in 
small quantities. Brown satin was bought 





quite freely, many merchants believing 
that this material would harmonize with 
the new shades of brown in dress materials 
and that by having a variety of styles of 
brown satin they could eliminate the 
bronze kid. 


Renewed Interest in Welt Oxfords 

During the past few months there”has 
been much talk among merchants and 
shoe stylists about the fancier and lighter 
types of footwear, and welt oxfords’have 
in a way, been forgotten by the inner cir- 
cles of the trade. The good conservative 
women of the country, however, have’not 
had this information and are still wanting 
welt oxfords. So say the merchants who 
were in Chicago during theJpast week. 





Paging Herman Cushman, vice-president of the A. S. Kreider Company of 


Chicago, this is where we found him. 


Mr. Cushman divides his time between his business and a very beautifully de- 
veloped country estate at Barrington, just outside the windy city. 

he pear and apple (giganticus) were grown on the Cushman farm and it’s 

doubtful whether Mr. Cushman is prouder of the excellent shoe styles displayed 


than of the horticultural exhibit. 


The Recorder representative was undecided whether the title of the picture 


ought to be “‘A Peach of a Line” or “Pair of Best Sellers.” 
Pick your own. 


of his eye’’ might be better. 


Maybe “the apples 


Any way we had to tell the photographer that Mr. Cushman wasn’t cross—he 
was only serious about his business—and then the picture was taken. 
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Not only are they asking for welt ox- 
fords in black kid and brown kid, but they 
want them in dull calf and medium shades 
of Russia and one of the biggest operators 
in style shoes in the Middle West was 
going from room to room, from -sample 
line to sample line, with an order in his 
hand for 500 pairs of brown and black 
ooze oxfords which he hoped to find in 
stock. One of the best sellers in oxfords 
was a dull calf trimmed with collar and 
lace stay of patent. 


Oxfords Lead in Men’s Styles 


While merchants generally were more 
interested in women’s shoes than men’s 
fickleness of style keeps 
them constantly on their toes, yet men’s 
The 
large proportion of oxfords which was 


because the 
shoes were not entirely neglected. 


sold against boots was rather surprising 
at this time of the year. While a goodly 
portion of the oxfords already placed 
were for January and February delivery 
there was at the same time quite a lot of 
business placed on men’s oxfords for 
delivery at once. This was especially true 
in the heavy winter oxfords of a broguish 
type of grained and boarded leather with 
full toes, wide extension soles, broad shank 
and flange heel. 

In one sample line of medium grade 
shoes the best seller was a plain toe 
crimped vamp blucher and two of the 
best selling leathers in this shoe were a 
black and mahogany cordovan. 


Fancier Types for Children 


To a great extent the interests of the 
buyers of children’s shoes was centered 
on the fancier types in both low and high 
cuts. Boots with collars having inlays of 
bright colors proved good sellers for at 
once delivery. In low cuts tongue effects, 
oxfords and straps that were decorated 
with some little touch of color sold better 
than the ordinary plain types. 


Factories Selling Their 
Output 


There is very little complaint upon the 
part of Chicago manufacturers as to the 


volume of business being booked in the 
factories and by the men who are on the 
road. E. B. Steer, sales manager of the 
J. P. Smith Shoe Company, says that in 
his opinion the good, well-rated, alert 
merchants are buying footwear just about 
the way they ought to buy it, and on 
certain styles that they know will be 
good and on which they can figure their 
future volume with fair accuracy they can 
safely place business for spring delivery. 
Other styles that are fairly staple can be 
bought 90 days ahead, while on the more 
fanciful and everchanging styles the 
merchant is wise in confining his buying to 
30 to 60 day delivery. 

Turn-over, in the opinion of Mr. Steer, 
is about the most important word in a 
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merchant’s dictionary today. No matter 
what may be his volume of business, unless 
his stock is turned frequently, it is pretty 
sure to show up at the end of the year to 
be short in profits. It is wisdom on the 
part of the manufacturer to work with 
merchants with this end in view. 


Important Changes in Shoe 
Departments 
A. H. Buehler, for several years as- 


sistant buyer and manager of thé women’s 
shoe department at Marshall Field’s has 
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recently assumed the management of the 
fifth floor shoe departments of Mandel 
Bros. Jack Cohan, who for some years 
back has been floor manager of the local 
I. Miller store, has become Mr. Buehler’s 
assistant. B.C. Kirchner, former mana- 
ger of the basement department of 
Marshall Field’s has been promoted to the 
place made vacant by Mr. Buehler in the 
Marshall Field organization. Seymour 
Bamberger, former manager of the fifth 
floor shoe department of Mandel Bros., 
has installed a shoe department in the 
B. F. George store on State Street. 





MILWAUKEE 


Retail Trade Hits Slump 


Hot Weather the Cause; Manufacturing Plants, However, 
Are Enjoying Good Business 


ILWAUKEE boot and shoe mer- 

chants report that business during 
the past week slowed down considerably, 
and fell short of the figures established by 
the week previous. Merchants ascribe 
the spasmodic business which has distin- 
guished the early fall season here and 
which has continued up to the present, 
to the equally spasmodic weather. A 
week of cool weather seems to be in- 
variably followed by a week of very hot 
weather. During the past week, Mil- 
waukee experienced the hottest October 
weather in 17 years, according to the 
local weather bureau. Merchants suffer 
greatly from these extremes of coolness 
and heat, for it is almost impossible to 
sell fall shoes during hot fall weather. 
Sales the first part of October will go 
ahead of those of last year in volume, 
despite the varying strength from week 
to week, according to the majority of shoe 
merchants. 


Colonials Getting Stronger 


Colonials are showing more strength at 
this time than they have at any time 
during the fall season. In the main, very 
little interest has been displayed in 
colonials locally, with the exception of 
frequent sales for evening wear purposes. 

Straps and oxfords have the call, with 
oxfords selling steadily in remarkable 
volume. Tan is a favoirte oxford color, 
according to merchants. 


Men’s Business Improves 

A slight improvement in the demand 
for men’s shoes has been commented upon 
by local shoe merchants, and is inter- 
preted as the beginning of the fall buying 
in men’s footwear. Oxfords are in 
greatest call at present, and give indica- 
tion of being strong factors in the selling 
throughout the winter months. High 
shoes, however, are showing more than 
the usuab early strength, much to the 
surprise of many buyers. Blacks have 


the edge in the men’s color demand, 
buyers claim. 


Manufacturing Booms 


Local shoe manufacturing plants are 
about the busiest industries in Milwaukee, 
according to Robert Witting, local man- 
ager of R. G. Dun & Co., who reports 
that with no exceptions, Milwaukee shoe 
factories are working at near-capacity 
production rates. 

Shoe factories making popular priced 
shoes are feeling the greatest demand, 
although the better class product is also 
in great call. The same prosperity pre- 
vails throughout the state, reports from 
various centers such as Racine, Chippewa 
Falls, Fond du Lac and other cities indi- 
cating that orders are coming in very 
satisfactorily. 


Milwaukee Association 
Meets 


The first fall meeting of the Milwaukee 
Shoe Retailers’ Association was held in 
the banquet room of the Association of 
Commerce. President Otto Hensel pre- 
sided at the meeting. The merchants, 
after disposing of routine business, dis- 
cussed various topics of association 
interest. As a result of discussion which 
occurred during the meeting, it is prob- 
able that the local merchants will embark 
upon an educational campaign the objec- 
tive of which will be the widespread dis- 
semination of knowledge concerning shoe 
store profits. The publicity committee 
of the association, headed by Charles 
Collar, distributed to members present 
at the meeting, the second of a series of 
pamphlets intended for distribution in the 
stores of merchant-members. These 
pamphlets deal with the proper care and 
protection of shoes, and state the attitude 
of the Milwaukee merchants on the ques- 
tion of satisfying the customer and giving 
him the most value for his money. An 
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educational campaign of a much different 
nature is also being contemplated by the 
association, and was discussed at the first 
fall meeting. Details of this plan, which 
will put the Milwaukee association in the 
front rank of similiar trade associations 
of this country, are withheld until per- 
fected. 


Caspari in Michigan 

A. B. Caspari, of Caspari & Virmond, 
Milwaukee shoe merchants, is spending 
several weeks in the Copper Country of 
Northern Michigan, on business. Mr. 
Caspari reports that conditions in the ter- 
ritory he is covering are good. An indus- 
trial revival, such as is being experienced 
by the country at this time, is imme- 
diately reflected in increased prosperity 
in the iron and copper country. 


Style Show Big Success 


G. R. Virmond, of Caspari & Virmond, 
Milwaukee shoe merchants, reports that 
extremely successful results have been 
attained by that company through partici- 
pation in local Style Shows. A heavy 
volume of business in children’s shoes was 
received immediately after Caspari & 
Virmond fitted child models with shoes 
for a Children’s Style Show. When the 
Alhambra Theatre decided to put on an 
immense Style Show, Oct. 8 to 14, it 
secured Caspari & Virmond to furnish the 
latest style footwear for the models. 
Although much sentiment against the 
style show has been expressed by shoe 
merchants of various cities, Mr. Virmond 
states that any enterprise which yields 
business results as the recent shows have, 
is worthy of active participation by shoe 
merchants. A style show serves to lend 
authenticity to the various fall styles. 
Only the accepted models for fall were 
shown by Caspari & Virmond at the 
Alhambra show, nothing extreme being 
given place. The resulting business fully 
justified the amount of time and energy 
put forth in equipping the models with the 
proper footwear. 


New Plant at Racine 


A modern fireproof daylight factory for 
the Racine Shoe Manufacturing Co., is 
now under construction on the north side 
of Racine. It will be ready for occupancy 
in the spring of 1923. ‘Factory space will 
be increased 50 per cent in the new 
building,” said A. A. Page, secretary and 
manager of the plant. ‘This will enable 
the output of the factory to be increased to 
1,500 pairs of shoes daily.”” The Racine 
Shoe Co. was organized and incorporated 
in 1902. During the first four years of 
operation the output averaged 200 pairs of 
shoes a day. It has been gradually 
increased until the production at the 
present time is 1,000 pairs daily. The 
company confines its activity to the 
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production of medium-priced dress shoes 
for men which are sold only to the retail 
trade. The ‘Racine Shoe”’ is sold princi- 
pally in the central, southern and western 
states, the line being particularly well 
established on the west coast. 


Menzies Award Cups 


The two silver loving cups awarded by 
the Menzies Shoe Co., of Fond du Lac for 
the record production in their two local 
factories for the month of September, have 
been given to the stock fitting department 
of Factory 1, and the upper fitting room 
department of Factory 2. Presentation of 
the cups was made by Roy Crabtree, 
superintendent of Factory 1., and P. A. 
Acleson, superintendent of No. 2. 

The Menzies company is advertising 
for additional help. It expects to produce 
more than $300,000 worth of shoes during 
the month of October. More than 1,000 
people are employed in the Fond du Lac 
factory, alone, irrespective of the branch 
houses. 


Tannery Head Resigns 


Edward C. Thiers, president of the 
N. R. Allen’s Sons tannery of Kenosha, 
Wis., has tendered his resignation to the 
board of directors. Mr. Thiers has been 
compelled by failing health to take up his 
residence in California. Mr. Thiers also 
resigns as a director of the Allen company, 
thus entirely severing his relations with 
the leather industry, in which he has been 
a prominent figure for many years. Since 
1912 Mr. Thiers has been the directing 
head of the Kenosha plant of the Central 
Leather Co., and has been active in the 
industry for 39 years. No successor to 
Mr. Thiers has yet been named. John I. 
Chester, vice-president of the company is 
taking over his work, and is considered the 
logical successor to the position of 
president. 


Trade Outlook Better 


“Industrial conditions in Milwaukee 
show further and quite general improve- 
ments and labor is thoroughly employed,” 
said Robert Witting, manager of the local 
branch of R. G. Dun & Co., in discussing 
the economic condition of Milwaukee. 
“In fact, competition for labor has devel- 
oped in certain industries. The reports 
from the principal cities of the state 
reflect similiar conditions and the 
shortage also extends to farm hands and 
woodsmen. The further gain is quite 
pronounced in the shoe industry which is 
now sold ahead with orders coming in 
very satisfactorily. Local and state plants 
are running to capacity on available labor. 
Collections seem to be improving.” 


Fake Solicitors Exposed 
Grafting solicitors are separating un- 
suspecting Milwaukeeans from their coin 
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through the medium of subscriptions for 
fake or questionable publications, accord- 
ing to Oscar H. Morris, manager of the 
Better Business Bureau of the Association 
of Commerce. ‘We have warned the 
public regarding these solicitors before,” 
said Mr. Morris. “But recent reports 
show that many persons have not heard or 
heeded the admonitions. Daily letters and 
telephone calls to the office show us that 
the subscription parasites are extremely 
active.” The presence of this type of 
subscription solicitors is hurting the 
business of the reputable solicitor for 
reliable publications, and no doubt has 
cut down circulation increases for many 
magazines and papers. 


Kiwanis Club Hears Davies 


The shoe manufacturing business is 
gradually being centered in the west, 
according to a statement made before the 
Racine Kiwanis Club by President Charles 
Davies, of the Davies Shoe manufactur- 
ing Co., Racine. Mr. Davies said that 
Illinois, Wisconsin, and Missouri are now 
in the lead in this industry in the middle 
west. Milwaukee and St. Louis have 
shown more than 300 per cent increase in 
the industry. “The West is coming fast,” 
said Mr. Davies, “and good shoes are 
being made. The western manufacturers 
have a reputation for a medium priced or 
low priced shoe. The factories in the west 
are oversold.” 


Veteran Dies 


Wilbur N. Davidson, 50 years old, for 
more than twenty years connected with 
the United States Shoe Machinery Co., of 
Boston, and for the last eight years in 
charge of the service division of the 
Milwaukee branch, died suddenly at his 
home here, of heart disease. Mr. David- 
son was prominent in fraternal circles, 
being a member of Cincinnati lodge No. 
133 F. and A. M., and of the Elks, Ohio 
lodge No. 5. He is survived by his widow, 
two sons and two daughters. 


New Manager Appointed 


G. A. Brooks, formerly employed as 
manager of the shoe department at Rose 
Brothers Store, Marshfield, Wis., has been 
appointed manager of the Paulsen Shoe 
Co., of that city to succeed A. P. Johnson, 
who recently resigned. Mr. Johnson is 
rapidly completing plans for the opening 
of his new bootery which he has estab- 
lished above the McCain-Johnson Co. 


Sells Suburban Store 


William Fassbender, owner of the West 
Allis Boot Shop, at West Allis, a suburb of 
Milwaukee, has sold his interest in the 
store to a chain store organization. Mr. 
Olson, the present manager of the store, 
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will continue in that capacity with the new 
organization. 


Bankruptcy Decision 
Affirmed 


The United States circuit court of 
appeals has affirmed the decision of 
Federal Judge F. A. Geiger that the 
Milwaukee Patent Leather Co. should be 
adjudicated as a bankrupt. Judge 
Geiger appointed Julius Goetz receiver of 
the company after creditors filed an 
involuntary petition in bankruptcy alleg- 
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ing that a receiver previously appointed by 
the State courts was a “friendly receiver” 
who had not administered affairs to the 
best interests of the creditors. 


Utley in West 


George P. Utley, vice-president of the 
Menzies Shoe Co., of Fond du Lac, Wis., 
has left for Portland, Oregon, for a two 
weeks’ visit at his Pacific Coast branch. 
While in Portland, Mr. Utley will hold a 
conference with the Menzies salesmen of 
that district. 
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Retail Business Again Spotty 


Higher Grade Stores Do Good Business with Medium Grades 
About Holding Their Own 


HE retail shoe business has been 

decidedly spotty during the past six 
days. While some stores showed good 
gains for the week, a majority of these 
increases were in grade stores 
which did an exceptionally large slipper 
business on the eve of the Veiled Prophet 
Ball, the biggest social event of the 
season. The medium priced or popular 
priced stores did not boast of a big week, 
while none reported a decided slump. 


better 


The particular note of interest was the 
gold and silver brocade slipper business 
that was transacted. The demand for 
these two materials was the largest it has 
been in years. Of course this was in the 
ultra-smart stores where only the highest 
grade merchandise is sold. One of the 
largest stores in the city sold out com- 
pletely their line of gold and silver bro- 
cade evening slippers. On the particular 
day that the Recorder correspondent hap- 
pened in the store, it was reported that at 
least 25 customers were unable to secure 
slippers of the size and kind they desired. 


Rainbow Cloth Popular 


Rainbow cloth was another material 
that was eagerly sought in the demand for 
evening slippers. Black satin also scored 
heavily in the call and many an expensive 
ornament or buckle accompanied the satin 
patterns. Silk fan shape tongues to be 
attached to opera pumps are proving one 
of the popular vogues of the season. One 
store has had a sufficient run on them 
that they have employed girls to make 
these unique ornments. The tongue is 
caught in the center with a rhinestone 
ornament. 

Satin Still Leads 


Business in general continues to find 
satin the first choice of the feminine sex. 
Little or no change is observed in the pat- 
terns with the exception of the appearance 
of a few more tongue effects. Satins in 


straps still hold first place among the 
patterns, with tongues making inroads. 
There have been inquiries during the 
past fortnight for all-over gray suede 
straps. Some stores are showing patterns 
of this character and a few Colonials of all 
gray suede also have been seen on display. 
Combination effects of suede and other 
materials have not been as good as they 
were expected to be earlier in the season. 
Oxfords in combination effects have had 
some little call during the week. Plain tan 
calf oxfords are reviving faster than any 
of the former styles. Most stores report 
favorable sales on tan calf and kid oxfords, 
with a tendency toward the broad toes. 


Patent Leather Gaining 


Patent leather is also on the upward 
trend in the demand. 
slumped off during the summer, many 
feel that the frost will bring them back 
with a rush, such as was experienced last 
spring. Some tongue patterns are being 
shown in patent and the only trimmings 
being used are that of stitching around the 
tongue, the throat of the vamp then run- 
ning down to the sole line. The stitching is 
usually gray, green or white. 

September business on the whole will 
not show a gain in most stores according to 
the reports received from retail merchants 
on the last day of the month. The last 
three weeks of the month showed good 
gains over the same period of a year ago. 
The first week when the hot spell struck, 
the business held down sales to last year’s 
level. 


Huette’s Have Kangaroo 
Window 


Huette’s Sixth Street store has a kan- 
garoo window that is creating considerable 
interest. A huge stuffed kangaroo occu- 
pies a large porportion of the window, 
together with a number of hides which 
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are draped about the display stands 
Men’s kangaroo shoes are displayed 
featuring all lasts and patterns. 


Bastian Does Big Business 


Al. Bastian, proprietor of one of the 
popular south Broadway shoe stores 
located at Broadway & Geyer Avenue, 
reported one of the biggest Saturdays 
their store has ever experienced. 
Bastian stated that it was next to im- 
possible to handle the people who came 
into their store to be fitted and more pairs 
had been disposed of than any other 
Saturday this year. 


Leader Showing New Tongue 
Patterns 


The Grand Leader is showing in the 
store display cases a new tongue pattern 
in two shades of suede, patent and satin. 
The tongue is fastened to the goring which 
is concealed under the tongue. A full 
Louis heel is carried on the shoe with 
a McKay sole. 


Charles Tweedie Here 


Charles Tweedie, president of the 
Tweedie Boot Top Company, as well as 
head of the Tweedie Footwear Corpora- 
tion was a visitor here from Jefferson 
City during the past week, inspecting the 
local factory and conferring with Sales 
Manager Mahler whose offices are in St. 
Louis, Mo. Tweedie reports the shoe 
business in fine shape and a continually 
upward tendency in the boot top business. 
He said he felt the long dresses would not 
interfere with the popularity of the boot 
tops which are proving to be the vogue 
everywhere. 


Manufacturers Meet 


The St. Louis Shoe Manufacturers and 
Wholesalers’ Association held their month- 
ly meeting Friday, September 29 at the 
Missouri Athletic Club. John Wilson 
president of the organization presided and 
the meeting was well attended. 

A committee was appointed to make 
arrangements to return the invitation to 
the Retailers’ Association, who last 
month held a golf tournament and dinner 
dance to which the manufacturers were 
invited. A similar event will be planned to 
which the retail merchants will be invited 
as guests of the manufacturers. A golf 
tournament will be held in the afternoon 
and a dinner and dance in the evening. 
No definite arrangements have been 
made as to when and where the event will 
be held, but it is expected it will be some 
time this month at one of the country 
clubs. Paul Jamison, of Friedman-Shelby 
Shoe Company is chairman of the golf 
committee and Al. White of Brown Shoe 
Company is chairman of the entertain- 
ment committee for the evening. 
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Cooler Weather Helps Sales 


Black Satins Continue to Lead with Black Patent Second and 
Browns Becoming Stronger 


ITH the coming of October, busi- 
W ness conditions are much improved 
as the weather is considerably cooler and 
thoughts are more centered on fall wear- 
ing apparel. Styles are practically as- 
sured, too, and there is no longer any 
need for hesitancy as to the correct mode. 
Summer clothes are being discarded and 
one feels that the fall season is definitely 
here and that fall clothes are necessary to 
one’s good appearance. This is resulting 
in more sales in all lines and the shoe 
merchants are getting their share. The 
offerings are very attractive and the win- 
dow trimmers have almost excelled them- 
selves, in some instances, presenting the 
various styles most advantageously. The 
outlook is very promising to those who 
have the merchandise which is most in 
demand. 

The outstanding feature of the fall 
styles in women’s footwear has been the 
predominance of black satin, frequently 
combined with brocaded satin. This de- 
mand is holding up well, with black 
patent a close second. The strip pump 
is gathering momentum steadily and this, 
of course, means that buckles and orna- 
ments are having a big run. The better 
class stores have found it necessary to 
inaugurate a department especially to de- 
sign and make buckles and ornaments 
appropriate to the shoe.and the costume 
with which it is to be worn. Some of the 
buckles run into considerable money, and 
$100 is not unusual for the brilliant 
studded ones. 


It is stated in some circles that brownS 
are picking up. Bullock’s shoe depart- 
ment reports an increasing sale on the 
various shades of brown and bronze, and 
Wetherby-Kayser’s also note a distinct 
tendency in this direction. This was anti- 
cipated earlier in the season and has just 
begun to materialize in this section to 
any appreciable extent. As brown is 
used chiefly to harmonize with the cos- 
tume, and is a fall color, it would necessi- 
tate the wearing of fall costumes to bring 
this color to the front, therefore it is 
expected that October and November 
will see it frequently appearing in the 
forefront of fashion. Black is firmly 
established as a style note as it har- 
monizes with the present modes. 


Buyers Back from Trip 


Wetherby-Kayser’s buyers, Emil Kay- 
ser, Frederick Kayser, and Frank Bush, 
have just returned from the greatest 
buying trip of their history, prepared to 
take the very best care of their increasing 
business. Immediately on their return 


’ they experienced one of the biggest days 


they have ever had. The new purchases 
are arriving daily and Mr. Bush and Mr. 
Kayser, Jr. expect to have to make an- 
other eastern trip within the next six 
weeks in order to keep the ‘newest style 
creations in stock. Mr. Bush says the 
full Louis heel is again coming into its 
own locally and that higher heels are 
the rule on all classes of footwear. 





CINCINNATI 


Strap Patterns Still in Lead 


Retail Business Shows Decided Improvement; Smaller Towns 
Have Not Yet Adopted Colonials 


HE retail shoe business here has 
taken on more vim and vigor this 
week as the colder weather reminded the 
public of the need for winter clothes 
and footwear. And with this improve- 
ment, the local dealers have taken on a 
decidedly more optimistic attitude with 
regards to the outlook for a healthy busi- 
ness throughout the fall and winter. 
With their stocks in very good condition, 
it is the opinion of many of the larger 
operators here that they will be able to 
show.a better net turnover for the next 
six months than has been ‘the case during 
the past six months. 
When the colonial pattern first made 


its appearance some of the local mer- 
chants were a bit perturbed for fear they 
would be caught with too many strap 
patterns on their shelves. It was thought 
by some that the popularity of the long 
skirt in the East meant an immediate 
change of the skirt length in this sec- 
tion of the country, and that it necessarily 
meant a sudden shifting to colonial pat- 
terns. Longer skirts have come into 
vogue among the extreme dressers of Cin- 
cinnati, but the more conservative element 
have sought to hit a happy medium, 
which does not cover the ankle, and with 
which the fancy strap patterns can be 
worn advantageously as well as the 
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colonials. The sale of straps, therefore, 
continues to lead in volume. 


Heels are Higher 


The heels that are selling, of course, 
are decidedly higher than they were last 
spring. The effect of having worn the 
low-heel patterns, however, has not 
vanished, for very few 16-8 Louis heels 
are being sold, except in the highest 
grades. On strap patterns and also 
colonials a heel which is a cross between 
a Louis and Spanish, 14-8 height, is the 
best seller. The popular heels on oxfords 
are around 12-8 and 14-8. 

Thus far, according to the manufac- 
turers and wholesalers, colonials are not 
being sold and reordered by the merchants 
of the smaller towns. The business has 
been coming from the large exclusive and 
department stores of the city. And as 
one manufacturer here states: “The real 
reason why these merchants have bought 
them is because they are the newest style 
development, consequently they can’t 
afford to be without them.” 


One Price Policy Successful 


Manager Denerrell of the Regal Shoe 
Store states that he has had a very satis- 
factory early fall business. He finds that 
the Regal policy of one price—$6.80—for 
all shoes, is attracting more attention 
every day in Cincinnati. He has been 
selling a good volume of a wish-bone 
pattern made up in patent and suede. 


Wholesaler Says Straps Lead 


Ed. Altman of the Altman Minces 
Company, jobbers of this city, reports a 
splendid business during the past few 
weeks on staple strap patterns, both in 
patent and satin. He says business has 
been beyond all expectations. 


Predicts Good Fall Business 


Myron D. Wolf, treasurer of the Sam B. 
Wolf Shoe Company, who returned re- 
cently from a tour of the larger cities of 
the country, states that all the retail 
dealers he visited are anticipating a large - 


fall trade. He found that a large ma- 
jority of them are finding it difficult 
just at this time to get the shoes they 
have ordered. 

“The larger retailers all reported a gain 
in August and September of this year 
over. the corresponding months of last 
year,” Mr. Wolf said. ‘In several in- 
stances this gain has been as much as 
40 per cent.”’ He stated further that he 
found the retail stocks in splendid condi- 
tion, that retailers are eager to get foot- 
wear, but at the same-time they are ¢6n- 
stantly demanding’ better merchandise 
for the money. 


(Continued on page 143) 
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TURN NOVELTIES 


THAT STIMULATE SALES 








—"s 


No. 160 m 
Black Satin One Strap Junior Louis Alwa s Somethin New 
Heel. In Stock. Widths A, B, C. cy of For You 
Price, $4.00, less 5% 10 days. 
; , No. sas eel A trial order on “‘C & S”’ 

e€ as above, u ouis 1eei. . 

In Stock. Widths A, B, C. Price, turn novelties will be 
$4.00, less 5% 10 days. assuring that we can 
supply styles which bring 


business and profits. 
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(Tie to the line for results) 


COLLINS & STAPLES 


Factory, Haverhill, Mass. 


Boston Office 
183 Ese ex Street Geo. H. Lewis 
we »m 306 . . een S cat: Tomesn, fe Mesry Hommes 
G k < ini i 
a te a mt ngliee outhern States icago an icinity 1 e est Black Satin Turn, Two Strap 
with Collar and Latticed Apron 
effect in Ooze Calf. Carries full 


Louis 16-8 Heel 
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CONVERT YOUR OWN 


Make your ordinary plain pump 
or one strap into the newest, dres- 
siest beaded tongue style by sew- 
ing to the throat of the vamp one 
of our many styles in the 


Mlle. Paris 
Beaded Tongue 











A popular model in 
this application of a 
tongve to a strap pump 


FRENCH BEADING: . NOVELTY CO. 


922 LOCUST STREET - - - - PHILADELPHIA 





A sample selection sent on request 













The Boot and Shee Recorder will appreciate your mentioning the publication in replies to advertisements. 
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ROCHESTER, U.S.A. 


STH Eee 


PROMISE—NO! 
Performance 


Ae 








America’s largest welt factories. 


Not one merchant in America has beer overstocked in the process. 
A full factory—with retailer’s inventory low—Laugh that one off— 
Not a MENIHAN ARCH-AID merchant who is less than a MENIHAN 


ARCH-AID booster— 
Compliments—Enthusiasm—Not a Kick 


As the little boy told his teacher who said that his answer 3 and 3 is 6 


was pretty good: 
“Pretty good H——that’s perfect” — 


If you think that a thoroughbred shoe with such a record is about your 


speed too— 


Write if your city is still open for—Standardized—Advertised—Modern- 


ly Merchandised—MENIHAN ARCH-AIDS— 
Fortunate will be the agency in your city— 
Men on the road right now—Write 


d, Shoe Company 


MANUFACTURERS & DISTRIBUTORS 


Rochester WDC 








The Beet and Shee Recorder will apprees your mentioning the publication im replies te advertisements. 
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ARCH-AID Shoes—ARCH-AID Advertising—ARCH-AID Men— 
ARCH-AID Aggression and ARCH-AID Merchandising have filled to 
maximum capacity with high grade shoes,in a low grade year one of 
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Y using a standard rubber heel 

of recognized quality many 

shoe manufacturers are giving to 

their shoes a touch of added dis- 

tinction which the customer recog- 
nizes and appreciates. 


A heel that enhances the appear- 
ance of the shoe, that gives the 
greatest wear and the utmost com- 
fort on the foot is a distinct asset 


to any shoe. 
Tapping rubber 
treeson the United 


pentn Gn Das Thecustomer willattributemany 
cary plovections. Cf these qualities to the shoe itself. 
This is the reason why so many dealers 
specify U. S. Spring-Step Rubber Heels 
on their leather shoe orders 
The U. S. Spring-Step Heel is made by 
the United States Rubber Company—the 
oldest and largest rubber organization in 
the country. 


SPRIN 


MAKERS OF WU. 5S, 








THE SHOEMAKER LOVED 
THE WORLD OVER 
Hans Christian Andersen— 1805-75 


A Danish shoemaker and the son of a shoe- 
maker. His fairy tales have made the whole 
world akin. It is not at all difficult to picture 
Andefsen stitching a pair of child’s shoes, 
while his imagination hears the clatter of 
tiny feet tripping up and down the stairs 
of a wonderful castle in fairyland. 


This Matter of Rubber Heels 


UNG Heels 
United States Rubber Company 


ROYAL 





The only manufacturer that grows its 
own rubber in any considerable quantity. 

U. S. Spring-Step Heels are made by 
péople who know rubber. 

Who feel a long-standing responsibility 
for delivering maximum service in rub- 
ber products of all kinds. 

And whose production of rubber heels 
is actuated by this sense of obligation. 


* * * 


Millions of shoe wearers are being 
taught through our newspaper advertis- 
ing every week that U.S.Spring- 

Step Rubber Heelsontheirshoes 
do not mean that someone put 
them there because he could 
make a better profit, but because 
of his feeling of responsibility 
to the ultimate wearer of the . 
Transplanting young 
shoes rubber trees. 


G-steP 


CORD TIRES 
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Rubber Latex Is Defined 


The Popularity of Raw Crepe in Shoemaking Has Developed Novel Soles 
and Heels—The Rajah Bathing Shoe Described 


shoe industry, one may well say, 
“What will be the next development 
or readaptation? One of the new numbers 
of the past few months has come almost 
directly from the rubber tree to the feet 
of the American consumer. This is the 
especially coagulated Latex rubber 
sole and heel and bathing shoe, 
known as Rajah. 
In the description of this pro- 
duct, it may be of interest to go 
way back to its source, which is 
practically every tropical and sub- 
tropical country. 


90,000,000 Gallons of Rubber Milk 


There are some 90,000,000 gal- 
lons of rubber milk, or latex, and 
i9,000.(:00 gallons of gutta percha, 
gutta balata, and other plastic 
producin: milks gathered an- 
nually. 

There are many trees and vines 
that .urnish rubber milk, but the 
chief producers of latex are the 
cultivated trees of the Far East. 


A Technical Desv: .ption 


Rubber latex is de‘i:ed by an 
eminent authority, a: follows: 

“If an incision be made on 
rubber-bearing plants. there flows 
from it a milky juice ha. ing some 
resemblance to the milk of the 
goat. The latex collected there- 
from, under suitable manipulation 
abandons its suspended micro- 
scopical globules to form a more 
or less white solid matter, which 
is India rubber. These globules 
have a diameter of not more than 
two or three micro-millimeters 
(a micromillimeter is the thou- 
sandth part of a millimeter). Where 
the latex is abandoned to itself, the 
globules gradually separate from the 
aqueous liquid and form a true cream on 
the surface. In narrow vessels they aggre- 
gate into flakes distributed through the 
whole liquid. 


[ N these days of novelties in the rubber 


Properties of Later 

“The properties of latex may be summed 
up thus: It possesses the density of cream, 
is slightly amber colored, mixes with 
water, but not with naphtha, or any 
other solvent of India rubber. Its specific 
gravity varies between 1.02 and 1.41, 
while that of caoutchouc is 0.930. In re- 
gard to its percentage of pure rubber, it 
varies considerably. 


They do not soak nor retain 


A Latex Preservative 


“One of the most recent and best 
methods of latex preservation is the 
McGuire patent. The following descrip- 
tion, reprinted by the India Rubber 
World, states: 


The Rajah bathing shoe, made from especially coagulated latex and pro- 
cessed with the Rajah process. This is in the naturalgrizzly crepe color. 
The shoes are seamless and are built to stand the most severe tests oj wear. 
water. Their natural suction on the feet acts 
as would a pump. Made by the 4 Haie Rubber Company, Allantic, 


“Any effective alkalized phenol pre- 
servative in a solid and concentrated form 
is prepared by mixing two parts by weight 
of phenol crystals wth one part by 
weight of caustic soda. The warmed 
mixture firstly becomes semifluid but 
gradually assumes the condition of a fine 
white powder. This powder can then be 
pressed into solid blocks of any suitable 
size or shape, and so long as they are not 
freely exposed to atmospheric action they 
will remain in their original condition for 
an indefinite length of time. The degree 
of pressure may be varied, but it is found 
that for making blocks of one pound 
weight a pressure of from one to two tons 
per quare inch gives satisfactory results. 


“In order to protect the blocks from 
atmospheric action during transport and 
storage, they are preferably encased with 
atin or lead foil or other suitable wrapping 
and packed for transport in lead-lined 
wooden boxes of suitable size for conven- 
ient transport to the rubber-growing 

estates, where the blocks only 
require to be dissolved in the 
requisite amount of water to 
constitute an aqueous solution of 
about 3 to 5 per cent strength 
before adding to the latex.’’ 


Old Firm Introduces New Process 


The Alfred Hale Rubber Com- 
pany of Atlantic, Massachusetts, 
with 85 years of experience in the 
manufacture of rubber goods, and 
an experience of 40 years in the 
manufacture of rubber heels, 

_ brought out in March of this year 
their Rajah proposition, which is 
nothing more nor less than 
properly coagulated latex, pro- 
cessed with the Rajah process. 
Besides Rajah soles and heels, 
they also make the Rajah bathing 
shoe; all in the natural grizzly 
crepe color. 


Will Not Soak Water 


The Rajah bathing shoes, they 
claim, are especially meritorious, 
as they do not soak up water and 
empty automatically through the 
natural suction of the feet. The 
.claim is also made that they will 
stand very hard wear from such 
strenuous usage, for instance, as 
a quarter of a mile “‘hike’”’ over 
briared field or stony beach. 

The ‘Rajah folks report that 
its sole, which has been used in 
such large numbers on men’s sport shoes, 
is also selling very freely for women’s 
shoes and on boys’ shoes. 


Warren MacPherson Sails for 
Europe 
Warren MacPherson, 


Cambridge Rubber Company, of Cam- 
bridge, Mass., sailed last week from New 


president of the 


York on the steamship Majestic. Before 
returning he will visit trade centers in 
several European countries. The export 
business of this company has been in- 
creasing and the establishment of branches 
for properly handling foreign trade de- 
mands, will engage Mr. MacPherson’s 
attention while “over there.” 











CALICO 


REG. U. s. PAT. OFF. 


“TRAFF IC” SUPER-SERVICE RUBBERS 


FIVE-PLY DOUBLE#SOLE 


TRIPLE HEEL 
TRIPLE TOE 











This label is your guarantee 





| CAMBRIDGE RUBBER CO. 


FIC 


CAMBRIDGE .MASS.U.S.A. 











TRADE MARK REGISTERED 


This rubber has withstood the 
most severe service tests with 
results that warrant our guaran- 
teeing it the best buy for Police- 
men, Letter Carriers, Truck 
Men, and all others obliged to 
do foot-work in heavy weather. 


Our Jobbers Will Supply You 


as 


CAMBRIDGE RUBBER COMPANY 


CAMBRIDGE, MASS., U.S.A. 
Chicago Office, 19 South Wells St., Chicago, Ill. -:- -2 -:-  Léndon Office, Balfour House, 119-125 Finsburgry Pavement, London, England 
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Comparative Leather and Hide Prices 
Upper Leather (Price Per Foot) 


i 


August, 1921 
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Sole Leute (Price Per Pound) 





119 





eh TP coo bs vecnéiscicoccase $0.32 @$0. 33 $0. se@ee. 58 7 ge. 3 
ase ae sad . 36 46 .50 
Bs ED on wkceensesens cece sce .38 .39 $e .95 55 8 .58 
No. 1 oak bends, shoe mfrs.’ use........ 46 47 -98@ 1.05 -60 65 
No. 1 oak bends, finders’ use........... --@ .48 1.15@ 1.25 -70 @ .85 
Raw Hides and Skins (Price Per Pound) 
(1913 Av.) 

Native steers, as used in sole leather, 

RONNE. GU bedwcgsveensgessovtovec -. @$0.18%% $0.52@$0.55 @$0.14 sass ot. 314 
pe ed Texas steers, for sole leather... . . oof oan --@ .50 @ .14 .20 

ight native cows, for side upper leather.. --@ .17% --@ .62 oe. ae . ‘3 .19% 
Branded cows, for light sole leather... . . --@ .17% --@ .50 10 @ .ll .16@ -16% 
No. 1 buffs, for heavy upper and side lea.. --@ .15 .45@ .50 -06%@ .07% -14@ .15 
> ) nee City calfskins for fine calf 

poet Pabekeecesénnneesesceees --@ .17% .80@ 1.02% -14 @ .21 18@ .22 

King = upper leather...........0.2.0- --@ .16% -65@ .80 12 @ .17 15@ .21 

BA. hides. oad a= --@ .30 -42@ .26 oe a Mu @ .17% 








Leather Market 


Continues Firm 


Stocks of Heavy Weight Calfskins Getting Low and Prices, in General, 


HE leather situation is practically 
unchanged from the past few weeks. 
The market is firm and prices are 
being well maintained. Shoe manufac- 
turers have been buying more constantly 
with the belief that the stability of the 
market is assured for some months to 
come. The situation in raw hides and 
skins precludes the likelihood of any 
lower prices for some time to come. The 
result of this is that leather must remain 
on a higher basis than it was six months 
or a year ago, and there is a probability 
of higher priced footwear. 


Heavier Weights Strong 


Some tanners are asking 10c a foot 
higher on leather made from extreme 
hides which even then does not cover 


’ the increased cost of the raw material. 


Tanners are well sold up on the heavy 
weights of calf, but light weights are still 
accumulating. More sampling is being 
done on leather for fall and winter. The 
bargain stocks which were floating on 
the market a year and a year and a half 
ago are felt by the shoppers after lower 
priced leather. The general effect of this 
is beneficial, however, for prices as a 
whole are on a more stable basis and 


Are Being Well Maintained 


tanners are in a position to secure a 
profit on the leather now coming through 
the works. 


Calf Leather Stocks Low 


The calf leather market is one of the 
strongest features in upper leather. 
There is a good business and the supply 
is low on heavy calf, both on blacks and 
colors. Buyers are also obliged to take 
more medium and light weights on ac- 
count of the scarcity in heavies. Orders 
are of larger volume and larger orders 
from big manufacturers are reported to be 
under consideration. Top selections of 
full grain colors are bringing from 45c to 
48c and 50c per foot; medium selections 
from 40c to 45c and the lower from 30c 
to 40c per foot. Blacks are easily quoted 
from two to three cents less per foot. 
There is a good business in the better 
grades of suede with prices ranging from 
50c to 65c and 70c per foot, the latter for 
the fancy colors of ooze calf. 


Increased Sales of Side Upper 


There is a slightly better volume in 
side upper leathers, particularly on the 
heavier grades of chrome colored side. 
Prices range from 20c to 30c per foot 


and on colored buck from 35c to 45c. 
There is a fair movement of the heavier 
leathers such as kips, veals, elk and 
waterproof grains. Prices range from 18c 
to 26c and 30c per foot and tanners of 
these grades of leather are operating at 
fair capacity. There is still some trade 
in jobs of snuffed leather and off stock 
which has been in liquidation or accumu- 
lation for some time. 

Trading on patent leather maintains 
its activity with prices firm. The best 
grades of patent chrome sides are quoted 
from 40c, 45c and 50c per foot. Some are 
holding patent kips at 50c to 60c for the 
top grades. There is also a good export 
business in this leather. Cheaper grades 
of patent sides range from 30c to 40c and 
the lower grade stock from 25c to 30c per 
foot. There is a good demand for patent 
kid at prices ranging from 60c to 80c per 
foot for top grades and medium grades 
from 50c to 60c. 


Kid Tanners Busier 
A good volume of business is reported 
in glazed kid and the kid tanners are 
busier than they have been for some time. 
Prices range from 60c to 80c for the top 
selections of chrome colored kid. 
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VICI KID is more than a durable 
and comfortable shoe leather. Itis 
a leather of permanent color and 
constantly uniform color. VICI 
KID shoes will maintain their origi- 
nal shade under long and hard us- 
age with ordinary care. 





There’s no better direct way to 
winning the loyalty of your cus- 
tomers than to give them something 
better than they ever experienced 
in shoe leather. 











Years of hardest testing on thous- 
ands of pairs of shoes have failed to 
bring back to us one complaint of 
faded color or any serious dissatis- 
faction. 












There is only one VICI KID 


There never has been any other 






It should be borne in mind that the only VICIjKID is made solely by 






ROBERT H. FOERDERER, INC. 


Sole Manufacturers of VICI KID 
PHILADELPHIA 2 23 23 PENN. 
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Each One “Decidedly Brockton” In Quality 
For Style Service---“Decidedly Brockton Shoes” 


Brockton-Made Shoes, have a special significance in the world of shoemaking. It is the city that 
molds men’s styles so that all other shoe centers follow Brockton models. 


Wherever men’s shoes come up for discussion Brockton’s name is in predominance. 
“Decidedly Brockton Shoes” summarizes the position of the city’s masterpieces. 


They have style, to the utmost limit, they have quality such as tradition associates with Brockton! 
service comes as a result of knowing how to shape and make the footwear durable through the 


skilled work of practiced hands. 


Big Production Attained—We are producing it in a volume that enables us to price it low. The 
money-making possibilities for you are excellent. A profitable trade can easily be built up. The 
shoe does it. You do not have to exert yourself. A few pairs on the feet of the customers start 
the ball rolling your way. 


To Jobbers: You can take on “Decidedly Brockton Shoes” with profit to you and a sense of surety 
in their merits as re-sales. 


To Retailers: Try a few pair of “Decidedly Brockton Shoes” and note the prompt action con- 
sumers take. Their style and price will compel first sale, their service will impel the return for 
more pairs to your store. 


IN STOCK 
Patent Leather Oxford, Soft Toe, Flex- 
ible Sole, Smart Dancing Oxford. 
Widths C and D, 6 to 10. 


Price $3.75 


BROCKTON SHOE MANUFACTURING CO., Inc. 
BROCKTON, (Campello Station), Mass. 


0 Chicago Office, 209 Security Bldg 
New York Office, 303 Fifth Avenue. Detroit Office, 213 Bowles 

hiladel Office. Bldg. Los Angeles Office, 800 Forrester Bidg. Toledo Office, 611 Maumee Bidg. 
" _ ee Sales Department, 117 Lincoln St., Boston 














The Boot and Shee Recorder will appreciate your mentioning the publication in replies te advertisements. 
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(This Department is conducted by Helen M. Haney, Associate Editor) 


Edward A. Miles Helps His Customers 


Travels Massachusetts, New Hampshire and Maine 
for the Brown Shoe Company 


years has traveled Massachu- 

setts, New Hampshire and Maine 
for the Brown Shoe Company, was right 
in the midst of affairs on Friday and 
Saturday, October 6 and 7, when he at- 
tended the big Buster Brown and Tige 
reception at the Mayor of Boston’s 
office, and later, with the other “celebri- 
ties” posed for his picture on the steps 
of the Hub’s City Hall. The City Hall 
affair took place at “high noon” and at 
4.15 P.M., Mr. Miles was joined by 
R. B. McCarthy, Massachusetts salesman 
for Buster Brown shoes, who sold the 
opening account of a full Buster Brown 
shoe department to Shoe Buyer, Frank 
Rourke of Houghton & Dutton Co. 
Mr. Miles acted the part of “The Good 
Samaritan” on Friday morning, when 
Brother McCarthy was called away to 
another part of the Bay State. 


“The Official Party’’ Face Cameras 


Just prior to being “fired upon” by 
photographers from the leading news- 
papers, a reception was held in the 
Mayor’s office, where “the official party” 
was the center of an admiring group of 
newspaper men. A little later, they re- 
paired to City Hall steps and in com- 
pany with Mayor Curley, Buyer Frank 
Rourke, Publicity Manager Terrell of the 
Houghton & Dutton Co., Salesman, 
E. A. Miles, the Recorder woman, and 
other friends, were snapped by a battery 
of cameras, in the presence of hundreds 
of lookers-on. 

When the Mayor gave the key to Bus- 
ter, he told him always to feel at liberty 
to enter the city’s gates without knocking. 
Buster presented the Mayor with a knife 


[ee | A. MILES, who for three 


for each one of the Mayor’s four sons 
and vanity cases for each of his two 
daughters. 


A Well Advertised Affair 


The arrival of the celebrities had been 
well advertised, so that everybody knew 
in advance that they were coming and 
small boys and girls had teased their 
mothers and fathers for days to take 
them to Buster and Tige’s reception on 
Friday and Saturday, last. 

At the Friday reception, there were 
about 2000 children and 1000 adults and 
this attendance was repeated on Satur- 
day morning and afternoon. 

The reception was held on a little plat- 
form, with trellised background around 
which flowers and autumn leaves en- 
twined. Tige shook hands with the chil- 
dren and Buster demonstrated the merits 
of Buster Brown shoes. 

Buster “Educates” the Kiddies 

He told the children that Buster Brown 
“Nature Shaped”’ lasts are a help to the 
feet; he told them how many persons 
were employed by the Brown Shoe, how 
many salesmen they have and where the 
shoes are sold in Boston; he told them 
that the Brown Shoe Company make 
80,000 pairs a day. He then asked ques- 
tions as to the information he had given 
and the children answered him in chorus. 

A big feature of the reception of Friday 
was the fitting by Buster Brown person- 
ally of a pair of Buster Brown shoes, size 
10% on Mayor Curley’s little girl’s feet. 


An Interesting “‘Stunt’’ 
E. A. Miles and R. B. McCarthy.smiled 


adults—some three thousand in all— 
who flocked to the first reception. Many 
of these children were wearers of Buster 
Brown shoes and all the others prospec- 
tive customers. Another very “interested” 
spectator was Frank Rourke, as he felt 
that he had made a good investment. 

But to get back to Mr. Miles, He 
knows every nook and corner of New 
England for he has covered this section 
for a great many years. Before joining 
the sales force of the Brown Shoe Com- 
pany, he sold The Timbro shoe in New 
England for four years, and before that 
the Luddy & Currier line. 

Miles is an Enthusiast 

He is an enthusiast on the Brown Shoe 
Company’s proposition, as was noted by 
the Recorder scribe during a recent inter- 
view. Said Mr. Miles: “I like the Brown 
Shoe Company’s line, because I am 
always sure of an order on one of the 
grades or styles which I carry. In this 
line is everything which a shoe store 
needs. A merchant can run a very large 
store and not buy another shoe outside 
of my line. I find that the trend is for 
the better shoe and my trade does not 
seem to want anything but welts. I 
have a full line of some 25 styles, all 
Goodyear welts, that can be retailed at 
$4 and show a good profit to the retail 
merchant.” 


Works with the Merchant 


Mr. Miles sells the general line of the 
Brown Shoe Company in Massachusetts 
and the Buster Brown line in Maine and 
New Hampshire; while R. B. McCarthy 
sells the Buster Brown line in Massachu- 


gleefully at the big crowd of children and” setts “and the géneral line’ in Rhode 
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Eyelets as selling 
factors 


ASHIONABLE women insist on eyelets 
that never rust, that won’t turn brassy 
and that won’t work loose. 


And most women know by experience that 
all of these essentials are found in Diamond 
Brand Fast Color Eyelets. 


QO* your next lace shoe order specify 
Diamond Brand Fast Color Eyelets. 


nn rHhHoioeaewms a = 


UNITED FAST COLOR EYELET COMPANY 


Boston, Massachusetts 
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The Buster Brown and Tige “official party” on Boston’s City Hali steps, when Buster was presentea with the key of the Hub. At the extreme right is E. A. Miies, who 
travels sections cf New Engiand for the Brown Shoe Company. Frank Rourke, Shoe Buyer for Houghton § Dutton, is standing directly opposite Mayor Curley at the left 
of picture with hat in hand. Just back of Mr. Rourke is Publicity Manager Terrell of the Houghton § Dutton Co. 


Island and Connecticut. Mr. Miles has 
traveled New England so long that he 
not only acts as shoe seller, but also as 
general adviser to the merchant, especially 
as to figuring profits. He even trims 
windows—for instance, when seen last 
Saturday, he had just finished making 
suggestions for the trimming of the Wash- 
ington Street windows of P. Holson, one 
of the oldest and most successful retail 
merchants in New England, who also 
has a place of business on Eliot Street. 
Many a good idea does he pass along as 
to publicity and on the best methods for 
the quick selling of slow moving stock. 


Believes in “Extra Pair’’ Sales 


He believes in rewarding the shoe store 
salesman in the shape of Pm’s for the 
pushing of shoes that the public may 


have decided to pass by. He feels that 
the store salesman should have a fixed 
salary and on top of that be paid perhaps 
1 per cent on sales over a certain quota 
and also for the selling of more than one 
pair to the customer who remarks: “I 
have traveled all over ths ~‘ty and just 
could not get fitted until I came here.” 
Then, said Mr. Miles, is the psychological 
moment for the salesman to sell two pairs. 

Between trips, Mr. Miles can be found 
at the Boston office of the Brown Shoe 
Company, 183 Essex Street, or at his 
pretty home in Somerville. 


A Delightful Friendship 


The friendship between Brothers Miles 
and McCarthy is a delightful one. Miles 
is always on the alert to help McCarthy 
and McCarthy is no less active in assist- 


ing Brother Miles. Brother McCarthy 
also reciprocates by entertaining Brother 
Miles and his wife at his big farm at 
Wenham, where he has a stable of high 
steppers, ‘longside of the Myopia Club. 
One of R. B.’s chief forms of diversion is 
the exercising of his driving horses, while 
E. A. Miles looks on admiringly. 


Miles Likes His Home 


Outside of his interest in McCarthy’s 
prize horses, he has no other interest 
except his home, his charming wife and 
his little daughter, Mary Minter Miles. 
He spends the summer months at Long 
Beach, near Rockport, Mass., where he 
enjoys a good book and the quiet of the 
Massachusetts North Shore, during which 
he plans his coming season’s selling 
campaign. 





Quoliby ALL 
MAR ne 


C.S.MARSHALL COMPANY 


BROCKTON, MASS. 
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“Jake” Whalen’s Harrisburg 
Roll Call 


“Jake” Whalen, who travels Penn- 
sylvania, Maryland, District of Columbia 
and West Virginia for the Preston B. 
Keith Shoe Company, writes from the 
Penn Harris Hotel, Harrisburg, on 
October 7, last, that the following shoe 
travelers registered at that up-to-date 
hostelry during his sojourn there: F. M. 
Barker, Eli Smith, Harry M. Barnes, 
J.M. Geary, E. M. Daniels, D. P. 
McGeary, H. M. Long, E. J. Phillips, Al 
Carpenter, John J. Whalen, Fred Stanton, 
W. S. Jelly, J. H. Andrew, G. W. Hill, 
Sol Reis, F. C. Perkins, P. N. Smith, 
L. S. Flynn, W. A. Wright, W. W. Brown, 
T. S. Love, J. E. Waugh, H. S. Weaver, 
and G. T. Atkinson, all from Boston and 
its suburbs. 





Huetter Says ‘‘Business 
Picking Up” 

Frank A. Huetter, who travels Michigan 
and Ohio for Wall, Streeter & Doyle Co., 
writes from his well-known headquarters 
at Room 407 Temple Building, Detroit, 
that retail business is picking up nicely 
in the big Michigan city and all mer- 
chants expect a good fall business. 


Charley Taft Returns to 
Road 


Charles Taft, well-known retail shoe 
salesman, who for the past 18 months 
has been with the Rochester Nettleton 
Company, has joined the sales force of 
the Harry L. Jones Shoe Company of 
_ Syracuse, New York, and will cover the 
states of New York and Pennsylvania. 

“Charley” is well known in this terri- 
tory having covered the same trade for 
several seasons for the Fisk Shoe & 
Leather Co., of Boston, Mass. 


Degen-Lipp Add Two Sales- 
men 


Degen-Lipp, Inc., wish to announce a 
two-fold addition to their selling force in 
the persons of “Sam” Niederberg and 
Howard J. Gardiner. 

“Sam” has taken over the Southern and 
Southwestern territory with this fine line 
of turn shoes, and left New York Sep- 
tember 16 to sell the trade for late fall and 
early spring deliveries. He has been 
making this territory for the past twelve 
years, and is one of the best-known South- 
ern salesmen of the younger generation. 

Howard, who will be remembered as 
having covered New York and the local 
Pennsylvania and New Jersey territory 
for the old firm of Maetrich, Eyre & Co. 
and Wolnicar Shoe Company, will assist 
his brother, George H. Gardiner, in the 
same capacity. 
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Orrin Smith Covers Large 
Southern Accounts 


Orrin R. Smith covering practically 
the entire South for the Walk-Over Shoe 
Company was formerly in the clothing 
business in Middleboro. Following a 
period of three and one-half years, during 
which he traveled for an Athol shoe house, 
he came to work for the Geo. E. Keith 
Company on the day after Labor Day in 
1897. 

He was assigned territory in the South- 
west in those early days when there were 
but 11 Walk-Over salesmen, and covered 
the States of Kansas, Missouri, Louisiana, 
Oklahoma, Texas and Arkansas, with a 
few towns in Mississippi. 


A Leading Salesman 


His territory has gradually increased 
until today he is one of the leading sales- 














ORRIN R. SMITH 


~o-ints Pome erncete 
men, covering the larger accounts in prac- 
tically the entire South, where he is recog- 
nized as one of the foremost shoe men who 
travel that district. 

Mr. Smith is a native of Maine, graduat- 
ing from Bowdoin College in that State. 
When but 12 years of age he took up resi- 
dence in Middleboro and has since been 
firmly established there. 


He Entertains Right Royally 


The doors of his camp on Lake Assa- 
wompsett in Lakeville, Mass., are never 
closed to his friends, and all salesmen as 
well as many other friends and associates 
have enjoyed the popular clambakes and 
other festivities held there at frequent 
intervals, with Mr. Smith as host. 
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Frank Weber “‘Lends a Hand” 


Frank Weber, president of the Cin- 
cinnati Association of National Shoe 
Travelers, was active during the three 
days of the Annual Convention of the 
National Council of Traveling Salesmen’s 
Association held at the Hotel Sinton, 
October 9-11. Though the shoe travelers’ 
organization is not affiliated with the 
National Council, Mr. Weber, neverthe- 
less, was invited to lend his support and 
assistance on the entertainment com- 
mittee. 

President King Visits 
Cincinnati 

Frank King, president of the National 
Shoe Travelers’ Association, was a visitor 
in Cincinnati last week, where he was in 
conference with Frank Weber, vice- 
president of the same organization. Mr. 
King was very much elated over the 


brilliant success of the shoe exposition 
put on by the Chicago shoe travelers. 


Sam B. Wolf Men at 
Chicago Exposition 
Myron D. Wolf, E. Peck and L. Richard, 
all of the Sam B. Wolf Shoe Company, 
were at Chicago recently showing their line 
at the Palmer House in connection with 
the Chicago National Shoe Exposition. 


Cincinnati Names 
Nominating Committee 


At the last meeting of the Cincinnati 
Association of National Shoe Travelers, 
the nominating committee on the selec- 
tion of officers for 1923 was named as 
follows: Charles Weckel, J. Jaffe, Edgar 
Peck, A. L. Willey, Chas. Jacobs and 
Charles Mueller. 


“‘Oakey’s” 87th Consecutive 
Trip 


The present fall trip of Waldo M. 
Oakman of the Pels Shoe Company of 
Brockton, veteran shoe traveler, and 
honorary president of the National Shoe 
Travelers’ Association, will be his 87th 
consecutive journey through the country 
selling shoes. 


Porter Has Sinbac Helthy- 
' Fut Line in Detroit 


A. E. Reynolds, sales and advertising 
manager of Sinsheimer Bro. & Co., 
Chicago, announces that Harry C. Porter 
is now established with the Sinbac- 
Helthy-Fut line in Detroit, where he has 
opened a sample room at 407 Bowles 
Building, and where he will be “at home” 
to the trade every Monday morning. 
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Sumner Thompson to Resume 
Activities 


Sumner E. Thompson, who on August 
1, severed his connection with the 
Gale Brothers Company, Inc., to cover 
the Southern jobbing trade for Donn D. 
Sargent, was taken ill in Nashville, Tenn., 
and has recently returned to his home. 
He expects to resume his activities in a 
short time. 


Hood Rubber St. Louis 
Manager’s Clever Sales 
System 


The St. Louis branch of the Hood Rub- 
ber Products Company of which W. C. 
Springer is manager, reported that their 
market business was beyond expectations. 
Mr. Springer inaugurated a novel idea of 
checking hotel registrations and within a 
half an hour of the arrival of a buyer a 
letter from the Hood branch was sent to 
the buyer, inviting him to inspect the line 
in their offices and sample rooms at 15th & 
Washington Streets. 


Men Now on Road 


The entire sales force was in the house 
during the market season and are now 
again on the road. Reports coming in 
from the territory, Mr. Springer stated, 
were gratifying in every respect. Two new 
men are representing the company, as fol- 
lows: L. G. Davey, who will cover Louis- 
iana and W. O. Hickman, who will travel 
southern Arkansas. 


Earl Moore a W. B. Coon 
Salesman 


Earl L. Moore, who has represented 
Rice & Hutchins Inc. in western New 
York State and northern Pennsylvania for 
the past four years and whose connection 
with the Boston firm extends over a period 
of seven years, has resigned to become 
representative of the W. B. Coon Com- 
pany of Rochester in Indiana and Illinois, 
excluding Cook county. 

Earl left on September 6 for his first 
trip with the Flower City factory. He will 
visit his customers twice a year and for 
the present at least will make his home in 
Buffalo. He received the congratulations 
of fellow members of the “Bats’’ on the 
excellent move he has made. 

Charles G. Hahn, one of the youngest 
travelers in this territory, succeeds Mr. 
Moore as Rice & Hutchins’ representative 
in western New York and northern 
Pennsylvania. For the past three years 
“Charlie” has been on the road for the 
Superba Shoe Company and the F. W. 
Hahn Shoe Company of Rochester and is 
thoroughly familiar with the ground he 
will have to cover. He will have show- 
rooms on the third floor at 202 Main 
Street, Rochester, where customers may 
find him on Mondays almost every week. 


BOOT AND SHOE RECORDER 


Norris Kirkpatrick with 
Cotter Line 


Norris Kirkpatrick, well-known to the 
trade in Michigan, Indiana and Ohio, is 
now covering his territory for the Cotter 
Shoe Company. He is specializing on the 
Formative Flexible Arch Shoe for women 
and also carries with him a full line of 
staple shoes to be made up on order, to- 
gether with several staple styles, to be 
carried in stock and known as “‘Cotter’s 
Regulars.” 


Kirkpatrick Knows Dealer’s Viewpoint 


Mr. Kirkpatrick has had considerable 
retail experience as a store owner, mana- 
ger and buyer and is therefore in a position 
to see the dealer’s point of view and to 
give a service better than the ordinary. 


NORRIS KIRKPATRICK 


Who travels Michigan, Indiana and Ohio for 
The Cotler Shoe Co. ~ 


The Formative Shoe has already been 
introduced in Michigan, Indiana, and 
Ohio, but increased business has de- 
manded the addition of new men to cover 
this territory, and so Mr. Kirkpatrick is 
taking up the good work of the Cotter 
Shoe Company in the territory with which 
he is so well acquainted. He has had a 
number of years’ experience on the road 
and knows thoroughly the needs of his 
customers. 


Salesforce Carry Cotter’s Regulars 


For the first time in the history of their 
sales program, Cotter shoe travelers are 
able to present to the retail shoe mer- 
chants of the country “Cotter’s Regu- 
lars,” which heretofore have been sold 
only to the jobbing trade. These “regu- 
lars’’ will be sold at a popular price and the 
slogan will be “‘Cotter’s Regulars—Staple 
Shoes for Steady Profits.” 
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Because of previous arrangements made 
Mr. Kirkpatrick will not carry the For- 
matives in a few towns in Northeastern 
Ohio, but outside of this section will have 
the entire line in Ohio, Indiana and 
Michigan. 


Lape & Adler Men in 
Territories 


Lape & Adler salesmen will leave for 
their territories October 15. ‘The line-up is 
as follows: Dunbar Archer, Maryland, 
Virginia, and West Virginia; B. J. Coens, 
Illinois (Chicago excluded); J. C. Combs, 
California, Oregon, and Washington; J. H. 
Conrad, Colorado (Denver and Colorado 
Springs excluded), Montana, New Mexico, 
Utah, Wyoming; Robert Lee Evans, Kan- 
sas and Missouri; Ray Glascock, Iowa; 
B. L. Hopper, Georgia, Louisiana, and 
Mississippi; H. H. Lamar, Michigan; 
H. N. Lape, Denver and Colorado Springs, 
Oklahoma City, St. Joseph, St. Louis, and 
Kansas City; W. A. Lape, Nebraska, 
North Dakota and South Dakota; Paul J. 
Lee, North Carolina and South Carolina; 
F. A. McGiffin, Minnesota and Wisconsin; 
W. E. Merry, New England States; Phil 
Miller, Ohio and Wheeling, W. Va.; J. P. 
Overstreet, Texas; Arthur J. Reilly (Penn- 
sylvania( Pittsburgh excluded) ;J. A. Spur- 
lock, Arkansas, Oklahoma (Oklahoma City 
excluded); J. C. Thomas, Indiana and 
Chicago, Ill.; C. J. Thomason, Alabama, 
Florida, and Tennessee; J. A. Walsh 
Kentucky; Ralph Weil, Western Penn- 
sylvania and Western New York. 


Vance with R. & H. Baltimore 
Company 
J. A. Vance has been added to the sales 


_ organization of the Rice & Hutchins 


Baltimore Company and is covering a ter- 
ritory in the Carolinas. He has already 
covered considerable ground in becoming 
acquainted with his new clientele, reports 
very. much improved conditions in that 
section. For a number of years, Mr. Vance 
has represented the Brand Shoe Company. 


Charles S. Heath off on Trip 


Charles S. Heath, who has recently 
made arrangements to represent Wm. 
Henne & Co., Inc., in the large cities from 
Pittsburgh to Denver and the large 
department stores of New York City, 
left. for the west on September 16. 
Mr. Heath writes to the Recorder that 
tongues seem to be very popular and that 
it looks as though opera pumps with 
fancy buckles and ornaments were going 
to be in good demand by the better class 
of trade. Mr. Heath also feels that the 
one eyelet regular Colonial shoe with 
slides will be in demand by the better 
class of buyers. Said he, “If the trend 
follows in a circle as it generally does, 
it is likely that Louis XV heel oxfords of 
some type may come in a little later on.” 
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Cc. W. SNYDER 
Rice § Hutchins Joseph J. Meany Company 








B. B. 


Roach with Emerson 
Line 


B. B. Roach, who for the past four or 
five years has sold the F. M. Hoyt Shoe 
Company’s line, has arranged to repre- 
sent the Emerson Shoe Company of Rock- 
land, Mass., makers of men’s fine shoes, 
in the territory surrounding Kansas City, 
the latter city being his home town. Mr. 
Roach is very highly regarded by his 
trade and has a large following. His head- 
quarters will be in Kansas City, from 
which place he will conduct his selling 
activities. 


Amish Says Conditions Are 
Right 


H. G. Amish, represents the Whitcomb 
Shoe Co., of Haverhill, Mass., in New 
York state. Mr. Amish has recently 
received his line of samples for spring 1923, 
and is very enthusiastic over the new 
styles of men’s popular priced shoes. This 
house carries 80 numbers in stock and 
Mr. Amish looks for a big business on all 
of them. 

He has recently finished a very success- 
ful season with the Whitcomb Shoe Co.’s 
line and says that he noticed everywhere 
on his trip the merchants preferred to buy 
in-stock shoes whenever possible. 

Mr. Amish is a member of the Rochester 
Association of Traveling Shoe Salesmen. 
He had been out of the shoe game for 
some years prior to taking up the Whit- 
comb line. He beljeves that business 
conditions are right for a prosperous 
Season. 


Pad 


: 
> 
: 


I. JOSEPH DAVIS 


General sales manager for S. W. Feldstein § Co. 

Mr. Davis has been connected with the retail shoe 

game for several years, and now expects “to make 

things hum” for S. W. Feldstein throughout the 
country. 








Chalk with R. & H. in Mary- 
land 


Charles Chalk, who for a number of 
years has been one of the office staff of the 
Rice & Hutchins Baltimore Company, 
has been assigned to territory in Maryland 
for that company, and is reporting much 
improved conditions in that State and a 
good volume of business. 








ED. STEELS 


Of the Rice ¢ Hutchins Chicago Company, 

who recently left for his Mid-Western lerritory, 

with an exceptionally strong line for the coming 
season. 





JACK BERNA 


Second Vice-President of the R. A.T.S.S. He 
travels for Joy, Clark ¢ Nier 








Jimmie Schilling Is ‘‘Some” 
Fisherman 


James Schilling, Pacific coast sales- 
man for the M. A. Packard Co., has - 
sent photos to the home of the Packard 
shoe to prove he is some fisherman. Mr. 
Schilling recently took ten days to devote 
himself to showing off his winning ways 
with that same effectiveness that he 
magnetizes retail shoe merchants with 
Packard shoe quality in the Lofty 
Sierras. 

His fishing camp was located 10,000 
feet above sea level in the Sierra Nevada 
mountains. The fish he enticed from 
the mountain streams and South lake, 
where he pitched his camp, were packed 
in snow, plucked from the caps of the 
mountains and in the canyons where it is 
often packed as deep as 80 feet. In this 
snow packing the fish were shipped to 
Jimmie’s home at Long Beach, California. 


Walk-Over Salesmen Notes 


Charles E. Hall, of the Walk-Over Shoe 
Company, who retired on completing the 
last trip, was presented with a watch at 
the salesmen’s meeting by his salesmen 
associates. 

Chris Worbass will soon return from his 
summer sojourn on the Continent. 

George H. Young, Pacific Coast repre- 
sentative, leaves soon with Mrs. Young for 
a trip around the world. During his ab- 
sence the Coast stores will be covered by 
Harry (Smokie) Churbuck. 


If you hold what you get, you will soon 
get more than you now hold.— 
McElory-Sloan Enthusiast. 
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ARMORTRED 


— Specially 
for INFANTS 


Originated July 16, 1922 . 
by the Quabaug Rubber Company. 


A= ARMORTRED for the little tots 


that progressive makers and dealers are , 
welcoming. 





It Wears Longer 
It Doesn’t Scratch Floors or Furniture | 
It’s Easier on Little Feet ) 


Just another bit of progress in: Rubber Heel 


making, following through our policy of keep- 
ing ARMORTREDS ahead in rubber heel 


development. 











— —— 


Quabaug Rubber Company 


No. Brookfield Massachusetts 





The Beot and Shoe R der will appreciate your mentioning the publication in replies te advertisements. 
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LYNN 
Ready with Easter Samples 


Development of Tongue and Strap Patterns Seen in Lynn; 
Black Also Carried Forward 


ONGUE sstyles, Theo ties, strap 

styles and welted oxfords all are good 
sellers in Lynn lines. And it looks as if 
they would keep on selling right through 
the winter, and next spring, too. Samples 
for next Easter trade, now ready, show 
further development of the tongue pat- 
tern, and also some new strap patterns. 

Black, more popular this fall than for 
several seasons, is being carried through 
into the next spring sample lines. Patent 
leather keeps good. So does satin and 
brocade. Black calf, in gun metal and 
suede finishes are also among the shoes 
that are selling for the present as well as 
in sample lines for next spring. 

Some idea of the vogue of blacks may 
be gained from the report that one firm 
making novelty welts is cutting prac- 
tically all patent leather and black calf, 
another firm making novelty McKays, is 
cutting 90 per cent patent leather, and a 
third firm, making two lines of welts, one 
straps and ties and the other health shoes, 
is cutting 90 per cent black kid. 


Small Tongues and Straps 


New tongue styles show variations of 
the familiar large flaring tongues, and 
small or snubbed tongues. Usually the 
small tongues are combined with a throat 
strap, or a strap passing from the base 
of the tongue to the sides of the shoes, or 
along the quarter. 

Few buckles are used on Lynn tongues, 
by the way, it being the notion of Lynn 
manufacturers that retail merchants 
should supply buckles, or ornaments 
themselves. 

Welted oxfords range all the way from 
the plainest of plain patterns to the most 
extreme of patterns, with square, shield, 
semi-wing or full wing tips and fancy 
vamps, foxings or saddles. 


To Increase Wood Heel Production 


Heels on welted oxfords, which are in 
brisk demand, are from 8/8 to 10/8 high. 
Heels on novelty styles, either McKays 
or turns, are 16/8 high. A few junior 
Louis heels are used. Lynn will increase 
its production of wood heel shoes by 
several thousand pairs a day, on its spring 
and summer run. Both makers of welts 
and McKays and turns will increase their 
output of wood heel styles. 

Business in boots is showing a gain. 
But styles are all staples, so far, the 
health boots being included with the 
staples. Novelty boots, excepting for the 
Theo boot, are few and far between. This 
Theo boot fastens with a ribbon lace 
passing through five sets of silk eyelets. 


Incidentally, it is reported that many 
merchants approve of strap styles, or 
gore styles, in pumps for next year, on the 
theory proven by experience that these 
shoes cling to the feet, not as tight as a 
bull dog to a tramp, but securely enough 
for all practical purposes. 


Novelties Cling to Black 


Samples of novelties by Brophy Bros. 
Shoe Company, for 1923 are ready. 
Horace Murray designed them. Black is 
the leading color in these novelties. Patent, 
kid, dull calf, suede, satin and brocade all 
are used. Tongue and gore, tongue and 
strap, and strap styles predominate. 

The Thelma presents a large flaring 
tongue without gore or strap. One model 
of this Thelma is of black suede with 
patent trimmings. The tongue is of suede 
with an overlay of patent on its surface. 
Also, a patent leather collar is on the quar- 
ter. The Thelma, Jr. is similar, except 
that its tongue is small, or snubbed. 

The Ethel presents a ribbon tie, with a 
slender lattice strap on the side. A ribbon 
lace, passing through a single pair of eye- 
lets, fastens the straps on the instep. 


Eyelet Ribbon Ties 


The Thais shows a three eyelet ribbon 
tie. The throat of the shoe is open, by 
almost the size of a silver dollar, to reveal 
the stocking. The ribbon lace has a tassel 
on it. 

The Tosca, another tongue style, shows 
a large flaring tongue that buttons to the 
quarter. 

The Bonita shows a shield shaped ton- 
gue. The Ilona presents a double tongue, 
as, for instance, an under tongue of suede 
and an over tongue of patent, the over 
tongue being about half the size of the 
under tongue. 

The Gloria—the name fits it—is,a one 
strap with a diamond panel of 16 dia- 
mond cut-outs in each side of the quarter, 
making 64 cut-outs for a pair of shoes. 
These cut-outs may be open, to show the 
stocking, or they may be underlaid with 
white or gray of suede or satin, to get 
a color effect. 


New Concern to Make 
Novelties 


Bagley & Delury Shoe Company, a new 
concern, is to make novelty style shoes, 
with wood heels, by the turn process. It 
was recently incorporated, with a capital 
of $25,000 with John F. Bagley as presi- 
dent and T. J. Delury as treasurer. Mr. 
Bagley was superintendent of the Bart- 
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Where to Buy 


Women’s Shoes 











PHILMALL, Inc. 


THOROUGHLY BENCH 
MADE FOOTWEAR 


FOR THE BETTER TRADE 


Show Room, Room 435 Marbridge Bldg. 
Factory, 147-153 Waverly Place 
NEW YORK CIT 








The WESTCOTT-WHITMORE CO. 
Syracuse, N. Y. 


& In Stock Specialists of 

Women’s Shoes, Party 

tes Slippers and Novelties 
Write for Catalogue 








BLEECKER STYLES 


Are the last word in footwear 
for stylish women 

















Phillips-Cram Corp. 
Makers of 
Women’s Turn 
Slippers 
276 River St., Haverhill, Mass. 


Boston Office 
207 Essex Street 
















FERN & POOR CO., Inc. 
Manufacturers 
Newburyport, Mags. 


Women’s Furn 
Comf. 


‘orts 
Boots & Slippers 











for the wholesale trade 














E.A. & M.C. Witherell Co. 
Manufacturers 
Women’s Turns 
Boots and Slippers 








Facto 
Haverhill, co 
Boston Office 
Rice Bldg. Room 406 











Makers of 
HAND TURN NOVELTIES 

















WOMEN’S FINE TURNS 
and Novelties 
One of our newest models. 
Hand Turn kid lattice work 
quarter—in all finest 
leathers. 
TESSIER & 
BOWDOIN 
172 Washington 
Street 












St 
Haverhill.Mass q 
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Where to Buy 


Women’s Shoes 


















STOCKBRIDGE SHOE COMPANY 
—-~ 
— te 
~] Kn » — =! 25 


HAVERHILL, MASS. 
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Where to Buy 


Men’s and Women’s Sliprers 

















IN STOCK 
No. 64 
Men's Brown Elk 
Everett True- Form 


Last 
Price $1.75 


Freeman-Thompson 
Shoe Co. 
St. Paul, Minn 





Manufacturers ““Comyorels”’ 




















Ili in Medium and+ f/f pi 
IGH Sure ao v 








=... Styles made 3) Dome. . 
mported Satin Brocadevand Metal Cloth 
$2.10 per pair and up 


‘ie MGUSTIN © _newyom oY 








Largest manu- 
facturers of 
soft sole leather 
slippers. 


Send for Catalogue 


MAID-RITE SLIPPER CO., Ine 
35 York St., Brooklyn, N,Y. 











FELT SLIPPERS 


BLUM SHOE MFG. CO. 
Dansville, New York 








TURKISH SLIPPERS 
IN STOCK AGAIN 
No. 101— Sofia Turk 
oS eartaeates 


cous. & Sizes and 
Colors Immediat: 
Delivery 





K. M. STONE CO 
12-14-16 E. 22nd St, WY. 


INFORMATION 


for Shoe Merchants 


“WHERE TO BUY” constitutes a 
source of knowledge so that he who 
runs through these pages may read 
—and learn. 




















lett, Somers, the Harney, Tracey & Cre- 
han and other Lynn factories. Mr. Delury 
was manager of the Delury Shoe Company 
makers of turn comfort shoes in the Vamp 
building. The new firm has taken over the 
business of the Delury Shoe Company, 
and will continue to make its line of com- 
fort shoes, and in addition to them, the 
The New 
samples show tongue and strap styles of 
patent and kid leather and satin. 


To Make Novelty Mckays 


The Travers Shoe Company is fitting 
up to make novelty McKay shoes, with 
wood heels, in addition to its welt shoes. 
It is expected that the next equipment 
will be ready for use by November 1. 
Some samples of the new shoes show 
extra flexible foreparts, close thin edges, 
slim shanks, and uppers of black kid, 
satin and patent stock, as well as colored 
suedes. 


new line of wood heel novelties. 


Varieties in Soles 

There is variety in bottom stock, as 
well as in upper stock. 

A Lynn firm is sorting 76 grades of 
soles from its leather. That is a new 
record. Time was when sole cutters sorted 
just fine, medium and cheap soles. The 
scratched and broken soles they threw into 
the waste pile, and sold them off for 10 or 
12 cents a pound. 

Colored fibre soles are on some Lynn 
samples for 1923. For instance, there is a 
strap pump of glaze white calf leather, and 
sport blue calf straps, and heels and soles 
of blue to match the blue trimmings of 
the upper. 

Besides blue fibre soles, there are also 
pink, purple and green soles. 

Lynn is also sorting many soles for tlie 
repair trade, as well as for the shoe factory 
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trade. Many shoe stores operating repai: 
departments get their soles from Lynn 


Health 


Shoes Continue 
Popular 


The Rex, a new shoe from Cruise. 
Sullivan Company, is a two eyelet tie, of 
patent leather or black kid, fastening with 
a ribbon lace, the lace having a tassel on 
it. Also a number of tongue shoes, and 
strap shoes are being made. 

Production of the Dr. Sullivan health 
shoes is being steadily increased. Ninety 
per cent of those shoes are of black kid, 
Surpass stock. The shoe is solid leather 
throughout, excepting the top lift of the 
heel, which is of rubber. 

Cruise, Sullivan Company have _in- 
creased their capital stock from $25,000 
to $100,000 in order to take care of their 
increasing business. 





New Idea in Pricing 


The idea of pricing shoes by the weight 
of soles has come up. It is about as prac- 
ticable as would be the pricing of shoes 
by the size, that is, the bigger the size the 
bigger the price. 

It seems that the idea came up in the 
repair trade, where there has been some 
effort made to get higher prices for heavy 
soles than for light soles, when sewed on to 
shoes. For instance, the price for sewing 
on a No. 10 iron sole would be higher than 
for a No. 7 iron sole. 

However, the thickness of a sole does 
not necessarily determine its wearing 
quality, for a tough fibre, firm tanned sole 
will wear better than a sole of weaker 
fibre and poorer tannage. 

Also, a sole cut from the back will wear 
longer than a sole cut from the flank, 
because nature made the back tougher 
and firmer than the flank. 





BROOKLYN 


Quick Delivery Business Leads 


Merchants Have Not Yet Reached the Point of Buying 
Far in Advance 


EW business is coming into the 
Brooklyn factories more slowly 
than a few weeks ago, but most manufac- 
turers are fairly well satisfied with the 
pace of orders. One disturbing feature is 
that most of the new orders are for quick 
delivery. Retail merchants, say the manu- 
facturers here, have not reached a point 
where they are willing to place their 
orders very far in advance. 

Some of the producers here are working 
on shoes for stock. Small-tongued Col- 
onials in plain patterns, chiefly in black 
patent, dull black matt and possibly 
staple browns will be stocked fairly ex- 
tensively by some factories. 





Black Patent Still Leads 


Black patent is still the market leader in 
Brooklyn, with satin a close second. 
Brown occupies a less conspicuous position 
than it did a few weeks ago. A possible 
explanation of this may lie in the fact that 
brown kid particularly has had some 
sharp price advances recently, necessita- 
ting higher prices for shoes made from this 
leather. 

The price question is becoming more 
pressing on the Brooklyn producers. 
Complaint is made by the manufacturers, 
that current prices for shoes do not show a 
sufficient profit. Coupled with this is an 
advancing leather market that means 
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higher prices. The manufacturers eagerly 
await any scrap of news that will indicate 
a willingness on the part of consumers to 
pay more for shoes, but the outlook in this 
direction, if Brooklyn sentiment is correct, 
seems rather gloomy. 


Welt Production Gaining 


Although the bulk of shoes turned out 
in the Brooklyn varieties are turns, the 
welt shoe business is gaining ground. A 
few of the welt shoe makers are beginning 
to feel an upturn in business. They 
feel that the next development will be 
along the line of welted Colonials, and 
already some rush orders for these are 
being placed. 


Two-Inch Heels on Turns 


The trend toward higher heels con- 
tinues. The two-inch Louis or Spanish 
heel now prevails on turn shoes, with the 
average on welts running about 15/8. 


Baker Making New Health 
Shoe 


The George W. Baker Company so far 
is producing all the shoes being marketed 
under the “Trail-blazer’”’ trade-mark, for 


the Women’s Foundation for Health. 
The line of shoes that will bear this trade- 
mark and the approval of the Foundation 
backed up by 15 leading women’s national 
organizations, ultimately will include 
misses, growing girls’, boys and infants. 
The manufacture of these is expected to 
be arranged for with other producers. 


See Good Future for Straps 


Despite the swing to Colonials, most of 
the manufacturers here are still strong for 
straps and believe that these will show up 
well in later selling. Straps are still called 
for, particularly in welted models and are 
still the leading types in evening slippers. 


Pincus & Tobias Production 
Increasing 


Production at the Pincus & Tobias 
factory, which was resumed at the begin- 
ning of the fall season in the new building 
erected on the site of the old establish- 
ment destroyed by fire, is being worked up 
well, according to E. Tobias. ““We are not 
running at full capacity, yet,’ he said, 
“but expect to reach that point soon. 
Practically all of our old workmen re- 
turned to us.” 





BROCKTON 


Shoe Shipments Show Good Gain 
Thirty-ninth Week of Year Breaks Record with More Than 


17,000 


OR the 39th week of 1922 the total 
shoe shipments from Brockton were 
17,376 cases. This is the record shipment 
of the year, thus far. During the month 
of September a total of 59,093 cases were 
shipped. This brought the total shipments 
from Brockton up to the 40th week of 
this year, to 453,390 cases. 


Fiftieth Anniversary Ob- 
served 


C. S. Pierce Company, manufacturers 
of box toes, counters, dressings, and other 
goods for shoe manufacturing trade 
reached this year the 50th milestone of its 
business. Established in 1872 by Charles 
S. Pierce, from the smallest possible be- 
ginnings, when Mr. Pierce delivered 
goods in old North Bridgewater by 
wheelbarrow, the concern has become one 
of the largest and most successful houses 
of its kind in the world. 

In commemoration of this semi-cen- 
tennial an illustrated booklet was issued 
containing a sketch of the business career 
of “Charlie” Pierce, as he was familiarly 
known. An excellent portrait of Mr. 
Pierce, who died in 1915, is shown as a 
frontispiece, while the factory and main 
offices are pictured on a double page 


Cases 


illustration. The present officers of the 
C. 8. Pierce Company are H. H. Williams, 
president; Evan W. Thomas, treasurer; 
Warren A. Reed, secretary. 


Ralston and Trupedic Lines 
Featured 


Among the many unique and interesting 
booklets featuring and describing factory 
stock shoes is one issued by Churchill & 
Alden Company. It features “Ralston” 
and ““Trupedic’”’ shoes, two specialties in 
men’s footwear with which this concern is 
thoroughly identified in the minds of the 
trade. Between blue covers are shown 
excellent likenesses of the members of the 
corporation, also the extensive plant of 
this concern. There are 22 Ralston styles 
illustrated, all ready for prompt shipment, 
while in the Trupedic line, four in-stock 
styles are shown. 


Sudden Death of F. W. Park 


Frederick W. Park, for many years fore- 
man of the making room at The Preston 
B. Keith Shoe Company’s factory in 
Brockton, died suddenly, September 30. 
Mr. Park, whose age was 76, was the 
father of Charles M. Park, treasurer of 
The Preston B. Keith Shoe Company. 
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Where to Buy 


Men’s Shoes 
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Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 


BROCKTON, MASS. 














FOR MEN 


who care to dress 
well -© © © « « 


T. D. Barry Co. 


Brockton, Mass. 























Gentlemen’s 


Shoes 


A.E. Nettleton Co. 


SYRACUSE, NY. 
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Wieete Boy | 
Men’s Shoes 


PULLLION TRAVELING SLIPPERS 
better “than ever inQuality and fit 
Origingtor~ownery of Trade Mort Pullman 
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M. GUSTIN CO. 


wis st New York 
_— 


five Carried Stock 

gt 11 South Street 
Boston 

(y BROCKTON 

CO-OPERATIVE 

Shoe BOOT & SHOE 


COMPANY 








Factory 
Brockton, Mass 


FOR MEN 


Steck Dept. 5 
‘Is at Your Service 


THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 









































NO, 207 
ESSEX ST. 





HOWARD & FOSTER CO. 
Men’s and Women’s Welts 


Address all communications to the 
factory at 


BROCKTON, MASS. 














MENS WELTS 


[UNION SHOE CO.| 
~ MENS QD weirs” 





FREDERICK S. PECK 


Worcester, Mass. 
Men’s and Women’s 
Sport and College Shoes 


Boston Salesroom 


207 Essex Street 


WORCESTER 
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Mr. Park Senior, who had retired from 
active work about six months ago, was 
apparently in excellent health. He leaves 
besides a widow, a son and a brother. Mr. 
Park was a native of North Abington, 
Mass., but moved to Brockton (then 
North Bridgewater), in early life, and had 
resided in this city for more than half a 
century. 


Shoe Concern Increases 
Output 


The Conrad Shoe Company has en- 
larged its daily factory output from 
1200 to 2000 pairs. Recently completed 
additions to the factory make this in- 
crease possible. The Conrad Shoe Com- 
pany, one of Brockton’s younger concerns, 
has advanced orders sufficient to keep the 
plant producing full at capacity for 
several months to come. 


Golf Shoes in Packard Line 


Showing nine styles of oxfords for the 
fall and winter season the newest in- 
stock booklet gotten out by the M. A. 
Packard Company, Brockton, features 
the ‘““Ormond”’ golf shoe for men, on which 
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this concern is having a substantial busi- 
ness. There are 25 in-stock styles illus- 
trated and described in the new booklet, 
all available for immediate shipment. 
An attractive cover design and artistic 
printing on heavy paper serves to em- 
phasize the excellence of the goods and 
the quick service which M. A. Packard 
Company supply to merchants. 


Shoe Styles in Miniature 


Among the unique exhibits at the 
recent shoe style show of the Brockton 
Fair was a pair of miniature shoes pro- 
duced by the Union Shoe Company of 
Brockton. Although measuring but three 
inches from toe to heel this tiny footwear 
had every requisite of a full sized pair of 
shoes as regards style and finish. They 
were typical of the style in men’s foot- 
wear made by this concern. The Brock- 
ton Last Co. designed the lasts on which 
these shoes were made. The Dunbar 
Pattern Co. designed the patterns and 
O. A. Miller Treeing Machine Co. supplied 
the Cordo-Hyde laces. These shoes 
which are a machine product throughout 
represent remarkable achievements of 
modern shoemaking devices. 





NEW YORK 


Business Still on Up-Grade 


Outlook for Next Two Months Particularly Bright with 
Possibility of Price Advances 


ARM weather at the opening of the 

month of October restricted the fall 
shoe demand on the part of consumers 
here to some extent, but most merchants 
report business on the up-grade, despite 
these drawbacks. The outlook for the 
next month or two is particularly bright, 
according to most retail merchants. 
Prospects of price advances are beginning 
to worry many of them, not, however, to 
the extent of causing them to rush into 
the market to place orders for delivery far 
in advance. The local merchants still 
adhere mainly to the hand to mouth 
policy of buying their shoes. 

The style question is becoming more 
settled locally. Tongues are going stronger 
than many in the trade anticipated. 
Undoubtedly they are the leading fall 
style and will continue so for the next few 
months at least. The large tongued and 
elaborately decorated tongue have fallen 
into the discard to a great extent and pub- 
lic demand in the last few weeks has 
shifted to the small-tongued models, 
chiefly those with a rubber gore under the 
tongue or a small strap, without any 
button or buckle fastening. The combina- 
tion strap and tongue appear to be on the 
wane, although there is still some call for 
them. 





Satin Growing Stronger _ 

Patent leather continues the first 
choice in leathers. Satins are growing 
stronger in black. Some brown satin is 
being sold, but browns, in both leather and 
satin are failing to live up to the indica- 
tions made earlier in the season. Bronze 
kid is growing decidedly stronger and in 
some stores has taken second place to 
black patent and satin. 

Strapped models are still selling, par- 
ticularly in black patent and black dull 
kid models with welted soles and low 
walking heels. A new development is the 
welted, low-heeled Colonial, for which a 
demand has sprung up in the last two 
weeks. Retail merchants have few of 
them in stock and some sales have been 
missed. 

Evening slippers are beginning to move 
better and the indications point to a bet- 
ter season than last year. Brocades, 
chiefly of the metal variety are leading in 
these. Tongues are shown in evening 
slippers, but the strapped models still 
continue in first call with the public, 
retailers report. 

Among the new model street shoes 
gaining some attention is a broad strap 
low-heeled model with the strap fastening 
at the side with a ribbon tie run through 











1922 


yusi- 
lus- 
clet, 
ent. 
istic 
em- 
and 
card 


the 
ton 
ro- 
- of 
ree 
ear 
r of 
hey 
0t- 
ck- 
ich 
bar 
and 
lied 


put 


of 


th 


irst 


| is 
ind 
ca- 
ze 


ar- 
Ow 
the 


La 
wo 


en 
ve 


et- 


ng 
till 
ic, 


ap 


gh 











October 14, 1922 


two pairs eyelets. This and the variation 
of the center tie Theo have been selling in 
fairly good quantities to the theatrical 
trade, but have not gained much prom- 
inence on Fifth Avenue. 


Men’s Business Getting Better 


The men’s business continues to gain 
nicely, reports show. High shoes are sell- 
ing better than expected, but the bulk of 
the business still is confined to oxfords. 
The heavier types are favored, but smooth 
leathers are wanted in the higher class 
shops. 


Old Styles on Exhibit 


A pair of boy’s shoes and a pair of satin 
wedding slippers of the period of 65 years 
ago were among the displays in the win- 
dows of James McCreery & Co., this week. 
The concern is celebrating its 65th anni- 
versary and asked its patrons to lend it 
articles of the time when the store was 
started. The boy’s shoes are placed beside 
a modern pair and the contrast is striking. 
The shoes are of the old two piece variety, 
square toed, with copper re-inforcement 
and without either rights or lefts, ap- 
parently. The wedding slipper resembles 
the modern ballet slipper, without a heel 
and with narrow ribbon ties. The toe is 
cut square and the workmanship is crude. 


Leacock with Best & Co. 


Joe Leacock, well-known shoe buyer 
who has been connected with several 
department stores here in the past, re- 
cently resigned his position with A. I. 
Namm & Co., Brooklyn, to accept the 
position as shoe buyer for Best & Co., 
Fifth Avenue, New York. Mr. Leacock 
took up his new duties at Best’s on 
October 2. 


The Reward of Service 


So firmly is one woman sold on the 
service rendered by Jacobs Shoe 
Shop, 257 Eighth Avenue, that on the 
eve of her return from Europe to this 
country, she wrote ordering two pairs of 
shoes for her daughter—to be held until 
her arrival. The woman was Mrs. Tag- 
lione, mother of Evelione Taglione, a 
young girl pianist now on tour in this 
country. The shoes which Mrs. Taglione 
specified should be saved for her daughter 
were a pair of patent leather and one of 
dull black leather, made by Dr. A. Posner 
Shoes, Inc. The letter was addressed to 
the store manager, Mr. Fisher. 


Trade Good, Says Slater 

The retail shoe business is showing good 
improvement, according to John Slater, 
dean of the local retail field. “‘Considering 
conditions,” he said, “trade is good. We 
had a good September in our store, and I 
understand that similar conditions pre- 
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vailed in other stores in the city. Retail- 
ers must not look for a sharp advance in 
the volume of business. It does not pick 
up after a slump at right angles. The 
improvement must be gradual. If trade 
remains steady for any length of time 
following a slump, it is improving, al- 
though the volume of sales may not go up. 
Every indication points to higher prices, 
although the public is still demanding 
good shoes at cheap prices. The retailer 
now cannot afford to give his customers 
low class goods. He must give them the 
best he can at the price and also combine 
with value the best possible service.” 


Wholesale Business Off 


Wholesale shoe sales in August, in the 
Second Federal Reserve District, which 
takes in most of New York State and a 
good part of Connecticut and New Jersey, 
fell 18 per cent below those of last year, 
according to the October business review 
issued by the Federal Reserve agent at 
New York. The report was based on 
returns from 10 manufacturers. Shoes 
showed the worst report of any of the 10 
wholesale lines upon which the Reserve 
Bank here gathers statistics. The bank 
states that the decline was due mainly to 
labor troubles in Rochester. 

With August, 1921, sales taken as 100, 
August, 1922 sales stood at 82; August, 
1920 at 123 and August, 1919 at 161. July 
sales were but 79 per cent of the July, 1921 
sales, indicating a recovery in August. 

The bank gathers retail statistics on 
shoes from 213 chain shoe stores in the 
district. These showed a loss of 15.9 per 
cent in sales for August, 1922, compared to 
August, 1921, where store to store com- 
parisons were made. Due however, to 
the opening of many new stores, the total 
chain store sales in August, 1922, were 
only 3 per cent below those of August, 
1921. On the basis of August, 1921, as 100, 
August, 1920, stood at 105; and August, 
1919 at 119. Only 184 chain stores re- 
ported in August of last year. The loss of 
3 per cent in total chain store shoe sales 
says the bank, appears to have been due 
solely to lower prices. “The number of 
pairs sold increased more than 12 per 
cent,” the bank continues, “and the 
average price per pair declined 13.6 per 
cent, from $3.59 in August, 1921, to $3.10 
in August of this year.”’ 

Department store sales as a whole in 
August in this district, increased 5 per 
cent over August, 1921. In New York and 
Brooklyn alone, the gain was about 8 
per cent. 


New Shoe Stores 


Albert Boot & Shoe Stores, Inc. (276 
S. Main Street), Waterbury, Conn. 

Kane & Helfanbein, 688 Bedford Street, 
Fall River, Mass. 

Chas. G. Lampley, Norwood, N. C., 
shoe department. 
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Where -" Buy 
Men’s Shoes 




















| CRAIG -REED EMERSON INC... 


Boston Office: Room 214, United States Hotel 


MEN'S SHOES ee 


NortHING 
But THE 











WHEN ee Visit Us 
WHEN IN Your Town We WiLL Visit You 














HOMPSON BROS .SHOE 


‘FINE SNOEMAKERS 





—— BROCKTON 


HENRY LILLY CO. 
88-90 Reade St. New York 


AUCTION TRADE SALES 
SHOES AND RUBBERS 


Every Wednesday and Friday 














Where to Buy 


Ballet Slippers 

















of 
Professiona 
Hard Box 





WM. SUMNER SMITH CO. 











Ballet Slippers 
IN —_ 
14-2 Wos. 
1236 Blk. Bellet 1 20 1.35 1.40 
1233 Wht. Ballet 1.45 1.55 1.65 
Chipman-Harwood Co. 
564 Atlantic Ave. Boston 











IN STOCK—OUR NEW 
BALLET SLIPPER 






118 Phoenix Row 
Haverhill, M 
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Where to Buy 


Boys’ and Children’s Shoes 














‘Bonites Shoe * Baby 


TURNS and SOFT SOLES 


In Stocl« 


Send. tr Catakeg 


AH.Moertin@ eh 


Mehew ROCHESTER NY 














| The B*P. FOOTWEAR COs: 


—— 


| INFANTS TURNS~SOFT SOLES 
qud HAND MADE MOCCASINS | 
> = OSWEGO A 17 





Ja 
FACTORY 2 





Soft Soles and Moccasins 
Ask your Jobber for our 
Sendo. We DO NOT seld 
the retail trade. 


Newcomb-Anderson Shoe Co. 
ROCHESTER, N. Y. 








saeedl 


AShoe for Boys 
That Wears 


Marston & Tapley Co. 
DANVERS, MASS. 














“ELAM” 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 


Rochester, N. Y. 
Boston Office, 181 Zasex Stree 











Baby Soft-Sole 
Moccasin-Style Shoes 
Made of best smoked, tan 
and chocolate elk. Some 
with patent vamp. High 
eut and sandal style. 


Sof 

fine for baby feet. A high 
grade shoe at a low price 
Lynn Moccasin Co., 125 Market St., LYNN, MASS. 











ign. Shoe Ce. 
Selfast. Maine 


- — 











SOFT SOLES 


from 
$2.50 doz. and up- 
wards. Alsoa full line 
of Ladies’ 








NU BABY Si.wr. CO., East Lynn, Mass. 
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HAVERHILL 


Price Increase Seems Likely 


Advance in Leather Quotations Convinces Manufacturers 
That They May Have to Ask More for Spring Shoes 


T is a noticeable feature of the shoe 

manufacturing trade in Haverhill that 
many kinds of upper and sole leather are 
advancing in price. This brings up the 
question of higher prices for the shoes 
which are being shown for the Spring of 
1923. The longer the placing of Spring 
orders is postponed, say manufacturers, the 
higher the prices likely to be paid for shoes. 
Brockton manufacturers are using their 
best efforts to purchase materials which 
will enable them to deliver goods at 
quoted prices. They are, however, faced 
with conditions beyond their control as 
regards their purchases of upper and sole 
leather. One manufacturer comments on 
the situation thus: 

“A rising market is always an indication 
of prosperity. Present conditions are 
favorable to further advances in leather 
and other materials which enter into shoes. 
With increased buying power on the 
part of the public, merchants will make no 
mistake in placing their orders early, thus 
insuring themselves against a further 
rise in prices, also of prompt deliveries 
when goods are needed.” 


Solving the Problem of Floor 
Goods 


All shoe factories have from time to 
time, accumulations of so-called floor 
goods. These are not shoes carried in 
stock for regular sale, but goods which 
for one reason or another are unsalable 
in regular lots. Samples and odd sizes are 
included in goods which accumulate on 
factory floors. 

Shoe manufacturing concerns have 
many callers who are looking for bargains 
on floor goods. Considerable valuable 
time is expended by manufacturers or 
their representatives in meeting these 
callers and selling them shoes which 
represent losses instead of profits. One 
Haverhill shoe manufacturing concern 
has solved the floor goods problem as 
regards the time spent in meeting such 
callers. This concern has arranged with 
one house to take its entire accumulation 
of floor goods. As a means of acquaint- 
ing visitors with this fact a sign has been 
placed on the door leading to the office, 
reading thus: 

“All our floor goods are sold 
under contract. Do not waste 
your time. We have nothing to 
sell.” 


Brocades Bring Business 


Brocade effects in women’s turn foot- 
wear are proving very popular. Manu- 


facturers are showing many new patterns 
emphasizing the brocaded effects with 
particular emphasis on satin and patent 
vamps with brocaded quarters. Some are 
plain, while others are quite elaborate as 
regards decorative features. Black and 
brown are the favorite colors. 


Saving Stair Climbs for 
Customers 


Many of the older buildings in Haver- 
hill in which are located shoe manufactur- 
ing and kindred concerns, have no 
passenger elevator facilities. This fre- 
quently necessitates climbing several 
flights of stairs to reach a factory office or 
sample rooms. One concern is endeavor- 
ing to overcome this stair climbing stunt 
by installing an electric button at the 
foot of the stairs and a corresponding bell 
at the top. Beside the button is posted 
this notice: 

“Ring the bell at the foot of the stairs 
and we will come down and take your 
order.” 

What could be fairer? 


Haverhill Men at Brockton 
Fair 

A considerable number of Haverhill 
shoe manufacturers attended the recent 
Brockton Fair and enjoyed its many 
attractive and novel features. These 
visitors were naturally interested in the 
shoe style show and especially in the infor- 
mation which they received to the effect 
that plans are under consideration for 
making this feature of the Brockton Fair a 
selling show similar to that held in Boston 
during July. Haverhill men believe that 
Brockton can and will make a success of 
this plan if put into operation. They 
refer particularly to the timeliness of the 
exhibition, coming as it does at a period 
of the year when merchants are interested 
in the purchasing of the coming season’s 
shoes. 


Removes to Larger Quarters 


Fred W. Millay Irc., last remodeller, 
has removed from 110 Washington Street 
to Phoenix Row, at the rear of the former 
location. This concern now has a larger 
plant, well equipped for last remodelling. 
The McNichols-Millay system, which is 
utilized, is a practical and a money 
saving plan for shoe manufacturers. 





Your opportunity is not in the air nor 
in the earth nor in the sea, it is in you. 
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Cari E. SCHMIDT & Co. Inc. 
DETROIT, MICHIGAN 


Tanners of the Schmiot Calf athers 











Shoes of 
She Schmidt Calf Rathers 
In Eric Grain 
Light ~ Soft ~Flexible 
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Takes a Perfect Polish 
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DETROIT, MICHIGAN~BOSTON, MASS. 
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BOOT AND 


ROCHESTER 


Boost Given New Association 


Tentativ e Plans Call for Club Building to Be Fully Equipped 
for All Club Activities 


LANS for the formation of the 

Rochester shoe and leather trades 
club, which will bz known as the Rochester 
Shoe Associates, Inc., were discussed ata 
meeting of a joint committee of the Shoe 
Superintendent's and Foreman’s Associa- 
tion and the Rochester Association of 
Traveling Shoe Salesmen held at the 
Powers Hotel on Thursday evening, 
October 5. C. P. Diemer, chairman of the 
joint committee, was instructed to ap- 
point district teams of two men each who 
are to canvass all eligible members and 
report at a meeting to be held at the 
Powers Hotel on October 31. 

Tentative plans provide for the leasing 
of the old Rochester Whist Club building 
as headquarters, and it is proposed that 
the Rochester Shoe Associates Inc., shall 
be an association of all persons identified 
(in an executive capacity) with the manu- 
facture or sale of shoes or any article enter- 
ing into the production of shoes. 


To Be Incorporated 


The new association will be incorpora- 
ted under the laws of the State of New 
York for such an amount as shall be deter- 
mined when a permanent organization 
shall be formed and each share of stock 
shall have a par value of $10.00 each. 

The object of the new association as 
outlined in the prospectus prepared by 
Joseph P. Byrne, former president of the 
National Shoe Travelers’ Association 
shall be to promote the social, moral and 
industrial welfare of its members and to 
help develop theshoe industry of Rochester 
to its maximum of efficiency. Its scope 
comprehends suitable meeting rooms, 
reading rooms, library, dining room and 
kitchen, billiard room and bowling alleys. 
Membership dues will be $10 per year and 
it is proposed to sell each member at least 
one share of stock. 


New Eastwood Store Opens 


The new Eastwood men’s shop in the 
Powers Hotel Building formally opened 
for business on Wednesday, October 4, 
and Manager Edward C. Baker reports a 
satisfactory first week’s business. The new 
store interior is attractively equipped 
with comfortable wide benches, and has 
two fine windows which give ample room 
for the display of footwear. 


Clever Announcement Advertising 


In announcing the new men’s shop, 
Eastwood’s took advantage of the stores’ 
location, and used a drawing of the Powers 
Building and tower, which is Rochester's 


most familiar landmark to point out that 
the store is only a step from the business 
center of the city. 

Manager Baker, formerly manager of 
the men’s department of the Eastwood 
State Street store, is manager of the new 
men’s shop, which features Johnston and 
Murphy shoes, and Ernest Ribstein is 
assistant manager. 


Rochester Attend Utica 
Meeting 


William Pidgeon and Harry Chase of 
Rochester attended the executive com- 
mittee meeting of the New York State 
Retail Shoe Dealers’ Association held in 
Utica on Tuesday, October 3, where plans 
for the next yearly convention which will 
be held in that city were discussed. 


William Pidgeon to Visit lowa 

William Pidgeon, Jr., former president 
of the New York State Retail Shoe 
Association has accepted the invitation of 
the Iowa Retail Shoe Dealers’ Asscciation 
to address their convention and will speak 
at their Des Moines Convention. 


Buys Syracuse Factory 


Harry L. Jones, well-known Rochester 
shoe man, who has long been identified 
with the Utz & Dunn Co., sales organiza- 
tion has purchased the Kaufman Fickett 
Shoe Company of Syracuse, New York, 
where he will continue the manufacture of 
women’s footwear under the name of the 
Harry L. Jones Shoe Company. 





Insurance History in Booklet 
Form 


The Fitchburg Mutual Fire Insurance 
Company of Fitchburg, Mass., has re- 
cently issued an attractively arranged 
booklet setting forth the achievements of 
the Company from its beginning in 1847 
up to the present time. This may be 
properly classed as a souvenir edition, as 
it was issued to commemorate the 75th 
anniversary of the company held in Fitch- 
burg last September. From an insig- 
nificant beginning the Fitchburg Mutual 
Fire Insurance Company has grown until 
it is protecting today property whose 
value totals close to $50,000,000. The 
year 1922 sees the company broadened 
far beyond the dreams of its founders. 

Some years ago a special form of policy 
for shoe merchants was arranged. 
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Where to Buy 


Shoe Ornaments 
























Colonial Tongues the Fashion 
ways up-to-the-minute wi 
aeons a in AL ys ornamentation 


Habre. dw. Rana Cu x : 
jails. We have them. Your sam- 
ples ready upon request. 


EDW. B.KAHN CO. 








BIO FULTON ST. BROOKLYN,N.Y, 











W. COULTAS CO. 
Manofacturers 
RHINESTONE BUCKLES 


Big Demand 
WRITE FOR SAMPLES, - 


PROVIDENCE - - = R. I. 





aval 





For tongues, beaded 
or plain, in all leather, 
satins, etc., all kinds 
of buckles and bows, 
write to 


Vanity Novelty Works 
913 Gates Ave. 
Brooklyn. N. Y. 





“Just Enough Better To Be Thoroughly Worth While’ 


BONGIOVANNI BROS. 
Largest Rhinestone Buckle 
Manufacturers in America 

High Class Buckles at Popular Prices 

2927 3rd Avenue N. Y. City 




















BEADED 
BUCKLES 


AND NOVELTY 
PARISIAN BEADING WORKS CO. 
4@£ WALNUT STS., PHILADELPHIA 



















Where to Buy 


Shoe Illustrations 




















Where to Buy 
Wanted Styles 


An Extra Editorial Service to 
‘‘Recorder” readers, free for the ask- 
ing, with authentic information on 
current problems. 
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Where to Buy 


Standard Shoe Materials 





—— 























The One 

Waterproof 

Leather That 

Takesand Re 

tains a Polish 

Creese & Cook Co. 50%" Yc 


Tanneries at Danvereport 











COATED GEM DUCK 
ADHESIVE BACKING CLOTH 
Rubber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 


B. F. CHAMBERLIN 
184 Summer St. 


Feormerty Walpole Shoe Supply Co 














Cut from the best 
oak leather for 
the bh de 














T. W. GODSOE, Pres. 
W. G. DONALD, Pice-Pres. 
F. E. JONES, Treas. 


F. E. JONES CO. 


ives MAT KID 


COLORS 
95 South Street, Boston 











} New England Wood Heel Co. 
Manufacturers of 
Wood Heels and 
Wood Heel 
Machinery 


93 Essex Street 
Haverhill - Mass. 
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BOSTON 


Colonials Are Attractively Featured 


The Keynote in Women’s Styles Is Black—Gun Metal Calf 
Oxfords Strong Sellers—Stores Circularizing ‘“‘“Schoolmarms’’ 


OSTON’S windows have been bright- 
B ened during the past few weeks by 
Colonials in glad array, with glittering 
buckles and ribbon ruchings Bleck is the 
predominant color, and this is often en- 
livened by silver and gold brocades, with 
veritable jeweled buckles—one might well 
imagine that a section of the crown of 
sore old world princess had been trans- 
ferred to American-made shoe tongues. 
A very rich effect was shown by Thayer 
McNeil Company in a cloth of gold 
Colonial, into which deep red and blue 
tones in imported “creton’’ patterns were 
interwoven. 

Jones, Peterson & Newhall showed a 
new pattern in a black silk chiffon stock- 
ing with diamond shaped front clocking in 
white silk; inside these diamond shapes, 
tiny baskets in floral effects were em- 
broidered. 

In the realm of the staples, black gun 
metal calf oxfords are popular. One big 
wholesale shoe house reports that its 
biggest selling oxford is a black gun metal 
welt oxford and this in a low flat-heel of 
8-8, and not higher than 10-8. 


Booklet “‘Talks’’ Teachers 


Stores are making a good appeal to the 
school teachers in and around Boston 
“The Teachers’ Manual,” containing a 
list of local “‘schoolmarms” is readily 
obtainable and many of the leading stores 
send attractive bits of literature to their 
home addresses. 


Ross Bros’. Attractive Booklet 


A very dainty little booklet, with at- 
tractive cover in blue, black and white 
has recently been issued by Ross Bros., 
23 West Street. This is entitled “‘The 
Most Notewortby Shoe Innovation of the 
Century.”’ The booklet “talks’’ about the 
Tru-pe-dic shce and the scientific facts, 
established by the American Posture 
League; with pictures of all three types: 
“Inflare Straight and Outflare.”” Ross 
Bros. invite folks to come to the store 
and try on all three types. A little blue 
slip within the booklet asks teachers to 
read about “The Ideal Shoe for School- 
room and Street Wear.” This booklet is 
also sent to prospective men and women 
customers outside of the teaching pro- 
fession. 


Joseph Pietzuch at Queen Quality Store 


The new Queen Quality Boot Shop, 158 
Tremont Street, has recently issued a book 
with attractive cover, showing the old 
shoemaker, who is closely scrutinizing the 
very new Colonial strap pumps, which an 


up-to-date young lady is wearing—she 
obligingly raises her skirt a little so that 
the old gentleman may see more clearly. 

This booklet is well illustrated with 
some of the stores new models and the 
October atmosphere is imparted by 
autumnal tints in the outdoor and indoor 
scenes depicted. 

The Queen Quality Osteo-Tarsal dem- 
onstration, which took place from 
October 2 to October 7, was announced 
on little brown folders enclosed. In this 
demonstration, Joseph Pietzuch, foot 
expert, explained foot comfort and health 
by the wearing of the proper footwear; 
Mr. Pietzuch gave free personal advice to 
all who desired and special appointments 
were made with Mr. Pietzuch for any 
hour during his stay at the Queen Quality 
Store. 


Spencer Shoe Store Opens 


The Spencer Shoe Company, 666 
Washington Street, opened its doors to 
the public on August 26, last. This is an 
exclusive men’s shoe store and features the 
Spencer Shoe at $4.85 and the Ballard 
Shoe at $3.85. The store is 20 feet wide by 
150 feet long, is finished in oak, with a 
seating capacity of 40. The cartons are 
attractively labeled in blue and white and 
are arranged in sections of nine deep the 
shelving extending the entire length on 
both sides of the store and two-thirds of 


_the way to the ceiling. The bulk of the 


stock is kept in the store basement. The 
store is well lighted. There is an attrac- 
tive findings case in the front part of the 
store. Directly opposite, at the rear, is 
the cashier’s desk. The windows are 
trimmed with autumn foliage colors, and 
“drapings”’ of kid in a rich shade of brown. 
Large maple leaves are used for announce- 
ments and the store “policy”’ is stated in 
each window, one of which is devoted to 
the display of the Spencer Shoe and the 
other to the Ballard Shoe. 


In Good Location 


The two young men in charge are 
C. H. Reynolds, formerly shoe salesman 
at Jordan, Marsh & Co’s shoe department 
and E. M. Peloquin, formerly salesman 
at R. H. White & Co.’s shoe department; 
also at Esart’s. These men are both 
graduates of the Boston Retail Shoe 
Salesmen’s Institute. 


Children’s Shoes Cleverly 
Advertised 


The children’s shoe department of 
Houghton & Dutton Co. was the recipient 
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of a clever publicity stunt the past week, 
from the visit of Buster Brown and Tige, 
with attendant receptions and souvenir 
distribution—and best of all—increased 
sales. Shoe buyer Frank Rourke, head 
of the Houghton & Dutton shoe depart- 
ment, was very much “on the job’’; so 
was Publicity Manager, P. F. Terrell, 
and so were salesmen, E. A. Miles and 
R. B. McCarthy. Mr. McCarthy sold 
the initial account of a full Buster Brown 
department, and E. A. Miles helped 
brother McCarthy to receive the dis- 
tinguished visitors in proper manner. 


Catering to Little Folks 


Houghton & Dutton do a big children’s 
shoe business and Mr. Rourke is out to 
increase it. He knows how, too, from his 
valuable seven years’ experience with the 
Jordan, Marsh & Co.’s basement shoe 
department, and later with Raymond’s. 
He believes in publicity and in making 
his department attractive to the “kiddies,” 
and in this, he has the full co-operation of 
Publicity Manager Terrell. The total 
space to be given over to the new chil- 
dren’s shoe department will be 80x200 
feet, with a balcony for stock. For the 
special delectation of the little folks, there 
will be special wall cut-outs, new furniture, 
individual shelving and what is also very 
much to the point, will pay careful atten- 
tion to the right fitting. The children’s 
shoe store will have an entrance of its 
own from Pemberton Square and special 
window trims. 

Buster and Tige were handed the great 
key of the city by Mayor Curley himself. 


Retail Shoe Salesmen Meet 


The first meeting of the season of the 
Boston, Retail Shoe Salesmen’s Associa- 
tion was a big event. The program was 
“pulled off’’ after a good supper had been 
served at Dupont’s. Those of the boys 
who did not care to come to the dinner 
reported in time to attend the business 
meeting. The speaker of the evening was 
Richard Lennihan, assistant director of 
the Harvard Bureau of Business Research, 
who took for his subject, ““The Relation 
of Salesmen to Operating Expenses.” 
Miss Anna Brady was the soloist. Presi- 
dent L. W. Hollis presided and appointed 
the following committees for the ensuing 
year. Educational Committee: Harry C. 
Copeland, with Jordan, Marsh Company; 
C. H. Barteun, with Hanan & Sons; 
Fred H. Brown of William Filene Sons 
Company; J. J. Callahan of the Sorosis 
Shoe Company; Rodney L. Upton, Assist- 
ant Manager, R. H. White Company. 
Membership Committee: Charles H. Rey- 
nolds, Spencer Shoe Company; Fred N. 
Greenwood, Thayer McNeil Company; 
M. L. Knight, the Gilchrist Company; 
B. V. Kerwan, H. H. Tuttle Company; 
Harry J. Seymore, Dr. Reed Cushion Shoe 
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Company. Reception Committee: J. H. 
Creed, Thayer McNeil Company; Arthur 
G. Pearson, Willson Shoe Shop; Paul A. 
Dever, Walsh’s Arch Preserver Store; 
Fred J. Gorman, Nesmith Shoe Company; 
William M. White, Regal Shoe Company. 
Special Committee on Employment Pro- 
ject: Rodney Upton, Robert W. Daley, 
Herbert E. Currier, Walk-Over Shoe Shop. 
Publicity Committee: Helen M. Haney, 
Boot and Shoe Recorder and Robert W. 
Daley, 114 Bedford Street. 

Each committee chairman told of his 
promotional plans for the coming year. 
Representatives from the leading news- 
papers were present. 


Canadian Shoeman Visits 
Boston 


Charles H. Albee, past president and 
general manager of the Myles Shoe Com- 
pany, Ltd., Toronto, Ontario, was a visitor 
the past week in the Boston leather market 
Mr. Albee says that business in this sec- 
tion of the country compares favorably 
with business in the states and he is 
doing an excellent business on women’s 
high-grade welt and turn footwear. 





Wood For Lasts 


It is of more than passing interest to 
note how lasts use up lumber. Half a 
million feet of maple logs, (board measure) 
arrived at the factory of F. A. Stuart, 
Beverly, Mass., last maker the other day. 
It looked as if a small forest had been cut 


down. The logs were thick, like butcher’s’ 


blocks. They are being sawed into sections 
of a foot or more in length. Each section 
is split in to wedge shape pieces, and the 
wedges are turned on lathes into a last 
block. Then they are seasoned, in ovens 
and out of doors, until they are as dry as a 
chip. Next, these blocks are turned into 
lasts of the prevailing styles. A lathe 
turns a last in six minutes. About a 
quarter of a million pairs of lasts will be 
made from this one lot of wood. 
Incidentally, nothing goes to waste in 
the last making trade, for all the trimmings 
and shavings are saved, and are burned 
for fuel. This Stuart factory does not 
burn a pound of coal, for its waste supplies 
sufficient fuel. Also, the sawdust is 
saved, It is taken away by dealers in 
sawdust, who sell it for a dozen and more 


purposes. 





New Shoe Stores 


Rucker Mercantile Store (E. L. Rucker) 
Sturgeon, Mo., shoe department. 

Wood M. Pickett, Navasota, Texas, 
shoe department. 

Goldberg's Bootery (Hyman Goldberg, 
Proprietor), Boston. 

Miller & Treacey, 6 Main Street, Nor- 
walk, Conn. 
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Where to Buy 


Engraving and Printing 




















CARTON LABELS, TAGS, 


SHOW CARDS, 
PRICE TICKETS, FOLDERS, ETC. 











COLOR PRINTING DESIGNING 


CATALOGUES 
Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 











= UNIVERSITY © | 
‘Freee! oN oRY 








ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for 
the Boot and Shoe Trade 
201 Soush Street, Boston, Mass. 

‘elephone Beach 4960-4961 





























Where to Buy 


Miscellaneous 

















6 BEACON STREET BOSTON, MASS. 


Retail Shoe Sales Letters 
Five Copies, All Different, $3.00 


Check with Order 
Your Money Back if Not Satisfied 


F. S. ROOT COMPANY 


Sales Letters Specialists 

















Perfection Pneumatic 
Arch Cushion 
Daigned % Prevent 
ELASTIC TIP COMPANY 5 
Boston, Mass., U.S. A. 
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A.E.GOODWINS 


“SHADOW SHOE” 
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| LYNN | LAST COMPANY 


LYNN, —— MASS. 


The Manufacturer’s 
Friend 


“The Shadow Shoe” 


This innovation in last production is proving 
a practical help to the shoe manufacturer; it 
makes it possible to show the jobber or dealer 
just how a given pattern will look in any new 
last. The beautifully tinted colors bring out 
the style lines and colors just as they will 


look in the finished product. 


If you haven't looked into the merits of “The 
Shadow Shoe” you're missing a bet in these 
days of style importance. 
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fied facts takes its place. 





just the data an advertiser needs. 


GROPING IN THE DARK 


Time was when the purchase of advertising space was a “‘blind groping in the dark.”’ 
Advertisers had no means of checking a publisher’s statement of circulation and often 
these figures were unreliable. 

In six years the Audit Bureau of Circulations has solved this perplexing problem. 
By a systematic analysis of distribution and methods this organization is able to supply 
The darkness is dispelled and the bright light of veri- 
Space buyers no longer find it necessary to grope in the dark. 


There are no dark sports in the Boot and Shoe Recorder circulation. Our records 
are audited by the Audit Bureau of Circulations. 
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Business Conditions Improving 


Retail Trade Temporarily Halted by Hot Wave, but Mer- 
chants Are Confident that Good Trade is Near 


LD SOL is a welcome visitor the 

most of the year, but there are times 
when the shoe merchants would prefer 
that he go away and remain in hiding. 
October is one of those months and this 
year the old fellow has been contrary and 
has been shining brightly every day. He 
has warmed up the atmosphere to such an 
extent in this part of “the woods”’ that he 
has hurt the October business of the 
merchants. Those dealing in shoes are 
not the only ones to suffer. 

The consumer here has not been buying 
fall and winter clothing up to the usual 
standard. For twenty-six days it has not 
rained in this city, and all that time the 
sun was sending down his rays daily. 
The thermometer touched 75 to 85 degrees. 
Such a situation has not been conducive to 
trade. 

But back of every dark cloud is a 
silvery lining and it is sure to come to the 
merchants when the weather gets cooler. 
There is certain to be a big rush of business 
for there is more money in circulation in 
this city tolay than ever in its history. 
The banks and building and loan associa- 
tions have more on deposit than they ever 
had in their history. 


Country Merchants Optimistic 


Employment figures show a _ light 
decrease during September, but the rail- 
road strike is given the responsibility for 
that showing. With the strike out of the 
way and the Ohio coal miners back to 
work the stage seems to be set for a run of 
business that will go to new high levels. 


Merchants in the downtown section are 
going on this theory too. They have 
stocked up well for the winter, but as a 
whole the trade has not purchased as 
heavily as it has in the past, and this 
means the smaller merchants will keep 
buying constantly for several months. 


Buying for winter, as has been stated, 
has been held back by the weather, with 
the result that for the present, black satins 
and patent leather have the call. The 
brown satins that were figured to go so 
well by some of the smartest merchants 
in the city have not been received so 
kindly by the trade. 

Black calfskin, black kid and gun metal 
seem to have the call in what buying there 
is being done for winter. Merchants as a 
result figure that this line will have a big 
tun in the winter months. 

Tan oxfords are not going so well and 
this color seems to be on the decline for 
Winter wear. 


Good Demand for Buckles 


C. I. Ferguson is one of the landmarks 
in the shoe business in this city. For 30 
years he has been passing shoes over the 
counter in his store at The Arcade. He is 
situated on the first floor and it is in an 
excellent location. Mr. Ferguson talked 
interestingly about trade. 

He says that he has just enjoyed an 
extraordinary run of business in rhinestone 
buckles for satin straps. The strap fits 
through the buckle and it does make a 
nifty display about the ankle. He has 
sold more than $1000 worth of them and 
there is no sign of a let up in the demand. 


Mr. Ferguson has in his store room 
2000 pairs of galoshes and heiscertain that 
they’re going to distance the Russian boot 
in the race for popularity. He has been 
selling galoshes for some time, and the 
pre-season demand was never better at his 
store. 


Thinks Long Skirts Will Not Lasi Long 


As for the long skirts, he says that in his 
judgment they will be short lived, if 
they ever get the breath of life in this city. 
The views of other leading merchants 
correspond with this statement. He 
figures that the merchants can figure on 
the style that the women like to wear with 
a short skirt if they are to be successful 
and keep up with the march of events. 

Just when everybody went light on high 
shoes for winter and figured that the 
women would wear low ones Mr. Fergu- 
son says that they are likely to spring a 
surprise and take to the top boots when 
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the cold weather sets in. The surprises 
always come when everybody is certain 
of something. 

Colonials have been going big at this 
store. Everybody wants Cuban and 
French heels and they want rubber ones 
too. They will not wait until the rubber 
can be put on. It must be there when the 
shoe is shown. 


No More Square Toes for Men 


Men’s square toes are going out of the 
limelight. So far as prices are concerned 
now is just the right time to buy, but, in 
the opinion of Mr. Ferguson, the style and 
model situation was never so uncertain. 
He said that if he had to buy $500,000 
worth of shoes for all departments of a 
big store he would throw up his hands. 

So many merchants in. this city were 
fooled on white shoes last summer that 
the manufacturer will have to bring out 
something new. The sport models wili 
not take so well next summer. This shoe 
and the big sales of black satins and patent 
leathers for summer wear caused the 
white canvas to be a drug on the market, 
says Ferguson. 


Branch Office Closed 


The branch office which the New York 
branch of the Morse & Rogers Internation- 
al Shoe Co., has maintained in the Arcade 
in this city has been closed. H. L. French 
who has been making this territory in the 
last few weeks, has arranged to take care 
of the company’s trade by calling once a 
month. E. W. Ward, formerly the com- 
pany’s representative here, reports that 
he has been enjoying a fine run of business 
in western Pennsylvania territory where 
he represents the Endicott-Johnson Shoe 
Co. The territory is prosperous with 
factories and stores busy with a fine line 
of retail patronage. Collections are 
good. 





DETROIT 


Weather Again Interferes 


Stage Set for Resumption of Retail Activity When Lower 
Temperatures Arrive 


HERE is little wonder that shoe 
merchants complain of business. Sep- 
tember and early October have been in the 
grip of August weather. The heat has 
been intense and the usual rains of 
September lacking. It is impossible to 


stimulate business to any extent while 
this continues. One shoe merchant said: 

-“‘We are ready for business when it 
comes. No matter what the demand, we . 
are able to fill it, but we can’t do anything 
until the people decide to buy, and they 


won’t do that until the weather makes it 
necessary.” 

Another remarked: 

“Why we might almost as well expect 
people to eat another dinner after a rather 
good one as ask people to buy fall and 
winter shoes while this weather lasts.” 


Fall Windows Alluring 


The fall windows are alluring. Many 
splendid exhibitions are on view. One of 
Hudson’s large windows was the center of 


144 


attraction of many people. The sole 
decoration was a vase of dried shrubs with 
red berries. The background and floor 
were covered with dark materials. Wooden 
fixtures were used. Few pairs were shown. 
Among these were black satin and patent 
Patent strap effects with cut- 
out patterns. Fawn suede “straps and 
Colonials, patent leather trimmed. 
Browns were represented by straps and a 
pair of walking oxfords. This window was 
remarkable for the size of the space and 
for the few pairs shown in that space. 
Fyfe’s Golf School and 
Practice Grounds 


While there may be other Golf Schools 
in the United States, and there are some in 
Detroit, that at Fyfe’s is perhaps unique 
in that it is the only one conducted by a 


Colonials. 


shoe store. 

The preparations of the course on the 
fifth floor of the building are going forward, 
and the school will be opened immediately 
after the close of the out-door season. 

It will be one of the best, if not the best 
in the middle west. The instruction will 
be in the hands of E. E. Ford, professional 
of the Plum Hollow Golf Club, of Detroit. 
Mr. Ford’s ability as a player and instruc- 
tor is widely recognized, as is his reputa- 
tion as a club maker. 

It is expected that during the season a 
number of putting tournaments and other 
unique events will be held here. 

While not a money-making department 
it is expected that the investment will be 
one of the best made by the company. It 
will naturally become the most talked of 
shoe store in golfing circles, and that 
means that among the better class of 
customers in Detroit the Fyfe store 
will receive liberal advertising that it 
could not expect in any other way. 

This is one of the most radical of the 
new departures of this well-known shoe 
store, and proves an alertness to progress 
that places it high among its peers. 


Store Uses House Organ 


The McBryde Boot Shop is_ being 
advertised by a co-operative publication, 
distributed by shoe dealers in various 
cities, and known as “Footsteps.” It is 
an attractive little paper of eight pages, 
well illustrated and something to be 
preserved by the customers receiving it. 
It is something of a task to make a store 
paper interesting to the customer but the 
editor of this publication has succeeded 
in doing so to a degree unusual in such 
papers. 


Miss McCallum With R. & H. 


Miss S. McCallum, who has been in 
charge of the children’s shoe department 
of the Lindke Shoe Company, which was 
purchased by the C. H. Baker chain about 
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a year ago, has taken charge of the 
children’s shoe department of the R. & H. 
Shoe Co., Gratiot avenue. 


Detroit Notes 


The A. E. Burns Co., is advertising a 
large sale owing to the delay in completion 
of the new building on Grand River avenue 
which was to have been ready months ago, 
but which now it is said will not be ready 
until December. The women’s depart- 
ment of this firm is located on the second 
floor of the building they now occupy, 
which it is learned will have to be vacated 
by October 15. The groundfloor store is 
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very small and unless other arrangements 
are made the stocks of this firm will have 
to be housed there. 


avenue, is advertising the opening of their 
new shoe department, where Fashionmaid 
footwear will be sold at from $3 to $5. 


It is said that the busiest corner in the 
world is here in Detroit. There were 
883,504 persons pass the corner of Wood- 
ward, State and Gratiot, in a recent 
count, 646,587 of whom were pedestrians. 
State and Madison, Chicago, please take 
notice. 





BALTIMORE 


Men Buying Shoes Freely 


Extreme Styles Being Purchased by Younger Men—Patent 
Leather Still Popular Among Women 


HE men’s stores report an excellent 

business during the past fortnight 
with a demand for blacks and tans of the 
heavy style. Stores catering to the young 
men’s trade report an exceptional demand 
for extreme styles, which is caused by the 
college students purchasing their shoe 
requirements for the school term. 

One dealer states that he finds that the 
trade requests a heavy style in perfora- 
tions and sports. Blacks are going nicely 
and exceeding expectations, with stitched 
styles and broad toes selling well. The 
plain soft toe styles are having quite a run 
both in men’s and boys’ styles. 

The stores catering to the fair sex re- 
port business as being good and sales 
heavy in fancy patent leather styles. 
Straps of many kinds are being shown and 
these seem to be the most popular. Large 
tongues and rhinestone buckles are being 
sold quite extensively. Black satins are 
moving along nicely and sports are still 
popular among the young ladies. A de- 
cided decrease in low heels has been 
noticed which most dealers claim was 
looked for this fall. 


“Hooking Up” With the 
Theater 


N. Hess Sons conducted a unique adver- 
tising campaign recently when the “Pris- 
oner of Zenda”’ was being shown at a local 
theater. A pair of slippers similar to the 
ones worn by Miss Alice Terry when the 
picture was taken, was displayed in the 
show window with the announcement 
that the firm would give seven prizes to the 
modern Cinderellas whom the shoes would 
fit. The first two prizes consisted of slip- 
pers and the other prizes were tickets to 
the theater showing thé picture. The size 
of the slipper was 34-B and was of black 
satin with a brocaded tongue strap. After 
a great many applicants had tried, the 


first and second prizes were finally 
awarded. Ned Hess said that the plan 
was very successful and that it was his 
company’s plan to have affairs of this kind 
often. Mr. Hess further stated that busi- 
ness was good and fall styles moving very 
well. 

““Men’s woolen socks,” he said, “‘are 
selling very well, but the ladies’ woolens 
have not started to move yet, but ladies’ 
silks are selling well.” 


New Company Incorporated 


The Chesapeake Shoe Manufacturing 
Company was recently incorporated in 
Maryland for $50,000 and has leased the 
building at 101 Balderston Street, where 
they will manufacture infants’, children’s, 
and misses’ turn shoes. The officers of the 
new company are David E. Goldstrom, 
president; Wm. A. Gaynor, vice-president; 
Morton Goldstrom, secretary-treasurer; 
and Harry Kessler, superintendent. New 
machinery is being installed and three of 
the five floors will be made use of at once. 
Both Mr. Goldstrom and Mr. Gaynor 
were associated with Frank & Adler for 
years and their friends wish them the 
greatest of success in their new undertak- 
ing. Mr. Goldstrom reports that the entire 
output will be sold by the officers of the 
company who have been traveling men in 
the past. 


Free Shines to Advertise 
Polish 

“T am well pleased with the success of 
that little window display,”’ said T. H. 
Kee, manager of one of the local 5 and 10 
cent stores. “It has increased my sales on 
polishes beyond my expectations and I am 
going to try it again.” 

The display consisted of a boot-black- 
ing stand placed in the window with a 
liberal display of a popular known polish. 
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Changes in Business 


Current Events in Failures, Suspensions and Activities 
in the Shoe and Leather Trade 


























FAILURES 


Boston—Bedford Leather Co. (David K. Segel), 
upper leather, reported petitioned into bank- 
ruptcy. 

fleyers & Meyers, shoe wholesalers, reported 
offering to compromise at 25 per cent. 

Brockton, Mass.—Puritan Shoe Mfg. Co., shoe 
manufacturers, reported petitioned into bank- 
runtcy. 

Holyoke, Mass.—Louis Browdy, shoes, reported 
petitioned into bankruptcy. 

Marlboro, Mass.—Indian Head Shoe Co., shoe 
manufacturers, reported assigned to Louis 
Green. 

Lynn, Mass.—E. F. Arquet & Son, leather rem- 
nants, reported assigned to Charles G. Brostrom; 
reported petitioned into bankruptcy. 

Barton, Ala.—Mrs. S. Williams, shoes, etc., re- 
ported petitioned into bankruptcy. 

Garland, Ark.—Garland Mercantile Co., 
etc., reported petitioned into bankruptcy. 

New Haven, Conn.—Angelo Battista, leather find- 
ings, reported offering to compromise at 25 

. per cent. 

Aurora, Ill.—H. P. Gilbert, shoes, reported asking 
general extension. 

Chicago, Ill.—-Columbia Shoe Co., shoe manu- 
facturers, ted receiver appointed. 

irving Frank (7848 S. Halsted St.), (7828 8. 
Halsted St.), shoes, reported assigned. 

Joseph Frankowski (1042 N. Kildare Ave.), 
shoes, reported petitioned into bankruptcy. 

Peerless Mercantile Co. (Paul Nathanson, 
Proprieter), (206-208 E. Monroe St.), wholesale 
shoes, reported assigned. 

McPherson, Kan.—Kern Bros. & Co., shoes, etc., 
reported offering to compromise at 35 per c: nt. 

Adrian, Mich.—-A. Kesler & Son, shoes, reported 
aay eee into bankruptcy. 

Sale, Ala.—B. J. Jennings, shoes, etc., reported 
petitioned into bankruptcy. 

Tucson, Ariz.—Criterion Shoe Co., shoes, reported 
offering to compromise at 60 per cent. 

San Bernardino, Calif—R. W. Bushnell, shoes, re- 
ported meeting of creditors was scheduled for 
October 3, last. 

Hartford, Conn.—Union Shoe Stores, Inc., shoes, 
repor offering to compromise at 55 per cent. 

Fairfield, Conn.—¥F. Giordano, shoes, etc., reported 
offering to compromise at 20 cent. 

Washington, D. C.—Capital § Findings Co. 
(A. D. Sederocannellis), leather and findings, re- 
ported petitioned into bankruptcy. Reported 
meeting of creditors called for September 29, last. 

Jacksonville, Fla.—S. J. Grossman, shoes, etc., re- 
ported offering to compromise at 2244 per cent. 

I. Dwoskin (Family Shoe Store) shoes, etc., 
reported petitioned into bankruptcy 

Tampa, Fla.—H. Aronovitz, shoes, etc, reported 
petitioned into bankruptcy. 

Athens, Ga.—S. Held, shoes, etc., reported peti- 

_ tioned into bankruptcy. 

Evansville, Ind.—Kaplan’s Bootery (Edw. Kap- 
lan), shoes, reported petitioned into bankruptcy. 

hington, la.—Washington Shoe Co., shoes, re- 
ported receiver appointed. 

Independence, Kans.—L. 8. Brown (Brown's Boot 
Shop), shoes, reported petitioned into bankruptcy 

New Orleans, La.—Taylor Bros. (Ernest R. Taylor) 
shoes, etc.. reported petitioned into bankruptcy. 

Wolf Point, Mont.—Krueger Bros., shoes, etc., re- 
ported assigned. ’ 

Baltimore, Md.—Abraham Rodin, shoes, etc., re- 
ported petitioned into bankruptcy. Reported 

_ receiver appointed. 

St. Louis, Mo.—Max Newman (2626 St. Louis 
Ave.), (2826 No. 14th St.), shoes, reported 
petitioned into bankruptcy. 

Brooklyn, N. ¥Y.—Morris Bosken (3025 Mermaid 
Ave.), shoes, reported assigned. 

Frank Di Franco & Co. (7813 New Utrecht 

Ave., reported meeting of creditors called. 

Follender & Zimmer (3007 Surf Ave.), shoes, 

etc.,) reported petitioned into bankruptcy. 
Harry A. Strauss (1015 Flatbush Ave.), shoes, 

reported petitioned into bankruptcy. Reported 


receiver a inted. 

Geonml Lasweo (587 Gates Ave.), shoes, re- 

ported meeting creditors called. 

Harry Spergel (275 Columbia St.), (477 Sth 
chee, reported petitioned into bankruptcy 

Paterson, N. J.—A. Jones & Son, shoes, reported 

petitioned into bankruptcy. 

appointed. 


shoes, 





Reported receiver 


Rowland, N. C.—Rowland Supply Co., shoes, etc., 
reported receiver appointed. 
Wynnewood, Okla.—O. C. Karkalits, shoes, etc., 
reported petitioned into bankruptcy. 
Lorain, Ohio—Franak Milyk, shoes, 
petitioned into bankruptcy. 

Newark, Ghio—New King Co., shoes, reported 
receiver appointed. 

Philadelphia, Pa.—S. & H. Jacobs, shoes, reported 
petitioned into bankruptcy. 


reported 


Samuel Siverlin (2409 S. 60th St.), shoes, 
reported asking general extension. 
Tyrone, Pa.—J. H. Reiland, shocs, etc., reported 


petitioned into bankruptcy. 

Cleveland, Ohio—Isaac Kaplan, shoes, reported 
offering to compromise at 25 per cent. 

Walter A. Synenberg (Prospect Shoe Market), 
shoes, re: titioned into bankruptcy. 

Dayton, Ohio—J nston-Shelton Co., shoes, etc., 
reported offering to compromise at 50 per cent. 

Salem, Ohio.—Cohen & Newmark (hconomy 

Store), shoes, etc., in our issue of September 
23, under this heading, we reported that a re- 
ceiver had been appointed for the above firm. 
We are in receipt of a letter from H. & B. New- 
mark, under date of September 28, in which 
they give us the details of the situation, as fol- 
lows: “The rumor which you have published is 
entirely wrong, as there has been a dissolution 
of the partnership of Cohen & Newmark. 
Bernard Newmark. son of I. R. Newmark of 
Washington, Pa., has assumed Mr. Cohen's 
interest, with a fresh financial investment, 
which has grcatly strength ned the finances of 
the old firm. Our policy now is to discount all 
bills, which, if you will look up our records 
since Septemb r 1, you will find to be correct. 
Now, in any dissolution of -artne:ship there is 
bound to be a disagreement. Such was the case 
with Cohen & Newmark. As a natural result, 
they appealed to the court to settle their diffi- 
culties. The court appointed a trustee who was 
in the place for one day only, which shows that 
things were adjusted in a satisfactory manner. 
The new firm style is now H. & B. Newmark.” 

Troy, Ohio—O. Holtz & Co., shoes, etc., reported 
petitioned into bankruptcy. 

Fairview, Okla.—Cawley Bros. & Co., shoes, re- 
ported petitioned into bankruptcy. Reported 
offering tc compromise at 30 per cent. 

Okmulgee, Okla.—Giles Shoe Co., shoes, reported 
offering to compromise at 25 per cent. 

Sapulpa, Okla.—Fred E. Adams, shoes, etc., re- 
ported petitioned into tankruptcy. 

Charleston, 8S. C.—Theo. Poppen (Prause’s Shoe 
Stor2), shoes, reported offering to compromise at 
12% per cent. 

J. Lipsey (Hub Shoe Store), shoes, reported 
petitioned into bankruptcy. 

Roanoke, Va.—W. D. Wells & Son, shoes, reported 
petitioned into bankruptcy. 

Lynchburg, Va.—G. A. Coleman Co., shoes, etc., 


assigned. 
Cheraw, 8. C.—L. M. Evans Co., shoes, etc., re- 
ted petitioned into bankrupicy. 
umbia, S. C.—Lever’s Booterie, Inc., shoes; 
reported offering to compromise at 33 1-3 per 
cent. 

Saulnierville, N. S.—H. V. Saulnier, shoes, etc., 
reported compromise effected at 50 per cent. 
Liverpool, N. S.—N. S. Wetmore & Sons, shoes, 

etc., reported assigned. 
Truro,N.S.—F. C. Vance, shoes, reported assigned. 
Montreal, P. Q.—Young Shoe Co., shous, reported 
assigned. 
CHANGES 


Boston, Mass.—J. F. McElwain Co.. shoe manu- 
facturers, recently incorporated, with authorized 
capital of $300,000 

deal Shoe Co., Inc., manufacturers, incor- 
porated with authorized capital of $12,000. 

jolfman Bros. Shoe Co., wholesale shoes, 
reported liquidating. 

Everbest One "Price Shoe Co., shoe manu- 
facturers, incorporated with authorized capital 
of $100,000. 

Lynn, Mass.—Hi-Rock Shoe Co., shoe manu- 
facturers, incorporated with authotized capital 


of $50,000. 

Bagley & Delury Shoe Co., shoe manufac- 
turers, incorporated .with authorizéd’ capital 
of $25,000. 


Gray Wood Heel Co., shoe manufacturers, 
incorporated with authorized capital of $25,000. 





STATEMENT of Ownership, Management, etc. 
of the “Boot and Shoe Recorder,” publi 
weekly at Boston, Mass., for October 1, 1922, 
required by the act of August 24, 1912. 

tditor: Arthur D. Anderson, 207 South Street, 
Boston, Mass. 

Business Managcr: Everit B. Terhune, Boston, 


Mass. 

Publisher: Boot & Shoe Recorder Publishing Co., 
Boston, Mass. 

Owners; (If a corporation, give its name and 
the nam«s and address«s of stockholders holding 
1 per cont or more of total amount of stock. 
rot a corporation, give names and addresses of 
individual owncrs. ( 

Owners: United Publishers’ Corporation. 

Stockholders:—John C. Curtiss, London, Eng- 
land; Fritz J. Frank, Pleasantville, N. Y.; Geo. H. 
Griffiths, Montclair, N. J.; Mabel M. Griffiths, 
Mortelair, N. J.; W. H. Lindsay, 508 W. 112th St., 
New York, N. Y.; J. H. McGraw, Jr., 10th Ave, & 
36th St., New York, N. Y.; Elizabeth S. Mekeel, 
Montclair, N. J.; A. C. Pearson, Upper Montclair, 
N. J.; Lelia C. Pearson, Upper Montclair, N. J.; 
Chas. G. Phillips, Upper Montclair, N. J.; Chas. 
Swayne Phillips, Upper Montclair, N.J.; Publish- 
ers surities Co., ontclair, N. J. (see note); 
Jennie M. Phillips, Upper Montclair, N. J.; W. 1. 
Ralph, 231 W. 39th St., New York, N. Y.; Frank- 
lin T. Root, Bronxville, N. Y.; Olive Root, Bronx- 
ville, N. Y.; Root Securities Corp. 239 W. 39th St. 
New York, N. Y. (see note); Winifred Root, 
2 West 67th St., New York, N. Y.; Charl s T. Root, 
2 West 67th St., New York, N. Y.; Elizabeth 5. 
Root, 2 West 67th St., New York, N. Y.; G. E. Sly, 
630 W. 141st St., New York, N. Y.; Velma 5. 
Stevens, 325 West End Avenue, New York, N. Y.; 
M. J. Swetland, Trusice for Grace E. Swetland, 
Redlands, Calif.; W. H. Taylor, Upper Montclair, 
N. J.; Everit B. Terhune, Bostor, Mass. 

NOTE: The stockholders required for Publishers 
Securities Co. are as follows: Velma 8S. Stevens, 
325 West End Ave., New York City; M. J. Swet- 
land, Trustee for Grace E. Sweliand, Redlands, 
Calif.; Ruth S. Kane, Montclair, N. J.; an 
Dorothy 8. Johnson, New York, N. Y. 

The stockholders roquired for the Root Se- 
curities Corporation are the following: F. T. Root, 
Bronxville, N. Y.; George F. Root, Bronxville, 
N. Y.; Ralph Root, Brooklyn, N. Y.; Winifred 
Root, New York City; Royal P.. Root, New York 
City; Esther S. Root, New York City; and Waldo 
Root, New York City. 

(Signature of Assistant Treasurer), William M. 
LeBrecht, sworn to and subs:ribed before me this 
19th day of September, 1922. 

Margaret M. Murphy 


My Commission expires mber 28, 1928. 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 





OSITIONS WANTED—Four cents per word for each insertion. 

Minimum amount accepted, seventy-five cents. ‘or other 

, i _ “Want” advertisements, seven cents per word for each insertion. 

26 times 52 times Mini pted, $1.25. Ads under this heading will be 

$3.00 $2.50 received up to noon on Tuesday of week of publication date. When 

. * advertisers desire answers to come in care of this office, twelve words 

6.00 5.00 must be allowed in each advertisement for address. When advertisers 

9.00 7.50 desire replies forwarded direci to their address, each word of the 

12.00 10.00 address must be counted in the advertisement and paid for accordingly. 
— . Answers to ads must be sent under letter postage. 





Payment in advance is required, except when regular advertisers, as amounts are to small to open accounts 











SALESMEN WANTED 


SALESMEN WANTED 


POSITION WANTED 





*ALESMAN with established trade to carry 
Eastern line of women’s highest grade turns on 
commission. Address D 529, care [Boot andj Shoe 
Recorder, 207 South St., Boston, Mass. 


GHOE SALESMEN, to carry leather soft-sole 
slippers as side line. Pacific Coast, Southern 
States, parts of West. commission. D-517 
Boot and Shoe Recorder, Boston. 





‘ALESMEN WANTED—Some very good _ter- 
 ritory open for real salesmen to sell our medium- 
priced line of flexible turns, sizes 1 to 5, finished 
with mock-heel. Thirty-six styles carried in-stock. 
We pay the highest rate of commission. Strongest 
side-line on the market. Give full particulars and 
references in application. Staud Shoe Corporation, 
Rochester, N. Y 


TANTED—Salesman New York City and State, 
South, Middle West, women’s, infants’, chil- 
dren's highest quality Brooklyn turns; 5 per cent 
commission, payable first month yoy Heo 
orders. Address all correspondence to Knicker- 
bocker Shoe Company, 238 E. 236th St., New York. 








WISCONSIN manufaeturer of ladies’ and gen- 
tlemen’s sport boots, also welt and nailed, 
work and outing shoes, will largely expand terri- 
tory January first. Desirable territories open in- 
clude the following States: Pennsylvania, Ohio, 
Indiana, Southern Michigan, Ulinois, Chicago and 
vicinity, lowa, South Dakota, Nebraska, Colorado 
and California. An especially attractive connec- 
tion for men whose records and personal standing 
warrant our confiderce. Address D-528, care Boot 
and Shoe Recorder, 189 W. Madison St., Chicago, 
iil. 
TANTED—A salesman that can produce orders 
for a line of children’s, misses’ and girls Me- 
Kays for Southern States. Popular prices. Straight 
commission. F. E. Donald Company, Burlington, 
N. J. 








*ALESMEN to sell a complete line of women's 
high-grade welts and turns in the city of 
Chicago and the State of Texas. Opportunity for 
experienced man in either of these territories. 
References must accompany application. C. & P. 
Shoe Company, Auburn, N. 





ANTED experienced shoe salesmen to sell our 
Ww strong ine of children’s flexible turn shoes, 
sizes 1 to 5, also sizes 4 to 8, with spring heels. 
Every style in stock and popular priced. An at- 
tractive rate of commission paid. Several good 
openings for men calling on established trade. 
References uired. Goodger and Milow Shoe 


Co., Inc., Rochester, N. Y 


EXPERIENCED SALESMEN to handle line of 
growing girls,’ misses,’ Children’s welts, can be 
carried in connection with other lines. Commission 
basis. The Miller Shoe Company, Cincinnati, Ohio. 








Wwe want a salesman with established trade in 
Virginia and West V —_ One living on the 
territory to sell our line women’s, misses’, and 
children’s staple and novelty shoes cartied in-stock 
in Philadelphia. Address D-489, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass, 


ANTED—Sal nm with established trade for 
an in-stock line of infants’ and children’s turns 
and ten women's comfort shoes; good territory 
. Six per cent commission. D. Kellogg 
Cushion Sole Shoe Co., Marblehead, Mass. 


ALESMEN WANTED—Progressive house and 
bedroom slipper manufacturer, showing prob- 
ably the most complete line with largest in-stock 
department, some established trade and a well- 
advertised trademark, is open for several experi- 
enced salesmen, one for Pennsylvania and Ohio, 
certain towns exemot; one for the Pacific Coast, 
and one for the South; a young man is wanted who 
knows the trade and who has some knowledge of 
the shoe business, slipper experience preferred. 
Are also inclined to place the line with resident men 
in large: cities. This is strictly a commission 
osition. Give all details, age, experience, territory, 
yearly sales, past earnings and references in first 
etter 
Boot 











; strictly confidential. Address D-516, care 
and Shoe Recorder, 207 South St., Boston, 


Mass. 


GALESM EN wanted to sell 15 styles of men’s pop- 
ular-priced dress shoes. Fifteen styles of men’s 
work shoes. Only two grips full. Every style car- 
ried on floor. Six per cent commission basis. The 
line is filled with quality. Quite a few territories 
es yet. Make applications immediately. Coble 
ag Company, 352 East Water St., Milwaukee, 
is. 





GALESMEN WANTED to take short line of 
“ turns, preferably on commission. Territory: 
Missouri River and East. City trade only; medium- 
priced line but of unusual dependability. Most 
splendid prospect. Only men able to finance them- 
selves apply. In answering state lines been carry- 
ing and now handling; territory, references, etc. 
Address D-526, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





CAPITAL WANTED 


CAPITAL 
WANTED 


I have an opportunity to buy 
controlling interest in a well- 
known and _ successful shoe 
manufacturing concern. I need 
money to take advantage of this 
opportunity. My own record as 
a sales and factory executive in 
the shoe industry for over 20 
years will stand the closest in- 
vestigation. Best of references 
required and furnished. Ad- 
dress D-527, care Boot and Shoe 
Recorder, 207 South St., Boston, 
Mass. 

















CAN FILL THAT 
ADVERTISING 


JOB 


12 Years Experience in 
Credits and Advertis- 
ing in Shoe Factories 


I have had unusual opportunities to 
learn the credit and sales promotion 
end of a shoe factory. Some manufac- 
turer will find my knowledge and abil- 
ity of great value. I can fill such a 
position with judgment and good 
faith. References? The highest. Ad- 
dress for interview D-525, care Boot 
and Shoe Recorder, 207 South St.. 
Boston, Mass. 











FOR SALE 








Boot and Shoe Lease for Sale 


Death of lessee places five-year shoe 
store with option renewal open in heart 
shopping district. New building, day- 
light service, arcade front. Shelving 
and window fixtures included $350 per 
month. Address W. P. English, Can- 
ton, Ohio. for details and photo. 








FOR SALE 


One of the best shoe stores in a city 
of 25,000 in the Pacific Northwest, 
e cellent location, 1 0-year lease, mod- 
erate rent. Owner has other interests. 
For further particulars address D-53), 
Boot and Shoe Recorder, 207 South St.. 
Boston, Mass. 











WANTED TO PURCHASE 








FOR SALE 


WOMEN'S Style Specialty Boot Shop for sale. 
modern, high-grade, profitable. n oppor- 
tunity for health seeker in wonderful dry climate. 
Draws to big population, selling at invoice plus 
$6,000 for 10 year lease, good will, fixtures, etc. 
A bargain. Address D-530, care Boot and Shoe 
R er, 207 South St., Boston, Mass. 


GONE in the manufacturing business. Will sell 
our two retail shoe stores. Established twenty- 
five years; two best cities in Virginia, Address 
Burts, 448 Main St., Norfolk, Va. 











DO YOU CONTEMPLATE 


Retiring or going out of business? 
I =m py value for your entire or 
stock of shoes. 
Leases having a short term to run taken over. 
Eatablished 25 years. 

I. OLENICK 


413 Broadway, New York. Tel. 9531 Canal 








Information for Shoe Merchants 


“Where to Buy” constitutes a source of 
knowledge so that he who runs through these 








pages may read—and learn 
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WANTED TO PURCHASE 


MISCELLANEOUS 








SHOE STORES 
BOUGHT FOR CASH 


Retail or Wholesale Stocks 
Any Amount Write Me 
D. KOCH, 908 Putnam Ave., Brooklyn, N.Y. 








HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy your 
surplus or slow sellers. Quantities no object. 
Retail or wholesale. Short term leases taken 
off your hands. Wire or phone us. Corr 
pondence confidential. Established 1890. 
MAX GLAUBERG 
47 Lispenard Street, New York City 
We also purchase clothing, hats, furnishing 
goods, etc. Phone Canal 8014 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 


96 BROADWAY NEW TORK, N.Y. 
PHONE—SPRING 9965 
FOR 


WILL (S42 SELSERS. 
BUY lentire stocks )CASH 


Bargains ia shoes always oa hand for special sales and bargain b 


CASH PAID 











KIRSCH-BLACHER CO., Inc. 


293 Church St., New York, N. Y 
Phone ‘Canal 0679 








CASH PAID 


We will send a representative to investigate 
and make offer upon request. 
Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New York Ci 
Phone Spring 5160-5161-51 





WS 






SHOE STORE 
CHAIRS 
SETTEES © 





WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN CO. 
1181 4th St. CINCINNATI, OHIO 











' 
yy” 











jit 


























MISCELLANEOUS 


t= 


In Stock—Ask for Samples 


SARA z Window Rugs and Plush 


Samples Sent 








FAMOUS GLASS 
FIXTURES 


Shown in Catalog G. F. 


Wood Fixtures 
Catalog No. 14 
Artificial Flowers 


Catalog No. 19 





The Hecht Fixture Co. 
Medinah Bldg. Wells and Jackson 


NEW YORK SHOW ROOM 
70 West 36th Street 


way 





Chicago 














| Moe g JADDEDS 


STORE METHODS 


— To provide adequate 

storage facilities for shelf 
stock — to make it accessible 
and convement for clerks and 
Wj sock men to with absolute 


/ safety to insure quick service for 
l bet 





or more MYERS NOISELESS 


CUSHION TIRE STORE LAD. 














WHERE TO BUY 
Wanted Styles 


An Extra Editorial Service 
to “Recorder” readers, free 
for the asking, with authen- 
tic information on current 
problems. 











ee Milbradt Rolling 
Step Ladders 


2416 No. 10th St. 
ST. LOUIS, MO. 
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Boot and Shoe Recorder 


PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT BY THE 


BOOT AND SHOE RECORDER 
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CAPITAL $150,000 
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PUBLISHER'S artreny 
mee yy ay zy 


—— ~ 
and Mexico. The price 
nada is $6.00 a year, including postage. 
FOREIGN SUBSCRIPTION—The price to all 
foreign countries except the above b is $10.00 
per year, including postage. 
subscriptions are payable in advance. 
ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates 
for Wants, for Seles, etc., see Want Page. 





OFFICES IN 
BOSTON OFFICE: 207 ~~ Street. - ann 
rela all 


s) 
ld be add to vahe Boston —_ 

a a OFFICE: 224 Moraine St. Geo. 

R. Hill, Manager. Telephone 507. 
cuncage OFFICE: 189 West Madison St. 
Telephone Main 1089. B.C. Bowen, Manager. 

ST. LOUIS OFFICE: 1627 Locust St. B. C. 
Bowen, M 

7 YORK OFFICE: Room 101, Graham Bidg., 

8 Walter Scott, Manager. 
Telephone 2425 Canal. 

PERL ADELPEIA OFFICE: Suite 1420, Widener 
Building. Walter Scott, Manager. 

a — 2, OFFICE: Chamber of Commerce. 
Rooms, oe National Bank Bldg. Geo. 
W. R. Hill, Manager. 

CINCINNATI OFFICE: 810 Second National 
Bank Bidg. H. M. Bowen, Manager. Tele- 

+ OFFICE: 623 Powers Bidg. 

iter L. Seward, . ~~ York Repre- 
cue Telephone Main 96 
LYNN OFFICE: Fred A. coll 


MIL WAUEEs OFFICE: Leonard E. Meyer 
Cc. LY ha ), 405 Broadway. 


wine Orrick. William L. Daley, 
6 Jackson Place, N. W. 

PARIS —— 2 Rue des Italiens. L. Hub- 
bard 

LONDON N OFFICE: :E: John C, Curtiss, Manager, 

AUSTRALIAN OFFICE: 43 Li ‘it scaling St 
Melbourne. G. ont Man 

Oe Al tte Willtase iam Salzman, 

Vienna 

ARGENTINA, uence Aires, Rivedavia, 2721, 
P. Sabazzini, Geren 

BRAZIL: _Gerente. John S. Fitch, 88 Rua 

General Camara, 88 Sob. 

CHILE: . Las Rosas 1123-1127. Otte 
Fuhrimann, ite. 

CUBA: Mr. H. Gomez, Corrales, 2A Havana, 

JAPANESE OFFICE: Yokohama. J. F. Wagen, 


Manager. 
SPAIN: Gerente, Leoncio de Miguel, Librere, 
Editor, 20 Fuecarral, Madrid. 











WANTED TO PURCHASE 
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ENGLAND’S FAMOUS BOOT RACE 


An amusing incident of the Boot Race at the 7th Annual Meeting 
of Paxman’s Athletic Club, Land Lane Enclosure, Colchester. The 
competitors in this race had to change their boots every 50 yards. 


. han men customers consider dressing time 

as time wasted. They’re always in a hurry 
—in the morning when rushing to work or busi- 
ness or later in the day when changing for their 
sports. 


In your customer’s mind, speedy, easy lacing is 
an important factor in the selection of good foot- 
wear. Shoes fitted with lacing hooks are easy 
qt to lace and “trim” in appearance. They are 
already a feature of the better grade shoe. 


Specify lacing hooks when ordering shoes for men. 








The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Nothing in the Shoe 
But the Foot 





LOCKING SAANK. TO INSOLE 


HOES built with Crawford Arch Supporting Shanks appeal 

to two large groups of your customers—those now suffer- 
ing from weak or fallen arches, and the rest who are exposed to 
those troubles by having to walk every day on hard city sidewalks. 


For the health and happiness of your patrons as well as for your 
own prosperity, you should carry a line of shoes fitted with 


Crawford Arch Supporting Shanks. 


The Crawford Arch Supporting Shank is built right into the 
shoe—fitted between the inner and outer sole and locked to the 
insole. It preserves the shape of the shoe, giving support to the 
arch and ease to the foot. It cannot abrade the skin. 


To relieve fallen arches, to safeguard normal arches—Crawford 
Shanks! 


When placing your next order for shoes, specify Crawford 
Arch Supporting Shanks. ; 


There is a positive method of identifying shoes 
made with Crawford Arch Supporting Shanks. 
On the head of the rivet which locks the shank 
to the insole, you will find this trade-mark. The 
head of the rivet is flush with the insole. Look 


@ 





October 14, 1929 








for the trade-mark. It is your protection. 
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RAINBOW KID — THE SOFTNESS OF KID ‘AND. are 
FIRMNESS OF oy, OUT OF WHICH FOX FOOT- 
ERY IS BEING MAD 


FOX 


FOR FOX oy galas PUMPS AND OXFORDS THERE 
IS MORE FOR THE MONEY BUT NO IMPROVEMENT 
IN QUALITY. THERE COULD NOT BE. 


FOX, BY THE TURN OF A HEEL, THE MOUL DIN 
A_ COUNTER, OR AN INNOVATION SUCH A 
RAINBOW KID, ADDS EACH SEASON NEW DE. 
LIGHTS TO THE SLENDER FEET OF AMERICAN 

WOMEN. 

AND SO, AS MOST DEALERS REALIZE, A WOMAN'S 
QUEST FOR QUALITY AND GENUINE NOVELTY 
USUALLY ENDS WITH FOX FOOTERY. 


Charles K. Fox, Inc. 
Haverhill, Mass. wes Oe Ms 


New York: M Building, B Stay and 34th Str t, R 632 
ew Yor! p= roadway eet, Room 
Chicago: Great Northern Building 


CHARLES K. FOX, INC. HAVE ENGAGED THE SERVICES OF MR. W. P. WYNNS 
FOR NEW YORK CITY, PHILADELPHIA, BALTIMORE, WASHINGTON AND 
PITTSBURGH. MR. WYNNS WILL TAKE CHARGE OF THE NEW YORK OFFICE. 
HE WILL ASSIST OUR FACTORIES IN SELECTION OF NEW LASTS AND 
PATTERNS AND WILL KEEP IN CLOSE CONTACT WITH BUYERS’ DEMANDS. 





Vol. 82, No. 5. Published every week by the Boot and Shoe Recorder Publishing Company, 207 South St., Boston, 
Mass. Entered as second class matter April 15, 1922, at the Post ag at Boston, Mass., under the Act of Congress 
of March 3, 1879. Subscription price, $5.00 a year. Printed in U. S. 











») 


BOOT AND SHOE RECORDER October 21, 1922 


“Follow the Creighton Line- 
DNOWOOO OKO 
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IN STOCK 










































































































































STYLE 424 


Black Ooze Calf | Patent Leather Tip and Saddle 


Goodyear Welt 8-8 Wingfoot Heel 
Widths A to D 


, Price $4.75 


Boston Office—183 Essex Street 


Ah Ghten 
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“STANDARD 
KID 


GUARANTEED SELECTIONS 
PTH Stanpann Wid 
Boston 














FAWN 


It answers your question: 
“What's new this 
season?” 


FAWN is the new color for this season 
—it is light and delicate in shade—it is 
unusually attractive in combinations—it 
will carry your styles right. 


Get sample cutting, so that you may be 
familiar with this new color in STAN- 
DARD KID. Then you will be in po- 
sition to specify FAWN. 





Also 
BRONZE 
HAVANA BROWN 
WHITE 
GOLDEN BROWN 
GRAY 
CAMEL 





THE STANDARD KID CO. 
BOSTON, MASS. . 


Branches in New York, Philadelphia, Cincinnati, 
Chicago, St. Louis 
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Trade Mark Registered 


FLEXIBLE ARCH SHOE 


Sor Every Woman 





STYLE No. 26 
Black Kid Boot 
$5.50 


In Stock 














Seventeen 
Formative Styles 


IN STOCK 














A Winter Trade-builder For You 


Goodyear Welt. Formative Flexible Arch. New 
“Miss Frisco” Formative last. Selected Black 
Kid. Top grade of Kid trimmings. Eight-inch 
top pattern. 12-8 heel with Wingfoot rubber 
toplift. Stocked AAA to E, 3 to 10. 


Style No. 24—Same in Black Kid Oxford. . $4.50 
Style No. 25—Same in Brown Kid Oxford. . $5.35 


“A Flexible Shoe for Your Flexible Foot’ 


A postal card will bring you the new FORMATIVE Catalog 


COTTER SHOE COMPANY 


MASS. 
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Fron MARION _ 


MARION HAS THE “WANTED” STYLES 


Again we hit the “Style Nail’ square on the head. Our 
factory has been crowded to capacity since early summer. 


Mail your order today for one of the season’s biggest hits. 
Its IN STOCK right when you need it. Our new Whip last— 
broad recede toe. New Saddle Blucher pattern. Heavy Over- 
weight single sole. Wing flange heel. 


MARION STYLES SELL OUT CLEAN 







TONEY RED 
CALF 


$465 


802 X 


IN STOCK 


A to D 


MARION SHOE CO. 
MARION, INDIANA 

















LID WESTERN OUALITV DEASTERN STULE I 
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The Word that stands 
a for Real Stitch Downs 









Two New Additions to Our Line 
—Men’s and Boys’ Bal Lace Shoes 


Made by the Ramsey Process 
a Best Bend Soles Used 


MEN'S BAL LACE IN, STOCK—IMMEDIATE DELIVERY 
BAL LACE SCHOOL SHOES—Best Bend Oak Soles 


Spring Spring Outside Outside 








Heels Heels Heels Heels 
5-8 8-11 114-2 24-7 
5400—Cherry Chrome Bal. . edeuddseesdvean .. $1.35 $1.55 $1.85 $2.45 
5401—Black Chrome Bal. . j11aenecesteeuserande® Ee 1.55 1.85 
5410—Tan Lotus Full Grain Bal. beeiesecseveneneniekenne 1.50 1.70 2.05 
ee EE nc de caneenns ccqnecnetecesenesee 1.50 1.70 2.05 
I ev cccecccccecuévecencecsseese 1.50 1.70 2.05 
pe 1.50 1.70 2.05 2.65 
5417—Brown Lotus and Smoked Elk Combination Bal... 1.50 1.70 2.05 
5300—Cherry Full Grain Bal, Full Sheepskin Lined... ... 1.50 1.70 2.05 
5463—Smoked Elk Bal, Elk Bend Sole.................. 1.50 1.70 2.05 
5466—Mahogany Chrome and Smoked Elk Combination 
BAL LACE Sones Gens, LEATHER  ontctcsbeccctacercosesecens 1.50 1.70 2.05 
BOYS’ BAL LACE SCHOOL SHOES — Best Bend Oak Soles 
4400—Cherry Chrome Bal. 236 10 534...... 1. ccc ccc c cece cence ccccccccccsceeseccsvcess $2.35 
4619—Charry Tih Bal. 2346 00 834... cccccccccccccccccccccccccccccscccccccccesccccevess 2.55 
4415—Brown Lotus Bal. 234 t0 $36... cc ccccccccccccccccccccccccsgecesccesecesseees 2.55 
MEN’S BAL LACE—Best Bend Oak Soles 
4400—Cherry Chrome Bal. 6 to 11....... ccc cece ccc ccc cc ccccescesceeseessscsesesers $2.85 
€619—Chasry Hi Bal. 6 00 UL...cccccccccccccccccccccccccccccccccccccccccecsccoscsocs 3.15 
4415—Brown Lotus Bal. 6 to 11... cc ccc cece ccc ccccccccccccccerececseseesssecessces 3.15 


BUTTON SCHOOL SHOES—Best Bend Soles 
Spring - Spring Outside 





Heels Heels Heels 

5600—Cherry Chrome Button.............. Lite neseadeddond $1.35 $1.55 $1.85 

SUTTON SCHOOL SHUS 9624—Cheery Crystal Button. ......0.....0.cccecececscecscsceees 1.50 1.70 2.05 
5615—Brown Lotus Button............ : eee ae ns ee 1.50 1.70 2.05 


99 


“peg? 


* THE ONLY ney SG STITCHDOWN 


TRIPLE war WELT 


« STITCHING HOLOING UPPER To Inmae THAT is. 
Sor gosavean Srevenns ena rerurven oe wroas | RAMSEYS 





BAL LACE SCHOOL SHOES E. ri RAMSEY CO. 
een a Sees a han toe 967 Atlantic Ave. Brooklyn, N. Y. 


ripping at this point. 
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Radio 
Last 


No. 415—Black Boarded Calf Bal, Four rows 
Stitching on Tip, Vamp and Quarter, 4% Wingfoot 
Heel, 10 Iron A-Grade Oak Outsole, A-Grade 
Full Grain Counter, Radio Last, B, C and D, 
6 to ll. «SMe dies Bh = Reh ae oe oe ea 


No. 414—Claret Boarded Calf Bal, same style 
as No. 415. ... $4.85 


PROFIT and PRIDE 


It is our pride in making the B-P Line better and keeping it 
better that insures your profit. 

It is the wearer’s pride in the comfort and distinction of B-P 
Shoes that assures your continued and profitable success. 

The B-P emissaries are out with the Newest, Snappiest, 
Quickest Selling, Popular Priced Line that we have ever placed our 
name on. 

Write us to have one call, or to send literature describing the 
entire Line. 














THE 
POPULAR LINE 


**Best 


AT THE 








No. 322 








No. 322—Black Calf Oxford, Four Rows Stitch- P . 99 

ing on Vamp and Quarter, 4% Wingfoot Heel, rtce 

A-Grade Full Grain Counter, Radio Last. -B, C 

oD . Sn eee ae alee $4.20 

No. 321—Mahogany Calf Oxford, same style 

ML sok. oe Oks es oR aisles ee $4.20 
Beals-Pratt Shoe Manufacturing Co. 
Milwaukee Wisconsin 
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QUALITY OXFORDS 


For Fall and Winter Wear 










IN STOCK NOW 
FOR IMMEDIATE DELIVERY 











Stock No. B850 Stock No. B800 

78 LAST 
Men’s 104 TanjBoarded Eli Calf. Heavy 
Single Sole, Wingfoot Rubber Heel. 


78 LAST 


Men’s Black Boarded Eli Calf. Heavy 
Single Sole, Wingfoot Rubber Heel. 


A7/11 A7/l1l1 
BCD6/11 BCD6/i11 
Price $5.70 Price $5.70 





These oxfords are cut from our Premier grade Eli calf stock with the 
very newest last, pattern and stitching and will make a valuable ad- 
dition to your men’s oxford department. 





J. E. TILT SHOE COMPANY 


512-522 W. HURON ST. 
CHICAGO : ILLINOIS 
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Carries a Full Line of Shoes for Young People 


IN STOCK 


Two Easy Sellers for At Once Delivery 












Young Ladies’ Black Satin Turns 


All Black Satin. Beading on Vamp to High Grade Black Satin. Covered 

lend a touch of snap and contrast. Heel. Milo Buttons. Silk French 

Silk French Corded Bound. Milo Corded Bound. Best of Turn Soles. 

a — - —— -— A real fitter. Widths C and D. 

manship throughout. Cover unior 

Heel. Width C. R5054—Young Ladies’. 12-8 Heel. 
2) Serer 


R5055—Young Ladies’. 3 to 8. . $3.75 


Send for Latest In-Stock Catalog Showing 


Infants’ Soft Soles Young Ladies’ Welts and McKays Misses’ Welts and McKays 
First Step Turn Flexibles Helthy-Fut Stitchdowns Boys’ Welts and McKays 
Child’s Turns Sinbac Welts Little Gents’ Welts and McKays 


MARK REG.US. of 
HICAGo.ILL- 


Sinsheimer Bro. & Co., 211-15 W. Monroe St. 


Ci 
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Here’s Value for You! 


Up to the Minute, Stylish Mock Welts 


Harrisburg MOCK WELTS are cork filled and Goodyear Stitched, with Full Leather Quar- 
ter Linings, Leather Insoles and Smooth, Clean Leather Sock Linings; they have the appear- 
ance inside and out of Goodyear Welts. Stock some of these sellers and be convinced. 


IN STOCK 
No. 289 


(Code Doris) 


As Pictured 
Wine Red Russia 


$<) .60 


IN STOCK 
No. 288 


(Code Connie) 


As Pictured 
Nut Brown Russia 


$).60 

















A definitely accepted Fall oxford, made of WINE RED RUSSIA or NUT BROWN RUSSIA. 
This number has a well-balanced shield tip, and just enough perforation to make it broguish, but 
still feminine. It is built on our famous Prize last—This last has a narrow heel and full ball, and 
has proven a wonderful fitter. It has a shapely 12-8 rubber heel. We have stocked a large quan- 


tity of this number. B, C, and D widths. Sizes 3 to 8. 
IN STOCK IN STOCK 


SS 60 
$9.60 = = TERMS: 


East of Mississippi 
5% 10, 4% 30 
Case Lots 7% 10th Prox. 


























West of Mississippi 


5% 30 Days 
Case Lots 7% 20th Prox. 
No. 3119%(Code “Anna”)—Brown Kid Oxford. No. 240 (Code “Girl’’)—Here is just the strap sandal 
No. 313 (Code “Betty”)—Black Kid Oxford. : for high school girls and youager girls with large feet. 
These trim oxfords will appeal to the woman requirin Made of rich, mellow Wine Red Russia, and has an at- 
a popular-priced good-fitting oxford. The upper stoc tractive slide buckls. The sole has all the grain left on 
is smooth and soft. The 12-8 rubber heel is in demand it, and is stitched aloft—doubly insuring its wear. 
B width, 3 to 8; C and D, 3 to 9. 10-8 rubber heel. B, C, D widths—=sizes 3 to 8. 


SEND FOR IN-STOCK BULLETIN 


Harrisburg Shoe Manufacturing Company 
Shoes for Women and Children 
Harrisburg, Pa. 


**Sane Styles and Sound Values’’ 
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IN STOCK 


Harrisburg Shoe Manufacturing Company 
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Here’s More Value for You! 


Popular Priced Goodyear Welts In Stock 


Popular-Priced Goodyear Welts In Stock. Use our ample In-Stock Department to in- 
crease your sales. You can always fill in sizes at Harrisburg. The two big selling numbers 
pictured below will give you some idea as to how well we are prepared to furnish you with 
snappy, clean Goodyear Welts to retail at $5.00. A card from you will bring samples of an 
assortment of our best business-getters. 


IN STOCK m IN STOCK 
» $3.25 —. 25 

















No. 158 (Cod “*Prize"’)—The big demand today is for 
something different. This clever strap sandal answers 


. No. 250 (Code “Snap”)—This sturdy excellent-fittin this demand. Made of rich, smooth Autumn brown 
oxford is made of bright, clean, full-grain W INE RE calf. Note the full, receding to> and 12-8 rubber heel. 
BOARDED CALF. Perforated as pictured, and has Attractively perforated. ou can buy this number 
a 10-8 rubber heel. You will find in this oxford all the with the assurance that it will fit well and please_your 
earmarks and weaiing qualities of better-grade Good- most exacting trade. ¥ 
year Welts. A width, 5 to 8; B, C, D, 3 to 8. 


IN STOCK 


No. 195 No. 196 
(Code Style) (CodeqDainty) 
Brown Kid Black Kid 


As Pictured As Pictured 
$9 .60 $9 .60 | 


An Imitation Turn made as only Harrisburg Shoemakers can make them; flexible and durable. 
The last insures fit, comfort and style. The pattern expresses the slender, graceful lines so much 
in demand in this type of footwear. Has a 14-8 rubber heel. A full leather quarter lining and 
sock lining give this slipper its quality appearance. Ready to ship today in B, C, and D widths, 
in sizes from 3 to 8. 

















SEND FOR IN-STOCK BULLETIN 


Shoes for Women and Children 
Harrisburg, Pa. 


‘Sane Styles and Sound Values’”’ 
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NT POLLY’ 


Our SIZES) 


Trademark Reg. U.S. Pat. Office 


VETERANS— 


but still going strong 


In Stock $4.50 In Stock $4.50 





Widths 
D, E and EEE 
Sizes 

2% to 11 
B77—Black glazed kid, outsize top B75—Black glazed kid “outsize” 
lace, 64-inch height, plain toe, 11-8 top lace, 6%-inch height, regular 
Wingfoot heel. Flexible welted tip, 11-8 Wingfoot heel. Flexible 
sole. Price $4.50 welted sole. Price..........$4.50 
B774.—Same in button. B76—Same as above in button. 
B677—Same as 77, with a regular 
top. 
B677's—In button, with a regular 


top. 


A retail stock is incomplete without a run of sizes on a few of the above numbers. All are 
built over lasts designed expressly for FAT feet, and they will FIT when all others fail. 


Every pair is of Goodyear welt construction, with Red-Line-In linings, leather counters and 


box toes, Diamond eyelets, and reinforced steel arch supporting shanks. 


- ROCHESTER, N. Y. 


506 Security Building 


Chicago Office: 189 W. Madison Street 
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No. 530 Price $3.90 


Black Kid Norma 2-Strap, Imitation Tip, 
13-8 Rubber Heel Newport Last, Welt. 


AA to C. 


No. 509 Price $3.35 


Cocoa Calf Oxford, Wing Tip, Imitation 
Saddle and Fox, Goodyear Welt, 11-8 
Rubber Heel, Princess Last. AA to D. 


No. 388}§Price $4.15 


Patent Clarice One Strap, Single Sole, Full 
Spanish Louis Heel, Euclid Last. AA to C. 
No. 389—Same in Black Kid. Price $3.90 


BOOT AND 


Popular Straps 
and Oxfords 


SHOE RECORDER 








READY TO SHIP 








Ask for Our November 
Style Folder 


No. 545 Price $3.90 
Black Kid Clarice One Strap, Imitation Tip, 
13-8 Rubber Heel, Tremont Last, Welt. 
AA to C. 
No. 546—Same in Patent. Price $4.15 


No. 784 Price $3.90 
Cocoa Calf Blucher Oxford, Tip, White Fair 
Stitch, 11-8 Rubber Heel, Goodyear Welt 
Princess Last. AA to D. 
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No. 531 Price $4.15 


Patent Norma 2-Strap Imitation Tip, 13-8 
Rubber Heel. Newport Last, Welt. AA to C. 


No. 548 Price $3.65 
Black Kid Oxford, Imitation Tip, 13-8 
Rubber Heel, Goodyear Welt, Tremont 
Last. AA to D. 
No. 549—Same in Brown Kid. Price $4.15 
No. 547—Same in Patent. Price $3.90 


No. 373 Price $4.15 
Patent Clarice One Strap, Single Sole, Full 
Baby Spanish Louis Heel, Tremont Last. 
AA to C. 
No. 374—Same in Black Kid. Price $3.90 


THOMSON CROOKER SHOE CO. 


18 Station St., Boston 20, Mass. 





The Boot and Shoe R 
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BEACON 


THERE ARE NO BETTER 


SHOES 


FOR FIT—FOR STYLE—FOR WEAR 
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FALL BOOTS 
IN STOCK 


Quality goods at popu- 
lar prices. The kind 
that brings a volume 
business from desirable 


ul 
ites, 
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=e: No. B259—Swag 

— = No. B5016—King customers. 
== Morocco Calf Bal, Square Wing Ty Sandver 

ss = Marrow Russia’ Blucher,” Goodyear Wingfoot Wingfoot Rubber Heel. B, C and D. ,6 to 11. 

. Rubber Heel. Dand E. 5 to 12. Price. .$3.60 Price...... : oo OD 


B5058—Same in Black Vici Kid. Price. .$3.70 


les 


Mn 


mi} 
Wha 





No. B171—Radio 
No. B118—Brut No. B5045—S 

° rute ¥ — Wine Knicker Calf Bal, Goodyear Wingfoot 
Morocco Russia Bal, Goodyear Wingfoot Rub- Rubbe: Heel. 





My 














Morocco Calf Bal, Goodyear Wingfoot Rubber 
Heel. B,6to ll. CandD, 5 toll. Price,$4.20 ber Heel. Cand D. Stoll. Price... .$3.60 


F. M. HOYT SHOE CO., Manchester, N. H. 


STOCK DEPARTMENTS LOCATED AT 
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FALL OXFORDS 
IN STOCK 


Many styles carried on 
the floor for quick ship- 
ment. We help you to 







aS 

















(0,2) 


| 
| 





make profitable turn- ac tiiaatiieen 
M Calf Bal, G No. B365—Brute 
orocco ood Ww t Rubber 
over. Heel. A,6to10. "Band c. 6 sage 4 51011. Genuine Chestnut Warnegean Oxford, Two 
isacckceedniceeacntistbeaceae $4.20 Full Soles to Heel, Brass Eyelets, Goodyear 


Wingfoot Heel. Cand D. 5 to 11. Price, $4.75 


~ 


No. B52—Dover 


oe 
No. B201—Same in Gun Metal. Price.. 4.20 


Mm 








Et 























” om No.'B5006— Brute] No. B5008—Swag Patent Leather Dancing Oxford, Plain Tee, 
Soft a Box, Turner Flexible Innersole. 
lack Eskimo”Oxford, Regular Eyelets,” Full Patent Leather Oxford, Single Sole, Bors Be Light W. t Flexible Outersole —, Close = 
. Double Soles, Goodyear — = Goodyear, Wingfoot Rubber. Heel. weer t— Beveled Ex ge, Leather Heel. B, 6 to Cc = o 
> Heel. . dD. 5 to 11. .\Price.......... Pr tcsiietetanecsssccpkee P“\ “3 * =r "4.20 bom 
adh oe eee AME fia em A a a? MOSS EN ee ee — B 
az cS = 
— = aE —— = 
F. M. HOYT SHOE CO., Manchester, N. H. = 
STOCK DEPARTMENTS LOCATED AT == 
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In Stock—For Immediate Delivery 
A GOODRICH QUALITY TURN 


‘‘Imitation is sincerest flattery’’ 


There is no footwear so comfortable 
as a TURN shoe, and when properly 
made, none more serviceable. 


“ANCHORED ARCH”’ 
STEEL SHANKS 


A Perfectly Adjusted Support 
for the Foot 





A Shape Preserver for the Shoe No. 108—Price $5.75 Net 
Sizes— PATENT LEATHER “TRIANGLE” 
a ly. 
AA 4-8 A 3178 Black Ooze Insert, 14/8 Spanish LXV Heel, 
B 3-8 C 244-8 Round Toe 


Less than 3 pair 25c extra 


HAZEN B. GOODRICH & CO. 


Turns Exclusively 
HAVERHILL MASSACHUSETTS 
































a ait, 1 36-inch Heel with Hubber t 
Top. AAA to BEIN STOCK. "Price $4.60 vy 


Style No. 7010 B—Similar Sli 
= Sole. AAA to EE IN Tock. 
$4.35 


Seve, No. 7035 B—Similar Slipper with 
Stighal ly >» Toe. AA D IN 
$4.35 





N We are wholesale distributors to the shoe trade, of \ 
D DR. JENSEN’S ARCH CUFF ( 


A useful device in cases of arch trouble 


J. J. GROVER’S SONS COMPANY ia 
LYNN, MASS. = 


BOSTON NEW YORK = 
80 Boylston St., Little Bldg. 47 West 34th Street Wy 
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The novel effects embodied in Crooker & 
Morse creations for Fall can be made to 
earn more profits for you. There is some- 


thing distinctivly feminine about each No. 410—Patent One Strap Buckle Punp, Hazel 
é meet, BPS Meek, AA 00D. occ cckccccvcscsce $5.00 

new number, something that makes women No. 482—Same Style, Tan Russia Calf, AA to D. 
No. 433—Same Style, Tan wey Calf, Vamp and 

customers buy. Bamboo Nubuck Quarter, AA to D........ $5.25 


Our In-Stock Department is a decided 
help to merchants who wish to be fully 
prepared for coming demand. Let Crooker 
& Morse take care of your Fall needs. 





No. 623—Patent Leather Two Strap Pump 
Phillis Last, 14-8 Heel, AA to D............ $5.25 
No. 624—Same Style in Black ‘Spee Kid, 
a ere ee ee roy Porat sy $5.25 





No. 434—Black Boarded Calf, Heavy Sole,” Good- 
year Welt Long Wing Tip, Rubber Top bit, Ucille Last. 12-8 oy Ter ie Goodyear Welt. 
azel Last, ee SP ks vacavenade ame Geule en Busia Colt AA 
No. 430—Same Style, Victoria Brown Calf, No. 580—Same Styje, Tan Russia Calf, AA to D. 
AA to D...... 2. eee eee ence eee ee ee . $5.25 : No. 520—Same Style, Black Surpass Kid, AA 
RISO: FRR E IO: ER Oar Ait FS "$5.00 


CROOKER & MORSE, Inc. 


BRIDGEWATER $: st : $3 MASS. 
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Posed especially for _ 
Cedar Cliff Silk Com- “a 
pany by Polly Platt of 

Greenwich Village Fol- 


lies 
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CEDAR CLIF Fh 


e 


SAF 








><> + —- 











N the minds of manufacturers and the Woman 
Who Cares, Satin has ever held the supreme 
place as a beautiful footwear material. 
It remained for Cedar Cliff to give it the virtue of 
being extremely practical. 


shape longer—wear better—are, in truth, better satin 
footwear. 


The merchant who is always a bit in advance of the 
demand in his locality will order his slippers made 
of Cedar Cliff Satin and reap the harvest of real 
customer satisfaction which will result. 


Satin Slippers of Cedar Cliff are a pleasure to sell. 
And to wear. 


Vee CEDAR CLIFF 
SILIC COMPANY 


251-255 FOURTH AWE. 
NEW YORIC 


Satin slippers of Cedar Cliff Shoe Satin hold their - 
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SHOE SATINS 
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“CLIFTON” 
Gem Duck 


Has Stood the Test of Years 


Used with our wet process, it pro- 
duces a perfect innersole, as it is 
easily formed in, and hugs the lip, 
producing strength where strength is 
most needed. 


The Trade Prefers 
“Clifton’’ Gem Duck 
when once tried 






Do You Want to Sell 
That Extra Pair 

















“Clifton” shoe covering paper and 














a gee ie ADS re 
P NATIONAL PARK | a ane ae 
Hi J INAL { acking and plumping cloth give 
HIKING BOOTS wo OXFORDS i satisfactory results. 










CLIFTON MFG. CO. 


BROOKSIDE AVENUE, JAMAICA PLAIN 
BOSTON 30, MASS. 


YEAR 








Will make it Easy 

















TO THE FRONT— 
of your FINDINGS CASE j} 


“OLD RELIABLE”? Brands of 
SHOE LACES 








A FEW REASONS 






Genuine Goodyear Welt 

All Leather Quarter Lined 
Quarter Linings are made Seamless 
Soft Box Cap Toe Oxfords 

Soft Quality Uppers 

Full Gusset Tongue 

Every Pair Solid Leather 
























10 Styles of “NATIONAL PARK” HIKING 
BOOTS and OXFORDS 


CARRIED IN STOCK 


Write for Catalogue 


*“*RADCLIFFE” Narrow Flat Mercerized, 
** ALE,” “DUDLEY” and “C’”’ Round 
“THE QUALITY THAT SELLS” 
Your Jobber Can Supply You 
MANUFACTURERS 























THE JUVENILE SHOE CORPORATION 


CARTHAGE. MISSOURI 
CARTHAGE -- MISSOURI 


Manufacturers 










BOSTON 
CHICAGO 
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The 
of Quality 








1) 4 














Manufacturers will readily ac- 
cept your specifications of this 
heel. 

A complete line of sizes and 
colors for. men’s, women’s and 
children’s'shoes. 
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A Tempered and Blended Rubber Heel 


Firestone-Apsley 


RUBBER COMPANY 


Manufacturers of Rubber and Canvas Footwear 


Hudson, Mass. 
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No. 6110 


“Paramount” Last. Schmidt's “Eric” 
Black Boarded Calf. Grain inner $4-90 


sole. Oak outer sole. Rubber heel 





-. 
= 
— 


r- 
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- 
c= 
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No. 6115 
Companion to No. 6110. Made of 
Schmidt’s “Eric color K” Tan $4.00 
Boarded Calf.............. 


meine 


: i Speed 
Ree ; 


IIa hepa ein ara re yk FY 


HESE two handsome, finely-made Fall and Winter boots, in a 
complete selling range of sizes and widths, are among thejlarge 


line in our In-Stock Department, ready to fill yawning gaps in 
dealers’ store stocks. if 


When a man customer wants high shoes you can’t—or oughtn’t 
—sell him anything else. High shoes this season are profit- 
making staples. They’re worth money to every store that carries 
them. 


trever =e er" 
ln ee gee 
eum) Sie) 


Se ents an htee? B OITL 
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Bates Boots are style-standard. 











A. J. BATES COMPANY 
WEBSTER .-. MASSACHUSETTS 
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et CUPPED CUSHION SEAT 
SELF ADJUSTING SHANK 
PERFECT BALL SUPPORT 


What Women Want 


When a shoe is so perfectly adapted to the 
human foot that it has the grace and comfort 
of nature, women are going to demand it, just 
as they are demanding the Truwauk shoes 
to-day at shops of reputation thruout the 
country. 


i 





eo? 


a 8 ae OF 6 Oe 


eo 


i. 


The firm of I. Miller, manufacturers of na- 
tionally recognized quality and style shoes, 
are behind this product. 


a Oe et 


If Truwauks are not already represented in 
your city, write for agency privileges and trial 
runs. 


i _ A 


We carry them in stock on two popular lasts, 


in black and brown kidskin. 


— 2 Sy? 7 6 


Truwauks must be seen to be appreciated. 


2? 





a SM 


IN STOCK ( 

No. 2270 No. 2470 , 

BLACK KID, $7.00 BROWN KID, $7.50 4 
AAA to E 


- 2 S * 


I. MILLER G@ SONS 


. w-@¢ 6 2 bor ks. SD A 
ONE CARLTON AVENUE, BROOKLYN, N. Y. y 
y, 
ri 
. 
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BOOT AND 


SHOE RECORDER 


EXCELSIOR 


BOYS’ SHOES 


THE KIND THE BOYS WANT 


ORDER NOW for the Christmas Holiday Trade 
TWO OF OUR BEST SELLERS FOR FALL SEASON 


IN STOCK 


IMMEDIATE SHIPMENT 





Style 368 
On Haig Jr., Last. Boys’ Brown Norse 
Grain Bal, Goodyear Welt. Snappy per- 
forated shoe on a new leather that has 
made a big hit. An ideal Fall shoe for 
boys. 

IN STOCK—B, C and D Widths 
Boys’ sizes, 1-6. Price...........$3.85 
Big Boys’, 6-8. Price icone ueee 

Same Shoe in Gents’, Style 265 
.. $3.15 
. 3.65 


Gents’ sizes, 9-13% 
Youths’ sizes, 1-2 


EXCELSIOR 


A name significant 
for quality in boys 
shoes for a third of 
a century. 


Style 369 
On Haig, Jr., Last. Boys’ Tan Elk Blu- 
cher, Goodyear Welt. A beautiful high- 
grade tan Elk shoe for boys. 


IN STOCK—B, C and D Widths 


. £3 eee ere $3.85 
Br SE , Oa cn ccenueen ata 4.35 
Same Shoe in Gents’, Style 266 
Gents’ sizes, 9-13%.............. $3.15 


EE 


NOW IS THE TIME 


To order boys shoes for immediate delivery. 


it is received in this office. 


Write today for latest catalogue and price list. 


We ship your mail order within twenty-four hours after 


[hirty styles: a complete line of boys’ shoes in stock. 


Our salesmen are just starting out with new line. A request for call will be given prompt attention. 


EXCELSIOR SHOE CO. 


Portsmouth, Ohio 
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| CO NIALS 


NOW ON THE 


FLOOR 
FOR IMMEDIATE DELIVERY 



































































No. 1052--Skinner’s Black Satin Vamp and Quarter, 


be ay Patent Leather Tongue as pictured, Turn Sole 16-8 
man Spanish Louis Heel. A, B, C, D Widths, - $4.85. 

2 No. von mayle as tapi ones with 14-8 covered 
Military Heel. - - - - = = $4.65 


No. 1055--Same Style as ong 1052 in Black Velvet, 
B, C Widths - - - - +. +. oe 


No. 1924—Black Satin Vamp, Brocaded Quarter, Gore under Tongue, 16-8 Louis Heel, Very Flexi- 
I. i sn eo a ee See oh ae $4.85 


No. 1923—Same Style as No. 1924, with Patent Leather Vamp.......................... 4.85 
ole OR ee ee 4.85 
No. 2512—Same as No. 1924 in Brown Kid Vamp, Brown Ooze Quarter and Heel.......... 5.00 
No. 2366—Patent Vamp, Black Ooze es and 16-8 Covered Louis Heel, Square Buckle 

on Tongue, Turn Sole. St ees ee ere eee 4.85 


NOVELTY SHOE COMPANY 


“True to its Name’’ 


32 So. Wells St. Chicago, Ill. 
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Just “Cushiony’’ Enough 


HEN a retailer specifies a rubber heel on his new shoes, he 
wea naturally expects a heel that will give satisfactory 
v 4 | wear. But that isn’t the first thing that his customer 

Peel notices. When the shoes are tried out for the first 
time the resiliency of his new heels is compared with 
that of the old. Are the new heels harder? Are they softer? 





Some heels with age become almost as hard as leather. Other heels are 
so spongy that the wearer feels the lack of a firm support while walking 


Armstrong has been very careful to build a heel that is neither too 
hard nor too soft. Armstrong Circle A Heels are heels that give unusual 
spring to the step without the least suggestion of any spongy feeling. 


This is one of the many reasons why more and more retailers are specify- 
ing Armstrong Circle A Rubber Heels on their new shoes. Why not try 
them on your next order? 


ARMSTRONG CORK COMPANY 
Shoe Products Division 





This symbol has been 
the trade mark of the 
Armstrong Cork 
Company since 1860 
makers of quality 
merchandise, such as 
Armstrong's Linole- 
um, Armstrong's 
Insulation Products 
Armstrong's Cork 
Specialties and Arm- 
strong Circle A rub- 
ber heels 


Armstrong 


“rek@® Heels 








The Boot and Shee Recorder will appreciate your mentioning the publication in replies te advertisements. 









































? 



































1| 








October 21, 1922 BOOT AND SHOE RECORDER 








Goodwill Shoes 


REGISTERED TRADE MAR 








For Hard Service and Long Wear 


NO PRICE 
ADVANCES YET 


Because of our large 
stocks we are able 
temporarily to main- 
tain our prices. 








No. 1094—Boys’, Youths’ and Little Men’s Instead of advancing prices we offer 

Chocolate Elk y Sit Toe, Two Full Leather Nos. 491 and 1094 at special prices a +} pee F he Cnn by per mm 
Soles, Solid Leather Heel. Reg., $2.25, $2.10 until sold. Real bargains for imme- Res. $2. 25; "5 er $2.1 0. . er 
$1.85; Spec., $1.90, $1.75, $1.60. diate shipment. 8 pec., 











IN STOCK 


READY FOR IMMEDIATE SHIPMENT 














Every number in stock complete in all 
sizes for an immediate shipment. 


All stocks have full vamps, solid leather 
soles, solid leather or rubber heels, grain 
insoles. 














Terms: 5% for 
cash within 10 
days or net 30 
days. 


Send for 
Circulars and 
No. 534—Men’s Tan Army Retan, Munson Last, ay Samples No. 2032—Men’s Brown Elk Goodyear}Welt,* Munson 
year Welt, Chrome Undersole, at............... $3.2 Last, Chrome Undersole, Rubber Heel, at... -.. $3.00 


ARTHUR WILLIAMS SHOE CO. 


HOLLISTON, MASS. 
Sales Offices and Stock Rooms: 15 High Street, Boston, Mass. 
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THREE HITS 
OF THE 


FALL SEASON 


Timed to the 
minute in style. 
Real sales build- 
ers. Getthem 
on your shelves 
while demand is 
going strong. 
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The Allen, Goller organization, 
housed in a modern plant and 
working with modernequipment, 
is qualified to give you footwear 
of value. No effort is spared to 
produce shoes of rapid turnover 
possibilities. We would be pleased 
to serve you with these new 
numbers. 


COO 8 OE © 8 6 FT O48 8 FT 4 6 6 246 ee 


yyy.) 

















ALLEN, GOLLER SHOE Co. (le 
~ 60 K STREET, SOUTH BOSTON, MASS. ii 
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ALWAYS CREATING A DESIRE FOR SOMETHING BETTER 


“BOBS” 


The Dress Shoe for ‘T he Boy 
That Makes Him 
Feel Like a Man 


APPLYING A NEW IDEA 
WHERE IT IS MOST PRACTICAL. 


Building a boy’s welt with the shoulder chan- 
nel process, that puts leather to leather with- 
out the use of any cork filler and which in- 
sures a smooth innersole not affected by water 
or perspiration. No limpy or creased inner- 
soles. A 9 iron outsole directly against a 7 
iron innersole. 16 irons of solid oak sole of 
the best quality. A full grain calfskin upper. 
Full vamps. Leather counters and boxes. 


Full grain leather HEEL POCKETS. One 


piece stays and facings. 


“BOBS” 


Gives the boy a shoe that fulfills 


A STUDY IN BETTER SHOEMAKING the mission of a man’s idea 
CHARACTER moulded from FIT AND QUALITY 









MAHOGANY AND BLACK 
BLUCHERS AND BALS 


WIDTHS B, C, D 
1314 to 2 214 to 6 
Per Pr. Per Pr. 
$3.25 $3.50 





IN STOCK 





PEDDIE 


Let us send you a copy of “BOBS” TALKS ON BOYS. 
Some truths about a boy and a hint to the dealer. 


KANNALLY-WICK CORPORATION 


HIGHLAND, ILLINOIS 
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Quality Shoes far 
iMen and Women 


IN STOCK 


THE JAMES A. BANISTER COMPANY IS DESIROUS OF 
ANNOUNCING TO THE RETAIL TRADE THAT A NUMBER 
OF ITS STYLES IN MEN’S SHOES OF THE HIGHEST 
POSSIBLE GRADE ARE NOW BEING CARRIED IN STOCK 
FOR THE GREATER ACCOMMODATION OF SHOE MER- 
CHANTS. 

THE NUMBERS ILLUSTRATED HERE ARE TYPICAL, BUT 
THERE ARE SEVERAL OTHER STYLES, BOTH HIGH AND 
LOW THAT ARE AVAILABLE. 


NO. 2216 


WRITE FOR SAMPLES AND PRICES 


JAMES A. BANISTER COMPANY 


370 ORANGE STREET NEWARK, N. J. 





NO. 2217 






2217 TAN SCOTCH GRAIN $8.00 
2317 BLACK SCOTCH GRAIN $8.00 








2216 TAN NORWEGIAN GRAIN $8.00 
2316 BLACK NORWEGIAN GRAIN $8.00 
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They will help make sales and best.of all they 
will give your customers the service and 
satisfaction found in much higher priced lines. 
Ellis-Eddy turns mean better business. 

No. 913 





No. 913—Black Satin Cross- No. 907—Black Satin One- 
Strap. Silk brocade quarter, Strap. Stitching as illustrated. 
strap and heel. French corded. French corded. 14-8 Spanish 
Heavy turn sole. 14-8 Junior Louis Heel. Heav Tura Sole. 
Louis heel. Widths, A, B, C. . $3.35 
Widths AA, A, B, C. Price, 

$4.00 






No. 912—Patent Colonial. Ooze No. 854—Black Satin One- 
inlaid tongue. French corded. Strap. omy vamp and strap. 


Heavy turn sole. 16-8 full Louis Heavy vt — ilk galloon 
heel. Widths AA, A, B, C. bound. ish Louis heel. 
 vcnceue suse saeabes $4.00 Widths Ne: B, C. Price. .. $3.25 





855—Same style as 854, 
with 16-8 full Louis Heel. 
$3.25 





No. 912 


ELLIS-EDDY CO. ‘s#oemaxers Lewiston, Maine 
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“Constant Comfort” 


**America’s Best Comfort Shoe’’ 


How’s Your Stock? 


Sixty Styles of Boots 


Straps and Oxfords—The 
Quality Kind—Ready to Ship 








2A™ 





Aoow w- 








No. 17R—Best Quality Black Kid 8” Polish, 
13-8 Wingfoot Heel, Imitation Tip. 


No. 38R—Same tye ’ me ermal Toe. pom 
in stock, A,B,C,D -- $4.1 
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No. 28R 
No. 28R—Black Kid 7” Blucher, 12-8 Wing- 
foot Heel. 
No. — ww. | & le in Straight Lace. ay] 
fT ~~ | t & 9 ee $3.1 
Ault-Williamson Shoe Co. 
Manufacturers 
Auburn, Maine 
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WE CAN 
DELIVER THE 
GOODS 


KEWPIE [WINS 


REG. VU. &. PAT. OFF. 


SHOES 
FOR CHILDREN 





IN STOCK 


= 


Genuine Goodyear Stitched 
Mahogany Calf, Full Quarter Lace Bal 
| 


1840 
Sise 123-2, C; DB... ....... Price, $2.90 
Size 844-11, C, D, E......Price, 2.50 
Size 5144-8, D, E............Price, 2.25 
1740 Black Calf, Full Quarter Lace Bal 
Size 12-2, C, «: Price, $2.90 
Size 8 11 ¥, C , D, E......Price, 2.50 
Size 5144-8, D, E...... ..Price, 2.25 
1341 Mahogany Kid, Full Quarter, Lace Bal 
f= ae eee Price, $3.00 
Size site DE , D, E......Price, 2.60 
Size 5144-8, D ‘ ..Price, 2.35 
Size 2-5, E.. - ..Price, 1.85 
1241 Black Kid, Full Cniceen, ee Bal 
Size 12-2, C, ¥. a. Price, $3.00 
Size 8 11 %, C , D, E......Price, 2.60 
Size 5144-8, D, E.. ..Price, 2.35 
Size 2-5, E.. ..Price, 1.85 
Manufacturers 


THEJUVENILE SHOE CORPORATION 


CARTHAGE, MISSOURI 
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Turns that Typify High-Grade Shoemaking. They’ll 
Retail Rapidly at Good Profits. Shipments from Stock. 
Make-Ready for Quick Turnovers 


Order To-day. 





No. 155 





No. 158 






No. 157 


READY NOW 
No. 154—Patent Irene Cross Strap 
Bambo “Nubuck” straps and collar. 
15-8 Louis Heel. A, 3-8; B, 244-8; 
C, 24-8. Price..............95.28 
READY NOW 
No. 155—Black Satin Cleo One Strap. 
No cut out. Beaded Vamp and Strap. 
15-8 Louis Heel. A, 3-8; SS 
24-8. Price.. 


READY 1 NOW 
No. 156—(See cut 154) Irene Cross 
Strap. Black Satin Vamp. _ Black 
Brocade Quarter Straps, Collar and 
Heel. 15-8 Louis Heel. A, 3-8; B, 
24-8; C, 24-8. Price........$5.10 


READY NOW 
No. 157—Patent Chrome Milo Gore 
Front, Colonial. 16-8 Lowey Louis 
Heel. A, 3-8; B, 2%-8; C, 2-8. 
Price........ chnenn ee 


READY NOW 
No. 158—Black Satin Milo Colonial. 
Black Suede Tongue. Widths A, 3-8; 
B, 21%-8; C, 2%-8. Price..... $5.50 


READY NOV. 10 
No. 159—Brown Satin Vamp Milo 
Colonial. Brown Brocaded Quarter 
and Heel. Brown Kid Tongue, Bro- 
caded Inlay. Widths A, 3-8; B, 214-8; 
C, 2%-8. Price.. Serr, | 


WESTERN STOCK DEPARTMENT 


Carries in stock for at-once delivery No. 155, ready 
Numbers 154, 156, 157, 158, ready now. 
Number 159, ready November 10. 


W. J. CULLY, 316 Paxton Block, Omaha, Neb. 





No. 154 





No. 159 


HOPKINS & ELLIS 


HAVERHILL, MASS. 











“EVERY SHOE A 
BUSINESS BUILDER’ 
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RENCH.SHRINER & URNER 


MENS SHOES 














—-For The Man With 
A Low Instep. 


The LIBERTY, designed on a combination 
last, offers you a model that meets perfectly 
the requirements of the man who finds it 
difficult to secure a correct fitting shoe. 


Style, comfort and workmanship aresoskilfully 
blended in this model that it is equally popular 
with the young or older man. 


Developed in three numbers below, the Liberty 
has become one of the best sellers among 
practically every dealer of French, Shriner & 


The Liberty Urner shoes. 


A perfect fitting model 
with low instep mea- 
surements combining 





Featured in 


a ae or com- No. 15 Brown Kid Bal 

t, typi 

French, Sh rim ey No. 34 Black Kangaroo Bal 
Urner shoe. No. 75 Light Weight Russia Calf Bal. 




















Immediate Deliveries 


FRENCH, SHRINER & URNER 


Factory and Salesrooms: 63 Melcher Street, Boston, Massachusetts 














Not Rubbed On 











Superiority fuilt in, 
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Twenty-three of the 31 In Stock Styles which we 
carry are shown on this and the following page 








THE ARDSLEY 
Style 58 





THE ABERDEEN 


THE ABERDEEN 
Style 46 


Style 44 








THE TARSIC 
Style 16 





THE COMPOSITE 


rue NO, 4 COMBINATION 
Style 25 


Sle 26 





THE LENOX THE ABERDEEN 
Style 21 Style 48 





THE BARRISTER 
Style 17 





THE BERKELEY 


THE BEVERLY 
Style 85 


Style 42 








S H O E § O F Ww O R T H 
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Write for our complete catalogue and other literature telling 
what “THE NETTLETON IDEA” can do for your business 





THE ABERDEEN 
Style 056 





THE ABERDEEN 
Slyle 053 


THE BUCKMINSTER 
Style 057 





THE BEVERLY 
Style 051 










THE ABERDEEN 
Style 054 


THE BUCKMINSTER 
Style 059 


THE BARRISTER 
Sivle 052 





THE ABERDEEN 
Style 055 


THE BEVERLY 
Style 065 





THE SAXON 
Style 96 





THE COMPOSITE 
Stvle 020 


THE COMPOSITE 
Style 022 








A. E. NETTLETON CoO. 


Makers of Men’s Fine Shoes Exclusively 
H SYRACUSE . ‘ NEW YORK 
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the Charlotte 
A Hiking or Hockey Boot made in 


Brown es er with WoO 
line tongue and ank e pods. 
18 flat brdss eyelets and one- 
buckle strap ‘sa port Larries 
3 one-inch heel with five brass 
screw reintorcements. 

Advance orders now on 
our books indicate the pleasin 
reception this Boct is faving 
with the trade. 

Ready fox shipment from 
stock about Nov. 20th. 


Dizes 3% to 8--WidthsA +D 
Price *5.25, net 30 days. 


MOORE ATAFER 
‘/HOE “MFG * CO: 
BROCKPORT. N-Y.U.4A. 


NEW YORK OFFICE 545-547-549 MARBRIDGE BLDG, BWAY AT 3405T 
JACK E JESTER POR. 


LO Titus. 








—_—_ 
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Delight Your Customers With 


J 


AH 


Pat. Off. 


RA 


Reg. U.S. 





The Perfect Sport Sole 


Don’t experiment with ordinary 
“crude rubber soles” at your cus- 
tomers’ expense. Make them 
remember your store as the place 
that sold them the shoes with the 
most unusual soles they ever 
wore.—RAJAH 





RAJAH Soles are made by a 
special process originated by our- 
selves which perfects them in 
every important particular that 
means satisfaction. They are 


Lighter, Cooler, Non- 
Slipping, More Comfort- 
able, Longer Wearing 





Made Only by 


We have made application to the U. 
S. Patent Office for a parent covering 
the process and method of producing 











RAJAH SOLES. Our rights to this 


fr 
process will be fully defended. Alfred Hale Rubber Co. 


~~ tf ATLANTIC,’ MASS.1— 


———— 
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| 
—the talk of the}, 


From every quarter of the shoe industry we hear com- 
ment over the rapidly growing demand for Arch 
Protector Shoes. This only lends strength to our 
firm belief that it is the finest scientifically con- 
structed line of corrective footwear in the country. 


Arch Protectors give strength to the weak foot, pre- 
vent fallen arches and other foot ailments. In short, 
they simply protect the foot. 


i> << 







EY 








The name “Duttenhofer” on them makes it needless 
to emphasize their comfort, smartness and service. 
These qualities will be found combined with perfect 
harmony in every pair. Duttenhofer quality remains 
constant throughout, for they are produced by 
skilled workmen. 





M4) 


.) 
ery 
7 

>. S 
- 
Lp 





Moreover, all styles are designed with a full appre- 
ciation of current footwear fashions. Our 34 years’ 


AS 


<<) 
am a Pa —"= 2 
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entire shoe trade 


















h experience in shoemaking, of course, is of great value 
. in selecting styles and lasts that are right. 
- Merchants now handling Arch Protector Shoes are 
‘ enjoying a steady and healthy business growth. 
_ Arch Protectors are the backbone of their business. 
t Why—because Arch Protectors sell rapidly at a good 
profit. Furthermore, they are sure to make satis- 
; fied customers. 
: Our salesmen are now in their territories. Write us 
t if you wish to have one call, or if you desire further 
- information concerning the success Arch Protector 
y dealers are having. Do it now. 4 


? The Val Duttenhofer Sons Company 


Cincinnati, Ohio 
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Nothing in the Shoe 
But the Foot 





LOCKING SHANK. TO INSOLE 


HOES built with Crawford Arch Supporting Shanks appeal 

to two large groups of your customers—those now suffer- 

ing from weak or fallen arches, and the rest who are exposed to 
those troubles by having to walk every day on hard city sidewalks. 


For the health and happiness of your patrons as well as for your 
own prosperity, you should carry a line of shoes fitted with 
Crawford Arch Supporting Shanks. 


The Crawford Arch Supporting Shank is built right into the 
shoe—fitted between the inner and outer sole and locked to the 
insole. It preserves the shape of the shoe, giving support to the 
arch and ease to the foot. It cannot abrade the skin. 


To relieve fallen arches, to safeguard normal arches—Crawford 
Shanks! 


When placing your next order for shoes, specify Crawford 
Arch Supporting Shanks. 


There is a positive method of identifying shoes 
made with Crawford Arch Supporting Shanks. 
On the head of the rivet which locks the shank 
to the insole, you will find this trade-mark. The 
head of the rivet is flush with the insole. Look 
for the trade-mark. It is your protection. 


@ 
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145 Essex 
Johnson City, N. Y. 











United Shoe Machinery 








Main | 
Bont Corporation ot. Lente 
ea Mow 1423 Olive 
Marlboro, Mass. onto hind 
11 Floreace Boston, Massachusetts ee 
7 TUNAANATTTTIM TW TIT TU TET TTA TTT 





Auburn, Me. Milwaukee 

87 Main 253 Fourth 
Brockton, Mass. New Orleans 

93 Centre 216 Chartres 
Cincinnati New York 

708 Broadway 37 Warren 
Chicago J. K. Krieg, N. Y. 

18 South Market 30 Warren 
Haverhill, Mass. Philade! 


Iphia 
221 North 13th 
Rochester, N. Y. 
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This ad appears in the October 21st issue of the Saturday Evening Post 
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Fashions for Little Folks 
| You will be delighted with these dainty little 


Buster Brown Shoes— known as Baby Goodyear 
Welts. 


They are made in smart lace, button and blucher 
styles, from patent leather, black or brown kid, 
russia calf, pearl or mahogany elk, in sizes 4 to 8. 
They all have specially tanned moccasin soles and 

- pliable tread insoles, which make them exceptionally 
flexible, long-wearing shoes for tender little feet. 


The famous Brown Shaping Lasts make Buster 
Brown Shoes leaders in health-building qualities. 
They protect and develop the growing feet. They 
prevent corns, bunions, weak ankles and broken 
arches—now and in the future. 


_ - Your dealer will show you the new models in 
Buster Brown Shoes at $4.00 and up, according to 
size and style, and will tell you why they are 
economical shoes to buy. 


They are manufactured by Brown Shoe Com- 
pany, St. Louis, U. S. A., also makers of 
Brownbilt Shoes for Men and Women, and are sold 
by. good stores everywhere. 


Model No. F-12 


Little Boys’ Patent 
Leather Blucher, 

year Welt; flexi- 
ble sole; pliable tread; 
- sizes 4 to 8. 




































The Brown Shaping Lasts } 
are scientifically designed to ! 
prevent Buster Brown Shoes 
from ever pinching orbinding 
the growing feet. The height 
of arch increases with suc- ] 
ceeding sizes, thus constant- 

ly affording perfect support. 


by - eS 
a eee. Pog ar 
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IN STOCK 


The fitting of wide-ankle trade offers wonder- 
ful, opportunities. Provided you have the 
right kind of merchandise to give your cus- 
tomers, you can make this end of your busi- 
ness profitable. 













675—Black Kid FAT Ankle 
Boot ° 7 ee .$5.00 


670—Brown Kid FAT Ankle 
Boot P esee .$5.75 
650—Black Kid Full Ankle 
Boot ...-. $4.75 
660— Brown Kid Full Ankle 
Boot wevTerTitityy $5.50 
Sizes 3144-10, C-EE 


No.675-$5.00 


NOTE—To sizes 84% & 9 add 25c; 944 & 10 add 50c. 
All Goodyear Welts. Every Number equipped with “Craw- 
ford” archsupporting shank and “O'Sullivan” Rubber Heels. 
**Red-Line-In” Lining 
610—Black Kid 2 Strap . .4.25 
615—Brown Kid 2 Strap.4.75 


600—Black Kid Oxford. ..4.00 
605—Brown Kid Oxford. . 4.50 


No. 610-$4.25 


Merchants need no longer shudder when big, 
heavy women with fat ankles enter their store. 
Anderson-Owens makes just the shoe for 
them, with enough style, fine fitting qualities, 
and at a very low price. 


Send for a few pairs—ON APPROVAL. 


Anderson-Owens Shoe Co. 
LYNN, MASS. 
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A Word from 
DEPT. 5 


EPT. 5 is ready to 

supply you with a 
complete assortment of 
women’s shoes. 


Nine styles are carried in 
stock this fall. 


We have increased our 
stock to satisfy the stead- 
ily growing demand and 
are prepared to ship 
single pairs or case lots 
the day your order is 
received. 


Use Dept. 5 freely. You will 
find it will do for you what it 
has done. for hundreds of retail- 
ers: add to your turnover and 
enable you to give better service 
to customers. 


If you haven’t a copy of Stock 
Book No. 31B, send for it. If 
you have, it will pay you to use 
it weekly. 


Lee. THE STETSON SHOE 
es COMPANY, Inc. 


So. Weymouth 90, Mass. 
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Liven Up Your Stock With These Specials 
- = 








Style 720 


$2.25 


720—Skinner’s Black Satin One Strap, black kid quarter 
and sock lining, 13/8 wood covered box heel. Flexible 









Style 721 


$2.25 






McKay sole. Exactly as illustrated. C and D widths, 


DUO BL... cece cece e cece eee c ee recceeeerescceses $2.28 721—Skinner’s Black Satin One Strap, black kid 
P ‘ quarter and sock lining, 17/8 wood covered Louis 

724—Same as above, except with Junior heel...... $2.25 heel. Flexible McKay sole. Exactly as illustrated. 
C and D widths, A | eee eee $2. ~ 


ELEVEN 





NUMBERS 





ON 


Style 725 


$2.25 
k kid 
Se -Ser Se Se Oo Oe, Se FLOOR 


and sock lining, . 
sole. Exactly as illustrated. C and D widths, 3 to 8, $2. 2272—Patent Chrome Vamp—Black Brocade 
Quarter and Strap Pump. 17/8 ae leather 
ay 


heel. Rubber top lift. Flexible Mc sole. 


Exactly as illustrated. C widths only, 3 to8.. $2.75 
READ ¥ TO 2273—Same as above, except with 16/8 Louis Net bs 







THE 


Style 2272 
$2.75 












SHIP 


ORDER 





Style 5105 
$3.35 


5105—Patent Chrome Combination One Strap, bamboo 
buck quarter and strap, 9/8 leather heel, rubber top lift. 
Goodyear welt sole. Exactly as illustrated. C width only. 406—Patent Chrome One Strap Pump, 13/8~mili- 

$3. me tary heel, rubber top lift, medium weight McKay 


Style 466 


$2.25 





TO DAY 





Se OP bb aeacensac cor vadradesvntewekesedusanhe 
sole. Exactly as illustrated. C and D widths, 
462—Same style as above, except with 13/8 heel ~ 7) ee arr Ser 
I SObbes s6.04 cctenacussesdeseensed $2.60 464—Same style as above, except in, black kid, $2. 25 
TOBER - SAIFER SHOE CO. 
MANUFACTURERS 


NOVELTY FOOTWEAR IN STOCK 
1312 Washington Ave., St. Louis, Mo. 


SOL eL MeL MUSLIM USL eMI ULM Ue Len Ueno niiiinneniii iii 
The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 





A, All... 





40 


BOOT AND SHOE RECORDER 








The Answer is— 


LL this talk you hear about the new Lawrence 
Colors in Boarded Duro Calf is directly due to 
the fact that absolutely no pigment is used in 


producing them. 


Shoe experts have long realized 
that aniline dyed calf skins with- 
out any pigment finish are the 
safest to use. 


The difficulty has been to get 
such. leathers that would also have 
a high degree of uniformity. 


For pigment finish is not per- 
manent as the customer soon 
discovers. 


Our laboratories have worked 
many months in quest of the 
right formula. 


Their final success is now reacting 
all through the trade in a call for 
LAWRENCE (non pigment) 
CALFSKINS that is keeping us 


oversold. 


You should see for yourself why 
the trade is agog over our non 
pigment calfskins. 


A. C. Lawrence Leather Company 
161 South St., Boston, Mass. 


NEW YORK 
ROCHESTER 


PHILADELPHIA 
CINCINNATI 


CHICAGO ST. LOUIS 
MILWAUKEE 
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They’re Aniline Dyed 7 


53 RUSKIN RED 
55 TENU-TAN 

73 TEAZEL TAN 

75 BENGAL BROWN 
82 BAYWOOD BROWN 
61 BLACK 

DURO CALF 


**Lawrence Leathers Are Reliable Leathers’’ 
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Our Latest Fall Colors 


“Bright As A Sunbeam 
Mellow As Moonlight’ 


ACE BROWN 


A new medium brown 
Boarded 


ACE LYNNWOOD 


A new and slightly darker brown 
Smooth and Boarded 


J. S. BARNET. & SONS, Inc. 


Tanneries Salesrooms, 75 South St. 
LYNN, MASS., U.S. A. BOSTON, MASS., U.S. A. 


CABLE ADDRESS “TENRAB"” 














**Maintains a Standard Reputation” 
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eAn Easy Sale 


When your shoe customer has reached 

his buying decision and the stiff, new 

shoes are still on his feet, the mere 
mention of Comfy Slippers 
will usually make a sale. 


A natural result of the gen- 
eral acceptance that Comfy 








LSS SET ISS OEE SEE EE Page EA TI Ea aT 


“Tue Laid out a Lounging ‘Robe 


and a Pair of (omfys for You” 


ra many well managed homes the luxury of 
Comfys has become so thoroughly estab- 
lished that they even keep a pair or two ready 
for the occasional guest. Certainly no atten- 
tion the hostess could extend could at once 
bring the visitor to a realization of a real 
home atmosphere. 


There’s a touch of distinction about Genuine 
Daniel Green Comfys that the ordinary house 
slipper can never have. Not only does their 
snug warmth and perfect fit bring rest and 
luxurious comfort to the feet, but their trim, 
custom-built lines and harmonious designs 
relieve the mind of any anxiety as to one’s 
appearance. 


Men are stout upholders of the Comfy idea 
because of the quiet, dignified styles and colors 
they have to choose from, and every woman 
knows what an almost bewildering selection 


Daniel Green 


Comfy 
Slippers 





she has to choose from in dainty colors and 
charming fabrics in Genuine Daniel Green 
slippers. To look well appointed from top to 
toe, even in her negligee, is a point of sincere 
pride with the well dressed woman. 


Of course, you would expect Genuine Daniel 
Green Comfys to cost slightly more. They 
look so much better in the beginning, wear so 
much longer, and keep their shape so perfectly 
all the way through that their greater value is 
far more than the slight extra cost. 


To protect you against inferior substitutes 
sometimes offered as Comfys, we have placed 
in every shoe our trade-mark shown above. Be 
sure it is in the felt slippers you buy. Daniel 
Green Felt Shoe Company, Dolgeville, N.Y., 
New York Office: 116 East 13th Street. 











advertising has created. 


= 








4) 
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Nr 























Ose CaIROAIDOZINOs ISOcIE0 


For -Men, 
Women and 
(Children. 





Daniel Green Felt Shoe Compnay 


New York Sales Rooms 


116 East 13th Street 


General Offices 
Dolgeville. N. Y. 


Chicago Sales Office 


1107 Security Bldg. 
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The Vulco-Unit Box 'Toe for Men’s Shoes 


Because it is impervious to water and perspiration and possesses the neces- 
sary strength to withstand the hard knocks of everyday wear, the Vulco- 
Unit Box Toe is used exclusively by the world’s best shoe makers. 


The Genuine “* VULCO-UNIT ”’. BOX TOE is made and sold only by 


arpanatua BECKWITH MANUFACTURING COMPANY 
Parenreo 1b SUMMER. STREET, BOSTON, MASS. 

Largest Manufacturers of Box Toes in the World . S 
Chieago, G. W. KIBBY & CO. St/Loule, OSCAR F. WRIGHT CD. _. Cincinnati, + OBO, A. SPRINGMEIER CO eis 


; 
' ARTEL ETS CET SS TR ET rot 




















The Boot and: Shoe)Recerder. will appreciate, your mentioning the, publication in replies to advertisements. 








1922 

















October 21, 1922 BOOT AND SHOE RECORDER 45 


TS 













a CAK 77 TTC 
gall} HERMAN'S 
SHOES 

“Sell Themselves” 


These four popular HERMAN 
models offer a permanent source 
of profit to every dealer who 
carrys them. 


S 












Our stocks are large and 

properly assorted to give 

you what you want— 
when you want it. 


Dark Tan Calf Bal, Heavy Single Oak : Whole’ Quarter Pattern,” Black Glazed 

. . Kid, Heavy Oak Si Sole, Leather 
Sole, Wingfoot Rubber Heel, Felt-lined Box’ and Counter, Wingfoot Rubber 
Tongue. Parkway Last. ay Felt-lined Tongue. Munson 

IN STOCK: A and B—6 to 12 P 
IN STOCK: B—46 to ll; os to 11; 
Cand D-S toll D and E—S5 to 12; EE—6 

Pelee. . so e oe OR 


Wasa a es ‘$4.75 





oc: 


The HERMAN LINE 
is designed to meet the 
requirements of civ- 
ilian style. The sensi- 
ble lines, the glove-like 






The famous HERMAN'S Police Shoe. 
Best Quality Gun Metal Calf, on the 
Munson Last. Dry-foot Welt and 
Arch-prop Counter. Wingfoot Rubber 






Dark Tan Blucher, Heavy Single Oak 










ae a — Heel, Felt-lined fit, the sturdy strength, Bete s-. pasts Heit tire on for 

ongue. Vv . ° 

IN STOCK: B—6 to 11; C, D and E— combined with a trim- tN STOCE: Pe-* 00 14; C, D, Band 
Stoll ness of design, are the Price . $4.75 

Price. . . . . $4.60 results of 30 years ex- 


perience ‘‘smoothing 
the way for the wal- 
ker.’’ — And the name 
HERMAN, makes the 
selling easy. 


~ 


Order To-day 




















JOSEPH M HERMAN SHOE CO 


MILLIS Boston Office 159 Lincoln Sireet MASS 
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The Shoes You Hear So Much About 





For MEN SHOE 


Shoes of dependable quality at 
popular prices. One of our at- 
tractive Spring numbers for 
young men, expressing indi- 
viduality in footwear. 






Style No. 4000. Brown 
Heather Lace Oxford. 
Four rows fit- 
ting. York t. 


Poole & Johnston, Ince. 
Boston BROCKTON, MASS. New York __ 


183 Essex St. (Campello Sta.) 433!Marbridge’ Bldg. 




















Sell Russell’s 
IKE WALTON 


Staunch and Serviceable as a Heavy Sporting Boot 
Flexible as a Moccasin 


Chocolate, chrome-tanned waterproofed leather. its unique 
construction provides four layers of leather between the foot 
and ground—more protection than the ordinary street shoe. 
Its light weight appeals to the ouldoor man. 


The Russell quality speaks for itself. So does Russell shoe- 
making. 
The Scout Moccasin 


Made of Chocolate elkskin, with soles of flexible, sturdy Maple 
Pac. Natural shape affords every freedom to the foot. 





The ideal of comfort and service in moccasin —4~¥ for dry 
seasen wear, and a sensible ‘“‘pal’’ for the growing lad. — 
P oF Write for Dealers’ Price and 


Catalog 


W. C. Russell Moccasin Co. 


Berlin, Wis. 
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Child’s Choc. Side Bal.—Lea. eer 
Heel, 4% Dbl. Sole. Sizes 844-11. . $2. 


No. 305— Misses’ as above. 1144-2... ..$2.25 
No. 405—Big Girl's as above. 214-6... .$2.85 
Also made in Black Glazed Kid or “Gan Metal. 
Same price. 


Delivery in four weeks’ lime. 





The Mark of 


Greater Values 


411-421 Vliet Street 
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|WOBST 
SHOES 


give most wear per dollar 
and combine comfort 
with trimness 


No frills on these shoes. No frills on the 
prices. They’re sensible shoes for sensible 


folks. They’re conservative. They’re 
Comfortable. They’re sturdy. They’re 
satisfying. 





Here Are Two 
Smashing Hits! 


From Maine to California 
they’re selling like wildfire. 
There’s a big field for them 
in every locality. Use them as 
leaders. They’re great to 
speed up business. 
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In Stock 


No. 600 






Genuine Glazei_ Kid Comfort Slippers with Cushion 
Insoles and 9-8 Rubber Heels. Net .............. $1.60 
No. 601—Same »s No. 600, except with two straps. 13-8 


soles and 9-8 Rubber Heels. N: 


Rubber Heel. Net.............. 
No. 602—Gennine Glazed Kid Oxford with Leather In- 
2. 


et s 
No. 606—Glazed Kid Oxford as No. 602 with ss 
Tip, 13-8 Rubber Heels. jNet..... 


Special prices on 36 pair case lols. 


Wobst Shoe Co. 


will appreci 





Milwaukee, Wisconsin 





your mentioning the publication in replies te advertisements. 
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1743—Black Satin Two-Strap 
Full Louis Heel 


1744—Same, Baby Louis Heel 


977—Satin and Brocade 


979—All Brocade 
Junior Louis Heel 
AA to C 


$4.25 


985—Satin and Brocade 
986—Patent and Brocade 


987—All Brocade 
Low Spanish Heel 
AA to C 


$4.25 





1707—Patent Colt One-Strap 


1715—Black Satin One-Strap 
AA to D 


$4.00 





957—Tan Calf Vamp 
Biege Quarter 
Two Strap 
Spanish Heel 


956—Same in One-Strap 


Cuban Heel 


942—Gun Metal Vamp 
Grey Suede Quarter 
Cuban Heel 
AA to C 


$4.00 
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AA to C 
$4.00 


1746—Satin and Brocade 
Baby Louis Heel 


AA to C 
$4.25 





1311—Patent Colt One-Strap 
Cuban Covered}Heel 


1315—Patent Colt One-Strap 
Spanish_Covered Heel 


AA to C 
$4.25 


W. T. HOLMES COMPANY 


EXCLUSIVELY LADIES SHOES 
15 NORTH FOURTH STREET - - 


HOUMA 
The Boot and Shee Recorder will appreciate 
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1817—Tan Calf One-Strap 


Biege Quarter 
Goodyear Welt 


Covered Cuban Heel 


AA to C 
$4.00 





1814—Tan Calf One-Strap 


1815—Patent Colt One-Strap 


1816—Black Kid One-Strap 
Military Leather Heel 


Goodyear Welt 
AA to C 


$3.60 


IN STOCK 





1160—Tan Calf Biege Trimmed 
1161—Gun Metal Gray Trimmed 
1162—Patent Colt Black Suede 
Trimmed 
Goodyear Welt 


Covered Cuban) Heel 
AA to C 


$4.00 





990—Patent Colt Two-Strap 
Leather Cuban Heel 
Goodyear Welt 
AA to D 
$3.60 


991—As above in 
One-Strap 
$3.60 





1813—Tan Calf One-Strap 
10-8 Leather Heel 
AA to C 


$3.60 


W. T. HOLMES COMPANY 


EXCLUSIVELY LADIES SHOES 
15 NORTH FOURTH STREET - - - PHILADELPHIA 


me nn ae aes 
Beot 
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C.H.ALDEN CO 
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ONCENTRATION of our efforts has 
enabled us to offer that which the 
times and the trade require. 


—best quality of Stock with our Standard of Workman- 
ship, at prices lower than could have been accomplished 
in any other way. 


We are also able to give quick deliveries on certain lines. 
But this is not in any way an in-stock proposition. 





LT nt Ma RM Gc eae 








Lot No. 250 


Men’s Black Viking Oxford ; 
824 Brogue Last 
Straight Tip, Pinked 


Sizes: A 7/11 C 6/11 
B 6/11 D 6/11 


The above is one of the styles 
that can be delivered prompily 














FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH STREET 
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-~ JUDGE IT BY ITS USERS 











T 
A prominent Lynn shoe 
manutacturer said to us — 


AM frank to confess that 

your New Castle HAVANA 
BROWN Kid has been a decided 
factor in helping me to build up 
and maintain a constantly grow- 
ing demand for our shoes. 


‘‘T have been unable to find a suc- 
cessful substitute for the color and 


| quality of New Castle HAVANA 
| BROWN Kid.” 


| New Castle Leather 
| Company 
New York 














~— 
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Johansen’s Feeture Arch Shoes 
for Women 


A Wonderful Shoe for Dealers—because 
a Wonderful Shoe for Women 











F200—Surpass Black Kid Lace Oxford—Combina- 
tion} AA-B Last—11-8 Military Heel. Price $5.60 
F201—Same style in Benz Havana Brown Kid. 

Price $6.10 


Carried in stock for immediate delivery 
in sixes up to No. 10—widths AAA to D 
An extra charge of 25c for sizes 9%-10. 


Sample Pairs Sent on ic 





ohansen Bros. Shoe Co. 


Makers- Women’s Shoes Exclusively 
Saint Louis. 
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STYLE 61—Welt 
Young Ladies’ Russia Calf Lace Oxford. 
Dark Shade. Perforated Vamp—Lace 
Row and Quarter Top. Medallion Tip. 
2} to,8, Last 40, 9-8 Heel, AA-D. .$3. 





STYLE 31—Welt 
Russia Calf Lace Oxford, Medium Shade. 
Perfor_ ted Vamp—Lace Row and Quarter. 
2%- 8, Last 20, 7-8,Heel, AA-D. .$3.50 
11% 2, Last 21, Low Heel, A-D.. 3.00 
814-11, Last 21, Spr. Heel, B-E.. 2.65 





STYLE 21—Welt 
Russia Calf Lace. Medium Shade. Per- 


1 Last 21, Spr Heel, B-E... 3.00 
ele t Last 2, Spr Heel, CE... 2.70 


" JEEDE]’ 


JELLY-DELANEY SHOE CO. 


Black Calf “ace, Dull Calf Top. 
Perforated Vamp. )Same prices 
and listing as 


Sterling Patent Calf Lace. Dull 


Calf 


Same prices and listing as No. 21. 
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The Logical Line with which to 
build a Children’s Business 


The “Jel-Del"’ line possesses everything neces- 
sary to the profitable building of a children’s 
department. There are numbers ranging from 
infants’ to growing girls —all made on common- 
sense lasts, adapted to the growing foot. Leath- 
ers of weil-known tannage assure long wear; sole 
stock of good reputation assures flexibility. 


We have just issued a new booklet, listing all 
In-Stock numbers and prices. The story of 
““Jel-Del” production is told in full, new styles 
are shown, and many hints that will help are 
given. 


Write us today and tell us your particular prob- 
lem in sizing or filling in on children’s numbers, 
or ask us to help you in building up a children's 
department, and we will gladly serve you to the 
utmost of our ability. 


MADE TO GUIDE 
THE GROWING FOOT 


LYNN, MASS. 


STYLE 22—Welt 


. ai. 
STYLE 23—Welt 


STYLE 73—Welt 

Growing Girls’ Sterling Patent Colt Strap 
Pump. Perforated Vamp, Foxing, Strap 
an rter 


op. Perforated Vamp. 
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( air. "at. Champagne Ki o Lg ¢ 
rym taccomnmenirs EA FOR FALL 
s Fairy 1142—Pat. White Cf. Top, Iii 
Cand D, 3 to8 $2.25 
oes 
IN STOCK 
i TRADE MARK Q 
? ( 
? - , | 
) hese two numbers are the kind of shoes that you / 
) will sell every day. They are styles suited to 
¢ pais ~~ either school or dress, and like every other number 
) : in our line, they have back of their appearance 
Q “A” Grade the material and shoemaking that means wear 







All Russia Calf Polish—Pony Cut and then more wear. 


? Turn 
() Fairy 500 Ciléren's, Spring Hest. 
Q Fairy 103-Children'’s, Spring Heel. The new Fall Catalog shows many new 
Button. C-D. 4-8.......... $2.25 , 
? styles of equal excellence.—Send for it. 
4, 
( 
GRIEB SHOE MEG. CO. 
? 
4 309 Arch Street '- : - - Philadelphia 
s Factories: Palmyra and Annville, Pa. 
oor r> KS ~ 
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CHROMOK 


Side iIROMOK> Leather 
PATENT - DULL - COLORS 


Make better medium priced shoes, because 
specially produced for just this grade. 


W. D. Byron & Sons Leather Co. 


Williamsport, Md. o os on Boston, Mass. 
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Also Makers of 


Famous Oak Tanned Flexible Inner Soles, Flexible Sides and Bends 
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Patent leather “Baby Mine” 
turn. Perforated and stitched 
on tongue. 13/8 Baby Louis 
wood heel. No. 75X last. 






Patent “Dieuville” turn. Pearl 
gray kid inlay in tongue. French 


corded and fitted in gray silk. 

Pearl gray kid lining. No. 83X Patent “Collette” turn, Side 

last. Carries 16/8 full Louis lace Theo Tie. Black fittia 
and black lining. 14/8 fw 


wood heel. 
Louis heel. No. 81 last. 


A TRIO OF SMART 
SELLERS 


Novelties that areup to the minute. | We want you to write and ask that 








Original in design. Fine workman- a salesman call to see you. Our 

ship. Each pricedtopay merchants _ spring line comprises 180 styles of 

well. women’s high grade shoes-—turns 
exclusively. 


Emery & Marshall Company 


HAVERHILL, MASS. 
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It is to your advantage as 
well as ours to have TONY 
RED 100% right, for it is 
the foundation upon which 
we build a lot of our business. 


Statement from a prominent 
maker of men’s fine shoes. 

















We fully realize our duty to maintain the standards 
we have set for TONY RED—especially since 
it has come to be the dependence of so many shoe 
makers and retailers. 


You may expect to find the same 
standards just as plainly evident in 


The Whole Tony Family 


| RED Reg. U.S. Pat. Off. TAN Y 


BROWN BLACK 


CREESE and COOK COMPANY 


TANNERIES 


SALESROOMS 
DANVERSPORT, MASS. 


195 SOUTH STREET, BOSTON 
P. A. HENRY & CO. WOLFENSTEIN & SHANAHAN 


706 Broadway, Cincinnati, O. \ ae } 39 SPRUCE STREET 
Leather Trades Bidg., St. Louis, Mo. S7on WY, NEW YORK 
IN 
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PATENT LEATHER 
AND 

BEIGE BUCK 

MOCK TURN 


PATENT LEATHER 
AND 
OTTER BUCK 
MOCK TURN 














7 HE appeal of our styles 


creates the desire to possess. 


Whether it be the latest novelty 
or the accepted staple, it’s in our 


line. 


Women's Welts and McKays 


DONN D. SARGENT Co. 
SALEM, MASSACHUSETTS _. BOSTON OFFICE 


FACTORIES 
195 ESSEX STREET 


407 BRIDGE STREET 
Iwo Factories 


Capacity 5500 Pairs Daily 











WOM WAN WTOTATATA TA TOATA TA TATU TOT TOTTI TTT TTT. TA NTANTA 








The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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IN STOCK— 


WAITING FOR YOU! 
33 STYLES 


The Gardiner In Stock Department has 33 styles, 
made from dependable leathers, ready to ship to 
you. Each number carries a rubber heel, and is 
made over a comfort last of approved lines. 


No. 401—34 FOX KID STOCK TIP 
POLISH, press vamp and quarter, 
12-8 rubber heel, A to E, 40 last $3.50 


We offer wide variety from which to select, and 
guarantee prompt shipments. You will be inter- 
ested to look over our new October catalog. It 


contains many helps. Let us send it to you. 


H. K. GARDINER CO. 








PTT MMe en enon ie liniiien tits litt 








680 Washington Street - - Lynn, Mass. 
Boston Sample Rooms Please address all mail = 
134 Lincoln Street to Lynn factory c 
Established 1909 = 
TMM OUMNH OU OOM ON OUE 














THE LINING THAT BRACES THE SHOE 


KALLMAN 


Guaranteed Weight 





Oe 





SHOE LININGS 


For uniform quality, for longer wear, for better appear- 
ance inside the shoe, use one of the KALLMAN Guaran- 
teed Weight SHOE LININGS. 








In Twills, Drills, Ducks, each stamped with its weights. 
Also Flannels, Felt Sock Linings, Top Facings. 


















61-65 SOUTH STREET 


KALLMAN-NEWCOMB CO. 
Cincinnati, O. 


A. R. MUELLER & CO. 
Milwaukee, Wis. 








Kallman-Newcomb Company 





Sole Distributors for 


H. S. & M. W. SNYDER 
INC. 


Manufacturers of 
ATHENA 
CHROME KID 


Black, White, Havana, Gray, 
Champagne, Red, Golden 
and other demanded colors. 
Ebony Cabrettas 
in Black and Colors. 


BOSTON, MASS. 


A. M. ROBLEE 
St. Louis, Mo. 








The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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GLOVE ~GRIP SHOES 


MODEL S-414—THE JAZZ 
The Correct Shoe for the Dance 

















































There is always a demand for an 
oxford of this kind. The Glove 
Grip feature adds to its attrac- 
tiveness and comfort. Be sure to 
have this in your stock. 


IN STOCK--NO DELAY ON DELIVERIES 


PRICE $62 


Amold Glove Grip, Jazz Oxford, Patent Colt, Light Weight 
Flexible Sole, Hollow Heel. 


Sizes: AAandA,7toll; B,6toll; CandD,5to ll. 
SEND FOR STOCK STYLE CATALOGUE ‘‘S” 


M. N. ARNOLD SHOE COMPANY 


NORTH ABINGTON ss ss 2s 8 MASS. 
: $3 10 High Street 
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| LADIES SMART FOOTWEAR | 


IN STOCK 


NF J 


fe B1533—Black Satin Colonial, A, yor no B1634—Patent Colt wishbone, A, B a 





—f B1534—Patent Leather — , — B1635—Black Satin Wishbone, a No. B1677—Black Suede One Strap, Fall 
PR oc ¥cécvercensesdeveuseouseus $5.00 ff eer rye eer $4.75 Louis Covered Heel, A, B and C........ $6.00 
Send for catalogue of high and low shoes today No. B1630—Silver Gray Nubuck, Full Louis 

h Mi l - WwW ] T SE, Bas Be OOD Givecccccccccencssesed $5.00 

150 Up-to-the-Minute Styles in Welts, Turns * i Nena ies ae 


and McKays — Ready to ship in widths ak a eee .......c0....0c ca 
No. B1691—Silver Cloth, One — Full 


The Westcott-W hitmore Co. Louis Heel, A, Band C............... 96.50 


No. B500—Black Satin Gne Strap, Full Louis 


SYRACUSE, NEW YORK Heel, A, B, C, and D...... ivenenel 





We Have It 


PATENT O71) LEATHER 


Soft— Fine— Good Working 
yet — Very Low Prices 


Try It 


C. D. Kepner Leather Co. 


139 South St., Boston, Mass. 
212 W. Lake St., Chicago, IIl. 





The Boet and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Another New One 


in the 


“Tohnson Bros. {ine 


PATENT Learuer 
Cross Strap on No. 


125 last with a Spanish 
Louis Heel. 





Send ‘for Samples and Prices 

















Made in the se Tine Tree State. 
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ONE HUNDRED YEARS OF GOOD SHOEMAKING 


EVANS 
Cossack Boots anpwe& English Sandals 


TURN AND WELT LOW CUTS 
ESPECIALLY DESIGNED FOR 
THE COLLEGE GIRL 








NOW 
IN STOCK 





























No. 231B. BROWN CALF No. 239B. ALL PATENT 
WELT TWO STRAP WELT TWO STRAP 
SIZES 24-7 AtoD (CNS SIZES 24to7 AtoD 
$3.75 anos $3.75 
’ Son C 
L. B. Evans’ Son Company 
Boston Office: 110 Summer St. Wake field, Mass. New York Office: 130 West 42nd St. 

















Hagerstown Shoe & Legging Co., Inc. 


HAGERSTOWN, MARYLAND, U. S. A. 














McKAY BOOTS 


INCLUDING RUBBER HEELS 








5-8 8-11 1144-2 24-8 
H = 410—Gun Metal Polish, High Cut ‘ : ” 
We Aéeccesesecessnns $1.30 $1.55 
40@—Gun Metal Polish, High Cut ‘S $ A 99 
Rubber Heel * ‘6 " 1.55 $1.80 . Satisfaetion! REG. US PAT OFFICE 
1400—Gun Meta! Polish, High C ut STITCHDOWN 
English Toe, Rubber Heel 1.80 $2.15 BOOTS 
412— om  * Seth, — Cut > 
canis ane 1.55 1.80 Byron Process Soles 
tenn "Polish, High Cut, 5-8 84-11 114-2 
Rubber Heel 1.80 2.10 320 —Tan Lotus Button..... .. . $1.35 $1.60 
1402—Patont Polish, ‘High Pat * 320H—Tan Lotus Button, Heel....... $1.90 
English Toe, Rubber Heel 2.10 2.60 385 —Smoke Button ............... 1.35 1.60 
eatin ~ —vh Polish, High Cut 385H—Smoke Button, Heel 3.0 
404 35 1.60 330 —Cherry Lotus Button. . .. 1.35 1.60 
Mahogany, Polish, ita’ Cue eo 1.85 330H—Cherry Lotus Button, Heel... . 1 90 
1404—Mahogany Polish, High Cut, 302 —Patent Button 
English Toe, Rubber Heel 1.85 2.20 302H—Patent Button, Heel 
416—Black” Kid | Polish, High Cut, 
We oa 300 —Black Kid Button 
406—Black 300H—Black Kid Button, Heel 


2.40 301 —Gun Metal Button 


Ru V, 
1406—Black Kid 301H—Gun Metal Button, Heel 











En 1 2.40 
418—Nut Brown 235 —Tan Lotus Blucher 
Wedge 235H—Tan Lotus Blucher. Heel 
408—Nut Brown 245 —Black Calf Blucher 
tt, — 2.40 245H—Black Calf Blucher, Heel 
—Nut Brown P 
English 2. 40 285 —Smoke Blucher 
704—Mahog. Wa . 285H—Smoke Blucher, Heel 
1704—Mahog. Wa 2.10 265 —Mahogany Elk Blucher. 
265H— Mahogany Elk Blucher, Heel. 
237 —Tan Lotus Polish..........- 1.35 1 60 
237H—Tan Lotus Polish, Heel....... . 1.90 
217 —Cherry Lotus Polish. . 1.35 1.60 
217H—Cherry Lotus Polish, ‘Heel 1.90 
207 —Black Kid Polish. . : . 1.35 1.60 
5-8 207H—Black Kid Polish, Heel. . 1.90 
797 3 247 —Gun Metal Polish. . oosna Wo 1.60 
My 7 eiSingle nd. Wades ee: $1.35 247H—Gun Metal Polish, Heel. 1.90 
796—Black Kid Fox Polish, Sin 287 —Smoke Polish. . scccexs Cee 1.60 
ale Sole. Wedge... .. 1.35 287H—Smoke Polish, Heel. ee 1.90 
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Style No. 629— 
Dark Tan _ Lotus 
Calf, No 48 Blu- 
cher Kozy Last 
Goodyear Wir gfoot 
Heel. 



































Weber Union Made Shoes are un- 
beatable for holding customers. 


You can ask nothing more reliable 
than the rigid value standards under 
which they are produced t to retail 
at $5—$8. 


New _ York k_Office, _. Harris, 1: 1328 
Broadway, Marbridge | Building 
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IN STOCK 





LARGE SILK 
POM —-POM 






RUBBER HEEL 


No. 500 


Women’s Bright Cabretta, Genuine Turn 
Sole, Keystone Rubber Heel Boudoir, 
Large Silk Pom Pom. 





36 Pair Case Lots Only. 
Sizes: 3-7, 3-8, 4-7, 4-8, 5-8 











Terms 5%-10, 2%-30, F. O. B. Cincinnati 


Altman & Mimnces 
CINCINNATI, OHIO 


== a a een em en emenel 
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Leading ‘Hotels — | 


NEW YORK 
and BOSTON 








COPLEY 
SQUARE 


Boston 






THE PLAZA 


FIFTH AVENVE @ 






Freo SrTrerry. \ CENTRAL PARK 
SS’ «NEw YorRK 
Eowarp C. Focc. No 


MANAGING DIRECTORS. 


Sa 


Two hoiels that enjoy world-wide fame for luxurious appoint- 
ments, charming surroundings and most excellent cuisine. 


We shall be pleased to send illustrated booklet on request. 
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FOR YOU 











When you think of the millions who 
golf, and of how particular they are in 
the choice of their equipment, especially 
their shoes— 


And when you add to them those many 
other millions who hike, yacht, motor, 
and in so many ways delight in the 
great outdoors— 


You begin to appreciate what a market 
there is for sport shoes made with 
such excellent bottoms as the Goodyear 
Sport Bottoms. 


They are especially designed for street 
and outing wear. They are light, yet 
ruggedly durable; snug-fitting and trim, 
yet resiliently yielding to the tread. They 
are comfortable; they are waterproof. 
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For the golfer, Goodyear Sport Bottoms 
provide in their scientifically placed 
tread buttons the full measure of shoe 
security for a good stance, on slippery 
grass, in shifting sand, or in the rough. 
They have no spikes or cleats to injure 
the greens or the clubhouse floors. 


For other outdoor wear, there are equally 
valuable advantages in Goodyear Sport 
Bottoms. 


The demand for them this coming season 
is certain to be large. So order your 
sport models, in both men’s and women’s 
sizes and styles, equipped with Good- 
year Sport Bottoms—the wonderful new 
combination of Goodyear Wingfoot 
Heels and NedOlin Soles. 


Remember to suggest to your Fall and Winter trade, shoes 
made with Goodyear Wingfoot Heels and Neilin Soles. 
Their waterproof quality appeals strongly at this time. 


Goodyear Means Good Wear 


SPORT BOTTOMS 
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IN STOCK One Straps 


Keep supplied with one straps. They are still 
today’s biggest sellers 








478—Black Satin M 14-8 Louis heel, 38 
last, dime toe. Widt > C, at once from 

Chicago, New York, November 1 Cevery from 
Denver. Code “Dale.” Price . $4.75 
578—Black Satin M 13-8 Cuban heel, 50 


last, quarter toe. Wid AAC. At-once delivery 
from Francisco Code “Willa.” Price... $4.50 


705—Same as No. 578 -_! Fetes Leather. At. 
once delivery from Den Code “Consul.” 

PE aoe cocsccesccveccesesocesnsespeted $4.50 
685—White Kid Margaret, 12-8 Cuban heel, 46 
last, dime toe. Widths AA-C. At-once delivery 
from Chicago and San Francisco. Code “Audrey. 

BUND. cccvccsccvcccovdsscoecoseceoessoss $6.00 
710—Same as No. 685, only Black Satin. At-once 
delivery from Montgomery. Code “Stag.” 


706—Patent Leather Margaret, 14-8 Cuban heel, 
41 last, quarter toe. Widths AA-C. At once 
delivery from Kansas City. Code “Grenade.” 

BO Cos ccnveresacccececeeceeseessesens $4.50 


755—Same as No. 706, only 14-8 Spanish Louis 
heel and Imported Silver Cloth vamp, silver bro- 
caded quarter and heel. November 10 delivery 
from Chicago and Newburyport. Code “Spender.” 

BU 6 cd eccescesssneseneseeteccnecnsess $7.00 


591—Patent Leather Margaret, 16-8 Louis heel, 37 
last, dime toe. Widths AA-C. At-once delivery 
from Chicago. Code “Violet.” Price...... $4.75 


806—Crystal Silver vamp and heel Margaret, sil- 
ver brocaded quarter. Widths AA-C. December 1 
delivery from Denver. Code “Shiny."’ Price, $7.00 











707—Patent Leather Sally, 14-8 Spanish Louis 
last, quarter toe. idths AA~C. At-once 
from Montgomery. Code “Mer.” Price. . . $4 4.75 


bay as unter yoo, 0 707, only perforated all around, 


715—Same as No. - onl on Caen heel. At- 
once bs td from San neisco a Cu 
Code “‘Eclipse.” Price...........-sc0+e0e 
804—Same as No 707, only in Black Satin. g* 
vember 10 delivery from New York. Code et bs 


only. Black Satin brocaded 
er. quarter.” November 1 10 delivery from New York. 
ode beooesoeseneséacres $5.25 
ain’ No. on only 13-8 Louis hee! and 
Dull =, November i delivery from Boston. Code 
“BEMOTIOUS.” PUIGD. 20. cccccccccccccsceces $5.00 
71 1—Btesk oan Say, 14-8 Cuban heel, 41 
quarter toe. Wid A-C. Ateoes delivery 
from New York. Code *orown. * - $4.50 
716—Same as No. 711, only 14-8 neu heel. At- 
d San Fra 


Montgomery. Code “Arlington.” Price... . $4.75 
(40 last, dime toe.) 
748—Same as No. 716, only in White Satin. At- 
once delivery from a Regutgemery. Newburyport and 
Denver. Code “Hit.” $5.00 
No. 758—Same as No. 716 only Patent Leather, 
Boston, N all around. t once delivery from 
m, November 5 delivery from Denver. oe) 
Page ” Price $5. 

. 740—Patent Leather Sally, small a 
an “around, 38 last, dime toe, 14-8 Louis heel. 
Widths AA-C. At once delivery from Montgomery 
Cplcago. a City and Newburyport. so08 
ay "700 deen as No. 740 only in’Black Satin, 
} ened 1 delivery from Boston. Code e “Gem 


No. 756—Same as No. 740 only Crystal Silver 
vamp, silver brocaded quarter Sally. November 1 
delivery from Denver and Kansas City, ae 
15 delivery from Newburyport and Bosto: Code 
WEE” —_ BUD cccccccccccccccccoceces $7.00 
No. 724—Patent emma ally, 16-8 > Lom 
heel, 37 last, dime toe. Widths AA 
delivery from Chicago. * Code “Imp.” Price. $4. 78 


No. 725—Same as No. 724 only Black Satin and 

16-8 "Touls heel. meat once delivery 

and Denver, November 1 delivery from San 

Francisco and Newburyport. 
ice 


No. 729—Same as No. 725 only Imported Silver 
Cloth vamp, silver brocaded quarter. Novem 
J Seavey from Kansas City. Code ‘ aee00 
789—Same as No. 729 only 55 last and Im 
be Gold Cloth vamp, brocaded quarter and 
bt an 10 delivery from Newburyport. Code’ 
Pt PURER. wsvcvenccccsesecececees $7.00 
No 31—Same as No. 729 only yey —y - vamp 
bisck satin brocaded quarter. At once delivery 
from Chicago and Denver. October "25 delivery 
from Montgomery. Code “Lassie.” Price.. .$5.25 
No. 733—Same as No. 731 only 45 last, nickel toe, 
At once delivery from San ancisco and New 
York. Code “Mischief.” Price $5.25 
No. 735—Same as No. 733 cute 1 all silver brocaded. 
November 5 delivery from New Vork. Code 
nag wr PED Cevccccesedonseseesd $7.00 
. 75 3—Same as No. 733 only Patent Leather. 
Ae ‘once delivery from San Francisco, Denver, and 
Newburyport, a + delivery from 
GE. GSO AG” —FUBe ccc ccccscsccss $4.75 
No. 754—Same as No. 733 only Imported Silver 
Cloth. November 1 delivery from Chicago. Code 
“Idler. Deve vetsesecescvssasponsed $6.25 
No. 794—Same as No. 733 only Dull Calf, per- 
forations all around. wore 2 delivery from 
New York. Code ‘Clover.’ $4.85 
No. 739—Patent vamp, lack “Datta begapies 
uarter and eee ee Sall hee! 


Montgomery, and , November | delivery 
from Newburyport. Code “Tony.” Price. .$5.25 





NATHAN DODGE SHOE COMPANY 


Detroit, Mich.—Billinghurst Hotel 
Philadelphia, Pa.—929 Chestnut St. 
Seattle, Wash.—2716 Warren Ave. 


Newburypcrt, Mass. 

Mont —~ i Bibb St., Cotton 
Exchange}Bldg. 

Denver, Colo.—Corner Arapahoe and 15th 
Sts., Room{[414-415, Mercantile Bidg. 


Newburyport, Mass. 


In-Stock Departments 


Boseea. Mass.—179 Lincoln St., 416 Albany 

Bldg. 

Chicago, I11.—19 So. Wells St., 310 Lee 
Bldg. 


Indianapolis, Ind.—424 Saks Bldg. 
Pittsburgh, Pa.—Hotel Henry 
Springfield, Ohio—Bancroft Hotel 


New York, N. Y.—108-110 Duane St. 
_aie Cal.—770 Mission St., Keil 
a 


wr Mo.—Ninth and Main Sts., 
‘os 3 Shei ley Bidg. 
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Why worry how long the market will 
last on certain styles?’ Why worry 
about ordering too much or too little 
stock? Why worry whether your goods 
will arrive in time for full profits? Why 
scatter your orders, trusting to luck 
for service? 


Why gamble at all? 


On the floors of our nine distributing 
branches, ready for immediate shipment, 
are complete stocks of the styles you 
need today. It’s new merchandise—fast 
moving stocks, styles that suit your 
particular needs—for men, women and 
children. You don’t have to take 
chances on over-buying. Buy as little 
or as much as you wish—you can always 
get more on quick size-in service. 


Rice & Hutchins service is at your 
elbow — nudge it. 




















WHY 
GAMBLE 


RICE & HUTCHINS 


INCORPORATED 
BOSTON - - - U.S.A. 
DISTRIBUTING BRANCHES. 

Rice & Hutchins Atlanta Company, 
Rice & Hutchins Baltimore Company, 
Rice & Hutchins Chicago Company, 
Rice & Hutchins Cincinnati Company, 
Rice & Hutchins Cleveland Company, 
Rice & Hutchins New York Company, 
Rice & Hutchins St. Louis Shoe Co., 
The Atlas Shoe Company, Boston, 
J. I. Meany & Co., Inc., Philadelphia. 
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Preparing the Way for Prices. 


What Can Be Done to Continue the Public’s Confidence in the 
Merchant and His Merchandise 


ITH every raise of a penny in the raw-stock mar- 

ket, there seems to be an instantaneous means of 

transmitting the knowledge to the remote goat 
tender in the middle of India. The “Indian runners” of 
buying and selling are indeed on to their job, from a look 
at the cable tolls to Boston and Philadelphia. With 
every penny’s rise in the price of calfskins, the peasants 
in Holland, Scandinavia, and France join in the 
increase. 

There is no question but what the raw-skin markets 
of the world are on the upward trend. Many merchants 
watching the market report in the Recorder can find for 
themselves information as to the movement of the 
fundamental stock of which shoes are made. 

The levels rise to the top of the pond of price in every 
country with remarkable rapidity. The increase in raw 
prices of the past two months has brought about a situa- 
tion wherein every leather man selling finished leather 
day by day, cannot hope to replace that leather at any- 
where near that price, because of the increased cost of 
the raw material. A ten-cent break in average price of 
finished leather made up from raw stock bought at the 
new price, would plunge the industry into another de- 
pression that would be even greater than the past 
lamented drop. Therefore, it seems that the basic 
points of the industry are fixed on high-priced leathers. 

For the time being, manufacturers have stock on 
hand that will permit the manufacture of shoes at pre- 
vailing prices, but when any new leather has to be 
bought, there are possibilities of increased prices at 
wholesale and naturally right through to retail. 

Manufacturers running at 40 per cent capacity will 
jump to a possible 80 per cent capacity, and the over- 
head per pair being less, may absorb some of the in- 
creases in materials. 

This is a matter of factory engineering, and is con- 
tingent upon the methods of figuring, and the policy 


of the plant in cost accounting. Merchants have al- 
ready had examples of increases in price and are curious 
as to the future. 

The retail trade has been fortunately very free from 
criticism on the part of the public during the past year. 
The low price of shoes has stopped all of the malicious 
meddling of both public and press. The question upper- 
most is, “Is the retail shoe industry preparing the way 
for the possibility of higher prices? Is it telling the 
public that higher prices are bound to come and that 
they are justified?” 

Perhaps the Massachusetts Retail Shoe Merchants’ 
Association in its meeting this week, suggested an excel- 
lent idea in that direction. It proposes to have a com- 
missioner on the retail shoe industry, a resident of 
Boston, whose function it would be to be the official 
head and spokesman of the retail trade. This man will 
serve in the same capacity that Judge Landis does to 
the baseball fraternity, Will Hays to the movie world, 
and Augustus Thomas to the theatrical field. 

He will be on call at all times so that practical busi- 
ness editors-can get authentic information and critical 
examination of newspaper stories prior to their being 
published. Nothing is to be issued to the press that 
does not get his official O. K. 

lt is hoped by this means to acquaint the public with 
the truth on styles, prices, and production, and to do 
much to encourage a real confidence in industry. 

As yet, the subject of explaining possible increases 
of price will not be taken up, because that is not the 
paramount issue. The experiment will be made to 
eradicate fool items on footwear and to put some sanity 
into style reports. 

Both W. W. Willson and Henry E. Hagan expressed 
the opinion that a national executive having that func- 
tion before the entire public of the United States might 
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be the outcome of the Massachusetts experiment if it 
proves successful. 

There is no reason why an industry should not have 
its spokesman so that the better practices of trade may 
be emphasized and by example the unethical methods 
may be eliminated. A tremendous amount of good-will 
and confidence must be built up before the public gets 
a real appreciation of what higher prices may mean in 
an industry of such importance to the feet of a nation. 





Harmonize Your Buying and 
Selling 


EEPING track of sizes is not so arduous a propo- 

sition as many stores make it—it prevents mid- 

season buying “by guess and by gosh” for the actual 
store history of each style is before you. 

Some alerf city stores make a rule that a shoe which is 
not moving to the extent of 60 per cent of the original 
shipment within eighteen days of its receipt is P.M.’d 
and closed out—for the reorder is the test of the shoe’s 
salability. In-stock service has made possible this close 
application to good selling numbers. 

Once, good advice on our part would be not to place 
in October an order for spring delivery of more than 
70 per cent of the recorded sales of the last winter on 
that number, so as to permit a safe leeway for sizing in 
and for adding any new styles that might develop in 
mid-season. Today we might almost recommend don’t 
buy even the full extent of any one style. Try out the 
shipment and reorder in twenty-one days the necessary 
selling sizes on the mid-widths and sizes. Harmonize 
your buying schedule, day by day, with your selling 
schedule. 


Your Community Interest 
ERCHANTS have within the last two years 
been brought to a realization that the welfare of 

their community depends in large measure upon their 
own active interest in its progress. 

Many a small town is noted far and wide for its 
civic consciousness and for its up-to-dateness in 
community affairs. This Fall there have been many 
town pageants pointing out to the inhabitants the 
history and achievements of the town, thereby encourag- 
ing civic pride. The merchants themselves have 
joined in these pageants with graphic examples of 
their service. 

The idea of getting better acquainted, merchant 
with merchant, and towns-people with their stores, is 
something worth encouraging. Many a community 
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has been built up by the aggressive work of the mer- 
chants of that town in encouraging new industries to 
come, bringing with them new opportunities for 
employment and incidentally greater trade for stores. 


These community campaigns are so wide flung in 
their benefits, that they are worth encouraging. About 
ten years ago the main idea of town development was 
to bombastically crow about its being better than any 
other place on God’s green, and to pick a fight when 
any rival township said as much about itself. 

Community spirit today has more “give and take” 
to it, but the merit of the township are put forth with 
equal vigor and with more veracity. Town boosters 
are realizing that all the merits are not possessed by 
each town individually, but that there are good things 
to be said in pretty nearly every place where human 
beings reside. Putting the best foot forward, however, 
is a worthy compliment to the town and to its people. 

The harvest weeks bring with them pretty stirring 
days in some cities and towns, for farmers have money 
to spend and are interested in new merchandise and 
good values. The merchant should play an important 
part in the development of his town not only as a 
trading center but as a community to live in and to 
find some measure of enlightenment and education. 


The Recorder is going to run a series of short letters 
similar to what has made Shawnee, Oklahoma, a pretty 
well-known town throughout this country. A lot of 
this work has been done by Major E. R. Waite who has 
created in these letters a great spirit of town pride. 
Hundreds of other towns have copied his idea of a letter 
campaign developing greater knowledge of the com- 
munity. Here is a sample of his work for the Shawnee 
Oklahoma Board of Commerce: 


DID YOU EVER STOP TO THINK 


THAT your city should not only be “up to the minute, 
some distance ahead. 

THAT you should be great believers in your city and face 
every issue for your city’s betterment, with open minds and 
with honest and willing hearts, so you can all labor with a com- 


mon pur and with united efforts. 
THAT to 


” but 


most communities where the germ of municipal 
growth retains vitality, there comes a time when a wave of 
building may be taken as a sign of transition from old time con- 
ditions, to a new stage of development. 

THAT cities of this class have entered a new era of expansion 
and that the citizens will see many and rapid changes in busi- 
ness development of their cities. 

THAT in most cities, not everything has been perfectly done. 
Many things have been neglected. Sins of omission and com- 
mission can be dug up if you want to take time that way, but 
these failings sink into insignificance when measured by the 
results that can be obtained in the future by close co-operation 
on the part of all a to build their city into a BIGGER 


AND BETTER CIT 
THAT in order to ce your city moving forward, you must 


be up and doing all the time. 
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Boot and Shoe Recorder CREED 


Getting More Shoes Sold Right: not only “more” but ‘‘right;”’ sold for the right purpose, to 
the right wearer, in the right fitting, for the right price, at the right profit. This is the great 
problem of the retail shoe merchants. The chief purpose of the Boot and Shoe Recorder is 
to help solve it; for this is the basic problem upon which depends the progress of the 
entire allied industries relating to shoes and leather; their production and distribution. 
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Buying Wrong Sizes the Fatal Error... 70 
This article is the result of research ciel 


ing over twenty years’ experience of our 
Western Editor. 


Extremes in In-Stock Service 


Four shoes, illustrating the possibilities of 
the factory service station. 


Buying by Reason, Rather than ie 
Guess. . 

The objective in » deaahncee & is 5 net ne accumu- 

late pairs on the shelves, but dollars in the 
bank. 


Open Forum—an Association Feature. . 


The Fall season of “‘get-together’’ gets a real 
New York send-off. 


Shoes for Occasions 
There is much in the thought—men’s attire 
cannot grade-up before shoes sell freely. 
Marked Increase in Raw Material Prices 79 
al Pres. Harry I. Thayer, Tanners’ Coun- 
cl 
The N.S. R. A. Convention. . — 


A real ‘comatiee headquarters. 


Massachusetts Merchants Appoint a 
“Landis” of the Shoe Industry 





Five Retail Merchants 


Recently I sat at table with five retail 
shoe merchants. 

During the course of our informal and 
friendly talk, which naturally was on the 
subject of shoes, I asked each of the five 
merchants what he was in business for. 

Two replied, “to sell shoes.” 

One replied ‘“‘to make money.” 

One replied, “to keep out of mischief.” 

The fifth replied “to render a real service 
lo my customers.” 

Later on I looked up the financial rating 
of these five merchants. 

As I expected I found that the fifth mer- 
chant was rated at a figure higher than all 
the other four combined. 

There’s a reason! 
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Buying Wrong Sizes—The Fatal Error 


Most Any Style Will Sell in the Middle Sizes—Study This 
Research on Sizes for the Flaws in Your Own Left-Overs 


By EARL C. LOGAN 


styles a lot of shoe merchants are going broke 
and a lot of manufacturers and wholesalers 
will go broke with them.” 

And then the much worried wholesaler who made 
this statement proceeded to tell me that the accumu- 
lation of undesirable merchandise on the shelves of 
his customers was something appalling. He knew his 
men had not been getting the business and he went out 
into the field to find out what was the matter. 

After he had relieved his chest of a lot of his troubles 
and painted a graphic picture of merchants overloaded 
with unsalable shoes, I asked him how in his opinion 
stocks got into such horrible condition. 

Whether the trouble is due to picking the wrong 
styles or buying the wrong sizes. 

At first he said it was buying wrong styles, selecting 
merchandise that didn’t please the public. 

“Then,” I said, “I suppose you found the shelves 
groaning under a load of 5, 5%, 6 and 6% A toCin 
women’s shoes and 714, 8, 84% and 9 B to D in men’s. 

“There was no surplus of small sizes either in the 
shelves or on the bargain counters in the stores you 
visited.” 


7 | | NLESS something is speedily done to stabilize 


*Draw a pyramid (as above). At the pinnacle wrile size 544— 
and 18 per cent. Then down the left-hand side of the pyramid— 
wrile the sizes from 5 down, and on. the right-hand side of the 
pyramid, write the sizes from 6 up, so that size 5 is directly oppo- 
sule sire 6. Size 4\% is directly opposite size 614, etc. Alongside 
of size 5 write 16 per cent, and the same figure alongside of size 6. 
Alongside of 4% and 64% write 11 per cent. Alongside of 4 and 7 
write 6 per cent. Alongside of 34% and 7% write 4 per cent. Along- 
side of 3 and 8, write 2 per cent. Alongside of 24 and 8% write 
1 per cent. Alongside of size 2 and 9 write ‘4 of 1 per cent. 

The total of all of these percentages, it will be noticed, makes just 
100. Bear in mind that this pyramid represents the experience in 


actual sales of a good many stores where records have been kept and 
is based upon C as the big selling wiith. 


Selling Sizes Scarce 


He admitted that such was not the case, that sal- 
able merchandise in the best sizes was scarce and the 
accumulations were largely the smaller sizes in both 
men’s and women’s shoes, but there was some surplus 
in the larger sizes of men’s shoes. 

What he had in mind when he said wrong styles 
was the accumulation of Louis XV heel boots and 
oxfords he found, but even in these he concluded that 
the greatest surplus was on the small sizes and es- 
pecially in narrower widths. 


Who Is to Blame? 


This wholesaler said his best run of sizes is 3 to 7, 
A, B, and C in his fancier types of shoes and he en- 
deavors to seli them all in regular dozens or 36 pair 
He has (or did have up to that time) a fixed 


cases. 
size schedule as follows: 

3-4-5 -6- 7 

A 22 B82 2 22 2 

B ’ 2 8-4-3 £2 2 2 

¢ Beets 


333 466 5 3 3 


I told him he and other wholesalers were largely to 
blame for the condition. He knew that a merchant 
would not sell as many 3A’s as he would 614A’s nor 
as many 3C’s as 6C’s; that no merchant could buy 
regular dozens on any size schedule and keep his 
stock clean but this schedule he was using surely 
would put both the merchant and wholesaler into 
bankruptcy if it was adhered to. 
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A merchant should co-operate with the manufac- 
turer or wholesaler from whom he buys in styles, ma- 
terials and sizes, but he cannot afford to jeopardize 
his own business to pull somebody else out of a hole. 


One Safe Rule 


There is only one safe rule in buying sizes; 
that is, buy what you need. Buy against sales. 
The merchant who does not have before him by 
noon every Monday a complete size sheet of his 
entire stock is scarcely worthy to be called a 
merchant. 


A sheet of wrapping paper will answer the purpose. 


Rule it off into a big size sheet. Make one for each 


department, women’s, misses’, children’s. Keep felt 
slippers, rubbers, etc., on separate sheets. 

Separate men’s dress shoes from work shoes; women’s 
dress shoes from comfort shoes. Keep high shoes 
separate from low shoes. 

List shoes by “families”; that is, patents with Louis 
XV heels in one family, satins in another, etc., but 
have them so you can total up and down and crosswise, 
sub-totals and general total. 

When you get through you will know how many 
pairs of A’s and B’s and C’s you have in each family, 
and how many A’s and B’s and C’s you have al- 
together. 

You will know how many 3’s and 4’s and 5’s you 
have in each family and how many you have altogether. 


Check Against Sales 


If you have kept a record of sizes and widths sold 
during the week you know what you need to buy to 
balance up in each family and in sizes and widths. 


It is not a difficult matter to keep a record of sizes 
and widths sold. 


An old counter book will answer the purpose. Rule 
off four pages into size sheets; one for men’s work 
shoes, one for men’s dress shoes, one for women’s com- 
fort shoes, one for women’s dress shoes. From sales 
slips make up this record daily. At night take the 
sales slips, segregate them into four piles correspond- 
ing to the above divisions. Take women’s dress shoes, 
for instance, by tally system. Put straight mark (1) 
for each pair of a given width, put diagonal mark for 
every fifth pair. Total them at the end of the week. 
Or if you think once a month is often enough to take 
a composite sizing, carry it through for a month. 
This is the safest and sanest method of knowing what 
styles and what sizes to buy. 


Revised Schedule of Case Runs 


If you think you must buy case runs, here is a re- 
vised schedule of 18 pairs and 36 pairs that will sell 
out much cleaner than the old antiquated schedule 
used by most wholesalers. A Chicago wholesaler 
worked this out and it is now used by several progres- 
sive factories and wholesalers who sell in case lots. 
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This schedule is based on 50 per cent 5’s, 544’s and 
6’s in C width of which 18 per cent are 5144C. 


Ball Measure Most Important 


Put a tape around the foot of every woman customer 
who enters your store for a month, and you will un- 
doubtedly find that 81% inches will appear more fre- 
quently on the tabulated result of ball measurements 
than any other one figure. This is the ball measure- 
ment of a 54%4C. Now bear in mind that the same 
ball measure applies in standard measurements to 514C, 
614B, 7A, 8Y4AA, 9M4AAA. It also applies to 44D, 
3K4E, 214EE. 

If the average buyer would keep his mind centered 
on ball measure or width in place of constantly think- 
ing of length or size, there would be less accumulation 
of small sizes and narrow widths; less losses and more 
net profits. 

This should not be interpreted as condemning narrow 
widths. On the contrary more narrow widths could 
profitably be sold in many stores but they should be 
in the larger sizes. Right now the average store is 
short of 7%, 8, 81% and 9 in AA and AAA in women’s 
dress footwear. 


Rapid Style Changes, Frequent Buying 

We are in an era of rapid style changes. About the 
only staple shoes in a store are those that are 
“Strapped” to the shelves; the ones that nobody 
seems to want. Stabilizing styles is, at present, out 
of the question. 

Frequent buying is necessary and frequent buying 
for most stores means comparatively few pairs of a 
given style. 

Herein lies the danger of accumulating small sizes. 
The C. E. Petot idea of classifying shoes into families 
and buying in a new shoe so the sizes bought will fit 
in with what are already on hand in that particular 
family, is the surest way of avoiding an accumulation 
of undesirable merchandise. 
|- In the average store the actual net profit on a given 
shoe is about 10 per cent of its cost. That is to say, 
if you buy a pair of shoes at $5 your actual net profit 
will be about 50 cents. 

If you buy 40 pairs in a lot and sell 30 of them at 


Make 


your 
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MOLD IT AND GET MORE 





regular prices and the last 10 pairs at $1 a pair, your 
profit is pretty well gone. Better to miss a sale occa- 
sionally than take the loss in left overs. You don’t 
think much of missing a sale on 5 or 5% in women’s 
or 8 or 81% in men’s, but you will worry all day if you 
miss a sale on a 3A or 4AA in women’s or a 51%4B or 
6AA in men’s. 

If you keep a record of sales missed you will find 
that very few sales, comparatively on the real extreme 
sizes are lost. Think it over. 

Better play safe. 


Buying by Reason Rather Than 
by Guess 


The Objective in Business Is Not to Accumulate 
Pairs on the Shelves but Dollars in the Bank 


The average merchant is very particular about con- 
sulting his bank account before he draws a check. He 
wants to be dead sure that the money is in the bank 
before he attempts to check it out. He knows that he 
must first put the money into the bank before he can 
draw it out. The only source from which the money 
can come that makes up his bank account is from the 
sale of merchandise in his store. 

With his bank account he is dealing in dollars. In 
his stock account he is dealing in pairs. The merchant 
who values his reputation would not think of checking 
a dollar out of the bank until he had first put the 
dollar in the bank. This same course of reasoning 
applied transversely should guide him in every pur- 
chase he makes. That is to say, he should not buy a 
pair of shoes to put into his stock until a pair has been 
sold. His object in doing business is to accumulate 
dollars in the bank and not to accumulate pairs on his 
shelves. 

An Example in Accumulation 

As a matter of fact, the merchant who is accumulat- 
ing pairs on his shelves is generally the merchant who 
is not accumulating dollars in the bank. 

A merchant in a small city in the Middle West did 
last year $25,000 worth of business. This was his gross 
sales. Upon taking inventory he placed a valuation 
upon his stock which he considered fair and equitable 
according to present shoe values. His inventory 
showed a stock of $20,000. He had, therefore, turned 
his stock one and a quarter times according to the 
usual plan of reckoning turnover. 

















October 21, 1922 


It is very apparent that this 
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man cannot long continue to do aa - am i oe mm a ~ 
business and maintain this ratio 2 3 4 2 0 / 8 9 
of stock and sales. Gradually his AAA 

stock of unsalable shoes has ac- AA 658 | 19 149 28 |94|80| 6616515917319 19 
cumulated and grown and in the 
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store very few records are kept; 
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a dollar out of the bank until he 
has first put the dollar in, and 
yet he has habitually continued to put pairs into his 
stock without taking pairs out. The result is an ac- 
cumulation of slow selling sizes, and slow selling 
styles. On paper he has made a profit, but as a 
matter of fact unless the overload is soon disposed of, 
the business is sure to show a loss. 


The Overload of Sizes 


Another merchant in a larger city who employs 
seven salespeople regularly and six or seven extra on 
Saturday has a stock of $75,000 and is doing about 
$120,000 annual business. This merchant also is seek- 
ing some plan of reducing his stock and his overhead 
expense. His actual selling expense, exclusive of his 
own salary, runs over 8 per cent. His stock shows a 
large overload on the small sizes in both women’s 
shoes and men’s shoes and possibly a few more pairs 
of extra large sizes than is needed. On the medium- 
sizes—the best sellers—he is low and is daily missing 
sales. 


In this store a stock number system has never been 
installed and no record is made of.sizes as they are 
sold. This merchant also has been putting pairs into 
his stock faster than he has been selling them out. 
He would not think, however, of attempting to take a 
dollar out of his bank account without first putting 
the dollar in. 


Condition sheet of a stock of high shoes 


Increased Selling Cost Due to Overstock 


In another city of about 75,000 people a shoe store 
occupying one of the best locations in the heart of the 
business district now has a stock of about $50,000 
and did last year approximately $100,000 business. 
The salespeople in this store are dissatisfied with their 
salaries, but the owner maintains that his selling 
expense is now so high that he cannot further increase 
salaries. This undoubtedly is true as the sales expense 
of this store, exclusive of the owner’s salary, is a frac- 
tion over 9 per cent. 

The salespeople maintain that it is impossible for 
them to increase their individual sales because of the 
time that is consumed in handling dead stock and on 
account of the lack of the real desirable merchandise 
—the things that are actually demanded by the buy- 
ing public. Here again is the evidence of overbuying 
occasioned by the buyer not being familiar with his 
selling schedule. 


A Study of Size Sheets 


Herewith are shown plates of composite size 
sheets, detailing the condition of a stock of shoes 
in a prosperous Eastern city, according to an inven- 
tory taken a short time ago. The manager of this 
store was very popular in his community, was ap- 
parently enjoying a very good business, but could not 

make money. His stock was 































































































—=—s==— Tr —= gradually growing larger, his busi- 
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AAA had ceased to exist. A study of 

these composite size sheets will 
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Condition sheet of a stock of low shoes 


Would a composite size sheet 
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lo the minule 

in colonials too, style selected from Saltonstall 

Shoe Co., Haverhill, in a light edge welt, 
14/8 leather L XV heel 


In-stock can be made right u 


of the women’s shoes in your stock show this 
proportion of sizes’ 


Results of Actual Sales 


A safe and sane schedule of sizes from the buying 
standpoint can be determined only by the results of 
actual sales. Within the past few years considerable 
change has been made in the schedule of good selling 
sizes. There has been a great and rapid tendency 
toward narrower widths and consequently toward 
longer sizes. Many large city stores are now selling 
more A’s and B’s than any other widths, while in 
stores of ordinary size, the biggest selling width in 
women’s shoes is C. Balancing a schedule on C widths, 
the largest selling size in women’s shoes is 51%, the 
next larger selling sizes are 5’s and 6’s. 

Records compiled in several stores in different parts 
of the country show that 50 per cent of all the sales 
of women’s shoes are on these three sizes—5, 514 and 6, 
in about the following proportions: 


16 per cent 
.. - ..18 per cent 


5 
5 
6... ......16 per cent 


A size schedule running from 2 to 9 contains 15 
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To show how broad the service of in-stock can 


be made—a black satin slipper, checkerboard 
heel and quarter by B. Friedman, Duane St., 
N. Y. City 


sizes and yet one-half of all the shoes sold in the aver- 


age store are on only these three sizes. 
Here is the modern size schedule based on 100 


pairs: 
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It is not to be presumed that every dealer will buy 
his shoes in 100 pair lots, but records should be kept 
so that no matter what the size of the order is, the 
proportion should be maintained. Compare the above 
schedule with that which has been for years in vogue 
in making up regular case runs by manufacturers and 
wholesalers. Here it is: 
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In order to reduce these schedules to the same basis. 
let us multiply the old jobber’s schedule by 8. Then 
we have as follows: 
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A composite size sheet of the average store where 
selling records have not been kept but where the buy- 
ing has been done in the usual haphazard way would 
undoubtedly show the stock to be in a condition nearly 
resembling this latter size schedule. If, indeed, the 
proportion of 5, 5- and 6’s is not considerably smaller 
and the proportion of 2- and 3- is not considerably 
larger than on this schedule. 

The only way of preventing the accumulation of 
odds and ends is to buy exactly on the same schedule 
upon which shoes are sold. Therefore, if this selling 
schedule is used as a buying schedule, the accumula- 
tion of end sizes will be abolished. 

It is possible that in your store this selling schedule 
might not absolutely hold good, although it is almost 
a safe bet that it is more accurate as a buying schedule 
than the one now in vogue, unless you actually keep 
account day by day of sizes and widths sold. 
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Open Forum—A Real Association Feature 


Fall Quarterly Dinner Retail Shoe Dealers’ 
Association of New York 


the hackneyed phrase of “co-operation” was 

more apparent at the fall quarterly dinner and 
open forum of the Retail Shoe Dealers’ Association of 
Greater New York, at the Park Avenue Hotel on the 
night of October 10, than had been manifested at any 
of the association’s previous meetings. Spirited discus- 
sion of timely topics took place in the open forum 
conducted by Henry Hagan, of Boston, who came 
down especially to officiate. Mr. Hagan himself an- 
swered several of the questions brought up for discus- 
sion in addition to injecting some new topics for 
thought that stimulated some spirited remarks from 
the retail merchants present, who numbered close to 
200. 


\ SPIRIT of mutual helpfulness, disguised under 


Reduce Overhead—Expand Business 


The most interesting topic that came to light was 
that of cutting overhead. The question was put up 
for discussion by Jesse Adler, head of the Adler Shoe 
Stores. The first reaction from the question came 
from Maurice Miller, of I. Miller & Sons, who asserted 
that his organization’s attempt at solution of this 
problem lies chiefly along the line of increased volume 
of business, rather than from efforts to cut down 
expenses in dollars and cents. ‘To do this,” said Mr. 
Miller, ‘‘we find that new styles frequently introduced, 
good values and advertising are our chief aids.” 

Another angle to this problem was brought up later 
in the discussion by Smith, of Cammeyer’s, who sug- 
gested that more concentration on style, that if fewer 
styles but larger stock in each style would enable the 
shoe men to better fit their customers and to lose 
fewer sales. This suggestion was elaborated upon by 
Mr. Hagan, who took occasion to flay the manufac- 
turers for the too rapid introduction of new styles. 
“The manufacturers,” he declared, “are killing the 
goose that laid the golden egg. There was really no 
necessity for the introduction of Colonial pumps this 
season. Straps were good; they were fine fitting shoes 
and women liked them. When | sat in on the delibera- 
tions of the National Association’s style committee, 
Colonials were not discussed; they were not even 
thought of. Now we find ourselves confronted with 
the possibility that strapped shoes soon may not be 
worth 50 cents on the dollar; possibly less than 
that.” 

Other comment along the same channel was made 
by various retailers, although two or three of the 
speakers defended the rapid style changes. It was evi- 
dent, however, from the reaction of the retailers 
present, that the vast majority are not too kindly 


disposed toward style changes and the multiplicity of 
style as prevailing at present. 

Along the line of co-operative action by the associa- 
tion, it was suggested from the floor that collective 
buying of rubbers be instituted. Some discussion. 
both favorable and unfavorable toward definite action 
on the subject was held and the final result was the 
reference of the subject to the association’s executive 
committee for study and report. It was said by one 
retailer who had given the question some investigation 
that a saving of about 20 per cent could be made by 
collective buying. 


Collective Buying and Advertising 


This subject brought forth a suggestion from Mr. 
Hagan that the New York retail merchants could 
profitably work up a co-operative advertising scheme, 


CONVINCE THE BOSS THAT 
YOU ARE ON THE JOB. 





perhaps an entire page in one or two papers, that would 
give the shoe retailing a much stronger representation 
with the public than at present. Collective buying and 
collective advertising, in Mr. Hagan’s opinion, are the 
best methods with which to fight the “chain store 
menace.” Discussing the latter, Mr. Hagan said that 
personally he did not fear the growth of the chain 
stores, but that they constituted a growing problem. 
He declared that he knew of one new organization that 
is now being formed, that plans to establish a chain of 
400 men’s shoe stores in the near future, chiefly in the 
State and City of New York. 

When the. discussion veered around to profits, 
C. E. Hutchinsor, of Franklin Simon & Co., was 
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Extremes of Service 


In-Stock | 


The merchant finds stock facilities right to his 
convenience—a modern range of in-stock shoes | 
from 24% AAAAAA/AAAA to 12E/EEE. These | 
extremes are here pictured from the line of W. B. 
Coon Co., Rochester, N. Y. 




















Many stores find a demand for shoes from size 1 
lo size 15. Here we see a smart size 1 AAAA 
and a 15 K, proving that all men’s feet are nol 
born equal and that shoe selling is a matter of sizes. 














loudly applauded when he made an earnest plea for 
more backbone ‘among the retailers to hold out for 
legitimate profits. Other speakers elaborated on this 
idea and the “dollar a pair” profit system was roundly 
scored. 

The Pm. system was brought up when advice was 
asked on how to get rid of broken and out-of-style 
stocks. It was agreed that no other system than the 
Pm. has been found to move these goods. Mr. Hagan 
and others suggested that the establishment of a co- 
operative store by retailers, in some outlying section 
where the shelf warmers could be gathered for sale, 
might be effective, but there was no move toward 
definite action on such a plan. 

Current business was conceded to have been poor for 
the last 10 days or more, largely because of adverse 
weather conditions. A vote polled on the question 


showed that the vast majority of the shoe men present, 
believed that business is due to pick up smartly with 
more favorable weather. 





Great Reducer of Overhead— Hosiery 


Side lines in shoe stores also received some 
consideration when Maurice Miller came back 
to the original question of reducing overhead, 
and told of the success of his organization in 
handling hosiery. One day recently, he said, the 
Miller stores had sold twice as many pairs of hose 
as they did shoes. The recent establishment of a 
glove department in two of the Hanan Fifth 
avenue shops was mentioned and Jesse Adler 
remarked that his organization was considering 
putting in a line of men’s gloves in their stores. 


A Question of “Who Fits” 


Proper fitting and the selling of the proper shoe for 
the occasion brought out some spirited discussion. 
The need to sell-shoes more intelligently was suggested 
by Robert Smith, of L. S. Plaut & Company, Newark, 
N. J. Some of the retail merchants contended that in 
style shoes, special care in fitting was a waste of time. 
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lt was admitted that poor fitting is being done on a 
wide scale here, but that it seems impossible to remedy 
the situation to any great extent. Several orthopedic 
shoe men asserted that their business is growing rapidly, 
largely as a result of poor fitting in regular shoe stores. 
A good talk on the benefits of organization was given 
by Mr. Hagan, who was the first speaker of the evening, 
following the opening remarks of Percy E. Hart, the 
local president. Mr. Hagan sketched the history of the 
national association and the benefits it had conferred 
upon the shoe trade, and made a plea for a stronger 
organization among the New York retailers. 


Ruling on Shipments 


Henry Perlman, an attorney-at-law, discussed 
a recent court ruling in this state affecting 
defective shipments. This ruling, he said, given 
by the highest court in the state, is to the effect 
that a consignee has the right, when a shipment 
is partly defective, to keep the perfect part and 
return the defective, or to return the entire 
shipment. Previous to this ruling, which was 
given last May, courts had held that the con- 
signee had to accept all or none of the shipment 
when part was defective. 

The principal speaker of the evening was Martin F. 
Hilfinger, vice-president of the A. E. Nettleton Com- 
pany, Syracuse, whose theme was that the shoe trade 
is not getting its just share of business. 


More Money for Shoes 


**Shoes,”’ he said, “‘are a necessity. Nature has 
seen to that. A man must have shelter, food and 
clothing. The shoe business should not have to 
create a desire for its merchandise. Consider, on 
the other hand, the automobile business, or 
more strictly passenger cars. In 1921, in round 
figures the automobile business did $300,000,000 
more business than the entire shoe business. 
More was spent on tobacco last year, than on 
shoes. I ask you, are we in the shoe trade getting 
our just share of the money that people spend?”’ 

Although he said that he had no panacea to offer for 
this condition, he suggested that a leaf might be taken 
from the methods of the automobile people. He 
suggested that the success of the auto salesman lies in 
approaching a prospect outside of business hours and 
enlisting the aid of the prospect’s family. From this 
he reasoned out a plan of sending a half dozen pairs of 
shoes to a man’s home, informing his wife beforehand 
and allowing both of them to look them over. 

‘“‘We must exploit our business more,” he continued. 
“Some such plan as I suggested, greater advertising, 
and extra pressure all along the line to sell the extra 
pairs must be put into practice.” 

Messages of regret at not being able to attend the 
meeting were received from John Slater, who was in 
Chicago, and from H. Irving Pratt, president of the 
New York State Association. 
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Massachusetts Merchants Meet 


Appoint J. F. McNeil to Be the Landis of the Retail 
Shoe Industry of Massachusetts 


Boston—The first meeting of the fall season of the 
Massachusetts Retail Shoe Merchants’ Association was 
a three-hour session on the evening of October 18 at 
the City Club, Boston. 

President Henry E. Hagan, in opening the session, 
asked for a committee on freight differentials. A busi- 
ness session followed. The association is to publish a 
booklet containing the constitution, names of its mem- 
bers, and the ambitions of the organization. The meet- 


- ing then became critical of newspaper articles that were 


untruthful in their style predictions. Criticism was 
directed at a grotesque shoe featured by one of the 
local newspapers, and termed, “‘a popular style.” 

The general subject of newspaper effect upon the 
confidence of the public in merchants was finally made 
the subject of a resolution. 

J. F. McNeil of the Thayer-McNeil Co., is to be 
asked by the association to serve as a commissioner 
for the retail shoe trade of New England in the contact 
of the retail industry with the public through the 
newspapers. 

The experiment is to be tried out in Massachusetts 
of having one merchant responsible for utterances in 
the trade, this merchant to be always available for con- 
ferences with editors and newspaper men; in fact, the 
voice of the industry to the public. 

It was suggested at the meeting that if the Massa- 
chusetts experiment proves successful, it might be 
possible to get a national executive to serve for the 
entire country in a similar capacity. 

This proposition may be brought up before the Na- 
tional Boot and Shoe Manufacturers’ Association in 
Chicago. 

The first speaker of the evening was John G. Magaw, 
New England branch manager for the Hood Rubber 
Products Company, who gave a most pertinent address 
on rubber footwear, emphasizing that government 
boots were, to the best of his knowledge, about all dis- 
tributed, and that there was opportunity for a boot 
business this year, also a real opportunity for a Christ- 
mas boot business. 

He brought out points as to the four-buckle Arctic; 
how it was worn without snow or rain for warmth and 
comfort, because women were wearing low shoes, and 
that with long skirts in all probability, women will 
wear Arctics buckled this year instead of flapping. 

He pointed out that most merchants bought rubber 
in one of three ways; first on the basis of price; second 
on past seasons’ records of sales, and third on an esti- 
mate of the past five years’ experience, taking the total 
and dividing by five, and then buying 60 per cent of 
that amount to have on hand to open the season with. 

Discussions on hosiery in shoe stores and on the 
development of shoe stores followed. 
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American Fall Fasions for Men. From Mitchell Publishing Co., N.Y. 


The shoe illustrated is 
made from a mahogany 
shade of Russia calf, per- 
forated tip, vamp, eyelet 
row, and top. Tip 
corded, vamp and toe 
cap stitched with two 
double rows, in and out 
side perforation. Eyelet 
row and top stitched 
single rows. Invisible 
eyelets. Square toe, em- 
phasized by its well- 
defined receded effect. 
Sole trimmed | slightly 
round at corners. Full 
extention. Natural 
bottom finish. Fourteen 
(14) square sole. Large 
rubber 8-8 heel. 
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hoes for 


Cdcasions 


a little more 
smartness for 


Mens 


ores 
Recorder Men's Styles 
Series No. V 


Boots for men combine both style and 
It is one of the strange facts of 
distribution that we find boots selling in 


the South and oxfords in the North at a 
season of the year when logic would in- 
dicate the reverse. Reconcile your com- 


munity with the style. 
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Marked Increase in Raw Material Prices 


The World-Wide Advances in Raw Stock Reflect 
a Greater Advance in Leather 


By PRES. HARRY I. THAYER 
Before the Tanners’ Council, Chicago Convention 


The annual address by President Thayer is a real platform of 
the tanning industry. He started off with recommendations to the 
membership of the Tanners’ Council, their budget, special service, 
a compliment to the Bureau of the Census on ils monthly ape 
the council of arbitration and cost accounting. The sections of his 
one pertinent to market conditions are here given.— Editor’s 

ote. 

HE subject of a joint conference of the Executive 

Committee of the Tanners’ Council and a special 

delegation from the Institute of American Meat 
Packers. In my opinion the keynote of this convention 
is the production of better raw stock. 


We must co-operate to this end. 
Tanners as a whole I feel will agree 
that the general conditions and quality 
of rawstock have been very bad for the 
last year or two. The Council must do 
all in its power to co-operate with 
packers, country butchers, hide dealers 
and importers to improve the quality. 


Don’t Speculate In Materials 


Business conditions have continually 
improved in our industry and quite a 
marked increase in raw material 
prices has occurred within the last 
three months. Certainly this reflects 
a greater advance in leather, than has 
yet taken place. This advance in raw 
material must be considered and 
handled with every precaution possi- 
ble, for it would be the most unfortunate thing that 
could befall our industry to have speculation or 
overbuying in the least degree. Should such a thing 
happen, we would have but one thing, a serious re- 
action would be bound to occur. 

Let me urge you all to buy cautiously and carefully, 
and feel well assured that raw prices are well founded 
and established. I trust that we will not have a serious 
inflation of prices in our industry. I do not believe that 
foreign demand will participate to any great degree to 
bring about such a condition. 

However, we must remember that the domestic 
raw material is inadequate to supply our tanner- 
ies and keep them running anywhere near full 
capacity. Therefore, a good demand for raw 
material under a reduced output is bound to 
appear. An accumulation of finished leather 
would be just as serious, without the participa- 
tion of foreign business, should prices become 
inflated upon an unsound basis. All prices of 





HARRY I. THAYER 
Retiring President Tanners’ Council 


leather must advance to replacement value if the 
present prices of hides are sound. 

Conservative buying on the part of our customers 
has caused our tanneries to operate from 25 to 50 per 
cent below normal, and under this conservative opera- 
tion there is no doubt but that surplus stocks of shoes 
have become more or less depleted. 


Demand Has Decreased Finished Stock 


Anyway, a stimulation of buying in my opinion 
would soon dispose of any surplus of 
shoes or leather. This, of course, 
would be a healthy condition, but what 
I am trying to impress upon your 
minds is the fact that the moment that 
buying goes beyond the point of 
reason, then it is dangerous, and I 
cannot caution the tanners of the 
United States to go too carefully for 
this reason, that our industry may 
maintain a stable and more normal 
condition at the earliest possible mo- 
ment. 

I believe every indication shows a 
further improvement in business for 
the spring of 1923, provided we keep 
our heads in buying raw material and 
maintain legitimate prices in selling. 
By legitimate prices I mean prices 
that will guarantee a fair profit. 

I wish to take this opportunity to thank the members 
of the association for the honor and confidence that 
they have shown in me by electing me president for 
two years. 

I have been an active member of the Tanners’ Asso- 
ciation for about fifteen years, being a director and 
executive officer the greater portion of that time. As 
the time comes for me to retire from active work, I 
assure you that the value of the association, the ac- 
quaintance and friendship of the many members, seems 
more valuable to me than ever before. 

I believe that my membership in this association and 
whatever efforts I may have given it have given me a 
broader vision, made me better equipped for business, 
and, what I consider most valuable of all, more fully 
informed, and thereby have received the many benefits 
of this great association and have been brought into 
close touch with many of you that otherwise I might 
never have had the pleasure of knowing. 
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Let N.S. R. A. Headquarters Do the Work 


Of Planning Your Hotel Accommodations and Your 
Railroad Transportation to Chicago 


N. S. R. A. Headquarters are busy. The office 
presents a scene of unusual activity and alertness. 

The big high spots of convention arrangements are 
pretty well taken care of. 

The display space is practically sold out. The plans 
for the Style Revue have been worked out and are 
proceeding smoothly. 

The display of the Harvard Bureau has been ar- 
ranged and space set aside for the exhibit and for 
consultation. 

The program of business sessions is all blocked out in 
the rough and only the finishing touches are necessary. 

With the larger matters taken care of, Secretary 
George M. Spangler and his able corps of assistants are 
busily applying themselves to the details incident to the 
big convention. 


Convenience of Merchants 


The shoe merchant is the central figure in the fore- 
ground of the mental picture Secretary Spangler, his 
office assistants and the members of the various com- 
mittees are constantly seeing before them. 


Every possible effort is being put forth to insure to 
merchants, their families and salespeople, not only a 
profitable visit, but one that will be enjoyable and 
carefree. 

It is the hope of the convention committee that 
every merchant will turn the key on his troubles and 
vexations and leave them locked in the store behind 
him; bid them good-bye and come to Chicago with a 
mind unworried and unfettered and in condition to 
absorb a world of ideas and suggestions that he can 
take back home with him and with which he can build 
a bigger, better and more profitable business. 


Reduced Railroad Fares 


All railroads entering Chicago with their connecting 
lines have granted a one and one-half fare for the round 
trip to merchants, salesmen and others attending the 
convention on the identification plan. 

By this arrangement you buy your round trip ticket 
before leaving home; no exchange of tickets, validation 
or other bother or trouble. 

All you need is your N.S.R.A. membership card, 
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your receipt from your State or local association or in 
any other way satisfy your local ticket agent that you 
are identified with the shoe business and are bound for 
the great N.S.R.A. Convention, and you are entitled 
to the special rate of one and one-half fare. It saves 
you one-fourth of the regular cost of transportation. 
No matter whether you are a firm member of the 
N.S.R.A., member of your State or local association, or 
not, you are entitled to the special fare rate. Nor will 
you be discriminated against in hotel reservations or in 
your treatment when you arrive in Chicago on account 
of non-membership in National or State organizations. 


The Convention for all Shoemen 


The convention is an educational affair for all shoe 
men, for everybody in the game, not for any particular 
group, clique or class. A happy meeting place where 
good fellowship will reign; and good cheer abound. 
You will want to come—you are coming—and you will 
have some place to stay when you get here. 


Do Not Delay Making Reservations for Rooms 


Chicago is a big city and has many big hotels; some 
in the loop or down town district, some North, some 
South, some West. In the aggregate hotel rooms total 
something like 29,000 in good decent houses. The price 
ranges from $1.50 per day up to $10.00 or more. But 
not all of these rooms are available for convention visi- 
tors. Not a single hotel can give up all its rooms, but 
each one will allot some. ; 


Prices Will Not Be Boosted 


The convention division of the Chicago Association 
of Commerce and the Chicago Hotel Association are 
co-operating with N.S.R.A. committees to provide for 
the comfort and convenience of convention visitors. 

There will be no boost in the price of rooms in any 
Chicago hotels during the convention, but it is hardly 
reasonable to suppose that the man who does not make 
his reservation in advance will get the kind of room he 
wants when he wants it. 

Even with all the hotel facilities the city has, when 
14,000 or 15,000 extra people want rooms on the same 
day somebody is pretty sure to be disappointed if 
reservations are not made in advance. 


Put the Burden on N.S.R.A. Headquarters 


No assignment of rooms will be made by the hotels 
until N.S.R.A. headquarters have given their approval. 
This applies alike to manufacturers, merchants and 
traveling salesmen. 

It is the intention of headquarters to see that the 
delegates, merchants and their families and the ex- 
hibitors are taken care of first and it is a safe bet that 
this will consume all of the desirable rooms in down 
town hotels. 


Hundreds of Rooms Already Reserved 


Already requests for rooms are pouring into N.S.R.A. 
headquarters. St. Louis manufacturers and whole- 
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salers have already reserved four entire floors at the 
Morrison. 

Brooklyn has taken over a big block on two floors of 
the Sherman. 

New England is asking for rooms in lots of one 
hundred. 

Philadelphia is doing likewise. 

Illinois Shoe Retailers’ Association has had 50 rooms 
set aside at the Sherman. 

Secretaries of other State Associations are canvassing 
their membership to find out how many rooms to 
reserve, and so it goes. Headquarters is a busy place. 

Last year at the last minute there was a grand rush 
and many disappointments. 

There were plenty of cheap rooms without bath and a 
surplus of very high-priced rooms, but comfortable 
medium-priced rooms were not to be had except in 

















hotels several miles from the Coliseum and down- 
town district. 
If— 

If you want to be down town in the shopping district 
or near the Coliseum— 

If you want the type of room you are accustomed to— 

If you want a good room at a reasonable price— 

Then put it up to the N.S.R.A. Headquarters. Just 
write to the National Shoe Retailers’ Association, 224 
South Michigan Avenue, Chicago. Tell them about the 
price you want to pay; about where you want to be 
located; the number of people in your party; the 
number of rooms you want. If you prefer to be out 
20 or 30 minutes ride at a lake front hotel, say so. 





An Advertising Error Corrected 


In the half-page ad of the Crescent Shoe Company in 
the September 30 issue of the Boot and Shoe Recorder 
on page 94, a very grave mistake was made. The last 
line reads “Goodyear Welt or Leather Shoes” and it 
should have read ““Goodyear Welt—All Leather Shoes.” 
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THE SHOE MARKET, MONMOUTH, ILL. 
This is the store where systems, complete, are shown on pages—86, 87, 88 and 89 


In-Stock Departments a Boon to Buyers 
of Boys’ Shoes 


One day back about thirty years ago Tom Francis, 
who then and ever since has represented the Excelsior 
Shoe Company of Portsmouth, Ohio, walked into a 
merchant’s store and spread his line of boys’ shoes. 

The merchant looked them over casually, guessed he 
wasn’t interested in them and started to walk away. 

Tom put his hand on the merchant's shoulder, looked 
him in the eye and said, “Some day you will want these 
shoes in your store because they are honest shoes, made 
of honest materials by honest men who believe in boys. 

“A boy will study harder, work harder and play 
harder if his feet are encased in shoes that fit and are 
modeled on the lines of men’s shoes. 

“That's just what Excelsior Boys’ shoes are and boys 
want them. That’s why we are making them.” 

The merchant didn’t buy the shoes that trip, but the 
seed was planted and later they became a standard 
line in that store. 

Boys do appreciate good-looking shoes that look like 
men’s shoes and not like “sissy shoes.”’ 

There is a big opportunity for the merchant who 
ties up with a factory that makes good shoes for boys 
and carries the good staple numbers in stock. 

The Boy’s shoe stock requires frequent sizing up. 





The Word ‘‘You”’ 


Remember that the other fellow firmly believes in 
himself and that: 

His religion is just a little better than the one you 
have. : 

His politics is the only politics. 

His particular experience proves more than your 
logical argument. 

His ideal of success is better than yours. 

His safety razor cuts better than yours. 

His wit is original: he’s heard your stories before. 

His car is the best for the price on the market; because 
it’s a traveling vindication of his best judgment. 

You will never get anywhere trying to argue him out 
of these prejudices. ‘Do you suppose that he is going to 
admit that you are brighter than he is? Self-respecting 
men don’t do that. 

Even the self-pitying genus homo is pitying himself 
because other people are too blind to appreciate him. 

Battle with your customer, and he will wait until a 
more intelligent salesman comes along—one who. has 
brains enough to appreciate him. 

Make the customer think that you have discovered 
him, and he will advertise you as a great prophet and 
tell his customers about the merits of your merchandise. 
Old stuff, you say. So is human nature!—Ez. 
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Accommodation 


The N.S.R.A. has made certain 
that you will secure the accom- 
modations you want when you 
attend the convention. 


Reservations—when you want 
them and where you want them 
can only be made through the 
Secretary’s office. 


Make certain that your rooms 
are reserved early—Write today. 


Your Trip to the National 


Transportation 


Round trip—there and back— 
for one and one-half fare on the 
identification plan—that’s what 
the N.S.R.A. has made possible 
for you. 


No confusion—no need to have 
return trip ticket validated—and 
half a full fare saved. 


You’re coming of course. Then 
you’ll appreciate our efforts for 
your convenience. 


Shoe Retailers Convention 


A Pleasant and Profitable Education 


Come Early 


Bring your Clerks 


COME FOR REAL BUSINESS © 
The National Shoe Retailers’ Association 


1604 Railway Exchange Building, Chicago 





The Boot and Shee Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Hosiery 


Children’s Cotton and Lisle Hose 


515—Children’s “Onyx” Medium Weight 
1 x 1 Rib Cotton Hose, in Black, White, 
Tan and Cordovan. Sizes, 5-10; 1 doz. 
boxes; per doz., $1.85 on size 7. 


Rise, $0.10. Fall, $0.05 


516 B—Children’s “Onyx” Medium Weight 
1 x 1 Rib Cotton Hose, with triple knee. 
Black, Tan and Cordovan. Sizes, 5-10; 
¥% doz. boxes; per doz., $2.60 on size 7. 


Rise, $0.10. Fall, $0.10 


55 X—Children’s “Onyx” 1x1 Rib Mercer- 
ized Hose, in Black, White and Cordovan. 
Sizes, 6-10; 4% doz. boxes; per doz., $2.95 


on size 7. 


Rise, $0.10. Fall, $0.05 


X 67—Children’s “Onyx” Medium Weight 
1x1 Rib Mercerized Hose, in Black, 
White, Tan, Cordovan, Pink, Sky, Camel, 
Assorted Greys, Playshoe and Cham- 
pagne-Putty. Sizes, 5-10; % doz. boxes; 
per doz., $3.50 on size 7. 


“Onyx” 





‘ 
Reg USP et. Orrice 





Rise, $0.10. Fall, $0.05 
ty ‘ 
Onyx’ Stockings 335 KB—Children’s “Onyx” Full-Fashioned 
; : 1x1 Rib Mercerized Hose, in Black, 
for Childr en. White and Cordovan. Sizes, 6-10; % doz. 
boxes; per doz., $3.85 on size 7. 
Rise, $0.10. Fall, $0.05 


Write to Dept. P 


Emery 6 Beers Company, inc 


Sole Owners and Wholesale Distributors of “Onyx” Hosiery 


Broadway at 24th Street, New York 
ne ert ee eee nme 31 Bedford Street 
IIIS ETI, csi cischcnsivhestinsonisseniianiesinaliniisiiacinetaenniisinaaiiall 1033 Chestnut Street 
Buffalo OffCE. .0.......ceccecessecesesseeeeseseseeeeeesseeeereeeee Mutual Life Bldg., Pearl Street 
Raa Fe Oe 
San Francisco Office..............cccscecsccsssssesssessesseceresesessessecereesseresene oo Geary Street 
a IIT IIIT 0.1 ss & decsasnicessoespasedisensbtonsareneeuaipntonsnensmnivetared 8th and Hill Streets 
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Linking Store Service and Sales 


One of the problems of payment on a commission plan is the 
store chores that must be done. 


In your store your salespeople have to do other things besides 
sell shoes. They must keep the stock clean, must keep it re- 
plenished from the stock room. Somebody must clean the windows 
and the interior of the store. Some sort of plan for compensation 
must be figured out for that. 


Divide your store into sections. Give each of the salesmen a 
certain portion of that to keep clean, replenished and in order. If 
any one of the salesmen is required to do other work an estimate 
should be made for that other work and compensation for that 
time worked out on the basis of what he could earn if he was 


selling shoes. 


The plan of rotating calls works fairly good in big stores, but in 
smaller stores each salesman should be encouraged to build up a 
“call trade” for himself; in other words, each one of these men 
should keep a customer’s list. They should so ingratiate themselves 
into the good graces of a lot of customers that these customers will 
call for the individual salesman when he or she comes into the 
store. 


When a new bunch of shoes comes in each salesman should go 
over his list and designate a number of women or men as the case 
may be, to whom the cashier should telephone, giving a description 
of the shoes and asking that customer to come in and look them 
over. 
































86 BOOT 


The Steering Wheel 


of Your Business 


Store Records Show 
the Direction the ‘Old 
Boat” Is Going 


We are fortunate in being able to show complete 


records of a slore — in one compact presentation 


ECORDS are to a retail store what a compass is to a.ship. 
R Records do not furnish the driving power, the steam or 
the gas. They only show which way the business is 
headed, rate of speed at which it is traveling and indicate how 
the steering wheel should be turned in order to keep in the middle 
of the stream and avoid the shoals. 

The number of forms necessary to install a complete set of 
records in a shoe store depends to a very great extent upon what 
a man wants to know, or thinks it necessary to know, about his 
business. 

The size and character of the business also are determining 
factors in working out a system. 

A small store where one man does all the buying and a large 
percentage of the selling (especially if it be a strictly cash business) 
does not need as many records as a large store where several 
people are buying, a great many selling and a big percentage of 
the merchandise sold on credit. 

Every store, however, regardless of its size or the character 


of its business must have some records. 
General Classification of Records 


In a general way store records can be classified under two 
general divisions: 
1—Cash Accounting. 
2—Stock Accounting. 
Each of these general divisions must be subdivided according 


to the records of the store. 
Complete Set of Store Records 


At the recent convention o; the Illinois Shoe Retailers’ Associa- 
tion, the president asked several merchants to bring with them a 
complete set of records used in their stores. Prizes were offered 


The first prize was awarded to the Shoe 


for the best displays. 
Market of Monmouth. 





AND SHOE RECORDER 





October 21, 


922 











This set of records, illustrated herewith, consists of 22 printed 
forms, each of which performs a particular function in keeping 
this progressive store steered in the right course. 

As originally shown in the convention exhibit these forms were 
arranged in five groups as follows: 


Group 1 
Ex. A. Cash Register Tape. 
B. Combined Journal, Cash and Cost Book. 
C. General Ledger. 
D. Monthly. Statement. 
Group 2. 
Ex. E. Mailing Card. 
F. Sales Slip and Duplicate. 
G. Customer’s Ledger 
H. Customer’s Statement. 
I. Customer’s Receipt and Duplicate. 
Group 3. 
Ex. J. Letter Head. 


K. Envelope. 
L. Remittance Form. 


M. Check. 
Group 4. 
Ex. N. Size-up Form. 


O. Order Form and Duplicate. 
P. Stock Card. 
Q. Box Ticket. 


Group 5. 

Regular Repair Tag. 

S. Rush Order Repair Tag. 
T. Parcel Post Repair Tag. 

U. Parcel Post Address Label. 


Ex. R. 
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Records from the Shoe Market, Monmouth, Ill. 


Exhibit B 
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Exhibit C 





Exhibit A 





Exhibit D 





Exhibit A is the Cash Tape showing the Cash on Hand, Received, Deposit, Paid Out, Repairs, Repair Cost, Findings, Findings Cost 
Total Sales, Rep. and Find Shoes, Shoe Cost, Gross Gain, Est. Expense, Depreciation, and Net Gain. All ilems computed on the tape from 


the cash register. 


Exhibit B shows the combined Journal Cash and Cost Book, showing Expense under which is classified General and Advertising; then 
Accounts Payable; Discount; Miscellaneous Account; Proprietors’ Account; Cash Account; Sales, under which is classified repairing, findings 
and shoes; Cost, under which is classified repairing, findings and shoes; Daily Estimates, under which comes gross gain, ext. expenses, dep. 
and losses, net gain and net loss; and For the Month, under which is classified actual net gain and left in business. 


Exhibil C, shows General Ledger, the cash sheel under which is classified Date; Items; Folio; Debits; and on the credit side comes the 


Items; Folio; Credits; Credit Limit; Raling; Business. 


Exhibit D shows the Statement for the Month, giving the Sales, subheaded by shoes, repairing, hose and findings, total and profit; 
Expense, under which is classified, general, advertising, tolal, prop. act. and net gain; Inventory, under which comes stock and fix. real 
estate stocks and bonds, acts, rec. and miscellaneous and total; Indebtedness, under which is classified stock and fiz., real estate, notes, mis- 


cellaneous and total. 








Some of these records furnish information for both cash ac- 
counting and stock accounting records. 

The sales slip, for instance, shows stock number, size, width, 
cost (in code), selling price, salesman, and in case of a charge the 
name and address of customer. 

When a pair of a certain lot is sold it is checked off against the 
total number on hand, the weekly summary showing number of 
pairs left on the shelves. 

A Quick System 

The amount shown on the sales slip is checked against 
the cash register slip and against moneyin thecash drawer. 

The amount sold by each sales person is recorded to 
determine the amount of compensation due him. 

The cash register tape is especially interesting and im- 


portant. 


In a very few minutes the total sales, the sales of each 
department, the total sales of each salesman, cost of the 
merchandise sold, estimated expenses and gross profit for 
the day are easily determined. 

Here is an example of a cash register made to furnish an 
unusual amount of valuable information. 

It is impossible to describe each of the forms used and explain 
its function in the whole system of records, but several of them 
are worthy of close study. 

The order form and duplicate and stock form are both un- 
usually good and easy to use. The customer’s record card is 
commendable. 

The bookkeeping (cash accounting) forms are not unusual, but 
are simplified and give a clear, concise record of transactions 


with a minimum of labor. 
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Here we show in compact form, the systems used 
in sizing-up, with the order form issued by the store 
having a duplicate given to the traveling salesman, 
and the brass-bound center piece is used on the 
permanent stock carton in the store giving the 
number of the shoe, its size and its code. 





W, Work Shoes 
C, Comfort Shoes 


KXAWPIE 
wos2; W, work shoe: 9, mens dept: 


EXAMPLE 
8561; S, strap slippers: 5, ladies 
heel, first grade, 


dept: 6, black kid: 1, fren 








System used by Shoe Market, Monmouth, IIl. 


Complete Record 


5, brown calf: 2, broad toe, 


20 to 29, . First Ste 6, Black Kid Leather cn all : 
ose (UCR eS” —so9, Seach Galt : quedo an 2eates We give completely the key to the stock numbers. 
100 to 199,. * Se to 8 8, Patent shoes. —* ” 

200 run, Childrens 8} to 11 #4, Brown Kid ° Uneven third num- This is used by the Shoe Market of Monmouth, 
300 > » Misses 1l¢ to 2 HY eee Cair °* jae French heels. 

++ ~ DE ++ ie 3° eatin item io,” Illinois, and is the most compact that has come to 
600 * , Little Gents 2, Suede Even third number 

700 * , Youths 3, Combination on growing girls ~ our attention. 
600 * , Boys shoes indicates 
900 * , Mens toe and grade. 

Uneven third num- 

8S, Strap Slippers ber, French or 
0, Oxfords Eng. Toe. 

, Pumps Bven third number, 

F, Felt Goods Broad to. 


oh 





s of a Shoe Store 





account vO 





In this group we show the customer’s state 


ez. John Doe 


ment, the customer's ledger, the customer’s re- 


SOM wERE UNITED OTATES CREDIT CLAmNG BUREAU 
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Go Shefadee | — mned 
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ceipt and its duplicate, and payment slips having 
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a duplicate when money is brought in to the 
store to be paid on account. We also note that ae 


the Shoe Market of Monmouth, Illinois, is a 


| | Sdppere, daby 


































member of the United States Credit Clearing 
Bureau, which has a double advantage in keep- 


ing the accounts in rapid payment and in im- 
} 
pressing the customer that there is an exchange | nl od 


of credit information. 


No. Monmouth. Ut. frogs ola 
Re nine gehen | = 
_——— Dollars 
/ ee 100 
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System used by Shoe Markel, Monmouth, Ill. 
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Complete Records of a Shoe Store 














‘The letter-heads of the store should be on good paper and care- a 











fully designed. The mailing cards should have a key system || me, Jom 1, A, B 

similar to the classification worked out on this card. A vivid i aaabenae toes 

color to the sticker helps the dispatch by Parcel Post or delivery. 1 tine Work Shee guempent 
° : “— ’ ° y 

When it comes to repair service, it is necessary to have not only 4 














a regular repair tag, but one of different color for rush orders and 
Mailing List Cara 





one for Parcel Post Delivery. 





It is a pleasure to show the complete systems of the Shoe 





Market which were given first prize at the Illinois Shoe Retailer’s 
Convention, and we recommend to all associations a similar 


contest in stock records arid furthermore the Recorder would ap- 





preciate an opportunity to show you records in its pages, if you 








have better ideas than here presented. 
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Waittemore’s 


SHINES BRIGHTEST 


WE LAY STRESS ON THE IMPORTANCE OF 
HAVING A GOOD SUPPLY OF SEASONABLE 
SHOE DRESSINGS ON HAND 


For Patent Leather_shoes_we suggest our superb Patent Paste Polish, or our 
Bostonian Cream. 


AND October 21, 1922 








“POWDER 
CLEANS & RECOLORS 
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WHITTEMORE B 





Suededene is the preferred cleaner for all 
suede leather shoes. Can be had for blacks 
or colors. Equally good for Buck and Nu- 
Buck leather shoes. Conveniently packed 
in sifter top cans. Our “Chic” liquid 
suede dressing has a great call also. 


For footwear of smooth colored leath- 
ers_we recommend Bostonian Cream. 
In our fifty years 








of business we 
never had a pre- 
paration for black 
shoes make such 
ahit. Thousands 


() Whittemare> 
V 


For rough surfaced leathers, ““Tan,” 
our nobby Brown dressing, is to be pre- 
ferred. For rough surfaced leathers, 
“Black,” our “Oil Paste” gives pleasing 
results. 


Where brilliant results are wanted on 
black shoes without brushing, we advise 
the old stand-by, “Gilt Edge.” 


g of gallons have 
. been put up and 
sold in attrac- 
tive packages like 
this. Apply it, 
dry it, polish— 
that’s all. It’s 
quick and great 
for results. 


For fabric shoes of gold and silver brocade, use our Gold and Silver Dressings. 


Whittemore’s is the longest line of shoe polish on the market and is oldest 
in the memory of the trade. 


WHITTEMORE BROS. 
CAMBRIDGE, MASS. 


Ask your jobber salesman or write us for complete catolog 














The Repco Shoe Stretcher Is Practically Unbreakable 


The new Repco Shoe Stretcher is 
a speedy, positive-action stretcher 
made entirely without springs, ar- 
rows, or any of those parts which 
are so troublesome in ordinary 
stretchers. 


Toggle-joint mechanism, square 
threads of large pitch, strong hinge 
on back—all metal parts of the 
new Repco Shoe Stretcher are 
made of cold rolled steel. Blocks 
are of well seasoned maple and 





Made in nine sizes—No. 000 down to No. 6. 
Each stretcher is packed in an individual 
carton. 


shaped and finished as carefully as Positive action! Quicker action! Nothing 
a last. to break! 
For sale by shoe findings jobbers. 

UNITED SHOE MACHINERY CORPORATION” - - - - BOSTON 

San Francisco Branch, 859 Mission Street 

, 

J. K. KRIEG COMPANY - - - - - NEW YORK, N. Y. 
UNITED SHOE REPAIRING MACHINE COMPANY - - - BOSTON 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Make Spanish Tongue Colonials 


The style of the moment—out of the FAST SLIPPING STRAP PUMPS—and keep your 
stock turned over and up-to-date 


DO 


No. 2 Cut Out 6404-3 No. 6 Cut Out No. 3 Cut Out’ 
Patent and Satin Satin Beaded Patent and Suede Patent and_Satin 






Made in black in Satin, Patent 
Leather, Brocade, Suede or Kid. 
Illustrations are_half size of 


tongues. 

Per Pair 
Plain.... .... $0.40 
ee a 
Cut out. “i . -60 
Beaded ‘ cited 1.00 
Beaded all jet, or all steel. 


Beaded steel and jet combina- 
tion. 

Made in Black only, no colors. 
Make slit between lining and 
outer material at throat or 
vamp. insert Spanish tongues 
and sew up. Through the two 
slits on back of tongue pull 
strap. 





Your plain strap. slow- 
selling Pumps 






After attaching our 
Spanish Colonial 
Tongue 


Tongues come cut out in Patent Leather with suede underlay, Patent Leather with kid underlay, Suede 
with Satin underlay, Kid with Patent Leather underlay, Pateat Leather with satin underlay, Suede with 


kid underlay, Suede with Patent Leather underlay. | 
No. 3 


_ 6962-6 No. 5 Cut Oat 6963-4 o. 
Satin Beaded Patent and Suede Satin Beaded Stitched Satin 





A complete line of Rhinestone, cut steel and beaded tongues, buckles and buttons 
Write for our 1923 Le ‘Amco Style Catalogue 


LE AMCO KLASSIC ORNAMENTS 


ABE MANHEIMER & CO. _ St. Louis, Mo. 
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REPCO HEEL AND EDGE ENAMEL 


makes shoes look new 


EPCO is a liquid enamel which other gummy substance—but materials 
restores that much desired new- that protect the leather and prolong its 
ness to sole edges and to heels. life. And, best of all, Repco clings 
firmly and evenly to the surface. It does 


Your customers prefer Repco to any 
not rub off. 


other brand of enamel because Repco 
is easily applied without danger of soiling Repco is made in every stylish coler 
hands or clothes. a a . 

—white, ivory, light gray, dark gray, 
Repco contains no varnish, shellac or champagne and Havana brown. 








For sale by Shoe Findings Jobbers 
Better order some Repco today 


UNITED SHOE MACHINERY CORPORATION J. K. KRIEG COMPANY, New York, N. Y 
in UNITED SHOE REPAIRING MACHINERY CO. 
San Francisco Branch, 859 Mission St. Bosten, Mass. 














+) | No. 3233—Twelve Flowering 
“=| Plants, including pots, in a box 
| complete $5.00; larger size, 
No. 3234, six plants to a box. 

per box $3.60. 


Write for ILLUSTRATED 

CATALOGUE in colors No 32 

of Artificial Flowers and Deco- 

rative Plants, mailed FREE 
™| FOR THE ASKING. 


FRANK NETSCHERT, INC. 


f illed to the last page 61 BARCLAY STREET NEW YORK, N. Y. 
with the latest imports 
and the inimitable de- 
signs of our own Service 

Holly Wreaths, Department—the Adler- 
Smee or Jones book of Xmas dis- 
Roping, Gar- play material is in the 
r,t er mails! asi — = : 
aus Heads, : 5 

Xmas Trees , as... en : is most dependable. 
(alll sizes), You should have your ~~ one pile 4 Reduces stitching 
Xmas Bells, free copy, NOW—if not an ye room costs by sav- 
__ Tin- received write us for it, a Gil yon — ing time in — 
onl nod today! = ,, eee } optbane will 

f?.\g Sot eet ye REY please you. Its 


—— (Aart me ©6=- Strength will satisfy 
ee ——— = I agen 
SSeS i atify you. 

Try M 


The Adler-Jones Co. “prj dampie — yedontapon 


206 S. Wabash Chicago, Ill. | | JOHN C. MEYER THREAD CO., Lowell, Mass., U.S.A. 
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1. National Advertising, with 


coupon. 


2. 3-color Illustrated Letter with 


coupon. 


for Dr. Scholl’s Demonstraton Week, Oct. 
28th— Nov. 4th, is the Biggest Basic Idea 
that has ever been conceived for bringing 
actual customers into shoe merchants’ stores. 
The plan is so sound and logical that its 
merits are self apparent, and will readily 
receive the hearty approval and endorsement 
of thousands of progressive dealers. 


This New 4-Point Selling Plan is woven 
around a free coupon — the most magical 
business-getter that has ever been devised. 
The free coupon will be thoroughly worked 
from four separate angles: 


3. Dealers’ Newspaper Ads with 
coupon. 

4. Window Display with coupon 
display card. 


When presented at the dealer’s store the bearer will receive: 


Dr. Scholl’s Corrective Foot Exercise 


Chart. 


His booklet, “Treatment and Care 


of the Feet”—imprinted. 


We will furnish all dealers, expressing a 
willingness to co-operate, Free, all charges 
prepaid, with complete window Trim 
Material; Illustrated Letters,with coupon; 
Newspaper Electros; Foot Exercise Charts; 
Booklet, imprinted and samples of Dr. 
Scholl’s Zino-pad. 


This New 4-Point Selling Plan will 
absolutely bring more foot sufferers — 
actual customers—into shoe stores dur- 
ing this Big Drive, than ever visited these 


THE SCHOLL MEG. Co. 


Largest Manufacturers of Foot Specialties in the World 


CHICAGO NEW YORK 
213 W. Schiller St. 62 West 14th St. 


Dr Scholl's 


TOR 
112 Adelaide St., 


3. Free Sample of Dr. Scholl’s Zino- 
pads (Corn Size.) 


4. Free Demonstration and Foot 
Analysis. 


Mail 


Coupon 


stores in the same length of time. Each 
of these callers is a 100 per cent prospect 
for Dr.Scholl’s Foot Comfort Appliances 
and Remedies and comfortably fitting Today 7 
shoes, and the shrewd dealer who has a A 

Practipedist in his store can quickly turn 4 a 


these prospects into valuable customers. Scholl 
: . Mfg. Co. 
Demonstration Week, this year, un- (Address 
questionably offers every progressive MTP cces co 
shoe dealer an extraordinary oppor- lua me FREE, all 
tunity to increase sales and profits. A. charges prepaid, the fol- 

lowing material for Dem- 

onstration Week: 


[3 Window Trim Material. 
: [J Newspaper Electros. 
ONTO , 4 [> Booklets, Imprinted with Firm 
Name. 


E. 
i“ (} 3-color Illustrated Letters. 
r (—) Coupons to go with Letters. 





Demonstration Week 


Oct. 28—Nov. 4 “w#«: 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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“Fit where others fail” 


ZLCLAE 






REG. US PAT OFF. TGP CO 


SHOES 
In-Stock, At-Once Delivery 


from Factory and Branches 


Order from Nearest Shipping Point 
BOSTON—NEW YORK—CHICAGO 





Ey 


Style 4025 Price, $4.50 


ZANZIBAR “VAN DYKE” BROWN CALF 
BROGUE OXFORD 


10-8 Derby Straight Heel 





Welt Sole Derby Toe 
AA--D 

Style 4605 (Price $4.50) The Same in 

PATENT  BROGUE LACE OXFORD 


Burgundy Silk Stitch Vamp 
AA--D Boston and Chicago 


Style 2405 (Price $4.50) The Same in 
GUN METAL CALF BROGUE OXFORD 


Black Silk Stitch Vamp 
Boston Only 





AA--D 





More and More 
Merchants areasking 
About our attractive 
Agency Plan 


They have reason to believe that the way to do 
MORE business is the QUEEN QUALITY 
way, with QUEEN QUALITY merchandise, 
reputation and advertising bringing results year 
in and year out. 


They realize the advantages of using QUEEN 
QUALITY shoes as their mainstay, and regard 
it as better business to CONCENTRATE on 
QUEEN QUALITY than to spread their stock 
over a variety of lines that cannot be bought 
right, or sold to the best advantage. 


This is particularly true now, with QUEEN 
QUALITY producing every type of shoe now 
in demand, in styles and sizes and at prices to 
satisfy the largest or smallest dealer s needs. 


By CONCENTRATING on QUEEN QUAL- 
ITY our Agencies KNOW that the average 
cost of their entire stock is RIGHT, their 
turnover greater and their year’s profits corre- 
spondingly high. 


We have an attractive proposition for mer- 
chants wherever the QUEEN QUALITY field 
is open. 


THOMAS G. PLANT COMPANY, BOSTON 20, MASS. 


Branches: 


NEW YORK: 125 Duane Street 


CHICAGO: 207 W. Munroe Street 


WX € €- € €-€- €- CC €- CCX CC £-£:€ C6 EX C!s: KP. > 3-9-3392 XP >-F:F-3-F-F-F:F-3-3 X" 
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merchant. 

“No,” said the merchant, “We do not sell 
that line.”’” He explained that lines of this sort were not 
carried by every store, but that each store had some 
particular line which it featured. He told about the 
lines he carried in corresponding grades and asked if 
he could show them. The man said, “No, we have been 
told about these shoes and want to try them out.” 

The merchant accompanied them to the door, pointed 
out the store across the square where they could get 
Grover shoes and added, “It is a good store and you 
will be well treated there.” 

A few minutes later the couple came back. The 


* ID* you sell Grover shoes?” said the man to a 





proprietor said, “Didn’t you find what you were look- 
ing for at Blank’s?”’ 

They came from a small town and thought every 
factory made shoes for the whole family. He wanted a 
pair of shoes for himself. They only knew the name of 
the shoe asked for and did not know they were only for 
women. 

“You were so kind and obliging in telling us where 
we could get what we asked for that 1 thought it was 
only fair to come back here. I expressed this thought to 
Mr. Blank and he said, “You are right, go back over and 
buy them of Dick.’ ” 

During the afternoon when the couple came back for 
their packages the man said, “This is the first time we 
have ever come to Springfield to do our shopping, but 
we'll come here regularly hereafter. In each instance 
when we could not find what we were looking for we 
have been directed to some other store where we could 
find it. Being strangers we appreciate this courtesy.” 

“One for all and all for one,” is a mighty good slogan 
for the merchants’ association of every city. 

Another market said, “Recently when I was in St. 
Louis, the sales manager of one factory with whom I 
placed one order cal'ed the sales manager of another 
factory making a similar line and said, ‘I am bringing 
Mr. —— over to see you,’ and he took me in his car 
»ver to the other factory.” 

James Ball Naylor, who was formerly associated 
with President Harding on the Marion Star, says: 


Co-operative City Boosting 


BOOST YOUR TOWN 


When you criticize your own home town, when 
you knock and try to hold it down: then your words 
come back and hit you—bang! You can’t boom a 
town with a boomerang! 

Your town tolerates you; tolerate it. 
you; support it. 


“You say it has its faults and failings? W-e-l-l—so 
have you. 

“So call it square—and work for each other. Your 
town will be just what its citizens make it. And you're 
one of its citizens. As people think—so they are; and as 
people are—so is their town. So think well of your 
town—speak well of your town. Sing its praises as 
follows: 


It supports 


Best old town in all the nation— 
Blue-sky roof and rock foundation! 
Finest prospects, best location; 
Kindest people,—all relation— 
Greatest hustlers in creation! 
Working out her own salvation— 
Good old Blanktown holds her station! 


“You like a pat on the back, don’t you? So does the 
home town. 

“You appreciate words of praise and encouragement. 
don’t you? So does the home town. 

“Practise reciprocity. The more you give—the more 
you'll receive. All the work you do for the home town— 
you're indirectly doing for yourself, anyway. 

“To the stranger within your gates—speak a good 
word for the old home town. Let him know that you 
sincerely believe it to be— 


The blest old town!—and the best old town 
From New York to the Golden Gates 

The luckiest town and the pluckiest town 
In the whole United States; 

The happiest town and the snappiest town— 

And with never a handicap; 

The greatest town, up-to-datest town— 

And the livest town on the map! 


“There! Go to it! You can’t well make it too strong. 
For the stronger you make your statements—the harder 
you'll work to make ‘em come true; back the old home 
town! Boost the old home town!” 








BOOT AND 


MILWAUKEE 


Industrial Conditions Favorable 


All Signs Point to Good Times, Say Merchants; Colonials 
Bought for Street as Well as Dress Wear 


OLONIALS are now being sold in 
Milwaukee for both dress and street 
wear, a change from the selling of a week 
or two ago at which time merchants re- 
ported the Colonials selling mainly for 
fancy dress wear. The cheaper type of 
shoe is now in demand in Colonial styles, 
indicating that the popular-priced trade 
which makes up the bulk of the volume 
buying, has begun to favor the Colonials. 
The satin and suede as well as patent 
Colonials in higher prices continue strong. 
Oxfords and tongue pumps of all kinds 
are leading the footwear demand at this 
time, according to prominent merchants. 
The various novelties which were much 
in demand at the opening of the fall season 
appear to have lost their pulling power to 
a great extent. The vast majority of the 
people have decided in their own minds 
what is, and what is not to be good for 
fall and winter wear, and are consequently 
buying what they believe will be staples. 
This probably accounts for the strength 
of the strap, oxford, and Colonial demand, 
these three lines being generally con- 
sidered good for winter. 


All Conditions Favorable 


Everything points to a year of good 
business in local shoe stores, Milwaukee 
merchants say. Industrial conditions are 
highly favorable. Unemployment simply 
does not exist in this city. Crops are 
excellent, and crop prices have not yet 
declined to a margin where the farmer 
must take a loss. This latter condition 
indicates that the rural communities sur- 
rounding Milwaukee will continue to buy 
heavily throughout the winter months. 
These communities, within a radius of 
100 miles of the city, form a determining 
factor in the success of a year’s business. 
Motor bus lines, widespread use of auto- 
mobiles, and the decadence of mail order 
houses, have all combined to elevate the 
position of the metropolitan business 
house in the eyes of the country town 
shopper, and the farmer. 

Local shoe merchants note two things 
of interest which have taken place during 
the past week. Wet weather has boosted 
the sale of rubbers to such an extent that 
many stores report sales higher than at 
any time in the past. Spats, in cheaper 
grades, selling for about 70 or 75 cents, 
are very popular in the department stores. 
This latter fact may indicate that women 
want ankle protection for the low shoes 
which they possibly intend to wear 
throughout the winter season. 

Local and up-state shoe factories con- 
tinue working at top speed, many cases 


at capacity production. Business from 
all parts of the country indicates a more 
or less prosperous condition. One large 
shoe factory in an up-state town, which 
has enjoyed a phenomenal growth, has 
been forced to make a_ house-to-house 
canvass in the town in order to secure 
more help. Indeed, labor seems to be the 
bugaboo of many Wisconsin shoe fac- 
tories. Instead of more men than jobs, 
there are now more jobs than men. 


Shoe Travelers Meet 


The first fall meeting of the Wisconsin 
Shoe Traveler’s Association was held at 
the Hotel Pfister, Milwaukee, on Octo- 
ber 7, and attended by a good representa- 
tion of members. The meeting was more 
or less informal according to Max Tens- 
cher, of the V. Schoenecker Boot & Shoe 
Co., secretary. The first business meeting 
of the fall season will be held on Novem- 
ber 18, and according to tentative plans, 
will again be at the Pfister. At that 
meeting, officers will be nominated for 
the annual election of the association, 
occurring during the December meeting. 


First Showing of New Pumps 


Charles Collar of Gimbel Brothers, 
Milwaukee, manager of the footwear de- 
partments, had the honor of staging the 
first showing of the new Martha Wash- 
ington vari-colored pumps. The pumps 
are presented in four distinct pastel 
shades—taupe, turkey red, wine, and 
Copenhagen blue. The Collar offering 
showed these four shades both in two- 
strap pumps and in side gores. Accord- 
ing to officials at the F. Mayer Boot & 
Shoe Co., manufacturers of the new pumps 
Mr. Collar was “the first in the world” to 
show these latest Mayer products. 


First Credit Men’s Meeting 


The first fall meeting of the Milwaukee 
Association of Credit Men will be held 
at the Hotel Pfister, on October 26, ac- 
cording to R. J. Dempsey, president of 


the association. Dr. M. S. Rice, pastor 
of the Metropolitan Methodist Episcopal 
Church of Detroit, Mich., will be the 
speaker of the evening. Dr. Rice spoke 
at the National Credit Convention in 
Detroit in 1919, and the local association 
has long asked for his services. A line-up 
of winter activities will be arranged at the 
meeting, according to Mr. Dempsey. Mr. 
Dempsey is credit manager of the Weyen- 
berg Shoe Manufacturing Company. 
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Caspari & Virmond Style 
Exhibit 

The very latest examples of stylish fal! 
footwear graced the feet of the 20 nation- 
ally known beauties who acted as models 
in the style show held by the Alhambra 
Theater. Caspari & Virmond, well known 
Milwaukee shoe merchants, supplied the 
shoes for Peggy Udell, former Ziegfield 
Foliles beauty; Gertrude Hennecke, win- 
ner of the Chicago Herald Examiner 
Beauty contest; Vivian Yorke, winner of 
New York Telegram contest, and 18 other 
beauties from all parts of the country. 
The show was by all odds the most suc- 
cessful affair of its kind ever staged in 
Milwaukee. 


Upper Third Street 
Celebrates 


With streets decorated with flags, bunt- 
ing, colored lights and fall grain products, 
and windows displaying the choicest of 
fall merchandise, the Upper Third Street 
shopping district of Milwaukee presents 
an unusual sight on the eve of its first 
Fall Harvest Festival. The affair was in 
charge of the Upper Third Street Business 
Men’s Association, one of the most pro- 
gressive community associations in the 
city. The Harvest Festival was held this 
week in honor of a prosperous year for 
residents of the district, and as a means 
of officially opening the fall shopping 
season. A street parade; prizes to mer- 
chants with the best windows; novelty 
contests, etc., were staged. Even a baby 
show was arranged. E. F. Pahl is presi- 
dent of the association. Other officers 
are: W. J. Klumb, secretary, and Oscar 
Schefft, vice-president. Henry Gotts- 
chalk is chairman of the entertainment 
committee, and had general charge of the 
celebration. 


Increase Stock Issue 


Amendments to the articles of incor- 
poration of the Green Bay (Wis.) Leather 
Company, filed at the register of deeds 
office in that city, increase the stock 
issue of the company to 3000 shares o° 
preferred stock with a par value of $100 
each, and 100 shares of common stock 
with no par value. 


Schoenecker is Honored 


Vincent J. Schoenecker, Jr., president 
of the V. Schoenecker Boot & Shoe Co., 
of Milwaukee, has been made a member 
of the Milwaukee County Park Board. 
Announcement of the appointment by 
Chairman Charles E. McCarty was made 
at a meeting of the board of supervisors. 


Milwaukeeans Buy Homes 


The buying of homes and lots in Mil- 
waukee and vicinity has increased to such 
























































Our Satin Black enhances the beauty of the 
prevailing mode of feminine footwear 


Carl 6. Schmidt & Co. Inc 
Detvoit,Michigan 
Janners of the Schmidt Calf Leathers 
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an extent that September was the busiest 
month in the history of the Milwaukee 
Register of Deeds office, with but two 
exceptions. The report of E. H. Mueller, 
register of deeds, shows that 5391 papers 
were filed in his office during September 
this year, as compared with 4552 filed in 
the same month last year—a difference 
of 869. 


Racine Celebrates 


Made-in-Racine week was celebrated at 
Racine, Wis., October 9 to 14, with the 
biggest festival ever staged in that city. 
Thousands of visitors from nearby towns, 
villages and farming districts rubbed 
elbows with the 40,000 Racine residents 
during the inspection of the home town 
products. Practically every prominent 
merchant arranged displays of Racine- 
made products, among which the Davies 
shoe was given a prominent place. The 
object of the affair, which was sponsored 
by the Racine Advertising Club, was to 
stimulate the buying of home-made 
products. 


New Minimum Wage Ruling 


High school students who work in retail 
stores as part of their course in co-opera- 
tive salesmanship should be treated by 
the management of the stores as employees 
under the minimum wage law, according 
to the recommendation of the Wisconsin 
Industrial Commission. The decision was 
given out at a meeting held in Appleton, 
Wis., and attended by a committee of 
Appleton merchants and prominent State 
educators. The matter was laid before 
the industrial commission because the 
Appleton High School is this year offer- 
ing one of the few courses in salesmanship 
obtainable in high schools in this country. 
The course as laid out and thus far put 
into operation, provides that those tak- 
ing it, spend certain hours each week in 
labratory work. This labratory work 
consists of going behind the counter of 
various Appleton stores and selling goods 
under the same conditions as the regular 
clerk does. The course is an unusual one 
and has attracted the attention of educa- 
tors throughout the United States. The 
ruling of the commission will probably 
have no effect on the further operation 
of the course, but is important in estab- 
lishing a definite status for this type of 
labor. 


Prominent Shoe Merchant 
Dies 

Rudolph Zimmerhackel, 56, shoe mer- 
chant of Two Rivers, Wis., died at his 
home in that city after an attack of 
pneumonia. Mr. Zimmerhackel had been 
engaged in business in Two Rivers for 
more than 10 years. He is survived by 
his widow and six children. 
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Credit Men Meet 


About 60 credit men. of Superior, Wis., 
and Duluth, Min., met at the first fall 
luncheon of the Merchant’s Credit Bureau, 
held at the Y. M. C. A. building in Su- 
perior. J. H. Ingwerse, vice-president of 
the First National Bank of Duluth, spoke 
on the “Value of the Credit Reporting 
System in Relation to the Banking Busi- 
ness.” L. C. Graham acted as toast- 
master for the evening, and presided at 
the business session. Several ordinances 
designed to protect merchants of the 
Twin Ports are being drafted by the legis- 
lative committee of the Bureau. One of 
them provides that every drayman who 
assists a family to move out of town must 
register the past and future location of 
that family with the Bureau, before 
being allowed to move them. 


Change in Receivers 


By order of the Circuit Court of Ap- 
peals, Claude Harrison, receiver for the 
Milwaukee Patent Leather Company, in 
the case of the Merchants Chemical Com- 
pany against the Milwaukee Patent 
Leather Company. is ordered to prepare 
and file an account of his receivership 
and upon his discharge, turn over assets 
to Julius J. Goetz, receiver in bank- 
ruptcy, in another action brought in the 
Federal Court. The original action was 
in the State courts. 


Employment Gains in State 

Despite strikes the number of persons 
employed in Wisconsin during the past 
month was greater than in the month 


previous, according to the Wisconsin 
Industrial Commission. Building, logging 
iron mining, and manufacturing all showed 
gains. The third greatest gain in manu- 
facturing was made by the shoe factories, 
the report states. Average weekly earn- 
ings for the month of August, just com- 
piled, show that the figure is $22.43. As 
compared with July, 1920, the height of 
the inflated period, the number of fac- 
tory employees is still 23 per cent less and 
the factory pay roll is still 38 per cent 
smaller while the average earnings are 
19 per cent lower. The latter three per- 
centages are given as three good reason 
why prices should be lower, but according 
to officials, wages in some o/ the factories 
are 2 and 3 per cent lower than at the 
peak, while in others they are 35 per cent 
lower. Accordingly prices of products in 
which wages have been kept at former 
levels, are in a position to be raised, not 
lowered. Shoes, according to manufac- 
turers fall in this category. 


Opens New Store 


M. C. Merar, formerly of Chicago, has 
opened a store at 727 Main Street, Green 
Bay, where he will sell men’s and boy’s 
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shoes. It will be called the Main Street 
Store. Mr. Merar will also carry a side 
line of furnishings for men and boys. 


New Kinney Store 


A shoe store has been opened at.La 
Crosse, Wis., by the G. R. Kinney Com- 
pany, in the Bijou Theatre Building, 
Third Street, south of Main. E. J. Scho- 
field will be the manager of the new store. 
He formerly was in charge of Kinney 
stores at Scranton, Pa., and Nashville, 
Tenn. The usual plan of giving away 
every 20th pair of shoes sold on the open- 
ing day of the new store was carried out 
and according to Manager Schofield, re- 
sulted in the disposal of 11 pairs of free 
shoes. 


New Store Opens 


The A. P. Johnson Bootery, located in 
quarters over the McCain-Johnson store 
in Marshfield, Wis., has been formally 
opened to the public. Mr. Johnson has 
had a great deal of experience in the mer- 
chandising of footwear, having been 
formerly employed by such well known 
shoe stores as Caspari & Virmond, Mil- 
waukee; Hanan & Son, Milwaukee, and 
the M. C. Shoe Company, of Madison. 
Mr. Johnson was also manager of the 
Paulsen Shoe Company, of Marshfield, 
previous to the formation of his own 
company. 


Ad Manager Gives Address 


Harry P. Plass, advertising manager of 
the Weyenberg Shoe Manufacturing Com- 
pany, of Milwaukee, was the principal 
speaker at the regular monthly meeting 
of the Milwaukee Shoe Credit Men’s 
Association, held at Schuch’s Whitefish 
Bay Inn. Mr. Plass spoke on “Putting 
Advertising in Credits.” 


Valuable Protection 


“Co-operation with the newspapers, 
the district attorney, the police depart- 
ment and other agencies saved the people 
of Milwaukee $2,500,000 during the past 
12 months,”’ says the head of the Better 
Business Bureau of the Milwaukee Asso- 
ciation of Commerce, Oscar H. Morris. 
Mr. Morris claimed that this amount was 
saved by the people as a result of vigilance 
of the various above-named agencies in 
preventing fraudulent advertising and 
business, and in educating the public to 
an understanding of the integrity of pur- 
pose and practice of honest business. 
Advertising by Milwaukee merchants is 
equal to that of any merchants in the 
United States insofar as the truth is con- 
cerned, according to Mr. Morris. 


Credit Men at University 


The first lecture in the advanced 
course for credit men offered by Mar- 
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quette University of Milwaukee, was given 
on Wednesday, October 18, by J. Warren 
Slote of the Howard Severance Company, 
Chicago. Mr. Severance dwelt on a 
“General View of Credits.’"” Among the 
speakers engaged for the remaining lec- 
tures which will be given each Wednes- 
day throughout the winter, are B. G. 
McCloud, vice-president of the Union 
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Trust Company and E. M. Skinner, 
general manager of Wilson Brothers, 
both of Chicago. Mr. Skinner was 
formerly president of the Chicago Asso- 
ciation of Commerce. The complete field 
of credit problems will be covered by the 
course, with lectures on fraud, bank- 
ruptcy, foreign credits, commercial law, 
and sources of credit information. 
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Business Betterment Noted 


Colonials Make Their Bow Before an Appreciative Audience 
—Staple Oxfords Also on Upward Trend—Satins 
Unchallenged in Style Leadership 


HE past six days’ business has 
shown a betterment over the previous 
week's business. While the increase in 
volume has been nothing of an exceptional 
tone it still adds impetus to the constant 
upward trend of the retail shoe industry. 
This condition was reported in all 
stores canvassed on Saturday, October 14, 
and the story was much alike in every 
instance. There is an atmosphere of 
general satisfaction among the retail shoe 
merchants with the business transacted 
thus far and an optimistic note toward 
future prospects. 

The proper weather has not prevailed 
which is expected to drive the bulk of the 
business not yet accounted ‘or into the 
stores. Retail: shoe merchants are all of 
the opinion that with a protracted wet 
spell accompanied by some frosty, chilly 
weather the business will be “pepped”’ up 
to a considerable extent. 


Cool Weather “Peps up’ Business 


The few days of the week that were 
cool created an unusual pressure on 
oxfords. The staple walking type of 
oxfords were sought in good quantities in 
practically all stores. While tan calf was 
one of the wanted styles a greater call was 
felt for these shoes in brown and black 
kid. The two-toned effects have not as yet 
been coaxed into the style field, in which the 
best sellers are usually listed. True some 
are being sold, but the volume is a very 
small percentage of oxfords listed in a 
day’s sale. 


Tie and Ribbon Effects 


Tie and ribbon effects are gaining 
strength in the daily call for new patterns. 
They are being shown more generously 
now than a few 
stores that have them on display as well as 
in stock state that they are being accepted 
by the fair sex as stylish and satisfactory. 
Most of these types are being shown in 
satin, either plain or brocaded, and in 
some cases combinations of satin brocade 
and patent. Instep ties have not proved 


as popular cs son.e of the sice-tie patterns. 


weeks ago and those 





The heels are usually Cuban or Full 
Louis. In the higher grade lines these 
center-lie patterns are being shown in 
rainbow cloth as well as gold and silver 
brocade. One of the ultrafashionable 
stores report, tie effects as one of its best 
selling numbers. 


Shoe Fashion Summary 

Satins ‘still remain unchallanged for 
style supremacy. From ail indications 
there seems to be no definite tendency 
toward any one type of shoe that will lift 
the crown from this popular vogue. 
While one-straps continue to be good 
some of the business that has been going 
to other strap effects is being diverted 
into the colonial field. The cross-strap 
and wishbone types together with other 
diversified patterns have slumped and 
already retail merchants are attempting to 
move this character of merchandise. 

Big efforts are being made to dispose of 
strap patterns before the flurry of colonials 
strikes the consuming public. Some sales 
are being held in which this type of foot- 
wear is being featured in the sacrifice. 
Strap patterns are selling without a doubt, 
but the tendency is toward a modified 
demand for these styles as the colonials 
make their bow. All over suede patterns 
are having some call and patents continue 
to be in their normal demand. 
Women’s high boots were asked for during 
the week to the extent of about a dozen 
pairs a day in most stores. 


asked 


President Chisholm 
Visits Cleveland 

K. Chisholm of Cleveland and president 
of the N. S. R. A., together with A. F. 
Geuting of Philadelphia, former president 
of the same organization were visitors in 
this city during the week. The principal 
purpose of their visit was to purchase shoes 
to be sold in their large retail establish- 
ments in their respective cities. Chisholm 
and Geuting gave a dinner to a few 
prominent local retail merchants at the 
Jefferson Hotel on Wednesday evening at 
Wiriams, J. 


whic’) were preseat C. E. 
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Sensenbrenner, Arthur Ebbs and Horave 
Swope. 


Maxted Brings His Family 
From Chicago 


F. H. Maxted, newly appointed man- 
ager of the St. Louis Hanan store and 
former resident of Chicago, returned last 
week to that city to bring his family to 
St. Louis their future home. He was 
away from the store about three days and 
upon his return reported a slight increase 
over the previous weeks business. 


Famous-Barr Showing Two 
New Russian Boots 


Famous-Barr are featuring in their 
Sixth Street window among other attrac- 
tive patterns two new Russian boots. 
The one in black satin is trimmed on the 
cuff with embroidery of purple, the other 
is white kid with cuff decorated around the 
edge with white glass beads. Cuban heels 
are shown on both the boots. 


“Shoe Horn’’ Issues 
Important Regulations 


The “Shoe Horn’’ the official house 
publication of the Swope Shoe Company 
devotes much of its space in the October 
issue to the regulations of the business, 
which sales persons are asked to observe. 
Some very constructive suggestions are 
offered which eliminate many a con- 
troversy with the customer. Some are as 
follows: 

“Salesmen must explain to customers 
that shoes are tinted at the customers 
own risk only. We find that customers 
often have an exactly opposite view owing 
to the fact that salesmen in their eager- 
ness to complete a sale very often give 
customers the impression that we can 
guarantee to match samples. In_ the 
future we will hold salesmen responsible 
for not explaining that we make no 
guarantee of any kind in regard to tinting. 

“When you sell a pair of shoes that in 
your judgment are too small, but which 
the customer insists are the right size, be 
sure to mark F. S. on the inside with ink. 

“When waiting on a customer it is a 
mistake to permit too many shoes to 
accumulate before the customer. Keep 
up your stock at all times.” 


Manufacturers Offer Return 
Golf Match to Merchants 


The St. Louis Shoe Manufacturers and 
Wholesalers Association have returned the 
invitation recently extended to the 
manufacturers by the retail merchants, 
for a golf tournament to played at the 
Glen Echo Country Club, Wednesday 
October 29th. Two teams composed of 
members of each association will cross 
clubs on the eighteen hole course in the 
afternoon of that day. In the evening 
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the St. Louis Shoe Retailers’ Association 
members, with their wives and sweethearts 
have been invited to attend a dinner 
dance as the guests of the manufacturers. 
No definite plans for the entertainment 
have as yet been arranged by Al. White of 
Brown Shoe Company, Chairman of this 
committee. Paul Jamison of Friedman- 
Shelby is chairman of the golf tournament 
for the manufacturers and Arthur Ebbs is 
chairman for the retail merchants. 


Shoe Mart Celebrates 16th 
Anniversary 


The Shoe Mart is celebrating this week 
its 16th Anniversary. A $4.65 sale was 
conducted throughout the week, which 
Manager McCain reports as satisfactory 
in every way. McCain has been con- 
nected with the company for eight years. 


Ault-Williamson to Open 
Branch Here 


It has been announced that Ault-Wil- 
liamson Company of Auburn, Maine, will 
open a branch here shortly. A lease has 
been taken in the Langenberg Building on 
12th and St. Charles Street for an entire 
floor of the building. Ault-Williamson 
are large manufacturers of “Constant 
Comfort” shoes and it is stated that this 
will be the only large line of comfort shoes 
in St. Louis. 

It is estimated that a $200,000 stock will 
be carried on the floor and daily shipments 
will be made from St. Louis to its cus- 
tomers throughout this territory. Henry 
Deidesheimer, for twenty years manager of 
the Dittmann Shoe Company, has been 
appointed manager of the branch. Deide- 
sheimer is one of the most widely known 
shoe men in this territory, having traveled 
for the McElwain Company in this 
territory previous to the merger with the 
International Shoe Company. It is said 
by many of his friends that he can call 
more retail shoe merchants by their first 
name than any man who travels this 
territory. 


W. F. McElroy Returns 
From Europe 

W. F. McElroy, vice-president and 
general manager of the McElroy-Sloan 
Shoe Company has just returned from 
Europe. Three months were spent in 
visiting England, France, Germany and 
many of the lesser countries in Europe. 


Work Progressing on 
Johansen Addition 


Work is progressing nicely on the 
addition being built by the Johansen Bros. 
Shoe Company. Five floors will be addedto 
the left wing, which was formerly one story 
and housed the offices of the company. 
When this work has been completed it 
was stated by Salesmanager Strayer that 
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the additional space would increase their 
capacity at least forty per cent. An 
administration building is being erected 
between the two wings which will be 
forty-five by seventy-one feet. This 
building will be two stories and basement, 
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which will be used for a*garage. The 
total amount of floor space after the 
building has been completed will be one 
hundred and twenty-five thousand square 
feet. It is expected that the building will 
be completed by January 1. 





CINCINNATI 


Trade Union Given Fine 
Judge Rules That Union as a Whole Is Responsible for Acts 


of Its 


OLDING that a trades union is 

responsible for the acts of its pickets 
during a strike, Judge Roettinger, of the 
Common Pleas Court, Cincinnati, fined 
the Boot and Shoe Workers Union $100 
and costs because of an attack by a picket 
upon two of the employees of the Cahill 
Shoe Company. This ruling, which is the 
first of its kind by a court, was made 
following a hearing on contempt charges 
against the picket and the union for having 
violated the injunction order previously 
made by Judge Roettinger. 

It was brought out that since the 
picket who attacked the two Cahill em- 
ployees had left town and could not be 
tried, the union having the individual on 
picket duty, therefore was responsible for 
his acts under the doctrine of agency. It 
was further argued that under the doc- 
trine the union was guilty of contempt and 
therefore should be subjected to a penalty. 
The union has taken the case to the court 
of appeals. 


J. P. Orr Addresses Travelers 


One of the speakers at the three-day 
convention of the National Council of 
Traveling Salesmen, held here last week 
at the Sinton Hotel was J. P. Orr, presi- 
dent of the Potter Shoe Company and 
former president of the N.S.R.A. Mr. 
Orr just recently returned from an ex- 
tended trip abroad. In his speech he 
dealt with the European outlook from the 
viewpoint of the American merchant. He 
told of the rapid growth of the chain store 
in Europe, there being several hundred 
stores in a chain in many instances. “As 
a result, these stores are under selling the 
independent stores, but at a great sacri- 
fice in service since their wares are limited 
in many respects,’”’ said Mr. Orr. 


Personality in Salesmanship 


Miss Schoeler of the basement depart- 
ment, presided at the regular weekly 
meeting of Potter Shoe Company em- 
ployees. On the subject of Personality in 
Salesmanship, the chairman said: 

“Personality is the most wonderful gift 
in the world; without it, there is very 
little success. Especially is it needed in 
salesmanship. When a salesman meets a 


Pickets 


customer with a smile, he has won the 
confidence of that customer long before 
he displays his wares; on the other hand, 
if something has gone wrong at home and 
he takes the grouch with him to his place 
of business, he will find he is going to have 
a hard time to make a sale. Even though 
a salesman knows his wares, if he is un- 
able to express himself and has no person- 
ality he will have very little success.” 

The definition of personality as given 
by J. P. Orr was: 

“Personality is doing something per- 
sonally yourself that will lift you above 
mediocrity and cause the people to whom 
you are speaking to remember you. 
Doing something out of the ordinary that 
will make an impression upon those with 
whom you come in contact.” 

In addressing the meeting, E. C. Brady 
of Detroit, Michigan, representing the 
Krippendorf-Dittman Company, spoke of 
the importance of personality in an em- 
ployee. In his opinion one of the greatest 
errors we make in our work is that we 
don’t show the spirit of loyalty we should, 
and while this may not be apparent to us, 
it is to those who come in contact with us. 
Without this spirit of loyalty, you can’t 
expect to get anywhere. Don’t say there 
isn’t much chance in this store—that is 
the most absurd thing I ever heard in my 
life. You don’t have to have people run- 
ning around with glasses on to see that 
your work is done right. The people you 
serve make your future. Be loyal, re- 
sourceful and energetic, and it will not be 
long before you will get results. Don’t let 
George do it, because if you do and 
George does it a little bit better, George 
will be selected to fill the position that 
otherwise might have belonged to you. 

Ralph Dewan of the Basement Men’s 
Department was appointed chairman fo 
next meeting. 


New Shoe Department 
Opened 


The new shoe department of the La 
Mode store at Sixth and Race Streets got 
actively under way last week. This de- 
partment is featuring a line of stylish 
patterns at $3, $4, and $5. Business has 
been good with them from the start, 
according to Manager Smith. 
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CLEVELAND 


October 14 Closed a Busy Week 


On Rainy Days Women Folks Bought Arctics—Better Em- 
ployment Reflected in Increased Business at Retail Stores 


HE average Cleveland shoe merchant 

wore a different countenance at the 
close of the week on October 14 than he 
did a week previously. The weather was 
responsible for the change for the week 
ending October 14 was colder and it 
rained a day or two, with the result that 
sales of shoes which had been languishing 
for some time on account of hot, stifling 
weather increased. 

It certainly was a brisk week. In the 
downtown section practically every store 
was busy every hour of the day. On the 
rainy days, overshoes and many pairs of 
artics were sold. The dealer who had 
hesitated between the buckled artic and 
the overshoe patterned after the Russian 
boot had all doubts dispelled by the 
buying of staple artics during the last 
week. 

Ahead of Last Year 


Business did not start off well the first 
two weeks of October last year for many 
merchants, although there are exceptions 
to this rule, so that despite the hot weather 
this year, sales so far in October are 
probably ahead of the volume of a year 
ago. 

Today there are thousands more 
employed in the factories than were 
working a year ago, and the shoe merchant 
have seen this reflected in better business, 
less requests for credit and more cash 
payments, with more of the better quality 
shoes being sold. 


Colder Weather Sells Men's Shoes 


Men’s shoes had not been going so well 
in a number of stores, but the demand 
picked up greatly with the advent of 
colder weather. Merchants who had been 
buying on a hand to mouth basis were 
forced to put in new orders by the sudden 
increase in business. 

The demand for the heavier leather 
models did not pick up as might be 
expected. 

The demand for the lighter and dressy 
models, which has been in existence 
throughout the fall, continued unabated. 
There were more oxfords sold however 
than in the first week of October. 


Women Like Black Satin 


Women seem to have an especial fancy 
for low cut models in black satin and for 
others that have been made attractive by 
artistic designs. Black satin colonials 
which have been made into a combination 
of one strap and colonial tongue effect 
have been good sellers and they seem to 


have a strong hold on the fancy of the; 


women in this city. 


Black satin with suede trim and brown 
satin with kid trim have been pushed in 
some stores with good results. 


Good Results from Co-oper- 
ative Effort 


Merchants who participated in the 
exhibit made in connection with the 
Palace of Progress, Cleveland’s annual 
exhibit of local products, are still benefit- 
ting, although it has been more than a 
month since the exhibit closed. 

The advertising that came through 
personal contact with approximately 
125,000 visitors who saw the exhibits and 
read the names of the companies is some- 
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thing that the shoe merchants are beginning 
to realize was worth the investment. 


Good Will for Exhibitors 


The element of good will is another 
factor that has come to those who partici- 
pated. Some of the merchants are still 
making sales by mail, to persons down 
state who visited the exhibit. Others are 
patronized by down-state people who 
come here for a day and then go to the 
store which they saw represented in the 
annual local exhibit. 

One of the largest shoe merchants in 
this city says that co-operative effort on 
the part of merchants in a particular line 
always pays. There is nothing so profit- 
able as the burying of individual com- 
petitive efforts for a week’s co-operative 
work in the interest of the whole line of 
merchandising. The contact with com- 
petitors has a broadening influence and 
better business always follows such a 
movement. 





LOUISVILLE 


Fall Trade Opens Up Well 


Demand for Women’s and Children’s Shoes Shows Greater 
Increase Than for Men’s 


OLD, rainy weather during the week 

A of October 9, brought business into 
the local retail stores, it being the first 
real fall weather of the year. The first 
killing frost was experienced on the night 
of October 12. Even at that, September 
business is generally reported ahead of 
that of last year, and October has been 
ahead of the same month of last season. 
Retail merchants generally are _ well 


satisfied with conditions, and the jobbers 


report that immediate business is excel- 
lent and some futures are being booked for 
delivery after the first of the year. The 
country appears to be generally pros- 
perous, and demand is much better than 
had been anticipated in the rural dis- 
tricts. 
Women’s and Children’s Business 
Better 

Since mid-September, demand for wom- 
en’s and children’s shoes has been more 
active, while men’s shoes are now selling 
more freely. Very few high shoes are being 
shown except for elderly people, as de- 
mand is almost entirely for oxfords and 
pumps. Fine grades of all wool and wool 
and silk hosiery, especially light ribs, are 
being featured by the merchants, and are 
meeting with very fair sale, at prices 
ranging from about $2 to $7 in women’s. 

In men’s shoes demand is fully 75 per 
cent for tan, and the brogues and semi- 
brogues are getting the call. In women’s 
shoes, tan or brown oxfords are very 
strong for general wear, while black and 
brocaded satin, patent trimmed in, gray 


suede, two-tone calf in tan and plain 
patent are getting the call. One- and two- 
strap effects, oxfords and colonials are 
all good. 


Shoe Company Buys Building 


J. C. Fedler, Sr., head of the Boston 
Shoe Company, recently purchased a five 
story modern brick building at 426 West 
Market Street, at a reported price of $75, 
000. The building is now occupied by a 
furniture house, but Mr. Fedler will secure 
control next June. He is talking of open- 
ing a branch store on Market Street, 
which would handle slightly less expensive 
lines than the better lines sold on Fourth 
Street, and which would also make a good 
outlet store for slow moving stock. 


May Establish Men’s Factory 


One of the most interesting bits of news 
that has developed in this city for months 
past is in connection with a proposal to 
establish a men’s shoe factory in Louis- 
ville, to manufacture welt shoes. The 
plan is under consideration by the Edward 
J. Hackett Estate, of New Albany, Ind., 
which owns several coal mines, and retail 
and jobbing offices and yards at Louis- 
ville and New Albany. The Hackett 
interests reported that they had been 
considering the plan, but would not do 
anything for 60 to 90 days at least. Local 
merchants report favorably on the idea. 
believing that there is room for such a 
factory, as Louisville while operating 
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three women’s shoe factories has no fac- 
tories for men’s shoes. Other than some 
prison-made men’s shoes, there is very 
little production of such merchandise in 
the state. 


New Shoe Store Opened 


Sam Levin, operator of a shoe repair 
shop at 519 West Market Street, on 
October 12, announced the formal open- 
ing of his new shoe store at 212 West 
Market Street, which is handling shoes 
and hosiery for men, women and children, 
men’s shoes ranging from $2.25 to $8.45; 
women’s, $1.35 to $6.95 and children’s, 
95c to $5.45. Mr. Levin has secured the 
services of Edward I. Levin, formerly 
with the Dan Cohen Company store; 
Louis B. Greene, formerly with Herman 
Straus & Sons; and Charles O. Bertholf, 
formerly with the Walk-Over Boot Shop. 


Uses Actresses As ‘“‘Ad Bait’’ 


The new Cadle ladies store at 564 
South Fourth Street, like several other 
local houses made arrangements with 
some of the chorus from ‘“The Rose Girl,”’ 
to be at their stores. Cadles photographed 
Miss Peggy of the Cortez & Peggy act of 
“The Rose Girl,’’ and ran this photo with 
an advertisement stating that she pur- 
chased a pair of Colonial slippers from the 
store, being unable to resist the desire on 
seeing the merchandise. The photo 
showed Miss Peggy being fitted. 


Heavy Brogues Featured 


Byck Brothers are featuring heavy 
brogue shoes for men in Scotch grain and 
Norwegian grain as well as calfskin, in 
black and tan at an even $8 a pair. The 
company in a recent advertisement an- 
nounced a new group of distinctive shoes 
for men, and said: “Answering the need of 
Louisville men, we have made this. $8 
group to embrace every type of shoe or 
oxford. The selection is now complete for 
your selection.” 


Fall Business Good 


Henry Michael, Sr. of Volz & Michael, 
local retail merchants, reports that fall 
business is very good and that he is well 
satisfied with the volume handled. The 
house has been planning to remodel the 
front and install new windows and some 
new fixtures for some time past, but has 
decided not to do anything until spring. 

Charles Siersdorfer, manager-buyer of 
Besten & Langen, Inc., reported that his 
September business was well ahead of 
that of last year, while October so far has 
been running well ahead. ' Demand for 
satin Colonial and one-strap pumps has 
been big, also for combination of patent 
and gray suede, while two-tone Russia 


calf has been active, and there is a con-’ 
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tinuous demand for tan oxfords. The 
house is carrying shoes retailing at from 
$8 to $17, and getting the bulk of its 
business in high-grade shoes at from $12 
to $15. 


And Now He Advertises 


Robert Nairin, operating a boot and 
shoe house at 106 East Market Street, 
has become converted to the advertising 
idea, as a result of the company’s fisrt sale 
and advertising proving very satisfactory. 
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During 40 years the concern has been 
operated at the one location, and hereto- 
fore never had a special sale or did any 
advertising. Starting October 5 the house 
of M. W. France & Co., Chicago, put on a 
sale for Narin, and the first advertising 
ever used appeared on October 4, and was 
followed by evening newspaper adver- 
tising on the fifth. In spite of the fact 
that weather conditions were unfavorable, 
the company brought customers in freely, 
the store having trouble in waiting on the 
trade. 





SALT LAKE CITY 


Trade Better Than Last Year 


Still Not as Good as Hoped For Owing to Warm Weather; 
Colonials Not Yet Popular 


HE fall business could hardly be 

described as good although it is bet- 
ter than it was a year ago. The weather 
continues warm and sunny, and many 
people are wearing their summer shoes. 
The last week has seen some of the largest 
crowds in the history of the city. The 
occasion was the big semi-annual Mormon 
Conference and the State Fair. Probably 
35,000 persons came here during the week 
from the surrounding states and from 
Mexico and Canada. At one time the 
Mormon Conference—an institution as 
old as the state, and older, in fact—would 
have meant a great deal to the retail shoe 
merchant of this city, but, although it 
still helps business and is a welcome event, 
it does not sell so many shoes as it once 
did. 

This is because, shoe men explain, the 
country towns of today boast of their 
own exclusive shoe stores, which means 
that they cater to quality and style in 
footwear; whereas the man who sold 
shoes in the country a decade or a decade 
and a half ago usually kept them with 
guns or fishing tackle and overalls and 
perhaps sugar, regarding them as mere 
coverings for the foot and not as works of 
art. The young lady or gentleman com- 
ing to town consequently liked to drop 
into a real smart shoe shop and buy 
something, just for the thrill of it, if for 
no other reason. Now all this appears to 
be changed and they buy most of their 
shoes at home. Another factor is the 
agitation which the country merchants 
have started known as the Buy At Home 
Campaign. Every little berg has a Com- 
mercial Club and Chamber of Commerce 
in this state today and every one is trying 
to keep the retail business in the hands of 
the home merchant. 


Straps. Still Selling Well 
The day of the Colonials has not ar- 
rived at this writing and straps aré Still’ 
selling ‘well. 


Mést of’ the ‘rétailers of 


women’s shoes, however, are agreed that 
they will not live much longer. Satins, 
black satins, are selling faster than shoes 
made of any other fabric. Everybody 
seems to be agreed on this point and most 
will tell you that the higher heels are in 
demand, too. Men are wearing more high 
shoes all the time, but it is thought by 
some that a heavy rain will increase the 
sale of oxfords. This sounds odd, does it 
not? Let us explain. Practically all the 
oxford business here at present is with the 
younger men. There are hundreds of 
young fellows who are still wearing their 
summer oxfords, owing to the dry weather. 
When the rain comes it will compel them 
to discard their present footwear for 
something and as oxfords are popular 
with the fashionable youth, they will, it is 
held, buy another pair—a pair that has no 
holes. For some reason or other the ex- 
clusive men’s shoe stores are selling more 
shoes than the general stores. Some of the 
latter will tell you oxfords are holding 
their own, but the exclusive stores report 
heavy sales of shoes and few oxfords. 


Other Salt Lake Notes 


Duncan Williamson, formerly buyer of 
the Robinson Bros. Shoe Company, one of 
the oldest shoe concerns in the city, and 
more recently with the Hirschman Shoe 
Company, is going on the road. He will 
represent the J. W. Carter Company of 
Nashville, Tenn., and will cover the moun- 
tain territory. Williamson is regarded as 
one of the most capable and shrewdest of 
the younger shoe men in the state and he 
is easily among the most popular. 


Manager Staiger of the Auerbach shoe 
department and Mrs. Staiger are back 
from a trip'to the scenic wonders of 
southern’ Utah. Mr. Staiger says they 
had a ‘wonderful time, but added they 
did not relish the cloudburst in which they 
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were caught and which occurred on a 
desert. It washed away the trail and they 
were lost for a time. 

J. A. Johnson, a well-known member of 
the shoe department staff of the Walker 
Bros. Company and a much liked one, 
too, is now with Art Bolton who conducts 
an exclusive shoe store for women on East 
Broadway. Mr. Johnson was only re- 
cently discharged after serving as a supply 
sergeant in Battery A. of the Utah Na- 
tional Guard which was called to Carbon 


County some months ago. Curiously 
enough Mr. Johnson was employed as a 
clerk by Mr. Bolton 14 years ago when 
the latter was manager of the Walker 
shoe department, a job which Mr. John- 
son left to take up his present position. 

Manager W. L. Shiverick of the Flor- 
sheim Shoe Company is back on the job 
again after a spell in the Holy Cross 
Hospital. He is making good progress 
toward complete recovery. Pneumonia 
was the trouble. 





INDIANAPOLIS 


Business Is on the Up-Grade 


Oxfords Are the Leaders in Women’s Shoes—Black Satin and 
Patents in Increasing Demand 


NDIANAPOLIS experienced its first 

touch of cool weather this week and as 
a result the fall business at the local retail 
shoe stores bristled up considerably. Mild 
summer weather prevailed throughout the 
month of September and all during the 
first week in October and consequently the 
volume of business in the shoe stores has 
not been quite as good as it would have 
been if the weather had been just a little 
more seasonable. 

Business in all lines, the merchants re- 
port, seems to be showing a gradual and 
steady improvement and the shoe men 
say this also is beginning to be reflected in 
their lines. Railroad men who were out of 
employment for nearly three months have 
returned to their jobs and no doubt will 
soon stimulate sales in many lines. 

For the recent Indiana State Teachers’ 
Association meeting local shoe merchants 
displayed a very attractive line of oxfords, 
pumps and slippers in their show win- 
dows. Thousands of school teachers from 
all parts of the State were attracted to the 
city by the meeting and the merchants 
drew considerable business for them. 
This year promises to be no exception to 
the rule. 


Long Dresses But Low Shoes 


Although long dresses, mostly black, 
are seen on the streets in increasing num- 
bers, the demand for boots has not shown 
any material increase. Shoe men are of 
the opinion that the long dresses this 
year are not going to have much effect in 
changing the type of footwear from low 
shoes to boots. Any change of this kind 
will be due principally to the weather, 
they say. If the winter is a severe one it is 
quite likely that a number of boots will 
be worn, one shoe man said, but if it is 
just an ordinary winter of the Hoosier 
type, oxfords will continue to be in popu- 
lar favor. The long black dresses have 
caused an increase in the demand for 
black satin and patents. However, oxfords 


still continue to be the leaders in women’s 
footwear. 


Pettis Celebrates 69th 
Anniversary 


The Pettis Dry Goods Company, 
recently staged a big sale in commemora- 
tion of its 69 anniversary and prior to the 
opening of the sale staged a big fashion 
show. One of the features of the fashion 
pageant which attracted considerable 
attention was the display in the hosiery 
and shoe departments, where the latest 
ideas in novelty shoes and hosiery were 
displayed -by living models. The program 
included musical numbers and vaudeville 
acts. 


Miss Rose is Marott’s New 
Hosiery Manager 


Miss Margaret Rose, for 11 years in 
charge of the hosiery department at the 
William H. Block Company store, has 
been employed as head of the hosiery 
department at the Marott Shoe Store, of 
East Washington Street. Miss Rose has 
moved the hosiery department from the 
center of the first floor room to the west 
side of the room, near the front, and ex- 
pects to make a big increase in the size of 
the department. All standard shades and 
novelties will be carried. “We are going 
to have a hosiery department before long 
that is going to make all of them sit up 
and take notice,” said Miss Rose. Men's 
socks are to be added to the department 
in the near future, she said. 


Indiana Shoe Briefs 


H. Horwitz has arrived in Terre Haute 
from Wichita, Kan., to assume the man- 
agement of the Newark Shoe Company’s 
new store there. Mr. Horwitz is an ex- 
perienced shoe man, having been in the 

(Continued on page 149) 
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Footsteps 


From youth to old age— 
footsteps. Tripping, stumb- 
ling, walking, running—all 
sorts of footsteps. Some 
light, some heavy, but foot- 
steps that are grinding and 
wearing leather soles. 


Day in and day out, in all 
weather conditions shoe 
bottoms know no rest. 
Some show the wear and 
tear early. Others stand up 
under the gaff of hard serv- 


ice—wear like iron. 


That's the kind of sole leather the 
wearer wants—sole leather that 
will give maximum wear. Cus- 
tomers demand shoes that will last 
longer. A shoe with a real leather 
bottom is what they are after. 
Sucha sole will bring repeat orders. 


For over forty years, “Rock Oak” 
has been recognized as sole leather 
of the highest quality. 


Shoe men have learned from ex- 
perience that the “Rock Oak” 
stamp is a guarantee of dependa- 
bility and long life. They know 
that sole leather with this stamp 
will make their business secure be- 
cause “Rock Oak” is “Founded on 


Integrity.” 


Write now for a free sample of 
“Rock Oak” sole leather. An ex- 
amination will convince you that 
it’s better than we claim. 


The AMERICAN 
OAK LEATHER 
COMPANY 


CINCINNATI 
Chicago Boston 
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DOLGEVILLE 











FELT SHOE 
co 
JOLGEVILLL 





Fall Profits in Moccasins 


OLGEVILLE moccasins are becoming more and 
more popular for year-round service. They have 

no superior for genuine comfort in general house 
wear. They retain their shape and color after long 


and severe usage. 


You are missing a big opportunity to increase your 
fali profits if you fail to feature these Dolgeville 


moccasins. 


Dolgeville Felt Shoe Company 


Dolgeville, New York 
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Exceptional 
Values 


FOR IMMEDIATE SHIPMENT 





These are exceptional 
values. You can not 
afford to overlook them. 
Send, your order now, 
and at the same time 
write us for our new 
catalog showing our 
complete stock of high 

No. 3474—Patent Oxford, McKay 


and low shoes. Sole, 12-8 Wingfoot heel. 
No. 4159—Patent Colt One-Strap Price $3.35 


Turn Sole, 16-8 Covered Heel. No. 3467—Sam bo in H 
* oO. e€ as above in Hav. 
Price $5.00 Brown Kid. 
Price $3.35 


No. 3473—Same as above in Black 
Cabretta, 
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Price $3.35 





We have just added 
to our stock depart- 
ment several new 
oxford and _ strap 
patterns which will 
be ready for de- 
livery November Ist 








= > 





These also are in- 
cluded in our new 
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catalog. 
| 
No. 4157—Black Kid Whole Quarter No. 4144—Patent Colt, Two-Strap 
Oxford, Turn Sole, 13-8 Heel. Turn, 12-8 Heel. 
Price $4.50 Price $4.25 


OTE TE VE 


The IRVING DREW Co. 
PORTSMOUTH, O. 
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ARCH REST 


SHOES 


bring repeat customers 


The key to a successful 
and sound retail shoe 
business is “Repeat Cus- 
tomers.” The repeat 
business dealers are’ get- 
ting on ARCH REST 
shoes justifies our con- 
fidence in the line as a 
sound business builder 
and a profit-maker. 


We carry a full’run of 
sizes in stock. Send your 
order now and enjoy the 
quick service we are in 
a position to render. 


Write or wire if you pre- 
fer to have salesman 
call. 
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No. S2944—Hav. Brown Kid Eight 
Inch Boot, 14-8 Wingfoot Heel. 


Price $7.00 


No. S2950—Same as above in Black. 
Price $6.25 





No. $5146—Hav. Brown Kid Welt 
Oxford, 14-8 Wingfoot Heel. 


Price $5.50 
No. $5148—Same as above in Black. 
Price $5.00 


The IRVING DREW Co. 
PORTSMOUTH, 0. 





mW 





The Boot and Shoe Recorder will appreciate your men ing the publication in replies to advertisements. 
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YOU LIVE BUYERS 


GET IN ON THIS DEAL 
“ENDICOTT-JOHNSON” SHOES 


WELTS—REGULAR SIZES 6 to 10, 7 to 11 
ALL PERFECT, BRANDED AND PACKED IN ORIGINAL CARTONS AND CASES 











No. / At 2577 
Ps 


\ 








THEY STAND YOU 
$6).48 
NET 


24 pr. cases only 









































MEN’S GUN METAL BLU. MEDIUM LAST. MEN’S GUN METAL BAL. DOUBLE WIDTH, 


ALSO IN BAL. WIRE EXTRA WIDE, MEDIUM LAST, HEAVY SOLE. 
™ COMMODORE SHOE” 


*‘Jobbers of Big Jobs’’ 


104 READE STREET NEW YORK CITY 

















Colonials in black and brown Satin 
Fashion’s last decree 


In Stock 


Ready for instant 
shipment and 
the kind of 
service that is 
making friends 





Women’s Black Satin Colonial Bench-Made 
i 5-8 Full Louis H 


B-68—\ 

Turn, Stitched ongue, 16- u ouis eel. very ra idl 

TPT SIE Crone csveescosecsesenssse +++ TS P y- B-12—Women’s_ Brown Satin Colonial Bench- 
B-69X—As above, Flexible McKay, 14-8 Spanish Made Turn, Stitched Tongue, 16-8 Full Louis 
Heel. B-D... chew $3.00 i Cn ssnkertsntd oor eekesnaeaneads $4.00 


Terms: 2% 10 days, 30 Net F. O. B. Chicago 


Axman-Weiss Shoe Co. 


40 South Wells St. The House of Specialties Chicago, Ill. 
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Activity in Leather Market 


Buyers Are Paying More for Their Stock—Tanners Keep Pace with Style 
Trend—Caramel Brown a New Shade of Brown Calf 


FWNHE activity in the leather market 
continues. Better conditions prevail, 
both as to prices and sales. The 

various kinds of upper leather are bring- 

ing more money and tanners state that 
the situation shows improvement. 

It is not with pleasure that shoe manu- 
facturers and buyers of leather pay more 
money for leather than they did last 
spring and some inquiry is made from 
the retail trade to ascertain if higher 
prices for leather really exist, or if they 
are talked about with an idea to bolster 
the market. 


Raw Material Price Advances 


If any comment has been made to the 
effect that these prices are not sustained, 
it is by those who are not in touch with 
the actual conditions. The various kinds 
of upper leather, including calf side 
leathers, patent leather and kid, are 
higher by several cents a foot than last 
spring and for good reasons, the most 
important of which is that the raw ma- 
terial from which leather is made is from 
15 per cent to 50 per cent higher than a 
year ago. Tanners would not be only 
foregoing profit to secure more money 
for their leather, but they would be show- 
ing a loss to name prices the equivalent 
of last season. 


Bank Liquidation Bargains No More 


As has been pointed out in these 
columns before, purchasers o; leather can 
not obtain the great bargains in calf and 
side leather which were possible a year 
ago when banks were liquidating stocks 
which had previously been put up for 
collateral. That leather was then sold at 
bargain prices which could not prevail on 
anything but a demoralized market. It 
is also possible with the cheaper leather 
in job lots to make prices on shoes to 
retail merchants lower than those exist- 
ing today. There is nothing complex 
about this situation. It merely means 
that buyers of leather are obliged to pay 
more money for their leather for very 
clear reasons and it is likely that more 
money must be charged for shoes ac- 
cordingly. 

The Expected Has Happened 

During the great shrinkage in values 
of a year and a half and two years ago, 
tanners of both sole and upper leather 
lost great sums of money. In numerous 
instances that situation was the cause of 
ruin to some of our largest shoe and 
leather concerns. The leather which thus 


went into liquidation was to the advantage 
of the people purchasing it and also to 
the purchasers of shoes, but it was not a 
condition which could be expected to con- 
tinue. These conditions have frequently 
been brought to the attention of our 
readers. The fact has often been alluded 
to that with the hide market showing 
such an advance as it has since last spring, 








Prices of Today and a 
Year Ago 


For example, let us consider the aver- 
age prices of hides and skins from which 
most of our staple leathers are made 
today, as compared to those of a year ago. 


Cents Per 
Pound 
Year Ago Today 
Heavy Native Steers 15 224% @23 
Light Native Cows. .13 18144@19 


Branded Cows. ... . 10% 164% 


Heavy Texas Steers.. 15 20%@21 
Light Texas Steers.. 12 19144@20 


No. 1 Buff Hides... 6@7% 14 @14% 
No. 1 Chicago City 

Calfskins........ 19 22 @23 
B A Dry Hides..... 16 19k@ 


From the above may be seen a big per- 
centage of advance in hides and skins. It 
is not plausible that leather could con- 
tinue to sell at prices of last spring and 
winter, with hides and skins showing 
such an advance. If this is not repre- 
sented in higher prices for upper leather 
and sole leather, where would the tanner 
come out whole? 





it was doubtful if leather could continue 
on the low price range which existed 
earlier in the year. 


Side Leather 26c to 30c 


There is not much bargain leather avail- 
able today and the job lots have been 
pretty well cleaned out so that side 
leather, for example, which was obtain- 
able at 15c to 18c a year ago, is today 
bringing from 26c to 30c as it comes 
through the tannery from the new crop 
of hides and skins which are selling on an 
advanced basis. Top grades of chrome 
calf leather full grain in colors, is strong 
at 50c per foot. This was approximately 
an advance of from 5c to 7c over last 
spring. No. 2 grades bring around 40c 
per foot and good calf leather is available 


at 35c. Black leather usually brings from 
2c to 3c less per foot. Best finishes in 
suede calf are still quoted at 50c to 60c 
and the medium grades 50c to 55c per 
foot. The best demand in calf is still for 
the heavier leathers and where these are 
not obtainable, owing to the scarcity, * 
buyers are taking the medium and lighter : 
weight calfskins. 


Split Leather Lively at 12c To 20c 


Side leathers are more active than a 
few weeks ago and buyers are paying up 
to 30c a foot for the top grades of colored 
chrome sides. The medium grades are 
quoted at 20c to 24c per foot and the 
heavier side leathers, kips, veals and 
waterproof elk, are quoted all the way 
from 20c to 30c per foot. Snuff leather 
and the cheaper grades bring from 14c to 
18c and are fairly active. Split leather in 
the flexible finishes is meeting with good 
call at 12c to 20c per foot. 


Patent Leather Active 


Patent leather continues active and 
most of the tanners making patent chrome 
sides are very busy. Top grades are 
quoted at 50c to 60c for patent kips and 
45c to 50c per foot for patent chrome 
sides. No. 2 leather is offered at 40c to 
45c and No. 3, 35c to 40c. The patent 
leather market is especially firm and 
active and tanners have orders on their 
books which would indicate a busy period 
for the remainder of the year. 


Glazed Kid Tanners Busy 


Glazed kid tanners are also sharing in 
the activity and while there is no sub- 
stantial change in prices of either the 
past two weeks, the market is still firm 
with prices showing some advance over a 
few months ago. Top grades of colors in 
kip are quoted at 70c to 85c per foot. 
Other grades of kid are quoted downward 
according to quality and tannage. The 
best medium grades are bringing from 
35c to 55c per foot. Cheaper leathers are 
available at lower prices. 


Sole Leather Purchase Increasing 


Sole leather is continuing active and 
the aggregate of purchases are consider- 
ably larger each week. Deliveries are 
being made on existing contracts and some 
of the standard tannages are from 2c to 
4c per pound higher than a few weeks 
ago. No. 1 heavy sides oak tannage 
are quoted at 3lc to 33c per pound. 
Union leather is bringing 55c per pound 
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If you have the agency for a line of women’s shoes— 
If the quality is top grade and uniform— 


If they are carried in stock by the manufacturer so comprehensively 
that you can fit any foot in your county on forty-eight hours’ notice, 
and size your middle sizes every week and get them consistently— 


If the line is intensively and extensively advertised locally and 
nationally— 


If the manufacturer’s policy is enthusiastically aggressive and con- 
tagiously so— 

If he helps you to volume merchandising— 

If the shoes fight for you—fit for you and sell for you— 

If they make you friends and money— 

Then you don’t need Menihan’s ARCH-AIDS. 

Otherwise, we suggest that you write for our special agency proposi- 





MANUFACTURERS & DISTRIBUTORS 


Rochester NWI 








The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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for heavy steer backs. Cow’ backs 50c. 
Oak sides are bringing from 55c to 60c 
per pound. Shoe manufacturers bends 
from 60c to 70c and finders bends 80c to 
88c per pound. 


New Finishes—New Colors 


The leather industry seems to be in 
an era of creation of new finishes, new 
colors and new effects. 

Treatments that seemed impossible or 
undreamed of a few years ago are now 
being accomplished almost daily. 

The color, dyeing and finishing of 
leather has become an art that is rapidly 
developing and has required the employ- 
ment by tanners of some of the most 
skilled and highest paid chemists and 
dyers in the world. 

As men and women adopt new styles 
and new colors of wearing apparel, the 
tanners must keep pace and have leathers 
that will match or harmonize when made 
‘into footwear. 


Soft Shades of Brown Popular 


Both men and women have taken kindly 
to the soft shades of autumn browns for 
wearing apparel and the tanners are keep- 
ing step. 

One of the recent developments in 
leather colors is “Caramel Brown Calf,”’ 
by Carl E. Schmidt Leather Company of 
Detroit. 

Caramel Brown is a soft brown shade 
in a velvety finish in Eric Grain and plain 
smooth finish. 


Utella Calf 


One of the most interesting develop- 
ments of recent months in new leathers is 
“Utella Calf Pheasant Two-Tone’ by 
Albert Trostel & Sons Company. 

The design is taken from the feathers 
of a pheasant and the effect is of a mottled 
or brocade appearance. 


A Two-Tone Leather 


The leather’ when finished shows a 
darker and a lighter shade of the same 
color, for instance, a medium shade of 
brown and a lighter brown: a dark gray 
and a lighter gray; a dark blue and a 
lighter blue. 

It is difficult to draw a word picture 
that will convey an idea of the appearance 
of this new finish in leather. There is 
something about it that grows on one 
the longer you look at it. 

Several manufacturers will soon show it 
in some new patterns. 


Ivory Sole Leather 


How Specialization Has Developed 
a Constant Style 


There is nothing more seasonable than 
white shoes for general wear by men, 
women and children when the weather 
and soctuming is appropriate to it. 


BOOT AND 





The white shoe season now goes the 
calendar round, for Southern resorts give 
an open call that continues right through 
the year. So many housewives wear 
white shoes the year round indoors that 
here again is anoiher token of the per- 
manency of white as a shoe material. 


Originated in 1912 


We learn that white shoes, bottomed 
with Vaughan’s Ivory Soles, have be- 
come a staple, and sales of them for 1922 
broke all records. There is every promise 
that they will go to a new high record in 
1923. The same is true of sport shoes and 
dress shoes with Vaughan’s Ivory Soles. 
Ivory Sole Leather was originated in 
1912. Manufacturers found it workable, 
like ordinary vegetable tanned sole 
leather, in shoe factories. Merchants 
found it durable, besides being light and 
comfortable on the feet. Designers found 
that it opened to them a new field for 
style development. 


White Clear Through 


It is white clear through. It is finished 
natural and there is nothing to crack or 
peel off, as is invariably the case when a 
manufacturer tries to paint or spray an 
ordinary leather sole to make it white. 
It is used successfully on men’s, women’s 
and children’s welts, McKays turns and 
stitchdowns. It is very light in weight 
does not draw nor blister the feet in hot 
weather, and has exceptionally long wear- 
ing qualities. 


A Rapid Development 


After the first experimental year, the 
production and uses of Vaughan’s Ivory 
Sole Leather were developed rapidly. A 
cut-sole department was _ established. 
Next a welting department; then a top- 
lift department. Manufacturers could 
now get nearly any sort of a cut sole 
which they required; Goodyear welting, 
grooved and beveled, was at their disposal 
and a various number of styles of toplifts 
was to be had. 

Then, in order to meet the necessity of 
a cheaper white heel, an Ivory Fibre 
Board was developed and was manufac- 
tured at Damariscotta Mills, Me. 


Arctic Sole Leather 


Next in turn came Vaughan’s Arctic 
Sole Leather. This leather is especially 
adapted for fall and winter shoes and 
because of its waterproof and universally 
recognized wearing qualities, is the ideal 
soling for shoes that get hard wear such as 
school shoes, boy scout shoes, men’s 
work shoes, etc. Vaughan’s Arctic Sole 
Leather is Vaughan’s Ivory Sole Leather 
treated so that it is absolutely waterproof, 
and may be obtained in most of the forms 


in which Vaughan’s Ivory Séle Leather is. 


sold. ; 4 
Another product of the Vayghan tan- 
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neries is the midsole. This is an Ivory 
leather slip sole that is used between a 
natural leather welt and a natural leather 
outer sole. It may be obtained in either 
the Ivory or Arctic leathers, in cut soles 
or whole stock to be cut by the manu- 
facturer himself. 





German Shoe Styles Now 
Resemble American 


Washington, Oct. 9—German shoes 
have become Americanized. The long, 
square appearance of the German-made 
shoe of pre-war days has given way to a 
style that can scarcely be differentiated 
from the American-made shoe. Imitation 
being the sincerest form of flattery, this 
evolution in the manufacture of shoes in 
Germany may be accepted as a warm 
tribute to the genius of the American shoe 
manufacturer. The adoption of the Ameri- 
can style by German makers is the source 
of a report made by Consul Louis G. 
Dreyfus, Jr., Dresden, Germany, and 
given out by the Boot and Shoe Division, 
Department of Commerce. 

At present all types of shoes for men, 
women and children can be secured, the 
report states. Local manufacturers report 
that some shoe findings are imported, 
principally from the United States and 
Great Britain. Heretofore America has 
always been the largest foreign contribu- 
tor of shoes to the German market. 
British shoes were also imported, but to a 
much smaller extent. As a result of the 
present exchange situation it is out of the 
question, the Consul says, to import 
American shoes into Germany. 





French Modistes Loss — 
$37,900,000 Yearly 


Paris, France, October 14—In a recent 
communication issued by Minister of 
Commerce Dior to big dressmaking 
houses of France, it is claimed that the 
present simple modes in women’s clothes, 
have been a serious menace to laces, beads, 
feathers, embroideries, etc., and other 
feminine “‘frills’ of elaborately trimmed 
apparel. He asks fashion leaders to come 
to the rescue. The trade loss is estimated 
at half a billion francs (about $37,900,- 
000) annually compared to 1913 exports. 





Public Pays Four Cents Daily 
For Shoes 


The United States census figures show 
that the average person spends four cents 
a day for shoes. For example 330,000,000 
pairs of shoes were made in the United 
States in the preceding year. They were 
worth $1,100,000,000 at the factory and 
retailed for $1,500,000,000. Based on 
100,000,000 consumers at $15 per year 
each for footwear it figures down to four 
cents a day per person. 
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A Pair of “U.S.” Rubbers 
With Every Pair of Shoes 


Many dealers find that it pays to sell 
rubbers with fall shoes, whether the 
weather is inclement or not. If you 
stock “U. S.” Rubbers you will find 
this profitable procedure doubly easy. 
“U.S.” Rubbers are made in such a 
variety of lasts that a proper fit is as- 
sured for every possible type of shoe. 


Build up your fall business by stock- 
ing “U.S.” Rubbers and by selling a 
pair with every pair of shoes. 


United States Rubber Company 
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How Can We Sell More Rubbers? 


John G. Magaw Emphasizes a Bigger and Better Shoe Store Service—More 
Heavy Rubber Soled Work Shoes Can Be Sold by 
Suggestions from Sales Force 


present at a recent sales meeting of 

New England retail merchants sel- 
ling women’s shoes, exclusively, at which 
the question was asked of John G. Magaw 
—‘Why do our stores not sell more 
rubbers and how can we _ sell more 
rubbers?” 

Mr. Magaw’s reply was that off-hand, 
he would say that the attention of most 
exclusive shoe stores was naturally 
directed practically entirely to leathers, 
and that the general public when thinking 
of rubbers usually thought of a general 
store or a department store. 

Mr. Magaw continued—‘“I do not know 
that I can bring to you anything new in a 
sales help—so much of sales-talk is 
repetition—the hardest thing I find to do 
is to present to our salesmen a new idea in 
selling—there is a surplus of, and we are 
all weary of, ‘selling bunk.’ 

“The Hood Rubber Company profits in 
proportion to their footwear service to the 
public. The Boston Branch of the Hood 
Rubber Company profits in proportion to 
its service to the retail shoe trade of New 
England. Retail shoe stores profit. in 
proportion to their shoe service to their 
community, and you and I, as salesmen, 
profit in proportion to our service to our 


le Recorder’s representative was 


customers. 
Turn Stock at Least Four Times 


“The sales thought I have to help you 
fellows sell more rubbers is that serving 
your customers with rubbers is a part of 
your store service that the public has a 
right to expect of you. While the sale of 
rubbers will not give you the proportion- 
ate dollar volume that leathers do, your 
rubber stock does not require a large 
investment—it should be turned at least 
four times and it will afford a good margin 
of profit. 


All The Year Round Sellers 


“Good health, foot comfort, and leather 
shoe preservation require rubber footwear 
during certain portions of every year. 
Every woman who comes into your store 
is a prospect, and should have a pair of 
footholds for all year use, a pair of rubbers 
for use when weather requires, and as long 
as the all-year low shoe season continues 
she cannot very well get along without a 
pair of 4-buckle gaiters. Every child is 
als) a three pair prospect—a pair of 
rubbers, a pair of 4-buckle gaiters, and a 
pair of rubber boots. 


Let’s Get Our Share 


“Now I do not know how much the 
retail shoe store capacity of your various 
cities is in excess of the normal demand, 
but as I am told the leather shoe factories 
can produce about 33 1-3 per cent more 
shoes annually, and the rubber shoe 
factories about 30 per cent more, than the 
estimated yearly domestic consumption. 
I would guess that the statisticians would 
figure out the retail merchants in about 
the same proportion. Therefore it is up to 
you and to me to be on our jobs and see 
that we at least get our share.” 


Give The Salesfolks The Goods 
The retail salesman at the fitting stool 
is the point of contact with the consumer, 
and in the final analysis of sales, assuming 











New White Giant Boolee with black extension 
sole—a rugged shoe for use by miners, farm- 
ers, and others employed in heary work— 
Made by United Stales Rubber Company. 





that the retail advertising and store loca- 
tion has brought the public in, it’s up to 
you and to me to give the sales-people the 
goods to give footwear service to the 
public and then get him or her to do it. 


Combination Sales Necessary 
Increase your rubber sales by getting 
your salespeople to see that rubbers are a 
part of your footwear service to your 
customers and community. Get them 
into and keep them into the habit of 
fitting footholds, rubbers or 4-buckle 
gaiters to the new leather shoes, and make 
or try to make the sale at that time. If 
the sale cannot actually be made then the 

foundation is laid for rubber sales. 


Structural Advantages for 
Particular Types 


With the new reduced prices on fabric 
rubber sole shoes, the sales on the fabric 
rubber sole work shoe have been steadily 
regaining their lost ground. It is not 
however, price primarily which commends 
the rubber sole fabric topped shoe type of 
footwear, but rather the inherent struc- 
tural advantages which these shoes possess 
for particular types of uses. 


Popular for Agricultural Work 


For agricultural work they have long 
been popular. The heavy corrugated 
rubber soles afford the necessary grip on 
the hay and other slippery farm products 
the loose lined fabric uppers allow a ready 
transpiration of foot perspiration and 
bend easily with the foot. The non-con- 
ducting rubber soles makes the shoes 
particularly desirable for wear in electric 
power plants and general electric work. 
The combination of flexibility, floor grip, 
comfort and economy have secured to 
these shoes many customers engaged in 
occupational work such as carpentry, 
plumbing, painting, building, boat repair- 
ing, sheet metal work, etc. Laborers, 
janitors, milk drivers, teamsters have 
formed an important outlet for the same 
reasons. 


Salesforce’s Suggestions Make Record Sale 


A large department store in New York 
City last year made a record sale on fabric 
shoes of this nature. Suggestions from 
the department store salesforce and 
counter displays entirely are accountable 
for the big showing. The shoes were 
suggested to customers as ideal knock- 
about numbers for men and boys around 
the country and suburban homes, in 
cutting the grass, working in the garden, 
on the automobile, and in general work in 
which thousands of business men indulge 
for their own satisfaction, but where good 
leather shoes were not desirable on the 


. ground of economy. And the majority of 


customers actually expressed appreciation 
to the salespeople for the suggestions. 


That Extra Sale 


By structure and price the fabric rubber 
sole type of work shoe will command an 
ever increasingly important place in the 
shoe trade. Properly exploited the shoes 
sell readily, not at the expense of leather 
footwear, but rather in addition thereto. 
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Manufacturers! 


Added Distinction 
For Your Shoes 


The Republic Rubber Company is prepared to furnish 
in any quantity heels made according to your own 
specifications. 

The rubber heels on your shoes can have just as much 
individuality of style and design as the shoes that 
carry them. They can carry your own name and trade 
mark. They can be made to meet the distinctive re- 
quirements of your own last. 

f Write us your requirements and let us place a definite 
All heels are made with proposition before you. 


the standard nailhole 
arrangement 


THE REPUBLIC RUBBER CO. 


YOUNGSTOW WW, OHIO 
























































} 
| yle 235 
235—Black Kid Oxf ~ Tip, 12/8 Cuban Heel, Style 324 
Style 241 Rubber Top Lift, Welt. -D . «$3.60 324—Black Kid One Strap, Perforated Vam; 
| | 241—Patent Two Strap, Im. Tip, Rubber Cu- 233—Same Style Havana Brown Kid. A-D. Covered Junior Heel, Tom. A-D $3. 75 | 
ll ban Heel, Welt A-D $4.00 215—Black Kid Oxford. C. S. Toe, 10/8 on 309—Same Style Patent Leather. A-D 3.75 H | 
242—Same Style in Black Kid. A-D 4.00 Heel Rubber, Welt re E ox $3. 60 318—Same Style Black Kid, Covered Cuban i} 
: ar , t, y one : Heel. A-D.. $3.75 
239—Same Style Patent, with Black Ooz 213 Black Kid “EEE” Oxford, Tip, 12/8 Similar Styles in Patent and Gray Trim, Gray 
Straps, Welt. A-D $4.00 . Rubber Cuban Heel, Welt. E-EEE $3.60 = Buck, White Kid, Black Kid, Black Satin, Pat- | 
220—Black Kid One Strap, Im. Tip, Rubber NEW ent Leather—Without the Perforations. 
Cuban Heel, Welt \-D $3.75 — “Dr. Beard Arch Sapeatt Black Kid Black Kid, Dull Kid, Black Satins, Beaded 
ame in Patent her 5 Oxford, Combination Last, Tip, Long Inside Straps and Vamps, Turned $4.00 
489—Sam : at Leat seth Counter, Reinforced Shank, 8/8 Orthopedic | 
Rubber Heel, Flexible Welt. B-E $4.00 | 
Just What Is Needed | 
il 
| 
Send for Catalogue High and Low Shoes All Styles In Stock 
| 
| BOSTON, MASS. 
! 
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Hathorne Celebrates Fifty-fifth Business Anniversary 


RANCIS H. HATHORNE, treas- 
K urer of the Pneumatic Cushion 

Rubber Heel Company and Stand- 
ard Shoe Tying Machine Company, cele- 
brated his 55th business anniversary on 
October 1, by working away all day at 
his office, just as actively as at any time 
since he entered the shoe business, 
October 1, 1867. Francis H. Hathorne, 
a gentleman of the old school, has at- 
tained a high standing in the veteran 
shoeman He has seen many 
changes since he as a school boy took up 
his life’s work in the old jobbing house of 
Henry Damon at $3.00 per week; he has 
had many obstacles put in his path 
of progress, but he has fought the 
good fight bravely and can now 
review his early struggles with 
pleasure and in the full knowledge 
of always being 100 per cent in 
honesty and integrity. 


class. 


Soloist at “‘The Brogan Church” 


It was during his shoe appren- 
ticeship with Henry Damon that 
Mr. Hathorne made a life long 
friend of the late John Winch, later 
of Winch Bros., a singer of note 
and patron of music. Mr. Winch 
noted the youthful Hathorne’s fine 
bass voice and started him out on a 
musical career. Mr. Hathorne 
wished to continue his education 
abroad, but his father, filled with 
the horror of the old-time folks at 
the very idea of his son doing such 
a wicked thing as singing on the 
stage, discouraged him, although the 
elder Hathorne 
mitted that he had made a great 
mistake. Ha- 
thorne contented himself with mem- 
bership in a famous quartette and 
also as the soloist at St. Paul’s 
Episcopal Church, the old North 
Church and in Dr.Webb’s 
gan’’ Church, so called because so 


afterwards ad- 


However, young 


“Bro- 


many shoemen attended services there 
and brogans were the order of the day. 


Two Cherished Memories 


It was at St. Paul’s Episcopal Church, 
that the two most cherished 
events in his life occurred, namely the 
singing at the great Charles Sumner’s 
funeral, and after the services, his intro- 


however, 


duction to Mrs. Vincent, a famous actress 
at the old Boston Museum, and a founder 
of the Vincent Home 

Mrs. Vincent congratulated Mr. Ha- 
thorne on his splendid voice and added, 
““Mr. Hathorne, you are positively the most 
modest artist I have ever met.” These 
words of Mrs. Vincent, Mr. Hathorne 
used with good effect when some months 
ago the doctor advised him to undergo 
an operation for an enlarged gall bladder: 


Company. 


Mr. Hathorne replied, “‘Doctor, you have 
made a mistake. Way back years ago, I 
was told that I was the most modest 
artist that a noted lady had ever met. I 
did not have any gall then, so how could 
I get an enlargement of something I do 
not possess?” 


This “ Young’ Man Likes Baseball 


Mr. Hathorne likes a good joke and his 
keen sense of humor and genial disposition 
make him a young man at 72. Hard work 
has but given him added zest. He has lost 
but two half days since 1884 and has 


never taken a vacation. He is a baseball 





FRANCIS H. HATHORNE 


Treasurer oj Standard Shoe Tying Machine Company, Pneumatic 
Cushion Rubber Heel Company, and Suffotk Storage Warehouse 
He celebrated his 55th business anniversary 


October 1, 1922 


devotee. In the old days, long before the 
Nationals were organized, and before ball 
players wore gloves, he played short stop 
on the Young Americas of Boston. From 
the time the League was established, in 
1890, he has never missed a Nacional 
game, except when he had a customer 
who would not accompany him to the 
game, or when it rained, and he states 
very frankly that he always paid for the 
time he lost through baseball. The first 
thing that he now reads every night in his 
favorite paper is the baseball news. 


4 Chronological Sketch 


A chronological sketch of his life is of 
interest. After spending a year with 
Henry Damon, 1867—1868, and when his 
friend John Winch left this house to be- 
come a part of the firm of Hosmer & 


Winch Bros., Mr. Hathorne went with 
Mr. Winch. He remained with this house 
until 1874, in the meantime inaugurating a 
shoe findings department. Mr. Hathorne 
was the first man to see the wisdom of 
establishing such a department for a job- 
bing house. Prior to that, his customers 
would say, “Hold my shipment until I 
have my order of laces, or polishes, etc., 
sent here and ship them all to me in the 
same lot.”” So Mr. Hathorne decided that 
the central depot for findings might well 
be with his jobbing house and that the 
buyer could select his findings at the same 
time he selected his shoes. 


With Batchelder § Lincoln in 1874 


In 1874, after the Boston fire, 
when all clerks were required to 
put in bids for the prices at which 
they would work, Mr. Hathorne’s 
figures were higher than Hosmer 
& Winch Bros. would pay, and so 
Mr. Hathorne secured a position as 
buyer and salesman after being out 
of employment for half an hour 
with Batchelder & Lincoln. On 
the death of Mr. Bachelder in 
1878, he left this house with a very 
unique recommendation from 
Joseph B. Lincoln. Mr. Lincoln 
wanted Mr. Hathorne to come into 
business with him, but he decided 
to quit the shoe business, and con- 
vinced that there was money to 
be made in the manufacture of a 
mechanical fluid called alcoline, he 
worked alone on this proposition, 
and even selected the plant site 
which the company to which he 
sold occupies at the present day. 
He was getting along famously but 
on account of his wife’s illness, and 
in order to be at home, he sacrificed 
his financial ambitions and _ relin- 
quished his rights in a_ business 
-— that recently paid half a_ million 
dollars in income taxes. 


In 1880 with A. J. Stearns 


In 1880, he was importuned by Andrew 
J. Stearns, shoe wholesaler, manufacturer, 
to make connections with him as buyer 
and salesman, and although he at first 
steadfastly refused, Mr. Stearns made 
the financial remuneration so very at- 
tractive, that Mr. Hathorne accepted, 
and he was once more back again in the 
shoe game and in the midst of the musical 
workd in which he loved. 


Perfects Shoe Tying Machine in 1889 


In 1886 to 1889, he was in business on 
his own account, selling shoes to the job- 


‘ bing trade, the while he worked away on 


the Standard Shoe Tying Machine, which 
he perfected in 1889. Mr. Hathorne had. 
(Continued on page 151) 











heh Drereriters 


IN STOCK 


\W ITH Arch Preservers, you cancultivate 
a class of trade well worth cultivating 

Our assortment of in-stock styles provides 

wide breadth for selection and allows 

you good profits. 


The many styles carried for immediate 
shipment are the results of careful 
planning to meet a definite de- 

mand. Arch Preservers are 
made for those men you 
have long wished you 

might sell. 








Our line is ready to 
open new avenues of 
business for you. 


This photograph depicts a 
highly popular type of Arch 
Preserver, stylish yet dig- 
nified. Its popular appeal 
is to business men whose 
appearance must herald 
poise and command. 


EK. T. WRIGHT & COMPANY 


ROCKLAND, MASS. 








Stock”No. 347—Black 
Kid Straight Foxed 


Arch Preserver Last 


Stock No. 447—Same 
in Havana Brown Kid 
‘ $8.75 








Stock No. 247—Hav- 
ana Brown Kid Bal. 
Widths AAA-E. Colum- 
bia Arch Preserver 
Last.......Price $8.75 
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Stock No. 145—Black 
Kid Straight Foxed 
Blucher Vanderbilt 
Arch Preserver Last 
Widths AAA-EE 
ae . $8.00 






















Stock No. 139—Black 
Kid Bal. Pennsylvania 
Arch Preserver Last. 


Widths 


AAA-E. 
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MANNING “UNICO” FELT FOOTWEAR 
MANNING ‘“‘MEADOW BROOK”’ 
WHITE and SATIN SLIPPERS 
(Nationally Advertised) 


Right on the floor. Ready for shipment. 


Four of the very latest styles designed and 
made in our own factories. 


Dainty and distinctive patterns in White 
Kid and Satin Footwear for discriminating 
buyers. 


WHITE KID 
No. 2274 AtoD 
2274 Tongue ae 

White Kid, Turned Sole 
Full Louis Heel 


Send in your orders at once for prompt 
deliveries. 

The best dealers carry them, the best trade 
demands them. 





Are you prepared for National Felt Week, 
October 30th to November 4th? 


Send for our special advertising matter, and 
make your windows doubly attractive, with 
these artistic sales helps. 








SATIN 
No. 5991 AtoD 
5991 Two Eyelet Pump 
Black Satin, Turned Sole 
Full Louis Heel at 


The Outing Shoe Company 


530 ATLANTIC AVE. 


Boston, Siiees. 


October 21, 1922 
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WHITE KID 
No. 2279 AtoD 
2279 Beaded Pump 
White Kid, Turned Sole 
Full Louis Heel 





No. 5990 AtoD 

5990 Tongue Pump 

Black Satin Vamp 

Brocaded Tongue, Quarter and Heel 
Turned Sole Full Louis Heel $5.00 





A PROFIT 


CHAMOIS BOUDOIRS 


These absolutely new Boudoirs sell themselves wherever 
shown. Soft, luxurious chamois leather with fine hair filler 
from toe to heel and full length chamois insole. A variety 
of colors in trimming and pompom, black, brown, red, 
Copenhagen blue, May rose, lavender, baby blue 


Keystone Overgaiter Co. 
Manufacturers of ‘‘Sago’”’ Brand Felt Slippers 


237-241 N. 6th Street - Philadelphia 





MAKER OF PROVED MERIT 





HOTEL 


ores sam inn OE EE 


McCARTHY BROS., PROPRIETORS 
400 rooms, 300 baths, $2.00 a day and up. 


they come here again and again. 








THE ESSEX HOTEL COMPANY 
BOSTON, MASS. 


CRRPSPOFOSCSSSS FP See Ceseneeaaaeaszeeth 


ABSOLUTELY FIREPROOF 


The “‘repeat”’ business at the Essex is convincing that guests are so pleased with the service 
Have You ever stopped at the Essex? 
to everything that would interest the pleasure seeker or business man visiting Boston. 


It’s central 
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Donkey Colt 


Everything You (an Ask For In Patent Leather 


" 


SOQwiew 


O make a patent leather 
that looks well is not so 
difficult as to make one 
that also embodies these 
other essential points: 


Enduring Brilliance 
"Ynusual Pliability 


loughness thatwith- 
stands the strains of 
shoe making 


Unusual Comfort 








VAM BGOBMS IDIOM GOSMIBIOMISSSMOAGOMCOSWNSSGins 


WHBOSUMNCSSWGASHFOGiMSOSMOGSUGoow 


These qualities have 
made DONKEY COLT 
a favorite with famous 
makers of style shoes. 





Tolman, Dow & Co., Inc. 
174 Lincoln Street, Boston, Mass. 


ROCHESTER, N. Y. CINCINNATI, OHIO GREATER N. Y. ST. LOUIS, MO. 


Mr. Charles L. Kirk Mohr-Holters SalesCo. |New Castle LeatherCo. T.M. Fitzgerald €$ Co. 
22 Andrew St. 202 E. 7th St. 100 Gold St. 1602 Locust St. 





Siemens cc coe ee 
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RECG:U.S.PAT.OFF 


NEW PROCESS 
CUSHION TREAD 


FLEXIB SHOES r wort’ 


Davis Process Shoes have great flex- 
ibility, a splendid cushion at the ball, 
a perfectly smooth leather innersole 
and they give an extra amount of 
service. 





, i Ww, f\ 
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CROSS SECTION - INNER SOLE 
Stock No. 441% 


RAISED TOSHOW 
“ SORSW CONEN Women’s Kid Polish, Kid Tip, Large Ankle 
tock No. 541 . 
Price $3.15 


Women's Kid Oxford, Kid Tip, Rubber 
Heel. Widths E to W 


Price $2.35 








Send for Catalog 


Made by 


A. H. BERRY SHOE CO. § 


PORTLAND, ._MAINE 


BOSTON OFFICE 428-430 ALBANY B’LD’G. 


The Boot and Shee Recorder will appreciate your mentioning the publication in replies to advertisements. 
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ADVERTISING THAT BRINGS RESULTS 


At A Negligible Cost 


HERE are many kinds of advertising 

that you, as a retail shoe merchant, can 

use. Some forms are worthwhile and result- 
ful: others, worthless and fruitless. 


Now, you, as a wide-awake merchant after 
new business, will admit that well-directed 
advertising is indispensable. It carries your 
merchandising message to the customers you 
already have, and to those whom you would 
like to have. And one of its most powerful 
features is that of reminding. The con- 
sumer, seeing a name flashed before him 
daily, carries it in his mind, and later acts 
by its suggestion. 


RAUSKOLB HAMMER LEAF, permanent 
and untarnishing, makes it possible for you 
to flash your name and place of business 
before your customer, day and night. There, 
on the quarter lining or insole of the shoes he 
has bought, your message greets him when 
he laces on his shoes and when he takes them 
off. There it remains in strong, clear letters 
of gold, right up to the time the footwear is 
discarded. 


What better kind of reminder advertising 
could be offered you? In its way, it is fully 
as effective as billboard, car card, or news- 
paper advertising. 


You can avail yourself of it easily. Just sit 
down and write a letter to the manufacturer 
from whom you buy. Tell him you want 
your name and address impressed, in 
RAUSKOLB HAMMER LEAF, into every 
pair of shoes you buy. He will honor your 
request, for his production cost will be 
almost negligible. Every manufacturer is 
always glad to co-operate in this respect, 
for it benefits him. 


The name “‘Rauskolb”’ is favorably known to 
all shoe concerns that manufacture on a fair 
scale. The gold leaf is used in footwear of all 
kinds, comfort and novelty, grown-ups’ 
and children’s. It advertises you and, your 
store, faithfully and untiringly. Thus, ata 
negligible cost to the maker, you benefit by 
one of the finest kinds of advertising, a kind 
that is permanent, well-directed, and that 
brings results. 


F.W. RAUSKOLB CO. 


16 FRANKLIN STREET 
MEDFORD MASs. 








pp 








Kauskolb 


HAMMER LEAF 
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Registered U.S. Pat. Off. 


The selection of proper footwear for the Grow- 


\ Sie | ing Girl is of the utmost importance. In a few 
——S—_ years these girls of today will bring you the bulk 
WH Tl | ampere of your business—so now is the time to impress 
\ iy them with the fit and quality of the line you sell. 

\) | } ke 
N Wal [| /| Ko-Rec-Toe shoes excel in quality of material 
ee ‘az > and service performed. Built over combination 


lasts, they provide snug fit and maximum com- 
fort. They assure the highest quality at a mod- 
erate price. ' 
Send for samples of these two excellent num- 
bers illustrated. 
No. 9803—Growing Girl’s Mahogany Calf Polish. 
Ko-Rec-Toe No. 444 Combination Last, carried 
in stock A-D. Sizes 24%4-7....... Price, $4.35 
No. 9547—Growing Girl's Mahogany Calf Lace 
Oxford, medium No. 466 Combination last. Car- 
ried in stock AA-D. Sizes 244-8. .Price, $3.35 


Send for our In Stock catalogue 
Ko-Rec-Toe Shoes 


**Made Their Way By 
The Way They’re Made”’ 


EC-TOE 


TRADE MARK 
ts. os. Pat. or 


Y 


-REC-TOE 






—e 





THE LD. Sticxues SHoeE Co. 


MA 


NUFACTURERS 


Rep WING, 
MINN. 
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Arthur C. Earle is a Prince 
of Good Fellows. 





























Arthur C. Earle’s shoe life 
is inspirational. 
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He believes in Co-operation 
with his customers. 


¥ 


He is a staunch friend of 
all shoe travelers. 





(This Department is conducted by Helen M. Haney, Associate Editor) 


Arthur C. Earle a Laird-Schober Booster 


A Pioneer in the Introduction of Artistry in Women’s Shoe Building 


T certainly does seem good to look 

upon the up-to-date features of our 

nationally known friend and friend of 
all shoe travelers; for the last photo of 
Arthur C. Earle, taken some 30 years ago 
shows him with an abundance of black 
hair, a mustache, long and luxuriant, with 
turned-up ends, turned down collar and 
with the ever distinguishing and dis- 
tinguished cutaway coat. 


He Once “‘Clerked”’ in a Shoe Store 


Arthur Earle in his younger days 
“clerked” in a retail store, and on his 
entrance to this line of business, showed 
his aptitude for the selling of high-grade 
shoes, particularly the ladies’ lines. This 
fitted him for his after life’s work. Of those 
days to the time he associated himself 
with his present concern, Laird, Schober 
& Co. of Philadelphia—he mentions little. 
He has been long with this concern—a 
life time to the average salesman. And to 
the average salesman the length of this 
uninterrupted service bespeaks a lesson 
and food for thought on how to succeed. 


A Glorious History 


To go up and down his territory calling 
on the trade. all through these many long 
years—to hold friends and trade as has 
he—to keep plugging away at the old, and 
making new customers; and each season 
finding the glad hand of welcome awaiting 
him, and a hearty “‘Will see you again next 
season” all this in his glorious history. 
It is one that radiates the ability and 
personality of the man and brings a thrill 
of pride to the hearis of his brother 
travelers. 

To keep always ahead, in fact, just 
ahead of the pulse of trade, as he with 
his line always has, marks him as a stu- 
dent of trade and alert of vision. 


His Trade Is His Religion 


To him, his trade is almost a religion; 
that trade’s suggestions have found in 
him an attentive listener and a complete 
co-operator. To Arthur Earle, more than 
one city is indebted for its first exclusive 
high-grade women’s shoe store. He can 
truthfully be classed among the few pion- 


eers who brought forth the women’s shoe 
industry from its prosaic stage to what it 
is today; an Art—Art in style—in design— 
in novelty—in uniqueness—in workman- 
ship and in lines. 


A Cherished Picture 


Among the cherished pictures recently 
received by the National Secretary, is one 
from Arthur C. Earle, autographed— 
“To my old pal, Tom Delany, from 
Arthur C. Earle.” This picture Secretary 
Delany has had framed and it now adorns 
the walls of the National Office, in com- 
pany with that of the President of the 
United States, which also arrived recenily 
and which is autographed ““To Thomas A. 
Delany, with very best wishes, Warren G. 
Harding.” 


Reminiscences of World’s Fair—1893 


On a recent call at the National office, 
the Recorder scribe asked Secretary 
Delany for some reminiscences about his 
“old pal.” So T. A. D. obligingly re- 
counted many incidents, among them 
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Flexible Turn 
Childrens Shoes 


We manufacture for the retail trade a com- 
\_ plete line of Children’s Flexible Turn Shoes, 
&\ sizes 1 to 5. A trial order will convince you 
of the superb style, workmanship, and won- 
derful fitting qualities of these shoes. 





Send for folder describing the 36 numbers 
carried IN STOCK for immediate delivery. 


IN STOCK 

No. 103 B—White Kid, Milo Buttons, Wide*Ankle Pattern. Sizes | to 5 

$1.05 
No. 109 B—Mahogany Kid Vamp, Foxing and Collar, Field Mouse Top, 
Percoretec, Wise buttons. Siees 1 005... once ccc ce caw ccasnk $1.10 
No. 124 B--Patent Leather, trimmed with White, Milo Buttons. Sizes 
Dal. bns sda dete tentestachéenseneneeeeana several Steekecion’ $1.20 
No. 128 B—Patent Leather Vamp and Collar, Champagne Kid Upper, Milo 
GN, FUP. = SND § ODF... wieiiccccevcncccevesas mene wen $1.25 


Staud ShoeCorporation 


ROCHESTER N.Y 


Maker to Retailer Direct 
No. B109 No. B128 
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being the time that Arthur Earle repre- 
sented the Laird, Schober & Mitchell's 
line at the World’s Columbian Exposition 
at Chicago, in 1893. “On that occasion,” 
said T. A. D., “Mr. Earle showed some 
hand-made shoes to a group of Frenchmen. 
His explanations in English as to their 
construction were not quite understood 
by his French visitors until he pointed to 
the almost microscopic stitches on the 
welts. Then they did understand, as 
was very evident from their gestures and 
the word “magnifique” was repeated 
again and again. And “magnifique,” or 
magnificent, seemed to me to express 
their prophetic vision of what the future 
was to hold in world appreciation of Amer- 
ica’s building of women’s fine footwear. 

“It is to me most interesting that these 
shoes, which were considered works of 
art way back in 1893, were also exhibited 
at the last convention of the N.S.R.A. 
and at the 1921 Convention—and they 
were still considered in the high art class 
of women’s fine shoemaking.” 


Always “‘racious and Considerate 


It is true that at every National Exposi- 
tion where the Laird-Schober shoes are 
shown, there is Arthur Earle, who is as 
much sought for as is the line he is ever so 
eager to show. One is always sure to find 
him gracious, considerate and always 
glad to explain every detail, be the lookers 
on real buyers, or only curious gentlemen 
in every sense that the word may convey. 

To the younger salesman. he is a guide; 
to the older salesman, a wise counselor. 


A Prince of Entertainers 


That he is a prince of entertainers, he 
has proved many a time, and none of the 
boys who attended the last N.S. T. A. 
convention whi_h was held at Philadelphia 
January 16-18, will forget room 319 at the 
Bel'evue-Stratford, nor will Mr. Earle 
forget the splendid recognition of his 
hospitality when the boys placed on his 
brow an especially constructed taurel 
wreath at that memorable banquet on 
January 18. 


Many Long and Happy Years 


Were we ‘o try to enumerate the num- 
ber of miles he has traveled in his career 
as a shoe salesman, we would have a 
powerful argument for interchangeable 
mileage reduced rates. Were we to recall 
the many and kinds of customers he has 
called on; a book of gigantic size would be 
the result. Suffice it to say that there are 
few, if any,s hoe merchants carrying tigh- 
grade women’s shoes, who do not know 
Arthur Earle. He writes us, “I have had 
my picture took.” We all hope he will 
live to sit for very many more! 


Opportunity seldom goes to sleep on the 
door mat. 
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Charles F. Maxwell Has 
Passed On 


Charles F. Maxwell has passed to the 
Great Beyond. Suddenly did the death 
summons come, but it found him at his 
post of duty. Little did he, much less his 
dear ones at home, or brother travelers, 
even dream when he left Boston appar- 
ently in the best of health a few short 
weeks ago, this trip would be his last. 
And so, the sad news of his death, flashed 
on October 13 to the National office and 
to the Boston Shoe Trades’ Club, has 
come to us all as a distinct shock. 


Stricken Down When “On Duly” 


Yes, Charles F. Maxwell, past president 
of the Boston Shoe Travelers’ Association, 
ex-vice-president of the Boston Shoe 
Trades’ Club, Chairman of the Hotel 





CHARLES F. MAXWELL 


Who covered the Great Central West for 
Hurley Shoe Company and Reynolds, Drake § 
Gabelli Company 


Committee of the N.S.T.A., and many 
civic and social organizations, died ‘‘on 
the firing line,” while selling the Hurley & 
Reynolds, Drake & Gabell lines in W. H. 
Griffith & Son’s shoe store, St. Joseph 
Missouri. 


When the Sad News Reached Bosion 


It was about noon on Friday, October 
13, that T. A. Delany, Secretary of the 
National received two wires, one from 
“Jack”’ Bates of the Richards & Brennan 
Company, and the other from Harry 
Newman of Alden, Walker & Wilde; at 
the same time Walter G. Dennison, chair- 
man of the House committee of the Boston 
Shoe Trades’ Club received a similar 
wire, as membership cards in both the 
above-mentioned organizations were found 
in the pockets of the deceased. 

Both Mr. Dennison and Mr. Delany 
immediately made haste to be of every 
possible assistance. On the National 
Secretary devolved the trying ordeal of 
breaking the tragic story gently to Mrs. 
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Maxwell and also of making ‘the pre- 
liminary arrangements. for the: funeral. 


Heroic Work by National Office 


Much credit is due to the National 
Secretary for his prompt work and the 
delicacy and detail with which he covered 
the situation. On receiving the wires, Mr. 
Delany proceeded immediately to the 
home of the late Mr. Maxwell. He told 
Mrs. Maxwell that he was passing by and 
thought that he would call to tell her 
about a message he had just received from 
St. Joseph, concerning her husband. Mrs. 
Maxwell replied that she herself had re- 
ceived a letter from her husband only 
three hours previously, stating among 
other things that he was in good health. 
“Then,” said Secretary Delany,“I realized 
that my mission was indeed a difficult 
one, but I tried to do my best.” 

And the Recorder representative thought 
after listening to the above story, simply 
and manfully told, how well the National 
Shoe Travelers’ Association looks out for 
the interests of its members and its mem- 
bers’ dependents and of the great value of 
membership in the National body. 


Born in 1857 


Charles F. Maxwell was born in North 
Brookfield, Mass., on June 26, 1857. He 
was always active in the shoe industry, 
starting in as salesman for the old J. B. 
Lewis Company of Boston. Later, he 
represented Hallahan & Sons of Phila- 
delphia; still later, he traveled for Hurley 
Shoe Company and Richards & Brennan, 
and at the time of his death, he represented 
the Hurley Shoe Company and Reynolds 
Drake & Gabell Company. He knew the 
men’s shoe game thoroughly and enjoyed 
a high degree of prestige as a salesman. 


A Public Spirited Man 


In the old days, while in North Brook- 
field; he took an active part in the affairs 
of his native town, such as acting as 
moderator at the town meetings, and on 
coming to Boston and its suburbs he 
continued his keen interest in civic affairs. 


Chairman of Hotel Committee 


As chairman of the hotel committee, 
he did valiant work, and was the author of 
a bill requiring hotels to post their rates 
plainly on the doors of all of their rooms. 
He appeared before the legal affairs com- 
mittee of the Massachusetts legislature in 
the early part of this year and made a very 
clear presentation of his case. Reviewing 
his work, and that of his co-workers for 
the Recorder, he wrote from Lincoln, 
Nebraska, under date of April 15 on this 
his last trip, stating that his committee 
succeeded better than many who try and 
fail. ‘“‘We might,” said Mr. Maxwell, 
“have drawn a verdict of ‘ought not to 
pass.’ We hoped to have the committee 
say, ‘ought to pass,’ but they really 
allowed me ‘leave to withdraw,’ so I am 
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Black Kid Welts In Stock 
FIVE STAPLE STYLES 


The Wise & Cooper Kind of Quality 
Shoes with Cushion 
Soles and Arch 
|Supports 






Our Staple Welts have 


Cushion Sole given complete satis- 
Arch Support 


Counters 


faction to a growing 
list of reliable dealers 





for many years 


Stock No. 40. Price, $5.00 Net + - . . ie Stock No. 50. Price, $4.00 Net 
» Bet: Conbiaw Send jor Sam ple Pairs Black Kid l.ace Oxford. Combination Last. 
( Sol Arch Sesport Cushion Sele. Arch Support Counters. 
11-8 Rubber Hee ie 11-8 Rubber Heel. 
SIZES IN STOCK 


SIZES IN STOCK 
3 \A—4!4 to 8; A—+4 to 8: B—3% to 9; 
E—3 to 8. 
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GOODYEAR WELTS 
EXCLUSIVELY 





Stock No. 42. Price, $4.00 Net Stock No. 51. Price, $3.50 Net Stock No. 41. Price, $4.35 Net 
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Black Kid 7-inch Lace Boot. Hub Last Black Kid Blucher Oxford. Junior Last. Black Kid 8-inch Lace Boot. Junior Last. u 
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AUBURN MAKERS OF GOOD MAINE. || 
SHOES SINCE 1883 
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without prejudice allowed to try again. 
Under all circumstances, far too many to 
recite here, we came out in fine shape from 
our first attempt.” 


A Good Worker 


And it is doubtless true that he would 
have made a second or third, or as many 
more attempts to have put through this 
legislation as would be necessary had he 
lived, as he was a good fighter for what 
he considered was the right. Of a serious 
turn of mind, he was always very much in 
earnest in everything that he did and 
especially interested in his brother travel- 
ers and his friends, the retail merchants 
of the Great Central West. 


The Boys Will Miss Him 


In the passing away of Charles F. Max- 
well, the boys have lost a worker and fight- 
er for their cause, conscientious and un- 
swerving in what he thought was right—a 
thorough shoeman and a true gentleman 
at all times and under all circumstances. 


Trade Well Represented at Funeral 


The funeral services were held on Wed- 
nesday, October 18, from his late home, 3 
Newport Road, Cambridge, Mass., and 
were conducted under the auspices of the 
Masonic body of which he was a member; 
he belonged to both the Knights Templars 
and the Mystic Shrine. Among those 
present at the funeral were: Major Charles 
T. Cahill of the United Shoe Machinery 
Company; Walter G. Dennison, Chair- 
man of the House Committee of the Bos- 
ton Shoe Trades’ Club; T. A. Delany, 
Secretary of the N.S.T.A.; William Noll, 
Secretary of the Boston Shoe Travelers’ 
Association; Arthur L. Evans, President 
of the Boston Retail Shoe Salesmen’s 
Institute, E. B. Terhune, Treasurer and 
General Manager of the Bool and Shoe 
Recorder; George Manson, Thompson 
Bros. Shoe Company’s salesmen; George 
Lovely of the Dalton Company; Frank 
Lord; David Tobin; and F. A. Cadwell, of 
Richards & Brennan Company. There 
were many flowers. The body was then 
sent to North Brookfield for burial. 


Resolutions Are Drawn Up 


A set of resolutions were drawn up for 
the records of the Boston Shoe Trades’ 
Club by Everit B. Terhune, Arthur L. 
Evans, and T. A. Delany, and a copy 
sent to Mrs. Maxwell. 

Besides his wife, Mr. Maxwell is sur- 
vived by one son, Robert Brooks Maxwell 
of Watertown, Mass. 


“Babe” Woodruff with V. K. 
& A. H. Jones & Thomas Co. 

F. S. (Babe) Woodruff, formerly with 
Bancroft-Walker Company, has recently 
made arrangements to cover the Middle 
West.for V. K. & A. H. Jones & Thomas 
Company. 
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A. B. Clark in Middle West 
for Davis 

A. B. Clark left Boston this week to 

cover the Middle West for the Davis 


Shoe Company of Lynn, Mass., makers of 
women’s, misses’ and children’s welts and 





A. B. CLARK 


Who covers the Middle West for the Davis Shoe 
Company of Lynn 


turns. A. B. C. is well known in that par- 
ticular section and with his wide ac- 
quaintance and the optimism which he 
feels in his line he is confident of big orders 
from his trade. 


Rusher with R. & H. 
St. Louis Co. 


Rice & Hutchins St. Louis Shoe Com- 
pany announce the appointment of 
J. J. Rusher, to their sales staff. Mr. 
Rusher has been known to the trade in 
parts of the Southwest very favorably 
for a number of years and has been as- 
signed to Kansas and Southern Nebraska 
territory for Rice & Hutchins. 











FRED W. BLAINE 


Who represenis the C. A.Goodnow Shoe Company 
in Missouri, Kansas City, Nebraska, Iowa and 
the Middle West. Fred Blaine is one of the 
best-known and best-liked salesmen in the West. 
He has been traveling this lerrilory continuously 
since 1884, starting originally for the old Winch 
Bros., firm and then was connected with Clark- 
Hutchinson Company for twenty-three years. 
He is a man of high principles, pinta 
ability and has a host of friends throughout the 
Western and Middle Western States. 
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George L. Risley, Sr. is Dead 


With the death of George L. Risely, Sr., 
of Columbus, on Friday, October 5, there 
passes from among us one of the best 
known shoe traveler in this part of the 
country. While his death was not un- 
expected, nevertheless, it was a distinct 
shock to his friends and former customers. 
Mr. Risely had retired from active par- 
ticipation in the selling game, but through 
his sons he kept well posted as to the 
doings of the shoe craft. 


A Forty-Niner and a Bookmaker 


Mr. Risely was born at Bellefonte, Pa., 
in the year of 1849, at which place he 
resided for about 25 years. He then went 
to Washington Court House, Ohio and 
opened a retail boot shop where the boots 
were all made by hand, employing about 
eight boot makers in this retail establish- 
ment and turning out many a pair of boots 
for his customers. 


On the Road in 1881 


He sold this place in the year 1881 and 
went on the road for the Drew-Selby 
Shoe Company of Portsmouth, Ohio, 
which was then just getting a start in shoe 
manufacturing; he remained with this 
concern for several years and then be- 
came associated with the Selby Shoe 
Company of the same place and remained 
with them until he retired from the road a 
few years ago and turned over to his sons, 
George L. Risely, Jr. and C. A. Risely his 
Ohio territory. He has another son, C. D. 
Risely who travels New York State and 
Pennsylvania for this same company. 


Past President of Ohio Travelers 


Mr. Risely at one time had the territory 
for the Selby Shoe Company, comprising 
all the Central States. While he never 
really covered all this territory extensive- 
ly, he became well acquainted with all the 
merchants throughout these States, owing 
to his activity with the Ohio Shoe Travel- 
ers’ Association, of which he was at one 
time president, and served as one of the 
directors for many years. 

When in good health he was found at 
the Shoe Travelers’ club rooms, telling 
in a most interesting manner of his many 
pleasant experiences and trials in his first 
years of traveling. 


Three Sons Travel for Selby 


Mr. Risely leaves a widow, two daugh- 
ters and four sons, three of whom travel 
for The Selby Shoe Company of Ports- 
mouth, Ohio. 


A Good Man Passes On 


His funeral which was held on Saturday, 
October 5 was largely attended by ‘his 
fellow shoe travelers, all of whom express 
deep sorrow for.the loss of so good a man 


‘from among the shoe travelers. 
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\ STYLE No. 3052 fe 


BROWN BOARDED CALF BLUCHER 
OXFORD, GOODYEAR WELT, LEA- 
THER COUNTER, LEATHER HEEL. 


MADE WITH LARKIDE SOLE. 


4 SPLENDID SEMI-SPORT AND_DRESS 
HOE. 





PRICE $3.85 


Quick Delivery Assured 


Briccs-HuTcHIsoNCoMPANY 


Makers of Women’s Goodyear Welt and 
Turn Type Footwear 


FACTORY 


A and Athens St. 
Boston 27, Mass. 


SALESROOM 


10 High Street 
Boston,. Mass. 
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“Jack”’ Jones Very Much 
“On the Job” 


Some one passed the word on that 
“Jack” Jones, a real distributorof the T. D. 
Barry shoes, has decided to retire from 
the business—stating that he had accumu- 
lated his “‘bundle’’ and was to live on the 
interest. ‘No! No!’ says Jack, “This is 
too good a thing to pass up for a young 
fellow such as I am, and with the ease I 
have in selling the Barry shoes. Why 
let a good thing pass by?”’ 

Jack was seen in Missouri a few days 
ago with a nice bunch of orders and told 
an inquiring friend that he has booked 
more good orders this season than for the 
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Hendry Travels Coast for 
Marathon 


Hugh E. Hendry, who has been selling 
shoes on the road for 25 years, and is 
popular throughout the Pacific Coast, has 
joined the sales force of The Marathon 
Shoe Co., and together with several 
assistants will cover the states of Wash- 
ington, Oregon and California with Pied 
Piper infants’, children’s, misses’ and 
growing girls’ shoes, Dr. Sommer’s New 
Dawn men’s and women’s shoes and 
Marathon Guaranteed Non-Rip Stitch- 
downs children’s shoes—all three lines 
manufactured by Marathon Shoe Co., 
Wausau, Wis. 
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later of permanent headquarters and 
show rooms in California. 


Posey with Sam B. Wolf 


George M. D. Posey, formerly repre- 
senting the Union Shoe Manufacturing 
Company of Chillicothe, Ohio, is repre- 
senting the Sam B. Wolf Shoe Company of 
Cincinnati in the territory of Wisconsin, 
Minnesota, Northern Michigan, the Da- 
kotas and northern Iowa. The Dakotas 
and northern Iowa are new territory for 
Mr. Posey but in the other States he has a 
large number of friends among the shoe 
merchants with whom he has had contact 
as salesman for a long period of years. 





JACK JONES 


Who travels Missouri, Iilinois and Kansas for 
T. D. Barry Company, and is “on the job with 
both feet.” 


past four seasons all together. Business 
is positively extra good with him. 


Arthur L. Kenney with 
Grosvenor 


Arthur I.. Kenney, formerly with Wiley, 
Bickford & Sweet of Worcester, and lo- 
cated at their Boston office, is now with 
the C. A. 
manufacturers of felt footwear, Worcester, 
and in conjunction with Walter W. Nichols 
wili cover the territory east of the Mis- 
sissippi River. 


Grosvenor Shoe Company, 


H.{C. Laphan with Bleecker 


The Bleecker Shoe Company, Inc., an- 
nounces an addition to their salesforce in 
the person of H. C. Lapham, who is well 
known as a high-grade shoe salesman. 
Mr. Lapham will cover Philadelphia, Bal- 
timore, and Washington for this Live 
Wire House, calling on the best trade 
only. 


HUGH E. HENDRY 


Who with several assistants will cover Wash- 
ington. Oregon and California for Marathon 
Shoe Company. 


During Mr. Hendry’s quarter-of-a- 
century shoe experience he has handled 
only three lines. He was formerly con- 
nected for six years with the Dougherty- 
Fithian Shoe Co. as city salesman for 
Portland, Oregon, and afterwards he 
joined the force of Krausse Brothers as 
salesman for the state of Washington, 
where he did a large business during his 
five years’ connection with this concern. 
More recently Mr. Hendry was associated 
with Messrs. Dougherty and Brodie in 
selling the Boyd-Welsh Shoe Co. line, and 
together with these two salesmen handled 
the line of the Marathon Shoe Co. through- 
out the entire Western territory. Due to 
the rapid growth of the Marathon Shoe Co. 
and the wide expansion of its line and 
manufacturing facilities, Mr. Hendry has 
taken over the exclusive representation of 
Pied Piper Shoes, New Dawn Shoes and 
the Marathon Guaranteed Non-Rip 
Stitchdowns. 

Headquarters have been established in 
Portland, Ore. at 309 Commonwealth 
Pui'ding and announcement will be made 


GEORGE M. D. POSEY 


Who represents the Sam B. Wolf Shoe Company 
in Wisconsin, Minnesota, Northern Michigan, 
the Dakotas ana Northern Iowa. 


Needless to say he is enthusiastic over his 
new connection and shoes and styles that 
he is offering. When at home in Minnea- 
polis between seasons Mr. Posey likes to 
do his bit for the boys on the road by 
acting as their publicity agent, coupled 
with his activities as a member of the 
Northwestern Shoe Travelers’ Associa- 
tion. 


Barry’s Advance Card 
Is Nifty 


The T. D. Barry Company has recently 
issued an advance post card which has 
been the recipient of many favorable com- 
ments. On this card a green-covered table 
is pictured on which appears the “Above 
All” and “One pair sells another” slogans 
used by this concern in the foreground. 
On top of the table there is shown a dis- 
play of several “Barry’’ styles. Beneath 
the illustration there are these words, 
“Expect to display in your town about 
——,,”’ with space left for the place and 
date. 
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GEORGE C. BURTON 


Of the Rice ¢ Hutchins Chicago Company, 
who for a number of years has been one of the 
standbys of that organization 








Philadelphia Boys Preach 
Doctrine of Confidence 

By Arthur S. Raphael, Chairman of Publicity 

and Educational Committee 

Now that summer has taken wing, 
the Philadelphia Shoe Travelers have 
again resumed activities, and are back 
again with renewed vigor to help the 
good cause along. All harness is polished 
up and the work of all committees has 
been outlined with promising splendid 
work to be accomplished. 

On Saturday, October 7, the first of the 
monthly meetings was held at the head- 
quarters of the association, The Phila- 
delphia City Club, and though the at- 
tendance was not as large as was hoped 
for, due to the fact that quite a number of 
the members were away on business bent, 
the meeting was a very enthusiastic one. 

After a very enjoyable luncheon, the 
meeting was called to order with the 
usual promptness, Vice-President Mc- 
Clellan taking the chair in the absence of 
President Scanlon, and showing that he 
was equal to the occasion. 

A number of interesting topics were 
discussed in which Mr. Githens of the 
Arnold Shoe Company, and Arthur C. 
Earle of Laird-Schober Company gave 
some splendid ideas, with added stories of 
humor, meeting the hearty approval of 
the members present. 

Paul Lippincott Jr., of Dixon-Bartlett 
Company, Herbert Ferris of The A. 5. 
Krieder Company, William F. Schoell of 
The Nathan Dodge Company and Frank 
Oberfield also assisted in making the 
meeting one of great interest and en- 
joyment. 





RALPH WEIL 


Who has recently joined the saiesforce of The 
Lape ¢ Adler Co. of Cowumbus Ohio, with terri- 
tory in Western Pennsylvania and Western New 
York. Mr. Weil was for three and a haif years 
with E. T. Wright § Co., Inc., of Rockland, 


Mass. 








Interesting Problems Discussed 


Many new problems interesting to the 
traveling shoe man are being thrashed out 
by the executive committee, and it is 
hoped that at the next meeting, early in 
November, these ideas will be presented 
to its members for open discussion. 

The absence of President Scanlon was 
keenly felt, as he was compelled to be 
with his family, due to illness of one of 


his children. However, the writer has been . 


informed that all danger has passed, and 
“Jim”’ is about with his smile once more. 


Reports from a number of the boys 


. who have been out, appear to be more 


optimistic than heretofore, and though 
prices are stiffening somewhat, merchants 
are appearing more confident. The An- 
thracite Coal regions in Pennsylvania 
have come back quickly and orders are 
being obtained more freely in those parts 
than expected, which is a very promising 
outlook. 

Here is a good slogan for every one of 
you readers to adopt, and the members of 
The Philadelphia Shoe Travelers’ Associa- 
tion use it to very good advantage. 
“Confidence in your trade, confidence in 
your merchandise, confidence in yourself.” 


Jimmy Kaltenbrun Reports 
Favorably 
J. J. (Jimmy) Kaltenbrun who travels 
for Chas. A. “aton selling “Crawford 
Shoes” reports conditions as very good in 
the territory which he has covered so far 
this season. 





DAVE GOLDSTROM 


Well-known to the trade on the Pacific coast— 
a popular salesman. who by good service to cus- 
tomers is now President of the new Chesapeake 
Shoe Company, 101 Balderstone Streei, Baltumore. 





Millican with T. D. Barry Co. 


A. M. Millican, who for many years 
was connected with the Regal Shoe Com- 
pany, both as inside man and later as 
salesman for New England, has now joined 
the salesforce of the T. D. Barry Company 
and will travel the territory formerly 
covered by “Rob’’ Doyle and later by 
T. A. Ostenkamp—namely Kentucky, 
Tennessee and Virginia. Mr. Millican is a 
young man full of “pep” and enthusiasm 
over his new line, which he believes is 
well adapted to the Southern trade, in 
which he has a wide acquaintance. The 
T. D. Barry folks are pleased with him 
and he is pleased with them, so the com- 
bination should be an ideal one. 





Perry Smith in Good Health 
Again 
Perry W. Smith who has been ill for the 
past several seasons is now again in good 
health and is out on the road with his line 
of Poole Johnston shoes of Brockton, 
Mass. Perry covers Ohio and West Vir- 
ginia for this well-known concern. Here is 
hoping that Perry will have no more 
serious illnesses, such as have assailed 
him during the past year. 


Reid with R. & H. St. 
Louis Co. 


J. A. Reid has been appointed a terri- 
tory for Rice & Hutchins, St. Louis Shoe 
Company in Louisiana and parts of 
Texas, where he is also well known to the 
retail merchants of the territory. 
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"Take This Shoe, 


for Instance’-— 


Made by 
Thos. Cort, Inc. 


Feel that supreme softness—the through-and- 
through mellowness of the leather. There’s a 
piece of box grained calfskin that’s the last 
word in style, comfort and serviceability! The 
man looking in the store window can see Quality 
written all over it. That is one of the reasons 
for the decided popularity of the shoes which 
Thos. Cort makes with Rueping’s Winnebago 
Calf. 
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Thos. Cort Oxford 
No. M1453 
323 pattern —323 last—Per- 
forated vamp seam 604— 
stitches 2 and 1 nes 
yay Oe lame sole— 7-8 
ange hee ade with Rue 
ing’s Black Winnebago Calf, by 
Thos. Cort, Inc., 
Newark, N. J. 













Rueping’s 
Winnebago Calf 


is the leather to specify when ordering snappy 


dress shoes. For finish, feel and wear, 
Rueping’s Winnebago is the box grained 
calf. It has the quality of resisting factory 
stains and when you get the finished shoes 
you'll be gratified to find them all of even, 
uniform color. 


Shall we send you sample swatches? 
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FRED RUEPING LEATHER CO. 
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Established 1854 
Boston Cincinnati 
New York Chicago 


Fred Rueping Leather Company 


FOND DU LAC, WISCONSIN 


BRANCHES: 
Milwaukee St. Louis 
San Francisco Montreal 


Northampton, England 
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Laid Down 
at Your Door 
Express Paid 
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Style 15 


Boys’, 24 to 6. B-C-D $3.65 
Youths’, i to 2. B-C-D $3.35 
Little Men’s, 10 to 134%. C-D-E $3.10 
5% Discount 10 Days 


ELK COUNTER-POCKET makes a weak 
place strong. This and four other mighty 
good ones in stock—a/ways— 


A mannish and sturdy shoe with soft, pli- 
able elk uppers and overweight Prime 
Fine soles to do double duty. Eventually 
Style 15 will be sold by every good shoe 
store. 



















Best Sellers because Best Fitters 











No need to conjecture as to how good TEEPLE 
MIGHTY GOOD BOY’S SHOES are. Try this 
case. It will carry conviction that the TEEPLE 
line is the line for you to push-— because these 
shoes are as good as they look, and then some! 
The elements of lasting service, comfort and 
good appearance are built in, to build your 


boys’ business. 


If your rating is good we'll 
send you a case of Style 15— 
the sturdiest boy shoe you 
ever laid eyeson. You needn’t 
order them till you look ’em 
over. We’ll pay the express 
to you—and back if you say 
so. But we don’t think you'll 
let °em make the return trip. 




















Three Specifications 


found in each ‘Mighty 
Good’ Shoe. 


Prime Fine Soles cut by J- 
D. Neilson & Co.—Dryden 
Double-Wear Rubber 
Heels— 

Fred Rueping Leather 
Co.’s upper stock. 


(The tires, spring and body of 
a shoe for high powered boys) 








ORDER TODAY 
This offer holds good until November 4th 


TEEPLE SHOE CoO. 


WAUPUN, WISCONSIN 
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J. B. Jaros in New York 
October 25 


J. B. Jaros, a “high-stepper’’ in the 
class of efficient salesmen, and who for 
more than 20 years has covered every- 
thing west of Denver, the Middle West, 
and Pacific Coast, has recently become 
President of the new Jaros, Galblum & 
Co., with headquarters in the Isaacs 
Building, 745 South Broadway, Los An- 
geles, Calif. But he will still continue to 
sell shoes just as scientifically and aggres- 
sively as in the past. Moreover, he is now 
at the Hotel Commodore, New York, 
“from October 25 on,” as his advance 
letters read, to meet prospective clients 
who wish a specialized service on the 
Pacific Coast. 

He wants to make arrangements so 
that his firm can act as manufacturers’ 





J. B. JAROS 


Well known Pacific coast salesman and president 
oy the Jaros Galbium Co. 


representatives and distributors for East- 
ern lines on the Pacific Coast. For Jaros, 
Galblum & Co., are Eastern manufactur- 
ers’ agents and jobbers of women’s novel- 
ties, men’s footwear, misses’ and children’s 
shoes, knitted specialties, and many other 
lines. 


A High-Grade Salesman 


Mr. Jaros ran into the Recorder office 
last Wednesday and fairly radiated en- 
thusiasm with his plans and policies for 
big business. He has had a very extensive 
road experience and has now associated 
with him a large, carefully selected sales- 
force, who know full well the wants of the 
retail shoe merchants of the Pacific Coast 
States. He displayed a very fine recom- 
mendation from the Citizen’s National 
Bank of Los Angeles, for A. Galblum, 
Secretary and Treasurer, admitted to the 
new company on October last, as well as 
for J. B. Jaros. 
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Plans for the Future 


He anticipates a little later buying a 
line of staple shoes to carry on the floor 
for immediate use in connection with the 
taking of orders for direct shipment from 
the factories for the purpose of extending 
manufacturers’ goods and particularly of 
the lines that may be offered him for 
Pacific Coast representation. He says 
prospects out there are “great’’ and he 
cannot get his goods fast enough. 


Jaros Is a Hustler 


Prior to coming East, he wrote to a long 
list of houses, asking that representatives 
come to see him during his stay at the 
Commodore, New York and he states 
that he hopes that he will be kept busy 
with callers from early morning until late 
at night. 


David Heer Starts on 101st 
Trip 

David Heer, the dean of all shoe travel- 
ers in this part of the State, this being his 
101st season’s trip with a line of shoes, is 
the happy parent of two sons, who like 
their father have taken up the shoe game 
and are now out with their lines and 
report good business in their respective 
territories. Davis Heer covers Ohio for 
Adams Bros. of Pittsfield, N. H., selling 
their Jack and Jill line of shoes. Stanley 
R. Heer his eldest son travels Pennsyl- 
vania for this same company, while his 
younger son, S. M. Heer, covers the 
State of Pennsylvania for the Bluff City 
Shoe Company of Hannibal, Mo. 


Hotel Beaumont Opens Doors 


Hotel Beaumont of Beaumont, Texas, 
a favorite hostelry with shoe travelers, 
recently hung out the welcome sign. 
This is a strictly modern, fireproof hotel, 
with 250 rooms. It has been built by 
local capital for the traveling men, who 
are certainly giving this establishment 
their support. 


“B. A. T. 8. S.”’ Report 
Favorably 


Increased business throughout the terri- 
tory traveled by salesmen out of Buffalo 
and prospects for a healthy winter trade, 
were reported by salesmen, back from 
their first fall trips, at the October meet- 
ing of the “B.A.T.S.S.”" at the Iroquois 
Hotel. The meeting was well attended. 


Nominations at November Meetings 

Nominations for officers for the com- 
ing year were discussed and members 
reminded that these were in order at the 
November gathering. The annual meet- 
ing will be held in January. Two new 
members were admitted: A. Fenner, of 
the G. W. Farnham wholesale house and 
Walter G. Parsons, who features 
McElwain shoes in western New York. 





Wheaton with 
Fredrick S. Peck 


Fred W. Wheaton of Newark, N. J., 
has recently become associated with 
Frederick S. Peck, of Worcester, Mass., 
makers of ‘‘Peck’s Merit Made Shoes”’ for 
men and women, also the “Royal Wor- 
cester” and “Doctor Case” spring arch 
shoe. He will cover Pennsylvania, Phila- 
delphia excepted, and the principal cities 
of Ohio. 

Fred Wheaton is one of the best known 
and most popular traveling salesmen going 
out of the New York district. For nearly 
20 years he represented Alden, Walker & 
Wilde, and established himself as a sub- 
stantial, earnest and enthusiastic sales- 
man and student of shoe conditions. 
Many friends join in expressing good 
wishes for him in the new arrangement. 











Under the t of Champlai the 
ug 


on 
famous Dufferin Terrace, Quebec, duri 
the convention of the a 4 
Davis, treasurer of the 
for a few minutes to lo surey the the ‘eta 
aes ve the St. Law 
inconsiderate fellow “‘snapped” hin while 
there. Dave was caugi holding two 
bundles, and the uncharitable are e 
ing him inasmuch as he had just come up 
from down town by asking—** What was in 

those two bundles?” 





Revis with Brown-Ross 
Shoe Co. 


The Brown-Ross Shoe Company, of 
Knoxville, Tenn., advises that L. D. Revis, 
of that city, joined the company’s sales 
forces this month. He will cover Georgia 
territory. Mr. Revis formerly was with 
the same company in Georgia, but re- 
signed some time ago to go with another 
concern. 


Nichols with h Murray-Dibrell 


The Murray-Dibrell Shoe Company, 
jobbers of Nashville, Tenn., announces 
that C. C. Nichols, of Birmingham, Ala., 
has been added to its sales forces this 
month. Mr. Nicholas will make head- 
quarters in Birmingham and_ cover 
Alabama territory. 
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LORRAINE PUMP 


IN STOCK 
$3.52 


Stock No. T1100—Black Kid. AtoD 
Stock No. T1101—Patent Colt. AtoD 
Goodyear Welt 


a strap effect, manufactured in accordance with Jones 
(®. Thomas quality standards. The well-modeled toe, and 
heel of sensible height; the neat perforations and trim stitching; 
the graceful contour of every construction line, all attest to shoe- 


making of a high order. 


Right now you have a real need for this shoe, a clearly-defined 
sales opportunity. We offer you the choice of two popular leathers, 
both styles at a price calculated to bring profits to you. In order 
to supply you promptly, we carry them In Stock at the factory. 
Mail your order at once and profit by an early turnover. 














VK“AH. JONES & THOMAS Company’ 


_, L J Massachusetts S 
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Orthopedic Shoes Featured Strongly 


Massachusetts Merchants Hold Meeting—Also Boston Boot 
and Shoe Club—Business Is Brisk—Beautiful Buckles 


NE of the interesting features of the 

past few weeks has been the promin- 

ence given to orthopedic shoes. In one 

issue of a leading daily five ads of ortho- 
pedic shoes were counted. 

One of the best stores in the orthopedic 
shoe line is Walsh’s Arch Preserver 
Shoe Shop at 236 Boylston Street; the 
“smart,”’ as well as the health and com- 
fort features of this shoe are emphasized. 

The new Queen Quality Boot Shop, 158 
Tremont Street, is most active in the 
featuring of its Osteo-Tarsal shoe for 
women. There are ox‘ords of black kid, 
brown kid and tan mahogany calf; also 
strap pumps and high shoes, in four dis- 
tinct lasts and heights of heels. Mail 
orders are solicited. Diagrams published 
in this store’s advertising calls attention 
to the straight inside line, the full tread 
ball, patented flexible arch and low broad 
heel, non-slip back and the fact that the 
shoe is approved by the National Board 
of Physical Education of the Y. W. C. A. 

There are many other stores, who by 
giving prominence to the fact that they 
have an orthopedic line, have found that 
Boston folks have investigated and be- 
come good customers. Although there 
are orthopedic shoes in great variety, they 
all have a long line of constituents and 
good propagandists who claim that they 
find perfect relief and pleasure from the 
wearing of this or that particular model, 
and as there are so many favorites, all 
merchants handling orthopedic shoes 
transact a good business thereon. 


Colonials On All Sides 


Windows are gay with Colonials. They 
are featured in all leathers and materials, 
with full Louis, moderate Cuban heels, 
Spanish Louis, and other “dress-up”’ heel 
heights. The inlaid tongues are attrac- 
tive—so are the “fleur-de-lis” tongues. 
So are the tongues with buckles and ruch- 
ings of satin or velvet ribbon, or feathers. 

Another very pretty effect is the plac- 
ing of a colonial buckle on a tongue pump, 
the upright effect being attained by either 
a bit of buckram backing, or an aluminum 
device. In some of the buckles a bit of 
blue velvet or ribbon of the color of the 
gown is inserted. The tendency of the 
colonial tongues seems to be to the shorter 
variety. 

Pollock Pushes the Paisley 

“The Paisley is a buckle—and a very 
beautiful one at that,’’ said C. W. Pol- 
lock, Manager of Thayer McNeil Com- 


pany, as he displayed one of his “gems.” 
“And,” continued he, “its name is well 


chosen, for its brilliant colors are quite 
similar to those of the old-fashioned 
Paisley shawl, so popular in our grand- 
mothers’ day. 

Mr. Pollock buys the buckles for the 
Temple Place Street store, while Gordon 
McNeil buys them for the Boylston 
Street store. 

One of the dazzling new patterns 
adorned a silver brocaded shoe, and the 
value of the shoe by $80. Another brilliant 
beauty had a gold base and was set with 
brilliants; while a slide effect resembled a 
bunch of grapes, with amber colored 








JOHN A. GARDNER 
President of the Boston Boot and Shoe Club 








stones, tipped with rhinestones, just as 
delicately and brightly as glittering dew- 
drops in the rays of the morning sun. 


In French Glass 


Another new effect are the colonial 
buckles in black, red, and blue, French 
glass, looking for all the world like enamel; 
there are also gun metal effects, very ap- 
propriately shown with black gun metal 
calf shoes. 

Mr. Pollock finds buckles a very in- 
teresting study. He states that the 
Thayer McNeil folks have a buyer in 
France who is constantly on the lookout 
for the most artistic creations. 

“And buckles run up into money and 
will to even a greater extent with the 
new tariff which will jump them up about 
60 per cent,” said Mr. Pollock 
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Beautiful Imported Brocades 


In addition to the talk on buckles, Mr- 
Pollock had something to say about thé 
new otter-suede colonial with 17-8 
Spanish Louis heels and five graduated 
V’s of brown satin pipings at the toe; 
also about his new imported brocade 
Colonials, with fleur-de-lis tongues. The 
material for these brocades were imported 
and was bought by the square yard in 
France. No two pair are alike; a line of 
samples is carried and should they fit, all 
right—if not, they are made up on order. 

When asked about the length of 
women’s skirts, he confined his expres- 
sion of opinion to business women’s skirts, 
and said that he did not believe that busi- 
ness women, wanted to be introduced to 
the sidewalk—he placed his estimate at 
eight to ten inches from the ground. 


Business Good at ‘‘Walmsley” 


“Walmsley,” the new women’s foot- 
wear shop, in the Lawrence Building, 
“the store with the friendly atmosphere,” 
features a snappy colonial in the realm 
of its “‘attractively priced’’ $7 to $10 foot- 
wear. That the women folk like the in- 
novation of the social feature, where they 
may discuss and observe footwear styles 
over a cup of tea is already very evident 
from the good business transacted, al- 
though the store has been in existence 
only a few weeks. 


Knickerbocker Features 
“Fleur-de-Lis”’ 


E. W. Burt & Co. (the Knickerbocker 
Store) 32 West Street, is showing a new 
number in a black satin ‘‘Fleur-de-Lis” 
pump, with black brocaded quarter; also 
a brown satin colonial ‘“Fleur-de-Lis” 
pump with brown brocaded quarter. 
Many other delightful combinations were 
here noted, such as gray and black suede 
in two-tone effects—and two-tone effects 
in beige and black. 


Boot and Shoe Club’s 215th 
Meeting 


The Boston Boot and Shoe Club 
opened its 35th season with its 215th 
monthly meeting, Wednesday night, 
October 11, at the Copley Plaza, Boston. 

John A. Gardner, of the American Oak 
Leather Company, the new president of 
the Club, conducted the exercises of the 
evening. Professor Ralph Harlow, of the 
International College at Smyrna, de- 
scribed the situation in the Near East. 
Dinner was served. Jubilee singers sang 
excellently. 


President Gardner Lauds New England 


Mr. Gardner, in his opening address, 
thanked the Club for the honor and re- 
sponsibility that it had placed upon him. 
He called attention to the need of more 
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Where to Buy 


Women’s Shoes 














PHILMALL, Inc. 


THOROUGHLY BENCH 
MADE FOOTWEAR 


FOR THE BETTER TRADE 
Show Room, Room 435 Marbridge Bldg. 
Factory, 147-153 Waverly Place 
NEW YORK CIT TY 








The WESTCOTT-WHITMORE CO. 
Syracuse, N. Y. 
In Stock Specialists of 
Women’s Shoes, Party 
Slippers and Novelties 
Write for Catalogue 








BLEECKER STYLES 


Are the last word in footwear 
for stylish women 














Phillips-Cram Corp. 
Meokers of 
Women’s Turn 
Slippers 
276 River St., Haverhill,'Mass. 


Boston Office 
207 Essex Street 














FERN & POOR CO., Inc. 
Manufactu 
Newburyport, ‘ten 


Wemen’s Turn 
Comforts 
Boets & Slippers 
for the wholesale trade 
























E.A.& M.C. Witherell Co. 
Manufacturers 
Women’s Turns 
Boots and Slippers 
Fact 
Haverhill, 
Boston 























Makers of 
Hand Turn Novelties 
In All Leathers and ae 
and onaill the Latest Las 
Felstieer-O'Comell 
Shoe Co., Inc. 


41 Washington St. 
Haverhill, Mass. 





WOMEN’S FINE TURNS 
and Novelties 


One of our newest models. 
Hand Turn kid lattice work 
ag all finest 
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vigorous effort for developing the shoe 
and leather industry, in these days of new 
prosperity. 

He spoke particularly of the develop- 
ment of the shoe and leather industry in 
New England, citing figures, from the 
Boston Chamber of Commerce bulletins, 
showing that $200,000,000 is invested in 
shoe manufacturing in New England, and 
that 125,000 persons are employed in it. 
New England makes half of the nation’s 
shoes. It produces 500,000 pairs daily. 
The nation’s production is 1,000,000 pairs 
daily. 

Massachusetts Makes 38 Per Cent 
of Country’s Shoes 

“In Massachusetts alone 38 per cent of 
the country’s shoes are made. In Maine 
and New Hampshire, 12 per cent are made. 

“In Massachusetts, 54 per cent of the 
country’s soles are cut, and 70 per cent 
of the country’s shoe findings are pro- 
duced.” 

Nezt Meeting November 8 


Thomas F. Anderson, secretary of the 
Club, announced that the next meeting 
would be November 8, and that Ladies 
Night would be held December 13. 


Round Table Talks Permanent Feature 

It was planned that there should be 
Round Table Talks, by makers of novelty 
style shoes, cut sole men, cost accountants 
and others, and there were some such 
talks, which benefited those who took 
part in them. But others did not quite 
understand the plan, and made the most 
of it. In brief, the plan, which will be 
followed at subsequent meetings, pro- 
vides that members of the Club, and 
friends, shall gather around the tables, 
and talk over topics of the trade, asking 


and answering questions, and exchanging 


information of practical value, instead of 
talking over the weather and the gossip 
of the day. 


Associated Shoe Company 
Meeting 


The Associated Shoe Company’s quar- 
terly meeting was held at the rooms of the 
Association, 110 Summer Street, at 11.30 
A.M., October 18. During this meeting, 
styles and current business affairs were 
discussed. This Association has a mem- 
bership of about 70 and consists of mer- 
chants, mostly from New England and 
New York State. 





Thayer McNeil Associates 
Activities 

The Thayer McNeil Associates held a 
bowling tournament on Friday evening, 
October 6, in which the married men and 
single men, and office girls and girls on 
the third floor, played against each other. 
The married men beat the single men and 
the office girls “vanquished” the third 
floor girls. 


The second annual dance of the Thayer 
McNeil Associates will be held at Holt’s 
Circle Ballroom, Somerville, on Friday 
evening, October 27, next. 


Retail Merchants Meet 


The first meeting of the season of the 
Massachusetts Retail Shoe Merchants’ 
Association was held at the City Club on 
Wednesday evening. John G. Magaw, 
Manager of the Boston Footwear Branch 
of the Hood Rubber Company, talked on 
“Rubber Footwear Styles.” President 
Henry Hagan presided. This was a 
strictly shop-talk meeting. 


Retail Salesmen Meet 


The Boston Retail Shoe Salesmen’s 
Association held its opening meeting of 
the season on Monday evening, October 9. 
President L. W. Hollis presided. The 
speaker of the evening was Richard Len- 
nihan, who gave a most interesing talk 
on “The Relation of Salesmen to Operat- 
ing Expense.”’ It was brought out that 
the average salesman in Boston is work- 
ing on a straight 6 per cent commission 
basis. Mr. Lennihan offered to supply 
all members of the Association with Bulle- 
tin No. 31, on “Operating Expenses in 
Retail Shoe Stores in 1921,”’ and the sales- 
men present gave their names to Presi- 
dent Hollis for the purpose of receiving 
this bulletin. 

Advantages of Membership 

Several members spoke of the ad- 
vantages to be derived from belonging 
to the Association, and Mr. Hollis stated 
that he felt that the Association had been 
the greatest factor in placing him in his 
present position as Manager of the 
Knickerbocker Shoe Store. He urged 
members to give their best efforts in fol- 
lowing the educational policy laid down 
by the Association, as in this way they 
would surely be prepared to take ad- 
vantage of any good things that would 
come their way. 

A letter was received from W. H. Mor- 
gan, in charge of the A. E. Nettleton Com- 
pany, Inc., New Haven, and 1921 presi- 
dent, enclosing his membership for the 
ensuing year and stating that he always 
wished to remain a member on account of 
past pleasant: associations and the high 
grade of educational work conducted. 

Four new members were added—all 
from Thayer McNeil Company and pro- 
posed by Mr. Greenwood. John Thacher, 
John Hanson, John Finnegan, and Ralph 
Herbert. An intensive membership cam- 
paign is to be conducted. Henry Dahl 
and others spoke well on increased mem- 
bership. A letter is to be sent to members 
asking whether or not they prefer the first 
or second Monday night for a meeting. 

The executive committee held their 
meeting Monday night. October 16, at the 
Knickerbocker Store. 
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BROCKTON 


Professional Men as Manufacturers 


One Lawyer and Two Doctors Are Successful Shoe Builders— 
A. Sandler & Sons Had Attractive Educator 
Window at Brockton Fair 


N interesting development in Brock- 

ton shoe manufacturing during the 
past few years is the entrance into its 
field of local professional men. Three in 
particular who have discontinued the 
work for which they were educated and 
taken up shoe manufacturing as their life 
work are active heads of their respective 
concerns. 

Of these three professional men who 
have taken up shoe manufacturing, all 
have long been residents of Brockton. 
One is a lawyer, one a physician and the 
other a dentist. 


Meet Lawyer E. F. O’ Neil 


E. F. O'Neil, representing the legal 
profession, entered the shoe producing 


which he is the head has shown a steady 
growth and is in line for further expansion. 
Dr. Alfred has not practised his profession 
for several years. 


Meet C. S. Bragdon, D.D.S. 


The third professional man identified 
with Brockton shoe manufacturing is 
C. S. Bragdon, D.D.S., who for many 
years practised dentistry in this city. Not 
long ago he established the Mohawk Moc- 
casin Company with factory in Brockton, 
where men’s and women’s moccasins are 


produced. A good trade has been built up. ; 


Dr. Bragdon is devoting his entire time to 
this work, having discontinued dental 
practise a few months ago. 

These three men, educated for and ex- 








A Sandler ¢ 


Sons Ed 
Goose” herself distributed Mother Goose Rhymes from the F. 
and A. Sa ¢ Sons 


lucator window in the Educational Building at the recent Brockton Fair. ‘‘Mother 


‘air runway, and at both Rice ¢ Hutchins’ 
* booths 





field three years ago as the head of a new 
concern, the Brockton Shoe Manufactur- 
ing Company. Since that time the busi- 
ness has expanded until today it has be- 
come one of Brockton’s leading houses 
making men’s and women’s welts. Begin- 
ning shipments three years ago, the busi- 
ness of this concern the past year totalled 
upwards of $2,000,000. Mr. O’Neil be- 
lieves that the financial rewards of shoe 
manufacturing are worthy of his exclusive 
attention. 


Meet James Alfred, M.D. 


James Alfred, M.D., President of the 
Union Shoe Company, formerly practised 
medicine in Brockton. About four years 
ago he established this house, manufac- 
turing men’s welt shoes. The concern of 


perienced in their respective professions’ 
took up shoe manufacturing in middle life. 
Without previous knowledge of this com- 
plex business, they are forging ahead in an 
adopted line of work; indicating that pro- 
fessional training can profitably be 
directed into business channels. 


New Concern to Make 
Rubber Heels 


The Phoenix Rubber Company is a new 
concern which is to make rubber heels in 
Brockton. The incorporators are Charles 
D. Wener, president; Barnett I. Racow, 
treasurer. The plant, located on Brook- 
side Avenue, has 7000 square feet of floor 
space. A line of heels under the trade 
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Women’s Shoes 




















STOCKBRIDGE SHOE COMPANY 
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HAVERHILL, MASS. 
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MAID-RITE SLIPPER CO., Inc. 
35 York St., Brooklyn, N,Y. 
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Dansville, New York 
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INFORMATION 


for Shoe Merchants 


“WHERE TO BUY” constitutes a 
source of knowledge so that he who 
runs through these pages may read 
—and learn. 
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T. D. Barry Co. 


Brockton, Mass. 
































mark of ““‘Deerhead”’ will be produced and 
rubber cements under the trade mark 
“Seal of Quality.” Mr. Racow has had 
20 years experience in the rubber business 
and has an extensive acquaintance among 
the trade as a selling representative. Mr. 
Wener has been in the rubber business 
for nearly 20 years. 


Shoe Firm in Larger Factory 


The Quality Shoe Company is moving 
from the Montello to the Campello dis- 
trict of Brockton in order to obtain more 
factory room. This concern manufactures 
boys’ shoes and is planning to increase its 
output by a substantial amount. 





HAVERHILL 


In-Stock Facilities Enlarged 


Both Turns and Welts Ready for Shipment—Manufacturers 
See Price Increase in Near Future 


T this season of the year when mer- 
chants are replenishing their de- 
pleted stocks of fall shoes, they turn in- 
stinctively to factory in-stock departments 
for the purpose of obtaining quick service. 
Shoe manufacturing concerns which main- 
tain factory in-stock departments, have, 
in anticipation of this demand, provided 
seasonable styles for prompt shipment. 
Numerous Haverhill concerns, appreciat- 
ing the importance of the factory in-stock 
department as regards modern merchan- 
dising of footwear, have enlarged their 
facilities in this direction. At present, 
Haverhill factory in-stock departments 
are doing a large aggregate business. 
Women’s turns and welts which are 
carried in stock are in active demand by 
merchants in all part of the United States. 
The growth of the Haverhill factory in- 
stock department is a feature of the trade 
in this city and one which is in line for 
further development. 


Shoe Prices Due for Increase 


Prices of upper and sole leather, linings, 
and in fact all materials that enter into 
shoe construction, show advancing tenden- 
cies. Haverhill shoe manufacturers are 
fighting against advanced prices on their 
goods yet can see no alternative except 
higher figures in the near future. Some 
orders for spring deliveries have been re- 
turned to buyers on account of prices 
which represent losses to the manufacturer. 
This is a real condition and one which 
merchants must consider. Postponement 
of orders for the coming season is likely 
to mean a substantial advance in the cost 
of footwear to the buyer. Business re- 
vival, with the removal of unfavorable 
conditions in the labor field have brought 
about a substantial. demand for goods. 
Merchants who do not anticipate their 
wants, will face the alternative of paying 
more for spring goods. Early shipments 
are also an important factor in the situa- 
tion. 

Car shortage prevails throughout 
the country and deliveries are likely to be 
delayed. Haverhill manufacturers say 
that the moral of the price and transpor- 
tation situation is “buy now.” 


In Stock Colonial Campaign 


The popularity of Colonials in women’s 
footwear is emphasized by the Hannah- 
sons Shoe Company of Haverhill in adding 
to the in-stock department a complete 
line of this pattern in a variety of leathers 
and satins in brown and black shades. 
The popularity of the strap as an every- 
day seller is evidenced by the continua- 
tion in Hannahsons stock department of 
variety of styles, plain and beaded, in the 
one-strap. 


Will Sell Fox Footery 


W. P. Winns had been engaged by 
Chas.. K. Fox, Inc., to represent that 
concern in New York City, Philadelphia, 
Baltimore, Washington and Pittsburgh, 
making his headquarters at the New York 
office, Marbridge Building, Broadway and 
34th Street. In addition to his selling 
duties, Mr. Winns will assist at the Fox 
factory in the selection of lasts and pat- 
terns and will keep in close touch with 
the demands of the many merchants 
throughout the country who will sell the 
famous “Fox Footery.” 


Felstiner & O’Connell to 
Move 


The Felstiner & O’Connell Shoe Com- 
pany of Haverhill, Mass., manufacturers 
of women’s turn shoes and pumps, are 
moving to the Hilliard & Tabor factory 
on Winter Street, where they will have 
increased space and double their output. 


Featuring Feather Edge 
Welts 


The Saltonstall Shoe Company of 
Haverhill, manufacturing a lineof women’s 
welt and turn footwear, are featuring 
feather-edge welts. These as the name 
implies, have the appearance of a turn 
with the wearing qualities of the welt. 
About 12 styles of the Saltonstall line, 
including both welts and turns, are 
carried in stock for immediate shipment 
to merchants. There is a variety of 
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black and tan leathers, also satins, in 
straps, plain and beaded. Oxfords are 
also carried in stock. A booklet is issued 
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by the Saltonstall Shoe Company, pictur- 
ing and describing the various lines of in- 
stock shoes. 





LYNN 


Prices on the Upswing | 


Leather Mounting and Shoe Prices Following; Good Business 


Being 


IDES are up. Leather is going up. 
And Shoe prices are following. For 
instance: 

A Lynn sole cutter bought a lot of 
leather last week at 50 cents a pound. 
He could have had the same lot of leather 
for 40 cents a pound last April. The 
tanner tells him that leather will go still 
higher, before it is on a par with the 
prices of hides. A Lynn shoe manufac- 
turer is paying five cents a pair more for 
cut soles than he did Spetember 1. He 
uses heavy weight soles. Black kid is up 
about five cents a foot, for an average. 
The finer the skins the larger the ad- 
vances. Patent leather is ten cents a foot 
higher than last summer, for an average. 
Calf leather, as used in Lynn, is selling 
on a style basis. The finer the color, or 
finish, the more expensive the leather. 


Large Volume of Orders 


A Lynn firm, making a strong conserva- 
tive line of shoes, booked orders for more 
shoes, during last week (one day was a 
holiday) than during any previous month 
of the year. Thisis just once instance to 
show that a rising market starts buyers 
buying. 


Some M. G. & W. Styles 


For a criterion of Lynn styles, consider 
shoes in the making by Murphy, Gorman 
& Waterhouse. Popular novelties are 
they, meaning popular patterns, popular 
leathers and popular prices. 

Patterns show oxfords, plain and 
trimmed, low heels for street wear, and 
higher heels for dress wear; tongue and 
Strap pumps, three types of Russian 
oxfords, some staple boots, and a few 
collar-top boots. 

Materials used are patent leather, 
black satin, brocades, black and brown 
kid and calf in smooth finishes, and various 
fancy suedes. 

Among the shoes that stand up in the 
line as striking novelties are these: 


Bronze Kid Oxfords 


Bronze kid oxfords and ties, the ties 
fastening with ribbons, in the Theo style, 
also some tongue and strap styles of 
bronze. 

Russian oxfords, six inches high, lacing 
through nine sets of eyelets, and having 
folded over collars on the tops. Three 


Booked 


different patterns are used. One of these 
oxfords is of patent leather all over. It 
has white eyelets, and may be laced with 
black or white laces. Also, it has a white 
collar and white trimmings. Other styles 
among these oxfords show combinations 
of black and gray and brown and beaver. 

Boots, of black kid, or calf, are sur- 
mounted by narrow collars, of contrasting 
colors. The boots themselves are of a 
plain lace pattern, and carry medium 
heels, of leather. The collars add the 
touch of style. 

Besides these striking novelties, there 
is a long line of shoes with which the 
trade is generally familiar. 


200 Active Novelty Styles 

For a guess, there are over 200 active 
novelty styles in the making in the fac- 
tory of Murphy, Gorman & Waterhouse. 
Besides, there are new samples for next 
spring and summer, And some orders are 
being booked for shoes for 1923. 

Orders are spread widely over the 
novelty lines. Many small lots of shoes 
are made to accommodate buyers who 
have particular and personal opinions as 
to the kind of shoe they can sell to ad- 
vantage in their territories. 

Murphy, Gorman & Waterhouse, by 
the way, succeeded to the noted firm of 
James Phelan & Son, who made shoes in 
Lynn for about 50 years, and made staple 
styles all the while. If one recollects the 
James Phelan staples, and compares 
them with the styles of Murphy, Gorman 
& Waterhouse of today, he can form some 
idea of the changes that have taken place 
in styles in women’s footwear, as made in 
Lynn and sold by merchants everywhere. 


A Strong Welt Shoe 


For a service shoe, with style and com- 
fort built into it, consider a new welt 
oxford, designed by Harry Thomas, of 
V. K. & A. H. Jones & Thomas. 

The upper is of Russia calf, either 
smooth finish or hand boarded, as the 
customer desires. 

The sole is of over weight, being selected 
from a man’s grade. The edge is wide, 
and is twin stitched with white cord 
thread. That is, there are two rows of 
stitching on the welt. The edge is set 
square. The heel is low, and of the 
flange style. It has a rubber top lift. 

The bottom is natural, showing the 
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HOWARD & FOSTER CO. 
Men’s and Women’s Welts 
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Where to Buy 


Men’s Shoes 














CRAIG -REED & EMERSON INC . | 


. BROCKTON MASS 
Boston Office: Room 214, United States Hotel 
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HENRY LILLY CO. 
88-90 Reade St. New York 


AUCTION TRADE SALES 
SHOES AND RUBBERS 


Every Wednesday and Friday 














Where to Buy 


Ballet Slippers 
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Hard Box 


Chicago 
WM. SUMNER SMITH CO. 











Ballet Slippers 
IN STOCK 


8-11, 1144-2 Wos. 
1236 Bik. Ballet 1.20 1.35 1.40 
1233 Wht. Ballet 1.45 1.55 1.65 


Chipman-Harwood Co. 


564 Atlantic Ave. Boston 











IN STOCK—OUR NEW 


i, SLIPPER 
, Endorsed by dancing mas- 





118 Phoenix Row 
Haverhill, Mass. 











grain of the leather, polished. Shoemaker 
claims that the grain adds to the wear 
of the sole, and, also, helps to keep out 
the cold and dampness. 


Welt Soles Made Flexible 


To show how flexible the bottoms of 
welt shoes ean be made, Mr. Sargent, of 
the Sargent Shoe Company picked a shoe 
from his racks the other day, and, placing 
one finger on the toe he flexed the sole. 
And the shoe sprung back smooth, on 
both sole and upper. Not a wrinkle was 
in it. 


Combination Oxfords 
Popular 


Bartlett, Somers Company are making 
a lot of combination oxfords, some pumps 
and afew boots. But the bulk of the 
October business of the firm is on com- 
bination oxfords. Most of these oxfords 
have heels 8-8 and 9-8 high. Since the 
first of the month there has been a large 
increase in the selection of low heels. 
Practically all of the low heels have rubber 
top lifts. 

Uppers of the shoes are of patent 
leather, black and brown calf in smooth 
and suede finishes, black and brown kid 
and beaver, beige and grey suede. They 
are used to get solid, as well as combina- 
tion color effects. 

A typical lace oxford, in the Bartlett, 
Somers Company line, has a patent vamp 
and black suede quarter. The tip is 
imitation stitched and is punched with a 
diamond design. A hooked foxing, of 
patent leather, is on the quarter. 

Another oxford shows a suede vamp 
and quarter, with a patent tip, saddle 
straps and hooked foxing. Brown suede 
shoes, of this sort, are trimmed with 
Russia calf, and black suede shoes are 
trimmed with patent leather. Tongue 
shoes also are in the line. 


Novelty Colored Bottoms 


Jelly-Delaney Company have in sample 
for 1923 some sport shoes with novelty 
bottoms, as well as novelty uppers. 
For instance, one sport shoe has a peri- 
winkle blue sole and top lift, a white welt, 
and an upper of white glazed calf, with 
periwinkle blue trimmings. One may say 
that the upper matches the sole, or the 
sole the upper, as one pleases. 

Also, there are similar shoes showing 
combinations of white and green, white 
and purple, white and red, in which the 
color tones of the bottoms correspond to 
the color tones of the tops. Even is there 
one shoe with a marbleized sole, the sole 
resembling a marble slab in its coloring. 

Besides these novelties, Jelly-Delaney 
Company has a sterling line of white, tan 
and black shoes for next spring and sum- 
mer. Incidentally, it is busy on welted 
oxfords and boots for the winter season. 





More Black Bottoms 


By the way, more Lynn shoes are 
finished with black bottoms than for 
many a day. The primary reason is the 
popularity of black shoes, like patent, 
suede and dull calf or kid shoes. A black 
shoe naturally calls for a black bottom. 

Also, there is an element of economy 
in the matter, for some of the new black 
bottoms are easily made, it being neces- 
sary just to apply a coat of blacking and 
polish the blacking on the wheel. It is 
not quite as easy as shining a pair of 
black shoes, but it is almost so. Being 
quick and easy, it is one of the small 
details that helps to secure quick produc- 
tion of shoes. 


Turns in Stock 


Nathan Dodge Shoe Company, of New- 
buryport, has a long line of ““The Correct 
Dodge” shoes in stock, all turns and all 
low cuts. The firm has made no boots in 
ten years. 

Among the stock shoes are the Puritan 
pump of patent leather, with a strap and 
a flaring tongue. The toe is of the dime 
style, and the heel is a Louis 14-8 high. 

A number of types of tongue pumps, 
of dull calf, suede calf satin and brocade 
also are in stock. So are wish-bone straps, 
and the variety of one- and two-strap 
pumps is more than can be told in a short 


paragraph. 


Gray Wood Heel Company 
In New Quarters 


The Gray Wood Heel Company have 
started production in the building at 48 
to 52 Mulberry Street, Lynn, Mass., 
after extensive alterations and improve- 
ments to adapt the space afforded by the 
five large floors to their requirements. 
The company has a capacity of 1000 
dozen pair of wood heels daily, and is 
said to operate the best appointed heel 
plant in the country. In its trained 
organization, mechanical aids to efli- 
ciency and systematic methods of handling 
business, the Gray Wood Heel Company 
is reported in a class by itself. The build- 
ing occupied by the company is most 
centrally located in Lynn, being only a 
few minutes walk from the terminals of 
the steam railroads and trolley lines 
which enter this busy shoemaking city. 
The general manager of the company, 
B. C. Gray has been long identified with 
the production of wood heels and is fully 
conversant with the requirements of the 
shoe manufacturer. In this new home, 
every part of wood heel manufacture will 
be undertaken including covering and 
finishing. A special department will be 
entirely devoted to the repair of shoes, 
the wood heels of which have gone bad. 
This will be for the benefit of both the 
shoe manufacturing and retail trade. The 
Gray Wood Heel Company’s product 
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are not large. Apparently they are going 
stronger in the higher grade stores than 
in the medium and low priced establish- 
ments. One Fifth Avenue merchant re- 
ports good sales on a plain vamp-welt 
soled, military-heel colonial, with a small 
tongue. The shoe is made of dull black 
calf. All suede, either in brown or black, 
also has been on call in some of the higher- 
grade stores. 

Plainer effects in both men’s and 
women’s shoes are in greater demand in 
the higher-class stores. This is believed 
to be a reaction against the elaborately 
decorated footwear of the past two 
seasons. In men’s shoes wing tips are 
difficult to move, according to some mer- 
chants, and in women’s footwear the 
elaborate underlays and other embellish- 
ments do not appeal as they formerly did. 


Demand Growing for Better Quality 


The demand for better quality shoes is 
growing more rapidly than many of the 
most optimistic along this line anticipated. 
In the Hanan stores for instance, accord- 
ing to John Laycock, Eastern manager, 
the Hanan shoes are moving better than 
the underpriced grades not made in the 
Hanan factories. The same thing has 
been found true in the Nettleton shops, 
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Martin F. Hilfinger, vice-president of the 
Nettleton organization said during his 
visit here last week. 

Some of the merchants who cut down 
on their quality when price was the para- 
mount issue, are beginning to re-establish 
it now. 


Regal’s Biggest Store Opened 


After extensive alterations the largest 
store in the Regal chain was reopened 
last week. The store is located at the 
corner of 125th Street and Seventh 
Avenue, in the heart of the Harlem shop- 
ping district. The re-altered store has 
three floors and the basement devoted to 
active selling. The men’s store is located 
on the first floor, the women’s on the 
second and the children’s on the third 
floor. The basement is reserved for the 
special sales department where discon- 
tinued lines of men’s and women’s shoes 
from the other 22 New York stores are 
put on sale at special prices. The store 
formerly occupied only the street floor of 
the building. Now the entire building is 
occupied by the Regal establishment, 
which was first instituted there about 21 
years ago. 





ATLANTA 


Shoe Sales Holding Up Well 


Wholesalers Report That Retail Merchants Are Buying 
Liberally But Not Far in Advance 


EPORTING for the sixth federal 

reserve district, which comprises 
the group of Southeastern States, the 
Federal Reserve Bank of Atlanta advises 
that shoe sales by wholesalers have been 
holding up very well regardless of un- 
favorable conditions created by the rail- 
road strike. The only difficulty ex- 
perienced has been in the problem of 
obtaining shipments by freight within a 
reasonable length of time, and many re- 
tail merchants have, as a result, been 
using express where merchandise was 
desired at an early date. Shoe shipments 
as a whole were in transit by freight during 
the progress of the strike from 30 to 50 
days, as compared with the usual eight or 
ten days required. 

The water route from New York and 
Boston into the Southeast by way of 
Savannah was extensively used during 
the strike, and prompt shipments were 
secured in this way. With the strike now 
settled, however, the freight situation is 
improving rapidly, and dealers are begin- 
ning to again use this means of transporta- 
tion. In another month the freight situa- 
tion will be about normal. 

Retail merchants are continuing to 
purchase liberally, the bank advises, 


basing its information on reports received 
from 12 of the larger shoe jobbers in 
Atlanta, Birmingham, Nashville, Knox- 
ville and other southeastern cities. There 
is, however, a tendency to be conservative, 
and while some advance buying is being 
done for next spring, it is mainly of staple 
lines due to the style and novelty un- 
certainty. 

The bank also reports that jobbers and 
shoe manufacturers advise collections to 
be greatly improved, and far better than 
they were at this time in 1921. In fact, 
about normal collections are now prevail- 
ing on current due accounts. Older ac- 
counts, however, still are slow. 

The outlook is for the best shoe busi- 
ness during the next three or four months 
that the industry has enjoyed in this 
section in three years. 


Colder Weather a Stimulus 


Much colder weather set in the early 
part of October and retail shoe business in 
Atlanta has improved considerably the 
past two weeks as a result. While there 
has been little or no change in the styles 
of footwear desired by women, save, per- 
haps, a very slight increase in high shoes, 
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men are now purchasing highs in far 
greater volume. The present ratio is 
about 3 to 2 in favor of highs, as compared 
with 3 to 1 in favor of lows a month ago. 
Dealers advise, however, that men’s low 
shoes are selling far better in Atlanta and 
the Southeast this year than they ever 
have before. Women are taking almost 
anything that has novelty with a strap 
effect, patents and satins being preferred, 
and these two running about even. Bet- 
ter grades of merchandise are in the most 
demand, and much higher prices prevail 
this year as a whole. 


Store Destroyed by Fire 


The store of the Eisman Clothing 
Company, Whitehall Street and the 
Viaduct, Atlanta, was destroyed by fire a 
few days ago, loss running well above 
$100,000. The store operated a large shoe 
department for men. The department 
store of the L. F. M. Company, also 
handling shoes, and next door to Eisman’s, 
was damaged several thousand dollars 
by the fire, which was the second within a 
week to visit that block. Both stores will 
be rebuilt at once and will reopen again 
as soon as possible. 


New Store Is Opened 


C. S. Maloof & Co. have established a 
new retail dry goods and shoe store in 
Atlanta at 26 West Mitchell Street. M. 
B. Horwitz, in the shoe business in Atlanta 
or several years, is manager of the shoe 
department. 


Factories on Full Time 


All of the Atlanta shoe factories are 
now operating on a full time basis and 
turning out shoes at the capacity of their 
production. With the strike settled the 
outlook is for the best volume of retail 
shoe business over the southeastern ter- 
ritory the next six months the section has 
experienced in years, and factories in 
Atlanta are receiving an influx of orders 
from retailers as a result. Considerable 
holiday merchandise is also being pur- 
chased and immediate delivery requested, 
showing that the dealers as a whole are 
looking for an unusually good Christmas 
trade. In fact, advance holiday orders to 
date have been very much better than 
they were up to this time in either 1920 or 
1921. ° 


To Celebrate Anniversary 


J. K. Orr, president of the J. K. Orr 
Shoe Company of Atlanta, operating one 
of the largest shoe factories in the South- 
cast, told members of the Kiwanis Club 
it Columbus, Ga., at a special meeting 
this month that he planned to come to 
that city next year and fittingly commem- 
orate the original organization of the Orr 
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Company. This concern was established 
at Columbus, Ga., just 49 years ago, and 
in 1923 will celebrate its 50th anniversary 
in the shoe manufacturing business. It 
was one of the first shoe factories to be 
established in the South. The factory 
moved to Atlanta from Columbus several 
years ago. 


Fair Brings Good Business 


The annual Southeastern Fair opened 
in Atlanta, October 12, and will run 
through 10 days to Saturday, October 21. 
Atlanta retail merchants are looking for 
an unusually good volume of business 
during the period, while many of the 
wholesalers and manufacturers are pre- 
paring to entertain visiting merchants 
who will come to the Atlanta market to 
combine business with pleasure while 
here. 


R. L. Johnson Made 
Manager 


The Atlanta store of the Endicott- 
Johnson Company is now under the 
management of Robert L. Johnson, who 
assumed his managerial duties early this 
month. He was formerly employed in the 
store as a shoe salesman. Before coming 
to Atlanta, Mr. Johnson was in the shoe 
business at Athens, Ga., under the firm 
name of the Johnson Shoe Company. 


To Increase Plant Capacity 


A. J. Linville, general manager of the 
Southern Footwear Manufacturing Com- 
pany of Salisbury, N. C., states that the 
company is preparing to install several 
thousand dollars worth of new machinery 
in the plant within the next few weeks. 
When this machinery is ready for opera- 
tion the capacity of the factory will be 
greatly increased as a result. 





Several New Stores Opened 
in Baltimore 


Recently a number of men’s stores have 
opened in Baltimore and others have re- 
arranged their places to some extent. 
The first two Henry Clay stores for Bal- 
timore were opened at 17 N. Howard 
Street and 11 N. Eutaw Street. The 
American Shoe Store, Harold Lippman, 
proprietor, opened an up-to-date shoe 
store at 3416 Eastern Avenue and L. 
Blondheim at 901 N. Gay Street. E. W. 
Zimmerman, 1329 W. Baltimore Street, 
has remodeled his store and installed new 
fixtures of the very latest style. M. Klein, 
2104 E. Monument Street and Morris 
Harris, 917 E. Baltimore Street have both 
renovated their stores and installed new 
fixtures placing their orders through a local 
finder. 
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Where to Buy 


Standard Shoe Materials 
































The One: 
Waterproof 
Leather That 
Takesand Re 
tains a Polish. 


Creese & Cook Co. $8 50"'" yest 


Tanneries at Danvereport 








COATED GEM DUCK 
ADHESIVE BACKING CLOTH 
R 
Dep Foot Wau” 
Sheet Rubber Soling 
B. La pra 


St. 
Formerly ssa Shoe Supply Co. 








Colored 
Chrome I 
Sides 


Beggs & Cobb, Inc., Boston, Mass. 























T. W. GODSOE, Pres. 
W. G. DONALD, Vice-Pres. 
. E. JONES, Treas. 
F. E. JONES co. 
coors MAT KID 


95 South Street, Boston 











H New England Wood Heel Co. 


Manufacturers of 
Wood Heels and 
Wood Heel 
Machinery 


93 Essex Street 
Haverhill . . Mass. 
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Where to Buy 


Engraving and Printing 
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CARTON LABELS, TAGS, 


SHOW CARDS, 
PRICE TICKETS, FOLDERS 











COLOR PRINTING DESIGNING 


CATALOGUES 


Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 
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ATLANTIC PRINTING CO. 


Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for 
the Boot and Shoe Trade 


201 South Street, Boston, Mass. 





Telephone Beach 4960-4961 


























Where to Buy 


Miscellaneous 
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Retail Shoe Sales Letters 
Five Copies, All Different, $3.00 
Check with Order 
Your Money Back if Not Satisfied 
F. S. ROOT COMPANY 
Sales Letters Specialists 
6 BEACON STREET BOSTON, MASS. 











Perfection Pneumatic 
Arch Cushion 
Designed te Prevent 
ELASTIC TIP COMPANY 5 
Boston, Mass., U.S. A. 
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BUFFALO 


Trade Is Brisk 


Colonials Popular with the Ladies—Satins and Patents 50-50 
—Bronze Is a Favorite 


YPICAL fall weather during the 

week of October 9, chilly atmosphere 
with two rainy days, gave an impetus to 
the autumn footwear sales and started a 
movement in the stocks of rubbers which 
had laid dormant during the three weeks 
drought which began in September and 
extended through the first week of this 
month. Practically all merchants, both 
downtown and in outlying sections, re- 
ported trade quite brisk. 

Colonials, as forecast, are proving the 
most popular type with the women 
shoppers, and satins and patents are 
dividing the patronage on practically 
50—50 basis. The bronze colored variety 
is gaining rapidly in popularity because 
of its particular adaptability to the long 
gowns now in vogue. 


Men’s Trade Active 


The men’s footwear trade has also 
taken a decided spurt in the past two 
weeks. With the air cleared of industrial 
disturbances, the public generally is show- 
ing an inclination to take the elastic off 
the bank roll. The men folks, who as a 
general rule buy shoes only when they 
have to, are investing some of their sur- 
plus cash in shoes of higher price and 
quality than they have worn since the 
inflated war period. Scotch grains in 
both black and tan are proving popular 
with the sterner sex and black shoes are 


enjoying a better trade than at any time 


this year. 


Manufacturers Are Busy 


Buffalo shoe manufacturers report a 
steady business has been enjoyed by them 
during the past season and that at present 
orders are well ahead of capacity. Buffalo- 
made shoes are largely of the medium- 
priced grade which has met the best 
demand through all the recent vicissitudes 
of the shoe business. 

Since the price of leather and shoes 
have begun to advance the merchants 
are ordering ahead with more freedom 
and the outlook in the factories is for a 
very busy fall and winter. At least fac- 
tories are buying leather and making 
production plans on the basis of that 
expectation. 


New Shoe Store 


Joseph E. V. Lundy and J. V. Soder- 
strom, who have conducted a tailoring 
establishment in Jamestown, N. Y., since 
1907, have purchased from Johnson and 
Philblad, the retail shoe business at 201 
E. Second Street, Jamestown. The store 


front is being remodeled by the new 
owners and alterations are being made 
in the interior of the store, as well. 

Victor Johnson, of the old firm, will 
remain with the new owners for a few 
months to acquaint them with the stock 
and patrons of the store. Carl Piblblad, 
the other member of the retiring firm, has 
accepted a position with a shoe house as 
traveling salesman. Lundy and Soder- 
strom will continue their tailoring busi- 
ness at 40 Main Street. 


Gold and Silver Brocades at 
Watters 


Evening slippers of gold and silver in a 
multitude of brocaded combinations will 
be displayed in the window of the Watters 
Boot Shop, Main and Mohawk Streets, 
during the first week of November. Their 
richness is expected to make an appeal to 
women who seek something out of the 
ordinary for evening wear and Manager 
Harry Colgrove believes their popularity 
will be instantaneous. They will retail at 
from $18 to $20 per pair. 


The Wizard lightfoot system of foot 
correction was demonstrated by an ex- 
pert in the Watters Boot Shop, during 
the week of October 16, proving a de- 
cided stimulus to business in this large 
downtown shoe store. 





Featuring $5 Shoes 


Warren, O., Oct. 3—The Economy 
Shoe Co. is having a men’s $5.00 shoe 
week. The windows are trimmed with 
shelves and pedestals, consisting of 137 
pairs of men’s shoes and each and every 
pair of shoes having a ticket reading $5.00. 
A large sign painted on the outside of the 
large plate glass reads: 

“Men’s $5.00 Shoe Week” 

Another sign reads: 

“Pick -’"Em Out $5.00” 

The big successes of the sale were the 
leather-lined shoes in black and brown 
kid leather, tan calfskin running second 
best. 7 

M. Gottessman, manager of the store 
has given Frank Mikolaizyk, advertising 
and display manager, the privilege of 
extending the sale for one more week. 
The store ran a 2-column, 8 inch ad in 
each of the local newspapers, and each 
night the liner columns were filled with 
liner adds reminding the men of the town 
of the Sale. 

The Economy Shoe Co. is five years old, 
and is doing a wonderful shoe business. 
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IN advance model, re- 
plete with new inter- 

pretations of style. Every 
curvature and construction 
line bespeaks the creative 
ability of MacLaughlin- 

Conway designers. 
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Black Satin Fluerette 
Colonial Pump. Patent 
Leather Inlay. 16/8 Louis 
Heel. 





ROM trim toe to well-pitched heel, the product of MacLaughlin- 
Conway is one of paramount style. Soles are levelled and set 
by experienced hands, heels are placed and attached by a special 


process. 


There can be but one result: High style footwear with a sales 
| appeal rendered the more powerful by the care exercised in course 


of manufacture. 











y MacLAUGHLIN-CONWAY SHOE CO. 

NZ) LYNN, MASS. 

WOMEN'S HIGH-GRADE NOVELTY FOOTWEAR 
BOSTON OFFICE, 183 ESSEX STREET 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 











STRAIGHT-LINE BUYING SAVES 
DOLLARS FOR YOU 


In Stock 


Liguor you cannot buy, but you 
can b r shoes and stimulat No. 604 
Stock No. 904—Women’s Patent Vamp, Bro- uy ou oe nd@ stimu e 


caded Quarter, Cross Strap, Solid Leather Ts 99 

Counter, High-Grade Sole, Imitation French your sales. There are two kicks ‘ - nse Geanee , : 

— re g1 Wood “Cuban Covered feel in every pair. They are business Mich Grade Satin, Sik Binding, Solid Leathe 
3 ; : , jrain Counte veather Sock arte 

Widths, BC. sine 244-8--"..-“Price, 8:50 builders and profit getters. Pre Copeoer opt haath: Teh ond Goprne 

Stock No. 900- Same as above in Full Louis Widths, Be C Sint oe-8. Sa oe $306 

Covered Heel. Widths, B—C. Sizes 244-8. $3.60 idths. izes 244 rice, 


Stock No. 903—Same as above in Junior Louis Samples nol returnable , mney No. = ePu boui Lee J aren 
Full Breasted Covered Heel. Wptioe'tss a2 T, 2% 10 d f 30 d Width aC Size 5 ouis, 7. sn15 
Sizes 244-8....... , ‘ ce,.$3. er aus—ne a s s 2) a 

; = y “ ys Stock No. 603— Black? seals Turn, One-Strap. 


Same as above. Full Louis Junior Covered 
36-Pair Cases Only Heel. Widths, B-C. Sizes 244—8. Price, $3.15 


No. 800 No. 703 


Stock Ne. 800 Potese isons Turn, ae Stock No. 703—Black Kid Turn, One-Strap, 
: rap, igh-Grade soon ~~ aus Fine Grain Kid, Solid Leather Counter, Silk 

ea ther Gr He ¢ ounter, Si : pat oo ag ie ock Binding, Leather Quarter and Sock Linin 

ne Ny _ er Lit et ‘ . OW : oS C. — : Junior Louis Covered Heel. Widths, BC. 
Covere eel. iat om $3.40 Stocks No. = Patent Leather Cross Strap, Sizes 244-8 Price, $3.25 

“7/2 . » Gee ull Louis Celluloid Covered Heel. Widths, 

Stock No. 803 Patent Chrome Turn, One- B-C. Sizes Tt S Weg: I. Price, $3.60 Stock No. 700—Black Kid Turn, One- Strap. 

ran. ss above. Tenior Louis Celluloid Same~as above. Full Louis Covered Heel. 
r ; He P “4 Widths, B—C. Sizes 244-8. $3.40 Stock No 813—Same as above with Junior Sizes: B-C. Sizes 2144-8 Price, $3.25 
ent Chrome, Turn, One- Louis Heel. Widths, B-C. Sizes 214-8. Stock No "704—Black Kid Turn, One-Strap, 
ubove. 12-8 Cellul id Cuban Price, $3.60 Same = above. Cuban Covered Heel. Sizes 
Vidths, B-C. Sizes 244-8. $3.30 B. C. 244-8. Price 
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INDIANAPOLIS 
(Continued from page 104) 


shoe business in the West for a number of 
years. 


Ben Becker, proprietor of the Ben 
Becker shoe store, 525 Wabash Avenue, 
Terre Haute, who has been confined to his 
home for a few weeks on account of illness, 
has recovered and has again taken up 
active management of the store. 


The Bonham shoe store, Ninth and 
Meridian Street, Anderson, was sold a few 
days ago to Otto H. Wagner, of Peru, who 
has moved to Anderson. Mr. Bonham, 
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who operated the store for the last eight 
years, has gone to Kokomo and will assist 
his son, James Bonham in the manage- 
ment of a shoe store he established there 
about two years ago. 


Patrons of the Turner shoe store at 
Brazil stop to set their watches or catch 
the time of day from a gigantic clock that 
stands to the right of the entrance. This 
enormous clock is one of the landmarks of 
the town and was bought by Lester Turner 
proprietor of the store, from one of the 
pioneer jewelers of the city. In former 
days, Mr. Turner set his watch by the old 
timepiece when he was going to the Brazil 
grade schools. 





COLUMBUS 


Weather Warm; Trade Is Off 


Most Merchants, However, Say Revival Will Come with 
First Cold Snap; Columbus Plants at Capacity 


HE usual excuse for the non-develop- 
ment of increased business is now 
heard on every side. “When we get the 
right kind of weather we are going to do 
an enormous business,” is the way the 
merchants express themselves. Others 
are looking forward to a revival of buy- 
ing just as soon as the weather makes it 
advisable, or necessary. 

The men’s trade is light. Oxfords are 
mostly in demand, although in some stores 
the sale is about fifty-fifty. Blacks are 
developing in some stores, perhaps because 
they are pushed more than in others. 

Browns are still strong, however, and 
appear to have the approval of most men. 
Merchants are putting forth their best 
efforts to have the customers purchase a 
tan and black pair, one high and the 
other low, at the same time, pointing out 
to the trade the advantage of wearing 
different pairs of shoes on succeeding 
days, thereby giving longer wear per pair. 

Strap Effects Still Strong 

The sale in women’s shoes progresses 
favorably, but not with the vim shoe 
merchants look for when the weather 
helps demand. The strap effects are still 
going strong, many satins and patents are 
being sold, but oxfords are forging to 
the front. For street wear they are the 
best sellers. 

One need only watch the factory girl 
going to her work, to realize that her fine 
clothes and high heel satin slippers are 
entirely out of keeping with her profes- 
sion. The majority of office girls wear 
neat tailored suits and oxfords. 

Women’s boots are conspicuous by 
their absence, only the Russian boots 
being displayed. The question now that 
is puzzling the merchant, is whether 
Russian boots will sell to the women 
who wears long skirts. 


Spats Should be Good 
Spats are a novelty line. “I believe 
they will be good sellers,’’ says one mer- 
chant, “as soon as there is any decent 
weather for them. They are a very sen- 
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sible style line and the younger women 
are merely waiting for a chance to come 
out with the newer novelties, such as the 
gaiter effect. I think they will sell more 
for their style, than their utility, as the 
women who wants utility will again 
wear the heavy hosiery, such as she wore 
last. winter.” 

Several of the merchants look for an- 
other good galosh season should we have 
any bad weather this winter. With the 
Co-Eds at the State University starting 
the galosh craze here several seasons ago, 
when oxfords were being worn by but 
few of the fair sex, what will happen, 
should this style again be in demand this 
winter when 99 per cent of the women 
are wearing low cuts? 


Traveling Men Out 


The Columbus Shoe Club headquarters 
is now deserted as all the traveling men 
are out on their territories praying for 
just a little bit of rain and chilly weather, 
to help the good cause along. All the 
local plants are running at capacity, and 
with just a little bit of bad weather to 
liven things up for the retail merchant, 
it is expected that immediate rush orders 
will again pour into all the local shoe 
manufacturers. 





DES MOINES 


Fall Business Shows Increase 


Best Feature Is the Revival of Men’s Trade—Black Oxfords 
the Popular Number 


HE general report of merchants 
throughout the city is that the sale 
of new fall shoes is more than 10 per cent 
greater than the same period of last year. 
The most noticeable feature during the 
last week has been the increase in the 
men’s business. Black is the strong color 
in both high and low shoes with oxfords 
still being in quite strong demand. The 
sale of men’s high shoes has not begun 
in volume as the weather hasn’t been of 
a nature to favor it. 

The women are buying a great many 
Colonial pumps for dress wear. Satins 
and patent numbers are also selling well. 
Black and two tone combinations were 
the colors that sold best this week. 


Orthopedist Opens New Shop 


At 307 Shops Building, Dr. S. H. Klein 
has opened his new office. The new shop 
has the latest equipment and is beautifully 
fitted up for the comfort of his patrons. 


Kinneys Announce Opening 

On Saturday, October 7, Kinneys Shoe 
Store moved into their new shop at 211 
7th Street. This location is the same as 
that which they formerly occupied before 


the News Arcade fire this spring, which 
destroyed their stock and compelled 
them to move a block East and there dis- 
pose of their merchandise, which had been 
damaged by smoke and water. 

The new store which is all fitted out 
with new fixtures of the latest type has 
been neatly decorated and will be one 
of the nicest in the city of its kind. It 
will have four departments composed of 
men, women and children’s divisions and 
a new hosiery department. 


New Manager for Arant 
Store 
Mr. Joseph Russell, formerly manager 


for the East Family Shoe Store, took the 
position this week of manager for the 


Arant Shoe Store. He is among the 
youngest of shoe store managers in the 
city. He started his career as a porter 
for the East Family Shoe Store in 1914 
and was promoted step by step, until he 
became the manager. It is with much 
satisfaction and pleasure that local shoe 
men look on the latest advancement of 
Joe Russell and all unite in wishing him 
continued success. 

The Arant Shoe Store which has been 
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SALTONSTALL SHOE CO. 


HAVERHILL 
MASSACHUSETTS 


REAL VALUES 


LN OC sme regent se 


REAL SERVICE a t-edge welt, Le aban heel, Win foot 


B700—Code “Elsie.” Patent | Strap rt i. top. Price 7 


edge welt, 14-8 LXV heel. Price oa me na a “— 
B701—Code “Bertha.” Fine Black Kid |! 02—Code “Velma,” Patent trap. Light- 
Strap. L ight- edge welt, 148 LXV heel edge welt, 14-8 Cuban heel, W ingfoot nae 
Price : $3.60 top. Pri $3.7 


ee Code | “Marie,” Fine Black Kid Oxford. 
Goodyear welt, light-edge 12-8 Cuban heel, B705—Code * le -® i ' om, ee 
mm t n 
B704—Code “Clover, Patent Colonial > pe. Wingsoct rubber top. Price =a heel, Woemer’ A - a “Price $4 35 


edge welt, 14-8 LXV heel. Price .... 





Illustration of this shoe was not ready 
at time of going to press 
To be shown later, 


B707—Code “Jean,” Van ke Brown Russia 
Calf Oxford. Goodyear welt. light-edge 12-8 
Cuban heel, Wingfoot rubber top. Price. $3.85 


SIZES AND WIDTHS 


AA4to8 A 3% to 8 
B3to8 C 2% to 8 


: 5% 10 
BS503—Code ‘Lily.’ Black Satin Colonial Terms 5% | Days, 27% 30 Days le “Ruby.” Black Satin i Stra 


B500—Cod 
— i washes tongue, 16-8 o inv ents SEND FOR LOOSE LEAF CATALOG Turn. Jet and steel beading, otened 


SPECIAL FEATURE: Light Edge Welts, feather weight, stylish and dainty as turns. 


Note: Our In-Stock Lines are made by Witherell & Dobbins Co., under special arrangement, 
insuring excellence of materials, high standard of workmanship and guaranteed fitting qualities. 
These desirable styles are In Stock, ready for delivery now. 





SALTONSTALL SHOE CO., 170 Washington St., HAVERHILL, MASS. 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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in its present location for over 15 years 
is now working on plans to enlarge its 
quarters. They have begun to close out 
their entire stock in order that they may 
buy fresh stock for the newer and larger 
store. The shop will be remodeled ‘and 
in order on the first of January. 
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The remodeled store will contain a 
larger childrens’ department as well as a 
large men’s and women’s departments. 
The hosiery department will be located 
at the new entrance of the store. It is 
the intention of Mr. Russell to standardize 
on three prices—$5, $6 and $7. 





DENVER 


Business in Denver Continues Good 


Denver Shoe Merchants Expect Good Business on Oxfords— 
Trade in General Showing Improvement 


OLORADO business is humming. 
Employment conditions are steadily 
and rapidly improving, record building 
programs are under way and Colorado 
industries are buzzing along at a prosperity 
clip, all of which will afford continued and 
added employment for several thousand 
workers according to a report just com- 
pleted by the Federal Bureau of Labor. 
Other points stressed are: biggest building 
programs in years; municipal improve- 
ments; $3,766,000 worth of highway con- 
struction employing approximately 2500 
workmen, crop harvesting which is using 
all available labor; increased activity in 
metal mining, and increased employment 
in railroad shops. 


Look for Big Sale of Oxfords 


Many oxfords will be seen again this 
winter, according to Denver shoe mer- 
chants. This vogue has apparently won 
lasting favor with almost every type of 
shoe wearer. Expensive models all the 
way down to the cheap priced lines are 
being displayed in Denver in company 
with their necessary partners, the wool 
socks of all weights. 


Colonial Pumps to be Worn 


Colonial pumps, featuring artistic 
buckles, are making an impression on 
shoe merchants and on their customers, 
and present indications are that this sort 
of shoe will hold sway in Denver during 
the fall and winter months. This is the 
word which Robert H. Johnston, head of 
the Johnston Shoe Company, Denver, 
brought back with him from a buying 
trip to New York City. Heels are going 
higher, too, Mr. Johnston says, and these 
are in keeping with the longer skirts. He 
further states that practically all of the 
dressy shoes are inclined toward French 
heels. 


Style Show Boosts Business 


The recent annual Fall Fashion Show 
held by Denver merchants served to en- 
liven business to a considerable extent. 
Shoe stores on Sixteenth Street were all 
dressed up for the occasion in autumn 


colorings and in the latest models in 
autumn footwear. These included the 
Johnston Shoe Company, where living 
models paraded in the store; the Broad- 
hurst-Young Shoe Company, the Weaver 
Shoe Company, the Fontius Shoe Store, 
the Carson Shoe Company, the Walk- 
Over Company and the Florsheim Shoe 
Company, the latter featuring special 
windows of men’s black and brown shoes. 
During the show, music was featured at 
the Fontius store. 


Brief News Notes 


The Joseph P. Dunn Shoe and Leather 
Company, this city, has moved from 
1725 Lawrence Street to larger quarters 
at 1825-31 Lawrence. The Dunn people 
do a wholesale shoe business. 

J. C. Schuster with the Hamilton 
Brown Shoe Company was a recent busi- 
ness visitor in Trinidad and other southern 
Colorado cities. 

The Michaelson store, this city, has 
been featuring a shoe sale of the Wolfman 
Brothers, Boston, stock. 


Denver shoe merchants continue to use 
much newspaper space in telling the 
people of Denver about their lines of 
footwear. These ads are followed up 
with attractive window displays and 
business is increased as a result. 





Hathorn Celebrates 55th 
Business Anniversary 
(Continued from page 115) 


long seen the need of this machine in the 
old days when many pairs were thrown 
by careless stock boys into one big box, 
with resultant mismating and returns; 
shoes were not placed in single cartons 
as is the rule nowadays. He therefore 
devised a machine which would tie shoes 
together in pairs, with a double knot in- 
side the shoes, the ends being cut off and 
the string being left inside. This machine 
had a big sale in the old days and was a 
great improvement over the old “horses” 
and the rope hanging from ceiling with a 
ring on one end and from which 10 to 24 
pairs of shoes were suspended. 
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In 1897 Becomes Interested in Rubber Heels 


In 1897, he bought the patent rights in 
the Pneumatic Cushion Rubber Heel and 
in 1900 commenced advertising in wom- 
en’s journals to create a demand for rub- 
ber heels attached to shoes in the factory. 

He is now treasurer of the Standard 
Shoe Tying Machine Company, the 
Pneumatic Cushion Rubber Heel Com- 
pany and the Suffolk Storage Warehouse 
Company with office at 19 Lincoln Street, 
Boston, and home in Brookline, Mass. 


The C. A. Goodnow Shoe 
Company Commences 
Business 


Boston—The C. A. Goodnow Shoe 
Company is a new firm of footwear dis- 
tributors centrally located in the whole- 
sale district at 596 Atlantic Avenue. 

The active officials in this new organiza- 
tion are men of long experience in the 
wholsaling of shoes and have a wide 
acquaintance with the retail merchants of 
the country. 

Charles A. Goodnow, president of the 
firm and merchandise manager, started 
to learn the shoe business as a stock boy 
with the old Batchelder & Lincoln firm on 
Federal Street. For the past 23 years he 





- was with Clark-Hutchinson Company and 


later with McElwain, Hutchinson & 
Winch and for many years was buyer of all 
lines of leather shoes. 

Edward S. McCloskey, in charge of 
sales, started his shoe career as a boy 
with Clark-Hutchinson Company and 
was with this firm 12 years, leaving to go 
with Gregory & Read Company and to 
operate their in-stock department. He 
then organized the Edward S. McCloskey 
Company which he recently discontinued 
to go with this new enterprise. 

Ralph B. Jones, in charge of credits, is a 
well-known credit man in the shoe trade, 
and was formerly with Morse & Rogers 
of New York City, leaving this firm to 
assist in organizing the McElwain- 
Columbus Company at Columbus, Ohio, 
and recently in charge of credits with 
McElwain, Hutchinson & Winch. 

Specialists on Certain Standard Makers 

This Company will specialize on certain 
standard makes of women’s and men’s 
shoes, and is now soliciting business with a 
corp of experienced and capable salesmen. 

They will especially emphasize fabric 
footwear in Goodyear welt and McKay 
construction and plan to carry a very 
complete in-stock line of this merchandise 
in canvas and satin. 

Men’s slippers are also featured in 
turns, stitch-downs and McKays. 

This concern will also handle and will 
be New England agents for the product of 
the J. F. McElwain Company, which will 
consist of a complete and up-to-the- 
minute line of men’s medium-priced 
Goodyear welt shoes. 
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== Whilnan 


* High Grade Shoe &) 


READY TO SHIP 


A snappy selling up-to-date oxford; built 


Mock No. B45 {8 =. 2:3 


red-hot seller— 


“Theda” Last 


Perforated Cap, Vamp, and lace stay, 
Tan kid lining, 6 Midget éyelets, !3-8 
inch heel; Sizes AAA 5-8, AA 414-8, 
A 4-8, B, C and D 3-8. 


Same oxford in Tan Kid No. B-416. 














neal 


SEND FOR A SAMPLE PAIR 


READY TO SHIP 


A stylish up-to-date Oxford; built 
S t Oo C k N Oo B - 4 1 0 of “Barnet’s Russia Calf,’’ No. 18 
© Shade—on a last that is unques- 


tionably a real fitter. 


“Vassar” Last 


Perforated Cap, Vamp, Lace and 
Top; Tan Kid Lining; Invisible 
Eyelets; 10-8 inch heel. 


Sizes: AA, 442-8; A, +8; B, C 
and D, 3-8 


SEND FOR A SAMPLE PAIR 


WHITMAN & KEITH COMPANY 


BROCKTON (Campello Station) MASS. 
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How Hosiery Is 


BOOT AND SHOE RECORDER 


Merchandised in 


Springfield, Mass. 


cAmid Keen (ompetition, Shoe Stores Make Good Profits on a 
High-Grade and Styleful (ustomer Service 


By HELEN M. HANEY 


great trading center— for some 600,000 in all 

—150,000 of whom constitute the city proper 
and some 450,000 from a big radius of outlying dis- 
tricts, even as far away as Palmer, Greenfield, and 
Northampton. 

The Recorder woman, hearing of the fame of 
Springfield as it relates to hosiery-selling, recently 
visited a group of leading shoe stores of the Bay 
State’s big western city for the specific purpose of 
“seeing how they do things” hosiery-wise. 


G sree trading MASSACHUSETTS, is a 


Introduced Hosiery in 1912 


The eldest store of the community was first sur- 
veyed. This is the attractive. establishment of 
Morse & Haynes Company, founded about 1870. 
After greetings to Frank R. Morse, son of the 
founder of this establishment, Eugene B. Ward, 
the “Company” and store manager, and James 
O’Donnell, one of the store’s very efficient sales- 
men, the hosiery department was visited. This 
department has a frontage of about eighteen feet, 
with a “second story” for stock. This “second 
Story” is in balcony effect, and is reached by a little 
Staircase which makes a very pleasing and practical 
effect. The eighteen feet of this department were 
“loaned” from the total length of the store, which 
measures 125 feet. The store has a twenty-foot 
front and twenty-five feet in the back are occupied 
by a repair shop. Two big windows display both 


men’s and women’s hosiery. 


Clever Woman Buyer Increases Trade 


The hosiery department made its appearance at 
Morse & Haynes about 1912 and an expert hosiery 
woman was put in charge as manager and buyer. 
This young woman received her training in hosiery 
in the big department store of Albert Steiger Com- 
pany’s just across the way. After two years of ho- 
siery merchandising at this store, she decided to 
cast her lot with that of a Morse & Haynes shoe 
salesman and changed her position from hosiery 
merchandiser to housekeeper. The next hosiery wo- 
man also came from Albert Steiger’s — this was 
Miss King who bought and sold hosiery for Morse 
& Haynes for eight years and then left to live w:th 
her sister in New York. The young woman now in 


charge, Miss M. M. Conlin, was assistant hosiery 
buyer at Albert Steiger’s for many years and came 
here last February. She is a Springfield girl, has 
always lived here, is well known, and much liked by 
the town’s folks. Miss Conlin does the buying and 
has full charge of the department. 


Hosiery for the Whole Family 


The principal idea of the hosiery department at 
this store is added service to the customer — or the 
right stocking for the right shoe — whether it be 
mother, father, big sister, or little sister or brother. 
The wants of the entire family are supplied from 
the hosiery department, both as to weight and 
kind and color, the latter being a most important 
consideration. This department, although sur- 
rounded by department stores which carry hosiery, 
and with Winchester’s big store windows contain- 
ing a most attractive display of clocked wool sport 
hose alongside, nevertheless does a fine stocking 
business amounting to about 7% per cent of the 
entire store’s volume. 

This department carries high-grade stockings. 
The price range is as follows: in women’s hosiery, 
$1.00 to $6.00; in men’s, $0.39 up to $2.50; in chil- 
dren’s, $0.50 up to $2.20. The best hosiery seller for 
women is the $2.50 quality in a plain black silk 
with a lisle top. As to colors, these are popular in 
otters, browns, and grays; of the latter shade, the 
best seller has been platinum. Lace clocks are sold 
here and there, but their best selling time will be at 
the Holiday Christmas season. 


“Wools Will Sell Well” 


Miss Conlin had a very clever display of heavy 
Australian wool ribbed sport hose in the window. 
They were arrayed on a display form, and the 
“line-up” was as follows: otter, with black silk 
clox; orchid, with orchid silk clox; black, with 
white silk clox; a gray and blue mixture with blue 
silk clox; a sand and brown mixture, with brown 
silk clox. A ribbed silk stocking in the new shade 
of lark was displayed at one side of the women’s 
window. 

In the men’s shoe window, there was a group of 
mottled grays, a black, and a navy blue. Miss Con- 

(Continued on page 157) 
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Stock No. 123 $6.00 
Black Kid “REST CURE” Boot 
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One of 50 Styles Ready for Immediate Shipment 


Williams, Clark and Company 


LYNN, MASS: 
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rawtord Sloe=—=—== 


BRANDED OR UNBRANDED 



















MEN’S STYLISH 
WELTS 


IN STOCK 
STYLES 





No. B-538—Men’s Patent Colt Dress and Dancing Oxford, Light No. B-888— Men's Square & Foued Oxford. 


Weight Construction, with flexible Sole, Imitation Turn ~ are - 
Edge, Hollow Heel, Peg Top Piece, Short End Box, Brogue Last. Carl Schmidt's Cherry Red Eric Grain 
Winsor Last. Widths A to D. Code—‘Crystal.” © Calf. 6 Rows Sti Throughout. 
Heavy Single Sole. year Wingfoot 
> et ry = shore a ' Dull a SS mo $5 00 Heel. Widths A to D. Code “Dare.” . 
Vi . idths to le— _ 
“Comet.” — e No. B-898—As No. 888, only in 
Black Boarded. Widths A two D. ™ 
Code “Doggy.” 


Every wearer of Crawford shoes knows that they give Satisfaction. No expense 
is spared to have lasts and patterns of the very latest designs. The quality of 
materials used in their construction is of the BEST, combined with the 
unexcelled workmanship of the New England shoemaker, who leads the world. 










; No. 852—Men’s Oxford. “Darby” , 
No. B-939—Men’'s Genuine Tan Scotch Last. Gallun’s No. 3 Norwegian 


Grain Oxford, 71 le Sole, Braeburn $6 00 Vamp and Top. Center perforation 
Last. WidthsA toD. Code—“Scottie.” e in tip. Heavy single sole. Good- 
ear Wingfoot $5 75 

7 


Send for copy of our latest IN STOCK Style Book 


CHARLES A. EATON COMPANY 


“The Sterling Shoemakers of New England”’ 


BROCKTON, MASS. 


BOSTON—207 Essex Street NEW YORK—127 Duane Street ATLANTA—226 Peachtree Areade 


eel. Code “Da 
per.”” Widths A- 
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The Shoe for the 
AMERICAN GENTLEMAN 


In Town or Country 


The C ertified Shoe 









No. R 851— 
In Stock 
Harvard Last, P & V Velour 
Calf, 13 Edge Sole, Rubber 


No. R 850 
Same as No. R 851, except in 
Rueping’ s Brown Seminole 
becsusecsucesee . 85.50 


No. R 852— 
In Stock 
Harvard Last, Carl Schmidt's 
Tan Eric, 13 Edge Sole » ie 

BOGE. cc ccccctocececcoes $5.50 
No. R 853 
SameYas No. R852, except 
Black Eric............++. $5.50 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies t¢ advertisements. 











Measured by every standard of 
style correctness, fcot comfort, 
and shape-retaining qualities, 
the Certified Shoe is a gentle- 
man’s shoe. It is the choice of 
men of refinement in thousands 
of communities, large and small, 
throughout North America. 


The Certified Shoe is strictly 
hand-lasted throughout — the 
upper leathers are the finest selec- 
tions of the most dependable 
tannages—all outsoles of A-Fine 
oak grain leather. The product 
of master shoe builders who 
have been at it over thirty years. 





No. R 846—In Stock 
Yale Last, Carl Schmidt 
Black Eric Grain Leather, 14 
Edge Sole, Rubber Heel, Green 
Rope Stitch Ee ae $5.50 
No. R 847 


Same as No. R 846 except Tan 
SA sececsssceesseset $5.50 


WRITE 
FOR IN-STOCK 
CATALOG R 


STONEFIELD-EVANS 
SHOE COMPANY 


ROCKFORD - - - 
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No. 6011—In Stock, Black Kid Arch No. 6005—In Stock, Black Kid Arch 


Relie 


Rubber Heel. Combination Last No. Rubber Heel. Combination Last No. 


| ETRE $4.50 FOOT COMFORT Seas DONS bineecuwevweesead $4.50 
No. 6010—Same as above, Brown Kid. _ No. 6004—Same as above, Brows 5s 
$5.35 Pri 


118. 
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SPECIALIZING 


f Oxford, Goodyear Welt, 12/8 in Relief Oxfo rd, Goodyear Welt, 13/8 


with 


ARCH RELIEF SHOES 


“Comfort in Beautiful Footwear” 
IS PROFITABLE 





—and profit is what you want in your business. 


The housewives and mothers of your city will be quick to appreciate your interest 
in their foot-comfort—they will welcome the relief from the strains and troubles 
with their feet. 


RILEY’S ARCH RELIEF shoes provide ample ball and toe room‘for the foot, 
supporting it where it needs support with glovelike fitting, distributing the strain 
and throwing the weight on the foot as nature intended it should,be. 


To have given this sort of foot comfort to the housewives in your community is a 
real service indeed—one that returns a hundred times in*’patronage and profit. 


Styles illustrated are carried in stock at all times—ready to ship. 


The RILEY SHOE MFG. CO 


COLUMBUS, OHIO 
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No. 611 


Men’s Black Kid , ; 
English Blucher. Phlexopedic oxford—as illus- A, B, 414-8 “PROM” | 
Phlexopedic “KENMORE” trated, Stock No. 3—in addi- C, D, 344-8 | 





B, C, D, 6-11 





request. 
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SHOE 


We have received so many 
requests from our customers 
that we have decided also to 
feature a ladies’ Black Kid 


tion to our men’s Black Kid 
Blucher—Stock No. 611. Sam- 
ple pairs of both styles on 


In Stock Now 


We shall be very glad to quote 
prices and delivery on Phlexo- 
pedics made to order, men’s 
and women’s styles in kid, 
kangaroo or calf. 


PACKARD COMPANY 


BROCKTON, MASSACHUSETTS 





BOUDOIRS THAT 
BEAT THE WORLD 


MORE SNAP. 
BETTER 
WORKMANSHIP. 
FINE MATERIALS. 


LOWEST PRICES 
POSSIBLE FOR TRUE 
QUALITY SHOES. 










IN STOCK 


ASK FOR 
SAMPLES 


A. W. GREELEY 


49 Washington Street, Haverhill, Mass. 
Branch Factory, Newton, N.H. 


Black—-Red— Havana 
Brown — Blue — Pink 











BLOODED-STOCK 


If you were buying a horse and he was just a horse you would have to 
take for granted the things the owner said, and then wait for experience 
to show if he had spoken the truth. 


But if you bought a horse of blooded-stock that had a pedigree, you 
would not need to take the man’s word for it. The pedigree would 
show his ancestry and race and give you an idea of the animal's capacity 
for speed and endurance. 

It’s the same in buying advertising space. Some publications sell 
“just a horse” and you have to take their circulation statement with a 
pinch of salt. 

The Boot & Shoe Recorder is blooded-stock. An 


A B C atatement is the pedigree that tells you 
what to expect in the way of speed and endurance 
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Phlexopedic 





Kistler, Lesh & Co., Inc. 


. COMMISSION 
LEATHER MERCHANTS 
FINE OAK SOLE LEATHER 
BELTING BUTTS 


BOSTON, MASS. 


332 Summer St. 

















APPROVED BY 
MEDICAL 


Asa support for the ankles of | 
and es a fully venti- 

i a - 
Developer is . Well-known 
. Make your stock of | 
VENTILATION children's shoes | 


PATENTE® 
reskton #138 
for immediate action. 
BURKLEY 
SHOE CO. | 
1156 No. Maim St. | 
Brockten, Mass. | 
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(Continued from page 151) 


lin Stated that she is firmly convinced that wools 
are going to be very good; that women like the 
comfort of them, especially the soft wools. The dis- 
play in the window she said was principally to 
attract the attention of the misses’ trade and that 
of the college girls, who come down from the near- 
by college towns to invest in their hosiery ward- 
robes. 
Color Study Important 

“Color is getting to be a big item in hosiery mer- 
chandising. A good rule,” said Miss Conlin, who is 
a keen student on the situation, “is to base your 
Stock calculations as to prevailing shades in gowns. 

The Recorderwoman ascertained that Miss Con- 
lin reads the leading fashion magazines and shoe 
trade journals; attends all the style shows possible, 
and believes in the right hosiery for the occasion. 
She uses her powers of observation to good advan- 
tage; for instance, the past summer she studied the 
plumage of the birds with reference to hosiery 
shades and found that the new shade of lark 
matches exactly the feathered breast of the noted 
songbird whose name it bears. 


“Business Women Want Short Skirts” 

She believes in hosiery to harmonize with shoes 
and costume and the right shoes for the right occa- 
sion; it is her positive belief that short and medium 
length skirts have come to stay, especially with the 
business woman, and with these skirts must be 
worn the all-wool sport hose, especially for the cool, 
crisp days of fall and winter. 


d Complete Stock Carried 

One of the interesting features of this department 
is the very complete stock carried for the trade of 
all ages which patronize the store. The day on 
which the Recorder woman called, a woman of 
eighty-three had stepped in to buy a pair of low 
shoes and wanted a pair of stockings which would 
be appropriate— and mother often runs in to 
match baby’s moccasin or soft soles. 

This store advertises hosiery in connection with 
its shoes and is set full Steam ahead for a bigger and 
better business with each succeeding year. 


Hosiery Well Displayed at Walk-Over’s 

The next call was made at Schwauker’s Walk- 
Over Shop, which stands forth prominently and 
distinctively because of its “cathedral-shaped”’ 
front. On the leaded glass over the door the Walk- 
Over trade-mark appears, while the word ““Walk- 
Over,” in huge red letters, forms an arc over the 
entrance. 

Here especial attention is given to display, ho- 
siery included. No matter where one goes in this 
store, his attention is attracted to the fact that ho- 
siery is sold; for instance, on either side of the store 
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are two long wall cases in panel effect, with long 
mirrors at oblique angles on either side,and in the 
case itself, on glass shelves, are shoes andr hosiery 
A neat card on each one of the paneled wall-cases 
reads, “Don’t forget that we carry a full line of silk 
and wool hosiery for men and women.” 


Big Windows Attractively Trimmed 


Hosiery is also well displayed in the big windows 
of the store, of which there are practically four, in- 
cluding the one in the vestibule. All together, there 
are about fifty-five feet of window display in 
which little screens covered in canary-colored or 
delft blue plush, throw into charming relief the at- 
tractive styles in Colonials and straps, and silk and 
wool hosiery in the latest shades. The display-case 
in the vestibule was dressed up to match the foliage 
of the Berkshires, with gay festoons of maple leaves 
in gleaming garnets and golden hues. 


A Nine-Foot Wall-Case 


The Walk-Over Hosiery Department occupies 
fifteen feet of the one hundred and fifty feet store 
length. The stock is displayed in the two floor cases 
in layers of four or five, giving the effect of a very 
large Stock. On the wall above and back of the floor 
cases is a long display-case, nine feet long by two 
and one-half feet deep. This case has a fringed val- 
ance in soft gray; little Walk-Over plaques hang on 
the wall, and on forms covered with gray cloth, 
rest Strap-shoes, with a pair of stockings beside 


each shoe. 
A Customer Convenience 


Mrs. Bolt is the manager of this department, 
while Mr. Schwauker does the buying, attends to 
the display and to the advertising. Mr. Schwauker 
is enthusiastic over the department, as he states 
that his trade finds it a great convenience in select- 
ing the correct hosiery to accompany the shoes 
bought at his store; there is no rent problem and 
a bit of space is profitably used by an attractive 
feature. The hosiery business here amounts to a 
little less than 10 per cent of the store’s business. 
All high-grade goods are carried, with $2.10 to 
$2.95 the best selling prices in women’s and these 
in a full-fashioned black silk hose with lisle top. 
Occasionally the price of the hosiery is stated in 
the window — sometimes special sales are run, but 
these are not advertised. Approximately 3% per 
cent of the expense budget is used to advertise 
hosiery. And Mr. Schwauker states that this 
department’s business is increasing all the time. 


“Hosiery a Big Game” 


At the Albert Steiger Company’s department 
Store, with its exclusive shoe shop, T. E. Mulvey, 
shoe department manager, displays the better 
grades of the store’s hosiery department in his 


l 
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cases and windows. Mr. Mulvey regards hosiery as 
one of the pillars of the retail shoe store. He stated 
that he believes that the hosiery end is more neces- 
sary to the shoe end than shoes are to the hosiery 
department, for if a woman cannot match her 
shoes to the new shade of liosiery which she wishes, 
she will return the shoes. He feels that the con- 
sumer must be continually informed of the fact a 
shoe store has hosiery and the retail shoe merchant 
must tell the consumer what is correct in hosiery to 
accompany the shoes worn; he believes that there 
must be concentration when it comes to the hosiery 
department; this is a big game in itself and there 
should be one or two hosiery women at the counter 
all the time, whose business it is to sell hosiery 
only; the shoe salesman should send his customer 
to the hosiery department, or come himself with 
the customer, but he should not try to sell hosiery 
and shoes; each specialist should look out for his 
own specialty. 


Steiger’s Believe in Advertising 


The hosiery buyer at this store is George Dillon, 
who links up his department well with that of Mr. 
Mulvey’s. He stated that very frequently the ad- 
vertisements of two departments are combined. 
Mr. Dillon is a firm believer in advertising and 
Stated that his department had sold more hosiery 
at no reduction whatever in prices, simply because 
it had told the public about its merchandise. 
He feels that an expert must always be on the job 
in the hosiery department — in‘ other words, one 
who knows how to buy as well as how to sell. 

At this store, it was reported that there had been 
a tremendous trade on the full-fashioned plain 
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black silk pure dye stocking, with mercerized top; 
a side lace clock had also been a good seller. 

J. F. Shea, of this Store, in charge of the men’s 
high-grade clothing department, has on display a 
few pair of men’s high-grade hosiery to inform the 
men folks, who may not have noticed the hosiery 
display in the windows, that hosiery is carried in 
this store. Mr. Shea believes that his shoe sales de- 
pend to a large extent upon being able to get the 
right hosiery to harmonize or match. 


Women Buy 80 Per Cent of Men’s Sox 


The bulk of the men’s hosiery is sold in a section 
of the department containing the women’s goods, 
for Mr. Shea stated that 50 to 60 per cent of men’s 
hosiery is bought by women, and, in fact, that this 
applies to almost everything in his department, 
excepting shoes, hats, and coats — and even in the 
latter case, a man likes to have his wife along with 
him. 

Mr. Schwauker, of the Walk-Over shop, went 
even a step further as to men’s hosiery purchases 
by women and stated that 80 per cent of men’s ho- 
siery in his shop was purchased by the fair sex. 

Although hosiery competition is very keen in 
Springfield, on account of the fact that so many de- 
partment stores carry hosiery and there are, in ad- 
dition, many independent hosiery shops, yet the 
shoe stores are filling an important function that 
would otherwise be sadly neglected — namely, a 
high-grade and styleful service to customers who 
want the right hosiery to,accompany the latest in 
shoe equipment. And, incidentally, they are mak- 
ing a good profit commensurate with the effort 
expended. 











Changes in Business 


Current Events in Failures, Sus- 
pensions and Activities in the 
Shoe and Leather Trade 
FAILURES 


Boston—Boston Mail Order House, Inc. (1020 


Washington St.), shoes, reported petitioned 
into bankruptcy. 
Lynn, Mass.—William Finger, shoes, reported 
petitioned into bankruptcy. 

Bridgeport, Conn.—J. H. Small Shoe Company 
wholesale and retail shoes, reported petitioned 
into bankruptcy. 


Ocilla, Ga.—The Paulk Company, shoes, etc. 
tony petitioned into bankruptcy. Reported 
offering to compromise at 25 per cent. 


Social Circle, Ga.—M. nox, shoes, etc., re- 
ported petitioned into bankruptcy. 

South Bend, Ind.—H. C. Fedder, shoes, reported 
were prepared to make the following proposition : 
On October 15 to pay 15 per cent using funds in 
hands of Trustee and making up balance by 
money borrowed from his relatives. December 
15 will pay additional 20 per cent; February 1, 
1923, will pay 10 per cent; April 1, 1923 will pay 
15 ~~ cent. When 60 per cent has been paid in 
cash, the trusteeship will be dissolved and Fedder 
will then execute note for 40 per cent, payable in 
one year from April 1, 1923 without interest. 
Until the 60 per cent is paid the trustee will 
have charge of the business and should there be 


a default in any payment as above outlined, the 
trustee shall have the right to liquidate the 
business. Fedder has assurance from his relatives 


that on each payment day as above outlined, if 
\ here is not sufficient funds in the hands of the 


trustee, that the amount will be made up so the 
per cent. as outlined will be paid. 

Harper, Kas.—Harper Shoe Company (P. D 

eed), shoes, reported petition into bank- 
ruptcy. 

Fredonia, Ky.—C. B. Loyd, shoes, reported offer- 
ing to compromise at 50 per cent. 

Mt. Pleasant, Mich.—F. B. McCann, shoes, re- 
ported offering to compromise at 25 per cent. 
Manchester, N. H.—Park Shoe Company, shoes, 
reported petitioned into bankruptcy. Liabilities 

$1320; assets, $214. 

New York City—Last Right Shoe Company, shoe 
manufacturers, reported petitioned into bank- 
ruptcy. 

Rubin Lauer & Son (933 E. 163rd St), shoe 
manufacturers, reported meeting of creditors 
called. 
G. Sewitch (14 E. 116th St), shoes, reported 
petitioned into bankruptcy. 
Harlem Shoe Company, Inc., shoes, reported 
calling meeting of creditors. 

Brooklyn, N. Y.—Unexcelled Shoe Mfg. Company 
Inc., shoe manufacturers, reported meeting of 
creditors called. 

Hamlet, N. C.—Benton & Griffin, shoes, etc., re- 
ported in bankrupte y. 

Cleveland, Ohio—Isaac Kaplan, shoes, reported 
petitioned into bemprepte b 

Oklahoma City, Okla.—Oscar Hankins, shoes 
reported petitioned into bankruptcy. 

——" 8. Cc af > nes shoes, etc., re- 
portec petition into bankruptcy. 

Simpsonville, S$. C.—T. L. Benson & Co., shoe 
etc., reported petitioned into bankruptcy. Re- 
ported imine to com ise at 30 per cent. 

Memphis, Tenn. ny osen (Guarantee Shoe 
Store), shoes, reported petitioned into bank- 


ruptcy. 

Nashville, Tenn.—George B. Farrar Company, 
shoes, etc., reported trustee elected. Liabilities 
said between $30,000 and $35,000; assets, said 
stock $6,600; book accounts, $1,700, fixtures 

2,500 


St. bn guna Ont.—H. Devor, shoes, reported 
assign 

Richfield, Utah—Henderson Shoe Store, 
re ported i in bankruptcy. 

Montreal, P. Q.—The Arch-Support & Insole, 
Ltd., manufacturers of footwear appliances, re- 
ported assigned. 

Liverpool, N. S.—N. 8S. Wetmore & Sons, shoes, 
etc., reported assigned. 


shoes, 


CHANGES 


Chelsea, Mass.—Millar & Wolfer, shoe manufac- 
turers, dissolved partnership; Paul C. Wolfer 
retires. 

Broadway Leather Co., leather findings, name 
changed to Broadway Shoe and Leather Co. 
Haverhill, Mass.—Eustace Shoe Co., Inc., shoe 
manufacturers, incorporated with authorized 

capital of $15,000. 
kwood-Goss Co., shoe aqeaietee, & in- 
corporated with authorized capital of $100,000 

American Wood Heel Co., heel manufacturers, 
incorporated with authorized capital of $10,000. 

Globe Leather Scrap Co., leather, Harry M 
Jacobs retires. 

Hayman Shoe Co., Inc., shoe manufacturers, 
incorporated with authorized capital of $15,000. 
Dalrymple Pulsifer Company, aes > bow manu- 
facturers, G. Herman Pulsifer retires. 

Holliston, Mess. —Berkshire Moccasin Company, 
moccasin manufacturers, incorporated. 

Lynn, Mass.—American Shoe Company, shoe 
manufacturers, Simon Landau, Treasurer, retires. 

Malden, Mass.—Ideal Shoe Store (Aronson, Good- 
man & Blass), (61 Pleasant St.). Sumner Aron- 
son retires. 

Peabody, Mass.—Littlefield-Segal Leather Co., in- 
corporated with authorized capital of $20,000. 

Amesbury, Mass.—Colonial Counter Co., counter 
manufacturers, pompves to Beverly. 

Pistorino & Co., I nc., shoes, etc., incorporated 
with authorized capital of $5,000. 
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MISCELLANEOUS 


MISCELLANEOUS 


MISCELLANEOUS 








LE oan eT TABLES | 


DisPLay avo SELL MORE GOODS| 
Five Year tron Glad Guarantee <-”  Speeial Price by Mat 
ows’ _ ELECTRIC WINDOW SALESMAN CO. "==" 








SHOE STORE {j™ 
CHAIRS 
SETTEES 








The OSCAR ONKEN CO. 
1181 4th St. CINCINNATI, OHIO 




















Neatest, strongest, lightest and most 
convenient fitting stool on the market. 


Finished Golden Oak or 
Mahogany. 


Petes. oc ccccocces $3.50 each. 


Carried in stock by all wholesale shoe and 
findings houses. +f your jobber cannot 
supply you, order direct 
MILBRADT MFG. COMPANY 
2416 N. 10th St. St. Louis, Mo. 


For thirty-five years manufacturers of 
Milbradt Rolling Step Ladders. 


from us. 











BINDS aswell as SUPPORTS 
The Front Arch 


The common sense principle of 
binding and supporting appeals to 
the Foot Sufferer. 

IT SELLS ITSELF 


Above Trade-Mark is a facsimile of de- 
monstration device we furnish you. You 
will be enthusiastic about it, too, when you 
see customers are attracted. Write 
for particulars. 


C. R. ACFIELD, Dept. K. B. 1328 Broadway, 


l New York City 








FIXTURES 


Shown in Catalog G. F. 


Wood Fixtures 


Catalog No. 14 


Artificial Flowers 


Catalog No. 19 


I'f 


Window Valances 


Es In Stock—Ask for Samples 





Samples Sent 


The Hecht Fixture Co. 
Medinah Bldg. Wells and Jackson 


NEW YORK SHOW ROOM 
70 West 36th Street 
Just East of Broadway 














FAMOUS GLASS 


KARZ Window Rugs and Plush 


Chicago — 








Metal Shoe Fitting Stools 


and Floor 
Mirrors 






No. 141 
Wri for THE CHICAGO 
and 


Prices WIRE CHAIR CO. 


621 N. La Salle Street 
Chicago, Ill. . 





The Most Popular 
Size Stick 


“VARNUM’ 


Trade Mark 








Made in Three Styles, 
No. 1, 2, 3 


With Standard Measures, 
English, French, 
American 


Price No. 3 
$1.50 Each 


“Varnum”’ Size Sticks 
are made of Extra 
Quality Maple Wood, 
with Nickel Plated 
Trimmings. Makes an attrac- 
tive fixture for the store, also 
along wearing and useful one 
as well. 


Write Us Direct if Your Dealer 
Cannot Supply You 


Frank W. Whitcher Co. 


Manufacturers 


‘BOSTON, MASS. 
BRANCH, CHICAGO, ILL 






thE RRM elichithivk Sere 




















Milbradt Rolling 
Step Ladders 


2416 No. 10th St. 
ST. LOUIS, MO. 








Every Shoe Store Needs 
a pair of 
**MIANCHESTER”’ 
(Trade Mark Reg. U. S. Pat. Off.) 
CURVED JAW CUTTING 


NIPPERS 
The only nipper 
made which is just 


the right shape to cut 
out tacks on the in- 
side of shoes. 


“Manchester” 
Trade Mark Reg. U. 8. 
Pat. Off. 


nippers are made of 
high-grade tool steel, 
aisha | plated with a 
curved jaw that en- 
ables you to cut the 
tacks close to the in- 
sole. 

Be sure and specify 

enuine 
“MANCHESTER” 
curved jaw when or- 
dering. 

Write us direct if 
your dealer cannot 
supply you. 

Price, $4.00 


Frank W. Whitcher Co. 
Patentees and Manufacturers 


i Branch 
Boston, Mass. 161 W. Lake St. 
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issue: 
Space 
l in...... .$5.00 
=e ft 
=e * 
4in.......20.00 


l time 7 times 13 times 
$4.00 $3.50 
8.00 . 7.00 
12.00 10.50 
16.00 14.00 





Recorder rates for space less than one-eighth page per 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


OSITIONS WANTED—Four cents per word for each insertion. 
inimum amount accepted, seventy-five cents. For other 
“Want” advertisements, seven cents per 


26 times 52 times 
$3.00 $2.50 
6.00 5.00 
9.00 7.50 
12.00 10.00 





Payment in advance is required, except when regular advertisers, as amounts are to small to open accounts 


address must be counted in the advertisement and paid for accordingly. 
Answers to ads must be sent under letter postage. 


word for each insertion. 
, $1.25. Ads oie this heading will be 
of week . When 














SALESMEN WANTED 


SALESMEN WANTED 





Nt LINE OF MEDIUM-PRICED MEN’S 
AND BOYS’ in-stock proposition, open to live 
salesmen with established trade, on commission 
basis. About five to ten good ‘selling numbers. 
Territory outside of New England. Carl Spector 
& Co., 164 Lincoln St., Boston, Mass. 


ALESMEN with established trade wanted—to 

carry as side line with non-conflicting line, 15 
styles of Milwaukee work shoes. Every style car- 
ried on the floor. 6% commission. The following 
territories m: California, Oregon, Montana, 
Wyoming, Tah, Idaho, New Mexico, Nebraska, 
North and South Dakota, Virginia, Minnesota, Ar- 
kansas and Colorado. Cable Shoe Co., 352 East 
Water St., Milwaukee, Wis. 








ANTED—Salesman to carry short line of men's 

semi-dress welts. solid line at popular 
pricss. Straight commission basis. State territory 
covered and experience in first lstter. La Crosse 
Boot & Shoe Mfg. Co., La Cross», Wis. 





We have an op»ning for a line of men’s welts to 
wholesale at $2.85 and up. Lack of capital 
prevents our investment in such line, in addition 
to our women’s shoes, but want connection with 
manufacturer who would consider proposition on 
agreeable terms. Have eight hundred live accounts 
now, also best location in Chicago, traveling three 
men in this territory. Address D-537, care Boot 
and Shoe Record >r, 207 South St., Boston, Mass. 


SALES 5 ne WANTED—Man known to 
all the big buyers throughout the country, who 
can increase dee uction and handle salesmen. We 
make a medium grade of welts for _— girls, 
misses and children. Have an esta trade 
extended over the country. None —¥ ~ e i- 
enced man along this line need apply. Kuhn, 
ord, Wilks Shoe Co., Harrisburg, Pa. 


XPERIENCED SALESMEN to sell to the re- 

tail trade well-known in-stock line of boys’, 
youths’ and littl: med MecKays and McKay 
welts, including the biggest selling line of canvas 
shoes with s soles, for Maine, ~ + Hampshire, 
Vermont, Hinois, Middle West, th. 
Straight commission. Address D-536, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 


ALESMEN— Experienced, high-class whole- 

sale and retail shoe trade, to handle rhinestone 
shoe buckles, slides, etc. Commission basis. St. 
Louis, Chi , Eastern and other territories open. 
Address K-654, care Boot and Shoe Recorder, 127 
Duane St., New York City. 


pe me WANTED—Some very good ter- 
ritory open for real salesmen to sell our medium- 
priced line of flexible turns, sizes 1 to 5, finished 
with mock-heel. Thirty-six styles carried in-stock. 
We pay the highest rate of commission. Strongest 
— ine on the market. Fed Te particulars and 
references in a ication. Staud Shoe Corporation, 
Rochester, N a 


SALESMEN 


We have decided to open new territor- 
ies, and have oom open for live-wire 
salesmen. ire only men with good 
record to sell men and boys’ work and 
dress shoes in the following territories: 

Kansas South Carolina 

Missouri Virginia 

Oklahoma Indiana 

Iowa Pennsylvania 

Mississippi Idaho 

Colorado Utah 

Montana A 

Nevada 


Wyoming 

South Dakota California 

Nebraska City of Chicago 
Address D-532, care Boot and Shoe Re- 


corder, 207 South St., Boston, Mass. 





























The Menihan Company 
of Rochester, N. Y. 


have openings for two shoe 
salesmen— 


One to cover 
WASHINGTON, OREGON, 
MONTANA and IDAHO 


One to cover 
ILLINOIS (Chicago excepted) 
and IOWA. 


These men will also represent 
our associated factories, the 
Carfagno Shoe Company (Hand- 
Made Turns) and the Arch-Aid 
Shoe Company (Corrective 
Welts). 

The total range of these lines is 
great. 

We require men of experience— 
strong personality—acquaint- 
ance on the territory and TOP- 
NOTCHERS IN EVERY WAY. 


We solicit immediate corre- 
spondence or personal visit to 
Rochester. 

These territories will be closed 
on November I. 


All negotiations strictly confi- 
dential. 


THE MENIHAN COMPANY 
Rochester, N. Y. 











WISCONSIN manufaeturer of ant 9 - 

tlemen’s sport boots, also wel . 
work and outing shoes, will largely i, terri- 
tory ary first. Desirable territories open in- 
clude the “following St States: er ane. Ohio, 
Indiana, Southern ‘Dakota, N and 
vicinity, Iowa, South D: , Nebraska. lorado 
and California. 





oy Shoe Recorder, 189 W. Madison St., Chicago, 





ANTED—Salesmen with established trade for 
an in-stock line of infants’ and children’s turns 
and ten women's comfort shoes; good 
=. Six oe cent commission. 
ushion Sole Shoe Co., 


SALESMEN WANTED 








Wanted— Experienced 
Shoe Salesman 


A European manufacturer making a high- 
grade shoe for men and women seeks a 
thoroughly experienced salesman to handle 
their product in the United States. The 
logical man is one who now travels the 
country in connection with some low or 
medium- priced shoe and who enjoys a wide 
acquaintance in the shoe business. Excellent 
opportunity for a desirable connection. 
State territory you are now covering and 
other pertinent facts. 


Goldsmith & Co., Inc. 
116 Broad Street - New York 














WANTED : cupsrjenced ohne salesmen to sell our 
strong line of children's flexible turn shoes, 
sizes 1 to 5, also sizes 4 to 8, with spring heels. 
Every style in stock and _popular priced. An at- 
tractive rate of commission paid. Several good 
ings for men calling on established trade. 
eferences . _Goodger and Milow Shoe 
Co., Inc., Rochester, N. Y. 


XPERIENCED SALESMEN to handle line of 

wing girls,’ misses,’ Children’s welts, can be 
carried in connectiop with other lines. 

basis. iller Shoe Company, Ci ti, Ohio. 











LIVE WIRE SALESMEN WANTED 
To carry as a side line our high-grade, 
snappy models popular-price Infants’ 
Turn Mary Janes, in-stoc tion. 
They can be retailed at 
four samples to carry. Write at once. 
Samples now ready. Now is the time 

bestases. 


207 South St., Boston, Mass. 














POSITION WANTED 


ly oo SHOEMAN eight years selling 

Three years with ing manu- 
quam sel f Orthopedic appliances. Past six months 
as inside salesman for shoe factory. Wishes outside 
selling or educating trade, for corrective shoes, or 
ladies ye line. Would consider position as 

retail store. Address D-541, care aoe 
menstne Ke Recorder, 127 Duane St., New York, N 














To Manufacturers 


of Men’s Fine Shoes 


I am at p 
tendent of a eo ene ae 
shoes. a os -~ Fy, oy ~ reasons I 


quality. 

Am 

connect es some Al Western a 
zation. Best of erences furnished 
and ired. Address D-534, care 
Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 
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POSITION WANTED 


WANTED TO PURCHASE 





GALEeear with —~ , wishes to connect 
Ne) with reliable concern to through Michigan, 
Indiana and Ohio. Ready November 1. Address 
K-657, care Boot and Shoe Recorder, 127 Duane 
St., New York. 


ANAGER and assistant buyer seeking connec- 

tion with reliable house. t-of-town consid- 

ered. Address K-656, care Boot and Shoe Record- 
er, 127 Duane St., New York. 








LINE WANTED 


SALESMAN with New York office seeking good 
manufacturer's line of ladies’ or men’s shoes. 
Address K-655, care Boot and Shoe Recorder, 127 
Duane St., New York. 


LINE WANTED 








—FOR— 
PACIFIC COAST 





larger cities of the Pacific ' Coast. ~ Am 
desirous of securing as a main proposi- 
tion or a side line a line of ladies’ turn 
novelty shoes, wood heels only, or a 
line of novelty McKays. I can obtain 
a satisfactory tof b for 
the right firm. Best of references fur- 
nished. Address D-538, care Boot and 
+ Recorder, 207 South St., Boston, 
ass. 

















SPACE WANTED 








HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also 


lus or slow sellers. Quantities no object. 
Retail or w ort en 
off your hands. ire or phone 


MAX GLAUBERG 
52 Lispenard Street, New York City 
We also purchase clothing, hats, furnishing 
goods, etc. Phone Canal 4154 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 net NEW YORK, N.Y. 
ONE—SPRING 9965 

WILL sLow SELLERS )FOR 
BUY (Entine stocks ) CASH 


Bargains ia shoes always oa hand for special sales and b 











CASH PAID 


oo ie Ge mee 2 oie ame 
shoes or other merchandise. Any quantity. 


KIRSCH-BLACHER CO., Inc. 


293 Church St., New a N. Y. 
Phone ‘Canal 








CASH PAID 


Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New York Ci 
Phone Spring 5160-5161-51 











WANTED 

SHOE DEPARTMENT SPACE 
Wanted—Space for shoe department 
in department store or large women’s 
furnishings. Must be in Oregon, 
Washington, or California. Address 
D-535, care Boot and Shoe Recorder, 
207° South $ St., Boston, Mass. 











DO YOU CONTEMPLATE 


Retiring or going out of business? 
I will po 2 ors ot 6 


stock 
Leases having a short term to run taken over. 
Eetablished 25 years. E 
I. OLENICK 
413 Broadway, New York. Tel. 9531 Canal 








FOR SALE 


FoR SALE—REAL SHOE store in a real Indiana 
city. Everything desirable—location, trade, 
stock, equipment. Exceptional cope. 
Investigate at once. Address D-533, care Boot and 

Shoe Recorder, 207 South St., Boston, Mass. 











SHOE FACTORY 
FOR SALE 
and earning gout 108 donen’ dl uy: Good 
particulars ‘upon, request. Address 


)-540, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 














WANTED TO PURCHASE 








SHOE STORES 
BOUGHT FOR CASH 


Retail or Wholesale Stocks 
Any Amount Write Me 
D. KOCH, 908 Putnam Ave., Brooklyn, N.Y. 




















Wi 
at fr - oe et 2b pte 
“fer 30 years our npc Quantity no object. 


and mercantile reference 


BROOKLYN PURCHASING SYNDICATE 


610 TNGIO Bagadwey Brockiy= 














Bicycle 
STEP 
LADDERS 
are made 
in many 
styles and 
to fit all 
kinds of 

shelving. 
Send for cata- 


log giving full 
description 
and guiees 
THE BICYCLE 
STEP LA 
COMPANY 


67 St. 
Fendeioh & 
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FOREIGN SUBSCRIPTION—The price to all 
foreign countries except the A ys is $10.00 
per year, including postage. 

All subscriptions are payable in advance. 


ADY EATING RATES—Card of Advertising 
tes furnished on application. For rates 


ms WWente. for Sales, etc., see Want 





OFFICES IN 


— —_ 207 Sot Pe Corre- 
spondence re ting to a ~~ ype 
- LA be AA. to the rR 
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Front Gores 
Elam, F. S., Shoe Co., Rochester, N. Y..... 141 
a c 4o., Lewiston, Me cone Oe 
Emery & Marshall Co., Have rhill, Mass..... 55 
Ensign Shoe Co., Belfast, Me. ..Ml 
Evans, L. B., Sons Co.., Wakefield, Mass. . . 
Excelsior Shoe Co., Portsmouth, O......... 24 


Felstiner-O’Connell Shoe Co., Inc 

Fern & Poor C r; -» Ine 

Fox, Chas. K., 

Seetensiainanion Shoe Co., St. 
Minn 

French, Shriner & U rner, Boston. . 


Gardiner, H. K., Co., Lynn, Mass. . 
Goodrich, Hazen B., Co. -» Haverhill, Mass. . 
Greeley, A. W., & Co. .. Haverhill, Mass. .... i 
Green, Daniel. Felt Shoe Co., Dolgeville, 
N.Y 43 


Grieb Shoe Mfg. Co.. . Philadel hia, “Pa 
Grover’s, J. J.. Sons, Lynn, Mass.......... 16 
Gustin Co., M. «+ New York City :137-139 
Hagerstown Shoe & Legging Co., Hagers- 
town, 
Harrisburg Shoe Mfg. Co., Harrisburg, Pa. ion 
Herman, Joseph, Shoe Co., Millis, Mass. .. . 
Holmes, W. T., & Co., Philadelphia, Pa 
Hopkins & Ellis Co. . Haverhill, Mass 
Howard & Foster Co. , Brockton, Mass ee 
Hoyt, F. M., Shoe Co. * Manchester, N. H. 14-15 


Jelly-Delaney Co., Lynn, Mass............ 53 
Johansen Bros. Shoe Co., St. Louis, Mo. 52 
Johnson Bros.Shoe Mfg. Co., Ranowell, Me. 61 
h & Murphy, New York City. 138 
Johnson, Stephens & Shinkle Shoe Co., St. 

is, Mo 2nd cover 
Jones & Thomas, V. K. & A. H., Co., Lynn, 

1 


20-31 








Carthage, Mo.... 


Kannally-Wick Corp., Highland, Ill 
Karelis Shoe Co., Haverhi 1, Mass . 146 
Reyetene Overgaiter Co., Philadelphia, Pa. .118 


Mass 
Juveniiie ‘Shoe Corp., 


Lily, Henry, New York City 
Lyne Moccasin Co., Lynn, Mass...........141 
penitin-Gonaay Shoe Co., 

. 145 


Maid Rite Felt Slipper Co.; SEs dns cas .137 
: 5 


Marion Shoe Co., Marion, Ind. ocue 
arston & Tapley Co., Danvers, Mass 
Martin, A. it., Rox hester, N. ¥ 1 
Miller, I., & Sons, Inc., Brooklyn, N.Y. 
Moore Shafer Shoe oa Co., Brockport, 
Wee Bees ovens c¥ene¥es ae 


Nettleton, A. E., Syracuse, N. Y.32b, 32c, 138 

Newcomb-Anderson Shoe Co., Rochester. .141 

Novelty Shoe Co., Chicago, IIL. . 

Nunn-Bush& WheldonShoeCo. -»Milwaukee, 
Wis 3rd cover 


Olenick, I., New York City 


Oriental Boudoir Slipper Co., Haverhill, 
Mass 140 


Packard, M. A., Co., Brockton, Mass. . aso-3e8 
Peck, Frederick , Worcester, SN, xecsewe 
Phillips-Cram Corp., — Mass 
Philmall, Inc., New York 

Plant, Thomas G., Co., aoe 

Poole & Johnston Inc., Brockton, Mass. .. . 


Ramsey, E. J., Co., Brooklyn, N. Y 
Reynolds, Bion F., Brockton, Mass 

Rice & Hutchins, "Inc. -, Boston 

Riley Shoe Co., Columbus, O 

Russell, W. C., Moccasin Co., Berlin, Wis. . 


Saltonstall Shoe Co., Haverhill, Mass 

Sargent, Donn D., Salem, Mass 

Sinbac, Chicago 9 
Smith-Briscoe Shoe Co., Lynchburg, Va. .. . 139 
Smith, Wm. Sumner, Chicago 140 
Stacy-Adams Co., Brockton, Mass......... 
Staud Shoe Corp., Rochester, N. Y. 

Stetson Shoe Co., So. Weymouth, Mass. . 38-139 
Stockbridge Shoe Co., Haverhill, Mass. .. .. 137 
Stone, K.. M.. Co., Inec., New York City. . -- 137 
Stonefield, Evans Co., Rockford, Tl. .......154 
Stickles, L. D., Shoe Co., Red Wing, Minn. . 122 


Tessier & Bowdoin, Haverhill, Mass. .. . . 136 
Teeple Shoe Co., Waupun, Wis. sO 
Thompson Bros. Shoe Co., Brockton, Mass. 140 
Thomson-Crooker Shoe Co., Boston. . 3 
Tilt, J. E., Shoe Co., Chicago, Ill ° 
Tober-Saifer Co., St. BR ce cccsensace 4 


Union Shoe Co., Brockton, Mass... .139 
United States Rubber Co., New York C ‘ity. .112 


Wall, Doyle & Daley. Inc., Brockton, Mass. . 138 
Weber Bros., Shoe Co., No. Adams, Mass... 63 
Westcott-Whitmore Co., Syracuse, N. Y 60-136 
Wobst Shoe Co., Milwaukee, Wis sf 
Wise & Cooper Co., Auburn, Me 

Whitman & Keith, Brockton, Mass. . *is0-138 


Williams, Arthur A., Shoe Co., Holliston, 
BERs 0 0 6606 0c cecesesesseeccencesccscese 
Williams, Clark & Co., Lynn, Mass 

Witherell, E. A. & M. C. Co., see, 
Mass . 136 


Wright, E. T.,& Co., Inc., Rockland, ion 
116-117 


LEATHER AND OTHER MATERIAL 
American Oak Leather Co., Cincinnati, O. .. 104 
Armstrong Cork Co., Lancaster, Pa......... 


Barnet, J. S., & Sons, Inc., Boston 
Beggs & Cobb Co., Inc., Boston 
Byron, W. D., & Sons, Leather Co., Boston. 54 


Cedar Cliff Silk Co., New York City... .18, 19 


Chamberlain, B. F., Boston 
Clifton Mfg. Co., Boston 
Creese & Cook Co., Boston 


Firestone-Apsley Rubber Co., Hudson, Mass 21 
Goodyear Tire & Rubber Co., Akron, Ohio. . 64 
Hale, Alfred Rubber Co., Atlantic, Mass.... 33 
Jones Co., F. E., Boston 


Kallman-Newcomb Co., Boston. .......... 
Kepner, C. D., Co., Boston 
Kistler, Lesh, Inc., Boston 


Lawrence, A. C., Leather Co., Boston... 
New Castle Leather Co., New York City. .. . 
Republic Rubber Co., Youngstown, O 
Rueping, Fred, Leather Co., Fond du Lac, 
Schmidt, Carl E., & Co., Inc., Detroit, = 
Standard Kid €o., Boston 

Tolman-Dow & Co., Boston 


FINDINGS AND SHOE STORE SUPPLIES 


Acfield, C. R., New York City. ............. 159 
Adler-Jones Co., Chicago 


Bicycle Step Ladder Co., Chica fo 


Bongiovanni Bros., New York City 
Brown-Durrell Co., New York and Boston. . 2 


Chicago Wire Chair Co., Chicago........ . 
Coultas Co., D. W., Providence. ........... ..142 


Dalrymple-Pulsifer Co., Haverhill, Mass. .. . 


Elastic Tip Co., Boston 

Electric Window Salesman Co., Boston... . 
Ellis, W. E., Co., Haverhill, Mass 

Fashion Ornament Co., Brooklyn, N. Y.. 
Gilbert, E. T., Mfg. Co., Rochester, N. Y.... 
Hecht Fixture Co., Chicago 

Kahn, Edw., E., Co., Brooklyn, N. Y 


Manheimer, Abe., & Co., St. Louis, Mo. .... 
Milbradt Mfg. Co., St. Louis, Mo 1 


Netschert, Frank, New York City.......... 
Onken, Oscar Co., Cincinnati, O. .. 
Parisian Beading Works Co., Philadelphia. . 142 


School Mfg. Co., Chicago . 8 
Vanity Novelty Works, rooklyn, N. Y. .. 142 


Waverly Shoe Trimming Co., Brooklyn, es Y. & 
20-159 


Whitcher, Frank W., 
Whittredge, C. R., Swampscott, Mass 


HOSIERY 
Emery & Beers Co., Inc., New York City... 84 


MACHINERY, LASTS, MFRS. SUPPLIES, 
DRESSINGS, ETC. 

Beckwith Mfg. Co., Boston 

Meyer, John C., Thread Co., Lowell, Mass.. 92 

 *. England Wood Heel Co., Haverhill, ™ 


Tubular Rivet & Stud Co., Boston 
United Fast Color Eyelet Co., Boston 
United Shoe Machinery Corp., Boston 


Whittemore Bros., Boston 
Wiechman Pattern Co., Cincinnati, Ohio. . 143 
Wind Insole & Counter Co., Inc., Campello, - 


MISCELLANEOUS 


Atlantic Printing Co., Boston 
Brooklyn Purchasing Syndicate 


Calderwood & Preg, Inc., Boston 
Copley-Plaza Hotel, Boston 


Glauberg, Max, New York City 

Hooper Printing Co., Boston 

Hotel Essex, Boston 

Howard Print, Inc., Brockton, Mass 

Kalter Cerf. Co., Max., New York City... .. 

Kirsch-Blacher Co., Inc., New York City. .. 

Koch, D., Brooklyn, N. Y 161 

National Shoe Retailers’ Association, 

Navy Sales 

New York Dtate Purchasing Corporation, 
New York Cit 161 


Rauskolb Co., Medford, Mass 
Root Co., F. S., Boston 


Tolman Print, Brockton, Mass 


University Electrotype Foundry.......... 
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The Well-Made Shoe 


AKERS of fine shoes for 

men and women use Dia- 
mond Brand Fast Color Eye- 
lets to attain the utmost in 
appearance, fit and long life. 


Your customers repeat their 
orders for such shoes. Hence 
it would pay you when order- 
ing to specify Diamond Brand 
Fast Color Eyelets. 


United Fast Color Eyelet 


Company 


Boston, Massachusetts 
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A pair of boys’ shoes recently 
imported by an exclusive New 
York house. Note the trim ap- 
pearance of the Lacing Hooks. 










7 

















a 


ISTINCTIVE shoes for 
children feature lacing 


hooks. 


= 



















Your customers appreciate them 
because they make it easy for the 
children to lace their own shoes. 
Children take pride in them; parents 
take comfort in them. 

















For speedier, neater, easier lacing — 
lacing hooks on children’s shoes. 

























Specify lacing hooks when placing your order. 
Insist on having what you want. 
For men’s, women’s and children’s shoes. 
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STYLE 310 
Black Satin Vassar 


Flexible McKay 
Widths A to D 


Brocaded Quarter 
16-8 Full Louis Heel 


Price $4.00 


Boston Office—183 Essex Street 


Z AM. (reighton 
oY, mn Mass. 


Me 
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GOOD SHOES FOR KIDDIES 


IN STOCK 











No. 7856 








Misses’ 3W’s Lenox, McKay, Fair Stitch, Patent 
Foxed, Field Mouse Kid Top, Pony Cut Lace. 

7856—1114 to 2. Rubber Heel. D and E....$2.50 
7857—8 4 to 11. Rubber Heel. DandE....$2.25 
7858—8 14 to 11. Spring Heel. DandE..... $2.25 
7859—5 to 8. Spring Heel. DandE......... $2.00 









Child’s Patent Chrome, Mat Kid Top, Button, Turn, 


Plain Toe. 


7304t—_ 30 & DandE.................... $1.60 
oo ape gree $1.35 
6400—8 14 to 11. Lace, Spring Heel. ........ $2.10 


7125— 1 to5. Fat Baby, Butt. .............. $1.25 





Weimer, Wright & Watkin 
In Stock Service is Quick and 
Satisfactory. By Ordering 


From Us You Get the Shoes 


on Time, and Can Depend on 
7566—3 to 8. Lace. 






















For Winter Days, the Little 
Folks Must Have Sturdy Foot- 
wear. Parents Like Good 
Variety From Which to Choose, 
so We Offer Herewith the 
Latest “3 W’s Lenox” Shoes 
for Misses and Children. 




























Child’s Tan Kid Button, Turn, Tip, Peggy 
7542—3 to 8. D andE 
7543—1 to 5. DandE 


Be acca anindid koa kwe $1.35 
me rere rrr $1.35 


6408—814 to II, Lace 
ode tactnndemieses $1.70 


1 i Same in Tan Calf 
Their Quality. Wire Your re tut th 
Needs Today. ge > iabeaae 


7529—4 to8.......... $1.70 





Weimer, Wright 
& Watkin Co. 


35 SOUTH SECOND STREET 


PHILADELPHIA PA. 




















No. 7542 





Last 
$1.69 






sievinteevecuaees $2.25 












Misses’ Nut Brown Side, Tip, Lace, Rub- 
ber Heel, Foot Form Last. 

















8400—214 10 8. CandD.......... $2.85 
7620—1114 to2. DandE.......... $2.25 
7621-84 toll. DandE.......... $2.00 
7623—5 to 8. DandE.............. $1.75 
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The Importance of White Shoes for 1923 


Forward looking merchants are NOW 
placing their white shoe orders. 


They know that white leather which 
STAYS white, requires TIME for pro- 
duction. 

They know that the shoe manufacturer 
who receives EARLY orders for white 
shoes will place early orders with the 
tanner of white leather. 


Thus, merchants will be sure of SATIS- 
FACTION with their white shoes for 
1923. 


Rising prices of raw materials and labor, 
also delivery problems, are important 
factors in favor of placing white shoe 


orders EARLY. 


Leading shoe merchants whom we have 
consulted, predict a record breaking sale 


of white shoes for 1923. 
th, Chere ttledli 


6,2 ooo 


GLOVERSVILLE, N. Y. 


Sha to bist. Keer o/ Aiuerian 














NEW YORK BOSTON 
Distributing Force 
ARTHUR S. PATTON LEA. CO. GEO. W. NEWMANJLEA. CO. 
St. Louis Cincinnati 
McGAW & ATKINSON EDWARD ZOHRLAUT 


Chicago San Francisco 
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millions of the readers of women’s magazines. 


shipped at once. 


Women’s “Unico” Felt Juliet 
“Unico” meg 


2% to8 rice $1.07'4 
192 Navy Blue $195 Sapphire 
194 Medium Gray 198 Purple 
195 Wine 199 Rose; 
0194 Orchid 

Special Black and Gray 

Price $0.92}¢ 

4401 Black 4404 Gray 





Women’s ““Unico”’ Felt Moccasins 
Soft e Sole, Heavily Padded 


2% to 8 Price $0.85 ll Price 
1120 Brown 1130 Smoke 
1122 Navy Blue 1131 Lavender 6100 Black 6101 Medium Oxford 
1125 Wine 1134 Orchid 
1126 Dark Green 1135 Sapphire 
1127 Oxford 1136 Emerald 
1138 Am. Beauty 1128 Purple 
1139 Light Blue 1129 Rose 


Special Black and Gray 
Price $0.75 


271 Black 274 Gray 








Women’ s “Unico”’ Felt Juliets 
2% to 8 Price $1.25 
4200 Bro 4206 Dark Green 
4202 Navy “Blue 4213 Lt. Orchid 
Gray 4215 Sapphire 
4205 Wine 4209 Rose 
4207 Oxford 






Men’s “Unico”? Moccasins 
Soft Gane Sole, wey BS Padded 
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~ Manning 
UNICO 


(pronounced U-NEE-KO) 


FELT SLIPPERS 
LAST CALL FOR NATIONAL FELT WEEK 


Are you prepared with a complete assortment of sizes on Manning ‘‘Unico”’ Felt 
Footwear for National Felt Week? Through volume production we are putting 
extra quality into our felt slippers and they are nationally advertised to the 
Send in your orders now to be 





NOV. 4th 









Women’s “Unico” Felt Ribbon-Trimmed 


Juliets 

2% to8 Price $1.0714 f 
1190 Brown Oll i 
1192 Navy Blue $1195 Sapphire 
1195 ine 1198 Purple 
1196 Dark Green 1199 Rose 
1197 Oxford 

Special Black and Gray 

Price $0.92'4 
4411 Black 4414 Gray 


- _ 


OUTING SHOE CO. 


530 ATLANTIC AVENUE 


Misses’ and Children’s Felt Slippers 
Chicken and Bunny Design 
Soft Chrome o Bee. ‘Heavily Padded 


pe re 90.72% 

2 ES: ae -70 

Oe 4 RE 
Baby Blue 

of Ser 90.72% 

Child's, ss hy Ne jeavacnttneade ae 

ON Ee a 


HOMMOUMNNNOMMOE 








BOSTON, MASS. 
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BLACK AS “STERLING”—AND AS BRILLIANT 


Night in the Antipodes—black, sparkling, radiantly beauti- 
ful—like shoes of Sterling Patent Leathers—“every pair a 
picture.” For style and beauty, for “repeat” sales, for 
quality in Patent worthy of the name, always specify 


Sterliig¢olt  SterliigHid 


Sterling 


BRISTOL PATENT LEATHER COMPANY --- BOSTON, MASS. 
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IN STOCK AGAIN 


Mail your sizes tonight. It’s the biggest seller of the season. 
801X was first advertised August 26th. Floods of orders 
“snowed us under” for 9 weeks. This Wonder Oxford Leads 
the Style Parade. It’s In Stock Again. 


GALLUN’S BLACK NORWEGIAN. Our New Shield - 
Tip. Heavy 16 Natural edge (fibre middlesole). Victor last. 
Wingfoot heel. 


























801X 


IN STOCK 


Ato D 


$4.65 


MARION SHOE CO. 
MARION, INDIANA 








Ton pal | 
A 











The Bout 


WESTERN CALA TY @ EASTERN STYLE |[, —) | 


- E Sa aa eT eo ’ Ce See 
’ ee ——— Sella ee _] MMMM MMMM 
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te relations between Shoe Manufacturers and Last 


Manufacturers are unique. 


Many Shoe Manufacturers have traditions as to 
style and fit, and prefer to express their own ideas 
with the assistance of a capable model maker. 


Many other Shoe Manufacturers like to depend upon 
the Last Manufacturer to inform them as to style tend- 
encies and new developments in lasts and patterns 
which will fit into their lines. 


The United Last Company with its ten factories 
and five sales offices, and its highly trained model 
makers and style experts, is in a position to serve 
and co-operate with all Shoe Manufacturers on 
an individual basis, no matter which method of 
style production the Shoe Manufacturer desires 


to follow. 


- Reet ng 
Fo SHOW ROOMS 


BOSTON 
212 Essex St. 
CINCINNATI 
803 Sycamore St. 
ST. LOUIS 
Adv. Blidg., Rm. 303 
CHICAGO 
Wells Bidg., Rm. 406 
PHILADELPHIA 
331 Arch St 
MILWAUKEE 
10 Metropolitan Bidg. 














TEN FACTORIES 


BKOCKTON ROCHESTER 
NEWARK ips tm 


AUBUR 
CHICAGO ST. LOUIS 


NEW YORK MILWAUKEE 


Affiliated Company 
United Last le Lrd. 
Montrea 
with Branch Office at Toronto 





NITED 


EADQUARTERS BOSTON 





Lasts 























ro 
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“he FLORSHEIM SHOE 


} 
\ : } 
\ ai! 





The PATHFINDER—In Stock 


A new heavier type low shoe—one of the season’s 
best styles— now ready for immediate shipment. 
STYLE S-51 Black — STYLE S-52 Tan Cameo Calf, {firm, 


medium heavy, boarded stock;} full 14-iron single sole, slope 
edge. Price $6.65. WidthA, sizes6-11. WidthsB,C,D,sizes5-11 


Less than three pairs of a style from stock, 20c per pair extra. Stock goods net 


Book of stock styles mailed on request to dealers in cities where 
we are not represented. The Forsheim Shoe is placed with one live 
store in each community: Salesmen now showing complete line. 


THE FLORSHEIM SHOE COMPANY 
Manufadturers . Chicago 


THE 
FORTHE MAN & WHO CARES 
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... The Vulco-Unit Box Toe for Men’s. Shoes . 
Because it is impervious to water and perspiration and possesses the neces-. 
sary strength to withstand the hard knocks of everyday wear, the Vulco- | 
_ Unit Box Toe is used exclusively by the: world’s best shoe makers. 
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Leather in a shoe serves a double 
duty—maintaining its original appearance 
and giving dependable service. 


Lotus and Velours fully meet 
these requirements. Careful tanning en- 


ables them to retain their original beauty 
and lustre, and also, they bear that hidden 
characteristic—QUALIT Y—upon which 
successful performance depends. 


Leather is that element which 
lends character to all footwear— it’s service 


record spells your success. 








Lotus and Velours built into 
your shoes is assurance that you are satis- 


fying the style and service demands of 


your customers. 








Pfister & Vogel Leather Co. 


MILWAUKEE : WISCONSIN 
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NU-LIFE 


RUBBER HEELS 


“Put NU-LIFE into 
your Sales and Profits” 


HANOVER RUBBER CO. 


West Hanover, Mass. 


Boston Office and Salesroom ‘ i = 10 High Street 
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No. 530 Price $3.90 


Black Kid Norma, 2-Strap, Imitation Tip, 
13-8 Rubber Heel, Newport Last, Welt. 


No. 531 Price $4.15 


Patent Norma 2-Strap Imitation Tip, 13-8 
Rubber Heel. Newport Last, Welt. AA to C. 


~~ 


No. 388 Price $4.15 
Patent Clarice One Strap, Single Sole, Full 
Spanish Louis Heel, Euclid Last. AA to C. 
No. 389—Same in Black Kid. Price $3.90 
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EW STRAP DESIGNS 


FOR FALL 1922 


We show here a few of the latest 
models in conservative one and 
two strap patterns. 


These styles are all in stock, 
in widths and ready to 
ship on receipt of order. 


We will mail our 
November style 
sheet on re- 


No. 545 Price $3.90 
Black Kid Clarice One Strap, Imitation Tip, 
13-8 Rubber Heel, Tremont Last, Welt. 


AA to C. 
No. 546—Same in Patent. Price $4.15 


Patent Clarice One Strep, Single Sole, Full 
No. 538 Price $3.75 atent Clarice One Strap, Si le, 
Cocoa Calf Norma Two Strap, Fancy Tip, pred ' Louis Heel, Tremont Last. 
Goodyear Welt, 13-8 Rubber Heel, Newport 
Last. AA to C. 


THOMSON CROOKER SHOE CO. 


18-26 Station St., Boston 20, Mass. 


The Boot and Shee Recorder will appreciate your mentioning the publication in replies to advertisements. 





No. 374—Same in Black Kid. Price $3.90 
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‘The Victors « 


THE PRICE OF VICTORY, WHETHER IN 
SPORTS OR IN MANUFACTURING, IS 
STRICT ADHERENCE TO *“*THE RULES OF 
THE GAME.” THE HIGH PRINCIPLES 
UPON WHICH THIS INSTITUTION IS 
FOUNDED, ASSURE VICTORY. 


“The 


Shoe tfor/Men 


MERCHANTS WHO HANDLE THIS UNSUR- 
PASSED LINE OF MEDIUM AND FINER 
GRADES OF MEN’S DRESS WELTS ARE 
ALSO ASSURED OF VICTORY. 


QUALITY First, then—QUALITY ! 


(REEL, Maupin & (HAMBERS 


ST. LOUIS, U.S.A. 





The Beot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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“They Hold Their Color 


That fading grayish color you know as 
‘‘bloom”’ on rubber heels is due to sul- 
phur coming to the surface... This is 
eliminated in .DRYDEN  DOUBLE- 
WEAR HEELS. One of the Several 
good reasons for insisting on having 
them on the shoes you purchase, and 
for attaching them in your repair de- 
partment. 


~_>* 


CHICAGO - - BosTon - DETROIT - ST. Louis 


The Beot ard Shee Recorder will appreciate your mentioning the publication in replies te 
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In Arch Preserver No. 154, here 

shown, one finds that indefinable w 
something which marks the aris- 

tocrat of shoedom. Students 
appreciate its qualities of real 

comfort,. yet the wonderful style : 
lines close the sale. 


E. T. WRIGHT & COMPANY 
ROCKLAND, MASS. 










Stock No. 154—Tony 
Brown Calf Bal Heavy 
Single Sole Yale Last 
Widths AA-D 
Price, $7.75 








Stock No. 170—Imported 
Black Boarded Calf Ox- 
ford. Yale Last. Heavy 


Single _ Sole. Wing-foot 
Heel. Widths AA-D. 
ce, $7.15 


Stock No. 180—Tony 
Brown Calf (Same _ as 
Above) 

Price, $7.25 








0 
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bch Vrororbore 


IN STOCK 














and old King Football rules 
Nove mber supreme! The home team, be it 
school or college, will draw out crowds of rooters. 
Thousands of pairs of comfortable, well-shod feet will 
dance rapturously as the elusive quarterback makes a 
brilliant end run. 


The football field is a panorama of style. Young folks 
just revel in the knowledge that they present an attrac- 
tive appearance. 





A window display of Arch Preservers, 
irresistible in their appeal to those who 
like to be really stylish and like to be 
seen in snappy footwear, will magnetize 
the youthful element of your community. 





The in stock styles shown below will give 
you a good idea of what we have pre- 
pared to make sales climb in your store. 













Stock No. 139—Black Kid 
Bal. Pennsylvania Last. 
Heavy Single Sole. Widths 
AAA-E 


"Price, $8.00 
Stock No. 156—Same as 


Above in Cocoa Calf. 
Price, $7.75 


Stock No. 157 —Black Calf 
Bal. Heavy Single Sole 
Harvard Last. Widths 
AAA-D 

Price, $7.60 


Stock No. 158—Same ‘as 
Above in No. 4 Russia Calf 
Price, $7.75 











NO. 1801 
LADIES’ BLACK RUSSIA 
RIDING BOOTS $17.00 
1701 LADI€S’ TAN RUS- 
SIA RIDING BOOTS 
$17.00. 
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Look for the name 
BANTER 





Quality Shoes far 
Men and Women 


IN STOCK SERVICE 


AS ANNOUNCED LAST WEEK, WE ARE PRE- 
PARED TO SUPPLY A NUMBER OF STYLES 
FROM STOCK. THEY ARE OF COURSE IN THE 
GRADE OF WORKMANSHIP, MATERIALS, 
AND DESIGNING WITH WHICH THE NAME OF 
BANISTER AND NEWARK HAVE BEEN ASSO- 
CIATED SINCE 1845. THE THREE MODELS 
SHOWN HERE ARE INCLUDEDIN THEIN-STOCK 
GROUP AND CAN BE SHIPPED IMMEDIATELY. 


JAMES A. BANISTER CO. 


370-386 ORANGE ST. NEWARK N. J. 





October 28, 192: 





MEN'S PATENT LEATHER 








MEN'S TAN RUSSIA 




















McKAY BOOTS 


HAGERSTOWN, MARYLAND, U. S. A. 











Hagerstown Shoe & Legging Co., Inc. 











INCLUDING RUBBER _— 


@-6y Saw Polish, High Cut 


ane... "Metal Polish, High Cut 
English Toe, Rubber Heel 

ete Polish, High Cut 

10—Feeee Polish, High Cut, 

Rubber Heel........ 


1402—Patent Polish, Hi 
English Toe, Rub! 


414—Mahogany Polish, High Cut 
Wedge 


1.35 

404— Mahogany + a High Cut 
Rubber Heel....... . 
1404—Mah pay Peli. High mb 


ish Toe, Rub 


Eng! 
416—Black Kid Polish, ~ Ext, 


06—Black id 
Rubber 
1406—Black Kid 
English 
418—Nut Brown 
Wedge 
408—Nut Brown 
Rubber 
1600s Brown 
English 
704—Mahog. Wa 
1704—Mahog. Wa 


797—Black _-% Fox Button, 
_ 796—Black Kid Fox ish, Sin- 
gle Sole, Wedge 





5-8 8%-ll 114-2 24-8 








REG. US. PAT. OF FICE 


STITCHDOWN 
BOOTS 





.. $1.30 © $1.55 
1.55 $1.80 
1.80 $2.15 
1.55 1.80 
1.80 2.10 
Heat 2.10 2.60 
1.60 . 
1.60 © 1.85 
1.85 2.20 


1.50 1.75 
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Men’s Rubber Heel Romeos 


31—Black Kid Romeo, double sole ......................... 


2.40 Stitchdown 

? 30—Brown Kid Romeo, double sole.....................+... 
2.40 

2.40 

2.40 

2.10 
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Originators of 
BRONZE No. 34 
HAVANA BROWN No. 10 
LIGHT BROWN No. 8 
BEAUTY BROWN No. 5 
CHAMPAGNE No. 18 
TERRA COTTA No. 3 
WINE. No. 6 
SEA-GULL GREY No. 23 
MIDNIGHT BLUE No. 14 
BELGIAN BLUE No, 21 
MAPLE BROWN No. 12 
BOOZIE BLUE No. 38 








“Scherer’s Kid 


Makes 


Better Shoes 
Still Better’ 
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“Hlower (ity” 











Leading producers of artistic footwear are 
enthusiastic over our new 


BRONZE 


A dark “coppery” shade that harmonizes 
beautifully with the new brown 
dress fabrics 
You need a sample to properly 


appreciate this exquisite color 


Oscar Scherer and Bro., Inc. 


Originators of and Leaders in Fancy Colored Kid 


29 Spruce St., New York City 
Factory: Newark, N. J. 





9g 55252575 2525252525 Boo 6 67 6296668999929 996957525 257525252 Fag ooo ooo oo ooo oor 9 ooo 99292929292 6292925252525 25255 
The Boot and Shee Recorder will appreciate your mentioning the publication in replies te advertisements. 
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Sell fer a a of 











take advantage of the customer's buying mood and sell a 

pair of good-looking Capitol Felt Slippers? They are amaz- 
ingly easy to sell. Your customer knows the super-fine Lamb's Wool 
of the famous Capitol Sole with which the Capitol Slipper is built — 
and has become acquainted with the slipper itself through our big 
national advertising campaign. When you tell her the price she will 
be surprised for she has be2n used to paying more for felt slippers of 
similar quality. 


W take you have completed.a shoe sale, Mr. Dealer, why not 


This small additional sale effort will build up a year-round business 
for you in felt slippers, and your books will show a generous increase 
in sales that you would not think possible. 


The Capitol Slipper represents a remarkable value in felt slippers. 

Our price to you makes possible a low price to the consumer, and at 

the same time leaves a generous margin of profit. If you have not 

seen the Capitol line with its complete assortment of designs and color 
combinations, consult your jobber today. If he cannot 
supply you, write to us for complete information and cat- 
alog. Or get in touch with our nearest selling office. 


The Wiley-Bickford-Sweet Co. 


Worcester, Mass. Hartford, Conn. 





VIENNA 


SELLING OFFICES 
Boston, 207 Essex St. 
New York, 1328 ag 4 
Philadelphia, 44 No. 4th 
Chicago, 19 So. Wells St. 
Portland, Ore. 461 E. 41st Sc. North 
St. Louis, 307 Leather Trades Bidg. 


CAPITOLSUPPERS 


(UUNUERUORUONEEHGRALUUTL EER UITEREEUTGONAEEETAUUCUDLETEO TET AATEEDULETOREAETOUEEOD A PUTEETEEOUTOEEUEGEDDEOTORECEOEUCHCUUECEETODPRRSOEPOUOEO DEER OELTERUAOUEUEOONEOUEUAROOUOUETOUOTUOVEUTOODDOGEAUAGERETONEREUUUOUECEEIOI! 
The Boot and Shoe R der will appreciate your mentioning the publication in replies to advertisements. 
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‘““ALLSTEEL”’’ FACTORY EQUIPMENT 


IN SOLE SORTING 





. STANDARDIZED 





EIGHT REASONS WHY YOU 


SHOULD USE “ALLSTEEL” 
EQUIPMENT : 


AND CARRIED 
IN STOCK 

Ready for immediate delivery. 
SIMPLICITY OF CONSTRUCTION 
Like the mechanical toy, you can erect 
them yourself. 

FIRE AND WATER PROTECTION 
Will not burn or warp. 

MINIMUM OF SPACE REQUIRED 
Cold rolled steel, less than an eighth 
of inch thick. 

INDIVIDUAL BAYS 

Each bay is complete in itself. This 
allows for rearrangement of any 
installation without loss or trouble. 
One or more bays may be added, as 
needed. 

GREAT ASSORTMENT OF SIZES 
Nine different depths, four different 
widths. Any height desired. 
DURABLE 

Can climb all over them without doing 
harm. All edges and corners rounded 
to avoid cutting of lasts. 
EVERLASTING FINISH 

Baked enamel finish, will not chip 
or rust. Color, olive green. 

You can’t afford to use wood. Steel 
takes less floor space, is cleaner, more 
durable, easier to erect or take apart, 
and its depreciation is much less than 
wood. 








ROOM OF SHOE FACTORY 


Our picture shows the sole sorting room of the Bliss & Perry Co., 


Newburyport, Mass. 


which soles are sorted and put away. 
Each bin has the capacity of a barrel, and is used 
This entire equipment is made up from 
There is no special work whatever. 


justable fronts. 
for shanks and counters. 
“*Allsteel” stock parts. 


Time and labor saving devices are 
necessary to bring production costs 
down and reduce overhead to the 
minimum. 


The ‘“‘ALLSTEEL”’ shoe _ factory 
equipment, has met with favor 
wherever shown. It is increasing 
the efficiency of such factories as 
the Witherell & Dobbins Co., 
Haverhill, Mass.; Bliss & Perry, 
Newburyport, Mass.; F. E. Adams 
Shoe Co., Seabrook, N. H.; and the 
Newbury Shoe Co., of Boston, Mass. 
Let-us prove to you that the 


The equipment on the left shows racks on 


On the right are bins with ad- 


‘“‘ALLSTEEL”’ shoe factory equip- 
ment can handle the materials in 
your factory to best advantage and 
be the means of saving time and 
money. 


We have made a special study of 
shoe factory requirements and 
have successfully applied the unit 
principle of equipment to many 
different departments. Let one 
of our service experts study your 
problem, and suggest the way to 
greater factory efficiency at mini- 
mum cost. 


OXLEY’S INCORPORATED 


ALL STEEL EQUIPMENT 


14 WASHINGTON STREET 


.. HAVERHILL, MASS. 


the Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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THE TAPLEY SHOEMAKER 
SHOP AT ESSEX, MASS. ONE 
OF THE FIRST IN AMERICA 


This little shop is a Colonial shoemaking 

shop preserved intact, with benches and 

tools, just as the shoemakers left it. It 

is surprising what excellent work was 

turned out wirh simple tools and crudely 

tanned leather, But pride of craftsman- 
st as among 


eae a 





Why “U.S.” Spring-Step Is 
The. Choice Today 


DE in the shoes they sell is tion—the United States Rubber 
leading many dealers to adopt Company. 

penis Smid cea Ficels os When it planned the U.S. Spring- 
—" Step Heel it did so in the light of 
The requirements of its Jong-standing responsibility 
a rubber heel are very to its world-wide trade for produc- 
simple. Appearance. ing the utmost quality in every- 

Wear. Comfort on_ thing made of rubber. 


the foot. When you specify U. S. 
But there is ascience Spring-Step Rubber Heels 
iiseunryiharpew  intMakingarubberheel. on your leather shoe orders 4 


own rubber in any consid- 


creble quantity. The science of the U.S. you have gone a long 


Spring-Step Heel is the deep per- way toward having those 
sonal knowledge of this country’s shoes accepted as better Transplanting on ¢rab- 


ber trees on United States 


oldest and largest rubber organiza-__ shoes. Rubber Company planta- 


SPRING:STEP 


Rubber Heels 
United States Rubber Company 


MAKERS OF U §S& ROYAL CORD TIRES 








The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisement. 
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Winner of the First 
Prize, $200. J. G. 
Stansfield’s Sons, Mt. 
Carmel, Ill. (G. U. 


Shellhorn, Trimmer). 


Winner of the Second 
Prize, $100. Regent 
Store, Shreveport, La. 








ANNOUNCING 
the winners of “My Boy” week, August 21-26, 
Window Trimming Contest: 


First Prize—$200—J. G. Stansfield’s Sons, Mt. 
Carmel, Ill. 


Second Prize—$100—Regent Store, Shreveport, La. 


Third Prize— $50—H. Gilberts Sons, Nashville, 
Tenn. 





J. W. Carter & Co., 
Nashville, Tenn. 
Gentlemen: 
In making our selection as judges of the best win- 
dow displays of ““My Boy” shoes in the large number 
of contestants from your ‘““My Boy” week, August 
21 to 26, we have based our decision, (1) upon the 
merchandising value of the display (2) the beauty 
of the window trimming, (3) the clearness with 
which the selling appeal of each window is brought 
- out in trimming. 
Basing our judgment, therefore, upon these prin- 
ciples, we have given 
First Prize to—Stansfield’s Sons, Mt. Carmel, III. 
(G. U. Shellhorn, Trimmer). 
Second Prize to—Regent Store, Shreveport, La. 
Third Prize to—H. Gilberts Sons, Nashville, Tenn. 
(Paul C. Mills, Trimmer). : 
Yours very truly, Winner of the Third Prize, $50. 
E. C. LOGAN (Signed) H. Gilberis Sons, Nashville, Tenn. 


Weslern Editor BOOT § SHOE RECORDER (Paul C. Muls, Trimmer). 


J. W. CARTER ana COMPANY 


NASHVILLE, TENNESSEE 





BOOT AND 


NATIONAL PARK 
) HIKING BOOTS~°OxFORDS| 
i YEAR ROUND Ld ji 


16300—M alt ogany =. sate Cap Toe, Gusset Tongue Seam- 
less Leather ( ter Li 
Sizes 2% to 8, A to D er Quarter ining. 


16500— Mahogany Elk, Soft Cap Toe, Gusset Tongue, Seam- 
less Leather Quarter Lining. 
Sizes 2% to 8, Ato D. Price $3.75 


31504— Mahogany Eric Calf, Soft Plain Toe, Gusset Tongue, 
Leather Quarter Lining. 

— Fa | 

ame style i in Black Eric Calf. Sizes 2% oe A to 

rice . 6B 


16302— Mahogany Elk Moccasin Toe, Gusset Tongue, Seam- 
less Leather Quarter Lining. 
Sizes 24% to 8, A to D Price $4.00 


10 STYLES IN STOCK 
THE JUVENILE SHOE CORPORATION 


CARTHAGE. MISSOURI 
Manufacturers 


SHOE RECORDER 





The Beot and Shoe EB der will app 


Ul} 
( 


OT 


JACQUELINE 


Another Smart Tongue effect 
very appealingly developed 
in lustrous Satins, and 
rich Brocade Combinations. 


Black Satin with Black $=7.00 
Ooze Tri i on z 





The bringing forth of 
style is only one of 
the arts in connection 
with shoe craftsmanship 
to which we are pledged. 


Buyers of the better 
Women’s Shoes are cordially 
invited to inspect our new 
samples for Spring 1923. 


Sen quantiesing the quithisitite Gi eile te Giant. 
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IVORY WELTING IVORY MID-SOLES} 





























SOI ee ee eee 


_VAUGHANS IVORY 


THE SOLE THAT HAS-MADE © 
WHITE SHOES STAPLE 


= = ll a ls 


OOOO Ic ee 


MADE BY 
GEORGE C.VAUGHAN 
Tanneries at 


PEABOD 
= 


ry Sole, Heel and Welting 














VAUGHAN’S IVORY SOLE LEATHER 


ay AUGHAN’S IVORY SOLE 
t AJ LEATHER, for years, has been 
ay 
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wm wu) associated with stylish, dependable 

\} white footwear. Hundreds of mer- 

) chants and manufacturers, when 

talking of new effects in white shoes, say instinc- 
tively: ‘“‘Vaughan’s Ivory.” 
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Ivory Soles are popular because of their maxi- 
mum serviceability, perpetual fine appearance, 
and non-chipping, non-cracking features. 


It will pay you to mark your orders ‘“‘Vaughan’s 
Ivory.” 


GEORGE C. VAUGHAN 


TANNERIES AT PEABODY, MASS. 


52Gn 








————————=—— = = lo 








IVORY TOP LIFTING | 1VORY FIBRE HEEL BOARD 
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“Thereisonly 
One-- 


There never 
has been 
any other.” 





HE name VIQs 

frequently usejtl 
world than anyth 
name. 
We, the only 
watchfully guard it 
pledged to keep jin 
of kid leathers. 













VIGs probably more 
usa@throughout the 
anvwther leather trade 





- mers of VICI KID, 
rd ifreputation and are 
ep jin the front rank 
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| LADIES FINE TURNS EXCLUSIVELY 


| | 


DELIVERIES BEGINNING JANUARY FIRST. 


| TTL TTT HTH 
| Pred ddd L’AVRIL HTT 
| | | | | 1 | 
| | 


| | HAVING BOWED TO THE DECREES OF DAME FASHION 
1} | FOR GENERATIONS AND BEING ACCUSTOMED TO 
| | 





| 

| 

| 

| | BROWN CALF OR PATENT LEATHER WITH SUEDES | 
| OF THE LIGHTER SHADES. | i | 

TT | 

| 

| 

| 


HER WAYS, MILLINERS AND MODISTES DISPLAY | 
STYLES DURING THE MONTH OF JANUARY WHICH | 
AWAKEN IN THE FEMININE HEART A DESIRE FOR 1 | | | 
APPAREL WITH A TOUCH OF SPRINGTIME. | | | | | | 
| 





























































































































| 
| 
| | | 
TT 

| TRAvASO SAOE ComPaANY | 
| MANUFACTURERS 

1908 LOCUST STREET SAINT LOUIS 

| | 

| | ALONG PERILOUS PATHS WE GO HAND IN HAND WITH FASHION 
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Dark Tan Veal 
No. 16 Bal. 
Bordo Last, 

















Goodyear Wing - ° 
° More than a quarter century spent in a ° 
delivering satisfaction is the record of this 
company. 


Remember this important fact in select- 
ing your lines of men’s shoes to retail at 


$5 to $8 


Weber Bros. Shoe Co. 


North Adams Mass. 


New York Office: 1328 Broadway, Marbridge Bldg., H. Harris, Rep. 
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Every avenue opened for 
more profitable sales! 


E haven’t left a stone unturned this 

year. Consistent advertising has 
been steadily helping to increase the na- 
tion-wide demand for Lambertville Snag- 
Proof Rubber Footwear. 


Prices are materially lower. The qual- 
ity, wear and satisfactory feel and fit have 
never been better. Our line contains the 
most popular new numbers, together with 
the best-selling old numbers. 


You can fill your stock with Lambertville 
Snag-Proof Boots, Shoes and Arctics with 
the absolute confidence that every avenue 
is wide open for more profitable sales. 


You know that it doesn’t pay in the long 
run to handle unknown, price footwear. 


Your customers know and appreciate 
Snag-Proof value. The green oval has 
been a faithful guide to the greatest rubber 
footwear satisfaction for over fifty years. 
Make it your guide to the best paying line 
you have ever handled. 


Write us for price-lists and full details. 
Prompt shipments on all orders. 


LAMBERTVILLE RUBBER CO. 
Lambertville, New Jersey 


Makers of the highest grade rubber footwear 
for over half a century. 


“SNAG-PROOF” 
Rubberlootwear 








** SELF -STARTER’’ SHOES 
IN BIG DEMAND 


Rochester, N. Y., Oct. 20—Leading physicians are 
advocating the use of ‘‘Self-Starters”’ as a positive pre- 
vention of the numerous foot troubles which are started 
in infancy. Late medical books treat upon the subject 
as follows: “The drastic change from soft sole shoes to 
those with hard soles, is the direct cause of many fallen 
arches in the present generation. The infants’ tender 
muscles are unable to bend the hard sole shoes, causing 
them to ‘rock along’ which does not give the proper 
exercise to the muscles of the arches; and the result is 
the weakening of these muscles which permits the 
arches to sag or completely break down.” 


The repeated call for an intermediate shoe between 
soft soles and hard soles to meet the orthopedic necessi- 
ties of infants learning to walk, resulted in this new 
“Self-Starter’’ shoe, which has been perfected and 
7s by the Carpenter Shoe Company of Rochester, 






Fur 
LEATHER 
COUNTER 









DOUBLE THICK 
FLEXO CHROME SOLE 





2 PLY FELT 
SOCK LINING 
3 PLY WOVEN 
FABRIC INSOLE 


Public demand for “‘Self-Starters”’ has convinced shoe 
retailers of their importance during this age of orthopedic 
education. The up-to-date shoe merchants who are 
selling them, claim increased volume in their infants’ 
departments, and explain that they are not only per- 
fectly adapted to the first steps of the baby, but are also 
selling readily as the proper foot forms for infants from 
four months to one year old. 


The sturdy construction of “Self-Starters” has at- 
tracted considerable attention. The thick chrome sole 
has the appearance of a two piece bottom, but in reality 
is of one piece construction. This affords a unit wearing 
surface and eliminates the trouble usually experienced 
with soles of two piece construction when the outer 
layer starts to peel off. The sole is attached to the 
upper in such a manner as to elevate all stitching above 
the upper surface of the insole and out of reach of all 
wearing surfaces. The insole is especially constructed 
for extreme flexibility; its three plys of fabric being 
woven together in a manner to prevent cracking and to 
retain its original shape. Cemented to the insole is a 
double thick felt sock lining which furnishes the required 
cushion and comfort necessary for infants tender feet. 


““Self-Starters’’ are being made in a large assortment 
of combinations from Kid, Calf, Elk, Buck, etc., which 
are pleasing the most particular trade. Further infor- 
mation, samples or price list gladly furnished by the 
Carpenter Shoe Company, Rochester, N. Y. “Satis- 
faction or no Transaction.” 

THE MOST IMPORTANT SHOES A _ BABY 
WEARS ARE THE ONES IN WHICH HE LEARNS 
TO WALK.—Adbvertisement. 
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CHILDREN’S SHOES IN ALL 
THEIR GLORY OF STYLE, PEP 
and SPLENDID SHOE MAKING 


Reflected in 


KEWPIE [WINS 


REG. VU, SB. PAT. OFF. 





In Stock Styles 





No. 2494 


Manufacturers using Slipper Slides in Cut 
Steel Designs will serve their own interests by 


writing for samples of our products. The above 
illustrations show two popular numbers of our 
line which is made in attractive two-tone 
combinations. 





Samples gladly sent free on request of man- 
ufacturers and jobbers. (Please mention this 
magazine and date of issue) 


1845—Mahogany Calf Full Quarter Blucher with : SLIDE BUCKLES 
Hooks | FOR STRAP FOOTWEAR | 
Sizes 12-2, Heel. D-E................... $2.90 [ | 


Sizes 8144-1114, Spring Heel, D-E. ... $2.50 NO. 1475 = NO. 147845 


[Composition] [Iron Cast] 
Sizes %- 14-54-34-% Inch 


1745—Black C , é : i | 
745 ac alf Full Quarter Blucher with Standard Finishes , 





Hooks 

The footwear industry knows from exper- 

Snes ES-8, Hoel, DMB. ......-.-+-+-+0ee: 2.90 ff ence that “Anchor Brand” Slide Buckles are 
1 _K dependable. No. 1475 - 1475 Wis. representative 
Sizes 874-1174, Spring Heel, D-E......... $2.50 ff | of the line whichis is illustrated in Bulletin 135. | 
} (Send for free copy mentioning this magazine | 
and date of issue) | 
Catalogue on Request 1 | All leading jobbers sell | 


“Anchor Brand” Buckles 


NORTH & JUDD MFG. COMPANY | 
THE JUVENILE SHOE CORPORATION f NEW BRITAIN, CONN. U. S. A. 


CARTHAGE. MISSOURI ST. Louis NEW YORK 
608 VICTORIA BLDG. 127 DUANE STREET 
Manufacturers SAN FRANCISCO CHICAGO 


POSTAL TEL. BLDG. 326 W. MADISON 8ST. 
=a 
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It’s a pleasure to give this quotation from a letter written 
us by a prominent Western Shoe Manufacturer 


a 


“There is simply no stopping the flood of TONY RED 


shoes which is rushing in upon us. As a result we 


find ourselves out of TONY RED for the first time 


in a year. 


wr 


“It seems to lose none of its popularity with our cus- 
tomers, and we hear increasing compliments right 
along about the comfort to be had from the wear- 


ing of shoes made from TONY RED.” 





This is a particularly good example of many such letters 
which are constantly coming to us. Such enthusiasm 
from our customers merits and hasoursincereappreciation. 


We are sparing no effort to make The Whole TONY 
Family worthy of such loyalty. 


{ RED Reg. U. S. Pat. Off. TAN Y 


BROWN BLACK 





CREESE and COOK COMPANY 


OOMS i, ae N WN TANNERIES 
a SONS DANVERSPORT, MASS. 
WOLFENSTEIN & SHANAHAN 


39 SPRUCE STREET 
NEW YORK 


P. A. HENRY & CO. 
706 Broadway, Cincinnati, O. 
Leather Trades Bldg., St. Louis, Mo. 





————————.> ——— ai 
Wesco a aa SS Saag - >. ——————————————— — 
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Popular 
Se/lers 


Made on the quality 
basis that has always 
characterized the 
Johnson Bros. line of 
medium priced shoes. 








PATENT Leatruer Toncur 


Pump with waist line strap PATENT Leatuer 
slipped through back of tongue. Cross Strap on No. 
Beaver ooze underlay in tongue, 125 last with a Spanish 

15-8 Cuban Louis Heel. Louis Heel. 


Send for Samples and Prices 
Pine Tree State. 


wigi@ ae | | 
. A Sty 
> ‘ . +3 


cMade , 
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DON’T FORGET 


The School Shoes of Today 
Are Made the Ramsey Way 


To WEAR Not to SELL at a PRICE 


And don’t forget that only the very best of outsoles are used 


In Stock --- At Once Shipment 


—_— BAL LACE SCHOOL SHOES — Best Bend Soles 





Double s s s 
Stitch Heats Heels eels 
Backstay 5406—Cherry Ooze Bal, Best Bend Oak Sole— 5-8 8-11 11-2 
; ei EE ia, + w0 00 0006.00 8660.66 100000884 $ .90 $1.00 $1.15 
Outside 
Heels 





5410—Tan Lotus Bal, Best Bend Oak Sole. . eee $1.70 $2.05 
) 5414—Cherry Lotus Bal, Best Bend Oak Sole........... 150 0702.05 
5416—Cherry Vamp and va * with epee nme 
\ Best Bend Oak Sole. 1.45 1.65 1.95 
5463—Smoked Elk Bal, Elk Sole. . 1.50 1.70 2.05 
eet” 4 ee and F ‘oxing, ‘Smoked - Quarter, 
k Sole. 1.35 1.55 1.85 
BAL LACE SCHOOL SHOES 
Double§Vamping, 4 Rows of Stitching on BUTTON SCHOOL SHOES — Best Bend Soles 
Vamp. This prevents the shoe from ripping 
eons 5604—Black Ooze Button, Best Bend Oak Outsole— Tleels 
cially Priced. . $ .90 $1.00 $1.15 
5606-—Chery Ooze Button, Best Bend Oak Sole— 
Specially Priced...... 90 1.00 1.15 
Outside 
Heels 
5614—Cherry Lotus Button, Best Bend Oak Sole....... $1.50 $1.70 $2.05 





FACTORY DAMAGED 


Button and Bal, Lace School Shoes—All Grades 
5 to 8 8% to ll 11% to 2 
$.90 _ $1.00 $1.15 


A wonderful buy of which you should take advantage. 


‘jog? 


“THE ONLY COMPLETED STITCHDOWN* 


TRIPLE WA’ WELT 


ONE GP STITCHING HOLDING UPPER TO INSOLE HAT 
Two ‘OF GOODYEAR STITCHING HOLDING OUTSOLE TO INSOLE AND UPPERL T Is, 


TWO RDWS OF GOODYEAR STITCHING SHOWING ON BOTTOM OF OUTSOLE RAMSEYS 


967 Atlantic Ave. | E. J. RAMSEY CO. Brooklyn, N. Y 


The Beet and Shee Recorder will appreciate your mentioning the publication in replies te advertisements. 














BUTTON SCHOOL SHOE 


| Spams 
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**MARION ” 
— 595 — 


Our 17/3 Va 
No. 7 Heel © 











New Factory and Showroom 
61-69 NAVY ST. 


Phone: MAIN 2134 


CORNELL SHOE CO. 
Makers 
BROOKLYN 





+e Se he Se He th he eo So So Sp Mo So Se Se Si Si Sib Si io St St Se Se i i Ht ct i nS i Ho 08 


Havana Brown Kid Brown Goat Havana Brown Kid 


IN STOCK 


























Se Se Se St St So Se So Se Sh SH Se Se St SB dn SB dn Ho cn Sp 


(5) Last (6) Last (20) Last 
e No. 108—Price $5.75 Net 
Three of a Kind PATENT LEATHER “TRIANGLE” 
All In Stock C and D Widths Black Ooze Insert, 14/8 Spanish LXV Heel, 
6-1 1 Round Toe 
$3.00 per Pair 
NET Sizes— 
AA 48 A 346-8 

Hazen B. Goodrich & Co. B38 86 C248 
HAVERHILL 33 MASS. Less than 3 pair 25c extra 





CESSES SS SSS SSS SSSESEEE SHFHE 


‘Se she ce 
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\ 
Dealers Want this Line 


Dr. Adler Scientific Hygrade Shoes are now 
ready for immediate delivery. 


Since our announcement of an ingenious 
sales stimulating plan in combination with 
sterling shoe quality, we have received a flood 
of inquiries from dealers—everywhere—seek- 
ing the Dr. Adler line—all built around the 
Dr. Adler Orthopedic Arch. 


Real merchandising co - operation, real 
shoulder-to-the-wheel assistance, prompt de- 
liveries from the manufacturer, and a com- 
plete and attractive line—including infants, 
girls, misses, boys and mens lasts—these the 
shoe merchant must have to increase his 
turnover and profits; and this is what ! 
Rosenwasser Bros., Inc., give! 


Write for our selling program and samples. 
See what the famous Dr. Adler Scientific 
Hygrade Shoes, and Rosenwasser co-opera- 
tion offer you. 

Note these things, too— 

This famous line not only sells faster, but gives 
This Registered Trade por bn ond greater profit and prestige. No sales 
Mark on the sole of “ z 4 
every Dr. Adler Sci- Designed and built accurately with Dr. Adler 
entific Hygrade Shoe. Orthopedic Arch making it possible to fit every 
foot requirement of your trade both normal and 
abnormal. 
“Quick, dependable delivery and plenty of dealer 
helps. ‘ 

Get all the facts now on this exceptional selling 

line of turns and welts. It’s the line for the 

live dealer. Write to-day. 


ROSENWASSER BROS., Inc. 

Dr. Adler Scientific Hygrade Shoe Division 
Factories: Long Island City, N. Y. 

Also makers of “Babe” Ruth Home Run Shoes for Boys 

















Infants bal, lace or button, 
fmm vamp with tip, gray 

uck upper, turn sole, spring 
heel, lined. Sizes, 4 to 8. 















Dr. Adler's Scientific Hygrade Shoes 
are the only shoes made, not alone in 
the United States but in the world; 
distinguished by that marvelous 
curve known as Dr. Adler’s Ortho- 
pedic Arch. Will delight the hardest 
customer you have to fit. 





















































= 
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Child’ calf A\ = 2 

Goodyear y* — » ae \ 

lar cut, 34 foxed, per- 

forations tip, vamp and + \— 
row. Sizes, 844 
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The Coming Big Hit! 


Shown First by Tober-Saifer Shoe Co. 


On the Floor Ready to Ship 





TU 


1264—Black Ooze Calf Blucher Oxford. 
Patent Chrome Apron, Tip and Heel Fox- 
ing. Light weight Goodyear Welt Sole, 
8-8 heel, rubber top lift. Made over the 
newest combination last. Exactly as illus- 
trated. The coming hit. A, B & C, 
BBE 0B. Bo ccccccsccccccccccccsecss $4.25 


CT 


1260—Exactly same style as above except 
Otter Buck with patent trimmings. .$4.25 


NN 


1262—Exactly same style as above except 
Otter Buck with Russia Calf or. 


Sule 264 EE Marais Sas Cohen ea 
$4.25 





cn 


i 
U 


2835—Skinner's Black Satin Brocade 
Quarter and Tongue, One-Strap Colonial 
Pump. Flexible McKay single sole. 8-8 
leather heel. Exactly as illustrated. To- 
day's big number. A, B & C, 2% to 8 

$3.50 


A 


ir Ke» iy 


2842—Exactly same style as above except 
Patent Vamp and Tongue. Brocade 
GUE cccccecvesececosvcecocegs $3.50 


2843—Exactly same style as above except 
Patent Vamp, Black Ooze Calf Quarter 


GRE TOR GRO. 00 ccccccccccccccccces $3.60 , Style 2835 
$3.50 


TOBER-SAIFER SHOE CO. 


Novelty Footwear In Stock 


Mtn OOO 





1312 Washington Ave. St. Louis, Mo. 











Se eee eee eee eee eel ele eH eliiiiieliiiiiiiueliliiiiiielilliiiiielliiiiiiiiell 


g 
: 
3 
: 
. 
: 
. 
: 


3 MTTOTOMMU ele Nel OLLI LOLOL OL eT L LL  O 
The Beet and Shee E der will appreciate your mentioning the pub’ in replies te advertisements. 















D6 


= 
© 
*© 
ros) 


October 28, 1922 BOOT AND SHOE RECORDER 


4 
iF 


Meee ee ee eee et elelel elie Hie liiiiiiiieliiiiiiiieliiiiiieliiliiieliiiiiiiiell 







SVU TAMNTTTT TT 
I ATAU 


<p = = —<—< 


HI 
ULL 
—— 


Ge 


HAAR 





i 


A 








«IN 


















TT 


nn 








Stock .No. 123 $6.00 


Black Kid “REST CURE” Boot 


RUBBER HEEL 
AAA to E 





One of 50 Styles Ready for Immediate Shipment 


Williams, Clark and Company 


LYNN, MASS: 
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AZTEC CALF 
“i Ewcatence” | V king Calf 
Norwegian Veals and Calf 




















For Spring 1923 


Extensive preparations for the big Spring Season of 1923 are now 
on foot. As usual, the selection of the proper leathers is a factor 
requiring careful consideration. Once fashionable leathers in ap- 
proved shades have been decided upon, manufacturers and mer- 
chants may look far ahead into the future and proceed to plan their 
business on some definite basis. 


Gallun Leathers, as in the past twenty years, will lead off in the 
great footwear style race. During this long period of time Aztec 
Calf and Viking Calf have proved their absolute dependability and 


timeliness. 


The original and genuine Norwegian Veals and Calf will also be 
produced in all desirable colors and black and is easily the leader 
in brogue type of shoes for men and women. 


Gallun is ready to serve you now; ready to ship 
you just the right Teathers | for _Spring shoes. If 
you are a retail merchant! ‘it will be to your dis- 
tinct advantage to ask your manufacturer to use 
Gallun Leathers in your orders. 


NOTE:--We have made Norwegian Veals and Calf continuously for twenty years under this name 




















A. F. GALLUN & SONS CO. 
MILWAUKEE, WIS. 
A. F. GALLUN & SONS, INC., H. A. Ely, Mgr., 11 East St., Boston. 


The Beot and Shee Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Styles Ready To Ship 


“If It’s a Dalton It’s a Delight” 
‘Johnnie Walker’’ Last “‘Glengarry’’ Last 


See oe 5c 








Tata te ws Pot ute ute te ute ut Tete ue ube Tue ue Ped 


S252 





Stock No. 526—4 Norwegian Bal, Heavy S. S., Wing- 
foot Heel. A, 7 to 11; B, 6 to 11; C and D, 5 to II. 
£0 


eS eee $6 r ° 
Stock No. 426—As above in Black Norwegian Same —_ oo. OE Seraies Beye Set Gate = 00 


sizes and widths. Ready Nov. 15. Price..... $6.00 ‘4 


MEN’S SPORT OXFORDS 


Stock No. 382—Sport Last Smoked Elk Sport Ox- 
ford, Gal. Four Apron, Red Duflex Ribbed Sole and 
Heel. B to E Wide 

Stock No. 3:0—Sport Last Tan Box Sport Oxford, 
Tan Box Apron, Red Duflex Ribbed Sole and Heel. 
B to E Wide $5.85 
Stock No. 3!2—Sport Last Tan Box Sport Oxford, 
Brown Cordovan Apron, Red Duflex Ribbed Sole 
end Siew. Btn. b Weeds... 2... ....0008. $5.85 


The Dalton Company, Inc. 


Makers of Fine Shoes 
BROCKTON, MASS. 


NEW YORK CHICAGO 
651 Marbridge Bldg. 706 Security Bldg. 





SRST SESS eS ESE SSeS ESS eS CSCS ESS SRS RSS SSeS SSP SES PSPS RS RSE SEIS SES eS PSRSESESES: 
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MORE 
GROWTH 


We are now preparing 
to build an addition 
to this factory that 
will increase our pres- 
ent output by 1,500 
pairs daily. 





Our growth is unparalleled in the 
history of the shoe business 


In 18 months we reached the mark 
of 2,200 pairs daily. [Some concerns 
of ten times our age have yet to 
touch that mark by one half.]| We'll 
soon be making 4,000 pairs daily. 


The LAPE g ADLER ©. 
HI-STYLE “x3 LO-PRICE 
COLUMBUS OHIO. 


The Beot and Shoe Recorder will appreciate your mentioning the publication im replies te advertisements. 
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Our Saldiiinee Are Qut 


Now showing samples of the Greatest 
Line of Medium Priced Shoes on 
Earth. | 


If you doubt this statement look at 
the shoes, or—ask for the names of 
dealers who handle our shoes. 


Any one of the 2,000 will verify our 
claims. 


There Must Be a Good 
Reason for Our Growth 


You'll find it in the Shoes and in your 
increased sales and profits. 


Write or Wire 
The LAPE s ADLER (Ce 


HI-STYLE “2: LO-PRICE 
COLUMBUS OHIO. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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BEACON I 


THERE ARE NO BETTER 


SHOES 


FOR STYLE—FOR FIT—FOR WEAR 


IN-STOCK 


Be: con Shoes sell quickly 

and repeat every time. We 

back up this belief by 

carrying many styles on 
the floor 
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No. B118—Brute 
No. B171—Radio Morocco Calf Bal, Goodyear Wingfoot Rubber 


Wine Knicker Calf Bal, Goodyear Wingfoot Heel. B,6to LL ‘Cand O,5to Ll. Price »$4.20 
ber Heel. B, 6 to ll. C and D, a 


No. B5008—Swag 


Patent Leather Oxford, Single Sole, Bevel Ed 
Goodyear + ene Rubber Heel. B,C «i: 
5 to Il. Price. 


No. B5006—Brute 
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No. B365—Brute No. B52—Dover 
Ches' Ww Oxford, Two Patent Leather Dancing Oxford, Plain Toe Black Eskimo Ocford, Regular’Eyelets, Full 
Foil Seles co Wowk Brace Eyelets, Gor dyear Soft Haircloth Box, saree Flexible Innersole, Doutle Soles, (iondyear — 


11. Pri 4.75 Light Weight Flexible Outersole with Close Heel. D. 5 toll} 
Wingfoot Heel. C ani D.35 to ice, $ tient Sint, Leather Heal" B. 6 to 11. -] [Price 


ead D, Sto Ll. Prion... .......ceeees $1.20 
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F. M. HOYT SHOE CO. Manchester, N. H. 


{STOCK DEPARTMENTS LOCATED AT 


18 South Wells St. 
Chicago, Ill. 
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SUT O-MOCS 


Patent Pending 











1 Sho 3 
GENUINE : : 7 , FLEXIBLE 
GOOD YEAR | BEND] LIKE 


WELT : BIRCH BOUGHS 
CONSTRUCTION | 





























2 4 
| VCLUME 
GUARANTEED > ack! DA pagers pila ~ Sea PRODUCTION 
MOCCASIN ‘ae ae AT 
TOE ae ia : nt = VOLUME 
STITCHING ! : | PRICES 























THE LARGEST FACTORY IN THE WORLD 
DEVOTED TO THE MANUFACTURE 
OF MOCCASIN FOOTWEAR 


SoGo-Mocs 
For 
Good. scout2 


No. 523 A l ad 
No. 523—Boys’ 9-inch Tan O} Grain No. 500— Boys’ 5-inch Chocolate Flk Moccasin, grain 
Moccasin, waterproof stock, grain inner crlaR leather insole, Uskide outsole, rubber heel, welted around 
sole, Uskide outersole, rubber hee, welted y al Las heel seat, Munson last. Widths, D and E, 24-5 % $3.25 


around heel seat, Munson last. Widths, D No. 700— Ycuths’ 5-inch Chocolate Elk Moccasin, Mun- 
and E,24%-5% : son last, same as above. $2.80 


No. 720— Youths’ 8-inch Chocolate Elk Mc ccasin, Musocs No. 700R—Youths’ Rex last, same as above. 1144-2 $2.70 


last, same construction as above. 13-2 


No. 720R—Youths’ 8-inch Chocolate Elk Mescasia, Rex 
last, same as No. 720. 1144-2 . $3.00 


Get out of the rut on boys’ shoes 


Look at the shoes worn by fifty boys during school recess. They 
all look alike—just plain, common, everyday shoes. Nothing new in 
boys’ sckool or play shoes for ages. Put three pairs of Soc-O-Mocs on 
three of those fifty boys. The Soc-O-Mocs stand out; they are different 
and the dealer who sold them is different. The boys want something new 
in footwear as well as the girls and it’s time they had it. Sell the boys 
Soc-O-Mocs and increase your sales. 


SACO SHOE COMPANY, Inc. 


SACO, MAINE 
Boston Office, 10 High Street 
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Good Shoes 
_ for 
Better 


Business 


In Stock — Ready to Ship 


No. 1—Patent Vamp 3/4 Fox Milo Button Gray Nu 
Buck Top 4/8 

No. 2—Patent Vamp 3/4 Fox Lace, Imitation Tip, 
Gray Nu Buck Top 4/8 

No. 3—Patent Vamp 3/4 Fox, Milo Button, Fawn Nu 
Buck Top 4/8 “ 
No. 4—Patent Vamp Circular Fox, Gray Nu Buck 
Top, Button 4/8 J 
No. 5—Patent Vamp Circular Fox, Fawn Nu Buck 
Top, Button 4/8 


First Step Shoes and Infants’ Novelties 


In Stock the Year Around 





H. MALKIN’S SONS 
120 W. Broadway (at Duane) New York, N.Y. 


October 28, 1922 














Popular Prices 
Bring Delight the Hearts of 
Quick Turnovers All the Folks 


GET SOME OF THE HOLIDAY TRADE! 
MOCCASINS MAKE EXCELLENT GIFTS!! 


APACHE BEADED MOCCASIN 


A HOUSE SLIPPER which combines comfort, durability and 
attractiveness. Made of Tan Ooze Sheepskin. A display 
will brighten your window and the sales will surprise you. 


922 wu OF APACHE MOCCASINS 


Terms 2%—10 days; Net 30 days 
Send trade references with your order 


atal showing seven different styles, or sam- 
a of honcho and several other popular priced Moccasins 


ARROW NOVELTY CO., Inc., 108 E. 16th St., N. Y. C. 




















REPCO HEEL AND EDGE ENAMEL 


makes shoes look new 


EPCO is a liquid enamel which 
restores that much desired new- 


ness to sole edges and to heels. 


Your customers prefer Repco to any 
other brand of enamel because Repco 
is easily applied without danger of soiling 
hands or clothes. 


Repco contains no varnish, shellac or 


other gummy substance—but materials 
that protect the leather and prolong its 
life. And, best of all, Repco clings 
firmly and evenly to the surface. It does 
not rub off. 


Repco is made in every stylish color 
—white, ivory, light gray, dark gray, 
champagne and Havana brown. 


For sale by Shoe Findings Jobbers 
Better order some Repco today 


UNITED SHOE MACHINERY CORPORATION 
Beston, Mass. 


Sam Francisco Branch, 859 Mission St. 


J. K. KRIEG COMPANY, New York, N. Y 


UNITED SHOE REPAIRING MACHINERY CO. 
Boston, Mass. 
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Davis Process Shoes have great flex- 
ibility, a splendid cushion at the ball, 


a perfectly smooth leather innersole 
and they give an extra amount of 


HHH 


CROSS SECTION - INNER SOLE 


RAISED TOSHOW Stock No. 44134 
mths ta Women’s Kid Polish, Kid Tip, Large Ankle! 


Stock No. 541 Price $3.15 


Women's Kid Oxford, Kid Tip, Rubber 
Heel. Widths E to 


Price $2.35 


|Send for Catalog 
Made by 


A. H. BERRY SHOE CO. 


PORTLAND, MAINE 


BOSTON OFFICE 428-430 ALBANY B’LD’G. 
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Nothing in the shoe | 
but the foot 



















HOE specialists insist that shoes 
built with Crawford Arch Sup- 
porting Shanks are scientifically correct. 
Such shoes relieve fallen arches and safe- 
guard normal feet. They bring health 
and happiness to your customers and 
increased business to you. 


EE Crawford Arch Supporting 
Shank is built right into the shoe 
—fitted between the inner and outer 
sole and locked to the insole. It pre- 
A serves the shape of the shoe, giving sup- 
port to the arch and ease to the foot. It 
cannot abrade the skin. 






























To boost your business, sell shoes built 
with Crawford Arch Supporting Shanks. 




















United Shoe Machinery Corporation 


Boston Massachusetts 


The Boot and Shoe BR der will appreciate your mentioning the publication in replies to advertisements. 
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The Latest Styles 


(GUARANTEED) SILK HUB GORE 
In Various Widths to 
Match Prevailing New Shades 
of Colored Leather 


EVERLASTIK, INC. 
Webster and d Spencer Aves. 
CHELS MAS: 
395 manent New York City 


SHOE RECORDER 


aieiianiantamtiantaninnion 


IN STOCK 


LARGE SILK 


No. 500 


Women’s Bright Cabretta, Genuine Turn 
Sole, Keystone Rubber Heel Boudoir, 
Large Silk Pom Pom. 





36 Pair Case Lots Only. 
Sizes: 3-7, 3-8, 4-7, 4-8, 5-8 











Terms 5%-10, 2%-30, F. O. B. Cincinnati 


Altman & Minces 


CINCINNATI, OHIO 








Men’s Black Blucher Oxford 


A Real Shoe and Seller 


Our Sample No. 291 shown above 
will get business for you. It’s right 
up to the minute. Six rows stitching 
lip, vamp, and eyelet row. On the 
highly favored “Clyde” last. 


You ought to see this worked out in 
a plain toe. 


Why don’t you drop a line and 
have us show you our WHOLE line 


of new ones? 


Write today! 


The Preston B. Keith Shoe(o. Brockton, Mass. 


Campello Station 
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King of Jobs 


Save the Expense of Going to the Marke 


Order by Mail and Compare These 
Values with Goods You Have Purchased 


We Save You 15% to 30% 


No. 1570 oy No. 1550—Boys’ Tan 8 Inch High Cut Half 
Same as No. 1550 in Little Gent's. . Bellows Le yt te —_ Back Stay. Good 
Sizes 9 to 1314, 10 to 1314, 11 to 1314. I Sole and Heel. Sizes | to 6. 


Price $1.50 eo N Price $1.75 


(Sold in 36 pair case lots only) ‘ie (Sold in 24 pair case lots) 


Ladies’ Ribbon Trimmed Felt Moccasin, Extra 
Heavy Padded Chrome Sole, 244-inch Pompom 


In following colors Ladies’ Felt Moccasin with Contrasting Collar, / 
No. 100—Old Rose . | so Heavy Padded Chrome Sole, 2%4-inch ! 
No. 110—Chine Blue 3-8, ompom. | 
0. American Beauty 48. : 
No. 130—Wisteria : oo ae colors ) | 
a No 510—China Blue 37°58, 
Sold 36 pair case lots only. - wes Beauty 47, 48. 
‘ y Blue 
One color to case. No. 540—Wisreria ie 
Ladies’ Gray Felt One Strap. ; 
Leather Sole and Heel. Sold 36 pair case lots only c 
Sizes: 3-8, 4-8. One color to case. 1 


Price 70c 


S. ROSENBERG & SON 


144 ESSEX ST. BOSTON, MASS. 


Th- Boot and Shee Recorder will appreciate your mentioning ‘the publication in replies to advertisoments. 


























Since the introduction of Ohio Kaffor Kid . its 
success has exceeded our fondest expectations. 


Coming at a time when innovations are the order of the 
day, the distinct features and characteristics of this en- 
tirely new product of leather manufacture met with the 
appreciation and approval of the leading shoe manufac- 


turers of the world. —> -» -» —> —» -> > -> 
Ohio Kaffor Kid is superior to any other dress shoe leath- 
er manufactured for appearance,comfort and wear. 
Made in and Morro Brown: 
aniline ‘dyed leather Sree from erm 
Originated and manufactured exclusively by 
The Ohio Leather Co. 
Girarda,Ohio 





Cy 


eneral Offices 
Fhe Ohio Leather (o. 
Ohio 


Gira 


JB0s ton 
Ohio Leather (byporation 
33 South St. 


Ohio Leather Gompany 
325 Arch St. 


St.Louis 
Arthur $.Patton Lather(p. 
1602 Socust St. 


NewYork. 
Oscar Schereve Bro. 
29 Spruce St. 
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CHAFING 












LINED 
CLEAR TO 


SOLE f SERN, 
SEMI-ROLLED EDGE 
ALL RUBBER 
EXTRA HEAV 
vous RUBBERIZED CLOTH 


RUBBER COATED CLOTH 
HEAVY BROWN FLEECE 


Hood Kattle King 





Early “Rubber Footwear” Weather 


has shown many dealers’ stocks 
unprepared for this business— 

Avoid the predicted early winter 
shipping congestion by placing earlp 
orders— 

Hood Distributors have prepared 
their stocks of winter footwear to 
take care of pour needs— 

The far-sighted retailer is pro- 
tecting his profits by carrying com- 
plete stocks of rubbers and gaiters 


and 
especiallp— 





Widen = 
amar ~ 4 ee Over and Waverly 


Hood Rubber Products Co., Inc., Wtetows. 
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Mr. Noau WEBSTER, et. al., 


versus 


RICE & HUTCHINS 








@. Noah Webster and his collaborators tell us that turnover 


is ‘the amount of capital temporarily invested during a 
period of business, which the owner expects to get back before 
he begins counting profits.” 


@_We cannot say what business Mr. Webster and his friends 
had in mind when they used the word “‘expects,”” but we are 
inclined to think that it was down at the heel. 


@ With a knowledge of Educators, we believe they would have 
cut out the word “‘expects” and would have said that turn- 
over is “‘capital that is invested and gotten back several times 
with good profits before paying a larger income tax.” 


@ They might go further and add another compound word 
*“‘quick-turnover,”’ the definition of which would be “Educator 
Shoes plus Rice & Hutchins service.” 


@If anyone doubts the truth of this definition, proof will be 
shipped quickly by freight or express,—a stock of Educator 
Shoes which properly handled will turn over quickly in any 
store. 


RICE & HUTCHINS 


Incorporated 
BOSTON U.S.A. 


Akron, Ohio Detreit. Mich. Portland, Me. 
Albany. N. Y. Hartford, Conn. Providence, R. I. 
Atlanta, Ga. Kanear City, Mo. t. Louis, Mo, 
Baltimore, Md. Louisville, ks. San Francisco, Cal. 
Buffalo, N. Y. Lynn, Mars. Seattle, Wash, 
Chicago, II. anchester, N. H. Springfield, Mass, 
Cincinnati, Ohio Milwaukec, Wis. 5} racuse, N. Y. 
allas, Tex. Minneapolis, Mina. Uniontown, Pa, 
nver, Colo, New Orleans, La. Worcester, Mass. 
New York. N.Y. 
Philadelphia, Pa. 
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Other Industries Show Price Increases 


By Volume of Sales the Shoe Industry Hopes to Keep 
Prices on Present Scale to the Public 


tion of facing a possible price advance. Perhaps 

* the hardest hit field of all is that of dry goods, 

where imported merchandise must be sold at a higher 

price to the consumer because of the new and higher 
rates of duty. 

In that great field of merchandising, general notifica- 
tion of increase followed immediately after the tariff. 
There is no question but what raw skins, fuel, chemi- 
cals and even down to the brooms used in sweeping the 
floors will cost more money in the producing end of 
the shoe industry. 

The Recorder certainly hopes that the increased vol- 
ume of orders elevating the capacity from 40 per cent 
to a possible 80 per cent will take care of some of the 
increases in material prices, and that both tanner and 
manufacturer will do all in their power to keep prices 
low to the trade, so the merchant can hold and develop 
business at retail. 

The same possibility of increase may hold true in 
retail merchandising. Increased sales to the public 
may permit a smaller mark-up, thus swallowing up for 
the time being these increases in price. If such can be 
done, the shoe industry can look forward to a steady 
increasing business from now until Faster. From the 
indications of the market, the fall and winter run of 
shoes will not be perceptibly higher—the point to watch 
is from February on. 

Many a merchant is studying general commodity 
price charts which show the peak and valley of business 
progress. The remarkable acknowledgment of the use- 
fulness of a general study of all businesses was given by 
Charles H. Jones, shoe manufacturer and student of 
industry, before the Harvard Economic Research, last 
week. He explained that he had long been an old-fash- 
ioned manufacturer, who believed in relying upon that 


Tec retail shoe industry is not alone in the situa- 


sixth sense that close application to business gives to a 
man. On his judgment when to buy and when to sell 
he was either successful or not according to his judg- 
ment. 

Since taking up the study of the economic charts 
showing the rise and fall of business, the commodity 
index, and the money rate, he had proven to his own 
satisfaction that there was something of great value in 
it. Also that executives of the future are going to rely 
more and more on the facts obtained by scientific re- 
search. Mr. Jones’ address was the most pertinent one 
of the entire congress because it showed a conversion 
of a manufacturer of the old school into a student of the 
factors of business em ployed by the new school. There 
are a dozen and one business barometer services, from 
Babson through to the Survey of Current Business, is- 
sued by Secretary Hoover. The predictions should not 
be taken too literally, for they apply to the general 
trend, and your business may be “before or behind”’ the 
major mr overr ent of industry. 

The Recorder has been sensing the possibilities of 
price advance in our industry, believing that retail 
merchants are aware of the fact that no one industry in 
itself alone can put over an increase of price to the 
public. We present from the Dry Goods Economist the 
very significant editorial which follows as a bit of in- 
formation indicative of the position the dry goods man 
is now in, and as a guide to possibilities in footwear: 

“But it is not only importers who have suddenly 
raised their prices. Domestic manufacturers have 
done likewise—in numerous lines. Retail merchants 
have their desks heaped up with letters and circulars 
notifying them of price advances all the way from 10 
to 20 per cent. Those merchants to whose eyes these 
documents have not come can readily obtain them 
from their merchandise men or from their buyers. 
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“Retailers, however, regard these price raises as un- 
just and unwarranted at this time. 

“More than this, the retailers are perturbed—they 
feel indeed acute anxiety—as to the effect of the higher 
cost of merchandise on their business. 

“It is easier to advance one’s prices when one is sell- 
ing to the retailer. No one except the retailer hears of 
it or pays any attention to the action of producer or 
wholesale distributor. But the retailer! He is the goat 
on whom is heaped all the public blame for high prices. 
He was getting into fairly good shape. The public 
conderr nation, fostered by claims made in high official 
quarters and by newspaper editors, determined to give 
their readers what these same editors think the public 
wants, had begun to die down and the retailer began to 
feel that he could walk the streets of his town or 
city without feeling that he was being frowned on as a 
profiteer. 

“Now, lo and behold, comes this general advance in 
prices, and with it the revival, as above suggested, of 
the old-time problem of how to convince the public 
that he, the retailer, is in no way responsible for the 
advance in prices. 

“This revival of the grudge against the retailer which 
has so unwarrantedly been instilled into the whole 
American public is no day dream or nightmare. It is 
imminent. Already national legislators have begun to 
put up the retailer and his alleged greed as a shield 
against criticism of the new tariff. Senator McCumber 
insisted that the bill for which he was one of the spon- 
sors would not raise prices. Now comes another sena- 
tor who, in the effort to get votes, has the shameless- 
ness or the ignorance to declare that any advances by 
retailers under the new tariff will be profiteering. 

“According to the Chicago Tribune, this senator— 
Townsend of Michigan—in the course of his campaign 
for re-election, addressing a gathering of working men 
and women at Buchanan on October 11, ‘labeled as 
palpable frauds the claims of many retailers that the scales 
in the recent tariff bill were responsible for the recent price 
raising.” 

“Thus begins, there is every reason to apprehend, a 
new campaign against the retail merchants of this 
country. 

“What is to be the remedy?” 

That the brunt of the complaints are to fall upon the 
retail merchant is to be expected—providing all mer- 
chants, and especially the shoe merchant, ignore the 
issue and forget the club which they have in their hands 
to use for self-defense and self-protection. _The Agri- 
cultural Committee report needs to be published, in 
part, in every newspaper in the country. The mer- 
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chants of a community need to take the advice of the 
Recorder and appoint a local authority, whose duty it 
is to serve as an executive fountain head for all news 
of the craft. In Massachusetts the experiment is now 
being tried of having one prominent shoe merchant act 
as an arbiter on news—a Landis in the court of public 
opinion. The time to prepare for the fight is now, a 
training in telling the public the truth on prices, before 
it solidifies its opposition in the lies and misrepresenta- 
tions which always come with price increases. The 
weapon is in each merchant’s hands—the issue is clear. 


The South for Style and 
Industry 


OW quickly the seasons melt into one another! 

No sooner is the summer season finished but 
what merchants in the South have to start in planning 
their footwear for the early style birds of mid-winter. 

At Miami they are planning to have the Royal Palm 
Park start the season on December 12. In Southern 
California the visitor is the year-round feature of mer- 
chant hospitality. Footwear distinctive in character, 
and principally for sports, gets its first fashion helps by 
being tested out at these Southern resorts. Undoubt- 
edly the same thing must be true in garments, hats and 
hosiery. 

In this issue we are very fortunate in being able to 
give a comprehensive story of the industrial side of the 
South. Many a business man will read with wonder 
the story of the remarkable industrial development of 
Dixie. If the development in the past 25 years is any 
criterion of the possibilities of the next 25 years, we 
may see in the South a tremendous opportunity for the 
service of shoes; 

Many Southerners hope that Henry Ford will be able 
to go through with his project in the development of 
the Muscle Shoals section of the Tennessee River, 
about midway between Nashville and Chattanooga. 
There is a possibility of the creation of the greatest 
industrial city in the South in that location, which 
might bring to it within ten years a million workers, 
not only in motor cars, but in the development of bi- 
tuminous coal, iron ore, bauxite from which aluminum 
is made, limestone, mineral clays and timber. 

It is for these reasons, one on style and one on in- 
dustry, that we turn the eyes of the trade toward the 
South in this issue. If you are planning a trip, it would 
be well to look at both angles, for there is opportunity 
for industry and for the selling and making of footwear 
in the South. 
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Boot and Shoe Recorder CREED 


Getting More Shoes Sold Right: not only ‘‘more”™ but ‘‘right;” sold for the right purpose, to 
the right wearer, in the right fitting, for the right price, at the right profit. This is the great 


problem of the retail shoe merchants. 


The chief purpose of the Boot and Shoe Recorder is 


to help solve it; for this is the basic problem upon which depends the progress of the 
entire allied industries relating to shoes and leather; their production and distribution.’ 





In This [umber 
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If You Know the Color Trend 
Leather colors, dress colors, hosiery colors! 
All these are inter-related, and you must 
study them. What will they be next spring? 
Tanning Industry on a Surer Footing. . 
Leather manufacturers see better times 
ahead. Shoe prices may be affected. 
Greatest Development in History 
Under Way in Dixi 


Better Business Practices Result 
Bigger Net Profits 
What the men in charge of the next N.S. 
R.A. convention are planning in the wey 
of education. 
Markets Are Made by Energy and Ex- 
perience 
A remarkable address made by John A. 
Bush, head of the Brown Shoe Company. 
News of the Rubber Market 
New of the Leather Market 


Shoe Store Service Section............ 
Keep the Ball Rolling. 
Interesting Items of Equipment. 
Pointers on Shoe Trims. 
Ideas for Thanksgiving and Christmas 
window displays. 


News of the Shoe Travelers... ... 





Forewarned — Forearmed 


Not so very long ago, the retail merchants of th® 
country were accused on all sides of being con- 
scienceless profiteers. If prices go higher, as econo- 
mists seem to think they will, the same old charge 
probably will be dragged from the family attic, care- 
fully dusted, and started off on another jaunt 
around the country. . 

In case this happens, just arm- yourself with the 
following: 

Figures compiled by no less an authority than 
Irving S. Paull show that, from 1914 to 1921, dur- 
ing which price advances were phenomenal, profits 
steadily decreased. In 1921, he declared, of every 
dollar spent for the necessities of life, only one and 
thirteen-hundredths cents were absorbed as profit 
by the retail merchants. 


High prices very seldom are the results of profit- 
eering. All history shows that prices increase as 
methods of distribution become increasingly intri- 
cate and complicated—that they increase as the 
standard of living becomes higher—that they in- 
crease as the population increases and as the coun- 
try prospers and becomes great. 
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If You Know the Color Trend 


Half the Battle of Buying Is}Won When You Have a Color Assurance—The World- 
Wide Scope of Eugene Peirce’s Work for the Recorder Has Brought to This Publica- 
tion International Recognition on Its Color Predictions in Shoes and Leathers 


have a look at the Recorder's color expert 
who has been a guide and compass to the 
trade for more than a quarter of a century, 
we present a portrait of Eugene Peirce who | ~ 
during the past fifteen years has been re- 
sponsible for the accurate color forecasts of 
this paper. 

Abundant evidence of his rare qualifica- 
tions for such a difficult undertaking is pre- 
sented in the full scope of his work in the 
field of colors and designs. For in addition 
to his being the color expert of the Recorder 
he edits the department of fabrics, designs 
and colors for the Dry Goods Economist, the 
leading paper in the field of textiles which 
is internationally relied on for reflecting 
oncoming styles. 


Confident that our readers would like to q fae 


- 


He Knows Garmeni Colors 


But far more important is the reliance 
placed on his judgment and taste by mills 
having an invested capital of well over one 
million dollars since they look to him for 
guidance in the direction of designs and 
colors. 

Thus the scope of his work is world wide 


EUGENE PEIRCE 


Color Expert 
for the Boot and Shoe Recorder 


which accounts for the well-nigh scientific 
accuracy of his predictions. 

Mr. Peirce entered the dry goods business 
at the age of twelve and has passed a half 
century in the study of fabrics and colors. 
One of the first lessons he learned is that 
color is half the battle in everything that is 
worn especially by the gentler sex. 

Perhaps the greatest recent compliment 
paid to Mr. Peirce was the action of the De- 
partment of Commerce at Washington 
D. C., the directors of which selected one of 
his color combinations from the Recorder 
and at large expense reproduced it as an 
educational feature of general value. 

The Recorder is proud to state that no 
other writer on colors has ever attempted 
the educational features seen in Mr. Peirce’s 
work. 

Even the Encyclopedia Brittani-a con- 
tains only a scientific allusion to colors such 
as “The refraction of a light ray on cut 
glass” which proves that white light is a 
combination of colors, but neglecting the 
harmony of colors which is presented in an 
instructive and readable way by Mr. Peirce 
in the columns of the Recorder. 





What Is the Last Word in Color? 


The Woman Who Dresses in a Symphony of Shades 


new trio which, David-like, is to destroy the 
color “Goliath,” in so far as the exclusives are 
concerned. 

Typifying the last word in colors from the fountain 
spring, a dressmaker for the exclusive few recently 
came tripping down the gang plank of a French 
steamer, which landed her in New York, from her 
regular quarterly visit to the high court of fashion 
in the French capital. The Recorder's color expert 
was waiting to receive her. 

“‘What’s the last word in colors from Paris?” was 
the question asked. 

“Pearls, cut steel and onyx—I have them all on,” 
was the reply as she tripped away with an admiring 
customs official to have a carload of trunks examined. 

She wore a traveling suit of light gray velours, a 
white pique waist with a soft turn-down collar held 
in place by a narrow black ribbon having a white edge, 
and her hat was black with a gray feather. 


C UT steel, pearls, and onyx now unite to form a 


“You Just Know She Wears Them” 


But her shoes,—you should have seen them; they 
were black patent leather Colonials, decorated with 
cut-steel trimmings in cameo form poised on the instep. 

As she rode away in her limousine, driven by a 
liveried servant, the custom house official told the 
Recorder man that she wore gray hosiery. 

Say! her earrings were of cut steel, and she carried 
a beauty bag to match. 

A week later, the writer was accorded the unusual 
privilege of attending her private presentation of im- 
ported models to her millionaire patrons who discard 
good clothes for newer creations. 


The Vogue of Brown 


On that occasion the dressmaker was a symphony 
in bronze which is at the high tide of popularity in 
France, representing an expansion of the vogue of 
brown. ; 

Her Colonials were bronze, as were the small 





atific 


iness 

half 
lors. 
that 


at is 


ment 
: De- 
ton 
ne of 
order 


October 28, 1922 


decorative rosettes of semi-precious stones which 
reflected a soft luster in keeping with the mono- 
tone effect of the costume. 

She wore a necklace of topaz. 

We gathered from this chat that bronze will be the 
outstanding novelty for winter and that grays will 
develop for the spring season of next year. 

Thus the Recorder’s insistent claim since Janu- 
ary last that cut steel would oust colors as the 
main decorative feature for black footwear, has 
come true. 
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And why not? Historians tell us that when Josephine 
was courting Napoleon, she brought the famous soldier 
to her feet in a costume of blue and silver, the latter 
appearing in the form of evening slippers. You see 
silver slippers made Josephine’s feet look petite and 
so Napoleon promptly capitulated. And this reminds 
us that multitudes of people nightly walk under the 
silvery stars without a Napoleonic appreciation, and 
thus never dream that they are wondrously beautiful 


with a background of blue. 
E. PEIRCE. 





First Color Outlook for Spring, 1923 


Soft Shades Are Approved by Dyers of Dress Colors 


rived from Lyons, France, the chief dyeing center 
of the French Republic and is familiar to all 
dyers as the Mouche, or flycard. 

Since it is from this card that all other French cards 
are compiled the colors shown afford a fair guide as to 
French thought upon such an important subject as 
color. 

Viewed in a large way the card indicates expansion in 
the direction of soft colors seeing that the card opens 
with a set of wine reds shading from a light tone to 
“dregs of wine.” 

Somewhat allied to the wine reds is a series of old 
rose shades and for good measure a similar series is 
presented having slightly more life since they occupy a 
dividing line between soft and lively reds on the order of 
cardinals and garnets. 

The latter however are shown but in a subordinate 
position as are ruby and crimson reds. 

Referring again to the presentation of such soft 
shades as old reds it is noteworthy that olive greens are 
prominently featured. 


Bronze Should Increase by Easter 


More interest however is attached to the presentation 
of bronze browns, which are prominently shown. 

In this connection it may be said that bronze is again 
with us in the form of shoe buckles, girdles, ornamental 
combs and similar shoe and dress accessories, so that 
America and France have joined hands to restore bronze 
to popular favor. 

Additional evidence of softer colors is also seen in an 
increased range of soft nut browns, beiges and beaver 
tones which are given equal prominence to the soft reds. 

The novelty browns are of the light golden variety 
already championed by the Recorder in former forecasts 
of popular colors. 


Advanced Look at Sport Colors 
Sharing in the presentation but in a subordinated 
way are such brilliant colors as sapphire, emerald, topaz, 


ik first of the spring, 1923, color cards has ar- 


turquoise, jade, ruby, amethyst, representing jewels 
and semi-precious stones already endorsed by the 
Recorder as the high novelty sport colors for next 
year. 

In evening shades, prominence is given to Nile and 
spring green, bengal rose pink, the strongest of the pink 
series, wild rose pink, French pinks and begonias. 

Heliotrope and glycine, a lavender with a redish cast, 
together with cyclamen. a purplish pink, appear for the 
purples. .The blues include high shades of sky and 
tints of yellow greens. 





What the Color Card Association Says 
of Color in Leather and Footwear 
for the Entire Family 


Official colors for shoes, leather and fabrics for foot- 
wear for spring, 1923, have been decided upon by the 
color committees representing the manufacturers and 
retailers in cooperation with the Textile Color Card 
Association of the United States. The color cards 
are being distributed now by the National Boot & Shoe 
Manufacturers’ Association, the National Shoe Retailers’ 
Association and the Tanners’ Council. From all in- 
dications the color coordination among the various 
branches of the industry will be stronger this year than 
ever before. The hosiery people also are being in- 
formed of the color selections and will be able to co- 
ordinate their color output with that of the shoe trade, 
where exact matches in shade are desired. 

For standardization the following colors have been 
selected by the committees and are suggested to the 
trade: 

For women’s, misses’ and children’s shoes—pebble, 
beige, hazel, mandalay, congo, silver, fog, cruiser, otter, 
briar, black, white and bronze. 

For men’s, boys’ and youths’ shoes—mandalay, 
congo, otter, briar, black and white. 















American Fall Fashions yor Men. From Mitchell Publishing Co., N.Y. 
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Recorder Men's Styles 
Series No. VI 









We show the shorter overcoat and two 
types—full and snug. In England the 





Smart Model for 
Young Men 


Black cordovan lace ox- 
ford, shield tip; round, 
full, roomy toe, full 
standard brogue bottom 
tread. Built for late 
fall and winter wear. 
Square. 20 iron sole, 
double sole to _ heel, 
trimmed full extension. 
Also note the doubled 
welt. ‘Square outside 
shank, broad flange, 7-8 
heel. Tip and vamp 
stitched six rows close. 
Eyelet row top quarter 
and heel foxing forming 
panel effect, stitched 
with four rows close. 


extremely heavy bottomed oxford is worn 
the year around. The tendency towards 
heavy oxfords has been emphasized by 
the wool sock as weather footwear. The 
spat for dressy men is increasing yearly. 
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Tanning Industry on a Surer Footing 


Better Raw Stock the Greatest Need of the Industry—Rapid 
Advance in Hide Prices Causing Some Worriment 


ness men representing a single industry or 

allied industries comes together, there is always 
an undercurrent of thought that permeates the whole 
body. 

The undercurrent of thought which seemed to per- 
meate the meeting of the Tanners’ Council at the 
Congress Hotel, Chicago, October 19 and 20, might 
well be summed up in the closing remarks of Harry N. 
Hill of Cleveland, Ohio, in his luncheon address on 
Thursday. Mr. Hill, calling attention to the little 
button worn on the lapel of each member and on 
which were two letters “T. C.”’ said, “Keep in mind 
that the ‘T. C.’ on your little button does not mean ‘Take 
Chances’ ; but, ‘Trade Carefully.’ ” 

The same thought was expressed in the opening 
address of President Harry I. Thayer when he called 
attention to the fact that the rapid advances in raw 
material must necessarily be reflected in the price of 
leather. He then cautioned the members of the Coun- 
cil to avoid speculation and buy conservatively and 
carefully. 

Tanners have been operating at 25 to 50 per cent 
below normal, and while stocks of shoes are low on 
the shelves of the retailer, if tanners rush into the raw 
material market an unwarranted inflation of hide 
prices. will result and in all probability history will 
repeat itself and some hard bumps will be taken. 


Better Raw Stock Means Better Bottom 


President Thayer sounded the keynote of the con- 
vention as ““The production of better raw stock through 
co-operation with packers, hide dealers and country 
butchers,” 

In the opinion of Mr. Thayer the upward trend of 
business which has been slow in starting will con- 
tinue, and further improvement for 1923 is clearly 
indicated. 

Because of the wide diversity of tanning interests, 
the Council divides itself into groups, each group 
representing some particular branch of the industry. 
A speaker is chosen from each group to give the views 
of the members of that particular group on conditions 
as they exist. 

Joseph J. Desmond spoke for the sole leather group. 
“Business is better, there is no mistake about that,” 
said Mr. Desmond. He then advised caution in buy- 
ing lest the sole leather industry should be stranded 
upon the rocks as it was three years ago. The surplus 
of raw stock is being slightly reduced, but conserva- 
tiveness in buying is essential to avoid inflation and 
disaster. 


W HENEVER any considerable group of busi- 


Side Upper Leather 


I. Horween represented the side upper leather group- 
“The side upper leather industry is getting on its feet. 
The leather buyer looking for 14c upper leather dis- 
appeared several months ago. Shortly afterward the 
buyer looking for 18c side upper leather also disap- 
peared from the market. Even now it is not possible 
to sell leather on the basis of replacement value, but 
it is possible to show a slight profit instead of a heavy 
loss if buying of raw stock is done conservatively and 
efficiency is maintained in the plant.” 

Mr. Horween expressed the belief that the immense 
quantities of hides that were converted into side upper 
leather by the packers, when demand for hides was the 
lowest, has been pretty well liquidated so that the 
tanners are in better position to market their output: 
“Better times are with us,” said Mr. Horween, “but 
there is a danger of inflation and over production. 
Safety lies in producing no more than can be sold at a 
reasonable profit. Demand for elk skin has been good 
as has been the demand for heavy water proof and 
heavy sides. The call for smoked elk is good and will 
improve as orders for spring footwear are placed by 
the merchant.” 

Calf Skin Leather 

‘In the absence of William Sassman, Mr. Lombard 
of the Ohio Leather Company represented the calf- 
skin group. Mr. Lombard told of two trips to Europe 
spent in investigating tanning methods. One of these 
trips was taken just previous to the war and the other 
one during the last year. In the opinion of Mr. Lom- 
bard the American tanner will soon feel the competi- 
tion of the German tanner in calfskins as well as other 
leathers. He visited tanneries in Germany, France, 
Holland and England. He fears German competition 
far more than that of any other country because of 
the progressive methods adopted by the Germans and 
because of the low wage paid in German tanneries. 
The highest paid labor in German tanneries is the equiva- 
lent of 40c a day, and accomplishment is equal to about 
60 per cent of the same class of labor in American tan- 
neries. Consequently, the German tanner is getting for 
60c a day a class of labor that is costing American tan- 
ners $35 to $75 a week. In the opinion of Mr. Lombard 
the new tariff law is detrimental to American tanning 
interests because no import duty was placed on leather 
of the grades and classes that go into footwear, harness, 
etc. 


Patent Leather 


The patent leather group was represented by Van 
Tassel, according to whom there has been a consider- 
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able improvement in that branch of the industry but 
advancing prices in hides are building up a wall over 
which it will be difficult to climb. 


On Glazed Kid 


Laid M. Simons, Philadelphia, spoke for the glazed 
kid group. Mr. Simon reviewed the ups and downs 
of the raw goat skin market from March, 1920 up to 
the present time and compared with it the price of 
finished leather. In March, 1920, for instance, raw 
goatskins were seven times pre-war price. A year ago 
raw stock was down to one-fourth less than pre-war. 
Now it is up again far beyond the average pre-war price. 
Because of recent rapid advances there is danger of the 
industry going on the rocks again. 

Mr. Simon places a large share of the blame on the 
shoulders of the smaller retailers of shoes who got cold 
feet and would not buy in a normal way and who are 
now demanding kid shoes in large quant:ties. How- 
ever, he believes that business is becoming better 
stabilized and by close co-operation of tanners, manu- 
facturers, and retailers of footwear, a better condition 
is sure to come about. 

The entire forenoon of Friday was given over to the 
discussion of ways and means for producing better 
raw materials for the tanning industry. The curing of 
hides was the principal topic discussed. 

The Tanners’ Council has spent and is spending 
large sums of money annually in research work to 
determine ways and means of getting better hides and 
skins. 

A research laboratory has been established in the 
University of Cincinnati at Cincinnati, Ohio, under 
the direction of Dr. George McLaughlin. Mr. 
McLaughlin has spent the greater part of his life in 
the tanning industry, and was for 11 years with Lees- 
McVitty and 7 years with Kuhlman-Salz Tannery of 
San Francisco. 


Function of a Trade Organization 


The incoming president, Fraser M. Moffat, in a short 
talk at the luncheon on Friday, defined his under- 
standing of the function of a trade organization to be 
“To help the production of wealth through the elimina- 
tion of waste.” 

In his opinion the surest way of producing wealth, 
not only to the tanning industry but to the producers 
of hides and cattle, is to eliminate the waste that comes 
through imperfect curing of hides and the damages 
done to hides by insects and parasites while the animal 
is yet alive. To this end he pledges his best effort and 
seeks the co-operation of tanners, meat packers and 
various organizations of stock raisers. 


The New Officers 
The following officers were elected for the ensuing 
year: President, Fraser M. Moffat, Cover & Co., 
Irvington, N. J.: Vice-President, Cecil P. Adams, 
Bristol Patent Leather Company, Boston, Mass.; 


Vice-President, Arthur W. Wellington, United States 
Leather Company, Boston; Vice-President, C. Wilson 
McNeely, Perkins & McNeely, Philadelphia; Vice- 
President, George B. Bernheim, R. Newman & Co., 
Hoboken, N. J.; Treasurer, Geo. W. Olmsted, J. G. Cur- 
tis Leather Company, Ludlow, Pa.; Secretary, Edward 
A. Brand, New York City. 

Directors at Large for two years: Henry W. Boyd, 
Armour Leather Company, Chicago; Richard M. 
Evans, Richard Evans & Son, Johnstown, N. Y.; 
Albert F. Gallun, A. F. Gallun & Sons Co., Milwaukee; 
Robert C. Good, Lackawanna Leather Company, 
Heckettstown, N. J.; Theodore S. Haight, American 
Hide & Leather Co., New York; Thomas S. Kiernan, 
Griess-Pfleger, Tanning Company, Chicago Spencer 
K. Mu°ford, Jr., England Walton & Co., Philadelphia; 
John E. Wilder, Wilder & Co., Chicago; J. Wirt, Willis, 
Newcastle Leather Company, Wilmington, Delaware; 
Laird H. Simons, William Amer & Co., Philadelphia. 





Millerites Celebrate Return of Miller 
Principals from Europe 


Brooklyn, N. Y.—On Thursday evening, October 10, 
the Millerite Association tendered to Israel Miller 
and George Miller of 1. Miller & Sons, a dinner at the 
Hotel Pennsylvania, to celebrate their return from 
abroad. This meeting was a sequel to the dinner 
arranged for them previous to their departure. 

The party at the dinner consisted of I. Miller, his 
five sons, Mrs. I. Miller, and the wives of George, 
Charles and Michael Miller; the wives and executives 
of the retail and wholesale organizations;,also several 
hundred Millerites, employed in the retail and factory 
organizations, and who have all worked with a will to 
bring the Miller product and organization to its present 
high standing. 

Several talented singers and a very fine orchestra 
furnished the entertainment. 


Europe and the Miller Product Discussion 


Jerome Konheim, general manager of the I. Miller 
& Sons organization, acted as chairman and very ably 
introduced the two speakers of the evening, George and 
I. Miller, who both related their experiences abroad and 
conveyed the impressions they received from consumers 
on the other side of the I. Miller product. 


Talks by Getz and Mittleman 


At this meeting, were also introduced Adolph Getz, 
who has recently joined the Millerite Association, by 
taking over a department in the new Russek’s Specialty 
Shop on Woodward Avenue, Detroit, in which he is 
to feature the I. Miller product. Chicago Manager 
Mittleman also gave a very interesting talk, announ- 
cing the fact that he was to join Mr. Getz in the Detroit 
enterprise. Following the dinner was the usual dance 
which lasted throughout the evening. 
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Greatest Industrial Development in History 


Under Way in Dixie 


The Transformation of the South Is an Accomplishment of a Scant 
Quarter of a Century, and by Men Alive and Active Today 


By EDWARD F. ROBERTS 
Editor Atlantic Coast Merchant 


HE greatest industrial development that this country has 

ever seen is taking place today in the South. Dixie is once 

more on the march, but this time she is equipped, not with 

sword and gun, but with the peaceful weapons of industry, and 
her final victory is assured. 

Unheralded by press agents and practically ignored by the 


the opportunities for wealth and prosperity which awaited ad- 
venturers toward the setting sun lured thousands of young 
Southern men, Dixie’s last resource. But the South never 
completely lost her courage or abandoned hope.- Her sons and 
daughters were built of sterner stuff, and they fought on dog- 
gedly against obstacles which would have sent almost any other 


rest of the country, a trans- 
formation has been taking 
place in the South which will 
have the profoundest possible 
effect on the economic future 
of the nation and conse- 
quently be of the most far- 
reaching importance to the 
entire world. 


An Economic Empire 


The most amazing part 
of the whole matter is that 
this transformation has taken 
place within a scant quarter 
of a century, and that many 
of the men who have accom- 
plished the miracle are still 
alive and active. 

For any just appreciation 
of the situation in the South 
today it is mecessary to 
glance backward and survey, 
if only briefly, the history of 
the South. Prior to the Civil 
War the South was essen- 
tially and almost entirely an 
agricultural section. It was 
prosperous and progressive, 
but few men dreamed at that 
time that it possessed mineral 
resources and industrial pos- 
sibilities infinitely greater 





Do You Know? 


THAT there are 1146 textile plants in the South and 
that North Carolina alone has 513 textile mills with 5,321,450 
spindles. 

THAT 50 per cent of the country’s iron resources are in 
Alahama. 

THAT the second greatest furniture manufacturing center 
in the United States is at High Point, N. C. 

THAT the largest damask mills in the world are in the 
South. 

THAT the largest towel mills in the world are in the 
South. 

THAT the largest tire fabric mills in the world are in the 
South. 

THAT 67 per cent of the country’s overalls are produced 
in the South. 

THAT the coal area of the South is twice as great as that 
of all of Europe. including Russia. 

THAT the South produces about 41 per cent of the soft- 
wood lumber and 35 per cent of the entire lumber output of 
the country. 

THAT the South has developed 2,300,000 horse power 
from its streams and rivers out of an estimated maximum 
water power of 9,000,000 which she can harness in the future 
for the use of her rapidly expanding industries. 

THAT Southern railroad mileage has quadrupled in 30 
years and that the South will spend this year $400,000,000 
in highway improvement. 


people down to abject sur- 
render. Literally bankrupt, 
the South's first steps toward 
recovery were necessarily con- 
fined to the restoration of her 
agriculture and 30 years had 
passed before she was able 
to accumulate a financial re- 
serve which would enable her 
to develop the vast industrial 
wealth which had up to that 
time lain practically idle. 


A Southern Achievement 


The opportunity came at 
last, and with it came the 
men fit and willing to grasp 
it. There is a rather wide- 
spread idea among outsiders 
who have a superficial knowl- 
edge of the progress of the 
South that her recovery was 
due in large measure to the 
leadership and business abil- 
ity of men from the North 
and other sections. Nothing 
could be more unjust or 
farther from the truth. Those 
who know the facts know 
that, almost without excep- 
tion, the men who are re- 
sponsible for the proud posi- 
tion which the South holds 
today were men of Southern 





than any return which agri- 








birth and Southern stock. 





culture could give. 

Then came the Civil War. 
When the storm had passed, the position of the South was so 
appalling that even her stoutest-hearted sons might well be 
pardoned for giving way to despair. Her accumulated resources 
had absolutely vanished, her farms were ravaged, her live stock 
wiped out and the flower of her manhood had perished. Bank- 
rupt, prostrate and bled white, recovery seemed more hopeless 
inasmuch as she also appeared friendless. The North alone 
could help her financially, and unhappily the deep wounds which 
the terrible fratricidal struggle had left had raised a barrier of 
prejudice and bitterness which required more than a generation 
to obliterate. 


Many Went to the West 
In the years which immediately followed the outlook grew 
till more black. The great rush to the West was then in its full 
Wing, and the fantastic tales which were spread broadcast about 


The great outstanding indus- . 
trial development in the South has been, of course, in the 
textile field, and the group of leaders responsible for that 
development were Southern to a man. 

The figures which we offer in connection with this narrative 
offer a sufficiently graphic picture of the extraordinary progress 
which the South has made within the last 25 years. What we 
wish to give in our running narrative is the human side of this 
great development. The mere accumulation of wealth, the mul- 
tiplication of mills and mines and factories are barren achieve- 
ments if they do not mean an increase in human happiness and 
greater opportunity for the workers to enjoy and cultivate those 
things of the mind and soul which alone make life worth while. 
It is just on this credit side of the ledger that the record of the 
New South is brightest and most_inspiring from the viewpoint 
of the future 
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Anyone who traveled through the South even a short twenty 
years ago must have carried back an indelible and depressing 
picture of the conditions which were then common in the smaller 
towns and rural communities. The majority of the working 
people lived in dilapidated cottages which were more fitly de- 
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scribed as shacks. A well-dressed man or woman was a rarity 
and actual rags were too common to attract attention. In bad 
weather roads were literally impassable, in the villages and small 
towns sanitation was of the crudest type or non-existant and the 
proportion of illiterates was startling. In the mountain districts, 
particularly, the ignorance and the squalor in which the rural 
population existed were a national reproach. 

If this same traveler, ignorant of what has taken place in the 
intervening years, should revisit the South today he would have 
difliculty in realizing that it was ‘the same territory he had tra- 
versed 20 years ago. The scores of mill towns which stud the 
Southern states are models for the entire world. Well-paved 
and well-lighted streets, prosperous school buildings, community 
houses and recreation centers, all form a nucleus from which 
radiate avenues of model cottages equipped with every modern 
convenience and each standing in its well-cultivated plot. The 
old, straggling village, with its unpaved streets and dilapidated 
shacks, sha gone forever, and the modern mill town of the South 
represents the last word in civic planning and development. 

This amazing change has not come about by chance. It is 
the result of the broad vision and far-seeing philanthropy of the 
cotton mill owners of the South. They have realized that the 
contentment and well being of the men and women who work 
in their mills is the only solid foundation on which their industry 


€ fastens Fi 

) neg iee| CAPITAL ||| 
INVESTED || 

aie i 





can rest. That the South is freer today of labor troubles than 
any other section of the country is mainly due to the generosity 
with which the Southern manufacturer has dealt with his em- 
ployees and the fact that he has always subordinated his profit 
to their well being. That spirit was never better expressed than 
in a striking epigram of Fuller E. Callaway. “We make Ameri- 
can citizens,” he said, “and run cotton mills to pay the expenses.”’ 

We have referred to the tremendous handicaps under which 
the South labored when she started her great fight for life fol- 
lowing the Civil War, and one of the most serious of the obstacles 
she had to contend with was the prejudice against her which 
lingered in the North for many years and which far too often 
found expression in the most injurious forms of misrepresenta- 
tion. The effects of this misrepresentation linger in some phases 
to the present day and one of the commonest is the fable that 
the Southern man and woman are indolent and lack the ability 
for concentrated or sustained effort. Nothing could be further 
from the truth, as anyone with even a superficial knowledge of 


the tremendous accomplishments of the men who are building 
the new South knows. 

Another carefully fostered bit of misrepresentation started 
when the South began to build up its textile industry and per- 
sists in certain quarters, largely due to ignorance, but unfor- 
tunately also due in some measure to the jealousy of the South’s 
competitors. It was at one time a commonplace to deprecate 
the South’s efforts by asserting flatly that while coarse sheetings 
and other low grade fabrics might be produced successfully in 
Southern mills the South could not possibly produce the finer 
tissues, fancies and novelties because she lacked the experience 
and the skilled labor. 

There was unquestionably an element of truth in this asser- 
tion when it was first made. Among the most serious handicaps 
which the founders of the years they represent the last word in 
construction and equipment. This is an advantage which the 
Southern mill owner possesses over his Northern competitor 
which cannot be lightly disregarded. It is a handicap also 
which apparently the colored population was concerned they 
found very quickly that the negro had no aptitude whatever for 
mill work. 

How magnificently the industrial leaders overcame this 
obstacle is apparent to anyone who will visit the Southern mill 
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town today. With an energy and organizing ability which 
would astonish those who idly repeat the silly fiction about the 
indolence of the South, the work of training and educating the 
wage earning population was undertaken. Schools rose within 
sight of every mill, textile and technical institutions were created 
and generously financed and within a very few years these efforts 
began to bear a bountiful harvest in the form of tens of thou- 
sands of young men and women who were not merely skilled 
workers but whose standards of life and ideals of conduct had 
been actually raised above the level of any similar class in the 
country. 

The result on the practical side is that the South is today 
producing as fine and beautiful fabrics as are to be found in the 
world. 

The rapid and phenomenal advance of the South’s textile 
industry, while it overshadows in extent and dramatic interest 
other phases of her activity, represents after all but one of 
several mighty weapons with which she is fighting her way to 
an assured position as one of the wealthiest and most prosperous 








sections of the earth. Second only in importance and with con- 
ceivably even greater possibilities for the future, comes the 
development of her vast coal, iron and other mineral wealth. 
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The coal area of the Southern states is twice as great as that 
of all Europe including Russia and in close proximity lie huge 
deposits of iron ores which, for all practical purposes, are un- 
limited in extent. No exact and scientific survey has yet been 
made of the iron resources of the South, but when some years 





ago experts employed by the United States Geological Society 
surveyed the territory they reported that the Alabama fields 
were greater in extent and richer in possibilities than those of 
the famous Pittsburgh district. 

The center of this giant industry is, of course, Birmingham, 
“The Magic City of the South.”” The story of the rise of Bir- 
mingham to its present position as one of the great cities of the 
country resembles the story of one.of the boom cities of the West 
with this vital difference: Birmingham’s dazzling growth is just 
as substantial and permanent as it was rapid and her “boom” 
is as little likely to collapse as one of the mountains on which 
she is built is liable to crumble. Thirty years ago Birmingham 
was a little struggling country town of about 3000 population. 
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Today she is a great city of close to 200,000 population, a me- 
tropolis of stately buildings, broad thoroughfares, magnificent 
stores and beautiful homes. Secure in the knowledge of the 
immeasurable wealth which lies in the mountains that surround 
her and in the ability of her sons to wrest that wealth from 
Mother Earth, she is pressing on with sure step to her destiny 
as one of the world’s greatest and richest cities. 

The third big item in the tally sheet of the South’s inex- 
haustible natural wealth is lumber. A huge portion of her terri- 
tory is still covered with virgin forest forming the last great 
timber reserve of the nation. Under such conditions it was in- 
evitable that sooner or later the furniture industry should find 





one of its principal homes below the Mason and Dixon line and 
the inevitable has already happened. Every school boy in 
America knows the name and fame of Grand Rapids, Mich., but 
outside the South there is probably not one person in a thousand 
who realizes that High Point, N. C., is the second greatest fur- 
niture manufacturing city in the country. Perhaps this ignorance 
is somewhat excusable when it is realized that the first furniture 
factory in the South was built only 35 years ago by J. H. Tate, 
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who founded the High Point Furniture Company with the very 
modest capital of $10,000. That first factory has grown to more 
than 100 today, and High Point has risen from a struggling 
rural village to a thriving city of some 20,000 inhabitants with 
an annual furniture output valued at more than $30,000,000. 

There is one curious similarity between the story of the de- 
velopment of the furniture industry and that of the cotton 
goods industry. Just as the detractors of the South predicted 
that Southern mills could never produce anything but coarse 
fabrics, so equally ignorant prophets pooh-poohed the idea that 
High Point could ever offer anything but cheap soft wood 
furniture. 

As in the cotton goods situation, there was some justification 
for this statement when it was first made. Skilled furniture 
workers were as rare in the South 35 years ago as were skilled 
textile operatives. But the men who started the furniture in- 








dustry were of the same breed as the men who fathered the 
cotton goods industry and they had the faith and vision to 
undertake the training and educating of the workers needed, 
confident that they had the right material to work on. ‘The 
result is that to-day High Point is turning out as beautiful and 
artistic furniture as is produced anywhere in America. 





An Error Corrected and a Bit of 
Real News 


A clever system of numbering shoes in stock has 
been adopted by the Brown Shoe Company of St. 
Louis. Because of the many models in stock, these 
stock numbers, if assigned consecutively, would reach 
an enormous figure before the last. number in the line 
was reached. Consequently the company has depart- 
mentized its lines, assigning letters to designate the 
departments. Stock numbers prefixed by the letter B 
are men’s shoes. Those prefixed by the letter D are 
women’s shoes, etc. 

In the full page advertisement run by this company 
in our issue of October 7, the letter B unintentionally 
was prefixed to eight numbers in the women’s line, 
whereas the letter D should have been prefixed. In 
placing orders, the company urges merchants to use 
these letters as it insures the order being handed to the 
correct department with no loss of time. 





Emerson Shoe Co. Gets Navy Order 


Brockton, Mass.—The Emerson Shoe Company has 
received an order from the Navy Department for 
155,000 pairs of high black shoes. Bids were asked for 
four specifications: (a) bloom oak soles and leather 
heels; (b) bloom oak soles and rubber heels: (c) scoured 
oak soles and leather heels; (d) scoured oak soles 
rubber heels. ’ 
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Better Business Practices Result in Bigger 
Net Profits 


The National Shoe Retailers’ Association and Harvard University Are 
Co-operating to Put Shoe Retailing on a Firmer Foundation 


Harvard Business Experts Will Have Offices al the N.S. R.A. Convention 


VERY shoe merchant is this country has many 
HE; reasons to be thankful to the National Shoe 
Retailers’ Association. 

It matters not whether he has ever spent a nickel 
in cash or an hour of time in behalf of the association 
if he is in the shoe industry, retailer, wholesaler, manu- 
facturer, traveling salesman or retail salesman he is a 
beneficiary of the association. 

An association is just like a savings bank; he who 
puts in the most gets the most out. 

But any institution that is a benefit to any consider- 
able number of people who put their energy, thought 
and attention to it is also a benefit to a host of people 
who do not contribute directly to its success. 

No one activity of the N. S. R. A. has helped the 
general tone of retail shoe merchandising more than the 
co-operation of the association with the Bureau of 
Business Research of Harvard University. 


Why N.S. R. A. Co-operates with Harvard 


For nearly twelve years Harvard University has been 
carrying on a systematic study of the cost of doing 
business in retail shoe stores, grocery stores, drug 
stores and some other branches of retail distribution. 


The Bureau of Business Research of Harvard is not a 
money-making but a man-making institution. 

Several thousand young men register every year at 
Harvard to learn business methods and practices. 
These are the future business men of the country. They 
must be properly educated and equipped if business 
is to prosper. 


Harvard Wants Facts, Not Theories 


These young men must have facts, not theories about 
business, business methods and business practices. 
They must know conditions as they are, not as they 
theoretically should be as a foundation of a business 
education. 

That is why the Bureau of Business Research of 
Harvard has been sending inquiries out to shoe mer- 
chants for the past eleven years. That is why the 
bureau is co-operating with the N. S. R. A. That is 
why Doctor Melvin Copeland, director of the Bureau, 
Richard Lennihan and ten other trained experts of the 
bureau are coming to the National Convention without 
compensation except their actual expenses. 

Some merchants have hesitated to furnish Harvard 
Bureau with information about their business for fear 
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the information would be divulged. There is abso- 
lutely no foundation or reason for such fear. 

Other merchants have been deterred from sending 
in their reports because the showing was not very good 
and they feared they might be jeered or ridiculed. 

The merchant who has any fear that the information 
sent the bureau would be divulged should dismiss the 
thought at once. The merchant who fears he will be 
held up to ridicule should also dispossess his mind of 
any such fear. 

Your reports are held in the strictest confidence. As 
soon as a report comes in it is given a key number and 
nobody, not even the clerk, who makes the tabulation 
knows its source. 


What You Get in Return 


By sending in the report of your business you get 
back a compilation of all reports sent in. From this 
you can see where your costs of doing business are ex- 
cessive; you can determine if your help is costing too 
much; if you are paying yourself an adequate salary; 
if you are getting a sufficiently rapid stock turnover; 
in fact, you will know the weak spots and strongs spots 
of your business. 

If you want suggestions or advice the Bureau will 
go to any reasonable length to assist you. 

. If you need a bookkeeping or stock keeping system 
the Bureau will help you arrange it. 

Harvard Bureau of Business Research is not in the 
business of selling bookkeeping or stock keeping re- 
cords for profits but it will supply you with the neces- 
sary forms at a nominal cost to start your system. 

The Bureau needs your reports in order that the sum- 
mary of these figures will accurately reflect conditions 
in the industry. 


N.S. R. A.’s Interest in Harvard 


The National Association has for several years been 
co-operating with the Harvard Bureau because the 
officers of the association are convinced that better 
merchandising can come only through merchant better- 
ment and that merchant betterment can only come 
through the merchant knowing more about his business 
and how it ought to be conducted to eliminate waste, 
lost motion and bad practices. 

That is why they are spending quite a considerable 
sum of money to bring to the National Convention to 
be held at the Coliseum, Chicago, January 8, 9, 10. 11, 
twelve representatives of the Bureau to consult with 
you and other merchants about your problems and seek 
a solution. 

It Costs You Nothing 


Not ont cent do any of these men get except their 
actual expenses. It costs you nothing to obtain the 
services of these men. All you have to do is to bring 
with you to the Convention your inventory figures, and 
such other tabulations as you have analyzed. 

If you are not satisfied with your bookkeeping sys- 
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tem, stock record system, or any other records, bring 
them also. 

No matter what phase of your business you wish to 
discuss there will be some man in the Harvard group 
who can assist you. 

The Convention Committee of the N. S. R. A. has 
arranged a large, convenient space in the Annex of the 
Coliseum where the representatives of the Harvard 
Bureau will be located. Private consultation rooms 
have been provided so any question can be taken up 
with perfect freedom. 





Did you ever stop to think— 

THAT your city deserves boosting because 
of her progressiveness and her business 
enterprise? 

THAT your city is favored by nature and is 
ideally located for a continuous develop- 
ment? 

THAT successful business institutions al- 
ways have a regular inventory taken of all 
their assets? This is an absolute business 
necessity, if a business wishes to maintain 
profitable operations. 

THAT a business that shows a deficit at the 
end of each year for a period of years, that 
appears unable to reduce the deficit at 
any time and that moves from one year to 
another with a constantly heavier burden 
of debt would be regarded by any intelligent 
person as in a bad way indeed? 

THAT it would be very evident that the con- 
ditions require some drastic action, more 
efficient management, a trimming of over- 
head expense or a complete reorganization? 
THAT a city is simply a big business? The 
management of its affairs call for the samey 
efficiency that must make private business 
successful ? 

THAT the taxpayers are th e stock holders, 
the owners of this big business? 

THAT TOO MANY PEOPLE SEEM TO 
THINK THAT THEIR DUTY OF CITIZEN- 
SHIP ENDS WHEN THEY VOTE AND OBEY 
THE LAW? 


E. R. WAITE, 
Secretary 


SHAWNEE, OKLAHOMA, 
COMMERCE 


BOARD OF 











Last year 7870 report blanks were sent out by the 
Bureau. Reports were received from only about 500 
merchants, but every merchant who co-operated with 
the Harvard Bureau has been well repaid for the time 
spent in making the report. 

When you take your inventory send the result to 
the Bureau of Business Research, Harvard University, 
Cambridge, Massachusetts, on blanks which they will 
provide. If you don’t get a blank write for one. 

—— But, come to the big annual Convention and 
bring your records with you. You can’t afford not to. 
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Markets Are Made by Energy and Experience 


“St. Louis—The Shoe City,” by John A. Bush, President of Brown Shoe 
Company, Given Before the Kiwanis Club on ‘Shoe Day” 


pany, in an address before the Kiwanis Club, on 

Thursday, October 19, visualized the history of the 
St. Louis shoe industry from its inception ix the year 
1862 when the average sales were about $500,000 a 
year, up to the present time when it was stated the 
sales will reach, in 1922, $168,000,000. 

Officials of all the large shoe manufacturers were the 
invited guests of the club and each was introduced by 
Chas. E. Williams of the C, E. Williams Shoe Company 
and vice-president of the National Shoe Retailers’ 
Association. The address of John Bush is as follows: 

“To reminisce is a sure sign of old 
age, but to repeat history is another 
matter. Therefore, in telling of the 
beginnings of the wholesale and shoe 
manufacturing business of St. Louis, 

I refer to history, gleaned and gar- 
nered from the files of several old St. 
Louis companies. 


i BUSH, president of the Brown Shoe Com- 


The Boss and His Aze 


“The first record we have of the 
wholesale shoe business of our city is 
about the year 1862. All the whole- 
sale shoe houses were on Main Street 
and business was done quite differ- 
ently from the way that it is now. 
There were no elevators or sample 
rooms. When selling a bill, a cus- 
tomer was taken through the entire 
stock, and the head of the house took 
a hatchet to open the boxes as they 
went along. The largest houses had 
only three salesmen, and about the same number of 
porters and one or two men in the office. 

“After the bills were sold, the salesmen, as well as 
members of the firm, got the goods out of the cases 
and helped pack them and nail up the boxes. The work 
was done mostly at night, for every one was busy dur- 
ing the day selling goods. There were no conveniences 
in the stores in those days, and all goods were received 
and shipped from the front door, and had to be pulled 
up one or two boxes at a time to the floors above, and 
were shipped by wagons or steamboat, and sold on four 
to six months’ time. 


A Growing Wholesale Market 


“No manufacturing was done: shoes were all bought 
in the East twice a year. After the busy season was 
over, all that could be spared from the store took their 


JOHN A. BUSH 
President Brown Shoe Company 


saddle packs and visited their customers on horseback, 
collecting bills that had been sold. The sales on the 
wholesale shoe houses at that time averaged about 
$500,000 a year. In 1864 one of the houses—Appleton, 
Noyes & Company—sold a million dollars, and when it 
was reported it created a lot of excitement on the 
street. Gradually other houses started. In 1872 the 
firm of Hamilton & Brown was organized by James M. 
Hamilton and the late Alanson D. Brown. To A. D. 
Brown full credit must be given for stabilizing the in- 
dustry on a net cash basis‘instead of the chaotic terms 
of sale into which the wholesale business of the day 
had gradually drifted. 

“Various attempts at shoe manu- 
facturing were made, but all seemed 
unsuccessful until the latter part of 
the year 1878, when George Warren 
Brown associated himself with Messrs. 
A. L. Bryan and J. B. Desnoyers, 


and with the help of five skilled shoe- - 


makers hired and brought on from 
Rochester, N. Y., as instructors, he 
started the first successful shoe fac- 
tory with power machinery in St. 
Louis, known as Bryan, Brown & 
Company, which later ‘became the 
Brown Shoe Company. 


: Shoe Manufacturing Developed Slowly 


“Other factories were organized, 
but the growth and development of 
the shoe manufacturing was at first 
naturally slow. No great gains were 
made until after the year 1900. 
Since that time, however, the manufacturing of shoes 
in the St. Louis zone has grown by leaps and bounds. 

**There are today located in St. Louis and near- 
by towns seventy-nine shoe factories, with a total 
output of fifty-six million pairs per year, or one 
hundred fifty-three thousand pairs per day, which, 
at an average of $3 per pair, makes a total yearly 
production of one hundred sixty-eight million 
dollars. These factories employ thirty-four 
thousand people, who are paid forty million dodl- 
lars per year in wages. 

“From the humble beginnings of 1878, with a capital 
investment of twelve thousand dollars, St. Louis shoe 
manufacturing today shows a combined capital invest- 
ment of approximately sixty million dollars, 

“In considering some of the causes for this great 
development, we first must appreciate that St. Louis 
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manufacturers, previous to their entering the manu- 
facturing field, had as a background their long experi- 
ence as merchants in selling shoes made in New Eng- 
land. This taught them how to market the outputs 
of their own factories to the best advantage. Then, too, 
St. Louis always carried in stock, shoes ready to fill 
orders when received instead of the old method of 
seeking orders to be made up, with the attendant 
delays and disappointments, thus enabling merchants 
all over the country to buy closer to their actual needs 
and turn their stocks more often. 

“St. Louis’ success in shoe manufacturing is a tribute 
to quality in moderate-priced shoes. St. Louis never 
made shoddy shoes, 

“The men who founded the large St. Louis shoe 
houses and have inspired and educated the present 
generation to carry on, were men of high ideals, big 
vision and far-seeing students of merchandising and 
distribution. 


“Difficulties Are the Things Which Show What Men 
Are Made of’” 


“A. D. Brown, Jackson Johnson, George Warren 
Brown and many others, by their aggressiveness and 
good judgment, have given this city a great industry 
which has shown to the world the possibilities of St. 
Louis as the logically center for the development of 
other great manufacturing businesses. Being inti- 
mately acquainted with only one of these three great 
leaders of our industry, 1 must necessarily quote from 
hislife the motto of the lateGeorge Warren Brown, which 
he kept ever before his organization,, and which I have 
pasted in my hat. It reads, ‘Difficulties are the things 
which show what men are made of.’ Its sentiment 
was no doubt the motto of all these pioneers, and: their 
‘stick-to-itiveness’ and ‘I will’ not only built better 
shoes but created organizations which will grow in size 
and increase in strength as the years go by.” 





Buying Is Approaching Normal; Shoe In- 
dustry on Wholesome Basis, Says Rand 


The shoe industry is now on a wholesome basis and 
is facing a period of sound growth according to F. C. 
Rand, president of the International Shoe Company, 
in a statement given to the press this week. He de- 
clared that dealers had come to an end of the time 
when they could postpone buying, because their shelves 
are now cleaned of stocks. 

The consumption of shoes by the public does not 
vary 10 per cent over a period of years, declared 
Rand, who pointed out that the extra shoes purchased 
in a period of extraordinary prosperity enables the 
consumer to get along with fewer purchases in the 
tine of reaction. Buying is now approaching normal, 
according to Rand, 








BOOT AND SHOE RECORDER 






































Afar the stadium’s thunder— 
There’s football in the air! 

And the scent of leaves a-burning 
Have set my heart a-yearning, 
For those ancient days of learning, 
When the world was young and fair. 


“In 1839 photography began through 
the efforts of Daguerre, a Frenchman.” 
A case of where first impressions were 
not best impressions. Quite the negative. 


Forcasting colors and fabrics, the Dry 
Goods Economist says 1923 will be a 
white summer. Looks like a cold, white 
winter, too. ° 


m Sees ve 
Counting the coals—woe unto the guys 
that put the few in fuel. 


The World War has proven one 
thing for all time—you can’t change old 
human nature. 


* It is just as important to know the 
limitations of advertising as to know its 
possibilities. 


“Sky-writing being practiced in Eng- 
land.” Now watch out for some lofty 
phrases, 


Modern ditties and cities are much a- 
like in that both are much out of rhyme 
and reason. 


“Three strikes.and out’”’ make some of 
our shoe manufacturers stop, look and 
listen. 


If “War is Hell’’ what in Tarnation is 
present-day peace? Don’t insult Hell. 





/ 
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“HYGRADE means BEST GRADE” 





A New Black Suede 
Calf of Unusual Beauty 


ET is the result of much experiment and 
expense in quest of the most perfect black 
suede calf procurable. 


Most critical metropolitan buyers approve JET as 


The Jettest Black Possible 
Absolutely Non-Crocking 
Delightfully Soft Texture 


HYGRADE TANNING CO. 


Manufacturers of Fine Calf Leathers 
PEABODY - - MASS. 


Sole Distributor 


SAMUEL SHAPIRO 


183 William Street - New York City 


Branches at 
ST. LOUIS,MO. ROCHESTER, N.Y. BOSTON, MASS. PHILADELPHIA, PA. 


P. A. HENRY LANG ®& SMITH JOS. HICKEY COOKMAN & CLARK 
Leather 115 Mill St. 113 Lincoln St. 321 Arch St. 
Trades Bldg. 
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Rochester-Made Footwear 


All black suede”vamp and heel 
with eyelet band of patent 
leather, ribbon tied. Joy, Clark 
& Nier, Inc., Rochester, _N. Y. 


Patent leather forepart and 
tongue, with brocaded quarter 
Dugan & Utz & Dunn 


and covered heel. 


Hudson Co., Rochester, N. Y. 


Satin with black ooze strap and 
band, ribbon tied by C. P. Ford 
& Co., Rochester, N. Y. 


N. Y. 


Dark brown suede with vamp 
and covered heel with beige 
suede trimmings by Leach Shoe 
Company, Rochester, N. Y.j 


Black suede turn with gpitching 
on tongue; one strap fastened. 
Co., Rochester, 


a a 


Patent leather with goring in 
back of tongue, steel ornament. 
ss Kelly, Inc., Rochester, 


All patent leather with double 
strap, button fastened on both 
sides, with leather heel W. B. 
Rochester, 


Coon Com a 
N. Y. — 


Black calf oxford, double row 
white stitching on cap, foxing 

imitation saddle. The 
eo Company, Rochester, 





October 28, 1922 


BOOT AND SHOE RECORDER 


In Line With The Times 


Brown satin slipper, one strap, 
ribbon ied; bronze steel ‘ead- 
ing by Sherwood Shoe Com- 
pany, Rochester, N. Y. 














Patent leather one strap with 
high tongue and dark brown 
suede inserts. E P. Reed & Co., 
Rochester, N. Y. 


Beaver brown suede and patent 
leather by Burrows Shoe Com- 
pany, Rochester, N. Y. 


Patent forepart, and tongue, 
with quarter and heel of bro- 
caded satin. Carfagno Shoe 
Company, Rochester, N. Y. 


Black suede collar, throat and 
strap with cut-outs on both 
sides over satin quarter and heel. 
~ Armstrong & Co., Rochester, 


Brocaded tlack satin and 
tongue with Erocaded silver heel 
and quarter; Rochester Turns 
Corporation, Rochester, N. Y 














Four strap patent leather spe- 
cialty shoe by Arch-Aid Shoe 
Company, Rochester, N. Y. 
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Infant’s™ bootee in white and Patent leather flexible turn, red White kid button turned shoe 
patent kid, pearl button, cut-out kid collar. Cossack boot by with patent leather inlay. St aud 
collar. Newcomb-Anderson Imperial Shoe, Company, Ro- Shoe Company, Rochester, N. Y 
Shoe Company, Rochester, N.Y. chester, N. Y. 


From the tiny tot who wears 
Soft Soles to the growing miss 
who wore ‘em rolled until the 


A wealth of business is done by 
retail merchants on juvenile 


footwear made in Rochester. 
style changed. 


Infant's patent leather vamp, ony tan calf, 14 eyelet misses’ 
quarter and collar with gray Rochester N ad Shoes, 
suede upper. green demand on =< "Rochester, 

collar. e Carpenter Shoe 

Company, Inc., Rochester, N. Y. 
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REED STYLES 


* aes Styles are real 

assets to any shoe 
store; popular in de- 
mand they assure a 
rapid turnover produc- 
tive of pleasing profits. 


Wherever they have 
been sold, they have 
given perfect satisfac- 
tion. Asa result they 
repeat consistently and 
build good will for the 
stores that carry them. 
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ARCH-AID shoes and ARCH-AID plans are conceded the best 
in the field. 


Competitors say the shoes are too good—the plans too good— 
that it can’t be done—can’t last. 


They are interested in inquiring as to our shoes and plans—In- 
terested in seeing them—Then they “Read ’em and weep.” 


Our average of merchants asking for salesmen to call is now over 
ten a day. 


We have twenty salesmen active right now on the road. 


We expect just one thing—only one—from merchants who write 
us—that they give our salesman a fair hearing. 


We will have a man on the spot within a few days—anywhere. 


He is instructed not to press or bore you—you will enjoy with 
him a discussion along NEW—STARTLING—UNIQUE, 
SHOE MERCHANDISING lines. 


Write today—Line up with a proven success, 











Arch-Aid, Shoe Company 


MANUFACTURERS & DISTRIBUTORS 


Rochester WO 
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the Charlotte 


A Hiking or Hockey Boot made in 
Brown E i es er wi Woo 
lin ed toncdue and ankle pods. 
18 flat brass eyelets and one- 
buckle strap “Sa port Larries 
a one-inch heel with five brass 
screw reintorcements. 

Advance orders now on 
our books indicate the pleasin 
reception this Boot is having’ 
with the trade. 

Ready for shipment from 
stock about Nov. 20th. 


Sizes 5s to 8 --WidthsA+D 
Price *5.25, net 30 days. 


MOORE- ATAFER’ 
*“/HOE “MFG * CO° 
BROCKDORT. N-Y.U,/A. 


NEW YORK OFFICE 545-547-549 MARBRIDGE BLDG, BWAY AT 34UST 
JACK E JESTER, MOR. 


LO'Titus. 

















el 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertise nents 



































BOOT AND SHOE RECORDER 


In Stock {So 


October 28, 1922 


ao 
—) 











LISH IZES) 
UT SIZES) 


— MARK 


LENDER FO 


ARCH FITTER 


TRADE MARK 





Reg. vu. 3. Pas. Off. Reg. U. S. Pat. Off. 


WHY NOT 


SURPRISE 


women who suppose they can be fitted only in kid ? 


STYLISH ewour 
OUTSIZ 


B 265—Black rome Calf, 200 
Last. 16/8 Leather Junior 
Louis Heel, Welted Sole. 
Widths, A’ to EEE; Sizes 
2% to ll 


Price $5.50 


re 


SLENDER FOOT ARCH 
FITTER 


B 928—Patent Leather, 300 

Combination Las!, 15/8 

Leather Junior Louis Heel, 

Welied Sole. Widths, AAA 

to EEE; Sizes 2% to 12. 
Price $5.00 


STYLISH STOUT OUTSIZE 


SLENDER FOOT ARCH 
STYLISH STOUT FITTER 
OUTSIZE 


B 271—Black oe. French 
Bound, 202 Last, 14/8 
Leather Baby Louis Heel, 
Welted Sole, Imit. Turn 
Edge. Widths A to EEE; 
Sizes 24% ww Il. 


Price $5.50 B 929—Patent Leather, 300 


Combination _ Last, ‘Wing. 
foot Cuban _ Heel. Widths, 
EEE; Sizes 2 


Price $5.00 


B 264—Patent Leather, 202 
Last, tou’ Cuban 

pel, . Widths, A to 
A to EEE; Sizes 2% to 11. to 12. 


Price $4.75 


They Fit in ALL Widths 


If you think of W. B. COON CO.’S special- 
ties only when an ordinary shoe is out of 
question you will, of course, make an occa- 
sional sale, but occasional sales do not mean 
turn-over. 


On the other hand, if you try them in 
every instance in which the customer's 


“a ROCHESTER, N. Y. 


506 Security Building 
189 W. Madison Street 


first consideration is genuine foot com- 
fort “STYLISH STOUT OUTSIZES”’ with 
their free fitting qualities and “SLENDER 
FOOT ARCH-FITTERS” with their ex- 
ceptionally snug instep and heel fit, will sell 
in surprisingly large volume. 


Diamond eyelets 
Red-Line-In lining 
Leather Counters 
Leather box toes 

Arch supporting shanks 


A catalogue and price 
list will be sent upon re- 
quest. 


Chicago Office: 
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ROCHESTER QUALITY TURNS 


SUPERIORITY 
THAT COUNTS. 








Hapytoz 
Are Guaranteed 
All Leather 


—fe]— 


No. 583B—Sizes 3 to 5. Spring hee 


No. 581B—Sizes 3 to 5. Spring*heel * fiexible turns. Patent leather, white 
flexible turns Dark brown kid. Milo Write for Fall catalogue, washable ‘kid top. Milo buttons. 
buttons. Price $1.15 per pair. In Price $1.15 per pair. In Stock. 


Stock. 


just off the press, illus- 


trating complete line of 





flexible turns. Sizes 1 to 5. 
Spring heel flexible 
turns, sizes 3 to 5, and 


spring heel turns, sizes 


5) 
i) 


Sd 


Amt 
a 
i 
] 
1 


\ 


‘ 
7 
% XYYY 
WOH 
NY sl VA 


\ 
As 
Nn 


1s 
t fe a 
SES 





rT || 











MANUFACTURERS 


ROCHESTER, N.Y. 


Imperial Childrens Shoe @ Corporation 
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IN STOCK 


Two models for early Fall Wear— | 


shoes that can be sold at 
a price that will meet 
the approval of your 
customers. 


Wire your order today 
Terms: Net 30 Days 











FY. -MacMaster 


INFANTS AND CHILDREN’S 
FOOTWEAR 


Order Your Christmas 
Shoes Today PORTE Rae ete 


. B 1248 

White NK Moccasin ; No. B 2167 

White, Pink or Blue Ribbon Patent Vamp and Fox, 

and Trimming, Hand Em- White Kid Top, Fisheye 

broidery. Sizes 0 to 4 Pearl Button and Tassel. No. B497—Black _ One Strap Pump, 

$7.50 per doz. Also furnished in gray or 243 Last, 14-8 Wood Louis Heel, Turn. Price 
red — Sizes 0 to 4. $5.35 














No. B 124 

Patent Vamp and Fox, 

White Kid Top, Mi'o But- No. B 153 

ton and Tassel, Fiexible = Patent Vamp and Fox, White Ca- 


lend Turn I to 5— — Half beresta Top. Flexible Turn Soles. 
iz to 5, Spring Heels $1.50—5 \% to 8, 
Can also be had in white, Spring Heels $1.55. Can alsc be had e e or On, ne. 


black, tan cr champagne in white, black, tan or champagne. 


J -J »- Mac MASTEI2 ROCHESTER, N. Y. 


ROCHESTER ,N-Y. - N. Y. Office - - 127 Duane St. 
**Jack”’ Galway 














So Bo > Be Bo So &  S- > © Bae © Be 0 BE 0 Soe Be oo > 0 Bm ef oe See S=> -fS> SSS SS Se eee eS 





° > + Be + Bm + & + Bee Goo SS cee. 
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TWO PROFITS 


VERY time a dealer sells a pair of Duson Ad- 

E justable Shoes he takes two profits. First, 

his regular mark up. Second, the profit ac- 
cruing to the acquisition of a life-long customer. 


The weman who buys her first pair of Duson Adjustable Shoes, 
buys something that money could never buy before. Absolute and 
lasting foot comfort. 


The Duson Arch can be adjusted to”any desired height. It gives 
the arch of the foot perfect scientific support. A perfectly supported 
arch almost invariably means foot health and unprecedented comfort. 


See this wonderful shoe. Have the greatest shoe invention of the 
generation explained. Write now for salesman and information regard- 
ing exclusive representation. 


In Stock Folder Sent on Request 
[eer 
“ee 
\S REZ 


DUGAN & HUDSON CO. Inc. 


Shoemakers for over 40 Years 


ROCHESTER,N.Y. 
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In Stock «+: +: NEW FALL STYLES «+: «+: In Stock 





nial, Spanish 
1. Turn. Price. .$5.50 


Joy, Clark & Nier, Inc. 


Rochester, N. Y. 











Teme 10-8 heel with Rubber top hit. Welt Terms: Net 30 Days 0. B295—Black Satin Col 
Pri $4.50 sol Leake woud buck, Tes 














The Magic Influence of 


“ATTA” BROWN 61 and 
“ATTA” RED 71 


Affact worthy of note is that those who lead in America’s procession 
of footwear fashions select Brown’s Calfskins to embody their ideas. 


‘“‘Sunpru” Shades possess that magic influence which opens the ave- 
nue of success to hundreds of new patterns. 


For genuine satisfaction insist on getting “ATTA” BROWN 61 and 
“ATTA” RED 71. 


Send for sample cuttings today. 


CD BROWN & CO. INC. 


EXECUTIVE OFFICE AND FACTORY 


ROCHESTER, NX 


Boston Store 50 South St. 
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Wonder if You Think You Are “It’’? 


“No matter how the world has rared about vou— 
No matter how high up in life you've siood, 
The world will plug along the same withoul you 
Somewhere, somelimes there’s some other guy just as good.” 


HE above quotation is from a card on the wall 
‘| os the desk of James P. Orr in the office of 

the Potter Shoe Company, Cincinnati. On the 
wall of that office also is a large hand engraved tribute 
to Mr. Orr by the employees of the store which was 
presented to him a short time previous to his de- 
parture for Europe some months ago. 

The world is rapidly making heroes. Only a few 
weeks ago several new names were added to the honor 
list in the baseball world at the close of the World 
Series in New York. 

Last week two brothers received considerable 
notoriety because each was the coach of a football 
team which met in one of the big games of the season. 
The men of Coach Jones of Iowa, defeated the men of 
Coach Jones of Yale. 

In the next Congress there will probably be many 
new faces who have won the votes of their constituents 
in preference to the men who have heretofore repre- 
sented various congressional and senatorial districts. 

In baseball, football, politics, religion, business and 
every other activity of life, names of men and women 
stand out prominently as national figures and in each 
community there are men and women whose names 
are significant of leadership. 


When a Man Begins to “Slip” 


Every once in a while some man seems to get the 
impression that he is “it”; that upon his shoulders 
rests a responsibility that could not possibly be borne 
by another; that he is such an important figure that 
the world could scarcely get along without him. 
Right there he begins to slip. 

Whenever any man gets his thought centered upon 
himself and begins to think more about his own 
selfish ends than about the people who have helped 
him reach the prominent position which he occupies 
at that moment he begins to tread dangerous ground 
and the world begins to realize that it can get along 
without him. 


Every once in a while a merchant gets the idea that 
al the worth-while people in the community must 
come to his store for their merchandise. 


“Some Other Guy Just as Good” 


The proprietors, salespeople and everybody else 
about the establishment, assume an air of indifference 
and independence and then “some other guy just as 
good” comes along and cops off the business. The 
old firm wonders what’s the matter and is at a loss to 
know why people have quit trading with them and 
have gone to the newer firm. 

The world is apt to rave about a man who does 
something unusual, something that is beyond the 
accomplishment of the average man. But just the 
minute that that man ceases to live up to the high 
ideals which the world has attributed to him he begins 
to slip, he is on the toboggan, and there is always 
“some other guy just as good” to take his place. 


Is Business Better? 


The other day I met a real estate dealer, not an agent 
but a man who buys and sells moderate priced homcs 
and apartment buildings. 

This man, like most men who buy and sell com- 
modities, felt the pinch of the business depression. He 
had to step lively on several occasions to keep ahead of 
the sheriff, but now he says, “Real estate business is on a 
firmer foundation. Salaried men are surer of their 
jobs; business men are surer of a profit and a steady 
income. They feel safer in buying homes and assuming 
obligations. I am out of the woods and can see day- 
light and sunshine ahead.” 

As we talked about people feeling safer, breathing 
easier and spending more freely he said, “Last week I 
was passing my tailor’s and saw a piece of cloth that I 
liked. I went in and ordered a suit. I wasn’t ragged; 
didn’t just have to have a suit; could have got along a 
year without buying any clothes—and believe me if 
business hadn’t opened up I would have done without 
them, but I just wanted new clothes and bought them. 








86 


“The money I spent will enable the young men who 
make the clothes'to buy more shoes, more dry goods or 
more of something else. That will help some merchant 
make a profit and pretty soon, if business keeps up, I 
will sell that tailor a home.” 

Business js better. Money is easier. The chariot of 
prosperity ds moving. 


Wisconsin Merchants to Meet in 
Milwaukee 


Wisconsin Rapids, Wis., October 20.—Officers and 
directors of the Wisconsin Shoe Retailers’ Association 
met in executive session at the Witter Hotel here to dis- 
cuss convention plans for 1923. It was decided at the 
meeting that the Wisconsin convention be held in 
Milwaukee, on August 7, 8,9. The executive board of 
the association also decided to request officials in 
charge of the national convention at Chicago, January 
8, 9, 10, to reserve accommodations for about 30 Mil- 
waukee and state retailers who are planning to attend. 
The business session which commenced at two o'clock 
in the afternoon, was presided over by President 
Joseph Langenberg of Appleton. 

The business session was followed by an evening 
banquet at the Witter Hotel, attended by the directors 
and by shoe merchants from Wisconsin Rapids, Stevens 
Point, Marshfield, and other near-by cities. About 
60 guests were gathered in the banquet room of the 
Witter to hear the speakers of the evening. William 
Gleue, vice-president of the association, and a resident 
of Wisconsin Rapids, acted as host and toastmaster 
at the banquet. 

The meeting was addressed by prominent citizens of 
Wisconsin Rapids, among them Mayor C, A. Norming- 
ton, and by leading shoe merchants. President Langen- 
berg spoke extemporaneously on a variety of interest- 
ing subjects. A. B. Caspari of Milwaukee, told the 
members of the “Good of Association Work,” dealing 
particularly with the work of the national association 
during the war era. Mr. Caspari also impressed upon 
the members, the value of the insurance coverage 
obtainable from the insurance underwriting depart- 
ment of their national association. 

S. J. Brouwer of Milwaukee, told members many 
unusual and seldom-discussed phases of salesmanship, 
in a talk on “Proper Training for Salesmen.” A. C., 
Egelhoff of Fond du Lac, spoke on the “Practical Value 
of Association Work,” narrating instances of personal 
acquaintanceship with the value of such work. Max 
Lau of Racine, spoke on “Claim Adjustment Facilita- 
tion Through N. S. R. A. Channels.” 

Directors and officers present at the meeting were: 
Joseph Langenberg, Appleton, president: Richard 
Sager, Green Bay, first vice-president; William Gleue, 
Wisconsin Rapids, second vice-president; Harry Lucas, 
Milwaukee, secretary-treasurer; William C. Schlaefer, 
Wausau, past president and director; A. B. Caspari, 


BOOT AND SHOE RECORDER 








October 28, 1922 





Milwaukee; 
Newell, Waukesha; Leopold Imig, Sheboygan; A. C. 
Egelhoff, Fond du Lac; Max Lau, Racine; W. F. 
Strauss, La Crosse. 


Milwaukee; S. J. Brouwer, Clarence 


Clyde K. Taylor Goes to Cleveland 


Detroit, October 24.—Clyde K. Taylor, after ten 
years’ residence in Detroit, Mich., assumes charge in 
November as buyer and manager of the Juvenile Shoe 
Department of The Stone Shoe Co., Cleveland, 
Ohio. 

Mr. Taylor has been associated with John Hodge 
since the first of the year in the management of the 
Detroit Walk-Over shoe stores, having charge of the 
women’s and children’s departments. Previous to this 
time Mr. Taylor had for a number of years been 
manager of the Lindke Shoe Co., retiring from this 
position when the business was sold to the C. H. Baker 
chain. He also had charge of the children’s shoe depart- 
ment of R. H. Fyfe & Co. previous to this. 

Mr. Taylor began his career as a shoe man back in 
1906, when he started in the children’s department of 
the A. F. Diers Co., Dayton, Ohio. He liked the busi- 
ness so well that he associated himself with his brother, 
Ralph B. Taylor, and purchased the business in 1911. 
The Taylor brothers lived in a wet town, for in 1913 
the flood, which ruined many merchants and business 
men, wiped out the young firm. This wet reception did 
not dampen the ardor of Clyde K. Taylor for the 
handling of children’s shoes, for ever since that time 
he has either managed a children’s department or the 
entire business, including children’s lines, going now to 
take charge of one of the largest, if not the largest 
juvenile business in the country. 

Mr. Taylor, was an active member of many local 
organizations, among these the Rotary Club, the 
Board of Commerce, of which he was a director in the 
Better Business Bureau, and an ex-president of the 
Detroit Retail Shoe Dealers’ Association, as well as 
one of its most active members. He will be missed in 
Detroit shoe circles, but what is Detroit’s loss is 
Cleveland’s gain. 





Shoe Imports Show Gain 


Washington, Oct.11—Increasing in volume, the 
leather boot and shoe import trade was much heavier in 
August of th’s year than in the same month of last year. 
In August, 1922, there were 17,162 pairs of leather boots 
and shoes, valued at $77,778, imported, or more than 
twice as many imported in August of last year, when 
the total was 7,543 pairs, valued at $33,104, according 
to a statement of the Boot and Shoe Divis:on, Depart- 
ment of Commerce. During the eight-month period, 
January-August, there were imported in 1921 and 1922, 
respectively, 84,936 pairs, valued at $297,525, and 
95,418 pairs, valued at $440,240. 
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WITH FANFLARE TONGUE 


B-720 Black Satin One Strap, 16/8 Full Breasted Lasie Heel, genuine turn, 
leather lined, metal ornament, widths, A to D. Code “Pan”.......--. $3.85 


B-730 Same except 14/8 Jr. Full Breasted Louis Heel. Code, “Pat” $3.85 


The Only Sure Test 


HE ONLY sure test for a shoe is— Will it Sell! No other 
consideration counts for a row of pins. If it doesn’t sell it’s 
worthless. 
HANNAHSONS Shoes are SALES TESTED. Every? number 
on this and the next page is proving its right to be through orders 
and re-orders. Order today and reap some of the profits they’ are 
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B-848 Black Satin Colonial Strap, brocaded quarter, b 
heel and tongue, a genuine bench made turn of quality, r 
14/8 Full Spanish Heel, widths A to D code “Bunny” inc 
B-769 - $2.85 i B-865 - $3.00 
. - - e me 
B-769 Black Satin 1 Strap, 14-8 half Louis heel imi- M 
tation turn, leather lined, steel beaded vamp, widths A wat 
to D, code “Ivy” $2.85 far 
B-782 Same as above except genuine turn, 16-8 Full 

Breasted Louis Heel, and beading on strap, widths A to col 
D, code “Becky”... $3.75 the 
litt 


B-865 Black Satin Colonial Strap, imitation turn, 14-8 
Spanish Heel, widths B to D, code “Rae” $3.00 
B-887 Same as above except genuine turn, 14/8 Full 
Breasted Spanish Heel, widths, A to D, code “Class” 
$3.75 y 
B-8O2 Black Satin One Strap, 14/8 Jr. Louis Heel, ma 
brocaded quaster, leather lined, imit. turn, widths B to 
Beas $2.85 sell 
B- 777 Some as shove except genuine turn, 16/8 Full but 
Breasted Louis Heel widths A to D. Code “Sarah” s 
$3.50 tol 
B-845 Brown Satin Colonial Strap Pump, 14-8 Sosniek the 
Heel, imitation turn widths B to D, code “Rita” $3.2 1 
B-850 Same as above except genuine bench nn ma’ 
turn, 16/8 Full Louis Heel, widths A to D, code ““Glee’ 
$4.00 sun 


B- 802 - 4 85 B-0792 Black Satin 1 Strap, 14-8 Louis Heel, imita- seal 
tion turn, leather lined, steel applique ornaments widths - - th 
$2.50 . a 








Bto D 
B-O789 Same as above except with 12/8 Cuban Heel ner, 
€ Jode “Peggy” $2.50 stai 
B-1110 Black Satin One Strap, 16/8 Half Louis Heel shor 
leather lined, genuine turn, rhinestone button. Widths, 
AtoD. Code “Dolly” $3.10 prow 
B-1145 As above except with 12/8 Baby Louis Hee! und 
$3.10 v 
B-790 Black Satin One Strap, Fy lined, 14/8 the 
Louis heel, widths B to D. Code ‘ $2.15 ; 
B-791 .Same except with aeeaen Heel.. $2.15 . try 
sam 
i i ed bet 
y 
Ri 
sale 
indic 
B-0792 - $2.50, B-1110 - $3.10 fs: 
. whil 
let v 
depa 
sales 
laggi 
B-790 Th 
fairly 


$2.15 rm 
HANNAHSONS SHOE COMPANY 
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MATTER of interest to the entire 

shoe and leather industry was the 
meeting of the Tanners’ Council held 
Thursday and Friday, October 19 and 20 
at the Congress Hotel, Chicago. On all 
sides, both from the platform and in con- 
versation among the tanners, the one 
thought most often expressed was “Busi- 
ness is better.” 

The leather tanners of this country have 
passed through exceedingly harassing and 
brain racking experiences. No part of the 
industry was hit any harder or suffered 
more tremendous losses than the tanners. 
Most of the tanneries are yet operating 
far below their capacity, but business has 
come to them in sufficient volume so that 
they have been able to play even or a 
little better for several months back. 


Striving for Better Leathers 


The rapid advance in hide prices has 
made it impossible, so the tanners say, to 
sell their leather on a replacement basis, 
but by careful buying and efficient opera- 
tion they have been able to keep ahead of 
the game. 

The goal of the tanners is to be able to 
manufacture a better product. Large 
sums of money are heing spent in re- 
search work in order to better raw stock, 
that is, to have the hide come to the tan- 
nery better taken off, freer from salt 
stains, dirt and other imperfections that 
show up during the tanning process and 
produce an excessively large percentage of 
undesirable finished leather. 

While there is the closest co-operation of 
the various branches of the tanning indus- 
try in attaining this end, there is at the 
same time the keenest of competition 
between the producers of leather products. 


Wholesale Business Spotty 


Records for the past week in the whole- 
sale houses on Wells and Monroe Streets 
indicate that business has been spotty. 
Some houses report business satisfactory 
while others are complaining of a sudden 
let up. Even in the same house, some 
departments have had very satisfactory 
sales while other departments have been 
lagging. 

The children’s shoe business has been 
fairly active, the bulk of sales being on the 
fancier types of misses’ and children’s 
boots and upon colored calf boots and 
oxfords for growing girls. 


Tongue Effects Selling Best 


In women’s footwear tongue effects in 
patent and black satin lead in point of 
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CHICAGO 


Business Gains Ground Steadily 


Delegates to Tanners’ Council Meeting Optimistic—Whole- 
sale Credit Situation Shows Improvement 


sales. Brown satin and ooze are next in 
line. Strap effects are not dead by any 
means and merchants who thought they 
were through buying them are culling in- 
stock departments for attractive models. 


Active Business on Oxfords 


Women’s oxfords are receiving consid- 
erable attention. Classy patterns in Rus- 
sia calf oxfords in 12-8 to 14-8 heel are 
being demanded in retail stores and the 
in-stock departments are now placing 
orders for these things. Black calf ox- 
fords are also showing considerable 
activity. Few boots are being sold, ex- 
cepting in black and brown kid made on 
conservative lasts with military heels. 


Collections Are Better 


All through the wholesale district 
credit men report that accounts are being 
taken care of in better shape and there is 
less anxiety in the financial offices of the 
wholesale houses. 


New Officers of the Chicago 
Shoe Trades Association 


H. A. De Windt of Sidwell De Windt 
was elected President of the Chicago Shoe 
Trades Association at a recent meeting, 
succeeding H. C. Dovenmuehle of H. F. C. 
Dovenmuehle & Son. The other officers 
elected were George D. Chandler, Smith- 
Wallace Shoe Company, Vice-President; 
W. H. Colvin, Rice & Hutchins Chicago 
Company, Treasurer; Raymond C. Booth, 
Secretary; Directors: I. Grossman, I. 
Grossman, Inc., J. F. O’Brien, Selz- 
Schwab & Co., L. K. Murphy, Firestone- 
Apsley Rubber Company. 

President De Windt named the follow- 
ing as chairmen of the various com- 
mittees: 

Membership and program committee— 
M. L. Patterson, Converse Rubber Shoe 
Company. 

Advertising and exhibits committee— 
H. Cushman, A. S. Krieder Company. 

Transportation committee—Frank Selz, 
Selz-Schwab & Co. 

Legislation committee—Howard Smith, 
J. P. Smith Shoe Company. 

Trade abuses committee—George Dov- 
enmuehle, H. F. C. Dovenmuehle & Son. 

Trade relations committee—A. E. Rey- 
nolds, Sinsheimer Bro. & Co. 


Membership Shows Increase 


The report of the secretary shows the 
association to be in a healthy condition as 
to membership, the membership having 
increased considerably during the year. 
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The promotional work carried on during 
the year has been instrumental in fostering 
closer relationships aniong the members 
and with retail métchants which has at- 
tracted an increasing’ amount of business 
to the Great Central Market. 

The association is working enthusiastic- 
ally to bring to Chicago every possible 
merchant in this trading zone for the next 
annual convention of the National Shoe 
Retailers’ Association to be held in the 
Coliseum January 8, 9, 10, 11. Approxi- 
mately 37 members of the Chicago asso- 
ciation will exhibit their lines at the big 
show and will present a display that will 
be a credit to the Chicago market. 


Retail Business Fair 


Generally speaking, retail shoe mer- 
chants have no serious kick on business 
during the past week. Dry, summer-like 
weather has slowed up retail selling to 
some extent, but on the whole merchants 
are not panicky nor even worried because 
the tone of business is very good, little 
complaint is heard about prices and 
people generally seem pretty well pleased 
with styles shown them. 

Chicago merchants are using various 
devices to convert strap patterns into 
tongues. Some of the attachments are 
sewed into the shoe at the vamp line. 
making a Colonial tongue which covers 
the strap. Fluted and pleated satin 
tongues surmounted by buckles or beaded 
ornaments are also being used extensively. 
Some of these are being made in the stores 
by the girls when they are not otherwise 
busy, but in most cases they are being pur- 
chased from concerns specializing in mak- 
ing these decorations. 


Daemicke Bros. Open New 
Store 


One of the largest in point of floor space. 
the most handsomely appointed and 
conveniently arranged shoe stores in 
Chicago was opened October 14 by Dae- 
micke Bros. at 1307-1309 East 63d Street 
The new store is known as the Daemicke 
Boot Shop. The new store will be devoted 
largely to the merchandising of higher- 
grade shoes for men, women and children. 
The same concern operates another store 
two blocks farther west on 63d Street. 
which is one of the largest and most 
progressive stores on the South Side. 


M. A. Mittelman Makes 
Changes 


M. A. Mittelman, who for the past five 
years has managed the I. Miller store on 
State at Monroe Street, has resigned to go 
into business for himself. Under Mr 
Mittelman’s management, the I. Miller 
store has developed from a small organi- 
zation into one of the. largest exclusive 
women’s shoe stores in the city. It now 
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employs over a hundred people and 
occupies seven times as much floor space 
as it did when Mr. Mittelman took charge. 
Mr. Mittelman goes to Detroit. The new 


firm, Goetz & Mittelman, will occupy the 
entire second floor at Ruseks, 1448 Wood- 
ward Avenue. The new store will be an 
I. Miller agency. 





CINCINNATI 


Sales Records Show Increase 


Demand in High-Grade Stores Centers Around High Heel 
Oxfords in Brown and Black Suede 


ONTINUING improvement ex- 
presses the condition among the 
local retail merchants this week. It is 
agreed by all that the weather at this time, 
is the deciding factor in the volume of 
business to be done. In some cases, local 
retail merchants feel they should be 
getting a greater volume, but in the 
majority of instances the volume of busi- 
ness done by the larger downtown mer- 
chants during September and October has 
been equal in dollars and cents to the 
corresponding period of last year. In other 
instances it is found that merchants .are 
exceeding their records of last year in 
number of pairs sold. 

It is quite obvious to leading Cincinnati 
shoe merchants handling ladies’ footwear 
that there is a more definite desire among 
women in this locality for elegant foot- 
wear. There seems to be a tendency 
among women to give more thought and 
attention to the shoes they wear. Satins, 
in spite of a number of days of bad weather 
are continuing to sell in splendid volume. 
Patent straps have fallen off slightly, 
while patent oxfords are in greater demand. 
Among the dealers handling high-grade 
lines, there has been a healthy demand 
for high heel oxfords in suedes, both in 
brown and black. 

Felt Slippers Beginning to Move 

Just at this time merchants are begin- 
ning to augment their sales with rubber 
shoes and felt slippers. A good business is 
expected in both during the next two 
months. 

The men’s shoe business shows a de- 
cided improvement this week. It has been 
noticed that a week of colder weather has 
caused the demand to shift from low shoes 
to high shoes. One local merchant who 
did 80 per cent of his business in low shoes 
from January 1 to September 1, found last 
week that his sales registered 53 per cent 
high shoes. 

The week previous which was the first 
week in October the business was 71 per 
cent low shoes. The broad toe, straight 
line effect are the definite tendency just 
at this time in men’s shoes. Black calf has 
had a little greater call lately than hereto- 
fore. 


Making Sales by Suggestion 
Ralph Dewan of the men’s basement 
department presided over last week’s 


meeting of the managers and employees 
of the Potter Shoe Company. Mr. Dewan 
chose as his subject, ““The Power of Sug- 
gestion,”’ stating that if in addition to the 
article a customer buys, the clerk would 
suggest other merchandise carried, such 
as polish, laces, buckles, repairs, hosiery, 
etc., he would not only increase his sales, 
but would accommodate the customer and 
render better service to his firm. 

J. P. Orr spoke of the wonderful field 
that might be covered by the power of 
suggestion. It is really unlimited. Various 
things unfold themselves during the 
course of a day, and it is the suggestions 
offered which decide our actions and our 
whole course of procedure for that day. 
So it is with people shopping. Sugges- 
tions made to them as to their need of our 
line of goods puts them in a receptive 
frame of mind, causes them to consider 
our merchandise favorably and usually 
increases sales tremendously. As a rule, 
the average man is not a shopper; he does 
not enjoy it as does a woman, and when 
he goes to buy, it is not to look over the 
goods, but with an intent to buy. He is 
grateful for any suggestions that will help 
fit him out with what he needs and 
expedite his shopping so that he may get 
his mind back upon business affairs again. 
In selling men’s furnishings especially, the 
power of suggestion, if skillfully handled, 
ought to increase sales at least 20 per cent. 
Judgment should be used in making sug- 
gestions—suggest that they buy what is 
apparent to you that they should—what 
they ought to have. Satisfied customers 
are just as much an asset to your business 
as are large sales. Another thing, there’s 
no reason in the world why, say, children’s 
shoes should be bought at Potter’sand not 
men’s and women’s. Through the power of 
suggestion try to bring the entire family 
here for all their shoes. Do everything 
you possibly can to try to break down the 
barrier which has caused them to go else- 
where; make our place so enticing, our 
merchandise so necessary that they will 
get the habit of buying at Potters and will 
have no desire to shop anywhere else. 
Let's get down to brass tacks and see, for 
instance, how many pairs of Felt Slippers 
we can sell this coming week. 

H. S. Gordon, manager of the children’s 
department, announced that a _ prize 
would be given the ensuing week to the 
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salesperson making the least mistakes 
during the week. 


Sales Ahead of Last Year 


Mr. Pauli, manager of the ladies’ de- 
partment at the Smith Kasson” Company 
reports that the volume of his business is 
holding out splendidly; that he is beating 
his results of last year both in number of 
pairs and in dollars and cents. Mr. Pauli 
states that colder weather and more of it 
is all that is needed for the shoe business 
to be good. 

In discussing style tendencies, Mr. 
Pauli believes that by the first of the year 
Colonials will claim 50 per cent of the 
demand. Later on, however, he expects to 
see smaller tongue effects become more 
popular. “Colonials are here to stay for a 
while and the retailers might as well get 
set for them,”’ said Mr. Pauli. “I believe, 
however, that we will continue to have 
good business in one straps, they can be 
considered more or less as staples.” In 
commenting on the demand for brocades, 
Mr. Pauli found that they were good for a 
while in the better grades, but as soon as 
they came out in the cheaper lines, there 
was a shifting back to the plain satin one 
strap effects, in the demand among the 
higher grade lines. Beaded tongues, 
Colonials, rhinestone buckles and other 
forms of shoe ornaments have been very 
good sellers recently at the Smith Kasson 
Company. 


Mueller with Bettman- 
Dunlap 


J. Eppstein, sales manager of the Bett- 
mann-Dunlap Company, announced last 
week that Charles S. Mueller has been 
appointed as Western Sales Manager for 
his company with headquarters at Chi- 
cago. Mr. Mueller in the past represented 
the Julian & Kokenge Company in Illinois 
and Oklahoma. He will cover Illinois, 
Iowa, Nebraska and other western points 
with the Bettman-Dunlap Company line 
this season. Mr. Mueller plans to build up 
a western sales organization in line with 
the company’s policy of expansion. The 
Bettman-Dunlap Company _ recently 
selected the Blaine-Thompson Advertis- 
ing Agency, Cincinnati, Ohio, as their 
advertising counselors. 


High Shoes Stronger 


W. E. Gesting, manager of the Boston- 
ian Shoe Store, reports a very good busi- 
ness during the past week. He states that 
the cooler weather greatly increases his 
percentage of high shoe sales. He finds 
that the demand for black footwear has 
been stronger. 





The past has passed; the future has not 
arrived; the present is opportunity. 
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ARKED improvement in sales is 
noted by leading shoe merchants 
here, who have arrived at the conclusion 
that the long-awaited steady, late fall 
buying period has commenced in earnest. 
Volumes rung up daily on Grand Avenue, 
while not in the least spectacular, are 
becoming a source of satisfaction to mer- 
chants through their steadiness. Ap- 
parently the public has tired of waiting 
for lower prices, and are becoming fright- 
ened by the higher price talk which has 
received a good deal of currency here of 
late. 
All Fall Offerings Good 

Merchants comment upon the fact that 
general fall lines are well received here, 
the public not having played any particular 
favorites harder than the rest up to date. 
Interest in Colonials, and Colonial effects, 
however, is mounting rapidly, and it is 
possible that the demand for Colonials 
may later reach the proportions of a fad. 
Merchants comment upon the variety 
and number of rhinestone and cut-steel 
buckles being sold, and the heavy demand 
for beaded shoe ornaments, for satin 
pleated fans, and for plain satin and 
patent devices which might lend a Colonial 
appearance to a plain suede or satin 
pump. 

Tongue Effects Excellent 

Beaded tongue-effects in straps have 
been excellent items in most footwear 
departments during the past week. All 
tongue effects, which hint at Colonial 
types have, been growing stronger for 
some time. Among the other features of 
merchandising during mid-October, may 
be mentioned the heavy demand for 
oxfords, tan predominating, reported 
from the outlying districts. Suburban 
merchants state that oxfords mount to 
almost 50 per cent of the total volume at 
this time. Cross-straps are good in high- 
grade footwear. Black suede in all types 
of shoes is drawing away from brown, and 
is now a safe leader in the color demand. 
Modified Louis heels seem to be general 
favorites. Prices cling well to present 
levels. 

Salesmen from Brooklyn houses are 
talking high shoes to local merchants, 
with the result that some ordering of these 
shoes is being indulged. Local merchants 
seem to feel that the high shoe is far from 
being out of the running—that a strong 
reaction against too much low shoe may 
set in. Some comment also has been 
occasioned by the report that the sample 
lines of high shoes now being made up, 
are equipped with Louis heels. One thing 
is certain, high shoes and long skirts will 
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Business Shows Marked Improvement 


Interest in Colonial Effects Is Increasing and Buckles and 
Ornaments Are Selling Freely 


sound the death knell of heather hosiery, 
and to a certain extent of silk hose. 


Men’s Business Steadily Improves 
Men’s stores report that their business 
has hit its fall stride and is progressing 
steadily toward better volume. No 
phenomenal business has been reported, 
the trade being content with theconsistent 

sales which characterize this period. 


New Accessory Firm 


Articles of incorporation have been filed 
with the secretary of State at Madison, 
by the Boston Blacking Company of Mil- 
waukee. According to the papers, this 
firm will engage in the manufacture of 
stains, and similar products. It is capital- 
ized at $600,000. The incorporators are 
G. Pike, J. Stuart, Jr., and A. Favor. The 
new plant will be located at 572 Edison 
Avenue, Milwaukee. 


Manufacturers Are Active 


R. E. Wright, manager of the Com- 
mercial Service department of the First 
Wisconsin National Bank of Milwaukee, 
discussing the economic trend of the times 
says, “The shoe companies report in- 
creased orders, sales, and production. 
Tanners’ sales showed a slight decrease, 
said to have been due to the advance in 
leather prices necessitated by the steady 
upward trend of hides. Demand for leather 
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made substantial improvement, however, 
in the latter part of September, and 
prospects for the rest of October and 
November are good. Sales of a glove 
manufacturing concern increased 30 per 
cent in September, indicating a reason 
for a stronger demand for leather.” Mr. 
Wright further stated with regard to the 
employment situation, “Nearly all of the 
large shoe factories added to their working 
forces. Tanners report that difficulty in 
obtaining common labor has retarded 
operations.” 


New Branch Opened 


The new branch store of the Huegel & 
Hyland Shoe Company of Madison, Wis., 
has been opened at 428 State Street. The 
main business of the company will con- 
tinue to be centered in the King Street 
store, according to Joseph Hyland. The 
second store was made necessary by 
expansion of the business, Mr. Hyland 
declared. Industrial and economic condi- 
tions in Madison at this time are par- 
ticularly favorable to the growth of 
industries. 


Movies of Fall Festival 


The fall festival of Waukesha merchants 
goes on record as being the first event of 
its kind to be reproduced in motion pic- 
tures. The Waukesha Business Men’s 
Association who staged the festival, 
stated that it was tremendously successful. 
The picture in which the festival scenes 
will be shown is a film known as ““When 
Dairyland was Fairyland,” the scenes for 
which will be taken in Waukesha county. 
Thousands of Waukesha people uncon 
sciously took part in the picture. 





ST. LOUIS 


Retail Trade Fails to Show Gain 


Merchants Dissatisfied and Can Find No Satisfactory Ex- 
planation—No Price Haggling, However 


ETAIL shoe merchants have ex- 

pressed general dissatisfaction at 
the lack of business increase during the 
past week. The week was about the same 
as last week and business was spotty. 

One large retail merchant, commenting 
on the dullness in the trade, made the 
following statement: 

“It is impossible to force business. We 
ran a four-day sale on some excellent 
merchandise and used generous space in 
the newspapers, and even this stimulant 
failed to arouse buying activity. We at- 
tempted the same tactics in our basement 
store and for the first time in the history 
of my connection with this store the busi- 
ness did not come. We employed extra 
sales people, had some wonderful values 
and with all of these inducements, ad- 


vertised well in the daily papers, there wa® 
scarcely any response.” 

This story is one of the many heard 
throughout the down town “shoe belt.” 
None of the proprietors of the retail shoe 
establishments seem to be able to offer any 
reasonable explanation. 

The lack of business is more pronounced 
in the women’s division than in the men’s. 
Men’s business is regarded as being satis- 
factory in every respect. A visit to the 
stores on Saturday found the men’s de- 
partment busier than the women’s by 
two or three to one. The last day of the 
week, sales in the women’s departments 
slumped severely. 

Oxfords in Good Demand 

Oxfords continue to have a large de- 
mand. The walking heels are preferable 
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and more choice is being shown the lace 
type rather than the fancy strap oxfords. 
Very little call is being bad on strap and 
fancy oxfords. Toes are medium, being 
neither the extreme pointed types nor the 
broad French effects. Brown is the 
dominant color, with black creeping in to a 
noticeable extent. Colonials are selling 
where the retail merchant has a variety of 
patterns and sizes. Despite many pre- 
dictions that their prominence will be 
short lived, in many stores they are spoken 
of as the best seller. There is some tend- 
ency toward smaller tongues and already 
this influence is being observed in the 
newly arrived patterns. Also in Colonial 
effects can be seen some new styles in 
bronze kid and brown satin. 

Straps have slipped, especially in the 
leather shoes. Satins are still good with 
the one strap leading the style field. Strip 
pumps are receiving a lot of gossip among 
the style pickers. The pattern impres- 
sarios are almost unanimous in saying 
that this will be the next style to follow 
Colonials. 


Retail Merchants Hold 
Meeting 


The St. Louis Shoe Retailers’ Associa- 
tion held their first monthly business 
meeting of the fall season, Wednesday 
evening, October 18, at the American 
Annex Hotel. One of the best attendances 
of the year was present. President A. W. 
Lutz presided. The principal topics dis- 
cussed, aside from the style situation,were 
the arrangements for the dinner and 
dance to he given the members of the St. 
Louis Shoe Retailers’ Association by the 
St. Louis Shoe Manufacturers’ and Whole- 
salers’ Association on Wednesday evening, 
October 25, at the Glen Echo Country, 
Club. All of the members witb their wives 
and sweethearts are to be the guests of the 
manufacturers. 

A golf tournament has been arranged 
for in the afternoon of the same day, when 
the retail merchants will cross clubs with 
the manufacturers. Arthur Ebbs of Swope 
Shoe Company and golfer par excellence 
is chairman for the merchants and Harry 
Vinsonhaler, president of the Vinson- 
haler Shoe Company, holds a similar 
position on the manufacturers’ side. 

Members of the retail association who 
have been delinquent in their dues were 
dropped from the rolls of the organization. 
The open forum discussion on style was 
participated in by every one present. 
The principal topic stressed was the style 
situation in 30 to 60 days from now. 
Colonials with smaller tongues were 
spokenof as being good for some little time. 
Some felt that browns and blacks would 
increase in the demand, and especially 
bronze kid. Most every one agreed that 
straps were not done, but that their 
popularity is waning. Gray suede had 
many followers as one of the styles that 








will possibly have a big revival in the 
spring. For the present, some reported 
calls for all over suede in both gray and 
the otter shades. 

The most optimistic note sounded 
during the entire discussion was that little 
complaint was heard from the shoe con- 
suming public on the price of footwear. 
The concensus of opinion was that the 
higher priced shoes were being asked for 
in preference to something cheaper, 
where a price range was featured. 


Leader Changes Seating 
Arrangement 


The shoe department of the Grand 
Leader has changed its seating arrange- 











ment. The fitting chairs formerly were 
located on each side of the department 
with a large aisle in the center. Now the 
chairs have been placed back to back 
down the center of the department with a 
small aisle running along each side of the 
chairs. Additional stock room has been 
obtained by the change, as shoes are now 
housed under the display cases, where 
the chairs were formerly located. 


Farbstein Returns from East 


I. Farbstein, manager of the basement 
shoe department of Stix, Baer and Fuller, 
has just returned from the East. He has 
been visiting the eastern market buying 
shoes for a large sale that will be held in 
his department shortly. 





CLEVELAND 


October Sales Show Big Gains 
Oxfords, Colonials and Pumps of Both Patent Leather and 


Black Satin Are 


CTOBER of the present year is set- 
ting a record for sales in the retail 
shoe stores that is far ahead of the figures 
for the corresponding month in 1921. 
The downtown merchants where the 
larger shoe stores may be found are ac- 
cumulating sales records that show up 
much better in comparison with a year 
ago than are the smaller merchants in the 
neighborhoods. 

Business which picked up after the 
scorching rays of the sun had held the 
city gasping for its breath for over a 
month is still going good. Oxfords are 
going strong, so are Colonials, and the 
black satins and patent leathers for dressy 
street and afternoon wear are enjoying 
the run of popularity that has been theirs 
for some months. 

The trade here has not taken to boots, 
although merchants have been selling 
considerable quantities to school girls. 
Women, however, are wearing and still 
buying the low models, with the expecta- 
tion of resorting to the old reliable artic 
when cold and rainy weather sets in. 


Industrial Condition Propitious 


The general industrial condition here 
augurs a continuation of good retail trade 
in all lines. Coal is coming into the city in 
sufficient quantity to keep the factories 
supplied and there are plenty of orders to 
keep the men busy, according to employ- 
ment figures which show that the number 
of men and women on payrolls here has 
increased slightly during October. 

Advertisements for help are more 
numerous than they have been for months 
and in some instances factories have been 
forced to raise wages for common labor in 
order to attract sufficient help. Bankers 
advise that the winter is going to be a busy 


“Going Strong” 


one here, and say that the stage is set for a 
rise in prices unless the consumer gets 
balky and withholds the cash needed to 
put in effect a bull movement on prices. 


Retail District Changing 
Rapidly 

Cleveland is growing rapidly and 
prices grow with the city. Several shoe 
men have realized this in recent months. 
G. R. Kinney who for some years has 
operated a shoe store in Euclid Avenue 
near East 12th Street has sold his entire 
stock, closed his store and departed. A 
large new bank that has been organized 
recently has taken over the quarters 
vacated by Kinney. 

The several new million dollar theaters 
were erected in the district which is 
known as playhouse square and stores 
began to spring up all through the district. 
The size of the crowds on the streets 
increased and multiplied until today it is 
one of the busiest sections of the entire 
city. 

Leases that were taken years ago on 
store rooms at low figures have become 
suddenly valuable. There is considerable 
skirmishing about for them by smart 
merchants who always want to be in the 
center of the shopping district. No one 
knows but Mr. Kinney what bonus he got 
on his lease, but it was a good one. 

Another shoe retailer went into the 
square before the developments were big 
and the other day he was offered $10,000 
a year bonus on his 99 year lease. It was 
a great temptation to sell out and take 
things easy, but he decided to grow with 
the district. 

Still another shoe merchant sold his 
lease for a $500 a month bonus. 
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DETROIT 


Pair Volume Shows Gain 


Warm Fall Has Cut into Business Somewhat, but Conditions 
Generally Are Satisfactory 


HE volume of fall business is not as 
large as some shoe dealers expected, 
while others report a satisfactory condi- 
tion, when all things contributing to the 
condition are properly considered. The 
weather has been unusually fine since the 
first of September, since when there have 
been only three or four days of wet 
weather and as many of cool days. As 
one manager put it: 

“We will have to move our season 
around to fit the weather as we are hav- 
ing warmer falls.’”” He suggested with 
gentle irony that the summer clearance 
sales be held in September instead of 
June, as some merchants were inclined to 
hold them. 


Pair Sales Show Increase 


The general manager of one of the 
largest exclusive shoe stores stated that 
while volume was not as large as he would 
like to see it, it must not be forgotten 
that they were selling a larger number of 
pairs, which indicated a better business 
condition than most merchants realized, 
when they considered only the dollar 
volume. “We had a nice increase in our 
business by pairs, in’ September, and 
October is doing still better, so we ought 
aot to complain too much,” he said. 

Others are sitting tight and waiting 
for the much desired “‘seasonable”’ weather 
which will come in due time. 


Colonials Still Lead 


Colonials still lead in demand, with an 
increase in some quarters in the sale of 
satins. At S. L. Bird & Son’s, R. Doo- 
little, manager, reported a little run on 
Sonias which were selling in a tan trimmed 
with fawn ooze and in a patent trimmed 
with beaver ooze. Colonial effects are 
selling in excess of all other styles, and 
especially in styles in which the elastic 


gore permits a better fit than the straight 
Colonial. 

Little change has developed in the 
men’s lines, the call for oxfords remaining 
largely among the younger set and better 
dressers, while older men are demanding 
high-cuts for comfort. 

Robert Pless, manager of the Walk- 
Over store at 1546 Woodward Avenue, 
has been appointed manager of the 
women’s departments of all the Walk- 
Over stores in Detroit, to take the posi- 
tion vacated by Clyde K. Taylor, who 
has gone to Cleveland to take charge of 
the Stone Shoe Company, juvenile 
department. 

A. R. Callaban, formerly with the 
Queen Quality Boot Shop here, has as- 
sumed charge of the shoe departments of 
Wm. Taylor & Son, one of Cleveland’s 
large department stores. 

The display windows of the shoe mer- 
chants are now at their best, the latest 
fall styles being shown in tasty fashion 
and amid symbolical surroundings. Fall 
flowers and fruits are the usual decora- 
tions. At the Walk-Over store wicker 
vases hold huge chrysanthemums. The 
R. H. Fyfe & Co., windows on Adams 
Avenue are decorated with conventional 
bouquets, representing the old-fashioned 
floral bouquets of our grandmothers’ 
day, while those on Woodward Avenue 
have huge bunches of grapes and foliage 
in autumnal colorings. 

Geo. W. Wilkinson, shoe dealer in 
Windsor across the river, is advertising 
galoshes as “Sensible, comfortable, neat 
and not expensive,” and the “very latest 
thing in fall footwear.”’ As the season 
is warm, and there has been no rain, and 
the snow is still probably some weeks 
away, this looks like rather “previous” 
advertising. Or, is it just keeping ahead 
of the procession? 





FORT WORTH 


Public Buying More Freely 


Light Weight Shoes in Strap and Tongue Effects Best 
Sellers Just Now 


ALE days are over for a time and the 
attention of retail merchants and 
buyers is centered in the new styleful 
modes for early fall and winter. After the 
epidemic of sales throughout the months of 
July and August, the early fall showing of 
new merchandise has given an impetus to 
buying. The light-weight shoes in straps 


and tongue effects are very prominent as 
early sellers. Satins and patents have 
maintained their popularity and several 
merchants report a good business in this 
type of early merchandise for early wear. 
Women particularly are interested in the 
better grades of shoes and are willing to 
pay a good price for the styleful lines. 
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Tendency Toward Better Shoes 


Virgil Garrett, head of the shoe depart- 
ment of the W. C. Stripling Store com- 
ments on the growing tendency toward the 
buying of better grades of shoes. His re- 
cent experience has shown, he said, that 
there ‘was more buying of the expensive 
better grade shoes at this time than there 

een since 1920. Women would buy 
shoes according to price but at the present 
time the value is considered and has be- 
come a real factor. Once convinced of the 
worth of the shoe, the patron is willing 
to pay the price. Light weight shoes have 
been the leading sellers in the shoe depart- 
ment of the W. C. Stripling store. A 
growing demand for the tongue effects 
both in street and dress shoes is felt. 
Sport models and oxfords are beginning 
to sell well. With the advent of cooler 
weather and the wearing of warmer cloth- 
ing the heavier type of footwear is 
demanded. 


Golden Jubilee at Sanger 
Bros. 


The Sanger Bros. store of Texas cele- 
brated their golden jubilee, September 11- 
27. This period was the high water mark 
in sales for the shoe department of the 
local store of Fort Worth of which W. B. 
Taylor is head. The September business 
in the shoe department holds the record 
over any previous September records. 
Shoes of all types and grades were sold 
during the period. An especial sale of new 
fall goods was noted. The children’s de- 
partment enjoyed a good business in the 
school shoes. Every kiddie had to have an 
“Every Kiddie” shoe with which to start 
school. Miss Julia Scott and Mrs. Fannie 
Olds of the children’s department were 
kept especially busy fitting their many 
small patrons. 

One particularly good seller in women’s 
shoes was a brown kid and suede com- 
bination two strap pump. 


Men Beginning to Buy 


According to Porter W. Owens, mana- 
ger of the Florsheim Shoe store of Fort 
Worth, the only exclusive men’s store here. 
the business in men’s shoes has been much 
more brisk. An unusually attractive and 
styleful line of men’s shoes and oxfords is 
on display. While oxfords have been 
demanded by some of the patrons, Mr. 
Owens is expecting to do his volume of 
business in high-top shoes. The new 
square toe is being well received and the 
models that combine both style and com- 
fort are proving the best sellers. 

A studious consideration of both style 
and wearing quality is evident in the foot- 
wear shown at the Florsheim shop. This 
shop is equipped to meet the demand of 
the modish young man, the more dignified 
business and professional man and the 
middle-aged and elderly man. 





Goding No. 605 


Yale Last Shoe— 


A style leader that 
fits at every point— 
unbeatable for com- 
fort. 


There are a few—and only a few—lasts that can safely 
be counted on to give all-around satisfaction with re- 
gard to fit. The Goding YALE is one of these. No. 
605 is a deservedly popular Yale Last shoe. Its 
smartly modeled recede toe makes a hit. This toe is 
of a good, practical medium width and gracefully 
rounded. The pattern is simple and pleasing. Good 
hazel brown calf—all leather construction—|1 iron 
rolled edge soles. Wéingfoot half heels. A, B, C, D. 


In stock 


THE GODING 
SHOE COMPANY 


833-835 W. Chicago Ave. CHICAGO 











Glazed black Australian Kan- 
roo Blucher, famous O'Brien 
—y first grade, all solid leather. 
Wingfoot Rubber pect In- 
stock widths, B.C, D, E. In 


Stock. 
$5.50 


No. 803 


Black Australian Kanga 

Bal, Senator last Fited'w with 
cushion insole that is clinched 
in the inseam and cross stitched 
to hold the leather covering in 
place. Goding top grade con- 
struction. In Stock. 


$5.85 


IN STOCK . 


IN STOCK 


With Cushion Insole 
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LAS) CO. 


REG. U. S. PAT. OFF. 


NATIONAL ADVERTISING 
HELPS “RADIO” BOOT DEALERS 


Be in Line to Sell Your Trade 
This Popular “Camco” Product 











As a result of our national 
advertising, women and chil- 
dren will slip into light, flexi- 
ble, “Camco” Radio boots 
for walking, motoring, sports 
or evening wear. 








“ON AND OFF IN A FLASH, 


OVER THE SHOE” 


| Tells the Story of Distinctive Con- 
struction and Exclusive Merit. 








Better your Winter business by 


selling the “Camco” Radio Boot. 
The public will 


Demand Genuine “Radio” Boots 











Sizes for women, misses and children. 


. CARiCO. See your Jobber now. If he cannot 
RADIO BOOT supply you write us. Accept no sub- 
: ON AND OFF IN A FLASH | stitutes. 


: . N cc oy wn RADIO BOOTS keep 
| Over. 
) yer ~ son whe naman vi 


ae S| | CAMBRIDGE RUBBER CO. 


DEMAND RADIO BOOTS 
nd pao amar | | | CAMBRIDGE, MASS. 


a write tw us. 
CHICAGO OFFICE 
19 SOUTH WELLS STREET 
LONDON OFFICE 


FIRST OF A SERIES OF CONSUMER ADVERTISEMENTS IN THE BALFOUR HOUSE, 119-125 FINSBURY PAVEMENT 
SATURDAY EVENING POST AND THE LADIES’ HOME JOURNAL 














The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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‘Constant Comfor 


‘AMERICA’S BEST COMFORT SHOE” 
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WATCH YOUR STOCK OF COM- 
FORT BOOTS CLOSELY. They 
are moving rapidly. Broken sizes 
mean lost sales. Why lose sales 


I-36 =! 
a 


when our In-Stock Department is 
at your service, with over 60 num- 
bers constantly in stock? ORDER 
NOW. 


‘7 — SS Se = SS 
oe ae aie le eee ale ae ee ee ee ae ae ae ee 


Ault-Williamson Shoe Co. 
Manufacturers 
Auburn Maine 


LOS ANGELES OFFICE, 109 E, 8th STREET 
BOSTON OFFICE, 139 LINCOLN STREET 


2c 


= = | 
a 


—— =: 
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- 
3c 
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No. 6R—High Grade Black Kid 7-inch Polish, 12-8 No. 436R—High Grade Black Kid 7%-inch Seam- 


Wingfoot Heel. 


No. 13R—Same Style with Stock Tip. 
Combination Last Measurements: B, Ball; A, In- 
poth In Stock B,C, D,E ... $3.50 step; AA, Heel. 
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TURN NOVELTIES 
THAT STIMULATE SALES 


No. 160 ° 
Black Satin One Strap Junior Louis Always Something New For You 


Heel: In Stock. Widths A, B, C. 
Price, $4.00, less 5% 10 days. 
: No. ae = A trial order on “‘C & S”’ 
Same as above, fu ouis Heel. s 
In Stook. Widths A, B,C. Price, turn novelties will be 
$4.00, less 5% 10 days. assuring that we can 
supply styles which bring 


business and profits. 
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(Tie to the line for results) 


COLLINS & STAPLES 


Factory, Haverhill, Mass. 


Boston Office 
183 Essex Street Geo. H. Lewis 
Room 306 Atlanta, Ga S. Tomaso, Jr. Harry Newman 
Gene Ricker in charge Southern States Chicago and Vicinity iddle West 
of wholesale trade 


Gored Tongue Turn Pump, 
Black Patent Leather, Namp, 
Black Suede Quarter, Spanish 
Louis Covered Heel. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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No. 3730—Brown Satin Vamp with Brown Ooze Calf 
Quarter and Heel, Brown Ooze Tongue, Satin Inlay. . $4.25 


No. 3731—Same as above, but Patent Leather with Black 
Ooze Tongue, with Patent Leather Inlay 


HIGH-GRADE IMITATION 
TURNS THAT ARE 
REMARKABLE VALUES. 


No. $732—Brcown Checkerboard Brocade, with Brown 
Kid Collar . 


No. 3733—Same as above in Black Ooze Calf, with Patent 
Leather Collar 


No. 3734—As above in Patent Leather, with Black Ooze 
Collar 


FRIEDMAN 


ESTABLISHED 1880 a 
New York City 
THESE ARE STYLES IN . 
IMMEDIATE DEMAND. 





~The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements 
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Delivery 


1766—Patent Colt 
1767—Black Satin... . . . 
1768—Black Suede 

AA to C 


Full Louis Covered Heel 


WT. HOLMES COMPANY 
Exclusively Ladies Shoes 
1s NORTH FOURTH ST. PHILADELPHIA 
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MADE wm BELOIT 


















































































































































In Stock 


$3.50 











Loko, 

















The ‘‘New Beloit”’ 


In Mahogany or Gun Metal. 
Finest Grain Kips. First selec- 
tion Oak Sole. Wingfoot Heel. 
Combination Last. Sizes A toD 


THE FREEMAN SHOE CO. 
BELOIT WISCONSIN 
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variety of lasts that a proper a 
sured for every possible type of shoe. 


United States Rubber Company 
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‘Look for Rush on Christmas Boots” 


Rubber Footwear Styles Are Discussed by John G. Magaw, 
Boston Branch Manager, Hood Rubber Products Company, 
Before Massachusetts Retail Shoe Merchants’ Association 


HE Massachusetts Retail Shoe 

Merchants’ Association held a meet- 

ing last week, at which one of the 
principal speakers was John G. Magaw, 
Boston branch manager of the Hood 
Rubber Products Company. Mr. Magaw 
took for his subject, ““Rubber Footwear 
Styles.” The “Mr. Hagan” referred to 
is Henry E. Hagan, president of the Massa- 
chusetts Association. “Mr. Jones,” is 
George O. Jones, the secretary-treasurer 
of the Bay State organization. “Mr. Will- 
son” is W. W. Willson, one of the leading 
N. S. R. A. men and proprietor of Will- 
son’s Shoe Shop, Boston. 


Law of Averages Governs Weather 


“Mr. Hagan has said that I would tell 
you what the weather would be this winter. 
That is too big a job for me. I can tell 
you what the weather has been. The sea- 
sonal snowfall as shown by the Boston 
Weather Bureau for the past fifty years 
has averaged 44 inches. The winter of 
1919-20 showed a snowfall of 73 inches; 
the winter of 1920-21, 34 inches; and the 
winter of 1921-22, 37 inches, so that we 
have had a deficiency for the past two 
winters. Look for the law of average to 
prove out this winter. We have had an 
excess of precipitation so far this year 
due to the large amount of rainfall in 
June, but there has been a deficiency in 
precipitation for this month and practi- 
cally normal for August and September. 

“The rubber footwear business is much 
better and factory production is increas- 
ing as fast as the labor supply will permit. 

“The most interesting thing I know to 
talk about now is the women’s four- 
buckle gaiter situation and I am going to 
lead up to that. At our factory and at 
my place of business, for stock record pur- 
poses, we classify our goods: Boots, Pacs, 
Lumbermen’s, Arctics, Gaiters, and Shoes. 


Government Boot Supply Vanishing 


“You fellows are talking about your 
men’s shoe business. For the past two 
years the factories and wholesalers have 
not had much men’s rubber boot business, 
due to the large amount of Government 
boots on the market. In the past sixty 
days, however, we have had a lot of boot 
business; our factory is endeavoring to 
increase its production and is having 
hard work to do it from a labor stand- 
point. A retail merchant who has handled 
a large amount of Government boots 
asked me the other day where he could 


buy some. I referred him to two people 
who had handled these and he said they 
had none. On referring him to a third 
party he answered that the concern had 
some, but they wanted so much money 
for them that he could not see it. It 
looks to me, in view of this, that Govern- 
ment boots are pretty well gone. Per- 
haps your men’s leather shoe business 
has been and will be affected by similar 
conditions. 

“For the past two Christmas seasons 
we have not had a real, what I call, a 





Rubber Stocks Very 
Low 


*‘Retail merchants’ stocks of 
rubber boots and shoes are lower 
than they have ever been in my 
22 years’ experience in the busi- 
ness, except in the spring of 
1920, when, we had in New Eng- 
land 63 inches of snow in 60 
days’ time: Wholesalers’ stocks 
are low and factory stocks are 
low. If we have only a normal 
winter, there will be a scramble 
for rubber goods when the active 
selling season opens. If we have 
a heavy winter, there will be a 
large number of retail mer- 
chants begging for rubbers.”’ 

(From talk of John G. Ma- 
gaw, Boston Branch Manager 
of the Hood Rubber Products 
Company, before the Massa- 
chusetts Retail Shoe Merchants’ 
Association.) 











rush, on Christmas boots; that is, boys’ 
and youths’; child’s and misses’. I look 
for one this Christmas. 

“T do not think any of you fellows are 
interested in lumbermen’s or in pacs; 
New England is not much of an Arctic 
territory and when I speak of Arctics, 
I speak in the sense of one-buckle arctics. 

Big Gaiter Business Predicted 

“Now, regarding gaiters, and when I 
say gaiters, I mean not over-gaiters, but 
what are commonly termed now-a-days, 
four-buckle gaiters or goloshes. 

“I know of nothing of particular inter- 
est on men’s, boys’ and youths’, or on 
misses’ or children’s. I presume I shall 
have to continue carrying in my stock 


misses’ and child’s ’ three-buckles, al* 
though the tendency as I see it is that 
we will sell less three-buckles, and I hope 
that we can eventually carry four-buckles, 
principally. Our sales of child’s five 
buckles show an increase. 

“On women’s gaiters, and please under- 
stand that what I say is my personal 
opinion and you are entitled to differ 
with me if you wish, I will go back to the 
past season to get down to the present 
situation. I appeared before you gentle- 
men at your May, 1921, meeting and pre- 
dicted the largest four-buckle gaiter busi- 
ness that we had ever had. I based my 
prediction on the fact that I thought, 
and was told, that it was going to be a 
low-shoe season. The less protection from 
the leather shoe, the more required from 
the rubber shoe. And as the basis for my 
prediction proved true for the past winter, 
in view of the continuation of your low- 
shoe season and the present cut-out effects 


* and styles in women’s shoes, I predict as 


big a gaiter business this winter, although 
I will add that owing to the scarcity of 
women’s gaiters last season we had a 
fictitious demand and we must not expect 
that fictitious demand this year, owing to 
present market conditions. 

“Last spring there was much talk of 
Russian boots and there have been pro- 
duced, so far, women’s novelty gaiters, 
as follows: a one-buckle cuff effect; a 
two-buckle cuff effect; an all-rubber cuff 
effect, what I term ‘a stove-pipe’ effect; 
a rubber vamp and jersey cloth upper 
cuff effect, what I call ’a stove-pipe’ effect; 
a plain jersey cloth gatier without any 
buckles, a roll-down effect. 


Bulk of Sales on Four Buckles 


“We are on the threshold of another 
season. I have told you what I think 
about the amount of business on gaiters 
this year; that we will have as much and 
the question now is, ‘What will sell’? 
A year ago Mr. Willson asked my opinion 
of brown and heathers. My reply was to 
get them in early and get them out early. 
My answer on novelty gaiters is to get 
them in early and get them out early, and 
I believe that the bulk of sales this season 
will be on four-buckle gaiters and I base 
this on three thoughts: 

“(1) Has any company produced a 
novelty gaiter that will live throughout 
the 1922-23 season and continue as a good 
seller for the 1923-24 season? 

(Continued on page 125) 
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GLOVE ~GRIP SHOES 























MODEL S-414—THE JAZZ 
The Correct Shoe for the Dance 


There is always a demand for an 
oxford of this kind. The Glove 
Grip feature adds to its attrac- 
tiveness and comfort. Be sure to 
have this in your stock. 


IN STOCK--NO DELAY ON DELIVERIES 


PRICE $62 


Amold Glove Grip, Jazz Oxford, Patent Colt, Light Weight 
Flexible Sole, Hollow Heel. 


Sizes: AAandA,7toll; B,6toll; CandD,5toll. 
SEND FOR STOCK STYLE CATALOGUE ‘‘S”’ 


M. N. ARNOLD SHOE COMPANY 


NORTH ABINGTON = = 3s 3 MASS. 
Boston Office s¢ <3 Room 801 ss $3 10 High Street 
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Leather Market Continues Active 


Some Manufacturers Having Difficulty in Securing Heavier Grades of 
Calf and Higher Grades of Side Leather 


vance in leather prices which hasbeen 

noted over the past two months, the 
market is being sustained and buyers of 
leather are taking their supplies accord- 
ingly. While there is some reluctance to 
pay the prices, those conversant with the 
situation know that they are warranted 
and are buying according to their needs. 
There is also less tendency to buy from 
hand-to-mouth, which is really an incon- 
venience and has no effect on the price 
situation, particularly when hides and 
skins are on a basis of 15 per cent to 100 
per cent higher than a year ago. 


Shortage in Some Grades 


There is a marked activity today in 
most lines of upper leather and also sole 
leather. Shoe manufacturers for the most 
part are busy and need the leather to fill 
their orders. In not a few instances they 
are held up in their cutting rooms and 
stitching rooms because the leather does 
not come along fast enough. This applies 
to the better grades of chrome patent 
sides and heavy calf leather of the top 
selections. 

So far as the effect of shoe prices is con- 
cerned, it would seem that shoe manu- 


is spite of the comments on the ad- 


facturers would be obliged to raise their 
prices. As we have pointed out before, 
it is wholly in the higher prices of leather 
which have come on us within the past 
two months as a result of higher prices of 
raw material, but there is not the large 
amount of cheap leather which was on the 
market a year to two years ago. 

The greater stability of the market, 
however, is a guarantee that buyers of 
leather will secure their supplies on a 
more even basis which should insure 
more uniform prices of shoes to retail 
merchants. Last year tanners of both 
upper and sole leather lost huge sums of 
money. 


No Indication of Price Decline 


There are no indications at the present 
of any material price declines in either 
leather or hides which also insures the 
safety of shoe manufacturers and shoe 
merchants in buying on this market. 

The calf leather situation is virtually 
unchanged from last week. Prices are 
steady and firm and are being paid with- 
out demur. The top selections of chrome 
colored calf are bringing 48c and 50c per 
foot and the heavier grades are most 
wanted. Light weights continue to drag 


somewhat, but purchasers are taking the 
medium and light-weight calf where they 
cannot secure heavy. Medium grades 
are bringing from 40c to 45c per foot 
and the poorer selections, 30c to 40c. 
Black brings about two to three cents per 
foot less. The demand continues good for 
suede calf with top prices ranging from 65c 
to 70c per foot. There are some ooze 
available at 50c to 60c for No. 1 leather. 
The medium grades are generally offered 
at 40c to 50c. The top grades of black 
suede range from 55c to 60c. The cal 
leather tanners could serve their cus- 
tomers better if there was a better dis- 
position to take up the light weights. 


Black Side Leather Lower Than Colors 


Side leathers are enjoying the activity 
existing in the rest of the market. The 
best selections of chrome colored side 
are bringing 28c to 30c a foot, No. 2 
from 24c to 28c, No. 3 from 18c to 
22c. Cheaper side leather is available 
at from 12c to 18c per foot, with blacks 
bringing less than colors. There is good 
trade in snuffed sides in black and 
colors at 20c to 30c per foot. Makers 
of the heavier shoes are taking good- 

(Continued on page 125) 
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BETTER VALU ES! 
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Study the lines of Manutactl poet ye - 7” os 
- e 

i ith Armortred ftet ie 
equiPPet a that the list includes be d bend 
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QUABAUG RUBBER CO. 


NORTH BROOKFIELD, MASS. 
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Flower vases are useful in ever y display — we 
make them to match all of our Period Designs. 
and in ali standard heights. 


The Louis XVI Period Design is 
completely described and illustrated in 
our Fixture Book. 











Ask us to mail Fixture Book ‘']” 


It will help you with ideas in display 
fixtures that are successfully used to 
make attractive displays that sel! more 
of your merchandise each day. 


' 

Hugh Lyons & Company 
707 South Street 
Lansing, Michigan 
Chicago Office 232 S. Franklin Street 
New York Office 35 West 32d Screet 


HOW CASES ; : 
= } Boston Office 52 Chauncy Street 
! Baltimore Office 1 North Eutaw Street 
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LIGHTING 


























EVERYTHING FOR BETTER LOOKING WINDOWS 








Glass Shoe Fixtures | 


When you contemplate the purchase of shoe 
Fixtures it is just as easy to buy the correct kind 
as any other. 

Glass has many advantages 

It is highly interchangeable (consisting of 
units as shown in second row illustrations). 
Top Row shows some of the “Trims” which can 
be made—you can build as high as 6 ft., thereby 
utilizing your valuable upper space and showing 
more merchandise without “‘crowding.”” Besides 
being the most effective fixture, glass is also 
materially cheaper than the wocd ones. 


Write for our Catalog G. F. 





Window Rugs 


Our window Rugs are of exceptional beauty. 
Ask for leaflet in actual colors and samples of materials. 


Window Valances—When you need Valances remember that we carry a large stock 
for immediate delivery. 





cAsk ‘or Samples 





Wood Fixtures 


We show a full line of everything in “Period” Wood Fixtures—these goods are un- 
surpassed for beauty and durability. 
Catalog No, 142 


Hosiery Forms—lllustration shows our new slender type model—it is No. 1516, 
Price $5.25. Each complete with base. The shorter length are $5.00 per pair 
(stand alone without base). 








Window Plush—big stock, samples sent 








Quality—Service—Courtesy 


Visit our Chicago or New York Show Room 








Se YORK stow HOON THE HECHT FIXTURE CO. 


70 West 36th Strect 


SES See Medinah Building, Wells St. and Jackson Blvd., Chicago, IIl. 
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The Most Important Selling Idea 
of 1922 


Actual tests show that the number of people who stop to 
look at show windows can be increased as much as 42% 





Among  AHiolo- 
phane products 
are several types 
of prismatic 
lass reflectors 
‘or show win- 
dow lighting, 
cach prism de- 
signed with 
mathematical 








accuracy to dis- 
tribute the light 
properly over a 
certain type and 


F all the developments in 
QO the science of selling which 

have resulted from the 
keen competition of 1922, prob- 
ably the most important is the 
new conception of the extraordi- 
nary value of window lighting as 
a means for increasing business. 
Tests now indicate these start- 


. ling facts: 


By increasing the amount of 
light in the window 25 per 
cent, the number of people 
who stop to look at a dis- 
play can be increased as 
much as 42 per cent. 
This improvement can be 
obtained by spending only 
a few cents more per hour 
on window lighting. 
The science of window lighting 
has taken on a new importance 


in the eyes of hundreds of lead- 
ing merchants, who have learned 
these facts. 

Let us tell you more about the 
possibilities of your own windows. 
Remember, please, that the value 
of your window illumination de- 
pends not only on how much 
current you are consuming, but 
quite as much on how the light is 
distributed—how much of it falls 
on the goods, how much of it is 
wasted, how much of it actually 
does harm by shining in the eyes 
of the observer. 

We shall gladly have one of our 
engineers call on you with the 
necessary instruments to tell you 
just how much your lighting can 
be improved and at what cost. 
There is no obligation for this 
service. Please use the coupon. 


size of show 
window. Here 
are illustrated 
No. 922 and 
No. 983. 


HOLOPHANE CO. 


Al ) 








Scientific, light-controlling units for all illuminating purposes. 


COUPON 








H Glass Co., 
342 Madison Avenue, N. Y. 
In Ganada address: Holophane Co., Ltd., 186 King Street, W, Toronto. 


Gentle : Please have one of your representatives call on the undersigned to discuss 
the possibilitiesjof improving the effectiveness of our windows through better lighting. 


—— 


Tatas OB: 200N0 000 occceecewegscccecscesenerdveseseeeseccescecesccesesecessces 
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Shoe Store Sorvico Helps 
to Get More Sos tlie 
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Keep the Ball Rolling 


FEW days ago l 
A west into one of 

Chicago’s most 
progressive stores to see 
the manager. On a case 
in the rear of the room 
were fourteen women’s 
shoes—one of a kind. In 
each of them was a slip 
of paper on which was 
tabulated the sizes and 
widths in stock of that 
particular shoe. 

None of them was 
really “‘agey”’ and some 
of the bunch had not 
been in the house over 
sixty days. As I stood 
there he re-priced each 
shoe and put a new stock 
number and a P. M. 
on it. 

“Yes,” said the mana- 
ger, “they are broken 
lots. 

“They are. to be 
transferred from regular 
stock to the ‘special sec- 
tion’ for quick clean-up. 
Our slogan on that kind 
of merchandise is, ‘Sell 
it now while selling is 
good.” 

“The old idea of set- 
ting them aside and hold- 
ing them for a January 


By EARL C. LOGAN 











November 6-11 


November 13-18 


November 20-25 


Saturday (November 11) is Armistice 
Day. A bunch of poppies or a wreath 
of everlasting flowers or leaves should 
be added to the window trim. Part of 
advertising space may well be devoted 
to an editorial on the occasion. 


Every buyer will “pick a lemon” once 
in a while. If there is a shoe that is not 
moving, take it up with the sales force. 
If you can’t sell them on it, tack on a 
P. M. or cut the price. It should not 
clog the wheels of rapid merchandising. 
Monthly meeting of employees, Topic, 
“Best Method of Handling ‘T. O.’s’” 
Get every salesman’s ideas. The Recorder 
will help if you wish. 


Every detail of Christmas decoration for 
windows and the interior of the store 
should be planned, charted;and work 
started. Advertising copy “and layouts, 
both direct and newspaper, should be pre- 
pared. Set up Thanksgiving window trim. 
The social season necessitates special 
stress being placed on footwear for after- 
noon and evening dress occasions. 


Run Thanksgiving ad. Mail statements 
of customers” accounts. Pay bills. Do 
you take advantage of all discounts? It 
is like “‘getting money from home.”’ Fea- 
ture rubbers in advertising. 








clean-up is passe. We 
have got to keep the ball 
rolling. We move lively 
here and we can’t let 
dead merchandise clog 
up the wheels. 

“Shoes on the shelf 
may accumulate dirt but 
they do not accumulate 
profit. They will bring 
more now than they will 
in January or any other 
time.” 

November is a busy 
business month. A lot of 
things to think about: 
Armistice Day, Thanks- 
giving Day, getting 
ready for Christmas, 
dress-up footwear for 
the social season, a 
hundred and one things 
that are important. But 
is there any ore thing 
more important than 
keeping the stock clean 
and free from undesir- 
able accumulation? 

The merchant who gets 
so busy selling the new 
ones that he forgets the 
old ones is apt to run 
out of new ones and 
have only old ones left 
when inventory time rolls 
round, 
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Interesting Items of Equipmen 


~There’s a Host of Little 
Things Which Help Display 


A Cheerful Background for a Holiday Shoe Trim 


In using decorative effects to symbolize Christmas, there is 
an advantage in having something that does not too closely 
resemble what neighboring stores are using. An old-fashioned 
fireplace such as Santa Claus first used in making his entrance 
is not commonly used but is very effective. The one shown 
here is made of heavy wallboard. It is a product of the Schack 
Artificial Flower Company, Chicago. 


An Unusual Display Bench that Produces a 
Striking Effect 


This display bench is out of the ordinary and admirably 
adapted to use in a footwear trim. On the supports the heroic 
design of a lion stands out in bold relief. These supports are 
removable and can be used individually as pedestals. The 
shelf is two inches thick, with beautifully friezed edge, and can 
be had in varying lengths up to 48 inches. 

The bench is designed and made by the Hecht Fixture Com- 
pany, Chicago and New York. It may be ordered in French 
gray, ivory or any enameled finishes. 


A Happy-Thought Finishing Touch to the 
Entrance 


Paradoxical as it may seem, 
a good many merchants when 
doing their utmost to make their 
store front 100 per cent what it 
should be, actually forget the 
one part to which all the rest is 
leading up—the door itself.} On 
this, there frequently hangs an 
ordinary oil shade—entirely out 
of keeping with the rest of the 
front. Here an amazing trans- 
formation can be worked by 
supplanting the oil shade with 
an artistic Austrian Shade such 
as the one illustrated. It may 
be had in shades well adapted to 
the carrying out of the general 
decorative scheme. The one 

shown is made by Karl B. Roth, Findlay, Ohio. 


A Chandelier or Ceiling Decoration 


In many stores the lighting fixtures afford a strategic point 
for “high spots” in interior decoration, and also in the window 
trims. It has often been found that this is an ideal place for the 
principal units of the deco- 
rative scheme. 

Here is a chandelier or 
ceiling decoration of red 
fibre roping adorned with 
Christmas foliage with red 
berries. It is 31 inches in 
diameter and 33 inches 
high over all. This one is 
designed and made by the 
Botanical Decorating Com- 
pany, Chicago. 

A unit of this type can 
well be adapted to post 
decorations in stores where 
there are fair-sized columns. 

After it has served its 
purpose for the holiday showing, this decoration later can be 
used for other occasions, such as an anniversary, for instance. 
OS Oe ee 
place the Christmas foliage. 
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ven Wrinkles With Big Possibilities 


Many of Them Are Inexpensive 
None of Them Are Hard to Install 


Hand Carved Wood Ornaments 


Here is a means of somewhat changing the appearance of 
wood window backs, paneling and cabinet work. At various 
places around the store the wood work is ornamented with raised 
designs such as shown above. Generally these are removable, 
though you may not have noticed it. In time their appearance 
becomes monotonous. Or they may become chipped. Well, 
they can be taken off and replaced with new ornaments. 

Wooden ornaments may be bought direct from the makers, 
unfinished, so that they may be stained or enameled to match 
the wood which they are to embellish. Those illustrated are 
catalogued by L. Baumann & Co., Chicago. 

* * * 


This Shoe Container Has Novel Features 


Sometimes a dealer hits 


Pek 
upon some little things which ~~ 
serve continually to bring his 

store to the minds of his cus- 

tomers, and thus play a big 

part in the building up of his 


trade. Here is one of this 
sort—a little added service— 
incorporated in the shoe con- 
tainer. 


A shoe merchant of Los 
Angeles has originated and 
applied for a patent on a con- 
tainer which has a broader 
field of usefulness than the 
ordinary shoe box. This con- 
tainer has two compartments, 
each so arranged that the heel 
of the shoe is supported by an abutment, which prevents the 
toe from coming in contact with the end of the box. With the 
container hung up or set on end, the shoes hang by the heels 
and are kept in good condition. 

The container is made of cardboard tastefully covered with 
art paper and a ribbon or cord by means of which it may be 
fastened and hung in milady’s closet. The lid, or cover, is 


hinged and _ swings 
open from the top 
when the container is 
hung in a vertical posi- 
tion, thus permitting 
easy access to the in- 
terior for the removal 
or insertion of the 
shoes. 

The box provides an 
attractive case in 
which shoes may be 
originally packed for 

sale, and also forms a substantial container for travelers. 

*x * * 


Flexibility in Hosiery Display 


When equipping the windows with display fixtures it is well 
to bear in mind that each passing day sees hosiery claiming a 
bigger share of the limelight. Hosiery display fixtures may be 
had to match the shoe display fixtures. Hosiery stands are 
made with display arms at different heights and positions. Hav- 
ing differently arranged stands for use at different times gives 
flexibility to the equipment and helps to avoid a marked samish- 
ness in the manner of displaying hosiery. 

An economical and effective way of accomplishing this is 
through the use of fixtures with interchangeable tops. For in- 
stance, the stand shown below, with the three hosiery loops. 
The arms are removable. The stand may be used with other 
hosiery arms or a shoe top in their place. 

At the left is a two-arm 
stand with hosiery draped. 
Below at the right is an- 
other stand showing more 
clearly the arrangement of 
the arms. (This latter is 
of a different design and the 
arms are not interchange- 
able.) 

The shoe merchant can 
use leg forms as well as 
stands to good advantage 
in displaying hosiery. 
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Womens Wool Hose 


369RM—Women’s “Onyx” 4x1 Ribbed Mixed Yarn; two mix- 
tures. Sizes 8144-1014; Y4doz. boxes; per doz. $12.00 


3162—1—Women’s “Onyx” Fibre-and-Wool Ribbed Sport Hose. 
Gray, Tan, Heather, Brown, — and Lovat. Sizes 8%- 
10%; Y% doz. boxes; per doz.. ce ceh oa ke ad one sata ca ee 


242D etc. Women’s “Onyx” 2x1 Ribbed Wool Full-Fashioned 
Hose. Oxford, Gray, Dark Heather and ee mixtures. Sizes 
8144-104; % doz. boxes; per doz.. ae 


3106-1—Women’s “Onyx”? Heather Wool hose with silk veritcal 
stripes. Brown, Tan, Lovat, Green, Black, Camel, Fawn, 
Coating and Gray. Sizes 84-10%; Y% doz. boxes; Ps doz. 

18.00 


200MC—Women’s “Onyx” 4x1 Ribbed Camel Hair Hose. Sizes 
8144-10; 1/3 doz. boxes; per doz...... $19. 


3105—-1— Women’s “Onyx”’ Full-Fashioned Wool Hose; clocked. 
Light Brown, Red-Brown, Lovat. Sizes 8%- 10743 * doz. 


boxes; per doz..... Fem s seed ... .$26.50 


Dept. P 


Emery 6 Beers Company, inc 


Sole Owners and Wholesale Distributors of “Onyx” Hosiery 
Broadway at 24th Street, New York 


Boston Office...... .31 Bedford Street 
Philadelphia Office 1033 Chestnut Street 
Buffalo Office ; Mutual Life Bidg., Pearl Street 
Chicago Office bas 36 South State Street 
San Francisco Office ....259 Geary Street 
Los Angeles Office .. 8th and Hill Street 























The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 











October 28. 1922 BOOT AND 


SHOE RECORDER 


Pointers on Shoe Trims Gleaned from 
Department Store Windows 


shoeman to observe closely the displays made 

by department stores. In the first place, the 
department store keeps a higher salaried display 
manager than the average specialty shoe man can 
afford, hence new ideas are constantly to be found in 
department store trims. 

The accompanying display, which was made for 
Mr. V. H. Moore of the Lipman Wo!fe Company of 
Portland, Oregon, by their display manager, Karl F. 
Thuneman, while covering a good deal more window 
space than the average shoe store affords, at the same 
time has, it will be noticed on close inspection, no less 
than four separate unit trims. According to the size of 
window space available can the specialty man study 
these arrangements. There are 


| a are times when it behooves the specialty 


1. Evening Footwear Unit 


Black lace over orchid satin has been used as a 
stunning drapery over which gold, silver and brocaded 
models, some with fancy rhinestone buckles, have 
been grouped in effective informal posings. Notice 
how the little unit has been built up at the rear on 


uncovered stands, and the lower stands concealed 
beneath the drapes. A few small accessories, which any 
shoe man can borrow if he wishes, give added interest. 


Note the clever manner in which this trim is divided into four separate unit displays. 


2. Miniature Unit 


Many a shoe dealer often has a tiny space in an odd 
corner that could well be utilized for the miniature 
unit. For instance, notice the-left-hand corner at the 
front of this window. This unit, well toward the front 
of the window, where it would not be lost from view, 
displays but two pairs of shoes. Note the posing. 
Three shoes are placed on the floor, and the third is 
thrust perkily on a simple low stand. 


3. Colored Suede Unit 


As in all the other shoes in this trim, colored silk has 
been stuffed into these shoes to give them life and 
character. This trim, too, is miniature in size, and 
here is a splendid grouping of but two pairs of shoes 
and a hosiery form. 


4. Complete Opening Window Unit 


This fourth and largest unit is suitable in arrange- 
ment for the seasonal opening. A handsome black 
Spanish lace scarf, so much in vogue now that Spanish 
heels are worn, is thrown over a stand of medium 
height. A beautiful pot of growing flowers, brilliant 
in color, forms a decorative motif, and stands of various 
heights display dressy shoes for formal and informal 
occasions. Hosiery, too, is brought into the trim. 


This is the work of Karl F. 


Thuneman, display manager for Lipman Wolfe Company, department store, Portland, Oregon. 
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A NEW, MODERN, COMPLETE 
WOOD-WORKING PLANT 


AUGMENTS THE BAUMANN FACILI- 


TIES FOR THE PRODUCTION OF 
DISTINCTIVE DECORATIVES 


Do not think of L. Baumann & Co. only 
as makers of the best in artificial flowers 
and foliage. We are artificers in wood 
and plastics---manufacturers of high-class 
window backgrounds, screens, plaques, 
vases, etc. To the Baumann organiza- 
tion you safely may entrust the planning 
and complete execution of the decorative 
schemes for your windows and store 
interior. 


SPECIAL 


Christmas Green 
and Red Velour 
Paper, 22 nach 
width, 
$4.00. 


2C123B 





Combination Table and Flower Piece 


This beautiful table, 30 in. high, 36 in. 
10 in. wide, finished in dent and oa 
with legs in vermilion and apple green A 
novelty box to match, with scroll stem in carved 
effect with foliage in rich red and green com- 
bination. One of the most beautiful numbers in 
our line 
Price complete $28.00 
Table only $12.50 
Shipped knocked down 
Foliage only, 1C282 
$6.50 


2C109 
Five-Candle 
Wall Bracket 


Background 
finished in a royal 
velvet tone—raised 
ornaments in an- 


tique gold finish—candles represent- 
ing antique tallow tapers. atural 
pine. cone and holly cluster decora- 
tion as illustrated. Size, 24 in. wide 
and 30,in. high over all. 


Price complete 


357-359 W. ChueagoTwve.CHICAGO inns 


Parchment Lamp 
Stand 


The most popular novelty 

of the season. Comes in 

two sizes—5 44 ft. and 6 

ft. Finished in burni 
gold with ebony 
trimmings or an- 
tique silver with 
Chinese vermilion. 
Shade may be had 
with poinsettia de- 
sign or conventional 
treatment, good any 
season. 


a ae 


State clearly finish 
and style of shade. 


$40.00 


Decorative Christmas Tree 


Cut from half-inch fibre. Base and stem of wood. 
richly colored and hand decorated. Body of tree is in 
silver flitter. Metallic ball at top with crystal r. 
Finished on both sides. A beautiful and practical set 
piece. Size, 6 ft. 2 in. high by 4 ft. wide. $50.00 
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Plate 1—For Thanksgiving a colorful window setting is in order. This setting can easily be cut 
out of wallboard and painted by some one in the store or at the local sign shop. 


Ideas for Thanksgiving and Christmas Trims 


The Holiday Season Is the Merchant’s Harvest Season—The 
Better the Trims the Bigger the Harvest 


“ITH the holiday season so near at hand, you 
should take advantage of the briskness of your 
business now and start something. 

If you have never used your local newspaper in a 
regular manner, now is the time to lay out con- 
sistent advertising plans and keep your daily messages 
before the public. 

Back up your newspaper advertisements with win- 
dow displays that will not only prove attractive but sell 
the goods as well. 

No matter in what size town you are located, you 
owe it to your community to conduct a store that they 
should be proud to trade in. 

If the mail-order houses are cutting into your busi- 
ness, you have it in your power to turn this tide of 
trade to your own doors by making your local news- 
paper and show windows work for you, and by standing 
back of both of them with all your push. 


Making a Success of Your Advertising 


If you want to make a success of your advertising in 
the newspapers and your show windows you have got 
\o give them both a chance—not a fighting chance, but 
a whole-hearted, “I’m with you and for’’ opportunity to 
work and put over your publicity and trade promotion 
work, 

The big concerns which today hold the business fort 
ill over the country were not built ina day. They are 


the concerns that did advertise and did stay with it— 
and they are now reaping the cumulative fruits of per- 
sistent publicity that has hammered home their sales 
message to the people of their town. 


Window Displays a Most Potent Advertising Force 


Your show windows, aside from the fact that they 
are business promoters for you, also speak of the per- 
sonality of your store. What message are you making 
your show windows broadcast? 

By giving your show windows the careful considera- 
tion that they deserve in the manner of their decorative 
treatment and the arrangement of the merchandise, 
you will be able to project yourself and goods into the 
minds of your customers and prospective patrons. 

That’s why it pays to be really human in your win- 
dow displays. ; 

If you allow the show windows to get stale and do not 
change them as frequently as they should be changed 
it doesn’t take long for the people in your town to get 
the idea that you are losing interest in your business; 
and one can’t blame them much for not wanting to 
trade at a store where there is no interest. On the 
other hand if you plan and prepare your window dis- 
plays for a change of front every week, everyone passing 
the store regularly will be quick to notice this, and 
their interest will be sustained by the fact that you fre- 
quently give them something new to look at. 
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Your Store | Looks 
No Better Than) 
Your Valance 











The chief function of quality in your 

window and interior fittings is to Illustrated — 
create an impression. Remember, Valance No. 80 
it’s the first impression that counts 

most. As people approach your Natural color, hand 


store, the first thing discernible is shirred, appliqued : 


the valance. So quality in the 
valance is of primary importance. 
At the Roth factory, valance styles 
¢ are originated and valance quality foot. 
standards are set. 

DISPLAY PILLOWS 


24 inch wide Silk Stuffed with sanitary silk floss,'made } 


j 7 of a rich silk plush, trimmed with metal 
Plush, $2.00 yard or mercerized braid, $8.50 each 


Write today for Catalogue B 


KARL L. B. ROTH 


Manufacturer 


in sun-fast golden . 
brown braid, $1.50 § 


TRICORNE 


A New Exclusive Design 


QONLL WA FIXTURES are not just “fix- 


tures”—they are silent salesmen. They 

have character that impresses the onlooker 

with the character of the footwear which 

they introduce. 

Tricorne plateaux, stands and sign-holders 

weuly express the true artistry of Onli- 
desi ning. 

Catalog No. 11 shows full sets in Tricorne 

and many other Onli-Wa designs. 


THE ONLI-WA FIXTURE CO. 


1401 Beckel Bldg. Dayton, Ohio 


Originators and manufacturers of our 
own wood firtures 
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THERE’S!A REASON WHY CUSTOMERS PREFER 
“HUBTIP” “NO-METAL-TIP” SHOE LACES 


—*HERE IT Is”— 


TIPS TIPS — TIPS 


w ~~? ‘ 
! an Eset . , ln Ole tive 
S. Ae PAT. OCT. 18 1804 
— — — —T ~ _ — _ 


TERE is no metal in the tip- of “HUBTIP” S&S I consequently, they 
| remain aiways & permanent black 
X Made of fast color braid, will wear twic 
es Fs Bt ee 


CANNOT 
PULL OFF, FRAY OUT, CATCH IN HOSIERY 
YOUR STOCK, IS IT COMPLETE? 
TODAY’S PRICE LIST 


27 in. per gro. Laces, $2.00 36 in. per gro. Laces, $2.50 45 in. per gro. Laces, $2.90 63 in. per gro. Laces, $3.70 
30 in. per gro. Laces 2.20 40 in. per gro. Laces, 2.70 54 in. per gro. Laces, 3.30 72 in. per gro. Laces, 4.10 








Either Black, Brown or Russet 
Assorted Cabinets Supplied Order from Your Jobber Today 


FRANK W. WHITCHER CO., Boston and Chicago, U.S.A. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 























October 28, 1922 BOOT AND 


Window Plans for November 


The month of November brings one important event 
that should be recognized in a decorative way in the 
show window, and that is Thanksgiving. Plans should 
be started at once to work out some decorative treat- 
ment for a window display that will be in harmony 
with this happy holiday. 

There is no period of the year that presents better 
decorative possibilities than Thanksgiving. Ideas run 
riot in the selection of a color scheme. 

The sombre hues of brown, blue, gold, yellows, reds 
and purples are ideal shades to select in working out 
your color combination. 

Artificial flowers and foliage may be used in pro- 
fusion. Mother Nature has provided for us big decora- 
tive possibilities in the use of pumpkins, corn, corn 
fodder, wheat and other products of the field and 
orchard. 

It is at Thanksgiving that old Mr. Turkey comes into 
his own as a big feature, therefore it isn’t a bad idea to 
use him as a feature of your window setting. 


Thanksgiving Window Suggestions 


Plate One.—This design is very simple in construction 
and the cost of production is held at a nominal figure. 

The idea is shown as used in a window having a plain 
wood panel background but may be used to just as good 
advantage where a curtain drapery back is installed. 

The setting consists of a box platform of wallboard 


iin 
toy 
Teseense 


fe eerssssesil 





























oR, 
HH 
it! 





SHOE RECORDER 


117 


and painted a cream color, using alabastine or any other 
cold water paint. This platform is placed as near to 
the back of the window as possible. 

At each end of the platform is placed the large 
pumpkins as shown. These may be either the real 
article or they can be made of papier mache. The pa- 
pier mache pumpkins can be obtained at small cost 
from manufacturers of this class of decorations. 

Just back of the pumpkins is placed the light lattice 
work made of light strips and painted black. Upon 
the lattice is arranged the pumpkin flowers and vines 
as is shown. 

In the center of the platform is placed the large 
frame, which is painted gold. This frame is backed 
with a piece of wallboard painted light blue. The 
turkey can be either painted on it or may be cut from 
a poster and mounted on the blue panel flat. The 
moon is painted on in a bright yellow. 

Just in front of the platform is placed a piece of 
brown felt or outing-flannel laid smoothly on the floor. 

The arrangement of the merchandise can be made 
in front of the setting in any manner that may suit 
your fancy. 

Each shoe on display should bear a neat little price 
ticket cut out in the shape of a pumpkin and lettered 
in black. 

Plate Two—Football is one of the big events at 
Thanksgiving time; therefore this presents an oppor- 
tunity for the display of all kinds of winter sport shoes 
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Plate 2—Athletic footwear is worthy of special emphasis in a November trim. Here is a plan for a simple and effective back 
ground which symbolizes both the merchandise and the season. 
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INTRODUCING 
A FAMOUS GRIFFIN 


PRODUCT— 


IN A NEW PACKAGE 
GRIFFIN 


LOTION CREAM 


IN-ER-TUBE 


S @. ha 
= CREAY 


“08 1} Dry 


MADE IN BLACK, BROWN AND ALL SHADES 


The same formula as our nationally known Lotion Cream—in bottles— 


WON’T DRY OUT—CAN’T BREAK 
NO WASTE--CLEAN IN APPLICATION 


A dressing you will sell on sight—put up in an attractive display box 


with easel back. 
Write for Sample and Prices 


GRIFFIN MANUFACTURING CO. 


67-69 Murray Street New York, N. Y. 
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The design as illustrated herewith is indeed simple, 
yet if worked out along the lines mentioned will make a 
very attractive display. 

The setting consists of a large circular cut-out made 
from wallboard and painted a light blue. The edge of 
the circle can be finished off in gold. 

Upon the face of the cut-out the figure of a football 
player is mounted on in poster effect. This figure can 


Hy : 












































Z , 
Plate 3—A settling with the warmth of the Christmas spirit 
The decorations are not overdone. The cost is light. 











mis 





be cut from black cardboard or felt. The goal posts 
and ball can be painted on in black. The silhouette 
idea makes a very effective treatment. 

At each side of the cut-out, hanging suspended from 
the cornice, are the felt pennants: These can be made 
up in the colors of your local high school or college. 

Just in front of the cut-out is placed the low plateau 
which is made of wallboard and painted the same color 
as the circle. 

Narrow bands of gold satin ribbon are stretched over 
the ends of the plateau as shown. 

Flowers, foliage, pumpkins and fruits of various kind 
are arranged at the base of the cut-out. 


Advance Christmas Window Display 


Right now is a good time to plan your decorative 
stunts for the holiday season as it isn’t a bad idea to 
start the Christmas ball a-rolling early. Here are 
some ideas that may help you out. 

Plate Three-—This design consists of a plain box 
panel back unit painted white. While the paint is still 


wet, sprinkle it freely with mica or artificial snow. The . 


top of the back is finished off with a narrow shelf upon 
which rests the small ruscus trees placed in little red 
tubs. Green ruscus should be used in the trees. 

The box panel back is finished off with bands of red 
satin ribbon as indicated in sketch. 

Hanging suspended from the ceiling by means of 
gold tinsel or red pillow cord is a large wreath. This 
wreath should be made of green ruscus or it can be made 
by wrapping a circular wallboard cut out with green 
friz or roping. The wreath is decorated with bright 
red artificial poinsettias and green holly with red 
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berries. Globe Christmas ornaments of bright colors 
can be arranged among the flowers in an attractive 
manner. , 

The wreath is backed up with a piece of wallboard 
painted gold. In the center of the wreath is placed the 
large candle which is cut from white cardboard, the 
flame part painted in a red metallic color. 

The low plateau is finished in the same manner as 
the box panel. Upon the top is placed a piece of bright 
red felt laid on smoothly. 

Plate Four.—Here is another Christmas suggestion 
a little more elaborate in treatment but simple in 
construction. 

Along the cornice of the window is placed a border 
made of wallboard, painted white and sprinkled with 
artificial snow. This border is finished off with narrow 
bands of red satin ribbon as is shown. 

Hanging suspended from the border are the icicles 
which are cut from sign cloth, painted white and 
sprinkled with diamond dust. Upon the border at each 
side are placed the decorative wreaths, which are made 
and decorated in the same manner as explained in the 
foregoing Christmas window suggestion. 

The decorative plateau is made of wallboard and 
treated in the same manner as the border. Upon the 
plateau is placed the tall green ruscus tree placed in a 
bright red tub and decorated with bright Christmas- 
tree ornaments. 

In all of the window suggestions as presented here- 
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Plate 4—This type of setting has the power to draw people 
from across the street. It is easy to cut out of 

and cloth. The ruscus tree, wreaths and ornaments can be 
bought from artificial flower houses. 


with plenty of floor space is given over to the display of 
merchandise—a feature that commends itself where 
heavy decorations.are made. 





W. K. Foster Commences Business 


Newburyport, Mass.—The W. K. Foster Shoe Com- 
pany has recently started to manufacture men’s turn 
slippers and women’s comfort shoes at 2 Fair Street, 
this city. 
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It will be 


in the 


November 4th Issue 
of the 


Boot and Shoe Recorder 


It was intended to have in this 
issue an announcement of impor- 
tance in connection with your deco- 
rating for the holidays. Unforeseen 
causes have necessitated a_ brief 
postponement. But it will be in 
the November 4th Recorder. 


WATCH FOR IT! 


The Schack 
EFFECTIVE SHOE DISPLAYS CREATE SALES 


Artificial Flower Co. ig: 
Designers— Manufacturers—Importers J.R. PALMENBERC’S ‘SONS INC. 


CHICAGO 1852—70 Years—1922 

Factory: 1739 Milwaukee Avenue 63-65 West 36th Street, New York 

Displayroom: 63 E. 4dams Street CHICAGO BOSTON BALTIMORE 
204 W. Jackson Blvd. 26 Kingston Street 122 W. Baltimore St. 









































ENTRANCING POMPON EFFECTS 
BLACK OR BROWN GROPING IN THE 
CAN BE USED 4 DARK 


ON 


ONESTRAP ,g ' 
PUMPS 4 Z Time was when the purchase of advertising 


space was a “blind groping in the dark.”” Ad- 
vertisers had no means of checking a pub- 
lisher’s statement of circulation and often 
these figures were unreliable. 


In six years the Audit Bureau of Circula- 
tions has solved this perplexing problem. By 
a systematic analysis of distribution and 
POMPONS 
ae methods this organization is able to supply 

WAVERLY just the data an advertiser needs. The dark- 
‘ nile Salis ness is dispelled and the bright light of veri- 

Samples of latest bea ° 
Suifiies cont’ tn sequent fied facts takes its place. Space buyers no 

longer find it necessary to grope in the dark. 
Loose tongues to match any leather. 

plain or beaded IN STOCK There are no dark spots in the Boot and Shoe 
Recorder eirculation. Our records are audited 


Waverly Shoe Trimming Co. by the Audit Bureau of Circulations. 
151 Vanderbilt Ave., Brooklyn, N. Y. 
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NO INFRINGEMENT! 
Answer of Clarke-Emerson Mfg. Co. 


Claims of Regal Shoo Ca. 


Infringement 
Claim without 
Foundation. 


Clarke Foot 
Measurer 
Patented Five 

(5) Months Before 
Regal’s Machine, 


Regal Shoe Co. 
Wants Exclusive 
Service. 


Don’t Surrender 
Your Opportunity 


The Clarke-Emerson Mfg. Co. desires to state to the trade 
that the claim widely advertised by Regal Shoe Co. that 
our foot measurer is an infringement of their patent rights, 
is wholly without foundation. 


Clarke-Emerson Mfg. Co. is making and selling a foot 
measurer constructed in accordance with its letters patent, 
issued March 21, 1922. We are advised by competent 
patent counsel that our machine plainly does not infringe 
the Bliss patent owned by Regal Shoe Co., but not granted 
until August 15, 1922, practically five (5) months after our 
patent was granted. We are accordingly confidently defend- 
ing the suit for infringement brought against us by the 
Regal Shoe Co. 


We wish the trade to note the fact that Regal Shoe Co. 
has been advertising throughout the country in the public 
newspapers an exclusive service afforded by its stores by 
reason of their exclusive use of the Resco Foot Measurer, 
designed to indicate length and width of the foot. This 
foot measurer is not offered to other dealers and by our 
offering to every dealer our Clarke Foot Measurer for accu- 
rately determining length and width of the foot in terms of 
shoe sizes, we are making available to the trade in general, 
a service which the Regal Shoe Co. would apparently wish to 
have the public believe is available only in the Regal Stores. 


We are confident that the shoe dealers of the country will 
not be led by the groundless claim of infringement of the 
Regal Shoe Co. to surrender to Regal Shoe Co. their right 
to avail themselves of the length and width measurement 
service, so favorably offered in the Clarke Foot Measurer. 


CLARKE-EMERSON MFG. CO. 


18 Tremont Street 


Boston 
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APPELBEE & NEUMAN inc., 


23-25 Greene Street, New York, U. S. A. 


Rivet Shank BUTTONS for Shoes 
PEARL — IVORY — AGATE, Etc. 


‘“* THE BUTTON IN THE RED LINE BOX” 


BOSTON: 133 Lincoln St. ST. LOUIS: Star Building | 
aI 


Manufacturers and Originators of | 


























] No. 3238—Twelve Flowering BLOODED-STOCK 


Plants, including pots, in a box 


complete $5.00; larger size, 

pare, No. 3234, six plants to a box If you were buying a horse and he was just # horse you would have to 
ak ES ee | a per box $3.60 j take for granted the things the owner said, and then wait for experience 

= ‘ ; , ees to show if be had spoken the truth. 


oe) 
dun > . ’ ’ 
ff = i m ’ nai Write for ILLUSTRATED But if you bought a horse of blooded-stock that had a pedigree, you 
‘es 
. x; 
a 








|} CATALOGUE in colors No 32 would not need to take the man’s word for it. The pedigree would 








Ml of Artificial Flowers end Des show his ancestry and race and give you an idea of the animal's capacity 
¥ rative Plants, mailed FREE for epecd and endurance. 
'| FOR THE ASKING. It’s the same in buying advertising space. Some publications sell 
— - _ “just a horse” and you have to take their circulation statement with a 
Pinch of salt. 

The Boot & Shoe Recorder is blooded-stock. An 

FRANK NETSCHERT, INC. Tis Bost & Shs evr Mend. A 

61 BARCLAY STREET NEW YORK, N. Y. what to expect in the way of speed and endurance. 


















The Repco Shoe Stretcher Is Practically Unbreakable 


The new Repco Shoe Stretcher is 
a speedy, positive-action stretcher 
made entirely without springs, ar- 
rows, or any of those parts which 
are so troublesome in ordinary 
stretchers. 















Toggle-joint mechanism, square 
threads of large pitch, strong hinge 


on back—all metal parts of the Made in nine sizes—No. 000 down to No. 6. 


new Repco Shoe Stretcher are : ; Pee 
endian of enh called cad. ‘tein oe, Sone is packed in an individual 


are of well seasoned maple and 
shaped and finished as carefully as Positive action! Quicker action! Nothing 
a last. to break! 


For sale by shoe findings jobbers. 
UNITED SHOE MACHINERY CORPORATION’ - 7 - - BOSTON 

















San Francisco Branch, 859 Mission Street 
J. K. KRIEG COMPANY - - - - - NEW YORK, N. Y. 
UNITED SHOE REPAIRING MACHINE COMPANY - - - BOSTON 
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Selling Hosiery with Shoes 


S a drawing card for the modern shoe store, the 
hosiery department too frequently fails to re- 
ceive the proper attention. 


A “New Way” hosiery department spells increased profits and 
greater productiveness and automatically forces a showing of 
merchandise that is bound to build larger sales checks. 


The above illustration shows a “New Way” hosiery department 
in connection with our sectional, interchangeable shelving. With 
the flexibility of the “New Way” system, a department started 
today can be added to little by little until the ideal is realized. 


Further information concerning this new 


field for shoe dealers sent free upon request 


OFFICES: OFFICES: 


vw work GRAND RAPIDS SHOW CASE CO. ous 


CHICAGO G R A N D RA PI D s, M I - H I GAN DETROIT 


ST. LOUIS, MO. 





B 1 BOSTON 
ame ac . oO 

ranch Factory, Portland, Oregon ee 
Licensed Canadian Manufacturers: JONES BROS. & CO., LTD., Teronto, Canada 


ATLANTA 
CLEVELAND MINNEAPOLIS 
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In 48 months Barton’s 
Dyanshine has become a 
recognized “best seller.” 
It has justly earned its 
reputation because it 
brings a better product 
to the customer and a 

bigger profit to the 

merchant. 


methods. 

This polish is free from any acids and combined 
within it are all elements necessary for the proper care 
of shoes. 

It shines more quickly and better and does what 
ordinary dressings will not do — preserves leather, conceals 
scuffs and faded spots, restores and renews color. 


Bo DYANSHINE gets entirely away from old 














The sale of a single bottle of Dyanshine represents 
as much volume as two, three or even five sales of other 
polishes—and thé customer gets the best that can be 
bought. 

Dyanshine is backed by effective advertising— 
national advertising and sales helps for your store. 
200,000 merchants testify to the rapid turn-over and 
the attractive profits possible. 





efF2emens awe’? 


If you are not selling Dyanshine order from your 
jobber or direct from factory, mentioning 
the jobber you patronize. 


BARTON MANUFACTURING COMPANY 
WACO, TEXAS, U.S. A. 


Copyright 1922 
Barton Mfg. Co. 


BARTON’S 


DYANSHINE 


TRADE Man, Ree. u.S- PAT: OFF. 


DOUBLE SERVICE SHOE POLISH 
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Leather Market Continues 
Active 
(Continued from page 103) 

sized lots of heavy kips, veals, elk, 
and waterproof grain. Smoked elk is also 
being dealt in to a fair extent for outing 
shoes. 

The activity in patent leather continues 
with tanners and japanners still behind 
on their orders. Some excellent new lots 
of patent chrome side have been placed on 
the market with prices ranging from 45c 
to 60c per foot for the best selections, 
No. 2, 40c to 45c and No. 3, 35c to 40c. 
There is also a considerable amount of 
patent leather being sold at less than 30c 
for the lower grades of footwear. Patent 
kid is still in good demand, with prices 
ranging from 60c to 75c per foot for the 
best selections; medium grades 50c to 60c. 


Glazed Kid Tanners Busy 


The kid situation is satisfactory. 
Glazed kid tanners in most instances are 
operating their tanneries at good capacity 
and an active demand for the best selec- 
tions is in evidence. Trading in kid is not 
yet what it should be to operate tanneries 
at normal capacity, but it shows an im- 
provement. Prices remain firm with the 
top grades of colors offered at 65c to 80c 
per foot, medium selections of colors run 
from 40c to 55c, and blacks 30c to 50c 
per foot. Quotations on kid are approxi- 
mately the same as a week ago. 


Best Grade Sales Scarce 


The activity in sole leather is very en 
couraging, particularly as the prices are 
being met. Sole leather tanners maintain 
that even the present prices cannot be 
maintained on the new stock coming from 
the tanneries. The best grades of heavy 
oak sole are scarce and are bringing from 
five to ten cents per pound more than 
some months ago. This applies specially 
to the best grades of bends. Union sole 
cutters are busy with steer backs steady 
at 55c per pound for heavy. Light steers 
and green hide sole of oak tannage bring 
from 32c to 36c per pound. 


“Look for Rush on Christmas 
Boots” 
(Continued from page 101) 

“(2) Will novelty gaiters compete from 
a standpoint of utility and service in wear 
with four-buckle gaiters when the retail 
selling price is considered? 

“(3) Skirt lengths. I differ from Mr. 
Jones who tells me that while we see many 
long skirts now, they will be short-lived. 
I was one of those who said last spring 
that the American women would not 





allow the dressmakers to force long skirts . 


on them. I have changed my opinion, for 
every woman today who has not a long 


skirt is going to get one as soon as she - 


con and long skirts are here to stay and 
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as style waves take about three years to 
reach their heighth, and then take three 
years in receding, I think you will see 
more long skirts every day for the next 
three years. The keenest minds that I 
have the privilege of coming in contact 
with on the style of women’s wear tell me 
that the propaganda for a definite line of 
demarcation between dress and sport 
wear is becoming effective and that is a 
good thing for your business and my busi- 
ness. A great many people think that the 
rubber shoe man particularly appreciates 
this all-year low-shoe season, but I will 
be glad when the shoe manufacturer gets 
his leather boot business back again. I 
will also differ with Mr. Jones and say 
that women’s leather boots are on the 
way and I hope they'll arrive soon. 


Rubbers for Shoes and Heel Types 


“Now, on shoes. What bothered us 
last year was the extreme brogue, and you 
fellows produced every kind of a forepart, 
sbank, and type of heel. Now that we 
have got our heel seats widened, I pre- 
sume you will soon start to cut them 
down, as from what I see, that is the 
present indication in women’s shoes. 

“The only thing I see coming, and it 
will be some time coming, are rubber heels 
to a great extent on boys’, youths’ 
misses’ and children’s shoes, and I am 
wondering if you are going to have those 
rubber heels uniform or whether you are 
going to introduce every type of a heel 
so as to worry the rubber shoe man on 


misses’, children’s, youths’, and boys’. 


Production Costs I) nereasing 


“About prices. Production costs are 
increasing. A friend of mine offered to 
bet me a hat the other day that rubber 
prices would be higher on January 1. 
Two of my salesmen told me last Satur- 


’ day morning that there was considerable 


talk about rubbers going up and wanted 
to know what I thought about it. I told 
them if anybody was deferring any rub- 
ber purchases with the thought in mind 
of lower prices, to advise him to buy 
rubbers at once. On the other hand, I 
would not advise anybody to anticipate 
beyond their average requirements on 
account of any advance in price because 
in my opinion the price change, assuming 
it is January 1, will not be enough to 
effect you. Since I said this to: these 
salesmen last Saturday morning, the price 
of crude rubber has advanced consider- 
ably. You fellows can “cuss” us for a lot 
of things, but when you look back during 
the past two years, which have been 
tough years I know for you, personally, 
I do not know of any retail merchant who 
has been hurt by the amount he has had 
to wipe off at any time he inventoried his 
rubber footwear stock. When you con- 
sider what has happened in your leather 
lines and many other lines, I think you 
will agree with me that the rubber situa- 
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tion has been handled well and for your 
interest. 


A Scramble with Even Normal Winter 


“Now, as to stocks. Retail stocks of 
rubber boots and shoes are lower than 
they have ever been in my twenty-two 
years’ experience in the business, except 
in the spring of 1920 when, as you know, 
we had here sixty-three inches of snow in 
sixty days’ time. Wholesalers’ stocks are 
low and factory stocks are low. If we 
only have a normal winter there will be 
a scramble for rubber goods when the 
active selling season opens, and if we 
have a heavy winter I will have a lot of 
you fellows begging for rubbers—and that 
is the condition I like to have you in. 

“If any ideas, which, as I said before 
are my personal opinions, are of any 
benefit to you I am glad to have given 
them.” 





Steady Increase Reported 
By Excelsior Shoe Co. 


E. C. Williams, sales manager of the 
Exceisior Shoe Company, Portsmouth, 
Ohio, reports a steady increase in the 
volume of his business. It is Mr. Wil- 
liams’ belief that the shoe industry is 
now on the verge of a prosperous period. 
He reports that business in his lines of 
boys’ and mens’ Goodyear welt shoes has 
increased during the past two years over 
300 per cent. During this period he has 
built up a large stock department, and 
as a result his mail order business has 
increased in the same proportion. 

“The quality and workmanship of our 
boys shoes coupled with our prompt de- 
livery service to dealers,” says Mr. 
Williams “have been the chief factors in 
this heaJthy increase.” 

The Excelsior salesmen are now in their 
territories offering to the trade one of the 
strongest line of men’s and boy’s shoes 
their company has ever produced. Four 
new lasts are being offered among the 
men’s Goodyear welt shoes. Mr. Wiltiams 
reports a very satisfactory business com- 
ing from his salesmen in every part of the 
country. 

The Excelsior Shoe Company is now 
offering to the retail shoe merchant an 
opportunity to purchase shares of their 
common stock at about $20 per share. 
According to a statement from the presi- 
dent of the concern their policy beginning 
about the first of the new year probably 
will be to pay a dividend of 8 per cent 
on this stock. 





New Shoe Stores 


Fairbend’s, Fulton Street and Hanover 
Place, Brooklyn, N. Y., will open in 
November. 

Adler’s (Men’s store), 52 Broadway, 
New York City. (Arthur MacHoldt, 
Manager). 
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DO YOU WANT TO 


headed by Director Melvin Copeland and Richard Lenihan, the 
Ass’t. Director, with ten more experts of the Harvard Business 
School—will be at the 


Waiting to discuss with you privately any question about stock 
records, bookkeeping, or better methods of store conduct. 

You cannot afford to miss this university of business training. 
You cannot afford to be without the contact you can have with 
other live merchants—all seeking the same object—more and 
better business. 

Bring along your inventory sheets. Bring your stock record 
system, bookkeeping system—they wi!l be examined and criti- 
cized constructively. You will learn how to get a quicker turn- 
over and what you should do to make more profit. 

The National Association is spending it’s money to bring this 
wonderful exhibit and ability to you at your convention, Coli- 
seum Chicago, January 8, 9, 10 and 11. 


1604 RAILWAY EXCHANGE BUILDING, CHICAGO 
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Become more intimately acquainted with your business? 
Know How you can do more and profit more? 


The HARVARD BUREAU of BUSINESS RESEARCH 


NATIONAL SHOE RETAILERS’ CONVENTION 


The National Shoe Retailers’ Ass’n 
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(This Department is conducled by Helen M. Haney, Associate Editor) 


Business Better Than for Two Years 


Shoe Travelers the Country Over Report Much Activity 
in Buying 


Reports from shoe travelers coming 
into the office of the National Secretary 
from shoe travelers all over the country 
are to the effect that business is better 
than it has been for the past two years. 
Merchants are still buying for quick de 








P. A. TUSCHICK 


Who travels oul of the Rice g Hutchins St. 
Louis Shoe Company. 





livery, but they are buying better. Mer- 
chants are watching the leather market 
very carefully—they are not anxious to 
overload, nor do they wish by any means 
to curtail their stock. Style is one of the 
big.considerations and Colonials are fav- 
orites. It was thought by some of the 
boys that with the advent of the long 
skirt, boots would come into prominence, 
but they have found the situation quite 
the contrary. 


T. A. Ostenkamp 
Convalescing 


T. A. Ostenkamp, organizer of the 
Richmond Shoe Travelers’ Association, 
who formerly covered Kentucky, Ten- 





T. A. OSTENKAMP 
Organizer of the Richmond Association of Trav- 
eling Shoe whoi n 1921 put on a big 
Shoe Style Show. 


nessee and Virginia for T. D. Barry Com- 
pany, is now convalescing from a very 
severe case of jaundice which has kept 
him on the invalid list all summer. It 
was because of his prolonged illness that 
he was obliged to give up the Barry line 
to A. M. Millican. He had hoped that 
his illness would clear up in time to per- 
mit of his going out as usual with the 
Barry line, but the possibility of his 
return to the road was not definitely 
determinedupon until October 13. At 


that time, “Ted” learned from his doctors 
that if he was able to get out by the first 
of November he would be doing well. 
“Ted” writes that “bewailing the fates” 
gets one nowhere. but nevertheless, it is 
true that these very “uncertain ladies 
have been ‘agin him this time.” 


Trying Hard to Get Well 


“Ted” wants his friends to know that 
it was his sickness alone which prevented 








ARTHUR SCHWARTZ 
Will represent Dr. A. Posner, Shoes, Inc. mak- 
ers of scientific shoes, and the Perfect Shoe Co. of 
Brooklyn on the Pacific Coast. The ‘e~ 
Si Co. faclure ladies’ turns. 
Schwartz will travel ya tents, Wash- 
ington, Oregon and 





his showing the Barry line to his friends 
in the trade this season. He is hoping 
that by the middle of the month he will 
be a new man once more. In the mean- 
time, he intends to regain his full strength 
so as to start in with whatever new line 
he may secure with renewed vigor. 
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Eyelets as selling 
factors 





ASHIONABLE women insist on eyelets 
that never rust, that won't turn brassy 
and that won’t work loose. 





And most women know by experience that 
all of these essentials are found in Diamond 
Brand Fast Color Eyelets. 


QO’ your next lace shoe order specify 
Diamond Brand Fast Color Eyelets. 





UNITED FAST COLOR EYELET COMPANY 


Boston, Massachusetts 







The Beot and Shee Reeorder will appreciate your mentioning the publication in replies to advertisements. 
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CHARLES E. CARPENTER 
Of Denver, who travels i Lunn § Sweet Co., 
t 


urn, Maine. He for his territory 

October 18 and covers the same territory form- 

erly traveled by N. H. Parsons in Colorado and 

Ulah. He is full of enthusiasm with the pros- 

pect of lining up his old friends,as well as making 
a lot of new ones. 





“Ted” is a Good Style Man 


The many retail shoe merchant friends 
of Mr. Ostenkamp are hoping that this 
young man will soon be in their midst. 
He is a hustler, of a cheery disposition, 
and although he is only 26 years old, and 
one of the youngest shoe salesmen travel- 
ing the South, is a good style man. It 
was through his efforts that the big 
Fashion Show of the Richmond Associa- 
tion of Traveling Shoe Salesmen was “‘put 
over” in 1921. Before going on the road 
for the T. D. Barry Company, he traveled 
for C. P. Ford & Co., Rochester, N. Y 


Alden with Vollman, 
Lawrence Co. 


The Voliman, Lawrence Company has 
recently secured the services of Elijah 
Alden of Cincinnati, who will represent 
this company in the distribution of its 
merchandise in the Southwest, Pacific 
Coast and Northwest Section. The Voll- 
man, Lawrence Company, cater only to 
the larger distributors. These folks feel 
that Mr. Alden is a man well qualified to 
represent them, owing to his broad experi- 
ence knowledge of the shoe business. 








A Toast to the Traveler 


And I pledge, when he turns from 
this earthly abode 
And pays the last fare that he can, 
Mine host of the Inn at the end of 
the Road 
Will welcome the Traveling Man! 
—James Whitcomb Riley. 








WALTER M. JUSTI 


Who travels out of the Joseph I. Meany, Inc. 
Philadelphia, Pa. 











Resolutions on Death 
of Charles F. Maxwell 


(As Drawn by Boston Shoe Trades Club) 


Whereas, our associate and friend, 
Charles F. Maxwell, has responded 
to the Divine Summons that comes 
at last to us all, and 

Whereas, Mr. Maxwell was one 
of the charter members and founders 
of the Boston Shoe Trades Club, 
and served as vice-president from 
its establishment in 1918 until Feb- 
ruary, 1921, be it therefore 

Resolved, that the Boston Shoe 
Trades Club hereby makes record 
of its sense of great loss and sorrow 
in the passing of a faithful fellow 
member and wise, diligent and de- 
voted official, to whose loyalty, 
ability, energy and zeal not only 
the Club but the entire industry 
owes a debt of gratitude and respect, 
and to whose generous, gracious 
nature and high character it now, 
as always, pays deserved tribute. 
And be it further 


Resolved, that these Resolutions 
be spread upon the records of the 
Club, published in the trade press, 
and a copy thereof forwarded to 
the bereaved family. 


Thomas A. Delany 
Arthur L. Evans 
Everit B. Terhune 
Committee 
Charles T. Cahill, President 
Walter G. Dennison, Secretary 
October 20, 1922 





E. “MANNIE” PECK 

The well-known salesman for the Sam B. Wolf 
Shoe Company, Cincinnali. Mr. Peck has been 
carrving the Wolf line in Indiana, Illinois, and 

ichigan for the past twenty-seven years. He 
is here showing the Wishbone pattern which has 
been a popular seller throughout the year. Mr. 
Peck, u is claimed, is the creator of the name 
“Wish-bone.” He is at present covering his 

territory and reports a healthy business. 














The Traveling Man 
By James Whitcomb Riley 


Could | pour out the nectar the gods 
only can, 
I would fill up my glass to the 
brim 
And drink to the success of the 
Traveling Man, 
And the houserepresented by bim. 
And could I but tincture the glor- 
ious draught 
With his smiles, as I drank to him 
then, 
And the jokes he has told and the 
laughs he has laughed, 
I would fill up the goblet again— 


And drink to the sweetheart who 
bade him goodbye 
With a tenderness filling him this 
Very hour, as he thinks of the tear 
in her eye 
That salted the sweet of her kiss; 
To her truest of hearts and her fair- 
est of hands 
I would drink, with all serious 
prayers, 
Since the heart she must trust is a 
Traveling Man’s, 
And as warm as the ulster he 
wears. 


I would drink to the wife, with the 
habe on her knee, 
Who awaits his returning in vain, 
Who breaks his brave letters so 
tremulously 
And reads them again and again! 
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HUMPHREY 


TURNS 


No. 490—Golden 
Brown Kid, Whole 
Quarter. White Kid 


Quarter Insert. 


Jobbers who feature leading lines carry Humphrey 
Turns for little folks. They are always glad to show 
and recommend them to merchants who seek a profit- 
able children's line. 

Write us today for name of 

wholesale distributor near you. 
HERBERT HUMPHREY’S SONS 


Marblehead, Mass. 


No.”494—G enuine 
Gray Buck Quarter 
Red Fox Polish. Red 
Lace Stay and Collar. 
Wedge Heel. , Pony 
Cut. 











WUAPHREY | 


TURNS 
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BLOODED-STOCK 


If you were buying a horse and 
he was just a horse you would 
have to take for granted the things 
the owner said, and then wait for 
experience to show if he had 
spoken the truth. 


But if you bought a horse of 
blooded-stock that had a pedigree, 
you would not need to take the 
man’s word for it. The pedigree 
would show his ancestry and 
race and give you an idea of the 
animal’s capacity for speed and 
endurance. 


It’s the same in buying advertis- 
ing space. Some publications sell 
“just a horse” and you have to 
take their circulation statement 
with a pinch of salt. 


The Boot and Shoe Recorder is 
blooded-stock. An ABC 
statement is the pedigree that 
tells you what to expect in the 
way of speed and endurance. 
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BROOKLYN 


Most Factories at Capacity 


Merchants Hesitant About Buying Far in Advance but 
Current Business Is Good 


EW business coming into the Brook- 
lyn factories is sufficient to keep 
most of them operating near capacity. 
Present conditions in the high-grade shoe 
trade are in sharp contrast to what they 
were a year or two years ago and Brooklyn 
appears to be getting its share of the busi- 
ness.. Retail merchants still hesitate to 
order far ahead, according to the manu- 
facturers, but are being forced to it by 
current conditions. Some of the belated 
buyers are now having difficulty in get- 
ting adequate deliveries and at least one 
of the large factories here is completely 
sold up to January 1 and has withdrawn 
its men from the road. 
Spring samples are now going through 
the factories and will be ready for the 





A new exclusive design reflecting the vogue of 

e effects, adjustable buckles and grace- 

ful ish type heels. Made in all leathers, 
by Silva & Co., Brooklyn, N. Y. 





trade early next month. Practically all of 
the factories will send their men on the 
road by the middle of November, and ‘the 
prospects for booking some spring busi- 
ness then are brighter than they were 
when the spring season was inaugurated 
last year. 


Prices Apt to Increase 


It seems definitely established that the 
prices of high-grade shoes are more likely 
to increase than to decline. There is a 
noticeable disposition among the Brook- 
lyn manufacturers to keep prices from 
advancing, if possible, but the increase in 
raw material quotations are expected to 
force up Brooklyn shoe prices within the 
next few months. One reason why com- 
paratively few advances have been made 
by Brooklyn producers is the fact that the 
large majority of them were covered on 
their leather supplies before the advances 
became so marked. 


Tongues Getting Smaller 


In winter styles there has been but little 
development of late, beyond a cutting 
down of the sizes of tongues and new 
arrangements of straps on the strapped 
models. Some of the manufacturers here 
feel that too much emphasis has been 
placed on tongued models and are looking 
for an increase in the strap business. 
Much the same thing applies to heels It is 
argued that the high heel has not com- 
pletely crowded out the low heel, in fact, 
that about as many low heels are in de- 
mand among consumers as are high heels 
and that retailers will need more of the 
low heeled models before the season is 
finished. Lately a good demand for plain 
calf walking oxfords has been registered 
in the Brooklyn factories. 


Good White Season Predicted 


Discussing spring prospects, there is a 
feeling among the Brooklyn makers that 
white will be extremely strong next year. 
This was said last year, but there appears 
to be more basis to the prediction this 
year. About the only thing that held back 
a big white season last summer was the 
long run of unfavorable weather. The 
brighter hues in women’s clothes that are 
being touted for spring wear, according to 
the Brooklyn shoe manufacturers is an- 
other point indicating a good white 
season. 


Patent Still Strong 


Patent leather still continues a good 
seller in Brooklyn shoes. More black kid 
and dull matt are being used and combina- 
tion of Havana brown kid and brown 
ooze are stronger than they were a short 
time ago. Brown is being regarded here 
as a good bet for spring. 


New Store for Brooklyn 


Brooklyn’s shopping section is soon to 
have another high-class shoe store de- 
voted to the selling of women’s and 
children’s shoes. The new store will be 
located at the corner of Fulton Street and 
Hanover Place and will be operated by 
Richard Fairbend, well known in the 
trade, under the name of “Fairbend’s.”’ 

The store will occupy the ground floor 
and basement of a building that is being 
completely remodeled for the purpose. A 
complete kiddies’ department will be 
operated in the basement. An unusually 
large window display space will be pro- 
vided on both Fulton Street and Hanover 
Place. 
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Where to Buy 


Women’s Shoes 














PHILMALL, Inc. 


THonevs HLY BENCH 
E FOOTW 


FOR THE BETTER "TRADE 


Show Room, Room 435 Marbridge Bldg. 
Factory, 147-153 Waverly Place 
NEW YORK C “ITY 








The WESTCOTT-WHITMORE CO. 
Syracuse, N. Y. 


In Stock Specialists of 


= Women’s Shoes, Party 
Slippers and Novelties 
Write for Catalogue 








BLEECKER STYLES 


Are the last word in footwear 
for ata pana women 


























Phillips-Cram Corp. 
Makers of 

Women’s Turn 
Slippers 

276 River St., Haverhill,{Mass. 


Boston Office 
207 Essex Street 











FERN & POOR CO., Inc. 
Manufacturers 
Newburyport, Mass. 
Women’s Turn 
Comforts 


Boots & Slippers 
for the wholesale trade 

















E.A.& M.C. Witherell Co. 
Manufacturers 
Women’s Turns 
Boots and Slippers | 








Factor 
Haverhill, = 
Boston Office 
Rice Bldg. Room 406 


















Makers of 
Hand Turn Novelties 


In All Leathers ani Satins, 
and onall the Latest Lasts 


Felstiner-O’Connell 
Shoe Co., Inc 


41 Washington St. 
Havérhill, Mass. 








WOMEN’S FINE TURNS 
and Novelties 
One of our newest models. 
Hand Turn kid lattice work 
——= all finest 
leath 
TESSIER & 
BOWDOIN 
172 ——— 

















treet 
Haverhill,Mass. { 
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Where to Buy 


Women’s Shoes 














[ STOCKBRIDGE SHOE COMPANY 
k> 

A =~ 

= ey Ee 


HAVERHILL, MASS. 
=U SAS 




















Where to Buy 


Men’s and Women’s Slippers 














IN STOCK 
No. 64 


Men's Brown Elk 
Everett True- Form 
Last 

Price $1.75 

Freeman-Thempsen 

Shee Co. 








Manufacturers “Comyjorets” St. Paul, Minn 
















Specializing in Medium ands 
IGH GRADE 
Ol SLIPPERS 
all styles made of Dometic and 
Imported Satin Brocadesand Metal Cloth 


$2.10 per pair and up 
am MGUSTIN CO _ sewyorn 








Largest manu- 
facturers of 
softsole leather 
slippers. 


Send for Catalogue 


MAID-RITE SLIPPER CO., Inc. 
35 York St., Brooklyn, N,Y. 














FELT SLIPPERS 


BLUM SHOE MFG. CO. 
Dansville, New York 











TURKISH SLIPPERS 
IN STOCK AGAIN 
No. tg he 











INFORMATION 


for Shoe Merchants 


“WHERE TO BUY” constitutes a 
source of knowledge so that he who 
runs through these pages may read 
—and learn. 
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_ Mr. Fairbend has been in the shoe 
trade practically all his life. For some 
years he was buyer for Gimbel Brothers 
and recently has been engaged in manu- 


October 28, 1928 


facturing with the firm of Phillipson & 
Duncan, bench shoe manufacturers, 88 
University Place. He expects to open his 
new store early in November. 





BOSTON 


Fall Activity Commences in Earnest 


Oxford Is Big Seller with Men and Women; Also Silk and 
Wool Hosiery—Some Activity in Boots—Spat Season Begins 


ATURDAY, October 21 was a big day 
for the retail shoe business. The sun 
shone, the air was cool and invigorating, 
and the big football game between 
Harvard and Center Colleges was on. The 
crowd came into the stores with the 
morning sun and purchased footwear to 
the tune of many a dollar. But, then, 
folks had been buying all week and have 
been buying all this week. To sum up the 
weather man has put the public in a 
spending mood and the ads in the various 
papers have made another strong appeal: 
The oxford is a big seller in kid. black, 
plain calf, or grained stock; the military 
heel is a favorite, although some are asking 
for the higher heels. Colonials arefavorites; 
so are straps. It would be difficult to tell 
which are the more popular. There is a 
tendency to shorter tongues on the 
Colonials. 

Silk and wool is the strong seller as to 
hosiery. A splendid showing of wools is 
being made, but as yet the public has not 
bought very freely and buyers are hesita- 
ting a bit on reorders. The all silk 
stocking is a close second with the silk and 
wool and those stores who carry a very 
high grade line report all silks the most 
popular number. ' 


Boots Selling More Freely 


An interesting note may be that boots 
are by no means a back number. Aside 
from the group of women who, because of 
some foot trouble where high shoes are 
required, or simply because they have not 
as yet become “‘converted” to high shoes, 
have decided to buy them this season, 
there is another group of “devotees.” 
Some stores report that they are ahead on 
boot sales over this period of last year, in 
one case, the ratio is three to one. That 
some of the boots have Louis heels makes 
no difference, in fact, some of the women 
folks have objected to the 8-8 or 12-8 
heights in military or Cubans and have 
asked for “something higher.” When 
shown a Louis heel, they have expressed 
satisfaction and the sale was made. They 
have succeeded in obtaining good “bar- 
gains,” too, as there are some lines with a 
medium length vamp and a wide toe 
which at $4.98 are a saving of anywhere 
from $5.00 to $6.00 over what these shoes 
could have been bought for some two 
years ago; there are other lines with long 


vamps, and pointed toes, which the trade 
must have at a very low price, and are buy- 
ing at $1.00 the pair. 


Gaiter Sales Increase 


Gaiters have begun to sell, and with the 
tendency to the lighter weight stocking to 
be worn with the low shoe for winter time, 
merchants are of the opinion that the 
gaiter will be a good number this fall and 
winter. 


Wirth Says 8-8 Heel Oxford 
Good 


At the Boylston Street store of George 
H. Wirth Company, a beautiful showing 
of cut steel and rhinestone buckles has 
been made. Mr. Wirth states that there is 
a noticeable improvement in the cut steel 
and rhinestone buckles selling. In regard 
to hosiery, he reports that all silk with his 
store is the predominating number, and 
that wools are moving a bit slowly. He 
states that one of the favorites with 
women customers at this time is a new 
oxford in both black and tan grain. This 
oxford is made on a mannish last, has a 
heavy sole, short wing tip and an 8-8 
heel. 

Mr. Wirth ran over to New York on 
Monday for a few days’ survey of the 
style situation, which will include among 
other items a study of skirt lengths. 


Mosely Features Inlaid 
Tongue 


A Colonial pump with inlaid tongue, in 
patent leather vamp, tan or black Russia 
calf quarter and wood Cuban heels, is one 
of the big numbers at the T. E. Mosely 


Company. 


Coes and Stodder Show 
“Smart”’ Boot 


Coes and Stodder is featuring “A smart 
fall boot at an easy price.” The style 
noted was of black boarded calfskin, per- 
forated tip with heavy stitchings and sad- 
dle strap. This same style was also shown 
in a tony red boarded calfskin, perfora- 
tions at vamp seam, apron and toe caps, 
plump single soles, heavy welts and broad 
flange rubber heels, a real sport pattern. 
This style has been advertised in the daily 
papers and mail orders filled on same with 
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the promise of “Checks returned if goods 
are not satisfactory.” 


Upton Believe in Customer 
Contact 


A recent call at the shoe department of 
R. H. White Company found R. L. Upton, 
assistant manager, fitting shoes. ‘For,’ 
as he explained, “I have always believed 
that it is a good plan once in a while for a 
manager to see just how the lines he car- 
ries actually fit, by personal experience. It 
is not sufficient to leave it all to the sales 
force; a manager should actually know for 
himse’f how each different style of each 
different line carried actually conforms 
to the customer’s foot. As in every case 
there is a littie variation, it is well to get 
as wide a knowledge of the individual 
foot types as possible. It is also a good idea 
to test once in a while, the atmosphere in 
which the salesman works.” 


Buckles Back Strongly 


Mr. Upton buys the buckles for the shoe 
department and notes the great popularity 
into which they have sprung. He recalls 
that some year or so ago, when there was a 
“slump” in buckle purchases that many 
importers and manufacturers offered beau- 
tiful specimens at fully a quarter to a half 
of what these same buckles are today 
bringing. 

He also had a word to say in regard to 
the Louis heel, which he states is coming 
back very strongly and is wel) worth 
watching on all the various types of 
women’s shoes. 


Boylston Street Merchants 
Co-operate 


Boylston Street whither many of the 
retail shoe stores have moved during the 
last few years was recently emphasized 
by the Boylston Street Retail Merchants’ 
Association as a desirable shopping section 
through a full page ad in Saturday Tran- 
script of October 21. This “Ad” was 
headed by a half page view of the street. 
Its “real daylight”” feature, made possible 
by the fact that the Common and Public 
Gardens, minus_any buildings, face the 
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stores, is stressed, also price moderation 
and quality. 


Thayer McNeil Associates’ 
Dance 


The second annual dance of the Thayer 
McNeil Associates held at Somerville,. on 
last evening, October 27, was a. well at- 
tended affair. The boys and girls and their 
friends made merry amid the Hallowe’en 
asmosphere of goblins and witches who 
stood forth prominently in black or yellow 
crepe paper decorations. 


Boston Boot and Shoe Club 
“Activities 

The Boston Boot and Shoe Club has 
issued a letter to its members under date 
of October 16, asking that they write 
immediately to their representatives and 
senators at Washington requesting them 
to vote for such measures for preserving 
the freedom of the Dardanelles, the pro- 
tection of Christian minorities and relief 
for the suffering people in the Near East 
as may be introduced in Congress. 

This letter was prompted by the talk of 
Professor S. Ralph Harlow of the Inter- 
national College, Smyrna, at the October 
11 Club Dinner. Professor Harlow’s 
description of the atrocities committed by 
the Turks on innocent Christian men, 
women and children, in the opinion of the 
President John A. Gardner and Secretary 
Thomas F. Anderson, call for immediate 
action by the people of the United States. 

The next dinner of the club will be held 
November 8. Ladies’ night will be held on 
December 13. 


Leather Bowling League 
Active 


The Boston Upper Leather Bowling 
League activities are in full swing. The 
members of the League are all expert 
players and represent some of the leading 
houses in the trade. The highest three 
string total, rolled on Monday, October 
16, was by Mr. Anderson of Beggs & 
Cobb, 309; highest single string, Anderson, 
113; McGrath of Helburn, Thompson 
Company, 113. 





NEW YORK 


Retail Business Takes Spurt 


Less Price Resistance Noted by Merchants and Encourage- 
ment Is Seen Even in Men’s End of Trade 


ONTINUED cool and bright weather 
+ has aided the retail shoe trade here 
considerably. Sales during the mid-week 
of October, according to several merchants 
ran ahead of the same period a year ago. 
The entire outlook, so far as the local re- 
tail trade is concerned, is decidedly much 


brighter than at any time in the past year. 

Consumer resistance to high prices has 
simmered down considerably. Occasion- 
ally complaints are made by customers, 
but they are far fewer than the accus- 
tomed number. Even in the medium 
priced stores little trouble is experienced 
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in getting women to pay between $10 and 
$12 a pair for shoes and men appear willing 
to pay about the same price for their 
footwear. 


Little New In Style 


There is little new in the way of style 
development among the New York mer- 
chants at present. In women’s shoes, 
Colonials and straps are selling in about 
equal proportions. As yet there has been 
no call to amount to anything for high 
shoes, even in the staple lines. Some 
brocaded top boots, with suede vamps and 
quarters are shown, but so far they have 
elicited little interest on the part of the 
general public. The Russian boot, or 
variations thereof, appear to be a dead 
issue. 

Sa far as boots are concerned, little is 
expected of them this winter. The long 
skirt, that is ankle length, upon which 
expectations of boot business were based 
originally, has failed of accomplishment. 
With the average skirt length hovering 
somewhere around ten inches above the 
ground, most of the shoe men here can’t 

see” boots as a style proposition. 


Few Sales Being Held 


A few sales have been projected into the 
situation here to make things interesting. 
One of the Fifth Avenue department 
stores is running a sale of women’s Colonial 
and strap pumps at $6.85. Other prices 
hovering around the $7 mark have been 
put out in special sales with good results, 
according to all reports. As yet, however, 
there has been no disposition on the part 
of retail merchants to make a strong bid 
for business on a price cutting basis. 


Men Buying More Freely | 


Men, who delayed buying new shoes as 
long as warm weather continued, are now 
showing a larger buying proclivity in foot- 
wear lines. There appears to be little 
doubt but that oxfords will be worn 
throughout the winter to a greater extent 





than ever before. At the same time a fair 
business in high shoes for men is reported. 
The oxford business is confined almost 
wholly to the new “snappy” styles that 
have been brought out this year. Heavy 
soles are in good demand, with upper 
either of grain or smooth Icathers in about 
equal proportions. Men want style, but 
not gaudiness. The swing of the last, the 
circular vamp and other conservatively 
stylish touches have been adopted by the 
older men, as well as by the youngsters. 


Adler Opens New Store 


Another new men’s shoe store was 
added to the Adler chain last week, and 
two more will be opened in the near future. 
The store opened this week is located at 
52 Broadway, in the heart of New York’s 
financial section and not far from the 
southern tip-end of Manhattan Island. 
The new store is carried out in the same 
architectural manner as other Adler 
stores. The space occupied by the store is 
small, but a particularly good arrange- 
ment permits of the carrying of a large 
amount of stock and ample selling space. 
The window covers most of the front of 
the store with an entrance at the side of 
the window. 

On the day of the opening of the store 
free cigars were distributed. It is estimated 
that 10,000 cigars were distributed during 
the day. At least 2,000 men filed into the 
store at the lunch hour. The press became 
so great that the plate glass window was 
shattered and the police reserves were 
called out to maintain order. 

The new store is under the management 
of Arthur MacHoldt. 

Early in November another Adler store 
will be opened at 1667 Pitkin Avenue, in 
the Brownsville section of Brooklyn and in 
about two months, the first of the Adler 
stores in Jersey City will be thrown open 
at a location on Newark Avenue, near 
Grove Street. The concern already has a 
store in Newark. With the two new stores 
opened, there will be a total of 17 stores in 
the Adler chain. 





LYNN 


Black Shoes Best Sellers 


Welt Oxfords Are Gaining and While Style Changes Are 
Noted They Are Not Radically Different 
from Present-Day Models 


TYLES continue to change. But 

changes are conservative. Sales of 
welted oxfords are gaining. A slight gain 
of sales of boots is reported here and there. 
New tongue styles continue to appear. 
Spring samples show welted oxfords, 
Colonial tongue and buckle shoes and high- 
waisted pumps. 


Black is still a leading color. Patent 





leather continues a favorite material. 
Satins and suedes are being cut for street 
shoes. Brown shoes are of smooth calf, 
suede calf, or kid. 


Three- Needle Stitching Used 
Patterns show new ideas in vamp, sad- 
dle and quarter trimmings. Three-needle 
stitching has appeared on uppers of sport 
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style shoes. But some shoes are quite 
plain, as for instance, some simple oxfords 
of gun metal calf, or black kid. 

Heels vary much. They went to 16-8 in 
the early fall, dropped back to 10-8 in 
October, and now are down to 7-8 for 
extremely low heels, and are up to 17-8 on 
extremely high heels, Also, 14-8 heels of 
either ‘leather or wood, have appeared, 
perhaps as a compromise. And boxwood 
or baby Louis heels are once more men- 
tioned. 


Shoes Made in 61% Hours 


A buyer from Seattle, Washington, 
visited Lynn last week. At 4 o'clock one 
afternoon, at the factory of the Ground 
Gripper Shoe Company a suggestion was 
offered that a pair of shoes be made for 
him. 

At 4.15 a tag for the shoes was delivered 
to the cutting foot, his foot having been 
measured and he having picked lasts, 
patterns and leathers. At 4.35 the uppers 
and linings were delivered to the stitching 
room. At 10.45 the next morning the up- 
pers all fitted and tottom stock, too, were 
delivered to the lasting room. At noon, the 
shoes were with the edge setters. At 2.15 
the shoes were finished. At 2.30 the shoes 
were delivered to the desk of Superin- 
tendent Roach. 

A few minutes later the shoes were fit- 
ted to the feet of the visiting buyer and 
he was wearing them. The time spent in 
making the shoes was 614 hours. The 
shoes were made by the regular factory 
routine, except that a rush tag gave them a 
right of way over other shoes. 


7 and 7% Inch Boots 


At the factory of J. J. Grover & Sons, 
they report a slight increase in sales of 
boots over sales of former seasons. The 
boots now selling are 7 and 7}4 inches 
high. They are of fine black kid leather, 
with substantial welted soles and heels 
12-8 or 14-8 high. Some of these boots 
have flexible shanks, while others have 
rigid shanks, metal arch supports being 
built into them. However, the bulk of the 
business of the company is on fine ox- 
fords and tongue and strap pumps. 


Satin and Suede Oxfords 


Among new samples from the factory of 
P. J. Harney Shoe Company are some 
satin and suede oxfords. The vamps and 
quarters are of black satin and the tips, 
fancy stays and foxings are of black suede. 
The patterns are of the five eyelet type. 
The soles are welted. The heels are of 
wood, 14-8 high, covered with suede. 

Also the firm has a similar oxford of 
brown suede, with trimmings of Russia 
calf. 

Incidentally, swagger pumps of high- 
Waisted patterns are being tried out for 
the 1923 sample lines. 
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An Easter Pump 


A sample pump, for next Easter, is of a 
fine gray kid leather. It has a tongue, 
stitched with white silk and bound with 
white. Also the quarter is bound with 
white. The sole, of ivory white leather, 
has a white edge. 


All Low Cuts 


T. J. Kiely & Co. are making practically 
all strap and tongue pumps and oxfords 
for the coming winter, all being welt shoes 
for women. 





Patent Still Popular 


Mitchell, Caunt Company continue to 
cut black shoes chiefly, patent leather 
being the most popular. Business in ox- 
fords is good with the firm. 


Shoes Fit Better 


Thomas W. Gardiner, the Lynn last 
maker, observes that shoes fit better these 
days. Also, he optimistically predicts 
that they will fit better in the future. He 
points out that study of the anatomy of 
the foot has opened a new field to those 
who make lasts and shoes to fit. He recalls 
that once upon a time, lasts were straight 
and that shoes made over them were 
broken into the right and left foot by wear- 
ing them. The process was painful. 

“Just imagine,” says Mr. Gardiner, 
“what would happen today if a shoe clerk 
should offer a customer a pair of straight 
shoes and tell him to wear them until they 
fitted.” 


New Style Arrangement 


A southern salesman wrote back to 
Lynn to say: 

“In this territory it looks as if mer- 
chants would sell oxfords for winter wear, 
and pumps, plain, strap or tongue styles, 
for summer.” 


What’s in a Shoe? 


A Peabody, Mass., shoe merchant had a 
window display last week, showing 
“What's in a Shoe?” He had a kangaroo 
skin from Australia for an upper, and oak 
sole made from a Texan steer for a bot- 
tom, a sheepskin from Montana for a 
lining, a pig skin from Iowa for an insole, 
threads of Egyptian cotton, shanks from 
Michigan mines and cork from Spain and 
rubber from Ceylon for a filler. 

So it seems that it takes materials from 
most all parts of the world to make a shoe. 





New Shoe Stores 


Shanahan Shoe Store, Lowell, Mass. 

F. E. Bayouth, Barnesdale, Okla. 

Boston Bargain Store (Nathan Gold- 
stein, proprietor), Woonsocket, R. I. 
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HENRY LILLY CO. 
88-90 Reade St. New York 
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Ballet Slippers 
































GALL 
ORDER_SAMPLES 
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Hard Box 
326 W. Monree St. 
Chicago 
@M. SUMNER SMITH CO. 
Ballet Slippers 
IN STOCK 


8-11, 114-2 Wos. 
1236 Blk. Ballet 1.20 1.35 1.40 
1233 Wht. Ballet 1.45 1.55 1.65 


Chipman-Harwood Co. 


564 Atlantic Ave. Boston 











BALLET SLIPPERS 
IN STOCK 


Women's Misses’ and 

Ch'idren’s. Send for sam- 
les and prices. 

member we carrv Bou- 

doirs in stock. A‘! Styles. 
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118 Phoenix Row 
Haverhill, Mass, 
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Soft Soles and Moccasins : 
Ask your Jobber for our i 
Goods. We DO NOT sell 
the retail trade. 
Neweomb-Anderson Shoe Co. ! 
ROCHESTER, N. Y. 5 











AShoe forBoys 
That Wears 


Marston & Tapley Co. 


DANVERS, MASS 








“ELAM” 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 
F, S. ELAM SHOE Co. 


Rochester. N. Y. 
Boston Office. 18) “asex Stren 
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SOFT SOLES 


A Wonderful Line for the 
Wholesaler In Stock—All 
leather moccasins. soft soles. 

Prices from 

2.50 doz. and up 
wards. Alsoa full line 
of Ladies’ Pump Straps 


NU BARBY Stour CO., East Lynn. Masa. 








DO YOU KNOW? 
that you can buy it—or 
sell it—throughb the 
“Where to Buy" columns. 
This feature in its quick 
service is a time saver in 
meeting immediate needs. 
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BROCKTON 


Shoe Shipments Continue to Gain 


Total for Year to Date Shows Healthy Increase; Increase 
for Week about Twenty Per Cent 


OR the past week, shipments of shoes 
from Brockton totaled 12,097 cases. 
This is a substantial gain over the 10,333 
cases of the corresponding week in 1921. 
Total shipments for the year to date are 
476,232 cases as compared with the 463,- 
891 cases for the correspondng period of 
last year. 


Diversifying Sample Sizes 

From early days of shoe manufacturing, 
it was the custom of Brockton concerns to 
make the samples of men’s shoes in 
size 7-2 Wide. This custom has however, 
of late years aéted as a drawback in dis- 
posing of used samples at the end of the 
season. One Brockton manufacturing 
concern about three years ago changed its 
samples from all 7s to 64%, 7 and 7%, 2 
wide. 

This diversifying of sample sizes has 
made it easier than in the past to dispose of 
samples. On this point a member of the 
firm said, “We sold recently to one mer- 
chant, 75 pairs of samples, sizes 644 and 
7%. He did not wish any 7s, it being his 
plan to fit up and down, so to speak, and 
thus have better opportunities for making 
sales than if the sample shoes were all the 
same size. If we had nothing but 7s this 
buyer might have purchased 50 pairs. By 
diversifying our sizes in this way we can 
sell more pairs to one buyer and thus 
make it easier to dispose of our samples 
each season.” 


Unique Stock Catalog 


Two booklets in one is the effect which 
is obtained by looking through a catalog 
recently issued by Churchill & Alden 
Company, Breckton. The regular line of 
Ralston stcck shoes is featured in colors in 


Part 1. Part 2 is devoted entirely to the 
Tru-pe-dic shoe for men and women. Both 
of these lines are nationally advertised 
and well known, not only to merchants, 
but to the shoe wearing public in general. 

The Tru-pe-dic is a new idea in shoe 
making and shoe fitting; one which has 


made it a much talked of specialty. Both 
Ralston and Tru-pe-dic are carried in 
stock by Churchill & Alden Company in a 
variety of black and colored leathers, 
patterns and lasts. These are illustrated 
in an effective way in this “two in one” 
catalog. There is an excellent picture of 
the plant in which these goods are made. 
Also, good likenesses of the officers of the 
company: F. S. Farnum, president; S. P. 
Alden, treasurer; W. H. Emerson, vice- 
president; H. W. Fleming, secretary; J. H 
Farnum, director of manufacturing. 


Shoe Manufacturer’s 75th 
Birthday 

Preston B. Keith, president of the Pres- 
ton B. Keith Shoe Company, Brockton, 
celebrated last week his 75th birthday. 
Mr. Keith, who is in excellent health, is 
without doubt the oldest active shoe 
manufacturer in Brockton or the Brockton 
district. He founded the concern of which 
he is the head, and which is known 
throughout the country as makers of the 
famous “Keith Konquerer’’ line of men’s 
and women’s welts. 


Will Establish Factory in 
England 


The United Shank and Findings Com- 
pany with factory in the neighboring town 
of Whitman, Mass., is to build a branch 
plant in England. This concern has an 
extensive business in England which can 
be served to better advantage by having a 
factory in that country than by shipping 
from the plant in the United States. Later, 
this concern plans to build a Canadian 
factory at Toronto. 


New Corporation Founded 


The Johnson-Warner Company of 
Brockton is a new corporation formed 
under Massachusetts laws to deal in 
hides and leather with capital of $50,000. 
The incorporators are: John E. Johnson of 
Brockton, Caleb W. Warner of Melrose, ° 
and Andrew Pierce of Malden, Mass. 





ROCHESTER 


Opera Week a Business Stimulant 
Shoe Stores Reap the Benefit of Theater Opening; Specialist 


a 


OCHESTER assumed last week a 
leading position among the musical 
centers of the world, as a result of the 
opening of the Eastman Theater for the 


i Joins Staff of Orthopedic Shoe Manufacturer 


presentation of Grand Opera week to be 
followed by a series of concerts, in which 
the most noted artists of the world will be 
heard. 
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As a result of Grand Opera week, the 
women of Rochester found that ward- 
robes must be replenished and the retail 
stores of the city enjoyed one of the best 
weeks of the seasop.* 

In women's footwear, patents and black 
and brown satins in strap designs had the 
call, and everyone reports a satisfactory 
business. 


Celebrating 17th Anniversary 
“The E. W. Edwards Company, which 
conducts department stores in Syracuse, 
Rochester and Buffalo, celebrated the 
seventeenth anniversary of the establish- 
ment of their Rochester store during the 
past week. Special price inducements were 
featured and extra sales people were added 
in both shoe departments. 


Dr. Schroeter Joins Arch-Aid 
Staff 


The Arch-Aid Shoe Company of this 
city announces the appointment of Dr. 
George A. Schroeter, well-known ortho- 
pedic specialist of Brooklyn, New York, 
as head of their merchants’ service depart- 
ment, a new branch designed to develop 
a merchants’ service on Arch-Aid Shoes. 

Dr. Schroeter comes to the Arch-Aid 
Shoe Company with a broad experience in 
shoe merchandising. Not only does he 
hold degrees in chiropody and osteopathy, 
but through years of experience in advising 
shoe merchants in the fitting of orthopedic 


shoes, he has gained the practical knowl- 
edge which. will be invaluable to Arch- 
Aid distributors. 

In speaking of the appointment of Dr. 
Schroeter, Frank R. Cahil, sales manager 
of the Arch-Aid Shoe Company says: 

“We feel confident that the Service 
department which Dr. Schroeter will 
develop, and which will be at the disposal 
of our agencies, will prove marvelously 


helpful and successful.” 


Davis & Friedman Open New 
Department 


Davis & Friedman who conduct a retail 
shoe store in the Masonic Temple Build- 
ing at 59 Clinton Avenue, North, have 
taken over the management of the shoe 
department recently opened by the New 
York Suit, Cloak & Fur Company, at 20 
Main Street, East, where they will feature 
women’s novelty footwear exclusively. 


Joins C. C. Carpenter 
Organization 

The C. C. Carpenter Company, manu- 
facturers of children’s turn footwear, 
announce the appointment of Harry Bar- 
ker as assistant sales manager, to assist 
C. C. Carpenter. The C. C. Carpenter 
Company is enjoying a fine business-and 
the addition of Mr. Barker to the organi- 
zation will enable it materially to increase 
its sales activities. 





HAVERHILL 


Turn Oxfords Interest Buyers 


Have Six Eyelets and Ribbon Laces—No Increased Cuban 
Duty on Shoes Is Expected 


AMPLES of women’s turn oxfords 

are among the new productions at 
Haverhill factories. These are shown in 
patent leather, black satin and brown 
kid, having six eyelets and fastened with 
ribbon lacings. These oxfords carry full 
Louis and Spanish Louis heels in 14-8 
and 15-8 heights. 


Small Tongue Turn Pumps 


Tendencies of tongue pumps. are 
toward smaller tongues than heretofore. 
Collins & Staples are showing a small 
tongue pump having a gore under the 
tongue. The latter is patent leather with 
black suede inlay. This pump has patent 
leather vamp and black suede quarter. 
It carries a Spanish Louis covered heel. 
This pattern also is shown in all patent 
and black satin. 


No Increase Likely in Cuban Tariff 


Haverhill shoe manufacturers doing 
business with Cuban wholesale and retail 
concerns are gratified with the informa- 


tion which comes from the State Depart- 
ment at Washington to the effect that it 
appears “most improbable’ that the 
Cuban tariff on shoes will be increased. 
Cuba has always been Haverhill’s largest 
foreign purchaser of the light and dainty 
footwear produced in great volume here. 
Local manufacturers are much relieved 
by the news received from Washington. 


Removal of Haverhill 
Concern 


Cushman & Hebert, manufacturers of 
women’s shoes in Haverhill, will move 
from this city to Stoneham, Mass., where 
a factory has been leased. This concern, 
which employs several hundred people, 
moved from Lynn to Haverhill several 
years ago. It has occupied a large brick 
factory on River Street which was built 
many years ago by Chick Bros., and 
occupied by that concern until it retired 
from business. Changes in the labor 
union status at the factory is given as 
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Where to Buy 


Shoe Ornaments 











EDW. B.KAHN CO. 
BIO FULTON ST. BROOKLYN.N.Y, 











D. W. COULTAS CO. 
Maonofacturers 
RHINESTONE BUCKLES 
Big Demand 
WRITE FOR SAMPLES 


PROVIDENCE °,2 ® R. 1. 








For tongues, beaded 
or plain, in all leather, 
satins, etc., all kinds 
of buckles and bows, 
write to 


Vanity Novelty Works 
913 Gates Av 
Brooklyn, N. Y 





“Just Enough Better Te Be Thereaghly Werth While” 
BONGIOVANNI BROS. 
Largest Rhinestone Buckl 
Manufacturers in America 
High Class Buckles at Popular Prices 
2927 3rd Avenue N. Y. City 














BEADED 


BUCKLES 
AND NOVELTY EFFECTS 
PARISIAN BEADING WORKS CO. 











Where to Buy 


Shoe Illustrations 








ROOD & PREG "5 








Where to Buy 
Wanted Styles 


An Extra Editorial Service to 
“Recorder” readers, free for the ask- 
ing, with authentic information on 
current problems. 
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Where to Buy 


Standard Shoe Materials 























The One 
Waterproof 
Leather That 
Takesand Re 
tains a Polish 


Creese & Cook Co. $502" 42 
Tanneries at Danvereport 














COATED GEM DUCK 
ADHESIVE BACKING CLOTH 


Rubber and Leather 
Bee Fone Ween” 
Sheet Rubber Soling 


* ie Sameer St 


Fermerty Oe Co 


Colored 
Chrome 
Sides 


Beggs & Cobb, Inc., Boston, Mass. 

















* Cut from the best 
oak fe feather for 
i? D 












T. W. GODSOE, Pres. 
W. G. DONALD, Vice-Pres. 
F. E. JONES, Treas. 


F. E. JONES co. 


colors MAT KID 


COLORS 
95 South Street, Boston 











f New England Wood Heel Co. 
Manufacturers of 
Wood Heels and 
Wood Heel 
Machinery 
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the principal reason for removal of Cush- 
man & Hebert from Haverhill. 


New Shoe Corporation 


Forme 


The G. & G. Shoe Company, Inc., is a 
new Haverhill concern with a capital of 
$20,000, to manufacture and deal in foot- 
wear. The incorporators are: Morris 
Greenstein, Philip Greenstein and Nathan 
Gerber, all of Haverhill. 


Adding New Shoe Styles 


Hopkins & Ellis, makers of women’s 
turn novelties, are adding several styles 
to their factory instock department 
“Bill” Emery, representing this concern, 
is making a business trip to several 
Eastern and Middle Western cities. 


October 28, 1922 


C. R. Hubbard of Atlanta, Ga., was in 
Haverhill last week to buy shoes for a 
new retail shoe house in Atlanta. He is 
visiting other Eastern shoe manufactur- 
ing centers for the same purpose. Regard- 
ing the new establishment Mr. Hubbard 
said: 

“We soon will open what we intend 
shal) be the finest shoe store in Atlanta 
devoted exclusively to the sale of ladies’ 
footwear. Our location is on Peachtree 
Street, half a block from Five Points, 
which latter is, with the exception of 
Times Square, New York, the busiest 
place, for its area, in the United States. 
The title of the store will be Miller's 
Quality Footwear.” 

Mr. Hubbard, who will have entire 
charge of the new enterprise, is one of the 
South’s successful men in the merchan- 
dising of women’s novelty shoes. 





BUFFALO 


Sales Show Good Increase 


Oxfords Popular for General Purpose Wear but Colonials 
Lead in the Style Race 


YPICALLY autumn weather served 

to stimulate trade in seasonable foot- 
wear in Buffalo during the week of October 
16, sales in downtown stores, particularly, 
showing a gratifying increase over the first 
two weeks of the month. 

Some of the smaller dealers in the out- 
lying communities have not yet received 
all of their fall lines, either because of over- 
cautiousness in placing their orders or 
the freight embargo, or both. They are, 
therefore, losing some of their custom 
which insists upon having the very latest 
shoes and spurns the much more staple 
oxford. 

Colonial the Favorite 


The oxford continues to hold its popu- 


larity for general purpose wear and’ the ° 


demand for it varies little. The Colonial 
is the favorite with the best-dressed wo- 
men because of its appropriateness when 
worn with the long gowns now in vogue. 

Men are spending more freely just now 
than at any time during the year. Im- 
proved industrial conditions, with a short- 
age of labor has caused an increase in 
wages and the sterner sex is treating him- 
self to an extra pair of shoes, which he has 
not been able to afford since the slump 
which followed the armistice. 


Watters Plans New Store 


Before another autumn rolls along 
Buffalo will be able to boast of the finest 
shoe store between New York and 
Chicago, situated right in the heart of the 
downtown shopping district. Announce- 
ment was made by Harry Colgrove, 
manager and buyer for K. W. Watters’ 


two stores in Buffalo, last week that on 
completion of the 16-story office building 
at Main and Genesee Streets, on the site 
formerly occupied by the famous old 
Genesee Hotel, that a Watters’ shoe store 
will occupy the entire Main Street front- 
age. approximately 30 feet and occupying 
in all four floors. 

The new store will be the latest word in 
appointments, embodying every feature 
to be found in the larger stores of big 
Eastern cities, besides several innovations. 
It will be in reality a shoe department 
store. For lack of space the Watters’ 
stores have not handled children’s foot- 
wear. 

The second floor of the new store, which 
will. comprise not only the space above 
the store fronting on Main Street, but 
will take in that over a bank on -the 
Genesee Street side, will be devoted to 
women’s and children’s foot requirements. 

The main floor will carry men’s high- 
grade shoes, while in the basement there 
will be boys’ shoes and cheaper grade foot- 
wear for mien. The third floor will be 
occupied by the firm’s offices. The store 
will continue as at present to feature only 
exclusive makes of shoes, not found else- 
where in the city. There will be a full line 
of hosiery for both women and men. 

It is expected that the building will be 
ready for occupation about August A 
1923. 


Store Interior in Buff and 
Brown 


Buff and brown is the color scheme 
worked into the appointments in the new 








1922 


ras in 
for a 
He is 
ctur- 
gard- 
»bard 


itend 
lanta 
:dies’ 
htree 
ints, 
n of 
isiest 
ates. 
ller’s 


ntire 
f the 
ha n- 


t on 
ding 
site 
old 
store 
ont- 


ying 


‘d in 
ture 

big 
ons. 
nent 
ters’ 
oot- 


hich 
ove 
but 
‘the 
1 to 
mts. 
igh- 
here 
oot- 
| be 
tore 
ynly 
Ise- 
line 


| be 


sme 





October 28, 1922 





shoe store opened at 95 Grant Street, by 
the Washington Shoe Stores, who at vari- 
ous times have operated stores both in 
Buffalo and Niagara Falls. This is the 
first store to be inaugurated by the com- 
pany on the West Side. Other locations 
are being sought in various communities 
throughout the city and it is planned to 
expand the chain. 

The new store features men’s and wo- 
men’s footwear at moderate prices and 
carried besides staple goods, many novel- 
ties in satins and suedes for women. 
Emily M. Herbst, who has been with the 
firm as buyer for the past two years, is 
the manager of the new store. 


Hugh A. Sturgis Dead 


Hugh A. Sturgis, who was prominently 
identified with the retail shoe business in 
Western New York until 1914, died at the 
General Hospital, Jamestown, N. Y., on 
October 6, following an operation. He 
was in his 69th year. ‘ 

With his brother-in-law, H. L. Smith, 
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he came to Westfield, N.Y., from Spartans- 
burg, Pa., in 1892, and purchased the 
H. L. Rickenbrode stock on Main Street, 
and opened a shoe store. From this store 
were operated branches at Brockton, 
Stockton, and Lakewood, until the busi- 
ness panic of "93 when the stores were 
closed. Mr. Sturgis continued the shoe 
business at 12 Main Street, Westfield, 
N. Y., until 1914. He then sold out to 
Smith and Nichols to engage in other 
business pursuits, finally becoming a fruit 
grower near Westfield. He is survived 
by a daughter, three sisters, and two 
brothers. 


Randolph Store Changes 
Hands 


P. M. Wonderlich, who has conducted a 
retail shoe store in Randolph, N. Y., for 
several years, has disposed of his stock to 
Lewis and Balduf, who will continue the 
business at the same location. Mr. Won- 
derlich has returned to Warsaw, N. Y., to 
live. 





PROVIDENCE 


Retail Trade Is Fair 


Spasmodic Weather Conditions a Factor, but Sales Are 
Ahead of Last Year 


HODE ISLAND boot and shoe 

merchants report that business dur- 
ing the past week slowed down consider- 
ably, being short of the figures established 
by the previous week. Merchants ascribe 
to the weather the spasmodic business 
which has prevailed up to the present. 
A week of cool fall weather seems to be 
followed invariably by seven days of hot 
weather. October,’ here, according to 
the local weather buerau has given the 
hottest days in 12 years. Sales the first 
part of October will go ahead of those of 
last year in volume. despite the varying 
weather from week to week. according to 
the majority of shoe merchants. Both 
the high and medium priced stores did 
not boast of a big week, while none spoke 
of a decided slump. 


One Price Policy Successful 


Manager M. Casterlin of the Regal 
Shoe Store states that he has had a very 
satisfactory early fall business. He finds 
that the Regal policy of one price—$6.80 
for all shoes—is attracting more attention 
every day. He has been selling a good 
volume of a strap patterns in patent and 
suede. 


Takes Selz Agency 


Kennedy’s men’s wear store, recently 
announced the exclusive sale in Provi- 


dence of Selz shoes for men. They are 
priced at $5, $6 and $8.50. Manager 
Frank Leddy states business as holding 
its own. 


Attractive Hosiery Display 


A very attractive window of Holeproof 
hosiery for autumn wear is on display at 
the F. E. Ballou Company. Silk, wool, 
lisle and cotton for the entire family were 
priced at $1. Plain colors with hand em- 
broidered clocks were ready sellers at 
$2.75. 


New Stores Open 


The Spencer Shoe Store on Washington 
and Eddy Streets, here, opened the past 
week with a complete line of men’s and 
women’s medium priced shoes. In Paw- 
tucket, a new up-to-the-minute bootery 
opened October 21 on Main Street, 
known as Abish and Barry. Women’s 
high grade shoes will be sold. 


Merchants Meet November 7 


The second fall meeting of the Rhode 
Island Shoe Retail Dealers’ Association 
will be held Tuesday, November 7. Presi- 
dent Fred S. Fenner wishes all members 
to be present. The meeting will be held 
at the shoe store of Thomas F. Peirce and 
Son, at 6.30 P.M. 




















Whose to Buy 


Engraving and Printing 

















“The HOWA 


CAMPELLO N. MA! 


2% 2 ,BROCKTO 
CARTON LABELS, TAGS. 
SHOW CARDS, 
PRICE TICKETS, FOLDERS, ETC. 
: SOWARD i 








COLOR PRINTING DESIGNING 


CATALOGUES 
Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 








[ = UNIVERSITY 7, 
-Flcreotve foun 
‘ta 








ATLANTIC PRINTING CO. 
Shoe Printers ° 


Tear out this ad and mail for details of 
our Special Printing Service for 
the Boot and Shoe Trade 
201 South Street, Boston, Mass. 
Telephone Beach 4960-4961 























Where to Buy 


Miscellaneous 

















Retail Shoe Sales Letters 
Five Copies, All Different, $3.00 
Check with Order 
Your Money Back if Not Satisfied 
F. S. ROOT COMPANY 


Sales Letters Specialists 
6 BEACON STREET BOSTON, MASS. 














ELASTIC TIP COMPANY 
Boston, Mass., U. S. A. 
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ENGLAND’S FAMOUS BOOT RACE 





An amusing incident of the Boot Race at the 7th Annual Meeting 
of Paxman’s Athletic Club, Land Lane Enclosure, Colchester. The : 
competitors in this race had to change their boots every 50 yards. “ey 


I 
' 
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* 
ans men customers consider dressing time 

as time wasted. They’re always in a hurry 
—in the morning when rushing to work or busi- 
ness or later in the day when changing for their 
sports. 


In your customer’s mind, speedy, easy lacing is 
an important factor in the selection of good foot- 
wear. Shoes fitted with lacing hooks are easy 
y to lace and “trim” in appearance. They are 
already a feature of the better grade shoe. 


_ Specify lacing hooks when ordering shoes for men. 
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(Peakagy See | DeLipp Footwear / OU CREATES, / 


STYLE AND QUALITY 
SELLS THEM IN QUANTITY 


DEGEN-LIPP, Inc. 


Makers of 
Women’s Best Turn Footwear 








NEW YORK OFFICE 
607, MARBRIDGE BUILDING 














FACTORY: 
BROOKLYN, N. Y. 
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WHY BUY NEW MERCHANDISE 
WHEN YOU CAN TURN ALE. YOUR 
DEAD STOCK OF OPERA PUMPS— 
BOOTS—OXFORDS, ETC. INTO 
STYLES OF TODAY 





BEFORE AFTER 


ACT QUICK 


We put in quarter lining, redress the shoes and re-mark 
sizes. 
DELIVERIES—10 DAYS TO 2 WEEKS 
Absolute fit and workmanship guaranteed 


H. B. SHOE REMODELING CO. 
63 EAST 9th STREET NEW YORK, N. Y. 
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GREELEY BOUDOIRS 


WILL GIVE GREATEST SAT’SFACTION 
TO YOUR TRADE 
MORE SNAP 
BETTER 
WORKMANSHIP 
FINE MATERIALS 


LOWEST PRICES 
POSSIBLE FOR TRUE 
QUALITY SHOES 


IN STOCK 


ASK FOR 
SAMPLES 


A. W. GREELEY 


49 Washington Street, Haverhill, Mass. 
Branch Factory, Newton, N. H. 


Black —Red—Havana 
Brown — Blue — Pink 


| 


COMMISSION 


LEATHER MERCHANTS 


} FINE OAK SOLE LEATHER 


BELTING BUTTS 


332 Summer St. BOSTON, MASS. 


APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles of 
»wing children and as a fully venti- 
Fried * Ventilated Foot 
Developer ie uneseelled. Well-known 
surguvens eccommend its use. 
Make your stock of 
FENTHATIO? — chiliren's 

OaTEnTe® complete by sending 

our order today. 
*hone Brockton 2133 
for immediate action 


BURKLEY 
SHOE Co. 
1156 No. Main St. 
Brockton, Mass. 


oe, the Burkle 


Cetails ¢2,93 50 





GROPING IN THE DARK 


Time was when the purchase of advertising space was 
a “blind groping in the dark.” Advertisers had no means 
of checking a publisher’ statement of circulation and 
often these figures were unreliable. 

In six years the Audit Bureau of Circulations has 
solved this perplexing problem. By a systematic analysis 
of distribution and methods this organization is able to 
supply iust the deta an advertiser needs. The darkness 
is dispelled and the bright light of verified facts takes its 
place. Space buyers no longer find it necessary to grope 
in the dark. 

There are no dark spots in the Boot and Shoe Re- 
corder circulation. Our records are audited by the Audit 
Bureau of Circulations. 
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Changes in Business 


Current Events in Failures, Suspensions and Activities 
in the Shoe and Leather Trade 

















FAILURES 


Boston.—Meyers & Meyers, wholesale shoes. ~ 
ported meeting of creditors called for October 3 
Eufaula, Ala.—J-ff Davis, shoes, etc., reported > 
titioned into mankruptey- 
El) Dorado, Ark.—M K. Blank, shoes, etc., 
reported petitioned into bankruptcy. 
Tar Fla.—H. yey Toe elc., reported 
ered to ompromine 


Los ce Angrire. Ca Sars ical shoes. reported 


ay wen fam thoes, 
Ses pane _— = rupicy. otc. ves 


Macon, Ga rp ly oes, reported ask- 
ing genern ——- 

Vienna, Ga.—Vienna Shoe Store, shoes, reported 
petitioned into bankruptcy. 

Chicago, I1.—L. F. Kunitsman Shoe Co., wholesale 
shors. reported asking extension of ten months. 
Indianapolis, Ind.—Isaac Robbins (519 Iniiana 

Avenue) sho's, etc., reported petitioned into 


Haverhill, Mass.—C. & H. Shoe Co., shoe manu- 
facturers, recen'ly commenced business here. 
Hebert Shoe Co., shoe manufacturers, re- 
moved to Stoneham. 
Lynn, Mass. —Cruise-Sullivan Shoe Co., shoe 
Ts, d authorized capital to 
$100,000. 


Porter-Sveden Shoe Co., shoe manufacturers , 
L. P. Porter, Treasurer, ret res. 
Salem, ‘Mass.—Weber-Laemmie Tanning Co., 
4ann-rs, succeeded by Lorraine Tanning 
“Hutison, Mass.—Smith-Crawford Shoe Co., ‘shoo 





Newton, bey —M. Boardman, shoes, succeeded 


by M. Fried. 
Mecbichead” Mass.— Martin — Co., shoe 
leather. incor- 


manufacturers, removed to Sal 
Salem, Mass.—Gill Leath¢r Co., 
porated with authorized rapital of $50,900. 
Pine F tod old Ark. Py Shoe Stor-s, shors, re- 


a... ™ » Co. ol 
! » Shoeg, aus 
ea ee hpicy” 1? pba ar Ark. ane 'W. Holt, shoes, etc., re- 
ief River Falls, Minn.—E ogenson, shoes, sold tif. 
cported ass = or 7 Cali —kfed,, Mogeing Company, 
—_ rel Co-operati xcha incorporated 
Pall City Nob reneChs § petitioned into =* Aiken Fra. Cal mae ow & Sullivan, shoes, etc., 
ruptpey. succeeded by Sherrard & Penesh. 
Clovis, N. M.—A. Isenberg, shoes, etc., reported fan Franc’ —* Calif.—Fgan, Dryfoos Dis'ributing 
petitioned into hankruptey. Co.., ted wi h capiial of $50,000. 
Broo\lyn, N. ¥Y.—Asbury Shoe Co.. manufacturers Ch° avo. oti ~Rathan n Lf (5753 NV. Clark Street) 


of infants’ shoes, reported petitioned into bank- 
ruptc 
naxcolled Shoe Mfg. Co., Inc., shoe manu- 
facturers, reported itioned into bankruptcy. 
New York City.—H. Brenner & Co., manufactur- 
ers of infan's’ shore, mperet receiver appointed. 


R ted liabilities 
excelsior Leather Co.. 56 Walker Street) 
bankruptcy . 


leather, reported petiti into 
R ted reoviver appointed. 
avid Wasceiatng 23 Hester Street) shoes, 
—~ meeti itors cal 
ubin I auer — (933 E. 163rd Street) shoe 


ranufacturers, reported petitioned into bank- 


rupic 
Lin Ohio—Quality Boot Shop. shore, reported 
to ise at 25 percent. 
a YH. LL Sanuels Co., shoes, etc., 


Rochester, N. ¥.— 
reported petitioned into Lankruptcy. Reported 
omer, appoint 

Saws, —Worlds’ War Service Men's Sales 


NJ shoes, etc., reported petitioned into 
eT, 
Dunkirk, N. ¥.—The Liberty Store, shoes, etc., 
reported attienes ite bankruptoy. 


Coteown, ‘— Schifreen, —\ 

reported offeri = ‘compromise at 10 percen' 

Duquesne, Pa.—Kaufman Bros., — etc., re- 
ported itioned into bankrupt 

Philadelphia. Pa.—S. & H. ZS 9 thoon. reported 
offering to co.n nise a 

Samuel Swerlin (2109 8. toad Poirest) shors, re- 


ported tata into bankruptoy. 
Port _ veny » Pa.—A., C. Otsanan, shove. - 
ering to compromis* al peroen 
Columbia, S. C.—Morr's 8. Schas (The Boston 
Store) shovs, reported asking g-neral extension. 
Peever, 8. D.—O. R. Aney, 8, elc., reported 


assigned. 
M hia, Tenn.—M hi Oey GG. shoes 
6 ted petitioned , nkruptcy 
Mr. ote oper ‘Voxas.—B. B. Stevens Co. (B. 
Stevens) shoes, elc., reported petiti 
bankruptcy. 
Commeese, Texas.—W. F. Thonas, shoes, etc., 
‘titionsd into ban crup cy. 
Ogden, ie Uiek. —Economy Sa np: Shoe Store, shoes, 
reported politioned into bankruptcy. 
Kenosha, Wis.—Brown Shoe Co., shoes, reported 


Nanaimo, B. C.—Armstrong’s Ltd., Shoes, etc., 
reported assigned. 

Monireal, P. Q.—Michael Friedlander, shoes, re- 
ported assigned. 





inlo 


CHANGES 


Brockton, Mass.—The Johnson-Warner Co., top 
lifts, incorporated with authorized ged capital, of of 

$50,000. Brockton Drgntard Mee a 
with au- 


qanagarse., wy 
thorized capital 423.000. 


Rockton, Ill.— R. U. Thrifty. Inc., shoes, incorpo- 
rated with capital of $40,000. 
Fort - ny Ini.—A. J. Bonay Shoe Exp-rt, Inc., 
shoes. incorporated wae 0 tal of $50,000. 


"Go Tea Ind.—O' Brien ithmeyer Leather 
her and sa recently commenced 
Augusta Ga, ia Ste & Nickerson Shoe Com- 
pany Shocs led by Stelling Shoe Com- 
Rock yok Taland, tl. fest Island Slipper Company, 
Inc., incorporated with capital of $23,000 
Kansas City, Mo. ee — mal Company 
ors, wil pt Sng t 0,000. 
Nashua, N N. H. —Davis Shoe c | 
shos, reorntly commenced oer 
Harrisburg, Ill.—Lee, Lockwood & Hubbard (B 
Department Store), shoes, etc., Eel 
retir's. 


Fort ye Wayun, Ind.—Ben Falk Pe Go, Inc., shoes, 
porated with capital of $15 
acteaen, Ind.—J. S. Brice, =. etc., re- 
ported sold out to Boston 
Parsons, Ind.—Lytle’s Shoa Storo, shoes, reported 
out of business. 
New York City—Admiration Shoe Co., 
shors, incorporated with me of $25,000. 
Danzig & Haskell Co., shoes, incorporated 
with capital of $10,000. 
Nat's Bootery, Inc., ‘shoes, succeeded by Park 
Bootery, Inc. 
Goldman Bros. - Co., Inc., incorporated 


with capital of $5,000 
Le hops Calif.—Huff & Mayer, shoes, dis- 
ors Lag bi gat 
San Di if.—Karron, Kastavman & Krinit- 
sky. ate., by Keystone Naval 
one. Read Bros., sh reported 
velan —Rea oes, etc., 
sold out to W. D. Dobbin 
Emmetsbu la.—J. H. Knoblauch, shoes, etc., 
cmenenaell’ i pe & Schlutsmeyer. 
H. town, Md.—Hagerstown Shoe & olagting 
. ranufacturers, ysanitet dee 
Cons’ ant ine, Mich.—Par.! ~ "eee aan -_ 
ceeded by Eigen | Shoe 
Lake, — F. Johnson, shocs, etc., suc- 
by L. Simon & Son. ay 


er ng Minn.— 
shores, Julian H, 
tember 1 





ea es aie 
SS with capita 
capes Bee Shor Co., 

—iee® from this firm on Sep’ 


at whi he sold his interest to Louis Mt 
y- “iibert H. Chapsky is still an inter- 
Spee in this business. 

Velva, N. D.—Muus Bros. (Economy Store), shoes, 
etc., ed selling or sold out 

Stephen, Minn.—G & Clausen, shoes, etc., 
succeeded by Clausen Civthing Store. 

Derry, N. H.—Fa Remnant Store, 
shoes, ‘out. 


Norfolk, 
succeeded by 


Neb.—J. C. Schwichtenberg, shoes, etc 


Cart Fritalcr. 
Raymond, N. H.—Chase Chamberlain & Co., shoe 
a liquidati “ 
T4594 os*r Corpany, sho-s, 
LA by J. C, Pownds Shor Company. 
Pema dy N. U.—Self Service Shoe Stores Corp., in- 
ted with a ital of $10,000. 
Br mae N. Y. hake spital of $20,000, no 
ed with capita’ 
L. Co., Inc., shoes, i 
capital of $20,000 
Waverly Shoe Tri ring Co., Inc., ranufac- 
turers ¢nd jc bl ers, Capital increased to $75,000. 
United Boot € ‘0.2 Inc., shoes, incorpo- 
rated with capital of $4,000. 
Ne v York City.—Crockin Show Corporation, shoes, 
ty = capital of $100,000. 
ap Newt ne ne., shoes, incorporated 
wit] capita! of $25,(00. 


\inuhs, ne., shos, — with capi- 
tal of $10,000. 
Syr Y.—San F isco Nettleton Co., 
ted we oe of $20,000. | 
Albemarle, NGM. F & Co., shoes, etc., 
reported sold 


Farmington, N. *H—Paul J. Richards Co., Inc., 
shoe manufacturers, authorized capital $160,000: 
.—The Bootery (1 


La Grande, Ore.—T . C. Howard, 
i ’ shoes, left town. 
Cleveland, Ohio.—H. Meyer & Son, shoes, suc- 
Geo. Saks. 


ceed 

Mt. Vernon, Washington.—G. T. "geen , shoes, 
etc., succeeded by Wheeler & N. 

Donora, Pa.—J. Grossman, sho: s, out of business. 

-—" Grove, 7. “4 5 ~ “sagen Co., shoes, 


Bethichem, Pa M. bose Co., shoes, etc., 


etc., incorpora 000. 
Norfolk, Va. Mears & Dawson, shoes, etc., 
st es eke een SE ie 

cl iver Fa 8.— , @tc., 
shoe — . Hagen 
.—Star Siar Clothi 

cuanatal by I _—— Shoe an St Soe Co. 
Bennington, —Sam Solomon, . reported 

Hing or sold out. 

Pi'tsh rgh, Pa.—Porter-Seitz Shoe: Stores Co., 
shoes, capital increased to $15,500,000. 


Navy Needs ““Gym” Shoes 





October 28, 1929 


with . 


Washington, Oct. 19—The Bureau of | 


Supplies and Accounts, Navy Depart- 
ment, will open bids at 10 A.M., October 
31, to supply: approximately 6936 gym- 
nasium shoes. They are to consist of 
4896 pairs of size 7; 1704 pairs of size 6; 


and 336 pairs of size 5. The shoes are - 


for stock and are to be delivered to the 
New York Supply Depot, South Brook- 
lyn, New York, not later than January 1, 
1923. In case kidders are not able to 
make deliveries within the time specified 


they are requested to state the actual | 


time required. 





New Shoe Stores 
Ad’'er’s, 1667 Pitkin Avenue, Brooklyn, 


N. Y. (Brownville Section), will open | 


early in November. 


} Adler's, Newark Avenue, near Grove | 
Street, Jersey City, N. J., will open soon 
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LINE WANTED 


WANTED TO PURCHASE 


MISCELLANEOUS 








SALMAN, well eouuginns w with shoe trade in 
Northern California, Sou m and Ne- 
vada, wants short line of men ‘s or ar hace dress welts 
to coy as side line, on commission basis. 

D-543, care Boot and Shoe Recorder, 207 South 3t., 
Boston, Mass. 





SPACE WANTED 








WANTED 
SHOE DEPARTMENT SPACE 


Wanted—Space for shoe department 
in department store or large women’s 
furnishings. Must be in Oregon, 
hy - pee or California. Address 
D-535, care Boot and epee Rssasden, 
207 South $ St., Boston, 














TO LEASE 


T? — a Fy located shoe department, fully 

, in leading department store of large 
a city. Addr ss D-551, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


For LEASE—First floor loca'ion, approximately 
25x90 feet, in long-established department store, 
Window ap located on corner in shopping dis!rict. 











indow spac:. Fixturcs now installed. Saul 
Wolfson Dry Co., Incorporated, San An- 
tonio, Texas. 
FOR SALE 





FOR SALE—Complete set of mahogany shoe 
window fixtures. Pargain. Brockton Shoe 
Market, Inc., 1823 Myrile iv. Brooklyn, N. Y. 


OR SALE—Lease, fixtures’ and stock of ladies’ 

and ts’ footweartn’ Central Tlinois. Good 
reasons for s-lling. Address D-545, care Boot and 
Shoe Record: r. 207 South St:, Boston, Mass. 


(OR SALE—HEAL. SHOE store in a real Indiana 
city. Everything desirable—ocation, trade, 
stock, equipment. Exceptional eeu. 
Investigate at once. Addrvss D-533, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 











SHOE STORES 
BOUGHT FOR CASH 


Retail or Wholesale Stocks 
AnyAmount Write Me 
D. KOCH, 908 Putnam Ave., Brooklyn, N.Y 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 BROADWAY NEW f'&K NY 
PHONE—SPRING 9965 


WILL( SLOW SELLERS )FOR 
BUY lEnTine stocks) CASH 
Bargains ia shoes always on hand {or special sales and bare ein basements 








for entire shoe stocks or surplus stocks of 
shors other mercha 


CASH PAID 


or indise. Any quaatity. 
Prompt uals given. 
KIRSCH-BLACHER CO., Inc. 


293 Church St., New York, N. Y. 
Phone Canal 0679 








CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. (Leases taken over. 
We qill send a representative to investigate 
and meke offer upon request. 
Kalter Cerf. Mercantile Co., Inc. 
591 Broadway. New York Cit 
Phone Spring 5160-5161-51 











FAMCUS GLASS 
FIXTURES 


i Shown in Catalog G. F. 


Wocd Fixtures 
Catalog No. 14 


Artificial Flowers 


Catalog No. 19 


Windcw Valances 
In Stock—Ask for Samples 


Windcw Rvgs and Plush 


Samples Sent 


The Hecht Fixture Co. 


Medinah Bldg. Wells and Jackson 





oo YY RK -HOW kKOUR: 


70 West 36th “treet Chicago 


Just East of Brosdway 

















DO YOU CONTEMPLATE 


Retiring or going out of business? | 


I will value for entire or surple 
etock dame. = 
Leases having a short term to run taken over. 
Ee i 25 years. 

I. OLENICK 
413 Broadway, New York. Tel. 9531 Canal 








FOR SALE 


Brand new Exclusive Shoe Store in best 
city and _ richest —s district, 
northeast Nebras' bout $12,000. 


Cheap rent, in comm mrad general 
store. Sudden illness. Exceptional 
No trades. nquire 


portinity. 
Walla & Howarth Inv. Co., West Point, 








We buy quick and pay highest cash price 
~ retail and wholesale stocks of shore or 
other merchandise. Quantity a0 object. 
‘or 30 years our specialty 
Berk and mercantile reference. 


BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 


610 Broadway Brooklyn 
Phone Stagg 175 
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AUCTION SALE 
For the account of B. Forman & Sons, 
Roanoke, Va., 70 pairs Ladies Patent 
Leather Pumpe, at the office of The 
Effron Co-r pany, 334 Main Street, Cin- 
cinnati, Ohio. on the 8th day of No- 
vember, 1922, at 10 o'clock, a. m. 


THE FEDER GREGG SHOE COMPANY 
Gest and Evans Street Cincinnati, 0. 

















WANTED TO PURCHASE 








HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy your 
surplus or slow sellers. Quantities no object. 
as or wholesale. Short term leases taken 

our hands. Wire or phone us. Corres 

wales comttontted, Falablaived 1890. 

MAX GLAUBERG 

52 Lispenard Street. New York City 
We also purchase clothing, hats, furnishing 
etc. Phone Canal 4154 











Milbradt Rolling 
Step Ladders 


are made in a great man 
styles to suit all kinds 
of stores and ing 


save the wear and tear 
on your shelving and 
help the — a 
our store. ‘po sub 
t to approval and sat 
faction guaranteed. 


Write for our latest cat 
alog showing 18 style 
of ladders as well a 
other store fixtures. 


Milbradt 
Manufacturing Co. 


2416. No. 10th St. 
ST. LOUIS, MO. 


SHOE STORE 
CHAIRS 
SETTEES 










WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN CO. 
1181 4th St. CINCINNATI, OHIO 














Information for Shoe Merchents 


“Where to Puy™ const'tvtes a source of 
know!ed/e so tha! he ae runs through these 


pages may rrad—and barn. 











144 


BOOT AND SHOE RECORDER 


Octcber 28, 1922 





issue: 

Space l time 7times 13 times 
lin.......$5.00 $4.00 $3.50 
2 in.......10.00 8.00 7.00 
3 in.......15.00 12.00 10.50 
a teette 20.00 16.00 14.00 








Recorder rates for space less than one-eighth page per 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


OSITIONS WANTED—Four cents per word for each insertion. 
Minimum amount acerpted, 
"Want" advertisements, seven cents per word for each insertion. 


26 times 52 times Minimum amount accepted, $1.25, Ads under this heading will be 
$3.00 $2.50 received up to noon oa Tuesday of week of publication date. When 
ety > advertisers desire answers to come in care of this office. twelve words 
6.00 5.00 must be allowed in ench advertisement for address. When advertisers 
9.00 7.50 desire replies forwarded direct to their address, each word of the 
12.00 10.00 address must be counted in the advertisement and paid for accordingly. 





Payment in advance is required, except when regular advertisers, as amounts are to small to open accounts 


Auswers to ads must be sent under letter postage. 


seventy-five cents. 


For other 














SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 








duct an I. 


office, 562 Fifth Avenue). 





Retail Shoe Executive 


IS WANTED BY I. MILLER 
& SONS, Inc., FOR THEIR 
CHICAGO STORE 


Our Mr. Mittelman who has had charge of this store 
is leaving to go into business for himself and to con- 
Miller Shoe Department in Russeks 
Specialty Store at Detroit. 


The man we want must be capable of assuming re- 
sponsibility and know how to run an organization of 
this kind successfully. Applicants will be interviewed 
= personally by Mr. Miller, who will be at the Chicago 
~~ storeon Monday, Tuesday and Wednesday, November 
.. 6,7 and 8 (or may communicate with the New York 











POSITION WANTED 


STO SUPERINPE ENPTAND QUAL- 
ITY MAN, who knows how to keep cs's down 
without sucrificing goo! shoomating, who is now 
amployed, di sir s to connect with a live, h is:ling 
\ choe factory that wants c silis. Thoroughly ex- 
ri noed in all branch s of th» busin:ss. Ad ir-ss 
essa care Boot Shoe RecorJer, 207 South 
SL. Boston, Mass. 





ANTED salesman to repres*nt a Philadelphia 
W wholesale shoe house making a specialty of 
women's and childrn's s'aples and novelties in 
Pittsburgh and surrounding territory. One that 
has exp rience on this territory preferred, but not 
essential; but applicant must live in Pittsburgh 
Address D-542, care Boot and Shoe Recorder, 20. 
South St., Boston, Mass. 

7 





ALESMEN WANTED—For our new line of 

women's snappy welts and turns, ready No- 
vember 15. We have the following territories open 
for high-class sak smen with following: Indiana, 
Michigan. lowa. Wisconsin. Minn sota, Virginia, 
and North and South Carolina. Brauer Bros. Shoe 
Cor pany, St. Louis. Mo. 


SA LESMEN WANTED to carry side line of shoe- 
laces on a commission bas s. ain territories 
open. Vertist Braid Works, 30° Dwight 5St., 
Springfield, Mass. 


EIDER SHOE MANUFACTURING CO., 

Schulykill Haven, Pa., have an ing for 
several reliable salesmen with establi trade. 
Popular-priced infants’ and children’s turn shoes, 
sis from | to 11, to carry exclusively or as a side 
line in the following Siates: New England, New 
York, New Jersey, Delaware, Maryland, Mlinois, 
Wisconsin, and West Virginia. Liberal commission 
paid. Apply tosaics manager 410 Lyceum Building. 


ws NTED—Experienced shoe salesman, capable 
of taking charge of high-grade men's depart- 
ment. State reference. Address D-547, care Boot 
and Shoe Recorder, 207 South St.. Boston, Mass. 


‘ALESMEN WANTED—One for the Middle 
West arid one for the South, to carry a medium- 
priced line of children’s, misses" and growing girls’ 
welts. Only men with established trade ond ap- 
ply. Burger & David, Inc., Nyack, N. Y. 


L'VE-WIRE SALESMAN to carry as side line, 
on liberal commission basis, our line of grow- 
ing girls’. misses’ and childr. n's welts, im stock in 
the following States: Wisconsin, Minnesota, North 
Dakota. South Dakota, Nebraska, lowa, Kansas, 
Arkansas. Oklahoma, Kentucky. and Tennessee. 
Only hustlers with established trade need apply. 
Please give full details as to length of Lime covering 
territory and references. Men carrying non-con- 
flictinz lin: preferred. The Cleveland Mfg. 
Co., 3927 Clark Ave., Cleveland. Ohio. 


GALESMEN— Having an established trade in the 
Stat«s of Ohio, Michigan and Middle West ; for 
women's, children's and boys’ popular-priced welis 
and McKays. A rare. opportunity for exie'lent 
connections with a ral live concern, | those 
vho have a good established business apply 
Criscent Shoe Co; 159 Duane St., New York City. 


























Opportunity ‘or Shoe Salesman 


A Western manufacturer of nationally advertised 
Women’s, Men’s and Children’s shoes, traveling 
sixty salesmen, has West Virginia, territory open. 
Exceptional opportunity for man with a successful a 
record as shoe salesman. 


mS 


Must be familiar with territory and ready to begin 
Spring trip not later than November 15. 


Address D-546, care Boot and Shée Recorder, 189 bi 
W. Madison St., Chicago, IIL 
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SALESMEN WANTED 


SALESMEN WANTED 





A® REAL PROPOSITION FOR. REAL SALES- 
MEN—Severnal guod territories are . for 
capable salesmen, to sell an exceptionally well- 
made line of women's hand-tur comforts at 
right prices. Commission basis only. An in-stock 

position. Applicanis must have esiablished 
trade and furn best of references. Address 
D-544, care Boot and Shoe. Recorder, 207 South 
8t., Boston, Mass. 





GALESMAN with established trade jon = 
pd es nates lowa or Nebraska. Sirictl 

ition. A money-ma) a Tor 
CO-GETTERS. ERS. Wobst Shve Company, Milwau- 
co, Wis. 





WANTED SALESMAN to carry our line of 
ladies’ anelty Retever in lowa, Nebraska, 
and Kansas. We 
= books. Onl 
w nz need apy 
mation w th application. Ww. 
1912 Pine St., 5t. Louis, Mo. 


Shi see WANTED—Satesmen to-di of 
large stock of imported men's spats, calling on 

Supeenael big quantities only. Rostex Co., 

Broadway, New. York City. Prnnsylvania 6219. 


ALESMEN with established trade wanted—to 
carry as side line with non-contlicting line, 15 
styles of Milwaukee work shuvs. Every s aus car- 
ried on the floor. 6% commission. The following 
ee a: alifornia, Oregon, Montana, 
Wyoming, Utah, Idaho, New Mexico, Ne! a, 
North and South Dakota, Virginia, Minnesota, Ar- 
kansas and Colosade. Coble Shue Co., 352 East 
Water St., Milwaukee, Wis. 


GALESMEN WANTED—Some very good ter- 
ritm y open for real salesmen to sell our medium- 
pricec line of. flexible turns, sizes. 1. to 5, finished 
with mock-heel. Thirty-six styles, carried in-stock. 
We pay the highest rate of commission. Strongest 
side-line on the market. Give full particulars and 

Corporation, 


-in-application. Staud 
Rochester, N ne 


ve a good line of accounts on 
nen with acquainian e and fol- 
Give referenve and infor- 
T. Moore Shoe Co., 














ISCONSIN manufacturer of ladies’ and 
Uemen's sport ts, . welt and nai 
work and outing shoes, will largely expand erri- 
tory January first. Desirable territories open in- 
clude the: ang, Sentons Pennsylvania, Ohio, 
Indiana, Southern Michi 


n, Ulinois, Ch and 
3 bere SS ne Suey +g Dakota, Nelesoke Colored 





Salesmen Wanted 


ve organization sperializing in 


ducers who can sell the large city trade. 
An. exceptional opportunity. State 
meetenre. Strictly confidential. Ad- 
ress 1-552, care t and Shoe Re- 
aa 207 South St.. Boston, Mass. 








ce 


SALESMEN WANTED in 
Iowa, Kansas, Illinois, 
Outside (Chicago), Missouri, 


to carry a good short advertised line of 
Over-Size women’s shoes on a commis- 
sion basis. Address Anderson-Owens 
Siiae Co., 373 Washington St., Lynn, 
Maas. ‘. 








We want a live-wire salesman for our 
in-stock line of Women’s Snappy Welts 
to retail at $5.00. Short range of sam- 
ples. Give complete information in 
first letter. 











Kaltz-Zimmers Mfg. Co. 


Milwaukee 


We are manufacturers of stylish, popu- 
lar-priced women’s shoes, and want to 
interest three or four “‘live-wire’’ ex- 

rienced shoe salesmen for Central 

estern territories. Strictly commis- 
sion only, but to the right men we 
will. make a proposition that has 
immediate earning possibilities. In 
writing, give full information regard- 
ing yoursel: 














POSITION WANTED 


GHOE BUYER AND MANAGER open for po- 
sition. One that can get resulls. Several 
years” experience in medium and high-grade wo- 
men's shoes in large city. Best of refervnces fur- 
nished. Address D-518, care Boot and Shove 
Recorder, 189 W. Madison St.. Chicago, Il. 


UCCESSFUL SALESMAN, covering Southern 

territory, including Baltimore and Washington, 
with established trade, having sold high-grade 
women's wells and turns, desires high-grade wo- 
men's line. Correspondence confidential. Address 
D-549, 623 Powers Bldg., Rochester, N. Y. 











THIS WILL 
INTRODUCE 


a young man of most unusual ex- 
ecutive ability. We feel we are do- 
ing some manufacturer a gen'.ine 
service by calling attention to the 
possibility of securing the experi- 
ence of this man. 


He has been the Treasurer and 
Secretary of an important manu- 
facturing nm, with ive 
duties including that of Seles Man- 
ager and Advertising Director. He 
is also well trained in various 

h of fi ial organization, 
credit investigation both domestic 
and foreign, exporting, etc., as well 
as having been an auditwr in one of 
the largest banks in the country. 


The Boot and Shoe Recorder rec- 
ommends the gentleman with con- 
fidence, knowing that his desire to 
make new ions is d by 
conditions beyond his control. Ad- 
dress D-553, care Boot and Shoe 
Recorder, 207 South St., Boston, 
Mass. 

















Sales Executive 


is open for connection with shoe . 
manufacturing firm that is 

desirous of expanding sales. 

Has had successful experience 

in sales managing and style 

production. Thirty-three years 

of age Best of references furn- 

ished Address D555, care of 
. Boot and. Shoe. Recorder, 207 

South St., Boston, Mass. 
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Bongiovanni Bros., New 


Gach Enereen ] pate. 
Coultas Co., D 


| ay ‘Co., os New 3 York City. . 

Grand Rapids Show Case Co., Grand Rapids, 
Mich 123 

Hecht Piste on Chicago 

Holophane Glass Co., New: York City 

H. B. Shoe Remodeling Co., New York City. 141 

Kahn, Edw. E., Co., Brooklyn, N. Y 

Lyons, Hugh & Co., Lansing, Mich 


Milbradt Mfg. Co., St. Louis, Mo 143 
Myers, F. E., & Bro. Co., Ashland, Ohio. .. .1 


Netschert, Frank, New York City 


Onken, Oscar Co., Cincinnati, Ohio 
Onli-Wa-Fixture Co. Dayton, O. 


Palmenberg, J. R., & Son, New York City. 120 
Parisian Beading Worke Co. Philadelphia. 137 


Rauh, 8. & 


New York City 
Reth, Keri, L. B., Findlay, Ohio 


Vanity Novelty Works, Brooklyn, N. ¥ 
Waverly Shoe Trimming Co., New York City 

120 
Whitcher, Frank W., Boston 


Wizard Lightfoot Appliance Co., St. Louis, 
BE Secvsssededecdecoewsesqesoes 2nd cover. 


MACHINERY, LASTS, MFRS. SUPPLIES, 
DRESSINGS, ETC. 


Appelbee-Newman Co., New York City... . 


Barton Mfg. Co.,- Waco, Texas 
Beckwith Mfg. Co., Boston 


Griffin Mfg. Co., New York City 

ms 5 England Wood Heel Co., Haverhill, 

North & Judd Mfg. Co., New Britain, Conn. 30 

Oxley’s, Inc., Haverhill, Mass 

Tubular Rivet & Stud Co., Boston 

United Fast Color Eyelet Co., Boston 

United Last Co., Boston 

United Shoe Machinery Corp., Boston 
48-50-122 


Wiechman Pattern J mad Gage Ohio. ..138 
Wine Insole and Counter Co., pello, 


LEATHER AND OTHER MATERIALS 


Beggs & Cobb Co., Boston 
Bristol Patent leather Co., Boston 6 
Brown, C. D., & Co., Inc., Rochester, N. Y.. 84 


Chamberlain, B. F., Boston 
Creese & Cook Co., Boston 


Dryden Rubber Co., Chicago 

Foerderer, Robert H., Co., Boston. .... 
Everlastik, Inc., Boston 

Gallun, A. F., & Sons, Milwaukee, Wis 
Hanover Rubber Co., W. Hanover, Maas. .. . 
Hygrade Tanning Ca., Peabody, Mass..... 
Jones Co., F. E., Boston 

Kistler-Lesh & Co., Inc., Boston 

Levor, G., & Co., Inc., New York City 

Ohio Leather Co., The, Girard, Ohio. ..53, 54 
Pfister & Vogel Leather Co., Milwaukee, Wis. 11 
Quabaug Rubber Co., No. Brookfield, Mass. 104 
Scherer, Oscar & Bro., Inc., New York City. 19 
Vaughan, Geo. C., Peabody, Mass 


MISCELLANEOUS 


Howard Pein 


Kalter Cerf. Merc. Co., Max, New York City. 143 
—-= lacher Co., ag New York City. .143 
h, D., Brooklyn, N 143 
National Shoe Retailers Ass'n, Chicago. .. . 
iw port Corporation, 
New York City 
Root Co.,; F. S., Boston 
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COLONIAL TIME! 


Immediate Deliveries 


5 Styles in_Stock 


X 


No. 912—Patent Colonial. Ooze inlaid tongue. 
French corded. Heavy turn sole. 16-8 full 
Louis heel. Widths AA, A, B, C. Price $4.00 


No. 910—All Black Satin Colonial, Ooze Inla 


Tongue, Style as No. 912. Widths AA to C. 


16-8 full Louis heel. Price............ $4.00 


No. 914—Patent Colonial, Black Ooze Quarter 
and Tongue, Junior Louis heel, Heavy Turn 
Sole. Patent Inlay. Widths AA, A, B and C. 
Price $4.25 
No. 917—Patent Colonial, Black Ooze Quarter 
and Tongue,’ Patent Inlay. 16-8 full Louis 
heel. Style as No. 914. Widths AA to C. 
Price ‘ $4.25 


Terms, 2-10, net, 30. 


ELLIS-EDDY CO. suoemxers) Lewiston, Me. 


915 


No. 915—Fine Black Satin Colonial, Black 
Ooze Tongue, 16-8 full Louis heel, Turn Sole. 
Widths AA, A, B, C. Price $4.25 
No. 916—All Patent Colonial, Patent Inlay 
Tongue. Style as No. 915. 
heel. Widths AA to C: 


16-8 full Louis 
$4.25", 
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GROPING IN THE DARK 


Time was when the purchase of advertising space was a “blind groping in the dark.” 


Advertisers had no means of checking a publisher’s statement of circulation and often 


these figures were unreliable. 


In six years the Audit Bureau of Circulations has solved this perplexing problem. 
By a systematic analysis of distribution and methods this organization is able to supply 
just the data an advertiser needs. The darkness is dispelled and the bright light of veri- 
fied facts takes its place. Space buyers no longer find it necessary to grops in the dark. 


There are no dark sports in the Boot and Shoe Recorder circulation. Our records 
are audited by the Audit Bureau of Circulations. 








_The Beet and Shee Recorder will apprécinte yoGr méntioning. the publication in repites te advertisements. 
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Which Shall It Be? 
One Sale Today—or 
tWO Tomorrow? 


Merchants too often allow price and special induce- 
ments to sway their buying habits. They forget that. 
only quality merchandise at a fair price can make people 
BUY TODAY and COME BACK TOMORROW — 
because only “quality’’ can stand the test of time. 





Unknown Spat Brands of varying-quality will not make the 
sale *“ttomorrew,” but—STUNNING Standard SPATS, for 
fifty years the world’s quality standard, will give you a spat ” 
business that will rapidly increase each season and actually be- 
comea real important item in your ‘“‘tomorrow sales volume.”’ 





—our new product—an elaboration of the spat idea, 


DRADS are a vogue in themselves; especially for college 
girls and all members of the “‘ Younger Set.” 


S. RAUH & COMPANY 














310 Sixth_Avenue New_York 
FORPIFTY YEARS TIL WORLD S*LARGEST-AND-FOREMOST-MAKERS OF-FINE-SEATS 
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FT AND SUPPLE, YET TENA- 
JOUSLY FIRM — GLOWING,  VI- 
RANT COLORS. THESE ARE NEW 
DVANTAGES ADDED TO FOX FOOT- 
Y BY RAINBOW KID, THE LEATHER 
ITH THE SOFTNESS OF KID 


OX 


ND FIRMNESS OF CALF. BUCKLES 
ND BROCADE, DELICATE TRACERY 
FSATIN OR RAINBOW KID, SOFTLY 
UNDED POLISHED SURFACES, 
LEAMS OF REFLECTED LIGHT 


























WONDER THAT THE MANY 
LES OF FOX SLIPPERS, PUMPS 
D OXFORDS FASCINATE THE 
OPPER. 


ALL WONDER, ALSO, THAT SHOE 
YERS FAVOR THIS LONG PROFIT, 
UME LINE. 


harles K. Fox, Inc. 
averhill, Mass., U. S. A. 


Boston: 54 Lincoln Street. New York: Mar- 
bridge Building, Broadway "and 34th Street, 
Room 632. Chicago: Great Northern Building. 














Vol. 82, No. 7. Published every week by the Boot and Shoe Recorder Publishing Company, 207 South St., Boston, 


wmtavad anc canns a 


~~ oe ne 






BOOT AND SHOE RECORDER 


November 4, 1922 














Three Original Pied Piper Patterns 






















No. 977—Patent Vamp, 
Cuff, Eyelet, and Back 
Stay; White Quarter and 
Inlay. 

No. 948—As abcve with 
Smoke Calf Quarter and 
Inlay. 

No. 995—As above with 
Red Kid Quarter and Inlay. 


atte » in 4 weeks in B, C, 
, and E widshs 


CDP Grocicecese A 


No. 974—Smoke Calf with 
Patent Apron. 

No. 973—Mahogany Calf 
with Smoke Apron. 

Delivery in 4 weeks in B, C, 

2. and E widths 

Gee Giececsicscsiee 
G06 tm BB. ccccceccce Be 
12% to 2, lift heel .. 3.25 





PIED PIPER 


@ SNAPPIEST LINE ¢ CHILDREN’S 
SHOES PRODUCED IN THE WEST 





Samples of other equally as attractive styles submitted on request 















No. 968—Mahogany Calf 

Vamp and Quarter; Smoke 

Calf Apron and Cuff. , 

No. 967—Smoke Calf Vamp 

and Quarter; Mahogany 

Calf Apron and Cuff. 

No. 969—Smoke Calf Vamp 

and Quarter; Patent Coit 

Apron and Cu ff. 

Delivery in 4 weeks in B C, 
and E widths 


GE ww Breccccccses $3.00 
84% to 12......+.+6+ 3.25 
12% to 2, lift heel... 3.75 


PIPER 


HERE’S an individuality and 
distinctiveness about these new 
models that are typically Pied 


Piper. Just as Pied Piper Patented 
Baby Welts are in a class by themselves, 
so these patterns are an improvement 
over other children’s combination shoes. 


While attractiveness is written all over them, 
comfort and wear are their most important essen- 
tials. Made by the patented IMPROVED welt 
process, these shoes combine easy flexibility, 
splendid fit, genuine comfort and wonderfully 
long wear to a degree unsurpassed in any other 
footwear. 


Designers and Manufacturers 
Wausau Wisconsin 














The Beot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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“For Colors— 


STANDARD KID” 





STANDARD 
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GUARANTEED SELECTIONS 
THE STanpann 10 © 
BoOsTO 


are able to provide 

your manufacturer 

with any color you may 

want in order to give your 

smart styles that all import- 
ant color distinctiveness. 


The following favored 
colors are in the STAND- 
ARD KID line:— 


WHITE GOLDEN BROWN 
BRONZE MED. GRAY 
FAWN CAMEL 
NUT BROWN GREEN 
HAVANA BROWN RED 
PEARL GRAY BLUE 


Co-operation in the mak- 
ing of special colors is an- 
other feature ofour service. 
We shall be glad to make 
up any special color for 
your manufacturer. 











The Sesmheeid Kid Co. 


BOSTON, MASS. 


Branches in New York, Philadelphia. 
Cincinnati, Chicago, St. Louis 


KID AAA 





ie 


STUUEMIUANUONUNONONUHNAANALOUAHUUAVOASOAGENAGOUGOOASUAOEOUGOOAOEUAUUAOEAOOOSRUGUOSEUOOEUOOUAOOOEOOOOUEOUASOOUUGEOUSOOAOUOOOOOOROOOOOOEGOUUOOOGEUGOEUGEEUOEUEEUUAUU 
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CUPPED CUSHION SEAT 
SELF ADJUSTING SHANK 
PERFECT BALL SUPPORT 


The Logical Walking Shoe 


If it is fair to judge the worthiness of a product 
from sales results— 


MEY Ant a 
OO 


——, 
—_~ 


If the publicity and stock service offered with this 
product will build prestige and increase sales— 


i 
rr, 


a 
~ 2 


If quality, fit, style, and salability mean anything 
at all— 


_ 


2 ~~? 


And if these important points are part of our 
Truwauk proposition— 


Then Truwauk shoes made by I. MILLER must 
be the logical walking heel product for your 
shop. 


~ 2 


ee 
oe 


i. 
Fr, 


~~. 
a 2 ~~ 


Write for agency priviieges. 


A i.” 
~ 9 


Truwauks must be seen to be appreciated. 


a 2 


a ee, 
eo ~~? 





Reg. U. S. Patent Office. 


IN STOCK 
No. 2270 No. 2470 


BLACK KID BROWN KID 
OXFORD OXFORD 


$7.00 AAAA to E $7.50 


— * A 


~ ow 
~~ 2 


SP EY ee 


2 


I. MILLER G SONS 


ERC OO BF? ©@.238 £& fF 2 oe 
ONE CARLTON AVENUE, BROOKLYN WN. Y. 


i Et a 
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“Follow the Creighton Line” 


FIOIOKO'OKO1ONeN Bye 
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IN STOCK 


STYLE 427 


Victoria Brown Calf 


Coodyear Welt 
10-8 Wingfoot Rubber Heel Widths A to D 


Price $4.00 


Boston Office—183 Essex Street 


| M. (rei O 
<a 
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All Signs Signify Record-Breaking Sales 
of White Shoes During 1923. 


Shoe Merchants ordering early will be sure 
of SATISFACTION with their white shoes 
for 1923. 


Late buying has a damaging influence on 
shoe quality. It causes delayed shipments. 
Prices may be higher. All contribute to re- 
duced profits on the season’s sales. 


Forward looking merchants are taking 
steps to prevent all this by placing orders 
NOW. They realize, too, that the produc- 
tion of good white shoes begins with the 
production of good white leather. A white 
leather that STAY WHITE, cannot be 


hurried in tanning. 


When merchants place their orders for 
white shoes early the shoe manufacturer 
can place his orders for white leather early, 


and the tanner CAN DO THAT WHICH 
BENEFITS EACH. 


GLOVERSVILLE, N. Y. 














NEW YORK BOSTON 
Distributing Force 
ARTHUR 5S. PATTON LEA. CO. GEO. W. NEWMAN LEA. CO. 
St. Louis Cincinnati 
McGAW & ATKINSON EDWARD ZOHRLAUT 
Chicago San Francisco 

















The Beot and Shoe Recorder will appreciate your mentioning the publication in replies to edvertisements. 
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FIRST SHOWING THIS FALL 


Didn’t dare advertise this “Wonder Oxford” before. Our stock 
department couldn’t get ahead of the orders. They poured in 
too fast. 


By working overtime our factory is catching up. Send your 
order today for one of the season’s biggest hits. City retailers 
report it one of their leading styles for fall and winter. Varsity 
last. Our original Saddle Blucher pattern. Heavy 15 iron edge. 
Wingfoot heel. 


MARION HAS THE STYLES THAT SELL 


GALLUN’S 


No. 4 TAN NORWEGIAN 
WITH 


No. 4 SCOTCH GRAIN 
SADDLE 


IN STOCK 


a 
ae” 
TPT ae A toD 








MARION SHOE CO. 
MARION, INDIANA 
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| WESTERN MLS i EASTERN § STYLE pL 
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PROPPER 


“Distinctive 


PUTT 





Propper 
on Hosiery 
Is Like Sterling 


on Stlver 
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PROPPER SILK HOSIERY MILLS INc. 


276 FIFTH AVE., NEW YORK, N. Y. 
(HOLLAND BLDG.) 


Manufacturers of Ladies’ Full Fashioned Silk Hosiery 
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MANNING “UNICO” Felt Footwear. 
MANNING ‘“‘“MEADOW BROOK’’ White Shoes and Satin Slippers. i 


NATIONALLY ADVERTISED. 


The Felt Season is in full swing. Satin and Kid Footwear are also in great demand. 


large factories? Send in your 
orders now, while it is still 
possible for us to give them 
our prompt attention. 
Keep your Stock in good 
shape, and thus reap the 
benefits of our National 
preterm 








Women’s “Unico” Felt Moccasins 
Soft Chrome Sole, Heavily Padded 


1120—Line, all colors 
Other Grade 
Price $0.77 
278 Purple 











272 Navy 
275 Wine 
Special Black and Gray 


Price $0.75 


Do you wonder, when you see the artistic and attractive styles produced in our five 


' 
(pronounced 


Women’s “Unico” Felt Juliets 
ice $1.0744 
S 195 Sapphire 
198 Purple 
196 Green 


199 Rose 
197 Oxford 
Special Black and Gray 
Price $0.92 , a 


4401 Black 4404 Gray 
Same wy hy Ribose Trimmed 
os 


on 


Moccasins 


Misses’ and Children’s “Unico” 
Holiday Design 1195 Wine 1199 Rose 


Pink and Blu Special ay and Gray 


1134 to 2, 834 to M1. $08 Price 
Price $0.72 14 70 $0.67 4411 Black 4414 Gray 


271 ‘Black 
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$3.75 
Pump 


eel, $3.75 


No. 5988 Ato D 
5988—Women’s Black Satin Stra 
Turned Sole, Brocaded Quarter, and 


No. 5122 B to $3.00 
5122—Women’s Strap head White Cabs, 


$5.50 
2274—Women’ s Tongue Pump, White Kid, 
$5.56 Imitation Turn, Junior Louis Heel 


Turned Sole, Full Louis Heel 
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5991— Women’s Two Eyelet Pump, A to D, 


9900—Women’ s Tongue Pump, A to D, Black 
Black Satin, Turned Sole, Full Louis Heel, $4.56 


Satin Vamp, Brocaded Tongue, Quarter and 
Heel, Turned Sole, Full Louis Heel $5.00 


OUTING SHOE CO. 


530 "ATLANTIC AVENUE Use Our Complete Catalog BOSTON, MASS. 


Swe: nanan sg-aoongnne-y-~eang-~~asen wig ypasocator vr yanongpennr encarta angry eee cemaeaaaaeeamaaaaeeiel 
The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 


2521—Women’s Black Satin Strap Pump, 
ucKay, C to E, 2 to 8, Kid Quarter Lining 
and Kid Sock Lining $2.50 
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Rue-Buck Sides 


Generally preferred by makers and retailers of better-grade shoes 


Sienese drab 
Nude 
Salmon 

Beige 

Taupe 
Bamboo 
Nigger brown 
Oller brown 
Beaver brown 
Colonial brown 
Mist 

White 

Grays 


Rueping’s 


When you buy shoes made of sides, do you 
specify the tannage? 


If you will put some sides of various brands 
together, you will at once see the import- 
ance of doing this. 


4°4b° b>» 
Pimarrnersettt 


Where quality counts, be sure that Rue- 
ping’s Rue-Buck Sides go into your shoes. 
Rue-buck Sides are easily distinguished 
from others by their superb mellowness of 
feel and uniform coloring. 


EEERERD 
4e4Qdeop 


Shall we send you samples and 
a list of good shoe manufac- 
turers who cut Rue-buck Sides? 


E=H=J 


Fred Rueping 
Leather Company 


FOND DU LAC, WISCONSIN 
Established 1854 


BRANCHES: 
Boston Cincinnati Milwaukee St, Louis 


LEATH New York Chicago San Francisco Montreal 
FRED RUEP IN LEMTERCH Northampton, England 


SNe ee 
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HERMAN S=™ 


InQualityanPricef), _ SHOES 


The HERMAN Line is varied 
enough to meet every style 
and service requirement. The 
prices are low enough to meet 
present demands for 100 per Single Sole, Wingfoot Rubber H 
cent value. The genuine [{} IN STOCK: C, 5 to 11; D and 
HERMAN QUALITY is BR eng 

“there,” to make business Price 8. 85.15 
profitable forevery HERMAN 


dealer. 


A stock of HERMAN’S Shoes 
is an investment which brings 
immediate returns. The de- 
mand is SOLID—SUBSTAN- 
TIAL—ENDURING, like 
the quality of the shoes them- 
selves. 








Ne. 75—Gun Metal Calf Blacher. 
Felt Liaed T: e, Heavy Single 
Oak Sole, Wingfoot Rubber Heel. 
Hoover 


IN STOCK: C-D-E, 5 to 11. 


Price Oj. . $4.60 


No. 68—Garrison Shoe 
of Re-tanned Chrome 
Leather. Hea ight 
oy Double ,, Out- 
le Counter-pocket 
and Stay, 
Back, t Toe, Half 
Bellows Tongue, Mun- 
son Last. 
IN-STOCK: D-E-EE, 
5 to ll. 


Price . $3.75 


IN STOCK: AA, 7 to 12; A-B-C- 
D, 5 to 12; E-EE, 5 to 13. 


Price ; ; $4.25 





ORDER YOURS TODAY ~ 


»JOSEPH M HERMAN SHOE COgeen 


MILLIS Boston Office 159 Lincoln Street 


The Beot and Shee Reserder wil) appreciate your mentioning the publication im replies te advertisements. 
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Storm Proof Shoes 
for Boys 


Goodyear Stitched Solid Leather Through- 
out, Full Vamp Shoes. For at Once Delivery. 
Unexcelled for the Boy. 


BX 843 
Chocolate Storm 
High Cut 


Goodyear Stitched. 
All Solid. Sole 
Leather Counters 


Boys’ 10-inch 
214-54 
$2.85 


Youths’ 9-inch 
1-2 


4 IN 
st 


$2.60 


Little Gents’ 8-inch 
9.1314 


$2.25 





The A. S. Kreider Co. 


Distributing Houses 


Philadelphia...... ........ 51 N. Third St. 
Pitteburgh..............+- 923 Penn Ave. 
St. Louis...... .. ..1408 Washington Ave. 
GRRGOMD. occ ccccccccosse 312 W. Monroe St. 
Bow Weak... .ccccccccecesesce 123 Duane St 
PSOE: ccc ccvccsceee mye 110 Summer St 
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‘\CNEW STRAP DESIGNS | 


FOR FALL 1922 









We show here a few of the latest 
models in conservative one and 
two strap patterns. 








No. 530 Price $3.90 
Black Kid Norma, 2-Strap, Imitation Tip, 
13-8 Rubber Heel, Newport Last, Welt. 
AA to C. 


These styles are all in stock, 
in widths and ready to 
ship on receipt of order. 








We will mail our 
November style 
sheet on re- 
quest. 










No. 545 Price $3.90 


" Black Kid Clarice One Strap, Imitation Tip, 
No. 531 Price $4.15 13-8 Rubber Heel, Tremont Last, Welt. 

Patent Norma 2-Strap Imitation Tip, 13-8 AA te C, 
Rubber Heel. Newport Last, Welt. AA to C. No. 546—Same in Patent. Price $4.15 


A 


No. 538 Price $3.75 
15 
Patent Cl No 388 Price $4 Single Sole, Full ‘alf Norma Two Strap, Fancy Tip, 


on Ge Eat Lee AA te C. Goodyens We, 12-8 Rubber Heal, Nowper 
Ne. 389—Same in Black Kid. « Price $3.90 


THOMSON GROOKER SHOE CO. 
18-26 Station St., Boston 20, Mass. 
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Our Latest Fall Colors 


“Bright As A Sunbeam 
Mellow As Moonlight’ 


ACE BROWN 


A new medium brown 
Boarded 


ACE LYNNWOOD 


A new and slightly darker brown 
Smooth and Boarded 


J. S. BARNET & SONS, Inc. 


Tanneries Salesrooms, 75 Seuth St. ; 
LYNN, MASS., U.S. A. BOSTON, MASS., U. 8. A. 


CABLE ADDRESS “TENRAB" 








“Maintains a Standard Reputation” 
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A New Mea in Shoes 
that 1s 2000 years old 


, 





“KEEPS THE FOOT WELL” 


This shoe originated the 
thought: real comfort with 


modern style! 














IX years ago when the Arch Preserver Shoe for women 

was announced by the Selby Shoe Company, with the 

claim that it afforded perfect comfort, combined with 
the smartest style, it was greeted with expressions of dis- 
belief. Many said such a combination was impossible. 


Today the Arch Preserver Shoe stands as the outstanding 
success of the shoe industry—the most valuable shoe sell- 
ing franchise that can be secured. This shoe has proved 
that it is correct in principle and construction. It embodies 
the same principle as the sandal, giving foot-length support, 
and affording a firm tread-base for the heel, outer arch, and 
ball. The foot cannot sag or become weakened. The chief 
source of foot discomfort has been eliminated. The con- 
cealed, built-in arch bridge makes it possible to combine 
these comfort features with modern styles. 


No other shoe can offer such satisfaction, therefore, no other 
shoe can be substituted in selling to Arch Preserver Shoe 
wearers. This is why it builds business! 


The Selby Shoe Company, Portsmouth, Ohio. 
Makers of Women’s Fine Shoes for More Than 
40 Years. 





THE ARCH PRESERVER SHOE 
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Stock No. 123 $6.00 


Black Kid “REST CURE” Boot 


RUBBER HEEL 
AAA to E 


WO 
yeti 
MTT 


i 


One of 50 Styles Ready for Immediate Shipment 


Williams, Clark and Company 


LYNN, MASS: 














MAMI aii MTR MT hy Wife f S i 
SHALL ite i vii CAAA HMM Wh b 
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WILCON =~. 
TRADE JEWED 





























Stampt on the Sole 


Wilson Sewed possess all the dainty lightness, flexibility 
and fitting qualities of a turn with the sturdiness and 
repairability of a welt. No packt lining—no stitches next 
to the stocking—no tacks. 





Ask us questions! 


WILSON PROCESS INCORPORATED 


CANADIAN PACIFIC BUILDING } CITY OF NEW YORK 
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| NATIONAL PARK | 
| HIKING BOOTS*OXFORDS|§ 
YEAR ROUND WEAR | 


The Best Made and Best Fitting 
Boot on the Market 


IN STOCK STYLES 





i> 





16312—Mahogany Elk, 14-inch, Moccasin Toe, 
All Eyelet Boot 
Sizes, 244-8 AtoD $6.50 
16310—Mahogany Elk, 14-inch, Regular Cap 
Toe, Hook and Eye Boot 
Sizes, 244-8 AtoD $6.25 


SKATING BOOTS 
16307—Mahogany Elk, Regular Cap Toe, 8-inch 
Boot Sizes, 2%-8 AtoD $5.00 
20307—Smoke Elk, Regular Cap Toe, 8-inch 
Boot Sizes, 24-8 AtoD $5.00 


NO. 50 OR ROUND TOE LAST 
31508—Mahogany Eric Calf, Soft Plain Toe, 
Hooks, Eye and Strap, 14-inch Boot 
Sizes, 244-8 Ato D $6.25 
33508—Black Eric Calf, Soft Plain Toe, Hooks, 
Eyes and Straps, 14-inch Boot 
Sizes, 244-8 Ato D $6.25 


THE JUVENILE SHOE CORPORATION 


Manufacturers 


November 4, 1922 


ROUP your 

customers into 
classes according to 
their requirements 
and you will find that 
those with whom these 
practical, economical 
Wobst Shoes make the 
biggest hit — consti- 
tute the largest class. 


No. 205—Child’s Choc. Side Bal Lea. Insole Rubber Heel, 44 Dbl. Sole. Sizes 
Pen cksrinkn dd yn sawp eeesverieedet<intebabsdeeedeeeseecoeuned $2.00 
No. 305—Misses’ as above. 1134-2. ........sccccccccceccccccccceceees $2.25 
No 405—Big Girls’ as abover 236-6........cccccccccccccccccccccccss $2.85 
Also made in Black Glazed Kid or Gun Meta!. Same price. 
Delivery in three weeks’ time. 


In Stock 


No. 600 


No. 600—Geauine Glazed Kid Comfort Slippers with Cushion Insoles and 
PT HE Tic ccsccnc crcccenccoscncssncecovescsescostcesecees $1.60 


No. 601—Same as No.!600, except with two straps. 13-8 Rubber Heel. Novas 


No. 602—Genuine Glazed Kid Oxford with Leather Insoles and 9-8 Rubber 
GS. Pic cbc stenstcbesstcncescceensccesetadésscseennsedebonnnn $2.00 


No. 606—Glazed Kid Oxford as No. 602, 13-8 Rubber Heels. Net...... $2.00 


WOBST 


SHOE CO 


411-421 Vliet St., Milwaukee, Wis. 


The Beot and Shee Recorder will appreciate your mentioning the publication in replies to advertisements. 





, ee — OF FF OY YU 


November 4, 1922 BOOT AND SHOE RECORDER 





For Live Winter Sales 


These numbers are very suitable for wear at social 
occasions or during an afternoon walk. Each pos- 
sesses a touch of style bound to appeal to the 
particular woman customer. You can turn them 
rapidly and profitably, with the knowledge that 
there will be a certain demand for more. We make 
them in our own high-quality way, and ship them 
from our factory promptly. A trial order would 
be mutually pleasing. 


STOCK SF 


No. 623—Patent Leather Two Strap to No. <9 Black Bearted Calf, Heavy Sole, Good- 
Phillis Last, 14-8 Heel, AA to D ear Welt, +e = Tip, Rubber Top Ae] 
No. 624—Same Style in Black Surpass Kid, azl Last, 108 eel, AA to D 
D $5.28 No. 430—Same Style, Victoria Brown = 
AA to D $5.28 














IN 


No. 410—Patent One Strap Buckle Pump, Hazel 
No. 510—Patent Leather Oxford, Goodyear py Lan, 10-8 Heel, AA to D P, $5.00 


Lucille Last, 12-8 Heel, AA to D 
No. 530—Same Style, ‘Tan Bussks Calf, AA t No. 432—Same Style, Tan Russia Calf, AA s. D. 


No. 520—Same Style, Black Surpass Kid, No. 433—Same Style, Tan Russia 5 Vamp and 
J — Bamboo Nubuck Quarter, AA to D 25 











GROOKER & MORSE, Inc. 


| BRIDGEWATER $3 MASS. | 
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MEN’S BROCKTON MADE 
CALFSKIN SHOES 








OTE the solid leather construction in this 
“Split Chicken” view. Field’s unit shoes have 
the substance and merit built into them. Selected 
chrome tanned calfskin, upper leather, calfskin 
facings, and inside backstays to match, heavy single 
oak tanned soles (natural finish), seven-tron inner- 
soles, Goodyear Wingfoot Rubber Heels, built on 
solid leather eels, solid leather box toes and 
counters. 
They have all the quality, substance, and “feel” 
that brings real merit and real wearing quality. 
They have quality built into every line, seam, 
and stitch—and built in to last—by one of Brock- 
ton’s best-known shoe manufacturers. 


One of the Trade-Winners 


Tan Calf (Glazed Red) Bal. on the “‘White Mule” 
Last, Distinctive Pattern, Perforated Vamp, Scroll 
Tip; 13-iron Edge Sole, Goodyear Wingfoot Rub- 
ber — Sizes, 5 to 11; Widths, AA to “a ie 


Eleven other smart styles in black and tan calfskin 
in stock now. 


Style 511 





MONTELLO STATION 


UNIT FACTORY 


FIELD & FLINT CO. 





All Solid Leather 


IN STOCK 


$4.75 $4.85 
$4.95 


WELVE of the smartest styles that 
were ever shipped from Brockton. 
“They have that look.” 

The manufacturers of such high-grade 
merchandise, with Brockton style and 
smartness and the Field & Flint Co. 
standard of shoemaking, at such prices, 
is the result of radical and revolutionary 
changes in modern shoe-factory produc- 
tion methods. 

Learn how these shoes are made and 
how it is possible to offer such excep- 
tional values. 


Send for your copy 
of “The Biggest 
News from Brock- 
ton” describing the 
the styles carried 
in stock. 





BROCKTON, MASS. 











4 
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Skinner's 
Shoe Satin 


Newest styles in women’s footwear show 
satin the leading material in evening slippers 
and all turn shoes. 


Skinner’s Shoe Satin is the result of special 
study we have given footwear needs. ‘It is 
made extra strong, to withstand wear. : Im- 
mediate deliveries on all grades. 


“Look for the Name in the Selvage” 





WILLIAM SKINNER & SONS Established 1848 


.NEW YORK. CHIGAGO, BOSTON, PHILADELPHIA, MILLS — HOLYOKE. MASS. 
The Beot and Shee Recorder will appreciate your mentioning the pablication in replies to 
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Look for the name 


BANISTER 


IN STOCK 


IT IS PERHAPS A LITTLE UNUSUAL 
FOR THE RETAIL MERCHANT TO FIND 
AVAILABLE FOR IMMEDIATE DELIV- 
ERY, SHOES OF A GRADE WITH WHICH 
OUR TRADEMARK HAS ALWAYS BEEN 
ASSOCIATED. 


WE ARE PREPARED, HOWEVER, TO 
MAKE IMMEDIATE SHIPMENT ON 
THESE AS WELL AS A NUMBER OF 
OTHER STYLES IN BOTH OXFORDS 
AND BOOTS, 


uality Shoes far 
Men and Women 


2714. TAN CALF BAL. 
2614. BLACK CALF BAL. 


WRITE FOR SAMPLES AND PRICES 


2216. TAN CALF OXFORD (WINTER 
WEIGHT) 


JAMES A. BANISTER COMPANY 


370 ORANGE ST. NEWARK N. J. 

















—=— 
McKAY BOOTS 


G*CLUDING RUBBER HEELS 
5-8 8-11 


HAGERSTOWN, MARYLAND, U. S. A. 


es Shoe & Legging Co., Inc. 








114-2 24-8 


$1.55 





1.55 $1.80 


1400—Gun Metal Polish, High Cut 
English Toe, Rubber Heel 1,80 


Polisi, High’ Cut 
eo 


u 
1404—Mahogany Polish. High € 
English Tos, Rubber Hoel ” 
416—Black Kid Polish, High Cut, 


“Simplify!” 


Byron Process Soles 


330 —Cherry Lotus Button 
330H—Cherry Lotus Button, Heel 

302 —Patent Button 

302H—Patent Button, Heel 

800 —Black Kid Button 

300H—Black Kid Button, Heel 

301 —Gun Metal Button 

301H—Gun Metal Button, Heel 

235 —Tan Lotus Blucher 

235H—Tan Lotus Blucher, Heel 

245 —Black Calf Blucher 

245H—Black Calf Blucher, Heel 

285 —Smoke Blucher 

285H—Smoke Blucher, Heel 

265 —Mahogany Flk Blacher 
265H-—Mahogany Elk Blucher, Heel. . .. 
237 —Tan Lotus Polish.............. 1.35 
237H—Tan Lotus Polish, Heel 
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PA RS eo 


DISTINCTIVE—FLEXIBLE— 
DURABLE 


—————-- --- 


STYLE No. 3007 
JANET SANDAL | 


BLACK CALF (DULL OR SMOOTH FINISH) 
JANET SANDAL —GOODYEAR WELT 









































ALSO MADE IN PATENT LEATHER AND 
THE POPULAR SHADES OF TAN AND 
BROWN CALF; BUCKLE OR BUTTON 


MADE WITH LARKIDE suPERIOR WEAR- 


ING SOLE. DRESSY, COMFORTABLE, 
DAMP-PROOF. 


PRICE $3.85 


Quick Delivery Assured 








BricGcs-HuTcHIsoN Company 


Makers of Women’s Goodyear Welt and 
Turn Type Footwear 


SALESROOM FACTORY 


10 High Street A and Athens St. 
Boston, Mass. Boston 27, Mass. 
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Goodyear 
Means Good Wear 


When you show a customer a pair of shoes made with Good- 
year Wingfoot Heels, what does the name Goodyear on those 
heels mean to him and to youP To you it means less sales 
resistance; for the shoes, a ready, universal acceptance; to 
the customer, highest value, because Goodyear Wingfoot 
quality is recognized instantly and everywhere. There is 
no substitute for Goodyear Wingfoot Heels. More people 
walk on Goodyear Rubber Heels than on any other kind. 


Ask your manufacturers’ representatives to show you 
samples of infants’ and children’s shoes made with the new 
Goodyear Wingfoot wedge-type heel for little ones’ shoes 


WENGFOOT 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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A flexible shoe for your flexible foot 
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WELL ADVERTISED! 


The above is a reproduction of the 
kind of full-page advertisements that 
run every month in Woman’s Home 
Companion, Literary Digest, Good 
Housekeeping, and ten other na- 
tional magazines, with a combined 
monthly circulation of 4,651,551. 





antilever 
Shoe % 


€antilevers are good-looking, comfort shoes that are not affected by style changes. Dealers 

who stock them do so with double assurance. They know that they are buying staple mer- 

chandise and they can be sure that a demand has been created among a surprising number of 

women in every city. Judging from the letters we receive at the factory, it is the kind of a 

shoe that a lot of women are looking for everywhere. We sell only to one.store in a town and 
prefer that store to be the right one to make money on our line, to grow 
with us and to be our friend as well as our customer. 


There are still a few cities of over ten thousand population in which we 
are open on an exclusive agency proposition. Cantilever dealers have our 
liberal co-operation with local advertising, as well as national advertising 
of the character indicated above. ' 


MAKERS 


MORSE & BURT CO., Inc. 


1 Carlton Avenue Brooklyn, N. Y. 
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JUDGE IT BY ITS USERS 

















Overheard on the ‘Iwentieth Century - 


WO shoe buyers from large 
Chicago houses were talking 
“shop.” 


‘| never knew a color that pleased 
so many people for so long a time 
as that New Castle HAVANA 
BROWN,” said one. 


“Why shouldn't it?” replied the 
other. “It’s the one Havana Brown 
that is different from‘all the rest.” 











New Castle Leather 
Company 
New York 


NEW CASTLE KID 


AN “yy 
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ONCENTRATION of our efforts has 
enabled us to offer that which the 
times and the trade require. 


—best quality of Stock with our Standard of Workman- 
ship, at prices lower than could have been accomplished 
in any other way. 


We are also able to give quick deliveries on certain lines. 
But this is not in any way an in-stock proposition. 








Lot No, 250 


Men’s Black Viking Oxford 
824 Brogue Last 
Straight Tip, Pinked 
Sizes: A 7/11 C 6/11 

B 6/11 D 6/11 


The above is one of the styles 
that can be delivered promptly 











FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH STREET 
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Our In-Stock Depart- 
ment is now at your serv- 
ice. This season’s new 
and attractive pumps and 
oxfords are here, READY 
TO SHIP. 


Hallahan-made shoes for 
women are famous for 
fineness of leathers, skill- 
ful shoemaking and per- 
fect fit; they are sold by 
the largest retailers 
throughout the country. 
These are the shoes that 
will be wanted by dis- 
criminating customers; 
they are carefully made 
of the finest leathers ob- 
tainable, and will help 
you increase your busi- 
ness. 


If you have not already 
availed yourself of Hal- 
lahan Service—may we 
‘not have an opportunity 


of serving you this sea- 


son? 


Our In-Stock Service will 
help you increase your 
sales. 


Viren pitettatiauy 
CU 
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Flallalnamn 


Made 





Style 74 Styl e 75 


. The Belmar The Belmar 
inest patent leather, turn sole, Finest bl i 
Rosemont (70) last, 134-inch sod <75) — -inch = 
celluloid L XV heel. ered L:XV heel. 
$6.50 $6.25 














Style 78 
Style 79 The Madrid Pump 
The Madrid Pump Our Exclusive Model 
Of se ae ae in Of finest patent colt, turn sole, 
’ Cakmont (75) last, 2-inch cellu- 


Oakmont (75) last, covered Cu- loid Cuban L XV heel. Attrac- 
ban LXV heel, effective satin a Seater slide. = a 


slide. 
$6.75 $7.00 


HALLAHAN & SONS, Inc. 


Makers of High Grade Shoes for Women 


Washington Ave., 10th to 11th St., PHILADELPHIA 


New York Office Chicago Office 


Frank D. Duncan 
34th St. and Broadway, Marbridge Bldg. 5 poreen | . Duncan 


abash Ave. 











Ne 


~- 8 eet 2 fee 


a= antes 066 OO 
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Style 77 
The Southampton 


Finest black glace kid, flexible 
welted sole, Arlington (30) last, 
134-inch Cuban leather heel, 
straight tip, punched center, at- 
tractively perforated. 


$6.50 





Style 63X 


Finest Mahogany 
Russia Calf 


Goodyear welt, whole quarter, 
lace oxford, wing tip, pinked and 
punched, perforated quarter, 
Berwyn (930) last, 114 leather 
heel, overweight sole. 


$6.10 


Style 76 
The Southampton 


Finest patent leather, flexible 
welted sole, Arlington (30) last, 
134-inch leather Cuban heel, 
straight tip, punched center. 


$6.50 





Style 14X 
Finest Black Glace Kid 


Goodyear welt, circular vamp, 
whole quarter, lace oxford, 
straight tip, Avalon (45) last, 
1 7-8 leather Cuban heel, fudge 
wheel edge, medium weight sole. 
This oxford we carry in extra 
large sizes, 814 and 9, all widths. 


$6.00 
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IN STOCK 


NOW 
Ready to Ship 


All Stock Shoes 
Sold Net Thirty 
Days 


The following schedule of 
sizes and widths carried 
in stock: 


I oon rte 41% to 8 
| Spey 3% to8 
| See 3 to8 


Hallahan-made shoes for 
women are famous for 
fineness of leather, skill- 
ful shoemaking and per- 
tect fit. 








HALLAHAN & SONS, Inc. 


Makers of High Grade Shoes for Women 
Washington Ave., 10th to 11th St., PHILADELPHIA 


New York Office Chi Offi 
Frank D. Duncan Burton i= 
34th St. and Broadway, Marbridge Bldg. 5 South Wabash Ave. 





























Style 424 


OUR HEALTH LAST 
| 





In Stock 
14424—Nut"Brown Calf, 6 inch Boot 
Sizes, 84-11% Cc-D $3.10 
Sizes, 5-8 C-D 2.85 
17424—Black Calf, 6-inch Boot 
Sizes, 844-11% C-D $3.10 
Sizes, 5-8 C-D 2.85 
i} 15424—Patent-Black Calf Top, 6-inch Boot 
Sizes, 844-11% C-D $3.25 
Sizes, 5-8 C-D 2.85 
SPECIFICATIONS 


Choice Upper Stock. All Solid Flexible Oak Outer Soles. 
“*Red-Line-In” Lining. Solid Leather Inner Soles. Foot 
Form Last. Leather Box Toes, Counters. Snug Fitting 
Heel Seats. 


GENUINE GOODYEAR WELT 











This is a good looking, good fitting, essential shoe 
for your department 


| 


| , Catalogue on Request 


THE JUVENILE SHOE CORPORATION 


CARTHAGE. MISSOURI , 


Manufacturers 
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ROCKFORD ~-- 
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For Day and 
Evening Wear 


The CERTIFIED Shoe 


is the Logical Choice 
of Good Dressers 


because it fulfills all requirements as to 
style correctness, comfort, and shape re- 
tention. Every Certified Shoe is strictly 
hand lasted, of solid leather and best 
leather. 


Write for Catalog 


No. R849 
In Stock 


Elk last, patent colt, 9 

* edge sole. In style and 
fit this number is all 
that the most fastidious 
man could wish. 


$5.25 


No. R846 
In Stock 


Yale last, Carl 
Schmidt’s Black Fric 
Grain Leather, 14 edge 
sole, rubber heel, green 
rope stitch—a sure re- 
peater. 


$5.25 


— 
\ 


y 


STONEFIELD-EVANS 


SHOE COMPANY 


ILLINOIS 
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ON PPP aaa eee 


High-grade Turn Shoes 
for Spring Merchandising 


The shoes: you can make a 
quick turnover with and on 
which you can realize hand- 
some profits. 


They are turns, produced 
under conditions that contri- 
bute to their excellence of 
workmanship and promise to 
all your customers the satis- 
faction which they seek. 


Each style is up-to-the-minute 
with the novelty touches 
which appeal to the eye and 
gratify the public desire for 
something different. Alto- 
gether there are 180 styles 
which make possible a selec- - 
tion by you that will go big. 


Signify your interest and our 
salesman will call. 





HAVERHILL, MASS. 
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Announcement 


To Our Good Friends 
and Customers 








We are happy to announce that we are producing 1200 pairs 
of exceptionally good shoes a day, and we are planning to 
increase our production by 300 pairs a day until our maxi- 
mum has been reached. 


It is needless to acquaint you with the exceptional quality of 
our product and the low price to merchants, who know and 
can take advantage of our proposition. 


THE VOLLMAN, LAWRENCE COMPANY 


Makers of Women’s Shoes 


Cincinnati 





t Colonials! Ready For Immediate Ship ment # 
Get Acquainted With the Values We Offer 2 


When You 
Want Them 
Quick 
Test Us! 


- | C-9—Women’s Black Satin Colonial Bench C-12—Women’sBrownSatinColonial Bench 


Made Turn, Brocaded Tongue and 
puesta, 14/8 Full Breasted —— a Loe tied itn ale ee sone 
Heel, A-D, 244 t0 B..00..cccwnees $3.85 C-68—As above in Black Satin, A-D, 24 3 
. $3.7 


C-69X—As above, all Black Satin Flexib'e to 8 
a pate: a Heel, B D, 2% C-691—As above in Black Satin, ‘ictible 


SRS ens PERE ES ee EI $3.00 McKay, B-D, 2% to B....................83.00 


Axman-Weiss Shoe Company 
. The House of Specialties 
“ South Wells nena Chicago, Illinois 


TAs ~ 
at ot eee A RANA RRA RRA RARARARARARARARARARARARARARAR 
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Give Your Customers Fashion’s Latest Combination Effects at 
Reasonable Prices, by Specifying Our 


Donkey Colt 


and 


Starbuk 


| gentewes COLT represents all anybody. can ask for in 
patent leather. 

It means—ENDURING BRILLIANCE — UNUSUAL 
PLIABILITY and COMFORT. 

STARBUK comes in a variety of warm and delicate colors 
that follow closely the very newest dress fabrics. Here are 
some of our most popular colors. 


























No. 42 No 45 No. 40 No. 23 
HAZEL PANTHER MALACCA BEAVER 
No. 29 No. 50 No, 35 No. 33 
TEAK CATHAY FILBERT BOBOLINK 
No. 31 


No. 20 
BEIGE NUDE 





Tolman, Dow & Co., Inc. 


174 Lincoln Street, Boston, Mass. 

















ROCHESTER, N. Y. CINCINNATI, OHIO GREATER N. Y. ST. LOUIS, MO. 
Mr. Charles L. Kirk Mohr-Holters Sales Co. NewCastleLeatherCo. T.M., Fitzgerald t$ Co. 
22 Andiew St. 202 E. 7th St. 100 Gold St. 1602 Locust St. 
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. - .There are 14 colors of 
Lately Received from ' : 
Paris, this highly ori- } faggots —2 “ 
ginal design in patent . ae 0 sat ry, 
and nut brown suede ma a OE? ; 
in reproducing this 
model 
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Brot CIOR 


ya ARCH 


PROTECTOR 


SHOES 


are making live merchants successful 


Live and up-to-date merchants in every 
part of the country are building a tre- 
mendous Arch Protector business. 
Why—because it is the finest scientifically 
constructed line of footwear in the coun- 
try. Duttenhofer quality plus comfort, 
smartness and service are harmonized 
perfectly in every pair; they are made by 
skilled workmen. 

Every pair sold means a satisfied cus- 
tcmer—also a repeat customer. 

Write or wire today and. we will have a 
salesman call. 


The Val Duttenhofer Sons’ Co. 
Cincinnati, Ohio 


RA 
Dultenhefer 


ESTABLISHED 1888 
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Crumbs 
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Tyee ae 


REC U.S PAT OFF 


Davis Process Shoes have great flex- 
ibility, a splendid cushion at the ball, 
a perfectly smooth leather innersole 
and ted give an extra amount of 





CROSS SECTION - INNER SOLE 
Stock No. 441% 


RAI 
er oer Women's Kid lutish, Kid Tip, Large Ankle 
Women's Kid O: Kid Rubber Price $3.15 
Heel. Wid Ew 
Price $2.35 


Send for Catalog 
Made by 























. A. H. BERRY SHOE CO. J 


PORTLAND, MAINE 


BOSTON OFFICE 428-430 |ALBANY B°LD'G. 
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Real Welts 


To Retail at $5.00 


WE make these splendid values in our own 
factory, shown above, and sell them direct 
to you at one profit. 

Some of the largest shoe departments, where 
strict maintenance of value is the basic rule, are 
our regular customers. 


In Stock—To Rush 


Style No. 81—Pfister & 
Vogel’s black gun metal 
calf oxford. 98 Rub- 
ber heel. Widths A, B, 
Gg BD 


Price 


$3.15 


No less than twelve 
pairs sold of any one 
width. 


Style No. 82—Ladies’ 
genuine black kid, 
straight lace oxford. 
13-8 Rubber heel. 

Widths A, B, C, D 


Price 


$3.15 


No less than twelve 
pairs sold of any one 
width. 


These shoes give your customers the value they have a 
right to expect for five dollars. 

No skimping, either inside or out. Let us send samples 
right out of the case to prove them. 


Nathan & White Shoe Co. 


Manufacturers of Goodyear Welt 
Shoes for Women 


Malden, Mass. 


Terms 5%y—i0 days 
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675—Black Kid Fat Ankle Boot..............0+00+ $5.00 
670—Brown Kid Fat Ankle Boot ...........++-se00 5.75 
650—Black Kid Fuli Ankle Boot..............++.. 4.75 
660—Brown Kid Full Ankle Boot................++ 5.50 
610—Black Kid 2 Strap... ......ccececeeecececees 4.25 
615—Brown Kid 2 Strap. .........2seeeeccececees 4.75 
600—Black Kid Oxford.......ccccccccccccsccccces 4.00 


605—Brown Kid Oxford. ..........0ceceesceceeees 4.50 
Sizes, 34% to 10, C-EE 

NOTE—To sizes 84% and 9 add 25 cents; 94% and 10 

add 50 cents. 














All Numbers In Stock 


The Anderson-Owens No. 675 is a splen- 
did shoe for wide-ankle trade. Liberal 
ball measurements allow real foot comfort. 
The generous upper, made to fit smoothly, 
gives excellent support. Among the 
quality points of manufacture are: Good- 
year Welt, “Crawford” Arch Supporting 
Shank and “O’Sullivan” Rubber Heel. 
Each shoe listed above possesses these 
features. 


We are prepared to supply your immedi- 
ate needs, quickly and satisfactorily. 


Send for a few 
pairs on approval. 

















Anderson-Owens Shoe Co. 











LYNN, MASS. 
—— 
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AN creation, bristling with real sales possibilities, 
and far ahead of the average novelty. Made as 
only Allen, Goller can make it, with every seam a touch 
of master workmanship. The “Deauville” is but one of 
the numerous styles being made up for early shipment, 
and is peculiarly adapted to current demand. If you do 
not know our line, get acquainted today. Our many 
satisfied merchant customers attest to the value of our 
footwear and the service we render. Be the Allen,Goller 
merchant in your town and get in with the style leaders. 
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ALLEN, GOLLER SHOE Co. 
5 60 K STREET, SOUTH BOSTON, MASS. 
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Posed especially for Cedar 
Cliff Silk Company by 
F.orentina Gosnova of the 
Greenwich Village Follies. 


CEDAR CLIFF 




















ing for bor (oh bsodeile 





SATIN has heard the call for colonial styles, and 
colonial slippers of Cedar Cliff will be seen on 
dancing floors the country over this winter. 









There was atime when women hesitated to buy 
satin footwear, no matter how enticing the styles. 
They loved satin’s sheen, but they distrusted its 
permanence. — 












Practical, honestly-made Cedar Cliff Shoe Satins 
have banished this distrust and put the vogue of satin 
slippers on the solid basis of customer confidence. 












Wise dealers will be well stocked this winter with 
slippers of assured salability — fashioned of Cedar 
Cliff. 






» CEDAR CLIFF 
SILIC COMPANY 


251-255 FOURTH AWE. 
NEW YORK 


SHOE SATINS — 


-- >: > O8 
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i Bedates it ae impervious to water and eet. and nosscencine? ne 
geary ) th to withstand the hard knocks of nae BD, wear, the 
Unit Box Toe is used exclusively by os ‘wor i’s best shoe mak 
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SALTONSTALL SHOE CO: 


HAVERHILL 
MASSACHUSETTS 





REAL VALUES 


IN STOCK en 


B703—Code * 
REAL SERVICE Light-edge welt, iis hen heel, Wingfoot 
B700—Code “Elsie,” Patent 1 Strap. ru SN EE sein niodiiataacees 75 
edge welt, 14-8 LXV heel. Price 60 B702 ‘Vel * Patent 2 St Light- 
BTO1—Code “Bertha.” Fine Black Kid Code Veen. | Daan 3 Stesp. 3a 
Light-edge welt, 148 LXV heel. ate get. 168 Cian Beek, Wegeet 
$3.60 , 


B706—Code “Marie.” Fine Black Kid Oxford. 
goadyear welt, light-edge 12-8 Cuban nee, 
Wingfoot rubber top. Price .......... $3.7: 


a od Kae a Sen Bod = toate Ete wit a 
AS TR A eA "1 


B705—Code * ie -* be age : ee. Bo a 

ooze trimming. light-edge welt ban 
B704—Code “Clover,”’ Patent Colonial. Light- » ibber top. Price...... ® 
edge welt, 14-8 LXV heel. Price 25 heel, Winglgct rubber top. Price “ 


'07—Code ““Jean,"’ Van Dyke Brown Russia 
rt Oxford. Goodyear welt, light-edge 12-8 
Cuban heel. Wingfoot rubber top. Price, $3.85 

SIZES AND WIDTHS 
AA4two8 A 3% to 8 
B3 to 8 C2% to 8 


the ai gO Terms: 5% 10 Days, 2% 30 Days $600—Code Paty. “ Black oe Ses 
> eet bee gis = SEND FOR LOOSE LEAF CATALOG = Price, 2° 970 00! beading. 168 LXV $4.56 


eS OE RR ee rere 
SPECIAL FEATURES 
Light Edge Welts, stylish and dainty as turns. 


These shoes are all made by Witherell & Dobbins Co., and their makers, in conjunction with us, 
- assure the high standard quality associated wih their name. 


SALTONSTALL SHOE CO., 170 een St., Haverhill Mass. 


The Boot and Shee K der will appr your mentioning the p jon in repl to advertisements. 




















BOOT AND SHOE RECORDER __ November 4, 1924No 


A New One Every Week 


Style 248 


os a Tf = by ty hee Inlay, 

' el. Fu uis Hee 
: ty BL. er eg 4 Torn AD 88 75 Style 208 247—Patent Colonial, Black Suede, Inlay, 
+ 208—“‘Dr. Beard Arch Support” Black Losher Louis Heel, Rubber Top lift. 


309—Same style, Patent Leather. \-D.. 3.75 
318—Same style, Black Kid, Kid Oxford, Combinaticn Last, Tip, asses 
Cuban Heel, Turn. A-D 3.75 Long Inside Counter, Orthopedic Rubber | 131—Patent Colonial, 
Similar Styles in Patent and Gray Trim , Reinforced Shank, Flexible Welt. Leather Louis Heel. C-D , . 
Sacks may ent Leat Tr Kid, Black 235—Black Kid Oxford, Tip, 12-8 Cub — Similar Se = ayy Russe Leseies and Dull 
tent Ts, W ac t xfor — uban 
pay ty Perforatio punactgies Heel, Rubber Top Lift, Welt. A-D... .$3.60 Kid id with Louis Heels or Cuban Heels. 
Beaded Styles in Duli Kid, Black Kid, 233—Same style, Havana Brown Kid. $2.50 to $3.00 
Black Satin, Turns $4.00 -D 4. Style 333—New : 
Patent Leather, Black Kid, One Strap or 213—Black Kid “EEF” Oxford, Tip. 333—Black Satin Theo Tie, Black Satin 
Two Straps, Rubber Cuban Heels, Welts. Rubber Cuban Heel, Welt. E~E . 3 Checkerboard Quarter, Covered Full 
Louis Heel, Turn. A-C...........5- 4.50 


All Styles In Stock Send for Catalogue 


THE BOARDMAN SHOE COMPANY | 


564 ATLANTIC AVENUE, BOSTON, MASS. 





The Doctor Says: 


“In serving our fellow men we can expect 
financial returns in proportion to the ser- 
vice render ; 


‘THE manufacturer who makes and 
the retailer who sells a shoe of 
greater service can look forward to 
rightful expectations. The Doctor 
Shoe helps a man toe-in and walk 
straight—the right way to walk. The 
right way of walking helps the man. 
That in turn helps the dealer who 
sold the man. 


‘* The Doctor and the Shoe Man”’ 


is rather an exceptional booklet for a 
shoe manufacturer to issue, but really TOR.IN—WALK STRAIGHT 
no more exceptional than the Doctor 

Shoe itself. You will find the booklet THE 
interesting reading. Suppose you 

mail one of your letterheads so that we 

can send you a copy. 


SHOE 


JOHN MEIER oa 
SHOE COMPANY fe Moen 2s rei on 


SAINT LOUIS 
Good Shoes for Men Since 1874 The DOCTOR, Jr. for Boys 
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ARCH RELIEF SHOES 


“Comfort in Beautiful Footwear” 


TAKING ADVANTAGE of 
OPPORTUNITY for PROFIT 


. 6005— k, Black Kid : “a No. 6011—In Stock, Black Kid 
yn OT Otek Csodreat wee Long, tedious hours on her feet—makes Monn Relicl Ontord, Goodyear Welt, 


13-8 Rubber Heel. Combination the nurse doubly appreciative of comfort 12-8 Rubber Heel. Combination 
Last No. 131. Price......... $4.50 in f Last No. 118. Price........ $4.50 
No. 6004—Same as above, Brown in footwear— No. 6010—Same as above, Brown 


ty | pean apo $5.35 BS WEMENG Fh cGAs excesses $5.35 


And opens up for you a class of trade 
that is steady and mighty profitable,—a 
market that waits only for you to make 
the first move. 


Nurses enjoy wearing RILEY’S ARCH 
RELIEF SHOES for they fit with glove- 
like closeness over arch and heel, giving 
comfortable support to the arch and the 
combination last provides ample room for 
toe and ball. 

Realizing your problem we are carrying 
the shoes illustrated in stock, on our 
floors, for immediate shipment and wide- 
awake retailers are wasting no time in 
taking advantage. 

The rapidity with which new accounts 
are being opened for this line is already 
making our keeping these in stock—a 
problem that is difficult to solve so your 
early order is more certain of shipment. 


The RILEY SHOE MFG. CO 


COLUMBUS, OHIO 
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The Line They All Talk About 


There are many wonderful features to Dr. Copland’s Health Shoe. In fact these 
shoes embody all of the necessary points which go to make a real honest-to-goodness 
health shoe. The sole is of the highest grade leather; the counters are of the very 
best solid leather; each shoe contains a cushion innersole; every pair has the popular 
Crescent rubber heels attached and the uppers are of the finest grade of genuine 
vici-kid procurable. These health shoes are hand turned and each pair carries the 
Dr. Copland’s guarantee for 100 per cent comfort and durability. 


Dr. Copland’s Health Shoe will prove a most profitable addition in you. store. 
We carry them in a at all times in a full and complete line comprised by the 


following nu 
BOOTS 


. 101—Fat-ankle “or stock tip, 7 wide. 
. 102—Regular D, E and EE wide. 
- 103—Regular plain toe, medium vam). 
- 107—Modified sister bal., E wide. 
" =P mm od ot _, 'E and EE wide. 
. 110—Seaml- oe Frey 
- 111—Black Ki = Boot. 
No. 115—Black Kid Semi-Dress Comfort Boot, with Military Heel. 


OXFORDS 
. 194—Tip Bal Oxford, EE wide. 
. 105—Tip Bal Oxford, EEE wide. 
- 106—Regular Plain Toe, Medium Vamp. 
. 112—Black Kid Comfort Oxford. 
. 114—Sister Bal. 


a 
ee ae ae ae 





_——-— - ws 


SERALERRERRERRRRERGRRRRRGRREERE’ 


—— a 


All of the above are made on a 7} inch pattern, made in our own fact 
under special supervision. Price on the entire line $3. 


Same as above in oxfords, plain or stock tip 
Send for sample pair and display cards. 


CRESCENT SHOE CO. 


MANUFACTURERS AND JOBBERS OF 
WOMEN’S AND CHILDREN’S SHOES 


159 Duane Street New York,.N.Y. 
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You can ask nothing more reliable than the rigid 
value standards under which Weber Union-Made 
Shoes are produced for retailing at $5 to $8. 


WEBER BROS. SHOE CO. 


NORTH ADAMS, MASS. 


New York Office; 1328 Broadway, Marbridge Bldg. H. Harris, Rep. 
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TYLISH STOUW 
OuT SIZES 
TRADE MARK _ 


Reg. U. S. Pat. Off. 








No. 253 


A new last possessing the comfortable 
fitting qualities which characterize our 
other last, with a neatly modeled fore- 
part, which meets with the approval of 
women who desire a “dress” last,-with a 
rounded toe. It carries a Cuban heel 
154 inches in height. 


No. B222—Havana Brown kid, 3% tuxce Nw. &6221—Biack™ glazed kid, lace 8” ——_ 


lace 8” outsize t regular tip 13-8 Wingf : t lar t 13-8 9 Wingtout heel, 253 last. 
heel, 253 last. Widths C to BEE. Sizes 244 I K Widthe Ct to Be Sizes 234 to 1 NOTE: 
toll. NOTE: Not stocked in EE. Price $6. ow wp ed -Price $5.00 


The prices quoted are base prices. Sizes 844 
an@ 9 are 35 centa extra; 94 and 10, 50 cents 
extra; 1044 and 11, 75 cents extra. 


No. B250—Black glazed kid, five-cyelet ox- 
ford, regular tip, 13-8 Wingfoot heel. Price 4.25 


No. B251—Seme in brown kid Price $4.75 
Widths A to EEE. Sizes 2}4 to 11. 


F ROCHESTER, N. Y. 


506 Security Building 
189 W. Madison Street 


Chicago Office: 
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‘BEEBE: 


FIF TY YEARS PRODUCING HONEST LEATHERS 














(CHERE IS 
| ONLY ONE 
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| TANNING 
| COMPANY 
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of Qualily 
Manufacturers will 
readily accept your 
specifications of this 
heel. 

A complete line of 
sizes and colors for 
men’s, women’s and 
children’s shoes. 
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A Tempered and Blended Rubber Heel 


Firestone-Apsley 


RUBBER COMPANY 


Manufacturers of Rubber and Canvas Footwear 


Hudson, Mass. 


The Beet and Shee Recorder will appreciate your mentioning the publication in replies te advertisements. 
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They Wanted 100 Dozen a Week 


This gives you an tdea of how the’re o 


T HON Ul 


(DURO 


TYLE authorities among retailers and 

manufacturers, tell us that TENU-TAN 
is the big new colored calfskin for next spring. 
This is confirmed by the orders that are 
pouring in upon us. 


TENU-TAN is the correct answer to the call 
for a really new lighter shade of tan. 


** Lawrence Leather 


A. C. LAWRENCE 


161 SOUTH STREET 


NEW YORK PHILADELPHIA 
ROCHESTER CINCINNATI — 














N 
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No.53 RUSKINRED No.73 TEAZEL TAN No.79B) 


Our Other Ae 


Are 


L 


BOS 
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k—We Promised 100 Dozen a Month 


e orving our new lighter shade of Calfskin 


J~ A ND 


CALF) 


TENU-TAN has an absolutely non-pigment 
finish and is pure aniline dyed, as are all 


our new colored calfskins which have become 
the talk of the trade. 








To make such a leather and attain a high 
degree of uniformity is the problem of long 
standing which our laboratories have solved. 





 Poptlar Colors Are: 


. 77 BENGAL BROWN No. 82 BAYWOOD BROWN 


atherAre Reliable Leathers”’ 


-E| LEATHER COMPANY 


EET}BOSTON, MASS. 


1A CHICAGO ST. LOUIS 
MILWAUKEE 
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yp your older stock on hand into the iS Z Ne 
newesl shoe slyles of the day via The “‘Crino- 5 Oc = {3 = 
line” Pom-Pom! At a small cost you add Ss 
dollars to the sales value of each pair of shoes PER PAIR 
enhanced with “CRINOLINE.” We offer this 
smart little novelty in Black and Cocoa Brown— Terms 
so while they last they are yours at 2% 10 Days 


SHOE NOVELTY COMPANY 


123 WEST 33RD STREET NEW YORK, N. Y. 











Sell Russell’s 
IKE WALTON 


ahah Zao Zan 


Staunch and Serviceable as a Heavy Sporting Boot 
Flexible as a Moccasin 


Chocolate, chrome-tanned waterproofed leather. Its unique 
construction provides four layers of leather between the fvot 
and ground—more protection than the ordinary street shoe. 
Its light weight appeals to the outdoor man. 


The Russell quality speaks for itself. So does Russell shoe- 
making. 


The Scout Moccasin 


Made of Chocolate elkakin, with soles of flexible, sturdy Maple 
Pac. Natural shape affords every freedom to the fout. 


The ideal rr and service in - apd ay 
— . oe Sa Ge guees Se Write for Dealers’ Price and 


Catalog 


W. C. Russell Moccasin Co. 
Berlin, Wis. 
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Stock No.*787X—Tan Calf Opera, 17-8 Lows 
heel, 27 last, dim toe, widths AA-C, Novem- 
ber 15 delivery from Newburyport. Code 
“Blondy.” Pric@...cccccscccccsccccece $5.00 


Stock No. 788X—Same in Bronze Kid, 
November 15 delivery from Newburyport. 
Code “Goldie.” Price........sseeeeee $5.70 


a 


Stock No. 686X—Black Satin Side Seam 
Opera. 14 8 Louis heel, 38 last, dime toe, widths 
AAA-D, at once deliv ry from Newbury on. 
Cod “Cage” FM ccccccccsccecs 
Stock No. 792X—Same as No. 686 only roi 
Louis heel, 37 last, dime toe, November 20 
delivery from New York. ‘Code “Milly.” 
FUND s ccccdcbedescdsccvecccescocecics $4.60 

















® 


TURNS 
IN STOCK 


“Imitation Is Sincerest Flattery” 


CORRECT DODGE 
FUNDAMENTALS 


The Finest Soles. 

We use Uskide Top Lifts. Uskide 
Top Lifts outwear leather. 

Unbreakable Steel Backed Leather 
Shanks. Patent applied for. 

Finest Grade Satin made to our 
specifications. 

Finest Quality Interlining. 

Genuine Kid Quarter Linings. 

High Grade Workmanship. 

Silver Cloth proofed against Tarnish 
by the best known process. 

Silk Grosgrain French Cord. 

Solid Leather Counters. 

Stitched with the Best Silk. 

Made in the largest and cleanest fac- 
tory devoted exclusively to the manu- 
facture of ladies’ turn shoes in the 
United States. 








for an occasions 





Stock No. 786X—Patent"Leather O 16-8 
Louis heel, 37 last, dime toe, widths AA-C, 
At once delivery from Newburyport and New 
York. Code “Swagger.”4,Price ........ $5.00 





Stock No. pe wy Silver Cloth 
Opera, 13-8 Louis heel, last, dime tor, 

wiaths AAA-D, at once as livery from New- 
buryport. Cod- “Butterfly.” Price....$5.50 








NATHAN DODGE SHOE COMPANY 


Newburyport, Mass. 





ha. 


Stock No. 6860X—Black Satin Side Seam 
Jnoera, oval steel and jet beaded buckle, 14-8 
Louis he. 1, 38 last, dime toe, widths AAA-D, 
at once delivery from Newburyport. Code 
SORES” FN dvb adcccivocncspeteed $5.85 


Stock No. 6861—Same as No. 6860 only with 
uare jet beaded buckle. Ccde “‘Gale.” 
WED. sccccccucecedoessusesuebaccdebe $5.50 








IN STOCK DEPARTMENT 


Boston, Mass.—i79 Lincoln St., 416 
Albany Bidg. 
New York, N. Y.—108-110 Duane St. 


San Francisco, Calif.—770 Mission St., 
Keil Bidg. 


Kansas City, Mo.—Ninth and Main Sts., 
215 Sheidley Bidg. 


a > Ill.—19 So. Wells St., 310 Lee 


Monts mery, fa —105 Bibb St., Cotton 
xchange Bid 

a... Colo. - Arapahoe and 15th 

Sts., Room 414-415, Mercantile Bidg. 


Newburyport, Mass. 


OTHER OFFICES 


Philadelphia, Pa.—929 Chestnut St. 
Seattle, Wash.—2716 Warren Ave. 
Pittsburgh, Pa.—Hotel Henry 
Detroit, Mich.—Billinghurst Hotel 
Springfield, Ohio—Bancroft Hotel 
Indianapolis, Ind.—424 Saks Bldg. 








Cr ce ee rT 





Stock No. 777X—Black Satin Cross Strap; 
Behrl, brocaded strap anu band,’ brocaaed < ol- 
lar on quarter, 14-8 Louis heel, 40 last, dime 
toe, widths AA-C, November 20 delivery from " 
Bcston, Chica o, and Newburyport.r- Code 
“Columbia.” Brice haeuseedsencseeeseed $5.70 








The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements, 









‘Knock -about”’ 


for 
Sport and Outdoor Wear 


Goodyear welt, smoked elk uppers, lace-to-toe 
— ee no lining, single chrome sole, wedge 
eel, 


In Stock—C, D and E widths 


Profit and New Business 


will come to you with these shoes of 
many uses. 
Originally intended for bowling, but now 


used extensively for general ouldoor wear 
where _light, flexible soles are desired. 


In Mens’, Boys’, Youths’ and Little Gent’s Sizes 


Write for Samples and Prices 


Witchell-Sheill Co. | 


Manufacturers 


BOOTS 











We manufacture for 
the retail trade a com- 
plete line of Children’s 
Flexible Turn Shoes. 
Sizes 1 to 5. 


Thirty-six numbers 
carried IN STOCK 
for immediate deliv- 
ery. Write for de- 
scriptive catalog. 


No. 109 B — Mahog- 
any Kid Vamp, Foxing 
and Collar, Field 
Mouse Top, Perfora- 
ted, Milo Buttons. 
Sizes 1 to 5..... $1.10 


No. 128 B—Patent 
Leather Vamp and 
Collar, | Champagne 
Kid Upper, Milo But- 
tons, Hi-Cut. Sizes 1 
Wi Pisiadsscooes $1.25 





Staud ShoeCo ion 


OUTING and ATHLETIC 


FOOTWEAR 
MICHIGAN 


ROCHESTE: 


NY 


Maker to Retailer Direct 
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KENDE X 


Kendex is “Standard Equip- 


Eliminates 
Burning and 
Stinging of 
the Feet. 


Keeps Feet 


Warm in 


‘Winter, Cool 


in Summer 


Never Hardens 


Nor Cracks, Re- 


‘mains Always 


FLEXIBLE 


KENWORTHY BROTHERS CO. 


The Perfect Insole 


People who have always worn leather 
insoles have discovered in KENDEX the 
scientific solving of their former foot dis- 
comforts. 








NDEX 


The Perfect Insole 


KENDEX is a non-conductor of heat or 


cold. 
It is fast color too—doesn’t stain deli- 


cate hosiery. 








NDEX 


The Perfect Insole 


KENDEX is porous and allows the feet 
to “breathe.” It absorbs perspiration 
without hardening or cracking. It readily 
and easily conforms to the feet. 








Try Kenadex Insoles yourself. 
Order a sample lot of Kendex 


ment” with all the best and 
biggest makers of rubber and 
cansas footwear. 


Slip Insole, packed one dozen 
pairs, assorted sixes. Yous 
customers will find them ideal 
because they will not bunch, 
crack, or curl. 


Stoughton, Mass. 
Kenworthy Brothers of Canada, Lid. 
St. Johns, P. Q. 


REMEMBER—THE FEELING OF THE FEET IS REFLECTED IN THE FACE—WEAR KENDEX 
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Quality always! This is the 
guiding motif of Jel-Del pro- 
duction. Leathers of stand- 
ard tannage, solid soles and 
heels, rugged counters and 
box toes. Not the greatest 
output in the country,* but 
thoroughness in every pro- 
cess of manufacture. 


EIDE], 


MADE TO GUIDE 
THE GROWING FOOT 





*Visit our factory. See what 
results when skilled workers 
apply themselves, without 
haste, yet with certainty. Or, 
if you cannot, determine to- 
day to view Jel-Del samples 
and price list. 





JELLY-DELANEY SHOE CO. 


LYNN, MASS. 


FINE WELTS 
For Ladies, Young Ladies, Misses, Children and Infants 














November 4, 1922 BOOT AND SHOE RECORDER 








ae Seta anSSEREEIEnmE ~— + —— — 
———— Enea ee -— ———— 








If It Were Not For 


ROUND 
RIPPER 


WALKING SHOES 








this special “Health Shoe” Number 
of the Boot and Shoe Recorder might 
never have been published! 


Because GROUND GRIPPERS were the FIRST “straight-inside- 
line,”’ flexible shank, muscle-developing Health Shoes on the market, 
the pioneers. Their world-wide success---achieved through gener- 
ations of service---laid the foundation of the great present-day de- 
mand for shoes that fit the natural lines of the foot,—and in so doing 
paved an easy way for countless imitations, essentially inferior. 


On sale today we can point to SEVENTY-THREE attempted 
copies of the famous ORIGINAL patented “‘Ground-Gripper” con- 
struction! But people who think of a flexible-shank shoe, instinc- 
tively have Ground-Grippers first in mind. 


Imitated, but NEVER DUPLICATED! 


That’s why the “Grcurd Gripper” retail franchise is such a sub- 
stantial asset to merchants who hold it ! 


GROUND GRIPPER SHOE CO., Inc. 


99 Brookline Street East Lynn, Mass. 



































IN YOUR FEET 
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“The Vogue’ 


The latest and best seller of this 
season’s offering 


——e PA 


———) 


No. 4060—AIl patent, full Louis heel. 


No. 4061—All satin, full Louis heel. 











Now In Stock Price $4.00 A, B and C 


Chipman, Harwood 8&Co. ““semvass™ 
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STRIKING STYLES 
In Fall Footwear 
—IN STOCK — 


These examples of 








Fairy 2127 
Putty elk, mahogany calf trimmed, 24% 
a ¥ ES Cee $4.00 


TRADE MARK 


are among the most popular numbers in the present 
season’s line. Their pattern and appearance are in 
keeping with present requirements and their 
welted soles are especially suited to fall and 
winter wear. Other styles are shown in our new 
catalog just out. 


GRIEB SHOE MFG. CO. 


Pairy 2129 309 Arch Street - += = «= Philadelphia 


Patent one-strap, gun metal calf, collar 


and strap, 244 to 8, A to D $400 Factories: Palmyra and Annville, Pa. 





SS OO aaa AO OOOO OES 
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CS BALANCER 
Rac 


Three Leaders 


for Your Children’s Department 


When mothers come into the store with the little tots it’s 
the signal to get out these BALANCER numbers! These 
shoes are made with the same Shaft-Pierce care and quality 
that have made ACROBATS big sellers. Now in stock. 
Quick shipments. 

















No. 2235—Golden Brown Novilla, Felt Insole, 
Flexible Buck Chrome Sole. In 


Soft Toe. 
id Stock: 2-6, D 





No. 2246—Same as No. 2235, in Black Kid. In 
stock, 2-6, D. (ae. 2 i . $1.40 


No. 2206—Patent, Mat Top, Felt Insole, Soft 
Toe, Flexible Buck Chrome Sole. In Stock, 2-6, 


2 
“es Do ESOT 





No. 2300—Patent, White Kid Top, Felt Insole, 
Soft Toe, Flexible Buck Chrome Sole. In Stock, 


Order Samples now for immediate delivery. 
Also get our catalog No. 22F 
It shows our complete line. 


Shaft-Pierce Shoe Co. 


General Sales Office and Factories: 
210 3rd St., Faribault, Minn. 


Specialists in Children’s Good Shoes Since 1892 
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“Fit where others fail” 


REG. US PAT OFF. 6. CO 


SHOES 
In-Stock, At-Once Delivery 


from Factory and Branches 


Order from Nearest Shipping Point 
BOSTON—NEW YORK—CHICAGO 


a 


Style 2296 Price, $4.65 
BLACK KID PLAZA TWO-BUTTON 
STRAP PUMP 
13-8 Rubber Top Heel 
Welt Sole Glenwood Toe 
AA--D 
Style 4043 The Same in Price $5.00 
CHIPPENDALE BROWN KID PLAZA 
ONE-STRAP 


AA--D 


“Queen Quality” 
Helps You To 
Sell More Pairs 
At Less Cost--- 


For as far back as most of us can remember, 
QUEEN QUALITY has been America’s best- 
known brand. For a generation it has been a 
household word—the leading name in women’s 
shoes. 


No line of women’s shoes—branded or un- 
branded—is so comprehensive, so all-inclusive 
in styles and types of footwear, so well adver- 
tised, and so generally preferred by women of 
all ages for fit and style and value. 


By concentrating on QUEEN QUALITY for 
your women's shoe requirements you can sim- 
plify buying, reduce overhead, promote profit, 
increase turnover, and give the utmost service 
and satisfaction to your customers. 


Wherever the QUEEN QUALITY field is open, 
there is a big opportunity for merchants under 
our attractive agency plan. 


THOMAS G. PLANT COMPANY, BOSTON 20, MASS. 


Branches: 


NEW YORK: 125 Duane Street 


CHICAGO: 207 W. Munroe Street 


WX €.€. € CC €- CCC. C6 X CC £££ € €:EXC«.> Kd >> ->'-9'-9X-2:>:2:3-9->->->-> 33K" 
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WARNING 
To Shoe Dealers 


Notice of Infringement 


We had intended to be content with publishing to the 
trade for its own protection a plain notice that the 
Clarke-Emerson foot measurer is an infringement of 
our U. S. patent granted August 15, 1922 and that 
every shoe dealer who uses such device does so at his 
own peril as we shall hold him individually responsible 
for such illegal use and will not permit it to continue, 


The advertisement called ‘‘Answer of Clarke-Emer- 
son Mfg. Co.” etc., is so misleading in its implications 
that we now renew that warning with a brief ex- 
planation. 


The reputation of the Regal Shoe Company for fair 
dealing should satisfy the trade that we are making no 
fictitious or unfounded claim of right, that we are 
unwilling to test or unable to sustain in court. Any 
reliable patent lawyer will inform you that the issuing 
date of a patent does not determine priority of right. 
Such priority is determined either by priority of 
application for patent or by priority of actual date of 
invention. The date of invention of the Bliss patent 
No. 1,426,143, precedes by more than two years, the 
filing date of the Clarke patent, and the Bliss filing date 
precedes the application of the Clarke patent by fifteen 
months. 


In view of these facts, comment on the attempt of 
the infringing makers of the Clarke device to mislead 
the public is superfluous. 


A word to the wise is sufficient. Those who disregard 
our plain warning must expect to suffer the legal con- 
sequences of their infringement. 


REGAL SHOE COMPANY. 
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“Same Day” Service to You! 


We are all ready to care for your 
footwear needs FAST. 


Your order goes out the same 
day we receive it. 


Service stocks are near you— 
see list below. All you need in 
both “Hi-Press” Heavy and 
“Straight-Line” Light Goods. 


It means sure-fire profit to sell 
Goodrich. Its superior service is 
sure to bring back the customer 
for more of the brand with the 
Red Line’round the Top. Don’t 


See that your stock 


disappoint him and yourself sizes of 4-buckle 


Cloth Top Gaiters 


with an inferior make. are filled. Be ready 
for the cold snaps. 


Our national advertising campaign 

Our Men’s Rail for the Fall season is bigger and better 

road Norka is than ever. Millions of prospects are 
going BIG. eo ge : 

Thereis a good thinking Goodrich. Be ready to cash- 


market for this in on the big drive. 


shoe. 
THE B. F.. GOODRICH RUBBER COMPANY 


New York Boston Akron Minneapolis 
Chicago Kansas City Denver Seattle 


GOODRICH 


“HI-PRESS and STRAIGHT-LINE 
RUBBER FOOTWEAR 


“Pees T HE LONG 2 me Be 
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If you could only see 
how those cheap felts 
look on your customers’ 
feet six months after- 
ward, you would never 
sell them in the first 
place. It pays to stick 
to quality merchandise 
all the way through. 





| 


n 
| 
Ai | 





S25) 
SY, 


"20 


“You Folks Have 


ain MSS, 


Yeo can’t really rest and enjoy you 
to the full when you continue to 
your heavy walking shoes in your 
of ease and relaxation. 


Why—de they describe other felt slip- 
pers as**just as good” if Daniel 
Green Comfys were not the 
best? Don’t be misled, look fer 


More and more people of good taste and " 
o 
this label im the slippersyou bay, 


ment are taking a commonsense view 
matter, especially when, to get real foot { 
fort, it is no longer necessary to wear hid{ 
sloppy “bedroom” slippers. 


That is the thing so many discriminatin 


people like about Genuine Daniel Green Com- 
fys. They can slip them on as soon as they 
come home at night, andif friends drop in, they 
know that their feet will look trim and neat, 
with no need to apologize for their informality. 


Quiet} and dignified in color and style, their 
trim custom-built appearance and perfect fit 


Don’t forget that inferior slippers—either care- 
lessly or otherwise—are sometimes offered as 
Comfys. Insist on the genuine that bears the 
Comfy label. Daniel Green Felt Shoe Com- 
pany, Dolgeville, N. ¥Y. New York Office: 
116 East 13th Street. 


Daniel Green 


Comfy 


——_ = 


yy”. 

















DANIEL GREEN FELT SHOE COMPANY 


Factory and General Offices: DOLGEVILLE, N. Y. 


New York Sales Office: 
116 East 13th Street 


Chicago Sales Office: 


Corner of Wells and Madison Street 


Beston Sales Office: 
10 High Street 
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We plan to market MENIHAN ARCH-AID Shoes through 
regularly appcinted agencies among legitimate, locally owned, 
retail stores only— 


We hope to put into lasting effect a true co-operation between 
retailer and manufacturer, heretofore unknown— 


Our shoes and our proposition to dealers reflect this attitude— 


Is it any wonder that our operations are being discussed wherever 
shoe men meet from Coast to Coast? 


We are daring to tread a new path—to try to blaze the trail toa 
new merchandising ¢fficiency— 


Hundreds of live merchants are playing the game with us. 


We never heard of a MENIHAN ARCH-AID dealer who was 
not making mcney cn the shoes—We would feel ashamed if we 
did—We would want to do something about it. 


Our success has been almost unbelievable—We are ready now to 
serve you— , 

If you write for our proposition and ultimately buy our shoes— 
you have scmething ccming to you in addition to shoes— 


You have coming to you individually the HELPFUL—EN- 
THUSIASTIC—SUCCESS-COMPELLING CO-OPERATION 
of this strong organization— 








May we not hear from you? 





MANUFACTURERS & DISTRIBUTORS 


Rochester WDC 
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BLACK SATIN 


CHESTNUT BROWN SUEDE 


Mahogany Lotus Trim, A, B, C, D, 
$4.50 





Www Vues Gowrgainy 


First successful shoe manufacturer 
in St. Louis—Founded 1878 


4 


Brown Shoe Co., St. Louis, Mo. 


& | would be interested in receiving new style an- 
nouncements as issued by you. This service to be 
furnished gratis. 





Seueucenecnscccsnscccscucceucncenes 


Another Step 
Forward! 


Today with the rapid change in 
trend of women’s styles, manu- 
facturers and retailers must work 
more closely than ever before. 


New creations are continually be- 
ing designed and as it is impossibe 
for us to submit samples to our 
thousands of good customers when- 
ever these new styles are adopted, 
we are inaugurating a “Style Serv- 
ice’’ in which we believe you will be 
vitally interested. 


This consists of a series of cards 
illustrating and describing new 
numbers which are being added to 
our lines. These cards will be sent 


as often as Dame Fashion dictates. . 


If you want your name placed on 
the list of merchants receiving 
these announcements, just fill in 
the card below. 


—— 


2 ey OR I ee 
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Ca 
STAPLE SHOES >A FOP STAPLE SHOES 


COMFORT ECONOMY 
SERVICE 


TURNS 
McKAYS 
MEN'S ROMEO OXFORDS LADIES’ TIP OXFORD 


apt kk —w A -. DRESS SHOES ee techs tee te pi dl nue ee 
the lasts for our men’s slippers. . omeo style sen : . 
slipper embodies comfort, the elastic gores prevent i oa _ aote Ls ios 


ippi f th tects th 
pm oy oy aaa — haan eatiaial to walk in, but has enough style for street use. 


There are always good profits in staple footwear. 
The different patterns enjoy long popularity and 
supply a continuous demand. By selecting a few 
good numbers, you can build a regular and sub- 
stantial business. It is advisable to feature shoes 
for men and women. 


The house of Fisher man- 
ufactures comfort shoes 
of excellent quality. A 
wide variety of styles is 
offered for your needs. 


This winter is a 
good time to begin 
cultivating the 


trade of people who 
LADIES’ SEMI-DRESS POLISH . — 
There is a steady demand for this useful shoe, a seek comfort and MEN'S EVERETT SLIPPER 


demand which testifies to its twin factors of ease . This is the sli i 
‘ i that many men like to have for 
and a ae, Se —- fit nor econ- warmth for their comfort and relazation at home. = make — 
° is n ylish on that account. finish it ‘in a variety of patterns, so that it makes 
by uarter is seven inches high, and we furnish feet. Order now an eanellent qppenrance in a window or showcase 
this 5 with leather or rubber heels, whichever from Fisher as well as side by side with the dress shoes in a 
you choose , gentleman’s wardrobe 


Chicago Office: 
j Boston Office: 
189 W. Madison St. * V2 
Security Bldg. oA Pisuer, Sov 60 South St. 


Factory: 264 Broad Street, Lynn, Mass. 
MOMMA Te SSL Lb PAM een 


FISHER =m FISHER im FISHER 
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TheWoman we all Know? 
and “Her Shoes 
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OYAL to herself, her family, her friends—The Woman 
We All Know. 


She has been an attentive scholar in the schoolroom 
of life and has quietly learned the great lesson of 
Thrifty Discrimination—in business, in home-keeping, 
in pleasure and in dress. 


For Footwear—and her appreciation of good shoes is as 
quick as her daughter’s—she demands the Shoes of 
Lynn. Time, the Teacher, has proved to her that he 
has taught the experienced artisans of Lynn to make 
comfortable shoes which are also mighty good looking. 
That’s all she wants to know about a shoe—except the 
price. She knows Lynn-made shoes are within her 


budget. 


Incidentally, this Woman We All Know is usually the 
helpmate of the Man We All Know—gd in her 
shopping she has found no better slippegg=46r Him, 
than the kind and grade which Lynn has“#ade inter- 
nationally famous. 

A great many shoe stores have grown from a small to 
a great turn-over through the loyal patronage of this 


Woman We All Know. 


Do you want Joyal customers? Then cultivate their 
trade with the Shoes of Lynn. 


See list of representative Lynn 


manufacturers on the following page 


Lynn— Mother of American Shoemaking 
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Representative Lynn Manufacturers 


BARTLETT, SOMERS CO. 
Women’s Goodyear Welts 


BENDER SHOE CO. 
Women’s Welts and McKays 


BURDETT SHOE CO. 
Welts and Turns for Little Folks 


COTTER SHOE CO. 
Women’s Welts Featuring the Formative Shoe 


A. M. CREIGHTON 
Women’s Welts and McKays 


CUSHING SHOE CO. 
Stylish Welts Exclusively 


A. FISHER & SON 
Comfort Shoes and Slippers 


GREGORY & READ CO. 
Women’s Fine McKay Shoes 


HARNEY, TRACY, CREHAN CO. 
Novelty Welt Walking Shoes 


HENNESSEY, MAXWELL & HENNESSEY SHOE CO. 
Women’s Goodyear Welt Shoes 
HOAG & WALDEN, INC. 
Women’s Goodyear Welts 
V. K. & A. H. JONES & THOMAS CO. 
Practical Welt Shoes for Stylish Women 


T. J. KIELY & CO. : 
Ladies’, Misses’ and Children’s Welt Shoes 


LIPPITT-ALFOND SHOE CO. 
Women’s Novelty Flexible McKays and Welts 


MacLAUGHLIN-CONWAY SHOE CO. 


Women’s Novelty Footwear 


McNICHOL & TAYLOR, INC. 
Makers of ‘‘Style All the While’’ Lasts 


J. I. MELANSON & BRO. 
Children’s Shoes 


MITCHELL-CAUNT CO. 
Women’s McKay Footwear—Staples and Novelties 


RIALTO SHOE CO. 
Welts—A Style Line—McKays 


WATSON SHOE CO. 
Women’s Fine Novelty Welts and Preventor Shoes 


WILLIAMS, CLARK & CO. 


La France Shoe for Women 


See preceding pages 
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Style Shoes of Quality 


UALITY, Good Work- One of the many new pat- 
manship, Faultless terns which are shown in 
Fitting and unusual style our Spring sample line. 

Distinction now as in the 
past afford the best of reasons 
why so many retailers prefer 


“Style Shoes of Quality’’ 


No other line of shoes for 
women offers more in value 
or gives the customer better 
service. 


+ 
590L 

Our Salesmen are now 

i i Women’s Black Satin Quarter and 
oe the road with their new Vamp, Creole Tie, Perforated Patent 
Spring samples. Shall Trimmings, Lausanne last, turn sole, 
we have one of them call lain toe, 2% inch Patent Covered 
ull Louis heel. 


on you? 


In addition to our regular line of footwear we also 
manufacture the Dr. Edison Cushion Sole Shoe 
and the Ease-All Arch Supporting Shoe for Women 


UTZ & DUNN CO. 


ROCHESTER - - - NEW YORK 


DENVER OFFICE NEW YORK OFFICE LOS ANGELES OFFICE 
218 Charles Bldg., Denver, Colo. Bush Terminal Sales Building 709 Py. eee Los Angeles, Cal. 
TIGER & McNUTT 130-132 West 42nd St., Room 1521 . McATEE, Representative 
Representatives S. A. McOMBER, Representative 
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“We Expect THEM Any Day” 


Your trade is not patient with promises of more complete stocks 
later on. You cannot take future orders. Deliveries make or break 
your local market. 


When a customer says, “Thank you, I may call again”—it is then 
that you are forced to realize that unless the merchandise is in your 
store, it represents only a gambler’s investment. 


For many months, buying and trading were curtailed because of.a 
reluctant public. When at last everyone fully realizes that the 
public is really buying more shoes, Herculean tasks are placed on the 
shoulders of manufacturers and distributors. “Hurry-up” orders 
must fall in line and await their turn for delayed shipments by 
unequipped railroads. 


Unfavorable conditions when met with intelligent precauticn seldom 
cause losses. Rice & Hutchins have recognized and are meeting in- 
evitable conditions. Our distributing machinery has not been 
paralyzed by railroad strikes. 


Shoes are already near you in the Rice & Hutchins distributing 
houses located at strategical shipping centres. Delays are mini- 
mized. Now is the time to buy for future preparedness. 


RICE & HUTCHINS 


Incorporated] 


The Rice & Hutchins New York Co. The Rice & Hutchins Baltimore Co. 

The Rice & Hutchins Atlanta Co. The Rice & Hutchins Chicago Co. 

The Rice & Hutchins Cleveland Co. The Rice & Hu chins Cincinnati Co. 

Joseph I. Meany & Co., Inc., Phila. The A las Shoe Co., Boston, Ma s. 
The Rice & Hutchins St.£Louis Shoe Co. 
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The Everlasting ‘Topic—The Living Wage 


And Its Bearing on the Cost of Shoes, Their 
Demand and Their Worth 


has been used by the railroad labor board in its 

deduction that “if carried to its legitimate con- 
clusion, would- wreck every railroad in the United 
States, and if extended to other industries would carry 
them into communistic ruin.” The suggestion deep in 
the text of the report was that “just and reasonable 
wages” would make a much fairer basis of compensa- 
tion. How one can be very far removed from the other 
is not clear. 

It is a menacing thing for any Board to toss around 
the term “living wage.”” It sounds very much like the 
very utterance that brought ruin to the railroads— 
namely, “the public be damned.” 

There is no question but what the cost of transporta- 
tion is made exceedingly high by the wages paid on 
railroads. The factor that should be considered is that 
the railroad worker around New York City needs more 
to live on than the worker at a corresponding job in 
Southern Georgia. A unified wage would make the 
Georgia Cracker in his community better recompensed 
than the Mayor of his town; where the worker in New 
York with a family of five might find it difficult to take 
them all to the movies every night in the week. 

It is a dangerous thing to speak about a standard 
living wage. What would be a very low living wage 
average in the United States would be an exceedingly 
high living wage in Europe. 

It has been figured out that if al] the earnings of the 
past, year of stocks and bonds and interest indebted- 
ness of railroads were deducted from the cost of trans- 
portation, it would only reduce the charge to the ship- 
per 9 per cent, whereas if the increase of wages paid the 
railroad worker during the past year (over the wage 
scale of 1913) were deducted, the reduction in shipping 
cost would be slightly over 40 per cent. We get by this 


\ unfortunate use of the term “Living Wage” 


paralle] some idea of the tremendous costs in moving 
goods. 

The Congressional Joint Committee on Agricultural 
Inquiry found that 82 cents out of every dollar spent 
by the consuming ptblic for agricultural products went 
into the items of handling goods. The report pointed 
out clearly that the distributing system was expensive, 
because the Nation lacked a perception of a scientific 
method which wil!’ permit the elimination of cross haul- 
ing, back tracking, and distribution over immense 
distances. 

As Irving S. Paull of the committee, and now repre- 
senting the National Dry Goods’ Association, puts it: 
“Although distribution is the great national problem 
today, the situation is not discouraging if we will con- 
sider the cost of living in terms of the only valuable 
thing we possess—Time. Then we shall see that our 
cost of living is less than ever it was before, because 
not a great while ago we were spending twelve, fourteen, 
and sixteen hours a day to supply the bare necessities 
of existence, and today we spend eight hours a day to 
buy all the necessities and many of the luxuries of life.” 

The public and the merchant himself have a lot to 
learn about the costs of production and distribution. 
Go to any tannery—the “dirty job” is now getting the 
wage scale of 1918 of $40 per week, while the pencil clerk 
humbly takes what is given him. Naturally the cost of 
leather goes upward. What was once the cheap labor 
in shoe factories is now relatively the highest paid. 
From the Texas ranch right through the process of 
growing of the cattle, the take-off of the hide, the 
tanning, marketing, selecting of grades and shoe manu- 
facture, to the finished shoe, is the work of from five 
to six years. In its production fully 75 per cent can be 
charged direct to “hands and handling.” 

There is no other article of wearing apparel that ap- 
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proaches it in complexity. The majority of foodstuffs, 
cotton and wool are produced in a year’s time. These 
two important facts are lost sight of when that same 
railroad worker comes in and complains about the cost 
of footwear. 

The most valuable item in the nation’s wealth is a 
pair of busy hands. We are seeing this reflected in in- 
creased wage schedules in New York, Pennsylvania, 
Virginia, West Virginia, North Carolina, and the Pacific 
Coast States, where the demand for labor exceeds the 
supply. 

There are States, however, where the excess supply 
of labor is greater than the demand, particularly in the 
Cotton States—Georgia, Florida, Texas, Oklahoma, 
and Arkansas. As business gets better, watch carefully 
the labor condition in your own community. Perhaps 
you will find it similar to the situation in New York 
State, where the average weekly wage in all industries 
in September, 1922, was $25.71, an increase of 62 cents 
over August, 1922. The rising labor cost is communi- 
cated to the cost of all articles. The principal feature 
of these increases was in advanced wage rates, and not 
particularly in increased working hours. 

The merchant is beginning to feel that an increased 
demand for footwear is something to be considered in 
the next six months. To that end, he is buying more 
freely in the hopes of having the merchandise in his 
store for sale when more customers enter the store. 
Merchants are endeavoring everywhere to hold to the 
present list of prices on footwear. They certainly feel 
that they are unprepared in explaining to a critical 
public any price increases. 

The public has not entirely lost its old impression 
that $3.50 is the real price at which most shoes should 
be sold. The economical range of prices from $5 to $10 
is not accepted today without murmuring. The answer 
isin the fact that the public has never been shown 
“why” shoes cost money. The industry will never go 
hack to the $3.50 shoe level, nor can it hold even the 
$5 to $10 schedules without extreme economy and sci- 
entific production and intelligent distribution. 

When it takes at Jeast 350 pairs to have a working 
stock available for the first customer with unusual feet, 
it means high cost of handling. Service must be paid 
for. Customers expect shoes instantly fitted to their 
type and size of feet. There is an immense amount of 
work to be done in educating the public in footwear as 
to the sizes necessary for service, the styles necessary 
for fashion, and the range of prices necessary to fit 
different purses. 

The Recorder is going to take a big step in that direc- 
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tion, by a series of graphic charts to be put in shoe 
store windows explaining the function of the retail shoe 
merchant. We hope to show that the Congressional 
Committee found that, in 1913, the average net profit 
to the retail merchant in the combined industries of 
retail dry goods, groceries, clothing, hardware, and 
shoes was 6.8 cents on the dollar; in 1916, 6.86 cents; 
in 1917, 6.36 cents; in 1918, 5.93 cents; in 1919, 6.56 
cents; in 1920, 4.03 cents, and in 1921, 1.13 cents. 
This decreasing net profit is a serious item, and unless 
a volume of sales can be achieved it is unsafe. 

We also hope to eradicate the term “gross profit” in 
suggesting the use of the better term “gross mark-up” 
and the precise definition of actual net profil. Inci- 
dentally, we are going to have for shoe store window 
displays a chart showing ‘whence the materials come 
that go into shoes,” illustrating how the entire world 
contributes in the creation of modern footwear. It is 
our hope to have these available for distribution at the 
National Shoe Retailers’ Association convention, as a 
progressive feature in public education of the worth 
and value of good footwear. 


Hazen B. Goodrich Is 
Dead 





Had Retired from Active Business Several 
Years Ago—Was Son of Pioneer 
Shoe Manufacturer 


AZEN B. GOODRICH, for many years the 

head of Hazen B. Goodrich & Co., Haver- 

hill shoe manufacturers, died in that city, Nov- 

ember 2. His age was 80 years. He sustained a 

paralytic shock recently, following which he failed 
steadily. 

Mr. Goodrich was a widower. His immediate 
living relatives are an invalid maiden sister and a 
granddaughter, Mrs. Page. 

Mr. Goodrich retired from active business 
several years ago. Since then he had traveled ex- 
tensively, and until a few weeks ago had enjoyed 
excellent health. His name js identified with one 
of the oldest shoe manufacturing concerns in 
New England. It succeeded Goodrich & Porter, 
the senior member of which was the late Mr. 
Goodrich’s father. This latter concern was one 
of Haverhill’s prominent shoe manufacturing 
houses of an earlier generation. 
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Boot and Shoe Recorder CREED 


Getting More Shoes Sold Right: not only “more” but “right; sold for the right purpose, to 
the right wearer, in the right fitting, for the right price, at the right profit. This is the great 
problem of the retail shoe merchants. The chief purpose of the Boot and Shoe Recorder is 
to help solve it; for this is the basic problem upon which depends the progress of the 
entire] allied industries relating to shoes and leather; their production and distribution. 
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A Little More Smartness for Men 
Displaying, as one of a series, a well made, 
stylish high shoe—part of the well dressed 
man’s wardrobe 


Train Up a Foot in the Way It Should 


A nine-page analysis of vuriouscorrective and 
preventive lasts written by Dr. Herman W. 
Marshall 2 


Recorder Shoe Store Service Section.. 89 
What Does Your Store Look Like? 

Portland Home of Newest Baker store 

Capture the Children’s Trade With Novelties 


News of the Rubber Market 
News of the Leather Market........... 
News of 3 the Shoe Travelers 


Recorder. Hosiery’ Section 

Sudden Demand for Sheer Silks the Surprise 
of the Season 

Here’s an Idea Which Will Boost Your 
Holiday Trade 

Recorder Hosiery Styles 

Recorder Hosiery Ad-Visor 

Ten Per Cent of Henry Pabst’s Gross Siales 
are Made Over His Hosiery Counter 
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Will It Be a Merry Christmas? 


Two signs point unerringly to a holiday trade of 
proportions calculated to sweep the last cobweb of © 
doubt from the mind of the most pessimistic. 


The first of these is the fattening of the national 
payroll. People have more money to spend. The 
second is the tendency on the part of the buying 
public to ask for merchandise of better grade than 
they have been in the habit of buying for the last 
two years. 

These are FACTS. 


4,Just,a@ word of caution, however. Unfortunate 


will be that merchant who does not have in his 
stock the merchandise which people will demand 
in their holiday purchasing. While we are not in 
favor and do not desire to see a buying splurge’ on 
the part of the retail merchants of the country, 
we feel that he ought, right. now, to take careful 
stock of his merchandise, and place orders for 
those items which his judgment tells him will be 
wanted from now until the Christmas chimes ring 
forth. 

Delay will mean many a, lost sale. Procrastina- 
tion may easily spell the difference between a year 
of net profit and a year of loss. 
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Recorder Men's Styles 
Series No. VII 


All the men’s clothing shops show a 
decided increase in the sale of smart 
overcoats for fall. This is so, despite 
fair weather. Can it be that other in- 
dustries will enjoy the toning-up of sales 
prior to the shoe man? Let the shoe 
industry be not at fault in pvshing 
itself forward, in gaining the attention 
of the worker who has more money in 
his wage envelope than during the past 
two years. 


Americar Fall Fashions jor Men. From Mitchell Publishing Co., N.Y. 





Smart Model for 

Young Men 

The sharp, square 
toed boot is a decidedly 
stylish proposition for 
the winter of 1922-23. 
This style typifies the 
very latest features in 
winter footwear. 

It is of tan calf, per- 
forated tip, vamp line, 
eyelet row and top; a 
16 iron sole with rubber 
heel on the wide heel 
base. Shoes with char- 
acter have a decided 
place in active shoe 
stores today. 
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Train Up a Foot in the Way It Should Grow 


Until Pain Interferes with Occupation or Pleasure the Average Person 
Does Not Question the Shape or Construction of His Shoes 


“Is this what they are 
wearing?”’ 
**What is the Price?” 
These are the two ques- 
tions most customers ask 
in buying shoes. These are 
the two thoughts that are 
uppermost in their minds. 
Herd buying, that is just 
what the first infers. If 
they are buying it then it 
is all right and everybody 
wants it. If they are not 
buying it then only a few wil] put comfort, effi- 
ciency, ease of mind, above pride and wear what 
they ought to have. 


“Until pain interferes with occupation or pleasure, 
the average person does not question the shape or 
construction of his shoes. 


“But when peace of mind and comfort of body have 
departed, when social functions cannot be enjoyed, 
when regular occupation can no longer be pursued 
with decent efficiency, when pains wrack the body— 
then the men and women go to the orthopedic surgeon 
or to a shoe store, tell them their story and expect to 
be immediately restored to a normal healthy con- 
dition. 

“Tt is beyond the power of any human being to re- 
construct nerve cells, blood corpuscles or other ele- 
ments of the human body that have been destroyed. 
Only God, or nature, or the Supreme Power, or what- 
ever name by which one wishes to designate it, who 
originally created these elements, can recreate them. 

“All that lies within the power of man to accom- 
plish this is to relieve the condition already created, 
to remove pressure from parts of the foot that are not 
intended to be oppressed and distribute the weight of 
the body as nearly as possible upon the parts designed 
to carry it. 

“What does your foot do when you walk bare- 
footed? How-do the different parts of the foot func- 
tion as you walk, run or dance in your bare feet? 


Feet Should Function 


“All parts of the foot should function as nearly as 
possible in the same way when shoes are worn. The 
weight of the body should be borne by the same part 
when encased in a shoe as when going barefoot. 

“It is not beyond the possibilities to build a shoe 
that will allow a foot so to function. As a matter of 
fact, such shoes are now on the market and being sold 


in many shoe stores. In most cases they are the 
development of merchants or orthopedic surgeons or a 
combination of the two who are more interested in 
supplying to the public what they should have to in- 
crease their efficiency and making a money profit 
thereby, than in merely catering to the fickleness of 
style for the moment and taking a chance on making a 
profit regardless of the efficiency or comfort of the 
customer. 

“Some way or another people seem to think that a 
shoe to be perfectly adapted to the human foot must 
be grotesque, ugly, and ungainly, just as they seem to 
think that a medicine to have curative properties must 
be hasty and unpalatable. 


Both Looks and Comfort 


“It is entirely possible to make shoes that are good 
looking and at the same time will allow the feet to 
function properly. It is not possible, however, to 
make shoes with extreme high heels and extreme 
pointed toes on rocker bottom lasts with the measure- 
ment from heel to ball all out of proportion to the cor- 
responding measurements of the human foot and still 
have shoes that will allow the feet to function properly 
regardless of how much hardware is built into their 
construction.” 

Thus does one of Chicago’s most prominent and 
most prosperous specialty shoe merchants express him- 
self on the shoe situation as applied to the shape and 
the styles of present-day footwear. 

In his conversation he drew particular attention to 
the fact that the human foot was made with a trans- 
verse, arch and an anterior metatarsal, while the lasts 
used in making 99 per cent of the shoes worn by the 
public are “arched” or curved in the opposite 
direction. 

If a ruler is applied to the bottom of a last of ordi- 
nary construction, it will touch only in the middle. 
While if the ruler is applied to the bottom of a normal 
human foot, it will touch only the outer points of the 
first and fifth metatersal bones. 

Within comparatively recent years a few factories 
have had lasts made that more nearly conform on the 
bottom to the shape of the natural human foot. There 
seems to be a rapid tendency in that direction and it is 
entirely: possible that the shoe industry will soon 
recognize the fact that its greatest mission is to make 
the people more efficient, more happy and more cap- 
able of producing more wealth and that thereby the 
shoe industry will reap the reward of their beneficient 
work. 
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Personal Experiments in Wearing Orthopedic 
Shoes with Interpretations of Results, 
and with Other Comments 


By HERMAN W. MARSHALL, M.D. 
Boston, Mass. 


(Copyright 1922— Reproduction Prohibited) 


XPERIENCES that are to be related were 
EK planned after opinions of many orthopedic sur- 
geons and those of shoe merchants had been 
collected regarding shoes and feet; also after the writer 
had prepared a series of 18 brief non-technical medical 
articles on feet for the Boot and Shoe Recorder. Logically 
the next step was to confirm ideas more convincingly by 
actual wear of shoes experimentally. 

Single styles of footwear might be tried on various 
types of feet; or various types of shoes might be tried 
on a single pair of feet. The latter method was chosen. 

The writer’s own feet were selected because they are 
obliged to carry around 215 pounds and have proved 
equal to their tasks for 45 years. Foot arches have 
sagged under their burden, but they represent symp- 
tomless, flexible, flat feet possessed of good functions 
and strong muscles. 

A limited number of pairs of shoes can be worn by 
a single individual; and therefore in selecting shoe types 
for experimentation, many excellent shoes had to be 
passed by. The writer in his inexperience presumably 
slighted those makes of shoes that were not advertised 
in trade journals when his selections were made. It 
was found also that a few manufacturers did not care, 
or perhaps did not dare, to have their shoes worn 
experimentally by a person unknown to them. For 
all shoes have their limitations as well as positive 
merits. None are perfect in all respects. 


As a matter of policy, therefore, this report has to 
be restricted to positive merits and peculiar advantages 
of each make of shoes discussed. It has to be honest 
and impartial. The experimenter has no personal 
interest or prejudice in favor of any single shoe used. 
None were selected for which approval could not be 
given honestly. Names of manufacturers who have 
risked their special products in justice have to be men- 
tioned, and the writer is glad to be able to approve of 
all styles he selected, each within its special field. He 
is glad to mention merits of different shoes in strictly 
impartial manner, but cannot endorse any shoe for 
exclusive advertising purposes. The following shoes 
were worn: 

Photographs have been utilized to simplify descrip- 
tions of shoe types, and these illustrations show ap- 
pearances that are not depicted usually in attractive 
conventional style cuts; for the photographs were 
taken with the foot in the shoes while weight of the 
body was producing tensions, pressures, and wrinkles. 
As a physician shotld not attempt technical shoe 
descriptions none will be made. 

ANATOMIK SHOES possess broad stiff shanks, 
long, invisible stiff counters, and orthopedic heels. They 
are made on patented lasts for which the claim is 
made that shoes built on them support feet at proper 
points, without causing undue pressure on blood 
vessels situated under the instep. They are said to 


GOTT ONE 


Fig. 1 Fig. 2 Fig. 3 Fig. 4 


1. Anatomik shoes made by Field § Flint Co., Brockton, Mass. 

2. Arch Preserver shoes made by E. T. Wright § Co., Inc., 
Rockland, Mass. 

3. Educator shoes made by Rice § Hutchins, Inc., Boston, Mass. 

4. Everest and Supple Tread types made on Last 62, by Lewis A. 
Crossett Company, No. Abington. 

5. Glove Grip shoes made by M. N. Arnold Company, No. 
Abington, Mass. 


Fig. 6 Fig, 7 Fig. 8 Fig. 9 


6. Ground Gripper shoes made by Ground Gripper Shoe Com- 
pany, East Lynn, Mass. 

7. Trupedic shoes, made by Churchill ¢ Alden Co., Brockton, 
Mass. 

8. Sorosis shoes, the A. E. Little shoe, made by A. E. Little Com- 
pany, Lynn, Mass. 

9. Hilgert Inner Mold shoes, made by The Emerson Shoe Com- 
pany, Rockland, Mass. 





November 4, 1922 BOOT AND SHOE RECORDER 


be “simply good looking, stylish shoes, evidencing the 
very best materials and shoe workmanship.” They 
were found to be comfortable and very satisfactory 
in the experiments. The last with a “London toe” is 
figured, but they are made also in squarer “Anatomik” 
toes. Some are made with smaller heel measurements. 
ARCH PRESERVER SHOES that were worn were 
made especially attractive with soft toe caps, and with 
particular attention paid to good looking features. 
Hearty approval of workmanship shown and comfort 
afforded is possible. They possess the important 
peculiarity of having a specially constructed broad, 
thin metal shank, that is angulated instead of flattened 
in order to make it more rigid. It is fastened securely 
in the shoe so that the Jatter cannot stretch or sag 
between heel and ball. These shoes have snug heels 
and broad measurements across the ball. Measure- 
ments from heel to ball are longer than are called for 
by standard last measurements. The effect of this 
combination is to give a stiff shanked shoe with a Fig. 11 
roomy front part. Arch Preserver 
EDUCATOR SHOES are made on straight lasts and 
possess medium flexible shanks. Instep measurements 
are less than called for by standard last measurements, 
and consequently feet are held snugly at insteps while 
toes have plenty of room in this last. Educators are 
made in modified form on lasts with more rounded 
toes. They are very good looking shoes that possess 
a very wide range of usefulness. 
EVEREST AND SUPPLE THREAD TYPES made 
on Last 62. The former has an unusual thick non- 
metallic shank extending in a forward direction from 
the heel a short distance. The claim is made that it 
supports the posterior half of the foot and leaves the 
anterior half free and flexible. The shank helps to pre- 
vent sagging just in front of the shoe heel. Supple Tread 
shoes have medium, flexible, shanks with extremely short 
steel reinforcements. Both types are cut away rather 
deeply under insteps. Instep measurements are less than 
called for by standard last measurements. Both styles 
were worn and were practically indistinguishable from 
each other in the freedom that they afforded the feet. 
They are particularly good looking, confortable shoes, 
combining fashionable and individual features. 
GLOVE GRIP SHOES are constructed like a band- 
age or sling for the instep: Soft upper leather sweeps 
snugly around beneath the instep and under the foot to 
the outer side of the sole, where it meets upper leather 
coming down on the other side of the foot. Both 
edges of upper leather are attached here to the sole Fig. 13 
closely together in the narrow shank region. The sole Supple Tread 
pattern is well cut away at the instep. The shoes 
give a feeling of unusual freedom, lightness and com- 
fort. As shoes are Jaced snugly, the soft leather grips 
the foot as a glove holds a hand. 
GROUND GRIPPER SHOES have been advertised 
for so many years that their peculiarities are well known, 
namely, the very flexible shanks and sole patterns 
that swing inward to an exceptional degree. The pair 


Fig. 10 
Anatomik 
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Fig. 15 
Ground Gripper 


Fig. 16 
Trupedic 


used in the experiments were particularly soft, loose, 
and comfortable. These qualities stood out in pleas- 
ing contrast to support of stiff shoes or snugness of 
others. 


TRUPEDIC SHOES are made with three variations, 
for each size, in the swing of the last. The cut taken 
from the manufacturers’ booklet illustrates this point. 
Fig. 16A. The outflaring type fitted the experimenter’s 
feet best, and were very comfortable from the first 
moment they were put on. These shoes are endorsed 
by the American Posture League. They represent, 
the writer believes, one of the numerous refinements 
of shoe making that merits positive commendation. 


The new A. E. LITTLE-SOROSIS SHOE has un- 
usual stitching which gives tough serviceable, flexible 
qualities. At the instep on the inner edge of the shoe 
from heel to ball it is stitched by new special machinery. 
Very firm lock stitches pass entirely through all layers 
of outer sole, inner sole, upper leather and heel counter. 
There is a special inside “saddle piece”’ included in the 
through and through stitching. The strong heel 
counter attached unusually securely to.the sole at the 
instep, and also hugging the heel at its extreme pos- 
terior limit, helps to support the instep as the shoe 
becomes tense when sagging pressure is exerted by the 
body weight. The counter resists with a suspending 
pull upwards and backwards around the heel. 

An attractive looking, slender last was chosen pur- 
posely instead of a broader, rounded toe. 

The manufacturers’ contention that this type of 
construction gives more support than usual in flexible 
shoes, seems substantiated by the experimenter’s brief 
experience. 


THE HILGERT INNER-MOLD SHOE isa stiff 
shanked shoe with a removable innersole. The stiff 
shank serves one purpose. The innersole serves a 
different one that is overlooked in many excellent 
shoes. The inner mold has a very smooth surface of 
very finely woven thin cloth. Its heel portion is com- 
fortably cupped and protects from protrvding nails 
of the heel seat beneath. The inner mold fits very 
smoothly in the shoe, overlapping the upper leather 
in the region of the shank, and it covers completely 
the inner surface of the shoe sole. Skin of the sole 
of the foot is thus afforded a maximum degree of 
protection from irritation. ‘These inner molds can be 
removed when shoes are taken off, differing in this 
respect from soft cushions built permanently into foot- 
wear. The Hilgert inner mold is firm, not soft, and it 
has quite complicated composition of which the prin- 
cipal part is leather and ground cork.The writer found 
this special combination of stiff shanks and inner 
molds a particularly comfortable one. 


X-Ray Appearances 
( X-Rays taken by Dr. Arial W. George, Boston) 


Different shoe shapes and sizes produce different 
effects on feet; and for this reason in the experimenter’s 
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collection of shoes various toes were purposely selected, 
as well as types of variable degrees of snugness and 
looseness. An average normal foot should be able to 
endure comfortably for short periods a wide variety 
of styles, and the X-Ray pictures show how the same 
foot appears in each of the selected shoes. 


X-Rays were taken one after another after all shoes 
had been assembled. They represent the foot resting 
in the shoe in the same posture in each instance and 
without any weight on the foot. Metal shanks are 
revealed in their exact positions. Attention is called 
to extra toe space at the end of the great toe and to 
great toe deflection. Some shoes can be seen to 
squeeze the smaller toes laterally more than others. 
Three groups of shadows can be identified. (1) Foot 
outlines. (2) Very narrow zones representing upper 
leather and linings of shoes outside of and in close 
contact with foot outlines. (3) Sole pattern outlines 
that run outside of all others at shoe tips, and cross 
the other shadows where soles narrow down into 
shanks. Upper leather shadows broaden and shade 
out completely where rounded edges of shoe tips turn 
upward on to flatter upper surfaces of the tips. 


Foot without Shoes 


Deflection of the great toe in the X-Ray pictures is 
a pronounced feature of each; therefore, there is interest 
in observing the appearance of the foot when it is 
wholly unrestricted. 


EXPERIMENTS 


The making of additional experiments with shoes is 
less important than making correct interpretations of 
the countless experiments going on daily without 
deliberate design by innumerable shoe wearers. Mis- 
conceptions, misinterpretations, unjust condemnations, 
unwarranted approvals, are inevitable when knowledge 
is so faulty in so many instances. Therefore, a few 
actual experiments with observations on their results 
will be utilized to introduce considerations of various 
disputed points. 

Shoes were tried in preliminary manner for a day 
or so, as soon as they were received, in order to familiar- 
ize the experimenter with their peculiarities quickly. 
Different kinds then were alternated in various ways. 

Stiff shoes for example, were worn one day and were 
followed by flexible ones for a day. Tightly fitted ones 
gave place to loose ones, short ones were replaced by 
long ones, and vice versa. Shoes of special combination 
measurements were alternated with those of standard 
measurements. One shoe from one pair was worn 
frequently on one foot while simultaneously on the 
other foot, another purposely mismated shoe was 
worn. Durations of time that different styles were 
worn continuously were varied. The experiments were 
incomplete in so far as very long periods of continuous 
wear for the shoes were concerned, because limited 
time did not permit each to be experimented with in 
the latter manner. 
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Fig. 17.- 
A. E. Little Shoe 


Fig. 18 
Hilgert Inner- 
Mold 


A continuous daily record was kept, but this is too 
long for publication. Names of different shoe makers 
in reports on experiments are purposely omitted to 
permit more freedom of discussion. 

Experiment 1. A flexible shoe was put on one foot 
and a stiff one was fitted at the same time on the 
other foot. Observation: The feeling of freedom pro- 
duced immediately by the flexible shoe was preferable 
to the restriction and support of the stiff one. Jnter-, 
pretation: Average normal feet, when in a rested state 
are served best for a while at least by flexible shoes. 
Query: Are flexible shoes then to be considered always 
preferable to stiff ones? No! 

Experiment 2. A pair of very flexible shoes were 
put on in the morning and were worn throvghout the 
day. Observation: They felt delightfully easy at first 
and continued to be comfortable, although by night 
there was a slight degree of fatigue noticeable. 

Experiment 3. A pair of stiff shoes were put on in 
the morning and were worn throughout the day. 
Observation: They felt comfortable as soon as they 
were put on. They were not quite as comfortable at 
first as extremely flexible ones would have been, but 
they were plenty comfortable enough, and they con- 
tinued to feel satisfactory throughout the day. In the 
evening there was not quite as much fatigue as with 
very flexible shoes. Comment: It should be recalled 
that this result occurred with average normal feet. 

Experiment 4. A pair of shoes having medium 
shanks which were both semi-flexible and semi-stiff, 
were put on and were worn throughout the. day. 
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Fig. 32 


Fig. 29—Fool in same posture as seen in X-Rays and when not 
bearing weight. The greal toe is bent outward and upward in 
repose. 

Fig. 30—Foot bearing weight on 


its front part. Notice 


Observalion: They were nearly uniformly comfortable 
all of the time, and the experimenter was less aware 
of the existence of his feet than usual when this neutral 


type of shoe was being worn. Feet were fatigued Jess 
at night after this experiment than by either of the 
more flexible or the stiffer shoes. Feelings of freedom 
at the beginning of the day, however, were not as pro- 
nounced as with more flexible shanks. Comment: 
Does this mean that medium shanks are superior to 
flexible or stiff ones? It means that medium shanks 
were superior for a day’s time for the experimenter’s 
feet for the particular condition they chanced to be in 
when the experiment was tried. At some other time 
somewhat more flexible or less flexible shanks might 
fulfill individual needs most perfectly for a day. It 
should be remembered that unusual strains and exer- 
tions for the feet may be desirable at intervals for 
continued maintenance of their strength. 


Experiment 5. Flexible shoes were worn during 
the larger part of the day and stiff ones were substituted 
at the end of the day. Observation: When stiff ones 
were put on they did not feel quite as comfortable for 
the first few minutes as when stiff shoes were put on 
first in the morning. Interpretation: Feet had sagged 
an imperceptible degree in flexible shoes and in conse- 
quence bore more heavily on stiff shanks when the 
latter were used. Stiff shanks restored the imper- 
ceptible sagging sufficiently in a few minutes to cause 
the noticeable pressure to subside. Muscles quickly 
readjusted themselves to new conditions satisfactorily. 


how the toes separate and how the great toe deflection disappears. 
Fig. 31—Range of upward flerion of toes, also degree of sag- 

ging of the instep when weight of body rests mainly on this one foot. 
Fig. 32—Downward range of flexion of the toes. 


Experiment 6. Stiff shoes were worn during the 
larger part of the day, and flexible ones were substi- 
tuted at the day’s end. Observation: Increased freedom 
at this time did not cause the same feelings of ease 
when feet were a little fatigued, as when flexible shoes 
were put on rested feet in the morning. Comment: If 
sufficient fatigue of foot muscles existed at the time 
the change was made, presumably then freedom would 
be less preferable than foot support. 


Experiment 7. With a flexible shoe on one foot and 
a stiff one on the opposite foot, a long, continuous walk 
was planned in order to tire the feet to a very decided 
degree. Comment: It was thought that first advantages 
which are possessed by flexible shoes would lessen 
gradually from the beginning until at some inter- 
mediate stage both types might seem quite similar in 
comfort as far as it could be gauged, and until finally 
at the end of the experiment, superior comfort might 
rest with the stiff shoe. Observation: The stiff shoe 
made the Jeg seem a trifle longer than the other leg; 
because that foot did not sag or spread with each step 
in the stiff shoe as much as the other foot did in the 
flexible shoe. The gait was interfered with enough to 
cause involuntary imperceptible bending of the knee 
to equalize the two leg lengths. Knee bending gave 
muscles that regulated knee posture, extra tasks to do 
in ordinary walking and they began to show signs of 
fatigue before foot muscles did. The experiment, 
therefore, was abandoned because of this unexpected 
complication. 
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Experiment 8. Shoes with medium shanks were 
worn daily for a week without changes to other types. 
Observation: They felt comfortable from the first 
moment until the end of the experiment, and apparently 
could have been worn longer with the same degree of 
comfort. Comment: Why should any one bother with 
stiffer or more flexible types of shanks when medium 
shanks are so satisfactory? The answer appears in 
what follows. 

Experiment 9. Various flexible, medium, and stiff 
shanked shoes were alternated rapidly for three weeks 
along with snugly and loosely fitted ones. Then a pair 
with medium shanks and of medium looseness were 
worn daily for a week. Finally different types were 
changed at less frequent intervals for an additional 
period of six weeks. Observation: During the first three 
weeks there was noticed a gradval increase in foot sen- 
sitiveness. This never amounted to real discomfort, 
because shoes were changed when seemingly unfavor- 
able tendencies began to develop. The experimenter 
simply became more and more continually aware that 
he possessed feet because of increasing sensations from 
these regions. One week of use of shoes with medium 
shanks permitted this increasing irritability to subside 
again. Six weeks of more deliberate changes subse- 
quently were not accompanied by recurrence of irri- 
tability; but instead, foot freedom and reserve powers 
appeared to increase. At the end of ten weeks of experi- 
mentation all types of shoes could be interchanged 
with considerably greater ease than in the beginning. 
Feet had not been made worse, their efficiencies had 
been increased. Interpretation: The various conditions 
which the experimenter’s feet were subjected to re- 
sembled more closely than usual those constant 
changes that unshod, primitive feet endure with such 
excellent results to their functions. Their adapt- 
ability was increased as well as their muscular strength. 
If rapid changes of footwear had been persevered in at 
first, there would have supervened presumably a 
chronic state of abnormal irritation, and feet would 
have been “ruined.” 

Experiment 10. Effects of tight, medium, and loose 
fittings around the ball of the foot were determined. 
Shoes very loosely fitted at the ball were found to be 
very comfortable when put on rested feet. Snug 
fittings at the ball and waist of shoes were comfortable 
for rested feet too, but looseness was preferable at the 
beginning. Snug shoes following loose ones afforded 
an agreeable change. Loose ones that were put on 
after snug ones had been worn all day also gave a satis- 
factory change. Too extreme and too rapid changes 
increased foot irritability. Continuous wear of shoes 
of medium snugness and looseness permitted sub- 
sidence of irritability. Comment: There are people who 
use tight shoes continuously to hold their weakened 
feet from spreading laterally. On the other hand sen- 
sitive “rheumatic” feet cannot be squeezed into tight 
shoes with comfort at any time. 

Experiment 11. Effects of long and short fittings 


‘with comfort. 
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were determined, also effects of different toe shapes 
of shoes. Observation: If shoes are fitted long enough, 
less importance attaches to minor variations in out- 
lines of shoe tips. See X-Rays for effects of different 
toes and for effects of long and short fittings. Comment: 
Short fittings possess practically no merits except the 
very important ones to certain wearers, namely attrac- 
tively snug and neat appearances. Short shoes are very 
liable to produce harmful back pressures on toes with de- 
velopment of anterior arch trouble and corns. Figure 26 
shows a small callus that began to develop during the 
trials with different shoes. If the position of this toe 
is noticed in the X-Ray pictures, also lines of stitch- 
ing at posterior edges of toe caps, convincing evidence 
is furnished that stiff caps are corn producers. Merits 
of soft toe caps and of plain toes have not been em- 
phasized sufficiently, the writer believes. 


VARIOUS CONCLUSIONS AND ADDITIONAL 
COMMENTS 


Flexible Shoes versus Stiff Shoes. Flexible shoes 
can be worn by the majority of persons with comfort. 
Stiff shoes also can be worn by the majority of persons 
Medium shanks have an especially 
wide range of usefulness, probably even more extended 
than ranges of usefulness of extremely stiff or of ex- 
tremely flexible shanks. Feet in flexible shoes at times 
are harmfully overstrained. Feet in stiff shoes at times 
are harmfully weakened and irritated. Feet in medium 
shanks in time may lose their adaptability. 

All normal feet begin immediately to adjust them- 
selves to whatever conditions are imposed on them. 
They will accommodate themselves to increased tasks 
imposed by the continuous wearing of a single pair of 
flexible shoes; or they will accommodate themselves to 
diminished work required by continuous wearing of a 
single pair of stiff shoes. 

Rheumatic foot troubles allow foot comfort only 
within a narrow range of shoe types. They usually 
necessitate very careful fittings of medium or stiff- 
shanked shoes. Small, weak muscles may requiré the 
continual use of flexible shoes for maintenance of mus- 
cular strength at the level demanded by usual bodily 
activities. 

Feet may break down in stiff, medium, or flexible 
shoes, if the blood supplying the muscles becomes 
poor so as to undermine muscular strength. 

Flexible or medium shanks are preferable for normal 
feet if exercise of intermittent light character only is 
required. Stiff or medium shanks are preferable for 
normal feet if large amounts of severe exercise must be 
undertaken continually. 

Should One or Several Types of Shoes Be Worn? 
Each person should possess flexible, medium, and stiff 
types and wear them all in turn in order to secure most 
efficient feet. A great many practical shoe fitters say: 
“Find out the style of shoe that fits your feet and stick 
to that style exclusively.”” The writer agrees that this 
is safe advice and will give very satisfactory results; 
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Fig. 19—Anatomik shoe, size 10% A. 


Fig. 20—Arch Preserver shoe, 94% C. 
The forward end of the steel shank keeps 
the sole from sagging at this point and 
so it supports the anterior transverse arch 
of the foot more than flexible shanks do. 


Fig. 21—Educator shoe, size 10% A, 
instep size AAA. 


Fig. 22— Hilgert Inner Mold, size 10 B. 


Fig. 23—Everest shoe, size 10 A, 
instep size AAA. These shoes were as 
short and snug as could be worn with 


, ‘ comfort. 
Anatomik—Fig. 19 Educator—F ig. 21 


Fig. 24—Supple-Tread Shoe, _ size 
10% A, instep size AAA. 


Fig. 25—Glove Grip shoe, size 11 A. 


Fig. 26—Ground Gripper shoe, size 
10% A. Space at the inner side of the 
great toe does not mean that this space is 
superfluous, for toes may straighten in 
walking. See photographs of foot with- 
out shoes. 


Fig. 27—Trupedic shoe, size 10% A. 
Fitted medium loosely on an Out flare last. 


Fig. 28—Sorosis, A. E. Little shoe, 
size 10 A. Notice how much the toes 
may be squeezed laterally without discom- 
fort. After very loose shoes the tightness 
is an agreeable change. 











Arch Preserver—Fig. 20 Hilgert Inner Mold—Fig. 22 
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yet he insists that the preceding statement is true, also, 
as his own experiments have shown. 

Any person with normally functioning feet, who 
desires to, and is able to keep his feet in best possible 
condition avoiding development of harmful tendencies, 
should purchase several pairs of shoes of different types 
and learn how to use them so that no undesirable 
tendencies have the chance of becoming firmly 
established. 

Confusion of Shoe Tightness and Shank Flex- 
ibility: Very heavy soled shoes sometimes called police 
shoes, belong to stiff-shanked types. When they are 
fitted very loosely they should be thought of simply as 
smooth firm platforms for stockinged feet, and that free 
play for muscles is permitted nearly as completely as 
with a bare foot on a smooth, hard floor. Such shoes do 
not exercise muscles and ligaments as thoroughly how- 
ever, as thin, flexible soles do when walking is done 
over irregular ground. Tightly fitted, stiff shoes bind 
muscles down as to a splint, and snugness of fitting 
is responsible to an important extent for effects pro- 
duced as well as stiffness of shoe shanks. 

Smooth even floors and hard, smooth sidewalks, 
most readers will agree, do not exercise feet as bene- 
ficially as do slight irregularities of dirt walks and the 
natural unevenness of the soil. 

Foot Adaptability: Adaptability is accepted with- 
out thought. The ability of normal feet to fit them- 
selves to many types of shoes, or to endure remarkable 
amounts of abuse without trouble, does not camse sur- 
prise usually. Surprise and annoyance are elicited 
over the fact that there are limits to adaptive powers, 
and as long as feet remain reasonably comfortable in 
any single type of shoes, wearers seldom appreciate 
that they may be losing foot adaptive power as a per- 
son sitting comfortably in an easy chair continuously 
loses those powers that are maintained by diversified 
efforts. Feet may deteriorate from too great comfort 
enjoyed continuously without change, and a slogan 
might be suggested “change your shoes and save your 
feet.’’ This applies only to normal feet. 

Combination Shoe Measurements: They de- 
serve their growing popularity because they are useful 
for refinements in fitting various foot proportions and 
shifting needs of feet. There is a negative side to the 
matter, because heels are sometimes uncomfortably 
tight, or other individval measurements are too tight. 
However, such troubles are due to errors of judgment 
of shoe fitters or of customers usually rather than to 
defects of shoes. 

Cushion Soles and Special Innersoles have a 
distinct use that is overlooked or minimized frequently 
by medical men who are interested in foot mechanics 
principally. Foot postures, maintenance of muscular 
strength, prevention of deformities, all are very im- 
portant matters, yet they do not constitute the entire 
problem of the proper fitting of shoes. Favorable con- 
ditions for the normal functioning of skin demands 
attention very frequently. Cushions or carefvlly fitted 
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shoes or special innersoles which equalize pressures 
most perfectly on skin of feet may give comfort the 
is not supplied by most approved shoe shapes, or other 
orthopedic features. A very smooth surface agains| 
the foot, without any wrinkles or ridges and with cup- 
ping of the heel surface, gives comfort that is appre- 
ciated sometimes better than support for bones with 
their controlling muscles when the latter are adequate, 
if skin happens to be unusually sensitive. Skin is sen- 
sitive, or easily calloused, or peculiar in other respects 
in very many feet, so that for such feet, special inner- 
soles possess decided merits; and it must be remem- 
bered that perfect skin comfort may be advantageous 
for normal feet. 

The Retail Store Situation: This deserves mention 
because there are so many chances in it now for im- 
provements. By looking backward over 15 years, the 
steady progress that has been made in the understand- 
ings of shoe merchants and shoe salesmen can be esti- 
mated. A stage has been reached now in which shoe 
clerks are familiar with many medical notions; but 
their conceptions still are muddled and inaccurate in a 
large percentage of all instances. 

Systemizations, clarifications, and simplifications as 
far as possible of medical facts should be attempted; 
for it is true that harm as well as benefit may result 
from applications of half truths. 

Shoe clerks are in business to sell shoes. They are 
not their brothers’ keepers. But if some of them are 
possessed also of accurate knowledge concerning the 
ways normal foot functions are maintained, such sales- 
men have an advantage over their associates. They 
will be likely to fit shoes more perfectly, to satisfy cus- 
tomers better, and may represent greater efficiency 
from a business standpoint for good feet may be made 
worse by good special shoes, if the latter are poorly 
fitted and improperly used. 

Some manufacturers and some shoe merchants still 
claim to be in “straight’’ business simply; yet in spite 
of them there is bound to be progress along medical 
lines until still better understandings of feet by shoe 
fitters become realities. Advanced useful medical ideas 
of today are certain of being absorbed by the shoe 
trade, and will become the commonplace ideas that 
are familiar to all progressive. shoe salesmen of 
tomorrow, 

Scientific truths are not fads like shoe styles, which 
have a period of popularity and then are replaced by 
other styles. Rather they are like sound principles of 
shoe construction which are retained and amplified. 
So, when there are many excellent special shoes made 
now, the shoe fitters have their tasks plainly put 
before them of fitting shoes according to sound scien- 
tific principles, accurately, with attention to numerous 
physiological details; although fashions continue to 
dominate retail store business. Continued education 
of shoe fitters and wearers of shoes holds promise to the 
shoe trade of especially good returns for efforts spent 
in these directions. 
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Capitalizing Commercial Friendships 


Only Through Co-operation Can Problems of 
Individuals Be Solved 


HE function of a trade organization has well 
been defined as “Helping to produce more 
wealth through the elimination of waste.” 

The waste in manufacturing and distributing of 
shoes is tremendous and waste always has to be paid 
for by somebody. 

Each branch of the shoe industry has its own organi- 
zation, and each through its organization is endeavor- 
ing to eliminate waste in the tannery, in the factory, 
on the road or in the retail store. For, just to the 
extent that waste can be eliminated, profit can be 
made. A dollar on paper may not be worth half a 
paper dollar. 


The Three Links in the Chain 


The three great links of shoe distributing, the 
manufacturer, the traveling salesman, and the retail 
merchant, through combined effort and co-operation 
can accomplish what it is impossible for any individual 
group to do alone. 

No solution of any of the big outstanding problems 
that are being faced by the industry can be properly 
reached without getting the viewpoint of each group 
of the triangle. 

The National Shoe Retailers’ Annual Convention 
presents the best and, in fact, the only real oppor- 
tunity for the three divisions to get together and 
analyze the situation. All are aiming toward the at- 
tainment of the same result—getting to the ultimate 
consumer the footwear that is wanted, when it is 
wanted, and at a price which the consumer is willing 
to pay. 

This result is possible of attainment only through 
the individual mémbers of each group knowing more 
about the problems, the trials, and the tribulations of 
the individuals and a disposition to respect the rights, 
the feelings and the best interests of the other. 


The Manufacturer Has His Problems 


It is the province of the manufacturer to make what 
the merchant wants and get it to him when it is wanted. 
That sounds simple enough, but it is not so simple 
unless the merchant and traveling salesmen lend their 
assistance and work with him. 

Usually some particular materials are in great de- 
mand; some particular lasts are most wanted; some 
particular patterns most sought after. In this day of 
rapid changing styles the manufacturers are more 
than ever before trying to find out what merchants 
want; styles that will sell readily and yield a profit 
to the merchant. But when the demand centers on a 
few materials, the fitting room becomes congested and 


often wanted materials are not immediately available 
and production is materially slowed up. Naturally, 
shipments are late and the merchant feels that he has 
been mistreated, gets sore and cancels the order, thus 
losing the profit by not having them. 

In about 95 cases out of 100 the manufacturer is 
forced to sell the cancelled shoes at a loss. 

Not only the manufacturer and the merchant take 
losses but the shoe traveler who spent his own good 
money and his time in calling on the merchant loses 
his commission. 

The loss of money, although serious enough, is not 
the only loss, and probably not the most regrettable; 








The Three Links in the Chain 
Maker—Salesman—Merchant 
Are welded together at N, S. R. A. Convention 


the loss of confidence, esteem, good will and prestige 
creates a really more dangerous situation and in the 
end, causes a greater economic loss. 


The Merchant's Problem 


The retail merchant cannot fulfill his obligation to 
the public unless the manufacturer and wholesaler ful- 
fill their obligations to him. 

When he places an order to be delivered at a certain 
specified time and the merchandise does not arrive, 
he probably has to break faith with the public and his 
own salespeople because the merchandise has been 
arranged for and promised to prospective buyers. 

Comparatively few manufacturers take the trouble 
of writing their merchant customers explaining why 
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shipment will be late and advising about when delivery 
may be expected. 

If the merchant does not cancel the order he is apt 
to be over critical when the shipment does arrive. 

He examines it with an eagle eye, his teeth set and 
his breast heaving. If there are any flaws he will find 
them; then a claim for an allowance or “back they go.” 


The Traveling Salesman’s Worry 

The traveling salesman is the center link of the 
chain of distribution. He is linked in between the 
manufacturer, his boss and paymaster, and the mer- 
chant, his friend and meal ticket. 

When a controversy arises between the end links, 
the middle link has to take the brunt of it. He is 
between the devil and the deep, blue sea. He has to 


Groups at Convention are formed by fellows who 
train together and one hears, “‘What are you 
buying?’’—Hal Stewart, Iowa City 


do the lying for both sides and if an order is cancelled 
or the merchandise is returned he loses along with the 
merchant and the manufacturer although he may be 
in no way to blame. He may lose confidence in his 
house and the merchant may lose confidence in both 
the house and the traveling man. 


What Is the Solution. 


A large manufacturer once stated that his house 
seldom had any serious trouble with merchants with 
whom they were personally acquainted and with 
whom they came in personal contact. 

Friendship plays an important part in the business 
world—when you are intimately acquainted with a 
man, you are in better position to work harmoniously 
with him. 

The National Shoe Retailers’ Association is cog- 
nizant of this truth. That is one of the big reasons for 
having the manufacturers and the traveling men at 
the big annual convention. 
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Business Friendships Are Valuable 


President Chisholm has suggested that each mer- 
chant, before starting to the convention make a list of 
all houses from which he buys, manufacturers and 
wholesalers of shoes, rubbers, findings and other lines. 
and then hunt these men up at the Convention. 

No matter whether you have any particular ques- 
tion you wish to take up it is well worth while to shake 
hands, get acquainted and talk over matters that are 
of particular interest. 

A merchant can learn a whole lot of things by talk- 
ing to a manufacturer; in a few moments he can get 
the manufacturer's viewpoint on many questions. 
The manufacturer also can learn a lot of things that 
will be valuable to him by meeting face to face the 
merchants who distribute his product. 

It is too early to discuss the program of the business 
sessions, but rest assured that the relationships of the 
three links in the chain of shoe distribution will not be 
overlooked. 


Rubbing Elbows with Fellow Merchants 


If you are asking yourself, ‘Can 1 afford to attend 
the National Convention in January?” just go back 
over your Recorder files to the issue of January 21, 
1922. 

Turn to page 51 and read what John J. Baird, secre- 
tary and treasurer of the N. S. R. A. says about big 
fellows and little fellows rubbing elbows. Then turn- 
over and read what Al Katchinski of San Francisco, 
A. H. Geuting of Philadelphia, Percy E. Hart of New 
York, Werner Byck of Atianta and a lot more of the 
“big fellows” —merchants doing a large volume of busi- 
ness—get out of attending these big national meetings. 

But maybe you are not a big merchant and believe 
these national conventions are staged by and for big 
merchants exclusively. If so listen to what Hal 
Stewart, Iowa City, thinks about it. “Groups are 
formed of fellows who train together and one hears, 
“What are you buying?’ ‘Where do you find it?’ 
Groups that are always together are one of the notice- 
able things. You can always find the same three or 
four fellows ‘pal-ing’ together.” 





Two Advertising Errors Corrected 


Two serious errors were made in advertisements ap- 
pearing in the Boot and Shoe Recorder, issue of October 
21, for which we apologize. 

In the two-page advertisement of the Harrisburg 
Shoe Manufacturing Company, cuts illustrating Stock 
Nos. 158 and 240 were transposed, making it appear 
that the former sold for $3.25 and the latter for $2.60, 
when exactly the opposite was intended. These same 
shoes appear, correctly described and correctly priced, 
in another section of this issue. 

In the advertisement of the A. J. Bates Company, 
of Webster, Mass., two shoes were described, No. 6110 
and 6115. The price of the latter number should have 
been $4.90 instead of $4.00 as it appeared. 
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What Does Your Store Look Like? 


HE physical appearance of the retail shoe store is becom- 
ing increasingly important. It is not enough tuat it be 
clean and well arranged. These two are more or less pre- 


supposed in any discussion of the subject. 


But there must be something else—not necessarily prohibitively 
expensive alterations or a huge outlay of money for entirely new 
furnishings, but a something based on the merchant’s realization 
that, insofar as humanly possible, his store must prove attractive 


to the class of customers whom he reaches and hopes to reach. 


Many a merchant cannot afford to emuiate the example set, 
for instance, by C. H. Baker in his newest store in Portland, 
Oregon, a complete description of which appears elsewhere in 


this issue. But he can and should emulate the principle involved. 


A* change in the color scheme of the valance in the window, the 
addition of a few period window fixtures, a possible rearrange- 
ment of interior furnishings, even perhaps a coat of paint or of 
stain, often will work wonders—imparting an atmosphere entirely 


different from that imparted by the store as it was. 


Think this over. Study the newer stores as they appear. from 
time to time, paste the designs in your scrap book, and see what 
you can do to make YOUR store better, brighter and more 


attractive. 
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ARE YOUR SHOES BOUGHT 
“CORDO-HYDE” EQUIPPED? 


There is a favorable reaction in 
handing your customers shoes that 
contain “Cordo-Hyde” laces. 


He recognizes at once that nothing 
has been omitted which would pro- 
vide satisfaction from the start. 


Some shoe manufacturers have long 
been aware that “Cordo-Hyde” 
laces impart the final touch of 
quality. 


The manufacturer from. whom you 
buy will agree that care of details 
count, and your suggestion to have 
your shoes come ‘“Cordo-Hyde” 
equipped, deserves acceptance. 


O. A. MILLER TREEING MCH. CO. 


Shoe Lace Division 


BROCKTON, MASS. 


The Beet and Shee Recorder will appreciate your mentioning the publication in replies te advertisements. 
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Portland 
Home of 
Newest 
Baker 
Store 


By 
NAOMI SWETT 


Dark walnut woodwork and 
furniture offset well the soft 
blue velvel upholstery and 
carpeling in the ladies’ 
seclion, occupying the main 
part of the store 


new and beautiful specialty shops—and it is 

readily admitted by retail store experts from far 
and wide who visit the city that of all Portland’s smart 
specialty stores none are more beautiful than her newer 
shoe shops. 

For beauty of exterior, the newest of Portland’s three 
C. H. Baker chain system stores ranks high, yet we may 
find other leading shoe shops quite as lovely in their in- 
terior arrangement and furnishings. But when the ex- 
terior of the new Baker store was conceived and exe- 
cuted, Portland was indeed given something surpassing 
anything in loveliness that her retail district has ever 
known, not in the least discrediting some of the most 
attractively designed store fronts in the country. 


| geen is fast becoming famous as a city of 


Good Location Selected 


The happy location at West Park and Morrison 
Streets, selected for this newer Baker store, has a great 
deal to do with its altogether unusual exterior, for what 
finer opportunities could be afforded the architect of 
fine vision than a corner location, with the entire length 
of its 90 feet of display windows facing east, so that 
when people approach westward, as the majority of 
them do, this charming white tile and verde antique 
marble exterior is visible some distance away. 

On Morrison Street the new Baker store has a corner 
frontage of 25 feet. Not too deep show windows give a 
spacious vestibule of colonial gray marble flooring, with 
a strikingly beautiful St. Ann border of imported black 
marble. The windows, which, including their beauti- 
fully wrought leaded glass border nearly two feet deep, 
that makes valances or drapes unnecessary, have pan- 
eled backgrounds of dull grained walnut, in keeping 
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with the woodwork of the store interior. Verde antique 
marble forms the baseboard of the exterior throughout 
its entire street frontage, and the adjoining casements 
have been painted a soft dull green to break too sharp 
a contrast between the dark green of the marble and the 
gleaming white surface of the building itself. 


Creating an Aristocraltic Atmosphere 


The same verde antique marble border is inlaid be- 
tween the exterior surface of the mezzanine and ground 
floors, where it meets the quaintly dignified French 
paned windows that form a solid wall surface for the 
outer side of the mezzanine floor. Permanence and 
durability, as well as aristocratic atmosphere, has been 
attained throughout this new Baker store, both in its 
interior and its exterior, which have been created in 
Italian Renaissance style of architecture. Wrought-iron 
grillwork forms an elaborate but substantial ornamen- 
tation over the gilt metal nameplate at the front en- 
trance that reads simply in neat script lettering, “C. H. 
Baker.” This same gilded nameplate is repeated over 
each of the five display windows facing Park Street, 
being mounted directly on the verde antique marble 
surface. 

Characteristic of the new Baker store is the fact that, 
with the exception of showcase and show window, floor 
drapes, valances, and hangings of all kinds have been 
done away with. Carved oak and leaded glass have af- 
fected ornamentation where otherwise there might have 
been starkness. 


Women’s Shoes on Main Floor 


The interior of the shop, which affords 5000 square 
feet of floor space, is divided into a main and a mezza- 
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For speedy, positive action-- 


the new 


Repco Shoe Stretcher 


HOE stretching is a little art in itself. The Repco 
Shoe Stretcher is designed scientifically and stretches 
shoes easily, quickly, and without injuring them. 


The Repco Shoe Stretcher contains no springs, arrows, or 
other troublesome parts. The blocks—shapely and care- 
fully finished—are made of fully seasoned maple and held 
together at the back by a strong steel hinge. The toggle- 
jointed mechanism is controlled by a square-threaded screw 
of large pitch. 









Repco Shoe Stretchers are 
made in nine sizes—No. 000 
down to No. 6. 





Each stretcher is packed in 
an individual carton. Corn 
and bunion plates come with 
each stretcher. 











For up-to-date shoe stretching use the new Repeo Shoe 
Stretcher. 


For sale by Shoe Findings Jobbers 


UNITED SHOE MACHINERY CORPORATION, Boston 


San Francisco Branch. 859 Mission Street 
J. K. KREIG, 39 Warren Street, New York 
UNITED SHOE REPAIRING MACHINE COMPANY, Boston 
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Verde antique marble, bordered with soft green on the window frames, contrasts beautifully with the 
white tile surface of the building. 


nine floor. The main floor houses its women’s section 
in the front shop that is 25 feet wide and 66 feet deep. 
Four low, flat stairs connect with the men’s shop at the 
rear, which occupies a space of 25x50 feet, forming an 
“L” at the rear of the store. 

Walnut woodwork and furniture and French blue 
carpets and upholstery throughout the men’s and 
women’s shops have furnished a pleasing harmony of 
softness and repose. Windsor chairs with half-round 
arms upholstered in blue silk plush give a seating ac- 
commodation to thirty-six in the women’s department. 
The floor mirrors have been made to order of carved 
walnut to correspond exactly with the rest of the fur- 
niture and the woodwork. Even the fitting stools also 
adhere in design to the balance of the furniture. Two 
long, narrow showcases in center of the women’s section 
conceal steam radiators behind their wrought wire 
bases, and surely never were prosaic steam radiqtors so 
successfully camouflaged as these, where beautiful 
models of exclusive numbers of the season’s newest 
tempt the seeker for street shoes also to get a pair for 
evening wear, perchance! 


Different Furniture for Men 


While in every way the men’s section corresponds in 
architecture and color to the women’s section, yet how 
utterly different it is conducted! There is the same 
soft French blue carpeting, yet knowing that the male 
is not a seeker of “soft spots and round corners,” the 
store decorators have chosen plain unupholstered 
Windsor armchairs, of a larger type than in the women’s 
section, and full, round arms. Knowing, too, that the 
male does not appreciate too much rigid formality, the 
interior decorators haye placed the chairs singly, in 
club-room style, so that they may be moved about— 
and there are eighteen of these chairs in the men’s sec- 
tion. Smoking stands have been provided—even 


matches—and the man, when he enters, feels comfort- 
able enough to want to stay a while. You can risk a 
merry wager that he does, too! Smart-looking center 
tables afford a good excuse to display one or two late 
models on neat display stands. Though in the show- 
cases where women’s fancy models are shown lovely 
shades of silken floor drapes are used, not so is the inter- 
est of the terse male aroused. To soften the bare pol- 
ished walnut surface of these display tables not colored 
silk or plush is used, but a handsome leather skin, with 
the uneven edges, just as it comes from the tanners. 
Masculine in every detail is this men’s department. 


Hosiery Department Up Front 


In the new C. H. Baker store hosiery is not shoved 
off into a corner as “unsightly findings.” Well up at 
the front of the women’s section, close to the Morrison 
Street entrance, is the most beautiful and completely 
equipped hosiery department that any Portland shoe 
shop affords. Here six sections of fifteen drawers each 
furnish no less than ninety drawers where stocks are 
concealed. For display places, besides the long, full- 
length plate-glass showcase, brilliantly illuminated, 
there are, above the tiers of drawers for concealed stocks, 
three built-in, walnut-lined shadow boxes, where, by 
effective indirect lighting, attractive displays of both 
shoes and hose for evening wear are made. The hosiery 
department is not left like a ship without a captain, for 
most anyone who has a customer to man, but an effi- 
cient hosiery saleslady. is given sole charge of the de- 
partment, where she puts in full time. Special atten- 
tion is given to the hosiery department in the outside 
window displays, and in the C. H. Baker store not only 
does the shoe customer buy hose as an afterthought, 
but perhaps just as often the hosiery purchaser buys a 
pair of shoes when tempted by the charming models 
“slipped in’’ among the hosiery displays in the store. 
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What Resiliency Means 
in a Store Front 


Plate Glass in all Kawneer Store Fronts 
is Held Between the Sturdy but Resilient 
Grip of Two Spring Shaped, Solid Copper 
Members. This Resiliency, a patented 
and exclusive Feature of Kawneer Glass 
Settings guarantees to the Merchant that 
his Show Windows will give him UT- 
MOST SER VICE—that his breakage will 
be reduced to a Minimum. 


The service value of Kawneer Resilient 
Grip, Glass Settings has been proven 
satisfactory in more than 150,000 Kaw- 
neer Fronts in the most successful stores. 


If you plan to build or remodel, you 
should investigate the profit building 
value of Kawneer Resilient Store Fronts. 


Write For This Book of Designs 


SOLID COPPER 


STORE FRONTS 


Kawneer 


The 
Kawneer 
Company 


21' *Front St., 
NILES, MICH 


Please send me your 
Book of Designs and full 
parficulars apout Kaw- 
neer Resilient Grip 
Store Fronts. 
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Capture the Children’s Trade with Novelties 









Many stores have proven that the weeks 
previous to Christmas are the best of the 
year in the distribution of novelties and 
souvenirs. 

The call for winter weight footwear will 
bring children into shoe stores, and here are 
suggestions on how to hold them. 




















































Have the outline of a kite printed on Imagine the gleeful surprise of the Don’t forget the girls. Dress your 
yom wrapping paper or buy kites youngster at finding a brand new window with dishes and watch the 
eady-made and advertise a, ‘kite penny tucked in the toe of a shoe. interested audience. As a_ sales 
day.” It’s such little things that count in the feature give away a doll’s set with 













development of a children’s business. every purchase of a certain amount. 




































A “scholar’s companion” is another Present a top to the youngster oe Marbles is another suggestion. Don's 
inerpensive gift that will win the he'll let all his Sriend know where cost much and yet mean a lot in the 
patronage of young folks. eyes of children. 














A simple cut-out of an automobile can be made of card- 
board if these directions are followed. The reduced outline 
is given herewith. All that the child has to do is to fold it 
together and use a marble as the movable engine, the marble 
going under the hood. 

It is possible to have the store’s advertisement printed on 
the sides of this car. 

A printed sheet of cardboard is all that you need to dis- 
— for the child does the rest of the job with a pair of 
shears. 
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The Most Important Part 
of Every Orthopedic or 
Corrective Shoe 


Ninety-five per cent of all the foot 
troubles and ineffectiveness of inner ap- 
pliances, as well as of corrective shoes, are 
caused by the use of the usual rubber or 
leather heel, it being responsible for the 
wrong position of the inner longitudinal 
arch in walking. 


The PIETZUCH WONDER’ ARCH GUIDE 
RUBBER HEEL prevents and corrects all foot, 
knee and ankle ailments, and assists all inner 
appliances and corrective footwear in their desired 
results. Its composition of black rubber, which is 
75 per cent resilient, and white rubber 25 per cent 
resilient, automatically guides the foot in a straight 
inside line, distributing equally the weight of the 
body on the feet as nature desires. 


Manufacturers and retail merchants of high 
grade shoes (only) should write for prices 
and samples. 


PIETZUCH’S 


PRONOUNCED PITS-YOU 


Wonder Arch Guide Rubber Heel Co. 


Station O Cincinnati, Ohio 
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_GALBERT Ss 
“Imperial” Shoe Polisher |, “y 
; air asain es cote 





THE IMPERIAL POLISHING SET 


This Large Size Wool Skin Brush and a Genuine 
Bristle Dauber, which is included in the set, make 
one of the finest and most popular polishing kits 
offered to the public. 

We also manufacture wool and felt brushes includ- 
ing: The Reversible Peerless Brush, Dandy Sets, 
Kleen Kits, Elite Shoe Polishers, Pocket Polishers, 
etc. Write for Catalogue. 


E. T. GILBERT MFG. CO. 


ROCHESTER, N. Y. 
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TO THE FRONT— 
of your FINDINGS CASE 


“OLD RELIABLE”? Brands of 
SHOE LACES 


‘“*“RADCLIFFE”’ Narrow Flat Mercerized, 
‘““YALE,”’ “DUDLEY” and ‘“‘C’”’ Round 
“THE QUALITY THAT SELLS” 

Your Jobber Can Supply You 
MANUFACTURERS 


FRANK W. WHITCHER CO. 28ic425 U.S. A. 


The Beot and Shoe Recorder will appreciate your mentioning the publication in replies advertisements. 
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Trading Carefully vs. Taking Chances 


ARRY M. HILL, one of the speakers at the 

H recent meeting of the Tanners’ Council in 

Chicago, in his closing remarks called atten- 
tion to the “T. C.” on the smal} celulloid button which 
was pinned on to the coat lapel of each delegate who 
registered. He suggested that “T. C.” stood for “Trade 
Carefully,” not “Take Chances.” 

This bit of advice, humorously given and humorously 
received, is well worth consideration by other branches 
of the industry besides the tanners. 

Trading carefully is far different from not trading 
at all; in fact, it may mean and should mean more 
trading. It should mean trading in what is wanted 
and in wanted quantities. 

That really is the thought of the tanners. Find out 
what is wanted in colors, in finishes, in weights, in 
quantities, and then buy enough raw stock to produce 
the kinds and quantities of leather wanted. 

Hide prices have been advancing constantly and 
steadily since April. The advances range from 30 per 
cent to 50 per cent in various grades and kinds. These 
advances are being reflected in leather prices. 

The belief is general that shoe stocks are very low 
and that a scramble for shoes may result. Careful 
frading is necessary to avoid undue inflation and the 
attendant high prices of hides, leather, and shoes. 

Every branch of the industry took chances in 1918 
and 1919 and took Josses in 1920 and 1921. 

One of the big problems facing not only the shoe in- 
dustry but many others in the face of rising prices is 
how to conduct business so as to avoid inflation and the 
subsequent deflation. 

To buy what is wanted and have it at a price that 
will seem reasonable to consumers, to keep the ball 
rolling and not get prices so high that another buyers’ 
strike will ensue—that is the big problem. 

The careful trade in the shoe business is the man who 
is constantly on the alert to know what his trade wants; 
the man who is not going to take chances on not having 
it at the right time; the man who places his orders far 
enough in advance so the factory will have time to 
make them properly and who does not take chances on 


the factory being filled up and unable to make de- 
liveries in time. 

Carefui trading has many angles, but from every 
angle it means trading, not stagnation. 





Retail Trade on Upswing 


Washington, Oct. 30—One of the outstanding fea- 
tures of general business and financia. conditions during 
the month of October was the continved improvement 
in the retail trade, especially the growth in department 
store sales. in all Federal Reserve Districts. A review 
of the business situation by the Federal Reserve Board 
shows that department store sales were larger this 
September than for the same month of last year. The 
chief reporting lines of the wholesale trade showed. im- 
provement during September. 

Difficulty in handling the increased freight traffic 
due to car shortage has become an important factor 
in the current industrial situation. Cotton and woolen 
mills continue to operate at close to capacity and shoe 
factories have a large volume of business. Merchants 
in the rural sections will be pleased to know that agri- 
cultural receipts, particularly those of liye stock, con- 
tinue to be heavy. The wholesale price index of the 
Bureau of Labor Statistics declined from 155 in August 
to 153 in September. According to the Federal Reserve 
Board, this drop was chiefly due to the decline in coal 
prices after the opening of the mines. Prices of build- 
ing materials and metals continued to rise as a result 
of the prolonged building activity and the scarcity 
caused by traffic embargoes and car shortage. 





Fred Nelson Stein’s Shoe Department 
Manager 

Durango, Col.—Fred W. Nelson, who before he 

fought under the Colors in the World War, had 

charge of the shoe department at Stein’s, and who 

upon his being mustered out of the service served as 

assistant in several Los Angeles stores, has returned 


to “his first love.” He is now once more at the helm 
of the shoe department of Steir’s. 
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JOHN A. BUSH 
President of Brown Shoe Co. 


St. Louis Manufacturers Entertain Merchants 


Big Problem of Day Was What Kind of Golf to Play 
Against Your Best Customer 


Association had as their guests members of the 

St. Louis Shoe Retailers’ Association with their 
wives and sweethearts at a dinner and dance given at 
the Glen Echo Country Club, on Wednesday evening, 
October 25. 

In the afternoon a golf match was played with teams 
composed of manufacturers and retail merchants. 
There were ten foursomes, each consisting of two mer- 
chants and two manufacturers. A number of leather 
and last men were also included in the play. 


| m= St. Louis Manufacturers’ and Wholesalers’ 


A. J. BRAUER 
President Brauer Bros. Shoe Co. 


J. T. PEDIGO 
President Pedigo- Weber Shoe Co. 


Perhaps in no other industry is there so close a re- 
lation as that existing between the shoe manufacturers 
and retail shoe merchants of that city. The spirit of 
co-operation that has always manifested itself so 
strongly in both of the organizations was again brought 
into prominence on the links when the president of one 
of the largest shoe houses crossed clubs in his foursome 
with prominent retail merchants. 

There was good go!f and bad golf but the best play 
and the worst “‘slice” brought forth alibis stranger than 
fiction. Sales-managers with travelling forces of three 


ROGER LORD 
Endicott, Johnson Corporation 
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hundred men pursued golf balls with a tenacity that 
reflected the driving force which spurred salesmen to 
shoot sales high into the millions. Veteran manu- 
facturers “drove” with that vigor and enthusiasm which 
has been so instrumental in building the St. Louis shoe 
market. The pattern geniuses “putted’’ with a grace 
that typified their distinct style. And the last men 
were not least. 

The retail merchants as golfers and distributors of 
merchandise “sold’’ the manufacturers of their four- 
some with some casual remark about being interested 
in their line of footwear. 

Some manufacturers were at a decided disadvantage 
when pitted against their best customer. In cases of 
this kind, the worst type of golf was displayed by manu- 
facturers with reputations as “clubbers” par excellence. 
For business reasons the manufacturers conceded the 
victory to the retail merchants after “sizing up” the 
situation. The approach to the “19th” hole was found 
to be the most difficult one on the course. Majority 
of the players made this hole in one or two under and 
with a careful “follow through”’ drove a high-ball over 
the “‘water-hazard”’ where it was promptly “‘sunk.’’ 
There wasn’t a ball lost, although many seemed 
high. 

In the evening a dinner and dance were arranged, at 
which were present one hundred guests including the 
manufacturers and retail merchants with their wives 
and sweethearts. 

After an elaborate dinner, John Wilson, of McElroy 
Sloan Shoe Co., president of the manufacturers’ asso- 
ciation, welcomed the guests. He lauded the retail 
merchants for their loyalty to the local market and 
commended their efforts in extending their propa- 
ganda to other cities where they visited. He pointed 


WILEY CREEL 
Vice-president of Creel-Mauldin-Chambers, Inc. 


JOHN 
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out their efforts as one of the big factors in building the 
St. Louis shoe market. A. W. Lutz, president of the 
retail merchants’ organization responded. He ex- 
pressed the gratitude of the merchants for the hospi- 
tality extended by the manufacturers and assured 
them that the retail merchants always held the St. 
Louis manufacturers and their product in high 
esteem. 

Al. White of Brown Shoe Co., chairman of the en- 
tertainment committee, was loudly applauded for the 
splendid arrangements which were carried out in per- 
fect detail. Paul Jamison of Friedman-Selby Shoe Co. 
chairman of the golf committee was greeted with equal 
enthusiasm for handling the tournament so suc- 
cessfully. 

He introduced Chas. E. Williams of the C. E. Wil- 
liams Shoe Company who awarded the prizes for the 
golf match. 

Sharing an intimate acquaintance with more manu- 
facturers and retail merchants than perhaps any 
retail shoe merchant in St. Louis, Williams distributed 
the prizes with a flow of humor and wit that was scin- 
tillating. He was a veritable Chauncey Depew and 
his “tongue” sketches of each prize winner were classics 
of the variety that is seldom attained by after-dinner 
speakers. The winners of the individual low score were: 
Ist, M. Miltz; 2d, Gus Fredericks; 3d E. F. Bughee. 
Team winning on points were as follows: Ist, C. Reese 
and J. Wilson; 2d M. Wright and Arthur Ebbs; 3d, W. 
Creel and J. T. Pedigo. Low foursome consisted of S. 
Hinckley, Arthur Patton, A. J. Brauer and J. Boyd. 
Every player received a prize donated by the various 
manufacturers. After the prizes were distributed the 
orchestra in the ball room flared out its jazziest tune 
—then on with the dance. 


A. W. LUTZ 
Manager of Walk-Over Stores in St. Louis 


H. WILSON 


Of McEiroy-Sloan Shoe Co., and president of St. 


Louis Manufacturers’ ana 


Whotesalers’ Ass'n. 








BOOT'AND SHOE RECORDER 


CHICAGO 


Campaign to Help Repairmen 


National Association of Finders Behind Movement; Manu- 
facturers and Wholesalers Predict Good Business 


™ EOPLE do not throw away articles 
of clothing because they become 
soiled, ripped or denuded of buttons. 
They send them to the laundry or the dry 
cleaner and have them _ rejuvenated. 
The National Shoe Finders’ Association 
is launching a publicity campaign to 
educate the public to pursue the same 
reasoning relative to the upkeep of their 
footwear.” 
So President Ellers of the association 
told the members of the Tanners’ Council 
at their convention in Chicago last week. 


The Economy of Repairing 


Instead of discarding shoes when they 
become run down at the heel, ripped, or 
the bottoms are worn through, if the 
public can be taught the economy of 
doing so they will take their old shoes to a 
modern repair shop, have them repaired, 
re-treed and polished. 

For several years the National Finders’ 
Association has been conducting an edu- 
cational campaign among shoe repairers 
encouraging them to do better, cleaner 
and more honest work; to keep their 
shops clean and make them attractive, 
to treat the public in a cordial, business- 
like way, and to keep a record of their 
business transactions and their stock. 

This plan of education has been so 
successful that the National Finders’ 
Association now think it advisable to go 
one step further and show the public 
through the daily press, through folders 
wrapped in packages by repairmen and 
by other means, the great economic waste 
ef throwing away their footwear when it 
has done only half of its actual duty. To 
carry on this campaign of education the 
National Finders are soliciting the co- 
eperation of the tanners and other 
branches of the shoe industry. 


Manufacturers and Whole- 
salers Meet 


A feeling of optimism pervaded the 
meeting of the Western Shoe Wholesalers’ 
Association which was held at the La 
Salle Hotel, Tuesday and Wednesday, 
October 24 and 25. 

The address of Glenn C. Wharton of 
Kirkendall Shoe Company, Omaha, Neb., 
president of the association, was a per- 
spective of conditions as they exist and a 
prediction of what may be expected:in the 
near future. “Hides have advanced from 
70 to 100 per cent from the low point 
with a corresponding advance of from 20 
to 50 per cent in leather,” he said. “The 
worst thing that could happen to the 


trade as a whole would be for it to be- 
come necessary to advance leather prices 
further. So far the shoe business has 
improved steadily, free from excitement 
and speculation, with price advances of 
not over from 5 to 10 per cent. We all 
hope and I know are all striving to hold 
these prices to a minimum, for although 
the retail merchant realizes that such an 
advance is more than justified if we are 
forced by the cost of raw materials to 
advance our prices radically it will un- 
doubtedly cause an immediate cessation 
of buying on the part of the retailer.”’ 


Bright Outlook Ahead 


Mr. Wharton in his review of the gen- 
eral business outlook called attention to 
the improved condition of business since 
last year’s meeting and the indication that 
unless prices advanced to a point that 
would cause a buyers’ strike there is a 
bright outlook ahead. 

Just or unjust return of merchandise, 
cancellation of orders, claims for repairs 
on shoes, were discussed from various 
angles following the report of Phil A. 
Becker, Dittman Shoe Company, St. 
Louis, chairman of the Trade Abuses 
Committee. The following new officers 
were elected: 

President, Glenn C. Wharton, Kirken- 
dall Shoe Company, Omaha; Vice-Presi- 
dent, Geo. F. Mayer, F. Mayer Boot & 
Shoe Company, Milwaukee. 
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Executive Committee: J. H. Murray, 
St. Paul; T. P. Stanwood, Chicago, T. E. 
Parrott, St. Joseph; W. E. Bailey, Toledo; 
H. C. Dovenmuehle, Chicago; T. P. 
Moody, St. Louis; G. D. Chandler, 
Chicago; Samuel Krause, Grand Rapids; 
C. A. Haviland, Toledo; G. P. Butter- 
worth, Marion, Ind. 


New Specialty Shop 
Opened 


Chicago’s newest shoe specialty shop, 
known as The College Boot Shop, opened 
this week in the Shops Building, 17 North 
Wabash Avenue. The owners of the store, 
D. C. Locke and O. W. Mademann, have 
for the last eight years been connected 
with the Martin & Martin Michigan, 
Avenue store. Mr. Locke, previous to his 
connection with Martin’s, was buyer and 
manager of the children’s department of 
F. E. Foster & Co. 

The new shop will be devoted entirely 
to merchandising women’s stylish foot- 
wear for the younger women who want 
low heels of distinctive character. All 
shoes are marked $10.00 a pair. The welts 
include extreme brogue types, as well as 
more conservative patterns of low heels. 
The turns are made on neat lasts, very 
dressy in appearance, but in no event, 
either in welts or turns will heels be over 
1% inches. 

Specialty shops featuring orthopedic 
shoes are not. uncommon, neither are 
shops uncommon which feature shoes of 
extreme pattern in dressy types, but a 
shop devoted exclusively to swagger low- 
heeled shoes and corresponding types for 
dress-up wear is somewhat of an inno- 
vation. 





MILWAUKEE 


Retail Trade Shows Activity 


Pure Colonials and Colonial Effects Popular with Women— 
Also Oxfords; Men Buying Blacks and Tans on 50-50 Basis 


ATE October and early November 

weather, with the tang of winter in 
the air, has brought with it an increased 
activity in local stores. The pure Colo- 
nial and the Colonial effects as well, are es- 
pecially strong in the present call. Sepa- 
rate tongues are receiving a great deal of 
attention from the shoppers, as are the 
plain strap effects in satins, suedes and 
patents. Merchants report heavy buying 
of fans and similar devices which are 
utilized to lend a Colonial effect to a plain 
pump. 

Oxfords, particularly in tan and kindred 
shades, are selling in volume, and esti- 
mates by local merchants place their per- 
centage in the total volume of ladies’ busi- 
ness as well over 35. In all instances, sales 


are up to last year and according to the 
majority of merchants, ahead. 


Men’s Stores Busy 


Steady fall buying has at last set in, at 
the Grand Avenue and outlying shoe 
stores, a fact more than welcome to local 
merchants. The season for men’s buying 
has started late, but already gives indica- 
tion of making up for such lateness by big 
volume. ; 

Black and tan share the color demand 
about fifty-fifty, merchants say, with 
black apparently stronger for coming 
business. Patents are sold with remark- 
able frequency in the leading stores, 
though little worn for other than purely 
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dress wear. Patent leather footwear has 
been observed in great profusion at local 
dance halls, both at formal and informal 
affairs. If thisis the main use of patent 
leather, merchants feel that sales will con- 
tinue strong throughout the winter. 
Younger men and youths have lately 
taken to the blucher with great avidity, 
and sales of broad, army-style bluchers 
with the late French toe are numerous in 
all of the downtown stores. Oxfords con- 
tinue to lead high shoes in sales, despite the 
noticeable increase in the high shoe call. 


Much Hosiery Selling 


Local shoe stores are having a great 
deal of success with their hosiery depart- 
ments, sales of silk hosiery being excellent 
at this time. Those who predicted the 
falling off of silk hosiery with the lowering 
of skirts are now witnessing the reversal 
of their predictions. Instead of women 
ceasing to buy silk hose, they are actually 
buying a better and more expensive type 
of hosiery than they have been buying 
under the short skirt dominion. Sheer 
silk hosiery, of the finest quality, full 
fashioned, is the leading line in the better 
class of shoe stores. One downtown store, 
handling nothing eheaper than $3.50 
hosiery, reports that the very finest silk 
hosiery is being sold, with brown, gun 
metal, and black the best shades. Nude 
and gray shades have been almost entirely 
supplanted. 


“Better Business Bureau’”’ 
Active 


Oscar H. Morris, head of the Better 
Business Bureau of the Milwaukee Asso- 
ciation of Commerce, who has just re- 
turned from the national convention of 
Better Business Bureau secretaries at 
Washington, has stated that steps will be 
taken immediately to protect Milwaukee 
people from money sharks who will en- 
deavor to grab some of the money to be 
paid out soon when the government re- 
deems the War Savings Stamps. “We 
warn the people,” said Mr. Morris, “to 
consult their local Better Business Bureau 
before investing in anything.” 


Final Patent Leather Action 


Circuit Judge L. W. Halsey of Milwau- 
kee, this week handed down two decrees 
which settle the legal tangle in the Mer- 
chants Chemical Co. case against the Mil- 
waukee Patent Leather Co. By directing 
that Claude Harrison, former receiver, 
turn over all property to Julius J. Goetz, 
the new receiver, the matter becomes one 
for the federal court, and is finally taken 
for eircuit court jurisdiction. 


Pioneer Shoe Man Dies 


F. W. Radtke, veteran shoe merchant 
of Appleton, died at his home in that city 
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after a long illness. Mr. Radtke had been 
a member of the F. and R. Radtke shoe 
firm, and had been in the shoe merchan- 
dising business for more than 25 years, 
retiring last April because of ill-health. 
He was born in Germany, Sept. 25, 1869, 
and came to America 10 years later. He 
is survived by his widow, one son, and 
four daughters, all of Appleton. 


Superior Store Selling Out 


The Foot-Room Shoe Store, 1315 Tower 
Avenue, Superior, has started a “closing 
out” sale, preparatory to retiring from 
business. Announcements of the com- 
pany state that “we are dissolving part- 
nership—everything must be sold.”” The 
Foot-Room Shoe Store handles a general 
line of footwear. 


Novel Merchandising “‘Stunt”’ 


What was probably the most unusual 
community sales plan ever worked out 
in a Wisconsin city, occurred at Galesville, 
October 21. Local merchants, working 
through a committee, arranged for the 
holding of a city-wide sale on that day, 
the affair to be conducted in a novel man- 
ner. Each merchant designated a se- 
lected amount of stock which he wished 
to dispose of. This merchandise was 
placed on a huge portable platform, which 
was moved from store to store, the crowd 
of several hundred people following the 
platform. As this peculiar contrivance 
came in front of member stores, it would 
stop, and the merchandise of that store 
offered for sale, somewhat after the man- 
ner of an auction. The sale was highly 
successful, and thoroughly practical, ac- 
cording to participa.ing merchants. Boots 
and shoes, clothing, general merchandise, 
farm implements, and automobiles were 
among the commodities offered for sale in 
this unusual manner. 


Sells Shoe Store 


Alfred A. Herbert and Bernard M. 
DuBois of Fond du Lac, have purchased 
the stock and equipment of the North 
Side Shoe Store, located at 150 Main 
Street, in that city. The store was pur- 
chased from M. Herbert, who has been en- 
gaged in shoe merchandising in Fond du 
Lac for the past 35 years. Mr. Herbert 
will specialize in making shoes for de- 
formed feet. Both of the new owners have 
had experience in shoe merchandising, and 
will be entirely capable of handling the 
new enterprise. 


Report on Long Skirt 


Superior merchants, who have been 
anxiously observing the effect of the new 
long skirts on hosiery and footwear, have 
already drawn partial conclusions as to 
these effects. Long skirts, thus far, ac- 
cording to representative merchants, have 
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had little effect on hosiery sales. A tend- 
ency toward the buying of more sheer 
hosiery is noted as the only reaction to the 
longer skirts. In footwear, merchants 
claim that the growing use of long skirts 
is resulting in an increased demand for 
Colonials and tongue pumps. Colonial 
effects harmonize with long skirts better 
than any other type of footwear, accord- 
ing to local merchants. 


Planning Big Exposition 

Spearman Lewis, director-general of the 
Wisconsin Products Exposition which is 
to be held at the Milwaukee Auditorium 
during the week of December 14, an- 
nounces that by the opening of the show, 
the “‘no more room” sign will be hung out 
for the benefit of exhibitors. The Wiscon- 
sin Products Exposition is a huge enter- 
prise, intended to graphically illustrate 
the greatness of Wisconsin as a producing 
state. Boot and shoe manufacturers of 
Milwaukee, Fond du Lac, Racine, Chippe- 
wa Falls, and other state cities, will have 
exhibits, many of them showing the actual 
processes involved in shoe manufacturing. 
Milwaukee and state tanneries will also 
have exhibits according to exposition 
officials. In so far as is possible the expo- 
sition will be a living one, in that each 
exhibitor will endeavor to illustrate the 
various processes undergone in manu- 
facturing his product. 


Another Kinney Store 

The G. R. Kinney Co., Inc., a chain- 
store organization selling shoes, has opened 
a branch store at 215 Third Street, Wau- 
sau. The store in which the Kinney com- 
pany is now located was recently re- 
modeled by the owners and the interior 
rebuilt. A new front was also installed at 
that time. The new Kinney store is well 
located in a good business district. It is 
the first Wausau branch of the company. 


Madison’s First Dollar Day 


For the first time in the history of Madi- 
son, every branch of the retail industry, 
from peanut vender to fur dealer, and 
modiste shop, took part in a co-operative 
sales event, arranged by the Madison 
Retailers’ Association, under direction of 
W. G. Schumacher. The Dollar Day was 
highly successful, resulting in record- 
breaking sales volumes, and the visiting 
of Madison by hundreds of strangers from 
near-by cities and rural localities. 


- New Footwear Department 
Featuring bargains in footwear for men, 
women, and children, the Bartman Shoe 
Store of Marshfield has opened a new de- 
partment in the basement of their store. 
The new section has been entirely re- 
finished and fitted with adequate lighting 
systems, new shelving, display cases and 
the necessary furniture. 
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ST. LOUIS 


October a Poor Month 


Showed a Loss as Compared with Same Month Last Year: 


Some Sales Put on to Stimulate Buying 


USINESS during October will not 

show an increase over the same 
month of a year ago, nor will the records 
show a decided loss. The earlier part of 
the month until the 20th, showed definite 
signs of surpassing last yeac’s record, but 
the’ slump which has hit the retail shoe 
business during the last ten days, dis- 
pelled any such ideas. Practically all 
stores reported a loss in their October 
business as against the same period of last 
year. There was one exception and this 
store, an exclusive high-priced men’s 
store, showed a decided gain. Practically 
all months of this year have shown gains 
over last year’s records, even though in 
some cases the margin was slight. One 
store in particular that has a big reputa 
tion for making gains, reported a loss in 
sales during October. 


Sales Are Introduced 


During the past week, sales have been 
introduced to stimulate the business. 
Department stores and some shoe stores 
have used generous space in an effort to 
force the business. In checking two of 
these sales, the Recorder correspondent 
found the two stores crowded. The shoe 
department of one large retail establish- 
ment in particular was serving as many 
customers as possible. This particular 
store in the Friday evening papers used 
approximately seven pages of advertising, 
the shoe department of course occupied a 
very small portion of the general adver- 
tisement. The other store advertised a 
four-day sale, which the manager of the 
department said was generally satis- 
factory. 


Remedy Now Being Sought 


There seems to be no gauge by which to 
judge the buying tendency of the public. 
On other days the same stores will adver- 
tise and there will be no result from the 
effort. 

The question being asked by all retail 
shoe merchants is what remedy should be 
applied for he present poorness of the busi- 
ness; all feel that more business should be 
done at this time. The weather question 
has been threshed out, pro and con, with 
weighty arguments in favor of both sides. 
There is a slight ray of hope in the sug- 
gestion that cold weather with some rain 
would at least drive the satin shoes off the 
streets and compel the women to buy 
leathers for protection. 

Unemployment is no longer a menace. 
Statistics prove that many people are 
working and wages are not off very ma- 
terially from what they were a year or so 


ago. The manager of one of the big ex- 
clusive shoe stores gave some sound 
reasoning on the subject. He stated that 
it was his opinion that people were still 
spending too much money for luxuries, a 
habit which they acquired during the war 
and one which they find difficult to give 
up at this time. He pointed out hat 
people were buying automobiles and radio- 
phones, and such things and were actually 
denying themselves the necessities. 

One proprietor felt that women did not 
want price or style, but wanted both. His 
judgment was that with this combination, 
a large volume of business could be done. 
He believed that sufficient turn-over could 
be achieved to justify a small profit that 
would net a handsome return in a year’s 
business, provided the retail merchant had 
nerve enough to try it. 


Brandt’s Hold Month-End 
Sale 


Brandt’s conducted a month-end sale 
which was held the last four days of the 
month. The price range was $3.85 and 
$5.85. Special newspaper advertising 
was used in addition to 6000 pieces of 
mail matter that were sent out to their 
list of customers. Manager Bickel was 
well pleased with the results, especially 
the Saturday when a nice gajn was shown. 


Leader Showing New Heel 


The Grand Leader shoe department is 
showing a new patented heel with a re- 
volving changeable rubber heel. It is the 
first time this heel has been shown any- 
where in the United States. They have the 
exclusive right to the sale of the heel in St. 
Louis and it is expected to solve the prob- 
lem of run-down Louis heels. The rubber 
tap rotates as the foot is placed on the 
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sidewalk, which prevents the wear on on 
certain spot of the heel. When the rul 

ber tap is worn a new pair can be at 
tached by merely removing the screy 
which holds the top lift of rubber. Th: 
heels are bought by the Grand Leade: 
and ordered sent to the factories wher 
the manufacturers place them on thei 
shoes. S. Hinckley and B. Wold, manager 
and assistant, both are enthusiastic over 
the merits of the heel. At present they are 
being used only on Louis heel patterns. 


Walk-Over Officials Visit 
St. Louis , 


Walter Leach, head of the men’s de- 
partment of design of the Geo. E. Keith 
Company was a visitor in St. Louis this 
week where he was reviewing the style 
situation of the local stores. Also A. E. 
Loheed, secretary to the general manager 
o! the Geo. E. Keith retail stores spent a 
few days here on business. 


Ames Show Gain for October 


Frank Ames of the Ames Shoe Company 
announced that a decided gain was made 
in October over the same period of last 
year. He stated the fall business in his 
particular store had been keeping step 
with last years record and in some in- 
stances was marching ahead. 


Shoe Men on Executive Com- 
mittee of Advertising Club 


The Advertising Club of St. Louis, with 
its 800 members, has on its execu ive 
committee three advertising managers of 
large shoe manufacturers. P. M. Fahren- 
dorf, advertising manager o° Brown Shoe 
Company, is vice-chairman of the enter- 
tainment committee, Bert Barnett, adver- 
tising manager of Friedman-Shelby Shoe 
Company, is chairman of the forward St. 
Louis Commitee and Arch De Bow, ad- 
vertising manager of Robert, Johnson 
and Rand Shoe Company, is chairman 
of the acquaintance and welfare committee. 
George E. Gayou correspondent of the 
Recorder is secretary of the club. 





CINCINNATI 


Production Shows Good Increase 


Many Factories Now in Position to Accept Orders for lm- 
mediate Execution—Operating Forces Being Augmented 


ODUCTION in the local shoe fac- 

tories has increased at such a satis- 
factory rate during the past few weeks 
that the majority of them are now in a 
position to accept business for the imme- 
diate future. Consequently, the sales 
forces of the Cincinnati plants are again 
getting into their respective territories 


with new samples of Cincinnati-made 
shoes. 

When a question referring to the labor 
conditions among the local factories was 
recently directed to a prominent official 
of one of largest and strongest concerns 
here, he replied that the shoe strike in 
Cincinnati is over and that there has been, 
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up to the past few weeks, simply a short- 
age of labor. This is characteristic of the 
attitude adopted by all of the manufac- 
turers here. But the situation has changed 
during the past few weeks only, to one 
where the plants are ready to speed up 
their production upon receipt of new 
business. And as the salesmen are now 
beginning to send in orders, the plants 
both large and small are steadily adding to 
their operating forces. 


Orthopedic Shoes Increas- 

ingly Popular 

The last two years have seen a healthy 
development in the merchandising value 
of the orthopedic shoe. Merchants 
thoughout the country have found the 
fitting qualities of this type of shoe to be 
an invaluable factor in building up a large 
repeat business. The Cincinnati retail 
shoe merchants, especially those handling 
ladies’ lines, have not failed to recognize 
the growing importance of this type of 
shoe. The larger downtown shoe stores 
all have their orthopedic or corrective 
lines of one make or another. In a few 
instances the merchant has gone so far 
as to put his own name over the trade- 
marked name of the shoe. For instance, 
the Smith-Kasson Company advertises 
the Arch Rest line as Kasson’s Arch Rest. 
Manager Pauli of the ladies’ department 
states that this plan has proved very 
successful. P 

Many Made in Ohio 

Cincinnati and Portsmouth are today 
two very prominent shoe centers for the 
manufacture of orthopedic shoes. In Cin- 
cinnati the Val Duttenhofer Sons’ Com- 
pany produces the Arch Protector; Julian 
& Kokenge the Foot Saver; Krohn Fech- 
heimer Company, the Arch Tone; The 
Holters Company, the Protex-Arch; Krip- 
pendorf Dittmann Company, the Arch-O- 
Pedic; Vollman, Lawrence Company, the 
Arc Help; the Duttenhofer Stevens Com- 
pany, the Futkorset; and the Cahill Shoe 
Company the Arch Brace. Each of 
these concerns is doing a profitable busi- 
ness in its line. 

In Portsmouth the Selby Shoe Com- 
pany produces the Arch Preserver shoe 
for ladies; Irving Drew Company produces 
the Arch Rest line; and the Excelsior Shoe 
Company makes the Grant Flexated Shoe. 
All of these lines have met with a splendid 
demand. 


How to Get New Business 


That the meeting of the Potter Shoe 
Company. officials and employees each 
week is proving beneficial to the organiza- 
tion, is shown by the fact that at their 
last’ meeting immediately following the 
re.ding of the minutes, various reports 
from the sales people indicated that the 
suggestions of the meeting previous had 
worked out splendidly. 
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The “Power of Suggestion” was the 
chief thing that was to be tested during 
the week. In not one single instance did 
the sales people find that it did not work 
to some degree. 

The subject of this week’s meeting at 
the Potter Shoe Store was, “Bringing 
Business into the Store.” E. J. Gibbons 
of the men’s department was acting chair- 
man. He stated, “First, we must sell our- 
selves upon this entire organization, on 
every bit of merchandise we carry, and 
upon the high-grade service we are in 
position to render. We should have a 
thorough knowledge, not only of our own 
goods, but of the goods carried by every 
other shoe merchant in the city. We 
should have a clear conception of the 
policies employed by other retailers in the 
conduction of their business. Then we will 
be in a position to go out and talk con- 
vincingly about the exceptional service 
this store can render.” Mr. Gibbons 
proposed the policy of going direct to 
various organizations throughout the 
city in getting more business into the 
store. He suggested that an organized 
effort be made to get the business of the 
University of Cincinnati student body, 
the business of the clergyman, the fireman, 
t he policeman,etc. 


Salesmen’s Appearance Important 


It was also suggested and unanimously 
agreed upon, that every sales person in the 


‘organization make it a point to keep his 


shoes in good condition and at all times 
well shined. This was looked upon as one 
of the best advertising factors of any shoe 
store. James P.,Orr, president of the 
company, in discussing the subject of 
“Bringing business into the store,” stated: 

“Each and every one of us most con- 
stantly sell ourselves over and over again 
on our own proposition. We cannot for 
one instant afford to get cold feet on any 
phase of our business. When it appears 
that other stores are making a stronger 
bid for business, which we consider to be 
largely our own, we should not get the 
idea that our proposition is any the 
weaker. It should not tend to weaken our 
belief in ourselves. We must not forget 
that the stronger other merchants adver- 
tise for business, the greater the general 
demand for shoes will be. 

“We carry a full run of shoes on more 
styles than any other merchant in this 
vicinity. This is but one of the many 
reasons why you sales people should get 
into your own hearts the idea that our 
proposition is far superior to any other in 
the vicinity from which we draw our 
trade. 


Los Angeles Buyer a Visitor 


C. B. Short, shoe buyer at the Broad- 
way Department Store, Los Angeles, Cal., 
was a visitor at the P. Sullivan factory 
last week. 
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Your 
Responsibility 
And 


Ours 


You may think that when a 
shoe leaves your factory, your 
responsibility ceases. Not so, 
if you value prestige. 


Your responsibility is to the 
merchant who sells your shoe 
to the wearer. He is the con- 
tact man—the fellow who gets 
the blame for faulty shoes. 


What will be his attitude to 
you if you accept no responsi- 
bility? 


There is only one safe way to 
do business. Accept responsi- 
bility for your product and de- 
mand it from every manufat- 
turer you buy from. Pass 
this responsibility reliability’ 
along to the ultimate consumer 
through every channel of dis- 
tribution. 


We accept responsibility for 
Rock Oak Sole leather. We 
back it up with nearly a half 


century of prestige. Rock Oak 
is Founded on Integrity. 


Rock Cak ’ 

The AMERICAN 

OAK LEATHER 
COMPANY 


CINCINNATI 
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Will Admit It 


“Breaking m” a new pair of 
shoes with a hard, stiff sole 
is always the unpleasant 
part of buying new footwear. 


Overcome this bugaboo and 
you will soon increase sales 
to your present customers 
and encourage patron 
from new ones. You can 

it by stocking shoes soled 
with Flexoak. The 


hove 


‘Tue SOAS OF OREATER EAS 


is the product of a special 
process of tanning which 
ideally preserves the native 
toughness of the steer hide 
and yet imparts to the fin- 
ished leather a degree of 
flexibility heretofore un- 
known in a durable sole 
leather. A Flexoak-soled 
shoe needs no “breaking in.” 
It responds to every foot 
movement as readily as a 
moccasin, yet it will far out- 
wear the ordinary sole. 


Let us send you a sample of 
Flexoak prove to you 
why it is to your advantage 
to specify Flexoak Soles in 
the shoes you buy. 


C. G. Fleckenstein Co. 
Muskegon, Michigan 


TWE SOLE OF CREATER WEAR 
@©cer. co. 1922 
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LOS ANGELES 


Colonials in Big Demand 


Difficulty Encountered in Getting Enough of Them—Fear 
They May Be Killed by Too Much Ornamentation 


ITH the coming of cooler weather, 

shoe sales have picked up quite a bit, 
although certain sections report that they 
are not yet quite what was to be expected. 
This is attributed to the fact that Colonial 
models are going out faster than the stock 
is coming in and in order to take care of 
the demand the various stores have had 
to make up tongues and fasten on the 
strap shoes. 

The stock, however, is coming in faster 
now and there is every evidence that an- 
other week or two will see enough Colo- 
nials on hand to satisfy the demand. 
Wetherby-Kayser’s state that they are 
experiencing a brisk demand for this class 
of merchandise and expect the tongue 
styles to remain good for quite a while. 
One shoe man states that he thinks they 
are going to spoil the demand somewhat 
by making the tongues too elaborate. At 
present they seem to be more confined to 
afternoon and evening wear. 


C. H. Baker Closes Deal on 


West 7th Street 


The C. H. Baker Shoe Company has 
just leased, for a twenty-five year period, 
the property on West 7th Street, now 
occupied by the Wetherby-Kayser Shoe 
Company. This property has a two and a 
half story and basement building and at 
the time it was built foundations were laid 
for an eight-story building. Mr. Baker 


contemplates the immediate erection of 
five and one-half additional stories. He 
has also purchased the unexpired lease of 
the fur company in the adjoining building 
and this space will also be incorporated in 
the new building. 

No expense will be spared by Mr. Baker 
to make this one of the most modern and 
best-equipped shoe stores in the country. 
Mr. Baker opened his first shoe store in 
Los Angeles twenty-five years ago. He is 
now operating eleven stores in Los Angeles, 
San Francisco, Portland, and Detroit, 
doing an annual business of $3,500,000. 


Kafateria Store Opened at 
San Bernardino 


Sidney Glass, proprietor of the string of 
Kafateria Shoe Stores, has just opened 
his 11th store, at San Bernardino. Dur- 
ing the war, Mr. Glass conceived the idea 
of a self-service shoe store, and with only 
$500 capital ventured to open a shoe store 
in Long Beach. This was the beginning of 
the string that now extends to most of 
the little towns round about Los Angeles. 
Mr. Glass has a central distributing point 
and supplies the stock for these various 
stores. 

The new store at San Bernardino took 
in over $2,000 on the opening day. All 
shoes sold in these stores are advertised as 
selling at only one dollar a pair profit. 
He has several times been forced to seek 
larger quarters for his jobbing stock. 





CLEVELAND 
Retail Trade Much Improved 


Activity Sets in in Earnest with Arrival of Cool Weather— 
Volume Business Furnished by Oxfords 


HE retail shoe business in this city 

has continued good through the final 
week of October. The warm weather 
which played “hob”’ for a time with the 
trade has been succeeded by snappy cold 
days that have sent the Cleveland con- 
sumers to the shoe stores in droves. The 
month is going to be an excellent one. 
The stores in the neighborhoods have been 
doing a good business; in fact, as good as 
it has been at any time in recent years. 
The trade is largely in oxfords, with the 
dress shoes in satins and patent leathers 
going next in volume. 


Shoe Store Robbed 


When members of the firm of G. H. 
Chapman Shoe Co. went to their store at 


14157 Euclid Avenue one day last week 
they found that a large part of their stock 
had been carted away in a motor truck. 
The value of the stolen goods was $1,500. 
The boldness with which the job was done 


is surprising. 
Wide Range of Novelties 


In the novelties there never was a larger 
line of attractive models shown. Tongue 
pumps have proven good sellers. A tongue 
and strap combination in black satin has 
been very attractive. The buckle also is in 
great demand on all models, in many in- 
stances the women buy them and put 
them on shoes that are not equipped with 
them. The high heel seems to be coming 
back into its own. 
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240 Tost, "I6-8 with —_ center 240 last, 16-8 full Louis wood heel. B & 
! Louis wood heel. B&D ° Pump, 316 last, 12-8 “Spring St rubber 
Se ae widthe.... ia heel. B to D widths pete 


No. 430—Same, i in n Black Satin. . 
No. 440—Same, in Brown Satin 
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GREGORY & READ COMPANY 


Makers ‘of Women’s High Grade Shoes 
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A pair of boys’ shoes recently 
imported by an exclusive New 
York house. Note the trim ap- 
pearance of the Lacing Hooks. 
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ISTINCTIVE shoes for 
children feature lacing 


hooks. 
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Your customers appreciate them 
because they make it easy for the 
children to lace their own shoes. 
Children take pride in them; parents 
take comfort in them. . 
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For speedier, neater, easier lacing — 
lacing hooks on children’s shoes. 
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Specify lacing hooks when placing your order. 
Insist on having what you want. 
For men’s, women’s and children’s shoes. 
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RETAIL SHOE EXECUTIVE 


IS WANTED BY I. MILLER 
& SONS FOR THEIR 
CHICAGO STORE 


Our Mr. Mittelman who has had 
charge of this store is leaving to go 
into business for himself and to con- 
duct an I. Miller Shoe Department 
in Russeks Specialty Store at Detroit. 


The man we want must be capable of 


assuming responsibility and know 


IN STOCK 


_ No. 100—Men’s Hand-Turned Imported Camel- 


Hair Everett, Lift. Assorted Plaids of Soft 
Dark Shades. Full Grain Leather Sole. Pair $1.35 


No. 109—Men’s Hand-Turned Imported, Guar- 
anteed Pure, Camel-Hair and Wool Everett, 
Lift. Assorted Plaids. Pair...........$1.80 


No. 116—Men’s Hand-Turned Camel-Hair, 
with Collar, Full Grain Leather Sole and Lift. 
PER ee ETE ET a 


how to run an organization of this 
kind successfully. Applicants will be eres 

interviewed personally by Mr. Miller, All above in sizes 6 to 11—Full sizes only 
who will be at the Chicago store on a 

Monday, Tuesday, and Wednesday, WE GUARANTEE THEIR SATISFACTION, 
November 6, 7, and 8 (or may com- BUT WE CANNOT SEND SAMPLES 
municate with the New York office, —_ so 

562 Fifth Avenue). ‘ 


Golo Slipper Company 
129 DUANE STREET NEW YORK 


CHROMOK 
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Make better medium priced shoes, because 
specially produced for just this grade. 


W. D. Byron & Sons Leather Co. 


Williamsport, Md. e - oo Boston, Mass. * 
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Also Makers of 


Famous Oak Tanned Flexible Inner Soles, Flexible Sides and Bends 


The Beot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Like No Other Shan 


CUP SHAPED TO FiT SNUGS UP UNDER ARCH EXTRA THICKNESS 
THE HEEL AND SUPPORTS THE 


INSTEP 


UNDER THE OUTSWE 
BALL TO RESTORE PROPER 


November 4, 


ALL FIVE TOES LIE 
STRAIGHT AND FLAT 
AS THEY SHOULD 


HONEST ALL 
THROUG 


With Hilgert Patented Construction 


iy built on an entirely different 
principle. 


Nature did not intend the human 
foot to walk on hard flat surfaces 
—like concrete pavements or sole 
leather. 


When primitive man stepped from 
his cave on to sand or yielding turf, 


The Emerson Shoe showing the shape of the bot- 
tom with Hilgert and Steel Shank Construction 


his feet made impressions or 
molds which fitted exactly the 
contour of his feet. He stood and 
walked on perfect balance and 
never knew what foot troubles were. 


Emerson Hilgerts are built with 
innermolds shaped to fit the con- 
tour of the bottoms of your feet. 
Your heel fits into a supporting 
cup, a steel shank keeps the inner- 
mold fitting snugly under the arch, 
and extra thickness under the out- 
side of the ball makes the foot lie 
straight without “running over.” 


Thousands of men are walking to- 
day because of this revolutionary 
invention of Matthew Hilgert of 
New York. For his services in 
making and fitting shoes he has 
frequently charged from $2,000 to 
$5,000 a pair. 
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The 
BRIGHTON 


An English Last with 
Hilgert Patented 
Construction 


We now control the Hilgert Pat- 
ents and have developed machin- 
ery to make these shoes in our 
factories. 


Fallen arches, calluses, burning 
and sensitive feet—all find im- 
mediate relief in Emerson Hilgerts. 


While classed as corrective shoes, 
they bring added comfort to nor- 
mal feet. The wearer does not know 
that leg weary feeling that comes 
at the end of a hard day’s grind. 
They are wonderfully comfortable. 


There is nothing in the shape or 
outside appearance of Emerson 
Hilgerts to indicate their ortho- 
pedic features. We make them in 
all styles from the latest brogues 
to wide, free fitting comfort lasts. 


A complete line of Emerson Hil- 
gerts for women will be ready for 
the market shortly. We cannot 
ship a pair of Emerson Hilgerts 
today because we are oversold. The 
demand for them greatly exceeded 


ROCKLAND, MASS. 
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on the Wide World! 


our expectations and our capacity 
to manufacture them. 


In 30 days, however, we will be 
able to open new accounts. 


We carry five popular styles in 
stock. 


We invite your most careful in- 
vestigation of the Hilgert method. 
In a year from now the whole 
country will be talking ‘about 
Emerson Hilgerts and it will pay 
you to get posted now. 


Write today for our special agency 
proposition and our booklet, “Foot 
Fitting by Nature’s Method”— 
the most interesting story about 
shoes you’ve ever read. Make ten- 
tative reservation for the exclusive 
agency in your vicinity until you 
can try Emerson Hilgerts on your 
own feet and learn what real foot 
comfort means. No obligation on 
your part, of course. 


The 
CARLTON 


A Modified Round 
Toe with Hilgert 
Patented Con- 
struction. 


Emerson Shoe Co. 
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The Well-Made Shoe 


AKERS of fine shoes for 

men and women use Dia- 
mond Brand Fast Color Eye- 
lets to attain the utmost in 
appearance, fit and long life. 


Your customers repeat their 
orders for such shoes. Hence 
it would pay you when order- 
ing to specify Diamond Brand 
Fast Color Eyelets. ‘ 


United Fast Color Eyelet 
Company | 
Boston, Massachusetts ied co 
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We shall be ame to send 
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illustrated booklet on request 


So Lea Godin ng Hote ls — | 


——— eee 


rN STOCK 


LARGE SILK 
POM —POM 


RUBBER HEEL 


No. 500 
Women’s Bright Cabretta, Genuine Turn 


Sole, Keystone Rubber Heel Boudoir, 
Large Silk Pom Pom. 





36 Pair Case Lots Only. 
Sizes: 3-7, 3-8, 4-7, 4-8, 5-8 











Terms 5%-10, 2%-30, F. O. B. Cincinnati 


Altman & Mimnces 
CINCINNATI, OHIO 


ee cum ene eae elt es ee ee ld 











SSS 


Have you seen shoes made from our 


Chestnut 
Cherry 


Brown 


Black 


BOARDED &,/4i le} SIDES 


eee vu 8S A 


If Not, Why Not,- when you are up-to-date and 
plan to keep posted on all the good lines of leather. 


C. D. Kepner Leather Co. 


139 South St., Boston, Mass. 
212 W. Lake St., Chicago, IIl. 
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If you took a 
knife and sliced 


it through— 
here’s what you'd find 


Not just a shell of rubber and stiffened fabric— 
but the real explanation of the rugged strength 
that gives to “U.S.” Boots extra months of wear: 


First a series of strong reinforcements, from 
seven to eleven layers of rubber and sturdy 
fabric at every point of strain ana wear—across 
the instep, above the heel, about the ankle, etc.— 

A flange shaped sole of one single, solid 
piece of rubber, extending all the way from toe 
to back of the heel— 

Tough, flexible rubber everywhere backed by 
the best grade of heavy, close-woven fabric— 


A special lining that adds stiffness to the upper and 
prevents wearing out from the inside. 

The diagrams on the left show you some of these details. ioe 
Every one means longer wear and greater boot comfort. on 


We’ve been making rubber footwear for 75 years. We procee 
don’t just buy rubber—we produce on our own plantations state 1 
the finest grade that can be grown. Our factories are the mi 
manned by the most experienced boot-makers in the coun- bells, 1 
Q Layers try—craftsmen who know the value of painstaking care. rubber 

And we’re proud of the results—and of the satisfaction UL S. selves 
Boots are giving to farmers everywhere. follows 
cellent, 


Other “U.S.” Footwear—all built for long wear § 


> You'll find every type of rubber footwear in the big U. S. thoema 
‘extra l P ole oF line. There’s the U. S. Walrus, the famous all-rubber over- will sh 
“al Ps pont a y ~ shoe—the U. S. Lace Bootee, a rubber workshoe to be worn product 

teva over your socks for spring and fall—U. S. Arctics and Rub- And 


the finest, toughest high-grade rub- 7 : 
ae ae ae poner lene he ess ede 1 bers—all the styles and sizes for the whole family. Look for with a: 


protection and wear. A rugged ers of heavy duck and highest grade % 
Samurijn = apiece + i ae cae yee eye heen oak ee cnet 
4 country 

buy, for 

P of nove 
United States Rubber Company Thess 

: five buc 
considet 

fitting o 

ing witl 

opinion, 

merchar 

the stay 

plenty o 























Tue inster— 4 boot has no lacing in 
front, like a shoe, to give as you walk. 
Every mile you go, the rubber bends . , Fast 
and buckles 900 times. We've put a a 
series of graduated reinforcing layers N ith 

Nerthy 


into the instep, combining unusual 

Aexibility with surprising strength yas anae—Here's where 20 many worr ing 
boots sag and crack. The U. S. Boot le 4} 
has an extra “collar” that runs all the ng en 
way round the leg, and on top of that catch in 
ts oulcanized a heavy side-stay. . 
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Much Interest Centers in the Gaiter 


Both Novelty and Staple Types Allow Plenty of Room for Colonials—Neither 
Models Affected by Lengthening Skirts—White Rubber Boots 


UCH interest just at this time is 
M centered on the gaiter for femi- 
nine feet. Time was when this 
bit of footwear protection was limited to 
four buckles or five buckles, fastened 
primly, but the last two years have seen 


some startling changes. The flapper type. 


of maiden certainly stirred things up con- 
siderably. Even the demure and staid 
gaiter was not free from her manipulations. 
The flapper was essentially a war product 
—she made her debut with the introduc- 
tion of jazz music and knee length skirts. 
She is passing away to the accompaniment 
of less syncopated strains and more grace- 
ful gowning. It has become a deep study 
and one which is open to many arguments 
pro and con, as to which appeared first— 
the flapping gaiter or the flapper herself. 
Some of the best minds advance the theory 
that the two were one and inseparable; it 
looked last winter as if this might be the 
correct answer. 


Innovations Works of Art 


But not to enter into a lengthy discus- 
sion on a subject which might lend itself 
to some debate, we may be permitted to 
proceed to the next point in the case and 
state that when the flapper was right in 
the midst of experimenting with tinkling 
bells, rolled over and flapping tops, the 
rubber men stepped in and expressed them- 
selves either orally or silently about as 
follows: “‘Ladies, your ideas are all ex- 
cellent, but, if you will pardon us, a bit 
crude—as you are obviously not rubber 
shoemakers. If you will permit us, we 
will show you innovations in a finished 
product.” 

And so the rubber men went to work 
with a will and real novelties were turned 
out until today the retail shoe stores of the 
country have already bought, or will soon 
buy, for this fall and winter, a goodly range 
of novelty styles. 

These novelties, as well as the four and 
five buckle gaiters, are being everywhere 
considered at just this time in reference to 
fitting over Colonial styles and as to wear- 
ing with long skirts. The consensus of 
Opinion, as offered by rubber men and 
merchants, is that both the novelty and 
the staple four buckle types will afford 
plenty of room for Colonials. 


‘'astened Buckles are Order of Day 
Neither are rubber men or merchants 
Worr ing to any great extent over skirt 
leng ening, for fastened buckles will not 
catch in the skirts, even at-ankle length 


‘for evening wear; while with skirts at busi- 


ness and street wear lengths, there is ob- 
viously no cause to be fearful. In regard 
to the latter usages for skirts, Dame 
Fashion says, six inches from the ground, 
but many women will wear skirts eight, 
nine and ten inches. 

On many of the novelty models, no 
buckles exist; on those that have one, two 
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Litte Miriam Battista, fame child actress of 

screen and stage, demonstrating the new 

Pavlovo boots. Paskoves strike a new nole in 

poy ab wear. They are worn over streel shoes 

i fone and effectively combine siyle 

To real foolwear proteclion. Made by the 
B. F. Goodrich Co 





or more buckles, there is no more danger 
of long skirts catching than in the old days 
of sweeping skirts. 


A Popular Novelty 


Among the very popular novelty gaiters 
is the Pavlovo boot, made by the B. F. 
Goodrich Company. This is the boot 
shown in our illustration and was the boot 
worn by the New York Ziegfeld Follies 
girls. This group of fifteen, with sport 
coats. and hats, and. black and white 


checked sport skirts, just covering the 
knee, showed quite a bit of hosiery be- 
tween the bottom of skirt and top of boot. 


Tannery Workers Like 
White Boots 


Long lines of white rubber boots stand 
on the sidewalks in front of small stores 
in the leather manufacturing city of Pea- 
body, Mass. Men who work in the tan- 
neries commonly wear rubber boots, and 
they have a preference for those of white 
rubber. The storekeepers unhesitatingly 
display their wares on the sidewalks, and 
a prospective customer may pick up a 
rubber boot and inspect it to his heart’s 
content. 


Rubber Market Quiet 


A firmer feeling developed in the New 
York market for plantation rubber on Sat- 
urday, October 28, in response to better 
London advices. In that market 12d was 
reported to have been paid for spot, and 
124d for January-March deliveries. The 
opinion was expressed that London is 
headed for 14d or the equivalent of 26 4c 
laid down here. There was a scarcity of 
sellers in the local market but buyers 
showed no particular keenness and little 
business was reported. January-March 
sold at 22% c and 22c was said to have been 
paid for small lots on the spot-or nearby, 
but at the closing the general asking prices 
for either ribbed smoked sheets or first 
latex crepe were 22)4c for spot and October 
delivery, 2234 c for November, 22)4c for 
December, 23c for January-March, and 
23% c for April-June. The lower grades 
of plantations were quiet but firm, as also 
were Paras. 

There were no fresh developments in 
connection with restriction, but there pre- 
vailed a confident belief that the Steven- 
son plan will be ratified today by the Legis- 
lature of the Federated Malay States. 


Rubber Quotations 
Plantations— 


Ribbed, smoked sheets, spot 224@. . 
224%@.. 
22K@.. 

@22% 

@23 

(Continued ¢ on ‘page 119) 
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ANNOUNCING 


“Cotter’s Regulars” 


Women’s Popular-Priced Welts—in sizes 


AAA to E, 3 to 10 


Carried in Stock, for Shipment Direct to Dealers 


OOD news for shoe dealers—dealers who want to take profits from hand- 
ling an unexcelled line of women’s staple styles, salable at moderate 
prices, and obtainable from the finest possible in-stock service direct from the 


factory. 


At last we are carrying ‘“‘Cotter’s Regulars” on the floor for dis- 
tribution direct to shoe merchants. Up to now we have sold them 
only through jobbers. 


For years these shoes have been staple as wheat in hundreds of 
retail stores. Their style, quality of materials and skill of work- 


manship have been making steady customers of thousands of 


women who buy the same styles over and over again. 


Style 374 


Black Kid Boot, Goodyear Welt, 


AAA toE. 3to 10. 
$4.00 


In Stock 


Style 321 


Black Kid Oxford 
Goodyear Welt. 
AAAto E. 3 to 10 


$3.60 


In Stock 


The orders for ‘‘Cotter’s Regulars” already received since we 
adopted this new sales policy have shown the remarkable 
demand for these shoes. We suggest immediate action from 
those needing quick size-up of their Fall stocks. 


Here are two selections from the numerous styles of 
“Cotter’s Regulars.” They are rapid-sellers wherever 
shown. 





Send for illustrative and descriptive circular displaying 
the entire line 





COTTER SHOE COMPANY 


LYNN, MASSACHUSETTS 


Makers of The Formative Flexible-Arch Shoe 
for Everywoman 


The Boot and Shee Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Calf, suede top 

” smooth = 
Calf, smooth, black, +. Se 
Side leathers, colors, top grade 
Side leather, ‘black, top erade 


No. 1 oak bends, finders’ use 


led cows, for light sole 
No. 1 buffs, for heavy u 
a 1 oe City cal 


Kit a, upper leather 
vy hides, for sole leather 





Pp grade 


N backs 
No. 1 oak bends, shoe mfrs.’ use... ... . 


Comparative Leather and Hide Prices 


Upper Leather (Price Per Foot) 


eee 


alae 


Sole Leather + (Price Per Pound) 


$0. 32 @$0. 33 


115 


Raw Hides and Skins (Price Per Pound) 


(1913 Av.) 


Native oom, as used in sole leather, 


Heavy Texas —y | as sole ay oe 
Light native cows, for side upper ther. 
Brand leather 
and sid 
ins for fine calf 


$0.56 @$0.58 -34 
= -95 -55 
1.05 - 60 

1.25 -70 


.07 
.15 
.13 
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Activity in Leather Market Continues 


Demand for Heavy Upper Leathers Exceeds Supply; Price Trend Is Upw rd 


Almost Throughout the List 


HE activity of the leather market 

appears tocontinue unabatted. The 

situation has been growing steadily 
stronger and shoe manufacturers and pur- 
chasers of leather are covering their needs 
accordingly. Buyers of leather are com- 
ing to understand that the stability of 
the market is assured and prices are war- 
ranted because of the high prices of raw 
material. 

Although the demand for hides and 
skins in the raw is not quite as strong as 
a few weeks ago, there is still sufficient 
business to take up the supply and prices 
are on a firm basis. This means that 
hides and skins are on a much higher plane 
than last spring, or a year ago, and while 
this condition remains there is little pros- 
pect of cheaper leather. Large blocks 
of calf and side leathers which could be 
picked up at ridiculously low prices last 
year are not available today. It is also 
noted that shoe manufacturers who are 
compelled to purchase the leather now 
coming through are advancing the price 
of their shoes to wholesalers and to retail 
merchants. While this is not true with 
all shoe manufacturers, it is a tendency 
vhich is already noticeable. 


Demand for Heavy Uppers 

The demand for heavy upper leathers is 
ahead of the supply and it is necessary to 
take lighter weights to fill the orders for 
shoes. This is now having the effect of 
keeping up the market on hides and skins 
suitable for light leathers. Under these 
conditions tanners should be able to make 
some profit which was not the case of a 
few months ago. It is believed that on 
the present price for finished leather 
a parity is reached on present prices for 
hides which will admit of some profit. 


Sole Leather Firm and Active 


The sole leather situation is more satis- 


factory. Sole cutters are cutting more 


leather than for several months and de- 
liveries are being made on contracts to 
shoe manufacturers at present prices. 
Oak sides are bringing 30c to 3lc per 
pound for. No. 1 heavy. On country 
hides 27c to 28c per pound for No. 2. 
Heavy steer backs, tannery run, are 
quoted 55c per pound and 50c to 52c per 
pound for the medium grades. Cow backs, 
50c per pound. Oak sole is stronger, tan- 
ners reporting a good volume of business. 
There is a steady demand for heavy leath- 


er, nine-iron and upward. Packer steer 
backs are bringing 55c to 58c per pound, 
and good bends for shoe manufacturers 
anywhere from 60c to 80c per pound. 


Calf Continues in Active Call 


In the upper leather market the activ- | 
ity is principally on the heavy leathers. 
There is a strong call for the first grades 
of heavy calf, and tanners are doing good 
business in the plump weights. The lead- 
ing tonnages are quoting from 40c to 48c 
per foot for Nos. 1, 2, and 3 selections. 
Some of the best tannages of chrome 
colored calf brings 50c per foot although 
45c to 48c is a good average. Trading 
continues active on suede calf in black and 
colors, with the choice selections from 60c 
to 70c per foot. The medium selections 
brings 60c to 68c,; according to quality, 
selection and color. The lighter weights 
of calf for women’s shoes are quoted 32c 
to 45c per foot. 


Side Leather Demand Improves 


The activities in side leathers are now 
keeping pace with calf, with the top se- 
lection in colored chrome side bringing 
from 26c to 30c per foot. There is a good 
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HERE IS THE 
REAL CORRECTIVE SHOE 


OUR “KORN KILLER” 





OUR “KORN KILLER” IS A GREAT SELLER AND 
MONEY-MAKER. MEN REPEAT ON IT, BECAUSE 
THIS SHOE “PUTS TIRED FEET TO REST” 


This shoe is a wonder worker. So great has been the de- mind or body. It is a shoe in a class by itself—one 
mand that we have been obliged to give added attention you will recognize as unexcelled in design and manu- 
to the production of the shoe, and place it in stock for facture. 


customers wishing to fill in quickly on sizes. Let us send you a trial order. We will make up a 


Do not confound this shoe with any other seen advertised, case of sizes, and if the shoes do not do all we claim 
or about which you have heard, to give to tired feet the com- for them, YOU CAN HAVE YOUR MONEY BACK. 
fort they deserve. This is a planned shoe from the ground We know this is a great business-building shoe, and 
up. It embodies the best ideas we moreover know that we must 
of those who know * feet a convince a = - a aes 
their requirements to keep them we are perfectly willing to it 
in a condition to perform their 1 N 7 7 O C K without risk to you. Send us the 


function without discomfort to trial order today. 














Our large production, high standard efficiency with Brockton labor, and 
lowest possible overhead allow us to build good shoes at a price. 


BROCKTON SHOE MFG. CO. 


BROCKTON (Campello Sta.) MASS. 


Sales Department Chi , 209 it Panszer titis. 
117 Li St. Philadelphia Of Office, 411 F. 
Los Angeles ' Office, 800 Forrester Bidg. Toledo , 611 Maumee .Ave. 
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call for colored buck, with the best selec- 
tions quoted from 40c to 45c and side from 
35c to 43c. Trading is more quict in elk 
leather but the top grades are quoted from 
30c to 34c per foot, medium from 23c to 
%c. Tanners are holding more firmly to 
prices as the volume of business increases. 
There is a good call for the heavy water- 
proof leathers, such as kip, veal, and heavy 
cow-hide for work shoes and outing boots, 
and shoes of that kind. 


Patent Leather Active 


Patent leather is still in strong demand, 
particularly for the best selections of patent 
chrome side. An average price for the 
best side is 45c to 50c per foot, medium 
35c to 40c per foot, and lower grades 25c 
to 35c. There is a good call for patent 
kips, especially that made of imported 
stock which brings 55c per foot. There is 
also an active business being done in im- 
ported patent kip and sides. Patent kid, 
in the best finishes is bringing from 60c to 
80c per foot. 


Kid Selling in Fair Volume 


While there is a fair business in glazed 
kid, an improvement is desired. The top 
grades are in good call but tanners are 
having trouble in obtaining large enough 
quantities of raw stock. The top grades 
are quotable at 65c to 85c per foot on 
colors and about 5c per foot less for blacks. 

There have been large purchases made 
by western buyers of medium quality kid. 





Much Interest Centers on 
the Gaiter 
(Continued from page 115) 


*Brown crepe, thin, clean... 
Specky... pense 


Amber No. 2....... 

Amber No. 3..... 
Para—Up-river, fine 

Up-river, coarse 
‘Island, fine 


Caucho Ball—Upper 
Caucho, lower 


*Guayule, wet 
Guayule, dry... dc} 
*Balata, block, Ciudad. ee 
Block, Colombian 
Panama....... 


*Benuela, No. 2.. 
"Kessal, prime, black.. 
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Scrap Rubber 


254@ 2% 
1%@ 1% 
14@.. 

3 @3% 

2%4@ 2% 
4%@ % 
4@ 


Ar tics, trimmed 

Ar. tics, untrimmed.. 
Inner tubes, No. 1..... 
Inner tubes, No. 2.... 


Tires—automobile..... . 


North Manager of U. S. 
Footwear Sales 


William F. Enright, general manager of 
footwear sales of the United States Rub- 
ber Company, has relinquished his post 
because of ill health. After a rest, he will 
take up other work for the company. 
William A. North, who has been manager 
of the Boston branch of the United States 
Rubber Company for a number of years, 
succeeds Mr. Enright. 

Edward R. Bartlett, who has been as- 
sistant to Second Vice-President George 
H. Mayo, has been appointed assistant 
general manager of footwear sales. 

In addition to the akove, the organiza- 
tion of the footwear sales department is as 
follows: Charles W. Barnes, general selling 
agent; Harry J. Haefelein, distribution 
manager. Selling agents are Charles A. 
Coe, W. H. Jones, Richard C. Hall, A. F. 
Solbery and E. L. Phipps. 





The Harlem Shoe Company 
Solvent 


NewYork City.—The Harlem Shoe Com- 
pany, 185 Spring Street, manufacturers of 
bench-made ladies’ shoes, writes us that 
they have received a number of inquiries 
of late from people questioning their 
solvency, stating that they had seen a 
report in the Recorder that The Harlem 
Shoe Company was going into bankruptcy. 

The Recorder did not publish a report 
to the effect that The Harlem Shoe Com- 
pany, 185 Spring Street, were going into 
bankruptcy. Neither did we publish any 
other report in our “Changes in Business” 


. columns in regard to The ‘Harlem Shoe 


Company. 

In our issue of October 21, under 
“Changes in Business,” with ‘Failures’’ 
as the sub head, we stated: “New York 
City.—Harlem Shoe Company, Inc., 
shoes, reported called meeting of 
creditors.” 

It will be noted that there is a difference 
in the two firm names and in the business 
of each—namely, Harlem Shoe Company, 
Inc., “shoes” (which means a retail shoe 
store), and The Harlem Shoe Company 
(whom we did not in any way mention), 
shoe manufacturers. 

The inquiries as to'the.solvency of The 
Harlem Shoe Company, shoe manufac- 
turers, doubtless originated from the fact 
that no street address was given in our 
report on Harlem Shoe Company, Inc. 
The Harlem Shoe Company, shoe manu- 
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facturers, are located, as above stated, at 
185 Spring Street, New York City, and 
are in no way connected with the retail 
shoe store, Harlem Shoe Company, Inc., 
located at 2224 Seventh Avenue, New 
York City. 

The Harlem Shoe Company, shoe manu- 
facturers, of 185 Spring Street, advise us 
that they are very much in business; 
that they are very busy and expect to 
continue in business, and moreover, that 
they are in no sense insolvent. 





Co-Partnership Is Dissolved 


Brooklyn, N. Y.—The dissolution of 
the co-partnership composed of Simon 
Stern, Morris Goldberg and Barnett 
Rabinowitz, doing business under the 
name of Royal Footwear Manufacturing 
Company, at No. 97 South Sixth Street, 
Brooklyn, New York, has been announced. 

Messrs. Stern and Rabinowitz have 
purchased the interest of Morris Gold- 
berg, Esq. in said business. They have 
assumed all the liabilities and obligations, 
and will continue to do business under 
the name of Royal Footwear Manufac- 
turing Company, at the same address in 
Brooklyn. 





Few American Shoes in 
Canada 

Washington, Oct. 27—Reports received 
by the Department of Commerce from the 
American Consul at Quebec show that 90 
per cent of the footwear used in the 
province is made in the Dominion of 
Canada. The importations of American 
shoes are relatively small. owing to the 
increased production of Canadian fac- 
tories. 

Owing to the proximity of the United 
States, and the similarity of tastes, styles 
as well as prices of shoes are practically 
the same in the two countries. During the 
war all classes of working people, including 
farmers, prospered and improved their 
mode of living. Because of this, their re- 
quirements for footwear took on a new 
complexion, so that the grades and types 
of leather footwear formerly called for 
almost exclusively by the well-to-do class 
have now become the common demand of 
all the people. 

The boot and shoe manufacturers of 
Quebec depend largely upon Canadian 
sources of supply for their raw materials 
and semi-manufactured goods. Canadian 
tanners are able to supply most of the 
leather used, except kids and some of the 
finer grades o: calf and fancy leather. 
Most of the fabrics for linings may also be 
secured from Canadian sources. A large 
part of the machinery used, and manu- 
facturing materials, other than findings 
and certain miscellaneous supplies, are 
now made in Canada. It is claimed that 
the material and labor which now goes 
into a locally-made shoe is more than 90 
per cent Canadian. 
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Here’s Value ‘ae You! 


Up to the Minute, Stylish Mock Welts ° 


Harrisburg MOCK WELTS are cork filled and Goodyear Stitched, with Full Leather Quar- 
ter Linings, Leather Insoles and Smooth, Clean Leather Sock Linings; they have the appear- 


ance inside and out of Goodyear Welts. 


IN STOCK 
No, 289 


(Code Doris) 


As Pictured 
Wine Red Russia 


$9.60 








Stock some of these sellers and be convinced. 


IN STOCK 
No. 288 


(Code Connie) 


As Pictured 
Nut Brown Russia 


60 





A definitely accepted Fall oxford, made of WINE RED RUSSIA or NUT BROWN RUSSIA. 


This number has a well-balanced shield tip, and just enough perforation to make it b 


ish, but 


stid feminine. It 1s built on our famous Prize last—This last has a narrow heel and full ball, and 
has proven a wonderful fitter. It has a shapely 12-8 rubber heel. We have stocked a large quan- 


tity of this number. 


IN STOCK 


$5) .60 











No. 311 {Code . “Anna” ")—Brown Kid Oxford. 
No. 313 (Code “Betty”’)—Black Kid Oxford. 

These trim oxfords will Loupe! iy 7 —_ 
a popular-priced good-fi ox u 

ie smooth and soft. The 2 $ rubber heel isin demand. 


B width, 3 to 8; C and D 


B, C, and D widths. Sizes 3 to 8. 


TERMS: 


East of Mississippi 
5% 10, 4% 30 
Case Lots 7% 10th Prox. 








West of Mississippi 
5% 30 Days 
Case Lots 7% 20th Prox. 


SEND FOR IN-STOCK BULLETIN 


IN STOCK 





sand 

Neen SS eile and you —e-i-7A: 
Maceo nick mellow W: eThe 

tractive slide buckle. The sole 

and is stitched aloft 5 ee | irra 
16-8 rubber heel . B,C, D widthe—sizes 3 


Harrisburg Shoe Manufacturing re 


Shoes for Women and Children 


Harrisburg, Pa. 


**Sane Styles and Sound Values’’ 
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Here’s More Value for You! 


Popular-Priced Goodyear Welts In Stock 


Popular-Priced Goodyear Welts In Stock. Use our ample In-Stock Department to in- 
a your sales. Te can always fill in sizes at Harrisburg. The two big selling numbers 
pictured below will give you some idea as to how well we are prepared to furnish you with 
snappy, clean Goodyear Welts to retail at $5.00. A card from you will bring samples of an 


assortment of our best business-getters. 
IN STOCK IN STOCK 
$3 .25 


$°3 .25 























No. 158 (Code “Prize”’)—The big demand today is for 
. " something different. This clever strap sandal answers 
No. 250 (Code “‘Snap”)—This sturdy excellent-fitting this demand. Made of rich, smooth Autumn brown 
oxford is made of bright, clean, full-grain WINE RED calf. Note the full, receding toe and 12-8 rubber heel. 
BOARDED CALF. | Perforated as pictured, and has Attractively perforated. You can buy this number 
a 10-8 rubber heel. You will find in this oxford all the with the assurance that it will fit well and please your 
earmarks and wearing qualities of better-grade Good- most exacting trade 


year Welts. width, 5 to 8; B, C, D, 3 to 8. 


IN STOCK IN STOCK 





No. 195 No. 196 
(Code Style) (Code Dainty) 

Brown Kid Black Kid 

As Pictured As Pictured 





$9) .60 $9.60 


An Imitation Turn’made as only Harrisburg Shoemakers can make them; flexible and durable. 
The last insures fit, comfort and style. The pattern expresses the’slender, graceful lines so much 
in demand in this type of footwear. Has a 14-8 rubber heel. A full leather quarter lining and 
sock —e o -— ipper.its quality appearance. Ready to ship today in B, C, and D widths, 
in sizes from 3 to 8. 








Harrisburg Shoe Manufacturing Company 


Shoes for Women and Children 
Harrisburg, Pa. 


*‘Sane Styles and Sound Values’’ 








The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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SNUGLERS 


“Trademarke Reg. U. S. Pat. Off.” 


HILDREN delight in 

the varied designs, 
bright colors, nature lasts 
and sturdy service of 
Snug-lers. 


Build up your profits in 
felts by featuring this fast 
selling line for children as 
wellas for men and women. 


United States Rubber Company 
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FULL SIZES 
ONLY 


No. 117—Women's hand turned, imported, $].40 
camel’s hair with collar and pompon, lift, Pair 
assorted plaids of soft, dark shades. Full grain leather sole. 


No. 119—Women’s hand turned, imported, $*).05 
guaranteed pure camel’s hair and wool collar Pair 
and oy assorted plaids of soft, dark shades, full 
grain leather soles, lift. 


We guarantee their satisfaction 
but we cannot send samples. 


Terms, Net 30 Days 


Company 


New York 


Golo Slipper 


129 Duane Street 











GREELEY BOUDOIRS 


WILL GIVE GREATEST SATISFACTION 
TO YOUR TRADE 
MORE SNAP 
BETTER 
WORKMANSHIP 
.FINE MATERIALS 


* LOWEST PRICES 
POSSIBLE FOR TRUE 
QUALITY SHOES 


IN STOCK 


ASK FOR 
SAMPLES 


A. W. GREELEY 


49 Washington Street, Haverhill, Mass. 
Branch Factory, Newton, N. H. 


Plack —Red-—Havana 
Brewn — Blue — Pink 











MEYER 
THREAD 


is most dependable. 
Reduces stitching 
room costs by sav- 
ing time in machine 
operation. Its 
smoothness will 
please you. Its 
strength will satisfy 
you. Its economy 
will tify you. 
ay eyer’s 
Write for Samples — — 


JOHN C. MEYER THREAD €O., Lowell, Mass., U.S.A. 
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IN STOCK 




















A Bewitchingly 
Beautiful Tie 


The above illustration 
shows one of our latest 
styles. It will prove an 
important factor in your 
season’s sales. Wecannot 
tco strongly advise its 
purchase without delay. 


Witherell 


TURNS 
Haverhill 


grade one constuction 


are ivalues that will gain 
steady business for you at 
most favorable prices. An 
order will prove the satis- 
faction with which our 
turns can be sold. 


'E. A. & M. C. Witherell Co. 


Boston Office: 
Rice Bldg., Room 406 


Factory: 
Haverhill, Mass. 

















GEORGE RU:z- 


Pacific Coast Representative 
iP, sew 





























bho 
> 


BOOT AND SHOE RECORDER November 4, 922 


The Uery Newest----At Popular Prices----Always i: 


>| 


‘ RUSSIA CALF VAMP BLACK CALF LACE 
OTTER BUCK QUAR- WALKING OXFORD 


TER AND TONGUE DYEAR WELT 
RUSSIA CALF INSERT cen 
9-8 HEEL 


13-8 MILITARY 
COVERED HEEL 


MOCK TURN 


WATATOTNWAVOUA TATA TA UATE ANT Z 


7 HE appeal of our styles 


creates the desire to possess. 


Whether it be the latest novelty 
or the accepted staple, it’s in our 
line. 


« 
= 
C 
< 
< 
@ 
< 





Women's Welts and McKays 


DONN D. SARGENT Co. 
SALEM, MASSACHUSETTS 


FACTORIES BOSTON OFFICE 
407 BRIDGE STREET 195 ESSEX STREET 


Iwo Factories 
Capacity 5500 Pairs Daily 











jate your mentioning the publication in replies to advertisements. 
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NEW YORK 
Retail Trade Steadily Improves 


Pair Volume Shows Fair Increase but Merchants Are Opera- 
ting on Smaller Margin of Profit 


HE retail shoe business here continues 

to show steady improvement, but 
many of the merchants still complain that 
the gains are not up to expectation. Prac- 
tically all of the larger stores are reporting 
gains in sales compared to the same period 
last year. One of the leading shoe stores, 
in fact, shows an increase in sales volume 
of 25 per cent, but this is believed to be 
exceptional, rather than a common expe- 
rience. But even with the increase mer- 
chants are somewhat dissatisfied. 

“We are selling more shoes than we did 
last year,” said one prominent shoe mer- 
chant in the mid-town section, “but it 
must be remembered that last year was 
exceptionally poor.” He added that in 
his opinion present sales volume in all 
stores is behind the record of 1919 and 
1920. 

Looking for Delayed Buying 


The weather is more favorable than it 
was and the merchants are hoping that 
what they believe is delayed buying will 
appear in the near future. As yet there 
has been no disposition to start price cut- 
ting in order to stimulate sales. Most 
of the retail merchants are now working 
on a margin of profit that will not permit 
cuts to the extent that were made last 
year, unless some losses are taken. The 
stiffening of the wholesale shoe markets 
and the continued rise in the leather 
markets also has stiffened the backbone 
of the shoe merchants in holding out for 
the prices they have put on the shoes they 
have in stock. 


Colonials Gaining Ground 


The tongued Colonial models continue 
to gain ground in retail selling. The drift 
is decidedly toward the smaller tongued 
types and, some merchants insist, is fa- 
voring the gored tongues rather than the 
tongues with the strap beneath. Some 
who have had strapped models converted 
to colonials by the addition of tongues 
are not enthusiastic over the results, so far 
as attracting consumers is concerned. The 
public, in many cases, has detected the 
method of alteration, it is said. 

In New York particularly, consumers 
are showing a constantly increasing knowl- 
edge of merchandise. “The women now 
know almost as much as we do ourselves,” 
said one merchant, “and in many cases 
know more about shoes than our salesmen 
do. It is no longer a novelty to hear 
women discussing welts, turns, McKays 
and other technical terms, with our sales- 
men. It is uselessto try to fool them now. 
They know good merchandise and demand 
full value for their money. Undoubtedly 


the shaving down of family budgets in the 
last two years has sharpened the shopping 
sense of women. They have found it to 
their advantage to study quality for their 
own protection.” 


Oxfords in Greater Demand 


There is little new in the way of style 
development. Colonials are being intro- 
duced more freely in the welt sole models 
with walking and Cuban heels, principally 
in patent leather and dull black matt. 
Oxfords are in greater demand than they 
were.- Saks & Company in a special ad, 
called attention to boots last week, but 
this represents the sole attempt so far 
made to arouse any interest on the part of 
women in high shoes. Most merchants 
have not stocked over four or five styles 
in women’s high shoes, and sparingly in 
these. 

Men’s boots are moving better, particu- 
larly in staple styles, but in styled shoes 
men are still going strong on oxfords, 
stronger, according to some merchants, 
than was the case last year. 

As yet there has been little call for spats, 
either among men or women. Sales of 
wool hosiery are increasing, and, some mer- 
chants report, the demand for silk and 
wool mixed has superseded the demand for 
high grade all wool hose. 


Higher Prices Predicted 


One of the first warnings to the public 
that higher prices in shoes are coming, 
was published last week in an advertise- 
ment by Franklin Simon & Company. 
The concern advertised silver brocade 
tongue evening slippers at $12.50, with 
the added injunction, “$14.00 will be the 
price of the next slippers made of this im- 
ported brocade under the new high tariff.” 


Rhinestone Buckles in 
Demand 

Rhinestone buckles are growing in de- 
mand. The buckle demand hitherto has 
been centered largely on cut steel types, 
but lately rhinestone buckles and other 
ornaments have been showing more ac- 
tivity and retailers are now ordering more 
of them in anticipation of a still greater 
demand when the evening slipper business 
gets into full swing. 


Merchants to meet Nov. 14 


The next meeting of the Retail Shoe 
Dealers’ Association of Greater New York 
will take place at the Park Avenue Hotel 
on Tuesday, November 14, at noon. It 
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Where to Buy 


Women’s Shoes 











PHILMALL, Inc. 


THOROUGHLY BENCH 
MADE FOOTWEAR 


FOR THE BETTER TRADE 


Show Room, Room 435 Marbridge Bldg. 
' ees 147-153 Waverl; Place 
EW YORK CITY 








The WESTCOTT-WHITMORE CO. 
Syracuse, N. Y. 
In Stock Specialists of 
Women’s Shoes, Party 
Slippers and Novelties 
Write for Catalogue 








BLEECKER STYLES 
Are the last word in footwear 
for stylish women 











Phillips-Cram Corp. 
Makers of 
Women’s Turn 
Slippers 
276 River St., Haverhill, Mass. 


Boston Office 
207 Essex Street 











FERN & POOR CO.,, Inc. 
Manufacturers 


Women’s Furn 
Comf. 











E. A. & M.C. Witherell Co. 
Manufacturers 
Women’s Turns 
Boots and Slippers 


Facto 
Haverhill, ¥ 
Boston Office 
Rice Bidg. Room 406 








Makers of 
Hand Turn Novelties 
In All Leathers and Satins 
and on all the Latest Lasts 
Felstiner-O’Connell 
Shoe Co., Inc. 


41 Washington St. 
verhill, Mass. 








WOMEN’S FINE TURNS 
and Novelties 


One of our newes models. 
Hand Turn kid lattice work 
quarter—in 
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Where to Buy 


Women’s Shoes 





[ srocKBRIDGE SHOE COMPANY 


HAVERHILL, MASS. 
SU SAS 

















Where to Buy 


| Men’s and Women’s Slippers 


























‘a. Satin Brocadesand Metal Cloth 
$2.10 per pair and up 


M GUSTIN © 


Roel 








Largest manu- 
facturers of 
softsoleleather 
slippers. 
Send for Catalogue 
MAID-RITE SLIPPER CO.., Inc. 
35 York St., Brooklyn, N,Y. 








FELT SLIPPERS 
BLUM SHOE MFG. CO. 
Daneville, New York 








TURKISH SLIPPERS 
IN STOCK AGAIN 

No. 101— Sofa Turk- 

of (ren teantn 

au Sises and 


M. STONE CO. 
12-14-16 E 2nd SR, LY. 











INFORMATION 


for Shoe Merchants 


“WHERE TO BUY” constitutes a 
source of knowledge so that he who 
runs through these pages may read 
—and learn. 








will be the usual monthly meeting for the 
discussion of routine matters. Ben Jacob- 
sen, the veteran shoe man, is expected to 
be present. 


Buyers Hosts at Country 
Club 


Seven of the leading retail shoe buyers 
in New York played host to some twenty- 
odd manufacturers and a few merchants 
on October 25 at the Fairview Country 
Club, Elmsford, N. Y. The day was de- 
voted to golf and a luncheon and dinner. 
Two rounds were played, one in the morn- 
ing and the other in the afternoon. 

The hosts were James C. Bohan, of the 
Associated Dry Goods Corp., chairman; 
M. A. Weiss of Cammeyer’s; F. A. Mc- 
Laughlin of Lord & Taylor; John J. Holden 
of Oppenheim, Collins & Company; C. H. 
Nearing of James McCreery & Company; 


November 4, 19%2 


T. Fitzharris of Franklin Simon & Con 
pany, and E. Cohen of Saks & Company 

The guests included George W. Baker 
Sr., George W. Baker, Jr., M. E. Tobias 
Julius Pincus, Emil Weil, Walter Weil! 
J. Albert, Charles Barndolar, L. C. Dore 
mus, George H. Ferguson, John Garside, 
Frank Duncan, M. Stockton, Sam Laird 
Herbert Rauh, Morgan Grossman, Mon. 
roe Einstein, George Einstein, Harry Os- 
good, J. J. Slater, A. B. Means, Percy 
Hart, L. Weider, T. D. Mackey and Her- 
bert Garside, Jr. 

The use of the club for the day was 
gained through the courtesy of Herbert 
Rauh. Sam Laird won the prize for the 
guests with a low net score of 71. Two 
prizes were donated for the low scores to 
be made by the hosts. The first prize 
was captured by F. A. McLaughlin with 
a low score of 85 and the second by J. J 
Holden, with a low net of 87. 





HAVERHILL 


Making Up White Shoe Samples 


Plain Pumps and Pumps with Straps and with Small Tongues 
to Be Featured in Fabric and in Leather 


T the approach of the 1923 white 

shoe season, Haverhill manufacturers 
are making preparations to show extensive 
and attractive lines of this footwear for 
women. White leather, white fabric, and 
combinations of white leather and fabric 
will be brought out in many attractive 
patterns. The strap, the plain pump, 
the small tongue pump and the Oxford 
are among the patterns which will be 
featured in white shoes from Haverhill 


factories for the Spring and Summer of, 


1923. 
Merchants Predict a Good **White’’? Year 


Replying to request of manufacturers as 
to opinions regarding sales of white shoes 
for next year, several leading merchants 
in the Eastern and Middle States cities 
say that they look for a large sale of white 
footwear. One of the largest concerns in 
an eastern state city says that while last 
year brought them good sales on women’s 
white footwear they look forward to an 
even greater business on this class of goods 
the coming year, and are making prepara- 
tions accordingly. 


White Shoes in Southern Cities 


It is a fact that women’s white shoes are 
staple articles in Southern territory and 
particularly those which are made up in 
the light and dainty turns for which Haver- 
hill is famous. A Southern merchant re- 
cently in Haverhill on a buying trip ex- 
pressed himself thus in reference to the 
Southern white shoe buying for next year: 

“Our house, among many other South- 
ern shoe merchants, were comparatively 


light buyers of white shoes last year owing 
to the demand, as we consider it, that 
would be made for white and black and 
other color combinations. In these latter 
we were disappointed. We found our- 
selves at the end of the season with large 
stocks of the combination or so-called 
sport footwear, even though we had sold 
all we could of these at much less than 
cost prices. We were obliged to come 
East to renew our purchases of white shoes 
and were unable to get what we required 
for immediate use. We learned a lesson, 
however, and this year we start in De- 
cember and January placing our orders for 
white shoes that are all white. The South 
may be depended upon in 1923 for more 
than its usual quota of white footwear.” 


Modern Shoe Factory 
Equipment 


An important development in regard to 
the equipment of various departments in 
modern shoe factories is that metal is 
taking the place of wood in the various 
stock rooms and other departments where 
benches and bins are used. This reduces 
fire hazard and at the same time increased 
factory efficiency. Factories in Haverhill 
and vicinity recently equipped with all 
steel benches and bins include Witherell & 
Dobbins, Haverhill; Bliss & Berry Co., 
Newburyport; F. E. Adams of Seabrook, 
N. H., and others. 

This all-steel equipment is a standard 
and stock proposition and is available for 
immediate use. Oxley’s, Inc., of Haver- 
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hill, which is identified with the produc- 
tion and sale of “‘all-steel’’ factory: equip- 
ment, has made a special study of shoe 


factory requirements and’ successfully 
applied the unit principle of equipment to 
the various departments. 





BROOKLYN 
Factories Busy on Late Orders 


Few Manufacturers Can Promise Delivery in Less Than Three 
Weeks; Spring Samples Show Colonials 


ROOKLYWN shoe factories are still 

busy turning out belated orders that 
have been pressed upon them by retail 
merchants who waited until the last 
minute before actually buying their fall 
shoes. Among the larger factories, de- 
liveries have again become a problem. In 
only a few cases now can deliveries be se- 
cured much before three weeks, and in at 
least one instance no orders are being 
accepted for delivery the rest of this year. 
Retail merchants, however, can secure 
shoes through the stock departments in 
several of the factories. The manufac- 
turers are not disclosing the size of the 
stocks they are carrying now, but buyers 
assert that most of the staples and many 
of the novelties can now be bought out of 
stock. 

Will Colonials Carry Over? 


Colonials are still playing a big part in 
current production and spring samples 
now being made contain a literal sprink- 
ling of Colonials, it is hinted. Whether 
the Colonial will carry through the spring 
season is a debatable question in Brooklyn 
and few of the manufacturers are willing 
to make an out and out prediction. In 
general, it is felt that Colonials will be 
strong in the early spring, but past at- 
tempts to push Colonials for any length of 
time, and the failure of these attempts 


are still in the minds of the manufac- 
turers. Some of them are strong ad- 
vocates of strapped models and are 
stocking them in their own factories. 


Turn Sole Oxfords the Latest 


Practically the only new note struck in 
the style development here for the im- 
mediate future is the turn sole oxford. 
Such oxfords, with liberal cutouts and 
underlays have been selling in some of the 
Fifth avenue stores for some time, but 
a couple of the manufacturers here have 
found retailers outside of New York re- 
sponding to them fairly well. It is ad- 
mitted of course, that such high novelties 
have only a limited outlet at best, and 
production on them is proceeding cauti- 
ausly. 

Manufacturers who go in for welt 
business in a big way report a considerably 
enlarged demand at present. Plain tail- 
ored oxfords in brown kid and dull matt 
are being bought in good quantities by 
some retailers, according to these manu- 
facturers. 

On November 25, several of the lead- 
ing manufacturers in the Brooklyn dis- 
trict were guests of a number of retail 
shoe buyers in the New York section, at 
the Fairview Country Club, Elmsford, 
a Be 





BROCKTON 


Praises French-Made Footwear 


President Keith, of Geo. E. Keith Company, Says Competition 
from That Source Is More Serious Than Before the War 


RESIDENT Harold C. Keith of Geo. 

E. Keith Co., who returned recently 
from a several weeks’ European trip, gives 
an interesting commentary on the condi- 
tions of business in France and England, 
the two countries which he visited. Mr. 
Keith’s trip abroad was primarily for the 
purpose of dedicating the new Walk-Over 
Store in London, which is located in a 
building on the ground occupied by the 
first Walk-Over store in London, estab- 
lished by the late Geo. E. Keith. 


French Manufacturers Producing Fine 
Footwear 
Referring to the business of the Walk- 
Over store,in Paris, Mr. Keith said that it 


really shows a healthy improvement, 
though the depreciation of the franc is 
against the sale of American-made foot- 
wear. French manufacturers are pro- 
ducing excellent goods, especially women’s 
light, fancy shoes. - Competition from that 
source, he adds, is more serious than before 
the war. French people seem to be well 
off, with plenty of money to invest in Gov- 
ernment securities. 


Trade Conditions in England 
Mr. Keith says that the English Govern- 
ment is in a strong position financially and 
is steadily reducing its indebtedness, al- 
though the English people are heavily 
taxed and there is much unemployment 
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HOWARD & FOSTER CO. 
Men’s and Women’s Welts 


Address all communications to the 
factory at 
BROCKTON, MASS. 











UNION SHOE CO. 





FREDERICK S. PECK 


Worcester, Mass. 


Men’s and Women’s 
Sport and College Shoes 


Boston Salesroom 


207 Essex Street 











in England, through a lack of foreign de- 
mand for goods. English shoe factories, 
he said, have been quiet for the past few 
months but he is informed that trade is 


improving and that English manufacturers . 


are optimistic as to the future. 

Mr. Keith says they make good shoes 
in England, at lower labor cost than is 
possible in this country and he observes 
a great improvement in the style and finish 
of their product. Mr. Keith visited the 
London Shoe Fair, where he saw a fine 
display of shoes and leathers. At this 
fair there are sample rooms in connection 
with the displays of shoes. It is a strictly 
business fair, without any style show or 
entertainment, whatever. He adds that 
the store in the new Walk-Over building 
in London is now open for business; that 
it is a very beautiful establishment and a 
credit to the shoe industry of Brockton. 


In-Stock Departments 
Flourishing 


In-Stock departments of Brockton fac- 
tories are functioning practically 100 per 
cent in delivering seasonable styles of 
men’s and women’s welts to shoe mer- 
chants. This feature of Brockton shoe 
manufacturing and merchandising is today 
stronger thanever. Publicity which local 
concerns give to these in-stock goods keeps 
them prominently before merchants. The 
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factory in-stock plan has grown beyo:.| 
seasonable and “‘filling’’ in. It has c.- 
veloped into an all the year round selli:. 


proposition. 


Heavy Fall and Winter 
Oxfords 


Typical of the linesof men’s and women’s 
factory in-stock fall and winter shoes are 
those pictured and described in a catalog 
gotten out by The Dalton Co., Inc.. 
There are eight styles of men’s heavy ox- 
fords in black and colored leathers. Most 
of these carry fancy stitching, while a 
few are of the plainer patterns. There are 
two styles of men’s bals, both in colored 
calf. Practically all of the men’s in-stock 
shoes are made up with rubber heels. A 
men’s patent colt dance oxford is also listed 
in the catalog. In addition to the men’s 
lines there are four styles of women’s shoes, 
carried in stock: patent colt oxford, brown 
brogue oxford, brown brogue blucher and 
black Norwegian oxford. 


New Concern Incorporated 


The Brockton Standard Shoe Co. is the 
style of a new corporation formed under 
Massachusetts laws to deal in footwear. 
Their capital is $25,000. The incorpora- 
tors are: Anton M. Levnko and Frank F. 
Baguzis of Brockton and George J. Geguzis 
of South Boston. 





LYNN 


Welted Oxfords in Demand 


Big Orders Booked—Brown, Gun Metal and Patent the 
Three Leaders to Date 


ELTED oxfords were the feature of 

business in Lynn shoe manufacto- 
nes as October drew to a close. Orders 
for them came in volume, not dozen pair 
lots, nor single case lots, but for 100 case 
lots. 

Also orders were spread over a long range 
of leathers and patterns. Brown, of a 
shade lighter than for several autumnal sea- 
sons, is the favorite color. Gun metal calf 
oxfords are in new and brisk demand. Pat- 
ent leather oxfords continue to sell. So do 
brown calf and brown kid oxfords. And 
there is business in suede, or satin, oxfords 
with patent léather or dull calf trimmings. 

Patterns range all the way from plain, 
soft toe, circular vamp oxfords to the smart- 
est of brogue styles. Tips are of many 
types, and the same may be said of stays, 
saddles and fixings. 


Heavy Soles for Winter 
Indeed, it is many a day since Lynn shops 
have had such a business in oxfords. And 


some say that they will sell until February, 
while one manufacturer forecasts the sale 


of them until pumps and sandals appear 
for next spring and summer. 

Soles of oxfords for winter are quite 
heavy, by the way. Some are made with 
mid soles. 

Heels on oxfords range from 7-8 to 16-8 
high. But the bulk of the business is on 
oxfords with heels from 8-8 to 10-8 high. 


Boot Patterns Appearing 


Designers are working on boots. At the 
shop of Sanborn, Inc., they are making new 
patterns of trimmed boots. Most of them 
are eight inches high. Tops are of the wave 
style. Tips, sandals and stays are fancy, 
and there are also inlays and fancy stitched 
effects. 

Trimmed boots, made according tothese 
patterns, will soon be added to the sample 
lines of manufacturers. Besides, there is 
a fair volume of business in staple s.yle 
boots. One maker of fine shoes reports a 
slight increase in orders for plain boots. 
Some of his patterns are but seven inches 
high. Another concern, making health 
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shoes, and carrying boots in stock, reports 
good sales of boots. 


New Oxford Pattern 


Harry Thomas, of V. K. & A. H. Jones & 
Thomas, has designed a new oxford called 
the Virginian oxford, for immediate sale 
to the southern trade, and, also, as a 
sample for the 1923 line. 

One sample of this oxford has a patent 
vamp and quarter, and a fancy lace stay of 
suede, the lace stay being carried over the 
side in a panel design. There are three in- 
visible eyelets in the stays, and the shoe is 
laced with a ribbon lace. The throat is 
open in U-shape, that will reveal the stock- 
ing. The bottom is made in the light weight 
style, and the heel is of the Louis style. 


Oxfords in Novelty Class 


At the factory of Cruise, Sullivan Co. 
they are running to capacity, making Rex 
oxfords for novelties and the Dr. Sullivan 
health shoes for staples. 

One Rex oxford has a patent leather vamp 
and tip, a black kid quarter, and a patent 
leather foxing. Also, there is a diamond 
panel of patent leather on the side. This 
shoe carries a baby Louis heel, 14-8 high. 

Other Rex oxfords are of brown calf, or 
gun metal calf leathers. Some show two 
tones of brown, as for instance brown vamps 
and quarters, with lighter brown tips and 
saddles of fancy pattern. Soles are heavy. 
Heels are practically all 8-8 high. They 
have rubber top lifts. By the way, .90 per 
cent of the welt shoes now made by Cruise, 
Sullivan Co. have rubber top lifts. 

Large brass eyelets are used on some of 
these Rex oxfords. One sample pair of ox- 
fords has four large brass eyelets. 

Some of these Rex welts have a two color 
welting, or a welting whose upper half is tan 
color and whose lower half is white. They 
give the appearance of a white mid sole 
without a thick edge. 


Full of Oxfords 


The factory of the Cushing Shoe Co. is 
fullof oxfords. There are oxfords of Scotch 


grain, of patent enamel, of smooth patent 
leather, of brown calf, in many shades, and 
of kid, too. They are all welt sewed, and 
most of them have heels 8-8 or 10-8 high. 

At the factory of A. M. Creighton, they 
have a long line of oxfords in stock. Most 
of them have heels 8-8high. Patent, gun 
metal and brown calf are among the 
leathers. 


Oxfords and Pumps 


At the factory of the Rialto Shoe Co. 
they are making many welted oxfords, 
for street and dress wear, and some small 
tongue pumps for dress wear. The oxfords 
are spread over the popular leathers. Most 
of them have 8-8 heels. A few have higher 
heels. The tongue pumps are of suede, or 
satin or patent leather, and they have heels 
14-8 and 16-8 high. 


Making Athletic Shoes 


W. H. Ingalls & Co., 505 Washington 
Street, Lynn, are busy making football 
boots. Also they will make baseball boots 
for 1923. 


Boots in Stock 


Boots, of the Formative type, are in 
stock at the Cotter Shoe Co. factory. They 
are of kid, eight inches high, and they carry 
12-8 heels, with rubber top lifts. 


20,000,000 Pelts Needed by 
North Shore 


It is figured that it takes 20,000,000 hides 
and skins to supply manufacturers of shoes 
in Lynn and along the North Shore for one 
year. Lynn manufacturers cut a lot of 
small area skins, like three foot kid skins. 
And that is one reason for the consumption 
of 20,000,000 hides and skins. 


Christmas Slipper Trade 
Good 
Merrill, Porter & Co. never had sucha 


business on Christmas slippers as they are 
getting this year. 





BOSTON 


\Vlassachusetts Merchants to Meet Nov. 8 


Big Budget of Business to Be Discussed—Trade Conditions 
—Long Skirts and Feminine Footwear—Christmas 
Selling Suggestions and Other Features 


HE Massachusetts Retail Shoe Mer- 
chants’ Association is to hold its 
econd meeting of the 1922-23 season on 
November 8. The opening meeting was 
ne full of big accomplishments. The 
November 8 meeting promises to live up 
‘o the live pace set at the October 18 get- 
‘ogether. President Hagan and Managing 


Director Gardner say that no New Eng- 
land merchant should miss the splendid 
program which has been arranged. 


A Tentative Program 


Here is some of it: George W. Coleman, 
president of the Babson Institute, will 
talk on “Business Conditions”; Frank 
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WM. SUMNER SMITH CO. 








Ballet Slippers 
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For the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 


Rochester, N. Y. 
Boston Office. 181 Zasex Strom 
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DO YOU KNOW? 


that you can buy it—or 
sell it—throughb the 
“Where to Buy” columns. 
This feature in its quick 
service is a time saver in 
meeting immediate needs. 











N° matter what policy you may 
pursue in selling to the shoe 
trade, nevertheless, you need the 
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All the Time 





Phillips, merchandise manager of the gar- 
ment department, including women’s 
suits and gowns, of William Filene’s Sons 
Company will talk on “The Effect of Long 
Skirts on Women’s Footwear. There will 
be an open forum and merchandise men 
from leading stores wil] pass along sug- 
gestions for Christmas sales. A committee 
on the revision of the constitution will 
report; also a report will be given by the 
committee on the railroad situation. 

The Hotel Westminster is under dis- 
cussion as a meeting place for November, 
and in al! probability will be chosen. 


Committee in Charge 


The committee in charge of the Novem- 
ber 8 meeting is as follows: 

Harold F. McNeil, Thayer McNeil 
Company; John L. Esart, J. L. Esart 
Company; John Fischer, Henry H. 
Tuttle Company; W. H. Fletcher, Fletcher 
& Co., Ltd.; W. D. Hanley, The Nettleton 
Company; Frank P. Leahy, Hanan & Son; 
C. H. Peterson, Jones, Peterson & New- 
hall Co.; George H. Wirth, George H. 
Wirth Company; James H. Woodbury, 
T. E. Moseley Company. 

At the October 18 meeting some very 
important business came up for discussion. 


Raiiroad Situation Discussed 


The New England railroad situation 
in its various phases was treated. A 
letter was read from James J. Storrew, 
Chairman of the Massachusetts Railroad 
Committee appointed by Governor Cox 
to hear the recammendations of citizens 
and business organizations of Massachu- 
setts regarding the disposal of New Eng- 
land railroads under the transportation 
act of 1920, which is to consolidate the 
many railroad companies into 19 large 
systems. 

President Hagan presented New Eng- 
land’s case and Boston’s in particular. 
Plans for the proposed disposal of New 
England roads were discussed and Presi- 
dent Hagan was instructed to appoint a 
committee of five members to adopt 
recommendations for dealing with the 
situation and present them at the meeting 
named in the railroad committee’s letter. 
President Hagan later conferred with 
W. W. Willson, with the result that the 
following committee was appointed: Gor- 
don McNeil, Thayer McNeil Company; 
Joseph C. Palmer, Hodgkins Shoe Store, 
Lynn; Irving B. Howe, A. H. Howe & 
Sons; George H. Brown, Ayer, and 
Arthur D. Anderson, editor of the Boot 
and Shoe Recorder. It was stated that 
members who desire full particulars re- 
garding the consolidation plan for the 
railroads may obtain a copy from the 
Interstate Commerce Commission’s re- 
port of September 28, 1921, by writing 
to the Superintendent of Public Docu- 
ments, Washington. 

A motion was made and passed to issue 
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500 booklets to the paid membership of 
the association; said booklets to conte:n 
constitution of the association, list of 
members and addresses, list of co: 
mittees with names of members and 
duties, list of meeting dates for remainder 
of fiscal year, with names of commitice 
members and list of officers. 


Committee on Salvation Army Drive 


On request for co-operation in the ten- 
day Salvation Army drive, which ended 
October 30, a committee, consisting of 
George H. Wirth, of George H. Wirth 
Compnay; Thomas 1. Carey, of Connell 
& Carey, and S. F. Lewis, All America 
Store, was appointed; also the following 
lieutenants: H. F. Salisbury, H. F. Salis- 
bury Company; H. P. Bryant, George H. 
Wirth Company; E. G. Moore, Sorosis 
Shoe Company; C. W. Pollock, Thayer 
McNeil Company; H. R. Terhune, Dr. 
Reed Cushion Shoe Store; I. B. Howe, 
A. H. Howe & Sons; Peter F. Girard, 
Oblast Shoe Company; E. W. Howe, 
A. H. Howe & Sons; R. A. Dagle, All 
America Shoe Store; W. S. Caouette, Rice 
& Hutchins, Inc.; F. J. Coakley, Nesmith 
Shoe Company; George O. Jones, Will- 
son’s Shoe Shop; R. B. Graham, Graham 
Shoe Company; J. J. Buckley, Regal Shoe 
Company. 


Public to be Correctly Informed 


A most progressive feature of associa 
tion work was inaugurated at this meet- 
ing, which it is anticipated will bring 
relief to the retail shoe merchant, too 
long a victim of incorrect reports by 
newspapers. The action was precipitated 
hy the presentation at the meeting of a 
news item in one of the Boston papers, 
with a heading announcing that buckles 
are relegating strags to the background, 
accompanied by a grotesque illustration. 
President Hagan said that it was the 
publication of just such articles as this 
which mislead the public and make life « 
hardship for the retail shoe merchant. 

It was brought out that instead of in- 
correct and sensational information, the 
newspapers should give their readers what 
they need and not what the readers fancy 
they want. It was voted to have an 
official spokesman give style and other 
trade news to the press, requesting retail 
merchants to refer all newspaper reporters 
to this representative. 

C. W. Pollock, manager of Thayer 
McNeil Company, and Arthur D. Ander- 
son of the Boot and Shoe Recorder were 
appointed to interview James F. McNeil, 
president of the Thayer, McNeil Com- 
pany and ask his acceptance of the posi- 
tion of commissioner of the Retail Shoe 
Trade of Massachusetts, whose duties it 
would be to secure the co-operation of 
the newspapers in eliminating freak shoe 
style reports and unjust attacks on the 
merchants and their conduct; this service 
to be announced to all newspapers in New 
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England and the co-operation of the other 
retail merchants’ associations here so- 
licited; in addition, a style forecast 
would be issued. 

A publicity committee, composed of 
the officers of the association ex officio, 
are from time to time to prepare news 
campaigns in the interests of the retail 
shoe merchant. 


Hosiery and Rubber Footwear Discussed 


The long skirt and hosiery furnished an 
interesting subject of discussion, as did 
rubber footwear. W. S. Caouette of 
Rice & Hutchins, Inc., stated as his per- 
sonal opinion that commitments on 
woolens should be made very cautiously; 
that there would be some woolen hosiery 
sold, but that it will not be so popular as 
in the past two seasons; that sales of silk 
and wool hosiery, plain and clocked num- 
bers, should be greater than of all-wool 
hosiery. He advised the showing of 
woolen hosiery early and advised pushing 
it hard. He stated that silk hosiery is to 
be a big factor in Christmas business. 
He said that newspaper articles which 
told women that woolen hosiery has seen 
its day as far as style goes, have hurt 
business. 


Men’s Shoe Business Discussed 


The subject of selling more pairs of 
men’s shoes was discussed; it was brought 
out that there are better salesmen in the 
women’s shoe departments of a store than 
in the men’s shoe departments. This 
subject is to be covered to greater extent 
at succeeding meetings and it is expected 
that a sales talk which can be adapted 
to selling over the fitting stool, newspaper 
advertising and direct mail work, will be 
distributed to members to put more “pep” 
into the men’s shoe department salesmen 
and salesmen in men’s specialty shoe 
stores. 


Cuban Tariff Not Feared 


The New England Shoe and Leather 
Association which, as long ago as last 
July started a vigorous campaign to dis- 
courage the proposed enactment of a 
tariff measure in the Cuban Congress 
that would have increased import duties 
on footwear into that country 100 per 
cent, has received a most encouraging 
report from Hovey E. Slayton, president 
of the F. M. Hoyt Shoe Company of 
Manchester, N. H. 

Mr. Slayton recently visited Havana, 
partly as the official representative of the 
New England Shoe and Leather Associa- 
tion, and his report on the situation is as 
follows: 

“I went very thoroughly into the 
present situation of the proposed tariff 
bill, carrying very material increases. 
From every angle, whether it was bank- 
ing, shoes, textiles, etc., the opinion was 
that this bill has very slight chances of 
coming up again as long as things are 
going along as smoothly as they are at 
present. 

“A great many of the better class of 
Cubans believe that any retaliatory 
tariff would be very unwise and very 
harmful to Cuban interests. The fact 
that the price of sugar has materially 
gone up since the passage of our tariff, 
has of course helped the situation very 
materially. Other facts, that things are 
gradually shaping themselves better, and 
that the loan is going through, makes 
them feel much kinder; and the proposed 
tariff bill is in such shape that before any 
move is made, every trade will have an 
opportunity to appear before a committee 
of the Cuban Congress to discuss each 
and every increase, etc. So the shoe 
interests feel pretty sure that we have 
very little to fear in regard to increases, 
at least for some time.” 





ROCHESTER 


Fall Orders Being CleanedUp 


Spring Samples Now in Hands of Traveling Men—Labor 
Situation Well in Hand, Say Utz and Dunn Officials 


ALESMEN representing the Utz & 

Dunn Company, makers of women’s 
fine footwear, are now in their territories 
with Spring samples which include many 
new patterns and lasts. 

In discussing the outlook for business, 
M. C. Smith, sales manager of the Utz & 
Dunn Company, stated that within three 
weeks they would be cleaned up on their 
all orders and ready for Spring business, 
iad that orders for Spring delivery would 
he shipped on time. 

In a recent announcement sent to their 
customers, the Utz & Dunn Co., stated 
‘nat they had the labor situation well in 


hand, and that they were in a position to 
give prompt service on orders for at once 
delivery. 


Gould, Lee & Webster Cele- 
brate Anniversary 


The past week marked the 103d anni- 
versary of the retail shoe store of Gould, 
Lee & Webster, Inc., a record for continu- 
ous service equaled by few in the United 
States. The Gould store antedates the 
incorporation of the city of Rochester by 
fifteen years having been opened when the 
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Vanity Novelty Works 
\ 913 Gates Ave. 
Brooklyn, N. Y 
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settlement on the Genesee River was only 
seven years old. 

In celebration of 103 years of service, 
the Gould store offered women’s fall toot- 
wear at the sale price of $6.75. Included 
in the sale were women’s one-strap pumps 
in all patent, two-strap pumps in patent 
and dull calf; one-strap pumps in gun 
metal and gray patent and beige; com- 
bination straps in patent, gun metal and 
beige suede; and tongue pumps in all black 
satin and all patent leather. Hosiery 
in pure thread silk with elastic lisle garter 
top was also featured at $1.69 a pair. 


Discuss $1.00 a Week Car 
Fare 

Rochester merchants are very much in- 
terested in a proposed $1.00 a week trolley 
service charge similar to that recently put 
into effect by the traction companies of 
Racine, Wisconsin, and Youngstown, Ohio. 

Under this plan, the traction company 
would sell for one dollar, a pass good for a 
week, to be used as often as the holdersde- 
sires and to be transferable. Only one 
person may use it at a time, however. 

The fact that a person holds such a pass 
would popularize the use of street cars, 
it is said by those who advocate the plan, 
and would stimulate travel during parts 
of the day that are normally periods of 
decreased traffic. Merchants feel that 
this plan would stimulate shopping trips 
and are advocating its adoption. 


Advertising Must Be Timely 


William Pidgeon, Jr., president of the 
Rochester Retail Shoe Dealers Associa- 
tion, is a great believer in adveriising to 
stimulate business and believes in using 
original methods. Just now he is run- 
ning a series of ““Colymns.”” One of these 
has cleverly taken advantage of the local 
A B C observance of National Safety 
Week. 





New Shoe Stores 


R. B. Adams, Hiddenite, N. C., shoe 
department. 

Wayland Shoe Regd., Montreal, P. Q. 

J. Floyd Brooks, Marco, IIl., shoe 
department. 

Lundy & Soderstrom, 201 E. Second 
Street, Jamestown, N. Y. 








ABC 
Wm. Pidgeon, Jr. 

This A B C campaign has inter- 
ested me greatly. The point that 
has been of particular interest is the 
fact that in every movement for 
public good, popular support seems 
to be greater when there is a slogan 
about which the people can rally. 


In this hurried life of ours here in 
Rochester and other parts of Amer- 
ica, people want facts and figures 
boiled down and expressed in a 
slogan. 

This probably accounts for the 
tendency of manufacturers to give 
trade names to their goods, and in 
a word or two or a slogan tell what 
the foods will do or why the people 
should have them. 


We had a little meeting here in 
the store the other night, to check 


- up on the things we have done and 


the things we have left undone. 
Something one of the speakers said 
inspired another of my associates 
to write out and hand in the follow- 
ing: | 

It is a great thing to know what 
A B C means—Always Be Careful 
especially when you walk. Stop, 
Look and Listen. When you do 
walk, walk well, just as you would 
talk well when you talk. 


You can’t talk well unless you 
possess a vocabulary of the right 
words. You cannot walk well un- 
less you wear the right shoes. 


If you would walk well and in 
style get a pair of Arch Preserver 
Shoes—the comfortable shoes with 
the most style. 


But no matter what shoes you 
wear, it is well to follow the A B C 
rule when you buy your shoes—buy 
your shoes at Pidgeon’s. 

Pidgeon’s is at 75 State Street. 


A B Cis and always has been the 
Pidgeon slogan in fitting shoes. 








ATLANTA 


Record Holiday Trade Expected 


October Showed Big Improvement; Merchants Buying Farther 


in Advance Then Usual 


Ber weather over the entire 
Southeast has materially improved 
retail shoe volume the past three or four 
weeks, and as a result, October was prob- 


ably the best month of the year in both 
sales and money volume for the retail shoe 
merchants of the district. 
larger cities was somewhat better as a 
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whole than during the same month in 
1921, and indications portend a holiday 
business in the southern shoe stores that 
will be the biggest since 1919. In the 
smaller towns and communities where 
merchants depend to a great extent on 
rural patronage, shoe business as a whole 
during October was considerably better 
than during October in 1921, due to the 
fact that the buying power of the southern 
farmer is at least double his buying power 
at this time a year ago. 


Ordering Spring Staples 


Orders from retail merchants for winter 
and spring staple lines are continuing to 
come in daily and in greater volume as the 
present season advances, and more and 
more comes the evidence that conditions as 
a whole now are at the normal stage. The 
hand to mouth buying policy practiced by 
the dealers so long is little in evidence now 
and while they are still somewhat con- 
servative in their advance buying, princi- 
pally of novelties and footwear that de- 
pends on seasonal styles for its demand, 
advance purchases are in considerably 
greater volume than have been for many 
months. 

Reports received by wholesalers and 
manufacturers in Atlanta from their sales- 
men covering the southeastern territory 
are almost invariably optimistic over the 
future outlook, and the remainder of the 
year is expected to prove the best two 
months by far that shoe dealers have en- 
joyed in two and a half or three years. 


Farmer’s Buying Power 
Enormous 
That the buying power of the southern 
farmers is at a higher point than it has been 


at any time within the past three years is 
indicated by a recent investigation by the 
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Atlanta National Bank, of Atlanta, Ga., 
relative to the value of this year’s impor- 
tant southern crops as compared with the 
same crops in 1921. 

Taking as a basis the twelve most im- 
portant crops that the South produces the 
bank estimates that these will bring in 
financial returns to southern agriculture 
this year a sum in excess of one billion dol- 
lars over and above the total amount these 
same twelve crops brought the farmers in 
1921. 

This includes cotton, which this year 
brings growers at present prices the sum 
of about $500,000,000 more than it brought 
in 1921; and the cotton seed crop which 
is this year worth approximately $70,000,- 
000 more than it was worth last year. 


Good News for Merchants 


What this means to the retail business 
hardly needs to be enlarged upon here. 
Not only does it mean better times for the 
retailers in the smaller towns and com- 
munities throughout the South, but also 
in the larger cities and industrial centers, 
for in this part of the country the fortunes 
of the retail business are more closely 
united to the fortunes of the farm than is 
the case in other sections. 

There has, during the past two months, 
been a remarkable increase in the retail 
business in towns and communities that 
depend largely on rural trade, more no- 
ticeable in these sections than the larger 
centers, for smaller dealers have gone 
through a very long period of business de- 
pression, whereas conditions have not 
been so bad in the bigger cities. This 
extra billion dollars, though considerable 
of it will have to be used by the farmers 
for the liquidation of their debts, will go a 
mighty long way toward bringing business 
in the smaller communities back to a 
normal basis. 





CHARLESTON 


Sale of Boots Increases 


Cooler Weather Stimulates Demand; Brown}Is Most Popular 
Color 


HE advent of cool weather has been 
beneficial to local retail shoe mer- 
chants by increasing the sales of boots, 
according to statements made by several 
managers, all of whom declare “business 
is extremely satisfactory right now.” The 
opening of schools also called for the buy- 
ing of much footwear. During the open- 
ing week the firm of Jas. F. Condon & 
Sons did a record-breaking business. On 
Saturday, Sept. 23, this firm took in 
the sum of $696 for children’s shoes 
alone. 
‘hey attribute this large amount, how- 
ever, partly to the fact that many other 


shoe stores were closed on account of a 
religious holiday. 

Salesmen report that brown shoes are 
mostly in demand this season. 

Good membership -work is being done 
in South Carolina for the Southeastern 
Shoe Retailers’ Association under the 
leadership of M. A. Condon, vice-presi- 
dent for this State, assisted by Charles 
Scruggs, of Spartanburg, director for 
South Carolina. Reports from the ex- 
ecutive secretary of the association in 
Atlanta are to the effect that this state is 
ahead of the other four states in the matter 
of new memberships. 


Where to Buy 


Engraving and Printing 

















CARTON LABELS, TAGS, 
SHOW CARDS, 
PRICE TICKETS, FOLDERS, ETC. 








COLOR PRINTING DESIGNING 


CATALOGUES 
Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 











y UNIVERSIT 
CTRotyPe FOU 








ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for details of 
our Special Printing Service for 
the Boot and Shoe Trade 


201 South Street, Boston, Mass. 
Telephone Beach 4960-4961 











[ABELSZ2foe 

ASK FOR SAMPLES. CEOs 

We Creale apd « Trigt most of them 
‘TOLMAN PRIN 


















Where to Buy 


Miscellaneous 














DOUBLE YOUR Winnow sass 4 
DisPLAY “© SELL MORE GOODS | 
O=.Sr” ELECTRIC WINDOW SALESMAN CO. S22 J 








Retail Shoe Sales Letters 
Five Copies, All Different, $3.00 
Check with Order 
Your Money Back if Not Satisfied 
F. S. ROOT COMPANY 


Sales Letters Specialists 
6 BEACON STREET BOSTON, MASS. 
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Johansen’s 
Feeture Arch Shoes 


For Women 


Good news travels fast. This wonderful new shoe, barely 
a year old, is known the country over. All because of the 
patented shank—the shank that is both rigid and flexible. 
Women everywhere are discovering that through this shank 
comes greater foot comfort than ever before. 











Three of the Styles 


Feeture Arch Shoes are 
made in street, dress and 
semi-dress patterns. Here 
are shown three of the 
eleven in stock styles. 





Shirley Pattern 


Combination Pattern 


F-202—Surpass Black Kid Two Strap 
Goodyear Welt, 113 Last, 13-8 Cuban 
SE eds ns $60eeeniweeauna $5.50 


F-203—-Same, in Benz Havana Brown 
ie  « «6d's waepaeedees Pad $6.00 


F-204—Same, in Patent. Price, $5.00 
AA, 4-9; A, 314-9; B, 3-9; C, 3-9. 


Welt, 116 Last, 


eee 





Brayer Pattern 
F-205—Patent Lace Oxford, Goodyear 


F-200—Surpass Black Kid Lace Ox- 
ford Goodyear Welt, 112 Combination 
Last, 11-8 Military Heel, Rubber Top 


P.M cto mesia ano eth eee $5.60 
F-201—Same in Benz Havana Brown 
iS ee $6.10 


AAA, 5-10; AA, 4-10; A, 3%-10; 
B, 3-10; C, 3-10; D, 3-10. 
Sizes 914-10, 25c extra. 


14-8 Cuban Heel. 
jue aa $5.00 


AA, 4-9; A, 3-9; B, 3-9; C, 3-9 


We will send 
a Sample Pair 


That you may see not alone the 
style and quality of Feeture 
Arch Shoes, but realize the 
wonder of this two way shank, 
we will send you a sample pair 
if the request is made on your 
letterhead. 


Some Localities 

Still Open 
Feeture Arch shoes are sold to 
only a limited number of dealers. 
Your locality may still be open. 
Write today and we’ll tell you 
whether you can obtain the 
Feeture Arch agency. 


ohansen Bros. Shoe Co. 


Makers- Womens Shoes Exclusively 
Saint Louis. 
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Of him the"whirring whecls depend, 
on him the factories thrive, 

He keeps the workmen at their 

bench, the furnace fires alive. 

And thousands, when the day is 

done, go home in peace to rest 

Untroubled by misfortune’s fears, 


East and West and North and South 
the salesman bravely fares, 
And life is better for his smile and 
finer for his wares. 
He links the man of certain needs 
with him who has to sell, 
And builds for them a friendship 


TrliLtLitii litt t itt Phi ei dt Ci tT 
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true, though far apart they if he has done his best. 
dwell. I hail the salesmen of the land— 
A minister of commerce he, who PAPAPARRAARAA PARR APPAR ARR O that brave and loyal crew 
smiles along his way Who stand upon the firing line 
And is content so long as he can i - get their orders through. 
justly earn his pay. Shoe Tron A. Guest, in the Nationa 





(This Department is conducted by Helen M. Haney, Associate Editor) 


‘“Dave” J. Tobin with Gray Bros., Inc. 


oe Sew OY eS 


to the retail shoe merchants of 

New England and the Middle 
West, and with a successful sales record 
in that territory of a quarter of a century, 
has recently made arrangements to repre- 
sent Gray Bros., Inc., in his former terri- 
tory of New England and the Middle 
West, with the exception of the cities 
covered by his old friend, Frank H. 
Wood, vice-president and general manager 
of Gray Bros., Inc. 


‘D'ce J. TOBIN, well known 


Former John S.Gray Men 


Before becoming affiliated with Gray 
Bros., Mr. Tobin traveled the above ter- 
ritory for the Lindner Shoe Company, 
and before that John S. Gray, at the time 
that Frank H. Wood and the present 
treasurer of Gray Bros., Inc., Frederick 
Ayling, were connected with that organi- 
zation. 


Frank H. Wood a Popular Man 








has a wide circle of friends, made and 
held by good service over a long period 
of, years. 


““Dave”’ Enthusiastic on New Line 


“Dave” is enthusiastic over his new 
connection. Said he, “Gray Bros., Inc. 
are really a custom shop, making from 
300 to 500 pairs a day, cutting from only 
top grade material, with strictly first- 
class construction. An interesting feature 
is that our prices are popular ones and 
we are giving four weeks’ delivery.” 


Dave in the Middle West 


“Dave” called at the Recorder office on 
Saturday of last week, just prior to start- 
ing on a short trip through New England, 
which concluded today, November 4. 
He leaves for the Middle West on Sunday, 
November 5, and he will remain for four 
or five weeks. 


Think of yourself as a miner, and strive 


Mr. W inued hi resentation , 
eS ee FRANK H. WOOD to dig and develop the best veins that 


of John S. Gray until he recently became : ‘ 
. New Vice-president and G I M r 0 i ; 
connected with Gray Bros., Inc., in the Gray Brees, Ine.. Syracuse. Mr. Woot wilt are in you, to the end that you may give 


: ‘ i ‘ i i i i the world much that is precious, little 
above-mentioned capacity. Mr. Wood, continue to coals on his old jriends in Ge Midi to the : ‘ 
like Mr. Tobin, is well known in his old : that is dross.—Forbes Magazine (N. Y.) 
territory of the Middle West, where he (Continued on page 163) 
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No, 9624 


One of the most popular models of the 
Grover ‘‘Nature’s Way’’ shoe. Paris 
kid, flexible shank, glove-fitting instep, 
graceful medium width toe. Fextble welt 
carrying a 1\%-inch heel, slightly higher 
on the inside to insure correct carriage. 


AAA toE. IN STOCK........$6.15 


No. 4475 


A Grover ‘‘Foot Arch’’ Oxford— the 
Grover interpretation of the arch-support- 
ing idea. Same last as the No. 9624, 
with the Grover spring steel shank which 
gives a firm yet springy support to the 
arch. AAAtoE. IN STOCK..$6.25 


t 


—and their feet set 


their tongues a-wagging 


They come into your store—women with 
weakened arches and cringing feet. They 
go out knowing there is such a thing as 
foot comfort—realizing that comfort is 
not gained at the expense of smart lines. 
They have found the Grover corrective 
shoes. 


Then their feet set their tongues a-wag- 
ging—boosting your shoes, your service, 
and your store. 


Every Grover shoe you sell means 
profit, repeat customers, and the most 
effective of all direct advertising—the 
recommendation of an enthusiastic cus- 
tomer. 


Recognizing that each type has its place 
we make both the flexible shank and the 
rigid arch supporting shoes. 


The Grover ‘‘Nature’s Way”’ shoe is a 
shining example of flexible arch construc- 
tion. It follows to the letter every demand 
of the foot specialist—roomy forepart, 
snug-fitting instep—correct heel. At the 
same time, we have, by careful designing, 
succeeded in. clothing the orthopedic fea- 
tures with a smooth grace of line which 
appeals to the most exacting devotee of 
style. 


The Grover “Foot Arch’”’ shoe is made 
on the same lasts as the “Nature’s Way,” 
but has the Grover oil tempered spring- 
steel shank, giving a strong yet resilient 
support to the arch. 


There’s a last for every foot in both 
kinds. Ready to ship today. 


J. J GROVER’S SONS CO, 
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No. B7859. Holly and Poinsettia Spray, 
30 inches high; flowers and foliage in aot. 
Doz. $9.00. Same spray in waxed paper foliage 
and cloth flowers, No. B7859X. Per doz. $6.25 


No. B2600. Smi- 

lax Spray, 30" long, 

24" spread; one of 

the handsomest sprays for window or interior; 

foliage of good grade paper and frosted. Doz. 

$5.50. Same spray made in cloth, our No. 
B2600X, per doz 


No. B2506. 
Holly and 
Poinsettia 
Piece. Silk 
crepe paper 

eee poinsettias 
and waxed 
paper foli- 
age, 42” lon 
economica 
and attrac- 
tive. Doz., 
$9.00. Same 
piece made 
of cloth, our 
No. B2506X 
Doz. $16.00 


No. B7850. 
Christmas 
Wreath with 
wicker scrolls 
and bird; 
covered with 
roping decora- 


HOLIDAY 


No. B60. Snow Birds. Papier Mache, 
very pretty, beautifully finished; can be 
used on backgrounds, panels, or in wreaths. 





Note comparison in size and color of Schack’s |-inch Roping 


above and ordinary frizz below. 


SCHACK’S 
l-inch Roping 
In Beautiful Shades of 


Christmas 
Red and Green 


$145 


A BOLT 


Approximately 180 ft. 








No. B7858. Cutout 
Xmas Candle. Beau- 
tiful and effective, very 
good for ledges or in- 
terior trim; very sub- 
stantial, reinforced. 
Each, 3 ft., $2.00; 4 ft., 
$3.00; 5 ft., $4.00; 6 ft., 
$5.00; 7 ft., $6.00, 


tions in cloth; 
18” dia. 48’ 
spread, 36” 


drop; red or 
green. 


Each ...$6.50 


SUGGESTION 





No. B2646. 
WhiteHol- 


ceptionally 

ood for 
f oliday 
windows 
and _inter- 
ior; lots of 


No. B2507. Poinsettia 
Spray, 32” high, to match B2506 
in crepe per poinsettias and 
red berries. waxed foliage. Doz. $6.00. 
Leaves ' f Same spray made of cloth, our 
shaded Ze, . : lo, B2507X. Per doz. $12.00 
light green P =“ 
or plain 
white. 


No. B120. Lamp Shade. 
Crepe paper with asbestos 


collar, 


No. B6166. Santa Claus Wreath. 24’ diameter, spread ove: 
all 36”, with paper decoration. Each $5.00. Same wreath wit 
decorations made of muslin and velveteen, our No. B6166X. Each 
o> Santa Claus Head separate, No. BG6165; 13x15 7 

ic 1.56 


any color. 











ORDER CHRISTMAS SPECIALTIES FROM THI 











PAGE AND THE PAGE FOLLOWING 


In ordering, give full key letter and number of each item. 


Send order to 


Schack Artificial Flower Co. 


1739 Milwaukee Ave., 


When in Chicago, visit our salesroom in the loop at 


Chicago 


63 E. Adams Street 


A full and complete line always on display 
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Five Years 
Ago —Today an 
Unheard of— Acknowledged 


Leader! 







































Women Buy a Dozen Pairs of 
; Hosiery to One of Shoes 


Why not sell them hosiery as wel! as shoes? Why not get them 
to come to your store for their silk stockings? Why not cash in 
on this big hosiery profit? A department of Van Raalte Silk 
Stockings will make your store popular. It’s a big, nationally 
advertised line, and the women all want them. 


There’s a handsome profit in it for you if you handle it right. 
Van Raalte has made a study of the problem and will be glad 
to show you just how to manage it to your best advantage. 


There’s a big line of full-fashioned ingrain in staple and fancy 
styles, as well as plain and novelty glove silk numbers. Write 
today. 


Van Raalte Company, 295 Fifth Avenue, New York 


VAN RAALTE 
Silk Stockings 
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New Standards of Value in 
FULL FASHIONED SILK HOSIERY 


OSIERY too obviously GOOD to be 

bought on the basis of price and too 

obviously REASONABLE to be re- 
sisted on the basis of quality. 


Boasting none of the far fetched features that 
divide the favor of your customers—for and 
against—but treating these customers to a 
new experience in the real possibilities of silk 
hosiery when nothing is allowed to limit the 
extremes of WEARABILITY, nor disturb 
the grace of GOOD STYLE. 


TWELVE STRANDS of pure thread silk, 
with a four ply foot and with heel and toe re- 
inforced by extra long Egyptian staple cotton. 
That’s MUTUAL-KNIT. 


PURE DYE INGRAIN, perfectly balanced, 
lustrous and faultless to an infinite detail. 
That’s PAT-KNIT. 


Hosiery which has no time to reach the bar- 
gain table or the back of the shelves—it’s 
needed ON THE COUNTER every minute 
of the day, where it builds volume through 
value. 


Such hosiery can MAKE a hosiery department. But make these discoveries your- 
self in a sample assortment. 


DIRECT FROM MILLS TO RETAILER 


PATERSON KNITTING MILLS Inc. 


1LFO BROADWAY ~NEW YORK Crry 





Issue of November 4, 1922 


HOSIERI SECTION Boot and Shoe ‘Recorder 











PAT. No. 1353659, 9-21-20 


\ ‘ YJELDREST, the distinctive hosiery which has been so tremendously suc- 


cessful, is now ready in Round Seams as well as the Broad, Flat Tailored 


“" STYLE No. 1042 
A New Round Seam Number 


bids fair to become as popular as Style No. 544 in the Broad, Flat, Tailored Seam. 
WELDREST, always built along quality lines, will absolutely satisfy the most 
critical buyer, no matter what her preference as to the style of seams. This thor- 
ough satisfaction with WELDREST is due to the fact that quality is always given 
first consideration in the making, and none but crack extra silk used in the manu- 
facturing. 


WELDREST is made 
and sold by the patent- 
ees only. 


Allen Slosiery Compan¢ 


23rd Street and Allegheny Avenue 
Philadelphia 


Made Different 
Looks Different 
Fits Different 
Wears Different 
Is Different 








SALES OFFICES AND 
STOCK ROOMS 
NEW YORK CITY 
295 FIFTH AVE. 
PHILADELPHIA 
1009 FILBERT ST. 


BALTIMORE 
100 EUTAW ST. 


DALLAS 
2103 MAGNOLIA BLDG. 
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Colyoke 


SILK HOSIERY 


thew XCLUSIVELY creators of ladies’ super-quality 
= | silk hosiery, and originators of the famous 
92 2) Sandal Hose, the stocking with no visible 
Seemed foot seam. The absence of defects, the 
perfect fashioning, uniformity of weave, delicacy of 
shades and excellence of service— make Holyoke 
Silk Hosiery a truly joyous possession. 

No. 460: Unquestionably the finest Chiffon Hose 
that can be produced—-smooth, sheer, lustrous, and 
of surprising strength. Obtainable in black and all 
the newest shadings. 

No. 405: The popular, serviceable silk stocking 
of medium weight, so essential for regular wear. In 
black and a wide range of colors. 


Carried in Stock by the Best 
Shops for Their Best Trade. 


) leek Sh Mesiery ° 


Columbia Trust Building Dexter Building 
358 Fifth Avenue 453 Washington Street 
New York City Boston, Mass. 





® 


This advertisement which appears in Vogue will carry its own message to the trade. Hosiery 
departments which cater to the Vogue class of customers must carry the Vogue class of 
silk stockings. For your top-notch offerings, show the super-quality Holyoke Hosiery, 





Write for Samples and Prices 
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the Corticelli Style Booklet, just off 

the press. Hosiery dealers are given 
an assured means of creating a lively inter- 
est in Corticelli Silk Hosiery. 
The 16 pages of this booklet give the con- 
sumer authentic and detailed style informa- 
tion which she can confidently use in 
selecting her hosiery. She is told what 
Paris is wearing and well-dressed American 


4 new idea in hosiery merchandising is 


HOSIERY SECTION 


Cortice Lli 


SILK HOSIERY 





women will wear and which color and style 
in Corticelli Hosiery is correct for each shoe, 
costume and occasion. 

The booklet is charmingly illustrated and is 
written in a newsy, interesting way that 
carries the reader to the last page. 

Here at last is a merchandising idea which 
will actually help the hosiery dealer sell 
more hosiery—more Corticelli Hosiery. 
Write our office nearest to you for details. 
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THE CORTICELLI SILK COMPANY 


Philadelphia Baltimore Boston Cincinnati 


New York L 
Chicago St. Paul San Francisco 


St. Louis 
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Sudden Demand for Sheer Silks the 
Surprise of the Season 


HE difficulty of keeping up with the shift- 
ing whims in hosiery styles is well illus- 
trated by the sudden demand for chiffon 
silk hose which has sprung up during the last few 
weeks. There seems to be no rational explana- 
tion for such developments, and consequently no 
reliable way of forestalling them. One would 
expect that with the advent of cool weather the 
trend of demand would turn toward heavier hosi- 
ery. But so far the trend has been exactly in 
the opposite direction, and at the present mo- 
ment sheer silks are by far the most active num- 
bers in the hosiery market. 


The Influence of Skirt Length? 


Whether or not this demand is likely to con- 
tinue is a subject on which market opinion is very 
much divided. Some merchants think that the 
vogue of chiffon hose is due directly to the longer 
skirts, while others are emphatic in the belief that 
the longer skirts will mean an increasing demand 
for heavier hose. It is our impression that the 
skirt length has little if anything to do with the 
case and that the demand for chiffon hose—in so 
far as it has any explanation outside the variable 
whim of woman—is due chiefly to the vogue of 
daintier footwear. But granting that the skirt 
length does influence hosiery 
Styles, it is reasonable to 
suppose that the influence of 
longer skirts will be more 
favorable to sheer hose than 
to the heavier weights. 


MORE HOSIERY 


SOLD RIGHT" 


If these assumptions are correct, it is probable 
that the vogue of sheer hosiery will continue 
throughout the winter. The same reasoning ap- 
parently should apply to lace hosiery, but the pre- 
vailing opinion in the market is that the latter will 
not be very good this season. At present the 
whole trend of style is toward plain hosiery and 
away from fancy effects. Naturally there will 
always be some demand for novelties, but the 
general trend at the moment does not favor them. 
It is important to remember, however, that in 
hosiery as in shoes sudden and unexpected shifts 
in demand are always likely to occur. The de- 
mand for chiffon silk stockings may die down as 
suddenly as it sprang up, and either novelties or 
heavy plain types may command the spotlight. 


Light Stocks a Good Bet 


Under the circumstances it seems most advisable 
for stores to carry light stocks but complete as- 
sortments of the current styles. Full stocks of 
dependable staples can always be carried with 
comparative safety, especially now when the 
market seems almost sure to go up. Of these 
Staples the most obviously safe are black silks. 
Extensive—but strictly disinterested—observa- 
tion of women’s legs on the streets of New York 
discloses the fact that black 
outnumbers all other hosiery 
colors in the proportion of at 
least ten toone. Next in favor 
seems to be caramel and the 


(Continued on page 149) 
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Imitation fullfashioned fibre silk stocking, pointed heel rein- 
forcement, RapmMoor Mi .s, PHILADELPHIA 


A PLEATED weave in black and white silk, full fashioned; hand 

embroidered white silk clocking. This is a beautiful iwo-tone 

effect. The black and white interweaving gives the inside of 

stocking a dove colored shade. Pure silk from top to bottom, 

including feet and tops. Hotyoxe Sitk Hostery Co. 
Hotyoxe, Mass. 


“yy 
(fetir * 
MORE HOSIERY 


SOLD RIGHT" 
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FuLi-FAsHIONED Jace side clocked pattern in black silk. Lisle 
interlined on foot and top. Paterson Kwnittinc MILts, 
New York Ciry, 


Recorder loner Styler 


A SELVAGED-SEAM Stocking with high spliced heel, in a shade 
of brown silk “officially known” as crust. This stocking has a 
lisle top and foot. Aten Hosiery Company, PHILADELPHIA. 
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Boys’ seamless wool golf stocking. The ribbing is carried to Imitation ribbed men’s seamless sock, machine-stitched clock- 
the toe—a new feature in domestic hosiery knitting. Con- ing—a popular-priced stocking. Conqueror Hosiery, 
QUEROR Hosiery. handled by Rupens & Meyer, New York City 


(ecorder Hosiery ftyles 


Tuts sport costume is worn with fullfashioned India cashmere golf stockings, with’ wide ribs 
and tasseled garters of the same material. P, Cenremert & Co., New York Ciry, 


MORE HOSIERY 
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No. 6837, $16.00 per Dozen 


Anticipating the tremendous demand for a pure silk hose to 
retail at $2.00 during the Holiday season, we are offering Burling- 
ton No. 6837. Though this hose has been produced to sell at a 
popular price, it is made from only the highest quality materials, 
and passes through a very careful and rigid inspection. It is woven 
on full-fashioned machines, of pure silk with a lisle sole, heel, toe, 
and top, in black and all the season’s colors. 

No 6837 will be as popular in the eyes of your customers as 
our other two famous Burlington numbers, La France and Persian 
Top. 

A store completely stocked with Burlington is sure to give 
Hosiery Service that means satisfied customers. 


Manufacturers and Distributors of Standard Merchandise 
CHICAGO 
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(Continued from page 145) 

other new brown shades, such as cocoa, otter and 

mandalay. The darker browns, like cordovan 

and Russian calf, are also being worn a good deal. 

Colors like graphite and gun metal are popular for 

wear with bronze shoes, and, strange as it may 

seem, some of the very light colors, such as polo 

and nude, are being worn to a noticeable extent 

with black shoes. 


Stock Up on Staple Silks 


While it seems safe to stock up fully on staple 
silk hosiery, it may be pointed out that there 
seems at present to be an oversupply of the medium 
grades retailing at from about $1.50 to $2. Whether 
this is due to actual overproduction or to a mere 
temporary accumulation of stocks through a period 
of comparatively dull demand is difficult to as- 
certain. In the latter case it is likely that the 
surplus will disappear quickly, because there is a 
very active demand just now for silk hosiery at 
this price, particularly in the chiffon weights. If 
this surplus should be cleaned up in the near future 
the whole silk hosiery market will be in a very 
much stronger position and prices will in all prob- 
ability go higher. Indeed it is difficult to see 
how prices can avoid going higher in any event, 
because they are based on raw silk at about $2 a 
pound lower than the current level. 


Raw Silk Prices Firm 


And there seems to be no prospect of a decline 
in raw silk. On the contrary, the market is again 
tending upward. It is now drawing near the 
level of $9 a pound for double extra 
cracks, and some fairly conservative raw 
silk importers believe that it will go over 
gio. Their bullish 
view of the outlook 
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is supported to some extent by figures on 
consumption recently issued by the Silk As- 
sociation of America. These show that consump- 
tion of raw silk up to the end of September of this 
year has averaged 29,295 bales a month, as com- 
pared to 27,887 bales a month in 1921 and 18,558 
bales a month in 1920. Such a rate of consump- 
tion, to say the least of it, is no argument for a 
lower raw silk market. 

As to heather hosiery there seems to be a 
good market for light weights in wool and in silk 
and wool. At present, according to New York 
jobbers, the most active demand is for the better 
grades, wholesaling at from $10 up. Silk and 
wool mixtures at $18 to $22.50 a dozen 
wholesale are said to be _ especially good. 
Among the most popular numbers in this range 
are artificial silk and wool mixtures with fancy 
clocks. 


Plenty of Heather Hose 


There is little call for the cheaper grades of wool 
heathers, but there is a good demand for silk and 
cotton heathers, wholesaling at around $10 a 
dozen. The market appears to be plentifully 
supplied with heather hosiery, and prices are low 
considering the high level of the raw material 
markets. 

Plain cotton hosiery is very dull just now. It 
looked for a while as if the demand of the con- 
sumer for lower hosiery prices might create a 
renewal of interest in fine lisle and mercerized 
numbers, and there was in fact some slight revival 
of activity on these lines earlier in the season. But 

this seems to have died down, and the 

demand for low-priced hose is being met 

by silk and artificial silk mixtures, which 
are selling quite active- 
ly at present. 


This ought to be the busiest part of your store during the holiday trade. One of the counters in the 
Fifth Avenue store of the Gotham Hosiery Shops in New York City. 
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Woolen Hosiery for Immediate Delivery — 


ra the past, hosiery containing WOOL has worn more or less unsatisfactorily. Now, 
Cadet offers a new and complete line of Silk and Wool and WOOL and Cotton 
hosiery that is built for WEAR and DOES wear. 


In all colors and color combinations, for Sports Wear and General Use, it combines 
the warmth and beauty of WOOL with long wear and durability. Like all Cadet Hosiery 
it is scientifically strengthened and re-inforced and will give complete satisfaction. 


Its beauty, style and service will please your most exacting customers. Yet it is so 
reasonably priced that there is a number within everyone’s reach. Stock the new line 
of Cadet WOOLEN Hosiery immediately. Feature it to your customers as the 
ideal Christmas Gift. 


Write or wire today for prices and details, or call at one of our 


Permanent Display Rooms : 


NEW YORK, N. Y. CHICAGO, ILL. PHILADELPHIA, PA. CINCINNATI, OHIO 
34th Sc. and sth Avenue 806 Medinah Building = Chestnut Srreet or Bell Block 
DETROIT, MICH. oom 303 6th and Vine Se. 


BOSTOM, PEASE. 907 Peter Smith Building DALLAS, TEXAS DENVER, COLO. | 
+ MS Condi Blane” | SAN FRANCISCO SPOKANE, WASH. 
CLEVELAND, OHIO ng ws — 
320 Marion Building ST. LOUIS, MO. CAL. 130 Sutter Sereet 215 Jamieson Building 
801 Wainright Building 








Originated, Manufactured and Guaranteed by 


CADET KNITTING COMPANY 


2nd Street and Allegheny Avenue - + PHILADELPHIA, PA. 








Fifteen NewColorsinCadet Silk Hosiery 


In addition to the usual or Fall and W inter Wear 


complete color range we 


offer this Fall the following HATEVER the color of Milady’s new Fall frock or shoes, Fashion 
15 New Colors fo r dictates that her hosiery must harmonize with the rest of her costume. 


So this season, she must purchase larger amounts of hosiery than ever before 
IMMEDIATE “DELIVERY —whatever her atin 4 fc eile die must have additional hosiery. 
EgEeeees pacar Seaaditiaaicliad 
a RR gain the famous #920 line of Cadet PURE SILK, FULL FASHIONED 
OTTER BRONZE ae ems re “ pr ee ee a. It oe. you the 
ROSSIAN CALF BEAVER pportunity o g advantage o ion’s newest mode, placing at 


TAL your disposal fifteen of the new Fall and Winter shades of brown and grey. 


. This hosiery, incomparable in style and beauty, is built for WEAR and 
Special DOES wear. It is scientifically strengthened and reinforced. The tops are 
CHRISTMAS BoxEs especially reinforced to resist garter strain. 


ITHOUT any extra charge to In a word it brings you i . 
W bingy gh > Fgh mg : brings your customers complete satisfaction 
Hore ge ote hipped "ta vd = The demand for the #920, 960 and 1420 lines, in the new Fall and Winter 

istmas boxes, in a beautiful two colors, is already so enormous that we advise your placing your order im- 


color design of holly and poinsettia. mediately. Write or wire your ne 
Feature the hosiery in the beautiful 4 y am ey. 
gift box. It will eliminate a large White today for the new booklet “Dame Fashion’s Demands,” that 


ee ee P mag nn Y reproduces the fifteen new colors in all their charm and beauty. 


cover and are the quality that would 


ordinarily cost five to ten cents each. Originated, M. 
her riginated, Manufactured and Guaranteed by 


sag 20 —teeh we Cutenn Se CADET KNITTING COMPANY 


Line #1420— 3 pairs to a Christmas Box 
2nd Street and Allegheny Avenue - ~* PHILADELPHIA, PA. 
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Here’s an Idea Which Will Boost Your 
Holiday Hosiery Sales 


Make It Easy for the Men to Buy Silk Stockings for Their Women 
Folk and the Problem Is Solved 


analysis his success depends upon giving 
people what they want, when they want it. 
But unfortunately every merchant does not al- 
ways remember this elementary business principle. 
The man who does remember it always is sure to 
apply it consistently and reap the reward. 
Next to giving people what they want, when 
they want it, the most important thing for a mer- 


eas merchant knows that in the last 


who do a thriving trade in cigar stores, garages, 
pool-rooms, and other places where men congregate. 

If the retail shoe merchant who handles hosiery 
does not capitalize on this—if he does not see what 
a whole lot of silk hosiery for women can be sold to 
men, he is missing a good bet. The essence of the 
message should be about as follows: 

“Men, you are naturally undecided as to what 
would be the most desirable Christmas gift to make 


chant to do is to help them define their wants. 


Most people know what 
they want at a given time, 
in a general way, but usual- 
ly they do not know it 
specifically. For example, 
every woman knows when 
cold weather comes that 
she wants a coat, but usu- 
ally she does not know just 
what kind of a coat she 
would like best. Every man 
knows that when the old 
pair of shoes begins to give 
out he wants a new pair, 
but as a rule, he does not 
know exactly what style 
or make he prefers. 








Don’t -Miss This Good Bet 

If the retail shoe merchant who handles hos- 
iery does not capitalize on the fact that men 
like to give their women folks something pretty 
and that silk hosiery has become one of the 
Staple gifts, he is missing a good bet. 

And now that the holiday season is approach- 
ing, he has an opportunity to try it out. This 
is the time to prepare for it. The plan of 
campaign is easy enough. 

It consists simply in addressing a direct 
message, through any one of several channels, 
to all the men you know. The appeal may 
be worded any way you like but it should em- 
phasize the one big thought that it is unneces- 
sary to worry about what to give when this 
simple, practical and welcome solution of the 
problem is ready at hand. 


to the girl you have, or the girl you like. Stop 


worrying about it. There 
is only one gift which you 
can always be sure will be 
acceptable and appropri- 
ate, a gift which combines 
beauty with utility at a 
comparatively modest ex- 
pense, a gift which is at once 
a luxury and a necessity to 
the modern woman. This 
gift is silk stockings. Drop 
into our store any time and 
let us show you how they 
look in our attractive gift 
boxes. You are under no 
obligation to purchase. We 
carry an extensive line of 
the best hosiery at various 


What Shall I Give Her? 

















prices and in the very latest 








And, to come to the point, 
every man knows that at Christmas time, he wants 
to make a gift to his wife or sweetheart or daughter 
—to one or many women—but practically never 
has he the faintest notion what kind of a gift to 
make. 

He wants something simple and definite; some- 
thing that will relieve him from the trouble of 
making a choice. And the only merchant who 
can appeal to this masculine weakness is the one 
who can concentrate his attention on a single 
article, especially suited for gift purposes. 

Such a merchant is the retail shoe merchant who 
carries hosiery. Silk hosiery is coming to be, like 
candy, books, flowers and perfume, a gift which a 
man may make appropriately toany woman. The 
only people who have fully realized this so far 
are the canvassers who are cutting so deeply into 
the hosiery business of the retail merchant and 


patterns and colors.” 


Several Ways of Advertising 


This should be the general spirit of the appeal. 
The wording and the emphasis, of course, can be 
varied indefinitely. If you use little or no newspaper 
space you can still convey your message through 
your window displays and through personal con- 
tact with the customers in your store. Window 
displays are especially important around holiday 
time, and if you will get up an attractive window 
trim, featuring hosiery in gift boxes, and with 
some boldly lettered cards drawing attention to 
the desirability of silk hosiery as a Christmas gift, 
then you ought to have gratifying results. Also 
you will have loads of men coming into your store 
to purchase shoes between now and the holidays 
and it might pay you to suggest to them that silk 
hosiery is a very acceptable Christmas gift. 
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Advertising the Hosiery 
Department 


For the proper development of the 
Hosiery Department the usual Italicized 
line “Hosiery to Match” in advertising 
is inadequate. The Hosiery Depart- 
ment adds another tool with which the 
shoe store may fashion a still greater 
appreciation of the shoe store’s service 
to its customers. Advertising must be 
designed to making hosiery footwear 
rather than dry goods. 



























































Your /Name Here 


Street ~ - Town, 














Meet Miss So-and-So 


All the finer points about hosiery are at 
her finger tips. A few bits of advice from 
her has saved many a dollarto both men and 
women. 

Some hose, however expensive, does not 
seem to give the service it ought. Fit, usage, 
care in washing are important things to con- 
sider, otherwise the joy of well-clad feet is 
lost to you. 

The way to get the most out of both shoes 
and hose, we know, is to make your selection 














Your Nam ere 


reso 











Just Inside the Door 


When you buy your shoes, that’s the time 
to purchase hosiery. No more of this, 
“Now I must go down to So-and-so’s to get 
some hose.” Do it all here at the one time. 

You see every pair of hose on display is 
especially adapted to the shoe, foot and gown. 

One kind for those walking boots and ox- 
fords—sturdy. Another for the dainty 
evening slippers—the cobwebby sort. Some 
Sor business—some for sport. 

And fit. We know feet. Our hosiery fits, 
therefore is it any wonder that it wears bet- 
ter and that you save? 

A new service at your shoe store. The 
men appreciate this department, it’s so ea sy 
to get to. 

—Fust inside the door 


For Shoes and Hose 


In your signature is a good place to pic- 
ture Shoes and Hose. The point is to make 
your public associate the two and finally it 
will become the usual thing to purchase 
shoes and hose at one and the same time. 
Here’s one suggestion. 


Shoes and Hose the Unit of 
Fitting Value 


So far as advertising is concerned 
shoes and hose should be a unit, there- 
fore eliminating the thought of extra 
space and extra expenditure. Just as 
Grict departmentalization is necessary 
for right storekeeping accounting the 
direct opposite is essential in presenting 
hesiery as footwear. A shoe ad with- 


out hosiery might be considered half 
In time the reader of 


efficient now. 
advertising will feel its lack just as cer- 


tainly as they would the absence of 


details on a skirt in a suit ad. 











YouR NAME HERE 
~ADDREIS~ 




















Twixt Floor and Skirt 


Sumptuous from tip of toe to hem of skirt 
—not a jarring note twixt skirt and floor. 

The immensity of good taste that can be 
displayed in a well-shod foot and trimly 
clad ankle is conceded by all. 

Then why not display as much taste in 
hose as in shoes, and turn about, 

Make your choice here and now. With 
the pump above, wear the hose below. Both 
will be fitted at one time and you'll be sur- 
prised at how much better you'll feel in hose 





at the time you purchase shoes. 

Meet Miss So-and-So! who will open to 
you the possibilities of the latest weaves in 
enhancing footwear and gown—Mouse, 
Bobolink, Otter, Almond, Smoke, Gun Metal 
—the choice is endless which also heightens 





LxouR NAME HERE 


Street No. 
Addrew 





purchased with shoes. Better fit, more be- 
coming, longer wear. 


Price $9. 








the necessity of careful selection. 
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Buying Habits Change 

If men will buy umbrellas and razor 
blades in a cigar Store; women coffee in 
a drugstore, for no reason particularly 
then the question of buying hosiery in 
a shoe store ought to present no diffi- 
culties, either in fact or in the manner 
in which hosiery will be finally cata- 
logued with shoes in the mind. It all 
resolves itself into a matter of service, 
whether it is the cigar store, drug store 
or shoe store. Buying habit is never 
rong enough to outlive ease in pur- 
chasing. It isn’t so much the elementary 
problem of carrying hosiery in a shoe 
sore as it is increasing the service of the 
shoe store through pushing in a well- 
planned way the Hosiery Department. 















































Ugur Name Here 
Here 


Street - = 














A Border with 

Shoes and Hose 
Decoration 
Featuring a Favorite 
Combination— 

We'll guarantee complete satisfaction 
when these are worn together; they are picked 
to accompany each other and nothing is left 
to be desired in becomingness, fit, and 
fashion. 

escription of shoes and hose Combina- 
tio 


$io 
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“Wame 


Ke ; 
bw a gcloction, of Hosiery 


value nam 








For mail advertising and newspaper 
work use the gift certificate during the holi- 
days to urge the full use of the Hosiery 
Department.” This solves the problem of 
fit. It is an admirable suggestion for wo- 
men in the purchase of gifts for their women 
friends, for relatives who would purchase 
Men’s, Women’s, and Children’s hosiery 
if they knew the size. 





Holiday interior display will help to sell 
more hosiery. 


Use something like this wreath in every ad 
prior to Christmas time with a suggestion 
as to how appropriate hosiery is as a gift. 


Hosiery Sells at Same Advertising 
Cost 

Hosiery is simply, in the matter of 
advertising space at least, another source 
of profit on the same advertising in- 
vestment. It takes no more space to 
sell a pair of shoes and a box of hose 
than it has taken heretofore to sell a pair 
of shoes. 

Consider the elements of fit, economy 
of time and money, comfort and general 
satisfaction. The first one, fit, just en- 
larged upon will cover both hose and 
shoes. The second so far as men are 
concerned is important, the combining 
of shoe and hose purchases saves time. 
The third and fourth; money, comfort 
and general satisfaction are guaranteed 
as a result of the shoe store’s specialized 
knowledge of feet. 








Uour Name Here.» 


Sireet~ ~ ~ Town 











A VALUED GIFT 


Hosiery—Handsomely boxed, delivered 
to any address—Or 
If in doubt as to size 
Use Gift Certificate 
For the Children—Warm woolen hose. 
For Women—The filmiest silks with prettily 
woven clocks or embroidered figures. 
For Men—Golf hose with hand-fashioned 
overplate, or business hose fashioned 
for comfort and built for wear. An ideal 
gift for Hubby. 
Complete Stocks for the Recipient to Choose 
from the Day after Christmas 
A Price for Every Purse 
A Novel Way of Being Sure to Please 
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UCtion 
WATER 
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TY HOt water 
lukewarm 
x 


hos. 


Y Mitts 
ELPHIA » Inc, 


Ladies’ Hose in Thirteen Colors, in- 
cluding all the late shades and an at- 
tractive assortment of clockings: Beav- 
er, Smoke, Chestnut, Beige, Black, 
Blue, and Cordovan. 


No. 445—Plain, per doz....... $17.00 
No. 600—Clocked, per doz..... 21.00 


Men’s Half Hose in Ten Popular 
Colors and Assortment of Clockings in 
Desired Combinations: Taupe, Slate, 
Chestnut, Blue or Cordovan, and other 
shades. 


No. 300—Plain, per doz....... $12.50 
No. 305—Clocked, per doz..... 16.00 


A Quality Line of 
SILK andWOOL 


Ideal for Shoe Store Sale 


CLOSE concentration on 

one grade in a season and 
long experience enable us to 
attain the high quality stand- 
ard found in Polo Hosiery for 
Men and Women. This season 
we are confining our production 
to the silk and wool numbers 
which are in such pronounced 
vogue. 
Polo Hosiery is silk-and-wool 
plated — snug fitting — finely 
woven — of rich firm texture. 
The guarantee card displayed 
here is significant of the out- 
and-out superiority of Polo 
Hosiery. 
Read this guarantee and con- 
sider the favorable prices of the 
whole line suggested by the two 
numbers described. 


Special attention will be given 
to orders, regardless of their size, 
from the retail shoe trade. Why 
not prove the strength of the 
guarantee by a trial order. 


FAY HOSIERY MILLS Inc. 


Front and Clearfield Streets 


PHILADELPHIA 
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HOSIERY SECTION 


Manufacturing Process by Which Seamless 
Hosiery Is Made 


(Conforms to Shape of Leg and Ankle by Variations 
in the Tightness of Stitching 


IMPROVEMENTS which 
have been made in the 
processes involvedinmak- 
ing seamless hosiery have 
reached a point near ab- 
solute perfection in this 
country. Instead of 
the hosiery being knit 
and then made to con- 
form to the shape of the 
leg and ankle by a steam- 

\ ing process, as they form- 
erly were and as the pro- 

cess was described in the first issue of our hosiery 
section, the shaping is now done while the hose is 
being knit. 

Put, briefly, the knitting process involves the 
use of an ingenious device on the knitting machine 
which makes a loose woven stitch at the top of the 
hosiery where the leg is biggest and gradually 
tightens the stitch as the narrower portions of 
the leg are reached. This tightening of the 
“Stitches,” as they may be called, is so gradual 
that it cannot be detected except by close ex- 
amination. 

We are in receipt of a very interesting letter, 
describing this process, from T. Walter Fred, 
president of the Davenport Hosiery Mills of Chat- 
tanooga, Tenn. Portions of it are as follows: 

“There are some manufacturers of seamless 


It’s important 
to have your 
hosiery dis- 
play appro- 
priate. 
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hosiery, who are careless in their manufacturing 
methods, and make a stocking that has a wide, 
baggy ankle and foot, but all good manufacturers 
of seamless hosiery make it shaped by a machine 
so as to fit foot, leg and body. This is done by 
means of a sloping cam, which knits a loose stitch 
at the top of the stocking, and gradually tightens 
its stitch until the ankle and foot are reached. 
Therefore, at the ankle the stocking is tight and 
fits, whereas, at the top it is loose and fits the leg. 
This gradual tightening of the stitch has been so 
gradual, that you cannot see any place where 
there is a break or change in the fabric, but if you 
will take the top of one stocking, and the ankle 
of another, and lay the two together, you 
will immediately discover the difference in the 
fabric. 


How Heel and Toe Are Made 


“With reference to the heel and toe being shaped 
by steaming and drying, doubtless you are fami- 
liar with the methods of the manufacturers of 
seamless hosiery, and know that the heel and toe 
are made by means of the cylinder turning half 
way around, and back again. This makes the 
heel the shape of a half sphere or half circle, and, 
therefore, makes the foot at right angle to the leg, 
conforming to the natural shape of the foot and 
leg. You can see this in the stocking, which has 
never been dyed or steamed”’. 


Here’s a dis- 

play of golf 

hose by Louis 

Bamberger & 

Co. of Newark, 
N. 7. 
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ave you,seen them? 


fone New 


Radmoor 


Pyramid Heel 
Hose 


The beauty of this new triangular Pyramid Heel over the old 
style square splicing has created a phenomenal demand for 
these five Radmoor numbers made with Fashioned Leg and FF 
Seamless Foot: 


No. 1251—Lisle $5.00 14 doz. bores 
Colors—Black, White, Seal and Crane 


No. 9973—Lisle and Fiber $8.00 14 doz. boxes 
Colors—Black only 


No. 9967—Pure Silk and Fiber........ ... $8.50 14 doz. boxes 
Colors—Black, White, Seal and Maple Sugar 


No. 1200—Pure Thread Silk $12.00 14 doz. boxes 
Colors—Black, White, Seal, Navy, Lark, Polo, Crane, Silver, 
Moccasin and Maple Sugar 


No. 1700—Pure Thread Silk, Heavy $15.50 14 doz. boxes 
Colors—Black, White, Navy, Seal, Moccasin, Polo, Crane and 


Silver 


Prompt delivery of all styles. Order your samples today. Nol re- 
turnable, but worth possessing. 


Radmoor Mills 


21st and Lippincott Streets Philadelphia Pa. 


Glen Knitting Company Brown-Phelps Hosiery Co. 
Thos. E. Brown, President and Manager 


NEW YORK BOSTON 
Room 800, Burton Bidg. Room 1106 Dexter Building 
267 Fifth Avenue, at 29th St. 453 Washington Street 


SAN FRANCISCO 


Room 653, Pacific Building 
Fourth and Market Streets 


HOHIINOH OHHH OUTWIT 
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Note the arrangement of shoes and 
hose. It enables the customer to 
see at a glance what colors of hosiery 
will contrast harmoniously with the 
shoes she has just bought or with 
the shoes she has at home. The top 
of the counter is a good place for 


specials. 





Ten Percent of 
Henry Pabst’s Gross 
Sales Are Made 
Over This Counter 




















ENRY PABST is a man of very decided 
H ideas on the subject of selling hosiery in 

retail shoestores. He ought to because he 
is the executive head of the New Haven Shoe Com- 
pany, g50 Chapel Street, New Haven, Conn., 
which was eStablished in 1838 and which, fifty 
years ago, opened what is said to have been the 
first shoe store hosiery department in the United 
States. On the books of the company today 
appear family names which were famous long 
before the Civil War. Many of them, in fact, 
figure in the colonial history of our country. 

“The trouble with most merchants,” says Mr. 
Pabst, “is that they still insist on looking on their 
hosiery departments (if they have one at all) as 
a form of service to their customers. In one 
sense of the word, of course, it is a service but 
no more so than are shoes. No merchant should 
handle hosiery unless he can so conduct the 
business as to show a profit. No one can get 
up any degree of interest in a service at cost pro- 
position. It’s allowed to slide and just natur- 
ally vanishes out of the back window in time.” 


SS ee 





“Hose to the right of ’im, 
“Hose to the left of ’im, 
“Volleyed ’n thundered.” 


If Mr. Pabst were a poet he might have coined 
the above, for it rather aptly describes the com- 
petition which stares him in the face all the time. 
Judging from what he says, which checks with an 
investigation made at the time, about the only 
place in New Haven where you cannot buy ho- 
siery is the Public Library and one delicatessen 
shop around the corner. “Every time a Store, 
no matter what else it carries, finds a vacant spot 
in its display window.” says Mr. Pabst, “in goes 
hosiery.” 

In spite of this competition, including that of 
the big New York stores, which have spent huge 
sums in developing out-of-town trade, Mr. Pabst 
has built up a hosiery business which amounts to 
ten per cent of his gross business. In 1920, his 
peak year, hosiery sales were on the sunny side 
of $20,000. 

(Continued on page 159) 
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HIS is a reproduction 

of one of a series of 
our national magazine ad- 
vertisements of Gordon Ho- 
stery, showing an interesting 
illustrative and typographic 
style. The total magazine 
circulation of our fall cam- 
paign is 5,700,000. On a 
conservative estimate, .that 
means fifteen to twenty mil- 
lion readers. The following 
magazines are being used— 
Ladies’ Home Journal, 
Woman’s Home Companion, 
McCall’s, People’s Home 
Journal, Vogue, and Har- 
per’s Bazar. 





HOSIERY 


HE policy of carrying ample reserve stock is one 

of the features of our merchandise service to 
customers that adds greatly to Gordon value as a 
retail line. You can capitalize the possibilities of 
our reserve stock, and do a maximum hosiery busi- 
ness upon minimum stock investment. 


An entire departmental stock order can be made 
up from Gordon numbers. This reduces the inven- 
tory level without interfering with assortments which 
fully meet public demands. Of course, where brands 
multiply, parallel numbers are bound to creep in, 


and inventories increase. 


By using the force of our reserve stocks, with 
prompt and efficient service on fill-in orders, you 
have a merchandise situation made to order. 


Minimum basic stocks can be balanced against 
current trade demands, and high rate of turn-over 
secured. 


BROWN DURRELL COMPAR" 
GordonHosiery - Forest Mills Underwear 
New York Boston 
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Ten Percent of Henry Pabst’s Gross Sales 
Are Made Over This Counter 
(Continued from page 157) 


According to Mr. Pabst, and the success of his 
hosiery department corroborates what he says, 
there are certain fixed rules governing the buy- 
ing and merchandising of hosiery, just as there 
are fixed rules governing the handling of shoes. 
Here are some of them: 

“Make sure that everyone knows that you 
handle hosiery. Make them think of your store 
as a hosiery store as well as a shoe store.” 

“Figure your mark-ups just as you do on shoes— 
low on staple numbers which sell in volume and 
considerably higher on style numbers, the handling 
of which involves an element of risk greater than 
does the handling of staples. I try to average 40 
per cent.” 

Put Shoes with Hosiery 


“Display appropriate shoes with appropriate 
hosiery in your hosiery display case and in your 
windows. This not only serves to create the 
desired association of ideas in the minds of your 
customers but serves a very practical end in 
showing the customer what hosiery colors’ and 
textures contrast harmoniously with various types 
of shoes.” 

“Locate your hosiery department where it will 
surely be seen.” 

“Grade your hosiery and your shoes in the 
same classes. If you handle high grade shoes, 
then you must have high grade hose.” 


Too Many Lines Dangerous 


“Concentrate on the fewest possible lines. You 
will get better service and you won’t run the risk 
of overbuying that frequently results from the 
other method.” 

“Watch your sizes and pairage through the 
medium of a perpetual inventory system, just 
as you do your shoes. It takes a little time but 
you won’t get stuck.” 

“Have all your shoe salesmen talk hosiery. If 
possible have some one person concentrate on 
hosiery. If you can’t afford that, train all your 
salesmen as well as you can.” 


“Only Good Shoes and Stockings’ 


Practicing what he preaches, Mr. Pabst makes 
use of a homely but mighty effective slogan in all 
his advertising, as well as on his billheads and 
letterheads. 

“Only good shoes and stockings.” 

That stockings are now referred to as hosiery 
doesn’t make the slightest difference. He has 
created an association of ideas. He has im- 
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planted in the minds of everyone who sees the 
slogan the very valuable thought that he handles 
something other than shoes. 

Display cases show shoes with hosiery—the 
hosiery grouped in three pair lots with the cor- 
rectly contrasting or matching shoe on top. His 
hosiery department is in the front and is roughly 
rectangular. Customers leaving the store from 
one side, have to pass the length of the main dis- 
play case in order to get out, while those leaving 
from the other side, have to turn to their left 
as they leave the selling floor in order to avoid 
collision with the other side of the hosiery de- 
partment. 

As a perpetual inventory system, Mr. Pabst 
uses the same sheets as those which he has for his 
perpetual shoe inventory. But he has also de- 
vised an ingenious check on his inventory. Each 
pair of hose carries a pinned-on tag, giving stock 
number and retail price. The stock number is 
composed of numerals preceded by one letter— 
the letter denoting the color and the numerals 
denoting the kind—silk, silk and wool, wool, etc. 
The completion of every sale involves the making 
out of a sales slip in duplicate and the removal 
of this tag from the pair of hose sold. The tag 
is dropped into a cardboard box beside the sales 
slip machine. The original of the sales slip goes 
to the customer. The duplicate is held in the 
hosiery department. 


Cross Checking Your Inventory 


Sales recorded on these duplicate sales slips 
are checked against the tags removed from the 
hosiery and the pairs thus proven to have been 
sold are checked off the stock record sheet, thus 
providing a perpetual inventory of hosiery stock. 

In charge of the hosiery department is Miss 
Helen Seahl who, before joining the sales force of 
the New Haven Shoe Company, sold jewelry in 
one of the New Haven department stores. She 
has increased her sales enormously, first, by 
familiarizing herself with the shoes on the shelves; 
second, in studying costumes so that she is never 
at a loss if called on to settle some doubt in the 
minds of a customer as to the correct relationship 
of shoes, hosiery and dress; third, by being re- 
sourceful. 

Quite frequently extra sales are chalked up be- 
cause, after selling hosiery to match shoes, Miss 
Seahl is able to convince her customer that hosiery 
which harmoniously contrasts with the shoe and 
which, perhaps, matches the gown, also fre- 
quently is in good taste. Good will she builds up 
by perfe@ willingness to display merchandise. 
But, in the final analysis, she sells well because she 
knows what she is talking about and because her 
customers know that she knows. 
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HOSIERY HEADQUARTERS 





















































“Here's a six months’ suppl 


Shoe merchants everywhere are making greater 
You should have these ever-popular num- profits to the tune of this new song: 
bers in stock. The nearest branch office 


will ship your order promptly. “Sell ’e sox 
No. 24X. W< *s 18-inch silk boot, 240 I ae 
2men s inch $1 wa ae By the Xx. 


needle, fine gauge, 11-thread silk. 
Black, White, Beige, Zinc, Cordovan, Ma- 
hogany, Russian Calf, Suede, Navy, Silver, 


and Nude, Price, per dozen $9.56 Train your sales people to go after quantity sales. 
No. 23— Women’s silk hose, semi-fashioned, Here’s a sales talk to use on any man who asks for 


snug fitting ribbed top. Sizes 8% 


10%. In Black, White, Cordovan, Ma- “c > ? ? 

heneay, Russ. Calf, and Suede. Price, per a pair O SOX. 

dozen. $12.00 ‘ 

No. 270—Women’s 22-inch silk boot, 240 “There’s an economy in buying by the box, sir. Six 
needle, fine-gauge 12-thread silk. Colors: . . * > 
Black, White, Beige, Zinc, Cordovan, Ma- pairs of Everwear will last you six months. You'll 
hogany, Russian Calf, Suede, Navy, Silver 

and Nude. vs $13.00 always have plenty of sox on hand—you won’t run 


Price, per dozen 

No. 55—Men’s Il-thread silk hose, 240 out in emergencies—you'll have no trouble in finding 
needle. Colors: Black, Navy, Smoke, Pearl, > 

a pair that match—and you'll save time by buying a 


ok ni Cord van, Mahogany, Campagne. 

rice, per dozen $6.00 ° ’ ” 
six months’ supply now. 

No. 5—Men’s 220 fine mercerized lisle. 


Colors: Black, Navy, Smoke, P l, White, . bd 
Guleen, Eidbesses, Chocusanam. Price If you haven’t received your free copy of “Passing Along a 


er dozen 3.25 . . . ° e 
, 1 Business-Building Idea,” write for it at once. It tells how 
to get your store known as “Hosiery Headquarters.” 


























Hosiery 


Home Office and Factory Chicago Office, Boston Office and Stock San Francisco Office and 


Milwaukee, Wis. Textile Bidg., Room, Stock Room, 
Wells and Adams Sts. 110 Summer St. 130 Bush St. 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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VOGUE 





ep | 


The Woman's Magazé 











The people who buy 








these magazines are 
the people you want 
in your store 











Our advertising makes them want to come where “Onyx” is sold 
But do they know yow sell it? 


You tell ’em 


Emery 6 Beers Company, inc 


Sole Owners and Wholesale Distributors of “Onyx” Hosiery 


BROADWAY AT 24th STREET NEW YORK 
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PSWICH HOSIERY 
For Hen Women and Children 








BEAUTIFUL IPSWICH HEATHERS--- 

RETAILING IN BIG VOLUME AT A DOLLAR 
LADIES’ DROP STITCH, HEATHER STOCKINGS IN THE SEASON'S 
FASHIONABLE SHADES. 

OF A WEIGHT JUST RIGHT FOR ALL-YEAR-ROUND SELLING. 
WITH ANKLES THAT FIT PERFECTLY AND TOPS THAT ARE WIDE 


AND COMFORTABLE. 


If you are interested in big volume selling ask your jobber 
for Ipswich Style 5000. Write us if he cannot supply you. 
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CRANSTON SEABURY 
Chicago Agent for the Saco Shoe Co., Inc. 


Cranston Seabury, Saco’s 
Chicago Agent 


Cranston Seabury has recently been 
appointed Chicago agent for the Saco 
Shoe Company, Inc., Saco, Maine, manu- 
facturers of a new line of genuine Good- 
year welt moccasins for the whole family. 
Mr. Seabury will cover from his office in 
the big Illinois city the northern part of 
Illinois and the State of Wisconsin. 

Mr. Seabury made a call at the Recorder 
office just before starting for the West, 
and had the following to say in regard to 
his line: “The ‘first best’ thing about 
Saco moccasins is the fact that they are 
welt moccasins and the sewing at the 
vamp guaranteed. Another good point 
is the price, which fits the average pocket- 
book; moreover, they are made for every 
member of the family.” 


Outdoor Types a Specialty 


“We are making a specialty of athletic 
and outdoor shoe types—for instance a 
camping boot, a hunting boot, a moun- 
tain climbing boot, a ski boot, and boots 
for snowshoes. We have five numbers 
adapted to winter sports and a larger 
number for summer sports. 

“Our name appeals to the children, 
who are much interests in everything that 
pertains to the Indian. The trade name of 
‘Soc-o-mocs’ is taken from the old Indian 
name, ‘Sokokis,’ the chief of the first 
tribe of Indians who pitched his tepee on 
the banks of the Saco River.” 


Big Demand for Athletic Goods 


Mr. Seabury stated that never in the 
history of the shoe business has there 
been such a demand for footwear for the 
great outdoors. “The public live in the 
open winter,” said he, “instead of being 
housed up, and boys and girls, camps are 


being established in great numbers to 
teach the young the ‘close to nature’ idea. 

“Mountain climbing, hiking, camping, 
fishing, hunting, snowshoeing, skiing, 
skating, and riding—all of these are sound 
outdoor sports and the merchant should 
have ‘sound outdoor shoes’ to go with 
them. If outdoor sports’ footwear is 
added each season, it offers to many 
dealers not only profitable additions to 
the ‘stereotyped’ lines, but attractive 
merchandise which is usually bought in 
quantities between seasons.” 


Chris Briel with Springvale 
Shoe Company 


“Chris” Briel, who formerly represented 
the Boyden Shoe Manufacturing Company 
with offices in Boston, has recently made 
arrangements to represent the Springvale 
Shoe Company to the large retail and 
jobbing trade of the Middle West. 
“Chris,” as he is familiarly known, has a 
wide acquaintance all over the United 
States. He has been on the road for many 
years and is well qualified from his past 
experience to represent his new line with 
credit to himself and to his house. 


CHRIS BRIEL 


Who will represent the Springvale Shoe Co., to 
the large retail and ag trade of the Midde 
es 





Salesmen Say Opera 
Pumps Popular 

Salesmen reporting from the big 
cities, like New York, Philadelphia 
and Washington write to the Na- 
tional Secretary that retail shoe 
merchants are buying opera pumps 
and low tongue effects in turns and 
slippers, with heels of from 16-8 to 
18-8 and toes about down to a 
nickel. They write that the one 
seam opera is a favorite—also the 
seamless opera. 
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GUY SMALL 


Who traveis Connecticut, Rhode Island and 
Massachuselis, with the exception of Greater 
Boston, for Lunn ¢ Sweet Co. 


Guy Small a New England 
Booster 


One of the best known and best liked 
New England shoe travelers is Guy 
Small, who covers Connecticut, Rhode 
Island and Massachusetts, with the excep- 
tion of Greater Boston, for Lunn & Swee? 
Co. of Auburn, Maine. 

Mr. Small has been connected with 
Lunn & Sweet Co. since November, 1910, 
and has been very successful in putting 
the line in the stores of the most repre- 
sentative firms in his territory. 


From O ffice Boy to Salesman 


He was born at Deer Island, Maine, 
September 18, 1884. In early life he 
moved to Roxbury and graduated from 
the schools in that town. Unfortunately 
he lost his father in early life and started 
very young as an office boy for Batchelder 
& Lincoln. His conscientious service with 
Batchelder & Lincoln was recognized very 
soon and in quick order he was promoted 
to stock boy, order clerk and then to 
floor salesman. 


Has Specialized on New England 


In 1905, Mr. Small had a small terri- 
tory in Western Massachusetts with the 
Hamilton-Brown Shoe Company and 
then the call for a larger field took pos- 
session of him again. He secured a line 
of shoes from the Civilian Shoe Company 
and traveled with this line through all of 
the New England States. 


In 1910 with Lunn § Sweet 


In 1910, Mr. Small joined “Ye Olde 
Tyme Comfort and Sweet Sally Lunn 
Welt and Turn Boosters.”’ That he has 








cArtistic Perfection 
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Shoes of 








Co  —— 


The Pediclinic 


A Corrective and Health Building Feature Shoe, 
moulded to fit feet nature’s way, no binding stiff 
arch or uncomfortable heel. Just choice pliant 
leathers, an evenly tempered shank, flexible sole and 
common sense heel -- plus the highest standard of 


Brooklyn Shoemaking and the style element that 
will appeal, 


In Oxford and Boot 
as well as Strap Styles 


“Fred A. Eyre & Co.Jne. 


Brooklyn , New York PEDI (unic 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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been a valuable addition to the staff 
throughout the past 12 years is evidenced 
by the goodly amount of business with 
which his friends, the retail merchants of 
New England, see that he is constantly 
supplied. For they all like Guy and take 
his word for the best sellers. 


A Baseball “Vet” 


And here is a secret, which to be per- 
fectly frank we should mention, for no 
story about Guy would be complete with- 
out a reference to the Great National 
Game. Guy has not sold shoes all of his 
life—for in his school-boy days, baseball 
was his hobby and so proficient did he 
become that in later years he played 
with several semi-professional teams. 
Those in the shoe trade remember his 
brilliant plays with the team of the 
Corona Patent Colt Company. In recent 
years, however, Guy has settled very 
much down to the job of selling shoes. 
He gives this work all of his time and his 
very best efforts, so much so that when a 
New England survey of shoe hustlers is 
made, the name of Guy Small stands forth 
prominently. He is a member of the 


and Shoe Trades Club. 


A. E. Bushnell “Still 
Going Strong” At 81 


A. E. Bushnell, one of the veteran 
travelers of the country, is at present 








boosting the sales of Mulford, Cary & 
Conklin Co., importers, manufacturers 
and wholesale dealers in leather and shoe 
manufacturers’ goods; also for W. C. 
Butts, wholesale shoe findings, New York, 
and the D. and P. Company of Oswego, 
N. Y. Mr. Bushnell writes us in his firm, 
strong, hand that he is enjoying good 
health and “still going strong,”’ although 
he is 81 years of age. 

This “young” man was born in New 
York City, November 4, 1841. At that 
time New York City was a very small 
place compared to the present. He says 
that 23rd Street was way up in the 
country. 

After leaving school his first position 
was in a retail shoe store in New York. 
He received a salary of $1.50 per week, 
out of that he laid aside $0.50, and this is 
the way he learned to save money. 


A Civil War “Vet” 


When the Civil War broke out, he en- 
listed, and on his return in 1866, his first 
work was for William Butterfield Com- 
pany, 22 Dey Street. They only sold to 
the manufacturers, not to the retail trade, 
88 at present. Mr. Bushnell traveled for 
many years for that firm. They eventually 
drift. ! into the retail trade, and Mr. Bush- 
nell ‘en sold to the retail shoe stores. 
He vaveled extensively, taking three 
mont!:’s trips all over the country, and 


Boston Shoe Travelers and Boston Boot | 
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A.E. BUSHNELL . 


Who travels for the Mulford, Cary § Conklin 
Co., W. C. Butts and D. ¢.P. Co. A Civil War 
“Vet '"—81, and every inch a salesman 





on their retirement from business, he con- 
tinued to travel as he does at present. 


Started Road Career in 1866 


Mr. Bushnell says that he can always 
do more business in the morning and, 
therefore, always makes an early start as 
he is a believer in the theory that “the 
Early Bird Catches the Worm.” He 
attributes his good health to fresh air 
and good habits. He says that he doesn’t 
know of a traveling man on the road today 








‘ 
JOHN R. GREEN 


Who covers the Southeastern District for the 
Hurley Shoe Co. 
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who started when he did in 1866, and he 
doesn’t know a merchant living today 
that he sold at that time. 

Mr. Bushnell resides at 449 Franklin 
Avenue, Brooklyn, N. Y. 


Carter and Husk With 
Foundation Sales Company 


Theodore Carter and Fred A. Husk 
have been appointed members of the sell- 
ing staff of the Foundation Sales Com- 
pany, who are putting the “Trail Blazer 
Women’s Foundation for Health’’ shoe 
on the market. Both gentlemen are ex- 
perienced shoe men, and are orthopedic 
specialists, prepared not only to show to 
the retail trade the merits of the “Trail 
Blazer Health Shoe,” but are also fully 
qualified to explain the uses and need for 
this shoe in the regular shoe store clientele. 


McHenry Robinson Travels 
For C. A. Goodnow 


McHenry Robinson travels the Cape 
territory, Southeastern Massachusetts and 
Rhode Island for the C. A. Goodnow Shoe 
Company. 

Mr. Robinson is probably one of the 
best known traveling shoe salesmen in 
New England. 

He made his first trip with a shoe grip 
in January, 1877, and since that date has 
been continuously covering his present 
territory. 


John R. Green with Hurley 
Shoe Company 


John R. Green is a Southern boy, a 
native of Hopkinsville, Ky., who served 
his country as an officer in the Aviation 
Corps during the World War. This 
young man is very popular with the shoe 
trade and the boys predict good things 
for him with the Hurley line which he 
will represent in the Southeastern Dis- 
trict. The addition of Mr. Green to the 
Hurley Shoe Company’s sales force has 
been brought about on account of the in- 
creased demand for Hurley shoes in the 
South; this demand has necessitated the 
division of the Southern territory. 


George H. Smith Travels for 
C. A. Goodnow 


George H. Smith covers Central Massa- 
chusetts for the C. A. Goodnow Shoe 
Company. Mr. Smith has been identified 
with the wholesale shoe business for the 
last 25 years and has had a long and 
valuable experience in the selling end in 
the New England States. 

He learned the shoe business as a boy 
with Winch Brothers Company, and for 
the past 20 years has covered his present 
Central Massachusetts territory. 
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Arch Solace 


HESE two Ortho- 
pedic oxfords are 
meeting with the po 
ularity that today is 
given to the corrective 
type of footwear that,is 
conservative yet effec- 
tive. Send for samples 
and prices. 
No. 930. Black Kid Oxford, 13/8 Goodyear No. 929. Brown Kid Oxford, 11/8 Good- 


Wingfoot Rubber Heel, Metal Arch Sup- (JHNSON BR year Wingfoot Rubber Heel, Metal Arc 
port, No. 118 Last. ‘i Support. No. 123 Last. 


SHOE 





cMade in the 
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The Correct Status on 
Interchangeable Mileage 


An article appearéd recently «in .some 
of the Boston papers to the effect that an 
Arthur McGill, chairman of the Inter- 
changeable Mileage Book Committee of 


the National Commercial Travelers’ Asso- 


eation of Boston, Mass., was in Wash- 
ington, working out details in conjunction 
with the Interstate Commerce Commis- 
sion in referencé to the rates and regula- 
tions of interchangeable mileage. It was 
stated that he had given out the informa- 
tion that there would be a scrip coupon 
issued at two cents a mile, or 5000 miles 
for $100, and that he was seeking excess 
baggage of 125 pounds. 

The National Secretary advises that 
this was an erroneous report, as he has 
received letters from Chief Quirk of the 
Interstate Commerce Commission, and 
also from Commissioner Frederick I. Cox, 
that no conference has been as yet held 
pertaining to the issuing of scrip coupons 
or rates of interchangeable mileage. 


N.S. T. A. Watching Developments 


The N. S. T. A. in conjunction with the 
International Federation of Commercial 
Travelers’ Organizations are keeping close 
watch on developments and will be 
among the first to be acquainted in 
advance with whatever will or may 
transpire. 


The proposals made by the shoe trade 
at the first hearing before the Interstate 
Commerce Commission of September 
26-29, was, as previously published, and 
as published herewith. 


Counter Briefs to be Filed by November 15 


At the September 26-29 hearing, Com- 
missioner Meyer, Chairman of the Inter- 
state Commerce Commission, instructed 
the opponents of the Interchangeable 
Mileage Bill to have all briefs in by 
November 1 and ruled that counter briefs 
should be presented by November 15. 

At the completion ‘of the period of brief 
filing, the National Secretary states that 
the proponents and opponents of the 
measure will in all probability be called 
together in Washington. 

The National Offices issues the above 
statement through our columns to correct 
any wrong impression that may be enter- 
tained contrary to the present status of 
Interchangeable Mileage. 

A decision as to rates, baggage, and 
other points in the functioning of the 
Interchangeable Mileage will doubtless 
be rendered by December 1. 


George W. Manson, Jr. 
Travels for Dalton 
4 
In our Shoe Traveler Department of 
October 21, an item appeared giving the 
names of some of the trade present at the 


B 0,0 TTA N D{S}THIOE RECORDER 





ED. E. MARTEN 
Rice § Hutchins Chicago Co. 





funeral services of the late Charles F. 
Maxwell, in which George W. Manson, 
Jr.’s, name was mentioned as being con- 
nected with Thompson Bros. Shoe Com- 
pany. This was an error. George W. 
Manson, Jr., represents The Dalton Com- 
pany, Inc., of Brockton, Mass. 





What the Shoe Trade Wants 


1—That a scrip coupon ticket be 
issued. 

2—That the rate be 33 1-3 per 
cent under existing rates, with a 
sliding scale applicable to the rates 
in the various parts of the country. 

3—That the denomination of this 
coupon book be $100 gross. 

4—That these tickets be avail- 
able at all first-class offices and 
principal ticket stations. 

5—That these scrip coupons 
bear the signature of the original 
purchaser and be usable for six 
months. 

6—That these coupons be non- 
transferable and be pulled by the 
conductor of the trains; that the 
same coupon be usable for inter- 
changeable, interstate, and intra- 
state travel. 

7—That these coupons be ac- 
cepted for all mileage charges and 
baggage charges, including excess 
baggage, excess valuation, excess 
measurements, storage, and trans- 
fers at the terminal points. 

8—That the baggage remain as 
it is at 150 pounds. 
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Cahill Shoe Company Sales- 
force in Territories 


The ‘following salesmen of the Cahill 
Shoe Company are now in these territories. 
The line-up is as follows: George Gregory, 
Big City Trade; Robt. A. Booth, Cleve- 
land, Ohio; Hugh M. Brown, Alabama, 
Georgia, North & South Carolina; Stanley 
Davis, Wisconsin; Wm. J. DeCamp, 
Arkansas and Oklahoma; Jas. D. Duckett, 
Colorado; D. W. McKeown, Northern 
Ohio; J. L. Mitchum, Tennessee & Ken- 
tucky; Uric Randolph, Pennsylvania & 
West Virginia; Geo. Schuette, Southern 
Ohio & Indiana; Finley Sheets, Texas; 
James Srail, Cleveland, Ohio; H. F.Steven- 
son, Mississippi & Louisiana; John A. 
Hach, Michigan. 


Walter H. Page is Dead 


Walter H. Page, director and sales 
manager ot the Cass & Daley Shoe Co., 
Salem, died at Hotel Touraine, Boston, 
last week, after a long sickness. He sold 
shoes to the wholesale trade for many a 
year. He is survived by a widow, a 
daughter, and a son, William Page, of 
Page, MacLaughlin Shoe Company, of 
Melden, Mass. 


Worbass Talks about 
European Trip 


C. J. Worbass, a Walk-Over salesman 
who has just returned from a visit to 
Europe, gave a recent informal, but in- 
teresting talk of his experiences while 
abroad at a recent meeting of executives 
and department heads. 


Hannahsons Salesmen’s 
News 


The following changes and additions 
have recently been made in the sales 
organization of Hannahsons Shoe Com- 
pany. Tom Boydston has been engaged 
to represent this house in Arkansas and 
Mississippi; R. J. Leiser is now covering 
Minnesota, North and South Dakota; 
J. E. Creager has recently been engaged 
to cover Philadelphia and Eastern Penn- 
sylvania, also Southern New Jersey. 


New Shoe Stores 


Regal Shoe Store, 125th Street and 
Seventh Avenue, New York City. (Men’s, 
women’s and children’s shoes.) 

C. S. Maloof & Co., 26 West Mitchell 
Street, Atlanta, shoe department, M. B. 
Horwitz, Manager. 

The Shoe Store, 55 King Street, St. 
Augustine, Fla. 

Texas Dry Goods Co. (Frank Schwult, 
Prop.), Richardson, Texas, shoe dept. 

Goldin’s Clothing Co., Appleton, Wis., 
shoe department. 

Tuttle & Scott, Muskegon, Mich., shoe 
department. 

Henry Means, Fulton, Mo. 
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Lazarus Fried & Sons, Inc. 7 


Established 1879 
“Snappy Styles at Popular Prices” 


118-120 Duane St., New York, N.Y. 


IN STOCK 
Immediate 
Shipment 





—_ No. se No. 1101 
year Welt Oxfords Goodyear Welt Oxfords 

Wingfoot Rubber Heels Spring-step Rubber Heels B-7 
No. 2225—Black «wee Calf, Wing No. 1101—Mahogany, wing tip, C-D Hee 
Tip, square last, A-D .25 We have IN STOCK $3.10 hf 
No. 2226—Black Boarded ‘Calf, ‘Wing many othersnappy No. 1102—Mahogany, wing tip, square Coc 
Tip, square last, B—-D. $4.15 oxfords and pumps last, B— "$3.10 


No. 2227— Mahogany Calf, ‘square last, No. 1103—Gun Metal, wing tip, uare 
B-D $4.06 eee ee SR 2.:...5 ceasacssiantl $3.10 
No. 2228— Mahogany Calf, wing ti No. 8608—Patent, square last, B—D. 
square last, B—-D. $4.38 $3.10 
No. 2229— Mahogany C ‘Calf, round toe, No. 1100—Mahogany, round toe, mili- 
military heel, B—-D. P .. $4.00 tary heel, C-D $3.00 








i EE ee ee eee ee ee ee 
-_--e ee ee eee eee eee eee ee eee ee ee a a 


~~ Comfort” 


‘““AMERICA’S BEST COMFORT SHOE” 


Two Fold Value 


Stylish enough for the con- 





servative dresser. They afford 


the wearer a very dressy ap- 


——————— ee 


pearance with 100 % of com- 


fort. Sixty Styles of Boots; 


Straps and Oxfords in Stock. 


Ault-Williamson Shoe Co. 


Manufacturers No. 490R—Best Quality Black Kid, 7 1-2 inch 
Polish, ni 8 Wingfoot Heel, Imitation Tip, Com- 
No. 6R—High Grade Black Kid 7-inch Polish, 12-8 Auburn Maine bination Last. 


Wingfoot Hi No. 492R—Same Style with Plain Toe. 


No. 13R—Same Style with Stock » 
oe. ¥ : Tip. LOS ANGELES OFFICE, 109 E, 8th STREET Gambtnetion I M ts: B, Ball; A, In- 
Both In Stock B, C, D, E $3.50 BOSTON OFFICE, 139 LINCOLN STREET sstep; AA, Heel. 


_————— eee a 
——— os 


a ee 
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“Talk Turkey” For You 


No. B720 


$3 85 


1c 


— a a a a a a a a a a a a a a a a a a a a ob a a a oe ah at ah at sh a at aie at ab a st aah st str a at at am ae ah ate ate ate fae mt 


That is the real reason for the popularity 
of Hannahsons satins—they talk turkey. 


In other words, they are easy selling mer- 
chandise that net our customers splendid 
profits. 


Our’ customers buy them again and again 
because they are stylish shoes of quality 
and reasonably priced. Send us your trial 
order today. 


B-720—Black Satin One Strap, 16/8 Full Breasted Louis 
Heel, Genuine Turn, Leather Lined, Metal Ornament. 
Widths A to D. Code “Pan” $3.85 
B-730—Same except 14/8 Junior Full Breasted Louis Heel. 
Code “Pat” $3.85 


No. B786 





In Stock 


ee ee eee ee ee ee ee ele ee ee ee ee ee ae ae ae oe oe oe oe eae oe oe ees 


B-786—Black Satin Wide One Strap, 9/8 Mili Heel, Rhi 
stone Button, Genuine Turn, Leather Lined. Widthe B to D $3.10 
B-776—As above except Imitation Turn 


No. B802 


$9.85 


_—_— = | 
ee te ee ee ae a a ce a es 








B-802—Black Satin One Strap, 14/8 Jr. Louis Heel, bro- B-865—Black Satin Colonial Pump, Imitation Turn, 
caded quae, leather lined, imit. hodnng Widths B to D. Leather lined, 14/8 Spanish Heel. Widths B to D. Code 

$2.85 “Rae.” $3.00 
B-777—Same as above except genuine turn, 16/8 Full B-887—Same as above except Genuine Turn, 14/8 Full 
Breasted Louis Heel. Widths ato D. Code = Breasted Spanish Heel. Widths A to D. Code CMs 


Hannahsons Shoe Co., Haverhill, Mass. 
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buys any one of the numerous ;mitations of the Glove-Grip shoe 
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WOULD YOU PUT 
A LIGHTED MATCH : 
TO GUNPOWDER ? - 
: 
| 
BUYING AND SELLING SHOES PURPORTED TO | 
BE LIKE, OR SIMILAR TO “GLOVE-GRIP”’ SHOES, | 
| HAS ITS DANGER. SEE PARAGRAPH THREE OF _ |] 
OUR WARNING OPPOSITE T 
! 


IN 





The sound business judgement of the trade 
has prevented imitations of the “Glove- 
Grip” shoe from being looked upon with 
favor. 

It is widely known that there is and never 
was but one “Glove-Grip” shoe. That one 
is “Made by Arnold.” He was a pioneer in 
the field of orthopedic shoemaking. His 
ideas were sound and they received the en- 
dorsement of patent experts. “Glove-Grip” 
shoes are today most popular. This time- 
tried and proven satisfactory shoe is a profit- 
able merchandising proposition. No imita- 
tion can equal the original in selling value. 








Sixteen styles for men and twelve for women 
are carried in stock. All branded “Glove- 
Grip” and packed in “Glove-Grip” cartons. 
Prices assure pleasing retail profits. Get an 
iron grip on the trade in YOUR locality by 
selling “Glove-Grip” shoes. Be in on a 
winning line. Write for catalogue —S. | 











M. N. ARNOLD SHOE COMPANY 
NORTH ABINGTON, MASS. | 


BOSTON OFFICE, 10 HIGH ST. ROOM 801 


NEW YORK OFFICE, 127 DUANE STREET 
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In Stock + +: 





No. B290 
No. B292 






No. B288 


Tip, 14-8_Cuban Heel. Welt. Price... .$4 


NEW FALL STYLES « + 






No. B288—Patent Colt Oxford, Imitation No. B290—Two-tone Russia Calf Oxford 
50 with tip. 10-8 Cuban heel with Rubber t Louis covered wood heel. Turn. Price. .$5.50 

ee WO Bled chtnencadennesdtt $4.65 
No. B292—Black Ooze Calf Oxford, Patent 
Colt Trimming, Patent tip. 10-8 heel. Welt. 
Peed encovesecvecs $5.00 


Joy, Clark & Nier, Inc. 


Rochester, N. Y. 


In Stock 








No. B294 






eee s—“‘_O 


No. B294—Patent Colt Colonial, 16-8 Spanish 




















No. B293—Gun Metal Oxford, Scotch Grain 
Trim, 10-8 heel with Rubber top lift. be 


PUEBe co cccccccccececccecoesccosceses $4 





Terms: Net 30 Days 





No. B295—Black Satin Colonial, 16-8,Spanish 
covered Louis wood heel. Turn. Price. .$5. 











Kistler, Lesh & Co., Inc. 


COMMISSION 
LEATHER MERCHANTS 
FINE OAK SOLE LEATHER 
BELTING BUTTS 


332 Summer St. BOSTON, MASS. 


APPROVED BY 
MEDICAL MEN | 


VENTLATIOR 
OATENTE® 

















| No. 3233—Twelve Flowering 

>| Plants, including pots, in a box 
; complete $5.00; larger size, 
a | No. 3234, six plants te a box, 
| per box $3.60. 


Write for ILLUSTRATED 
| CATALOGUE im colors No 32 
". | of Artificial Flowers and Deco 
"| rative Plants, mailed FREE 
' FOR THE ASKING. 


61 BARCLAY STREET 


NEW YORK, N. Y. 








Seventy-five Years’ Service 
To American Business 


is assuring that your fire insurance policies, if 
placed with us, are in hands who can protect 
a to the utmost. 

f you are planning a new store or need addi- 
tional insurance in your present store, write 
to us, asking about our special policy for shoe 
merchants. 

“Save the Saving” 


Fitchburg Mutual Fire Insurance Co. 
Fitchburg, Mass. 
The city of 141 diversified industries 99% of which are locally owned 
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BRANDED OR UNBRANDED 


IN STOCK STYLES-MEN’S FINE WELTS 


Every wearer of Crawford shoes knows that they give Satisfaction. No expense 
is spared to have lasts and patterns of the very latest designs. The quality of 
materials used in their construction is of the BEST, combined with the 
unexcelled workmanship of the New England shoemaker, who leads the world. 


~™ *, 


Braue 3 Bente eee _- Fie & A No. B-973—Men’s Oxford Black Imported Boarded. 
a Scotch Grain Apron and Heel Stay. $5 8 5 










Calf” 6h R Os hing Thrush t. Box. Hyy. 14 Edge. Single ~vY a ws 
Heavy Si 1% ; — Winetoot 4 ‘00 Last. Code “Ralp.” Widths A 
Hod. Widthe A to D. Code No. B-976—As 973 only in Gallun’s N - 5.8 5 
io. s only in un’s No. 4 Norwegian wi 
No. Besa No. 888, pea = Tan Scotch Grain Acree and Heel Stay. “4 
Black Boarded. Widths A to Lenox Last. Code “Sandy.” Widths 5. 85 
Code “Doggy.’ A to D. 


USE OUR 
STOCK 
SERVICE 
FREELY 


EVERY NUMBER 
A GOOD ONE 





No. B-939— Men's Genuine 
‘ord, 





No. B-847—Men’s Oxford, Darby 
rae “we -4 s No. 4 - Heavy 
Goodyear 60 


Black Viking. Code * 


Hel. ¥ Wide A to 5.6 
Demo. No. Pee S9 as 847 i gee — aaa 's $ 5. 6t ae Hea 


Send for copy of our latest IN STOCK Style Book 


CHARLES A. EATON COMPANY 


“The Sterling Shoemakers of New England” 


BROCKTON, MASS. 


BOSTON—207 Essex Street NEW. YORK—127 Duane Street ATLANTA—226 Peachtree Areade 
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STEP LIVELY, BUYERS! 
HERE’S A TRADE! 






No. 916 


READY TO SHIP 


All over Patent Turn with black ooze tongue 
Widths, AA--D 


PRICE $3.75 








Terms, 2-10, net, 30. 


ELLIS-EDDY CO. stoemxers) Lewiston, Me. 
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Our New Regent 
Pump 


Black Satin Pump 
Fancy Rosette Rhinestone Buckle 
16/8 Louis Heel 
Made on our New Medium Toe Last 
Deliveries 5 to 6 weeks 


STOCKBRIDGE SHOE CO. 


Women’s High Grade Novelty Footwear 
HAVERHILL, MASS. 











Boston Office: 207 Essex Street Address yy = ne 
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Men’s imported hand turned, plaid, 
everett, full grain leather sole. Sizes 
6toll. Case 


15% IN STOCK 


36 pair case lots only. 
We guarantee their 
satisfaction, but we 
cannot send samples, 





70 Pac 


129 Duane Street 


Terms Net 30 Days 


New York 





Men’s 2602 


Golo Slipper Company Colors—Oxford and “_ Sizes 

















Men’s Black Kid 
“KENMORE” 


B, C, D, 6-11 


(~) MA 





PHLEXOPEDIC 





SHOE 


We have received so many 
requests from our customers 
that we have decided also to 
feature a ladies’ Black Kid 
Phlexopedic oxford—as illus- 
trated Stock No. 3—in addi- 
tion to our men’s Black Kid 
Blucher—Stock No. 611. Sam- 
ple pairs of both styles on 
request. 


In Stock Now 


We shall be very glad to quote 
prices and delivery on Phliexo- 
pedics made to order men’s 
and women’s styles in kid, 
kangaroo or calf. 


BOSTON, MASS. 





No. 3 
Women’s Black Kid 
Lace Oxford 
Phlexopedic 


A, B, 434-8 
C.D, “PROM” 





PACKARD COMPANY 


BROCKTON, MASSACHUSETTS 





OPPOSITE oe STATION Gs % EX 


McCARTHY BROS., PROPRIETORS 
400 rooms, 300 baths, $2.00 a day and up, 


The “‘repeat” business at the Essex is convincing that guests are so pleased with the service 
they come here again and again. Have You ever stopped at the Essex? It’s central 
to everything that would interest the pleasure seeker or business man visiting Boston. 


THE ESSEX HOTEL COMPANY 





ABSOLUTELY FIREPROOF 















ARCH PRESERVERS 
IN STOCK 


Men possess a certain pride in their appearance. They realize 
that well-shod feet indicate personal taste. The shoe of their 
choice must be stylish and well made, yet comfortable. 








We have summonsed Science to aid Good Shoemaking. Where- 
fore, we know that Arch Preserver Shoes fit the normal foot 
perfectly and restore the imperfect foot to a normal state. 


Through exclusive patented features of construction, Arch 
Preserver Shoes are made to fit with scientific comfort, and, at 
the same time, assure the wearer that his feet ‘are correctly 


clad. 


And these shoes sell—to all your men customers—readily, and 
with profit! 


E.T. WRIGHT & COMPANY, Inc. 
ROCKLAND, MASS. 














Stock No. 347—Black 
Kid Straight Foxed Blu- 
cher. Dartmouth Arch Pre- 


Stock No. 247—Havana 
Brown Kid Bal. Widths 


es server Last. , Widths AAA- 
, $8.75 
ve, Price, $8.00 


Stock No. 447—Same in 
Havana Brown Kid. ‘ 
Price, $8.75 

















E. T. Wright & 
Company is sole 
manufacturer of 
Arch Preserver 
Shoes for Men. By 
ordering from our 
In Stock depart- 
ment, you can se- 
cure the styles here 
shown. 

























Stock No. 170—Imported 
Black Boarded Calf, Ox- 


Seeck Ne. 157 —Black Calf 
ford. Yale Last. Heavy . 


Hea Single Sole. 
Harvard Lert. OS ick 


Single Sole. Wing-foot AAALD. 
Heel. Widths AA-D. 
Price, $7.15 Price, $7.60 


Stock No. 180—Tony 
Brown’ Calf (Same as 
Above). 

Price, $7.25 
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Nothing in the shoe 
but the foot 


HOE specialists insist that shoes 
built with Crawford Arch Sup- 
porting Shanks are scientifically correct. 
Such shoes relieve fallen arches and safe- 
guard normal feet. They bring health 
and happiness to your customers and 
increased business to you. 

















Crawford Arch Supporting 

Shank is built right into the shoe 

—fitted between the inner and outer 

sole and locked to the insole. It pre- 

serves the shape of the shoe, giving sup- 

port to the arch and ease to the foot. It 
cannot abrade the skin. 


To boost your business, sell shoes built _s 
with Crawford Arch Supporting Shanks. No, 1 


Oxfo 





No, 14 
Oxfo 














United Shoe Machinery Corporation | __ 


Boston Massachusetts [Sy 


The Boot and Shee Recorder will appreciate your mentioning the publication tm replies te advertisements. 
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ENCH,SHRINER& URNER 


MENS SHOES 


Viking 





No. 58 Cordovan Bal 
No, 114 Patent Calf ~ 76 Gun Metal Ox- 
or 


Oxford No. 107 Tan Scotch ¢ 

No, 148 Gun Metaj Grain Oxford ea, ee 

Oxford No. 173 Black Scotch No. 189 French Calf 
Grain Oxford Oxford 


IMMEDIATE DELIVERIES 


from Stock 
Illustrated are six different models, designed to’ meet the} immediate 


requirements of dealers who sell the better class shoes. 


FRENCH, SHRINER & URNER 


FACTORY AND SALESROOM 
63 Melcher St., Boston, Mass. 





























ut No, 80 Black Kid Bal 
No..15 Brown Kid Bal He. aio 12 Russia (36 double sole) 
No. 34 Kangaroo Bal . No. 110 Black Kid Bal 
No. 75 Russia Calf Bal No. 66 Gun Metal Bal (Single Sole) 














Not Rubbed On 


= 
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W & C Arch Support Styles 


IN STOCK. = Goodyear Welts 
with Cushion Soles. 


Those dependable 
shoes that charac- 
terize this line. 








Wise & Cooper 


Stock No. 40. Price, $5.00 Net Stock No. 50. Price, $4.00 Net P y 
Black Kid, 8-inch Lace Boot. Combina- Black Kid Lace Oxford. Combination Last. AUBURN ie MAINE 


tion Last. Cushion Sole. Arch Support Cushion Sole. Arch Support Counters. 
Counters. 11-8 Rubber Heel. 11-8 Rubber Heel. 


SIZES IN STOCK SIZES IN STOCK MAKERS OF GOOD 


/ : . Bo 9; AA—4% to 8; A—4 to 8; B—3\ to 9; 
57.4: Bn eee CAS 40's: BOI to ED tee SHOES SINCE 1883 





*’ OPERA PUMPS «-. 


The Hit of the Season |} | ....-1- ¢.00as2.5°™ 


goons a ee le 
oe 256—Patent Seamless, 16-8 aes 


e: 
No. 





No. 266—Patent vamp,  Brocaded 
Quarter, 16-8 Louis Heel........ $3.75 
Also carried with silk rosette and orna- 
ment attached —25c pair extra, on 
three heels — 16-8 Louis, 16-8 Spanish 
and 13-8 Cuban. 


Hi Grade Turns, Full Breasted 
Heels. All French Bound. 
No. 156 


EMIL LUBLIN, Inc., 138 West Broadway, New York. 








BLOODED-STOCK 


This pleated silk Colonial tongue has an irre- 
sistible appeal. It will convert your strap slippers 
or any shoe suitable for ornamentation into 
Fashion’s very latest whim. 


$6 per Dozen Pairs 
IMMEDIATE DELIVERY 


SURPASS MFG. CO. 


447 Myrtle Avenue Brooklyn, N. Y. 
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Changes in Business 


Current Events in Failures, Sus- 
pensions and Activities in the 
Shoe and Leather Trade 


FAILURES 


ton—H. R. Haight, ay shoes, reported pe- 
*titioned i inte p baeeate 
ide & r~ Co., leather, reported 
a, 
ine. 5 Mass.—M. E. & J. C, Flynn, shoe manufac- 
petitioned into bankruptcy. 
whales O. Timson —y Co., shoe manufac- 
petition into bankruptcy. 
olonial Counter Co., manu- 
. sapesead petitioned into bankruptcy. 
ee Novelty Department 
Store, shoes, etc., reported petitioned into bank- 
ps. co feported offering to compromise at 
mg ‘ia.—M. F. Dees, Gam, etc., reported 
a into bankrupt 
Petaluma, Calif.—W ebster- pray t- ~ manu- 
facturers, reported petitioned into bankruptcy. 
tunes, Win— 2. Kaniinan, choc, etn, sported 
pe.itioned into bankruptcy. 
Loganville, Ga.—Worthey’s Cash Store (T. M. 
orthey) shoes, etc., reported petitioned into 
a? 
Chicago, Ill.—Peerless Mercantile Co. (Paul 


“Qimon Barnett (1247 N. Clark Street) shoes, 
reported petitioned mto ba 

Des Moines, Ia.—Dr. R. U. Wi Scientific 
ae fom, T. -—4 _ Rex U. Wilkinson pe- 
pial, Mian. Gun | Gon, etc., re- 

compromise at cent. 

gions tin, ea me Barton Shoe Co, whole- 
Pe reported liabilities, $32,582; assets, 
Mizpah, Minn.—G. A. Semon, shoes, etc., reported 


Medicine Lake, Mont.—Edward Stubbans, shoes, 
etc., reported assigned. 

Brooklyn, eg gh tore) 

(165 Summer oo reported petitioned 
into bankruptcy. eported receiver appointed. 





WANTED TO PURCHASE 
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MISCELLANEOUS 


MISCELLANEOUS 








HIGHEST CASH PRICES PAID 
for entire shoe stocks. we ae yr 
surplus or slow sellers. Quan 
Retail or wholesale. Short term beeen an 
off your hands. Wire or F us. Corres- 
confiden: Established 


tial. 1890. 
MAX GLAUBERG 
2 Lispenard Street, ~_ > ag City 


We alo furni 
e jo Sastiass cating, Se 

















BINDS aswell as «s SUPPORTS 
The Front Arch 


The common sense principle of 
binding and supporting appeals to 
the Foot Sufferer. 


IT SELLS ITSELF 


Above Lo agp a > a facsimile of de- 
monstration device we furnish you. You 
ae te eon S, tee, Saree 
se how costemers ase ettensted: rite 
C. R. ACPIELD, Dept. K. C. 1328 Broadway, 
New York City 


FAMOUS GLASS 
FIXTURES 


Shown in Catalog G. F. 


Wood Fixtures 
Catalog No. 14 


Artificial Flowers 


Catalog No. 19 


I'f 


Window Valances 
In Stock —Ask for Samples 


Window Rugs and "Plush 
Samples Sent 
The Hecht Fixture Co. 
Medinah Bldg. Wells and Jackson 
NEW YORK SHOW ROOM 
70 West 36th Street 
Just East of Broadway 





Chicago 














Metal Shoe Fitting Stools 


and Floor 
Mirrors 


No. 141 


THE CHICAGO 
WIRE CHAIR CO. 


621 N. La Salle Street 
Chicago, Ill. 


Write for 
Catalog 
and Prices 








The Most Popular 
Size Stick 


“VARNUM” 


Trade Mark 


Made in Three Styles, 
No. 1, 2, 3 


With Standard Measures, 
English, French, 
American 


Price No. 3 
$1.50 Each 


“Varnum” Size Sticks 

are made of Extra 

Quality Maple Wood, 

with Nickel Plated 
Trimmings. Makes an attrac- 
tive fixture for the store, also 
a long wearing and useful one 
as well. 


Write Us Direct if Your Dealer 
Cannot Supply You 


Frank W. Whitcher Co. 


Manufacturers 


BOSTON, MASS. 
BRANCH, CHICAGO, ILL 

















Bicycle 
STEP 
LADDERS 
are made 
in many 
styles and 
to fit all 
kinds of 

shelving. 
Send for cata- 
pn tm me Fa 
and guices 


THE BICYCLE 
STEP LADDER 





Every Shoe Store Needs 
“MANCHESTER” 


(Trade Mark Reg. U. S. Pat. Off.) 
CURVED JAW CUTTING 


NIPPERS 


The only nipper 
made which is just 
the right shape to cut 
out tacks on the in- 
side of shoes. 


**Manchester”’ 
Trade ost wh Res- U. 8. 


ne are made of 

ade tool steel, 

nee plated with a 

curved jaw that en- 

ables you to cut the 

tacks close to the in- 
sole. 

Be sure and specify 
Genuine 
“MANCHESTER” 
curved jaw when or- 

dering. 
Write us direct if 
your dealer cannot 
supply you. 

Price, $4.00 


Frank W. Whitcher Co. 


Patentees and Manufacturers 


Boston, Mass. ten Wr teks Se, 
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$3.50 
- 7.00 
10.50 


16.00 14.00 





Recorder rates for space less than one-eighth page per 


13 times 26 times 52 times 
$3.00 $2.50 


12.00 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


OSITIONS WANTED—Four cents per word for cach insertion. 
amount 


6.00 5.00 
9.00 7.50 
10.00 





Payment in advance is required, except when regular advertisers, as amounts are to small to open accounts 


seventy-five cents. For other 














SALESMEN WANTED 


SALESMEN WANTED 


POSITION WANTED 





OL? established factory, infants’, child's, misses’ 
welt Construction, wants Salesmen. Calf stock, 
best oak soles, Wingfoot heels, leather box. Qual- 
ity shoes at moderate prices. Three 

Address D-566, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


ANTED—Salesman to carry line of high grado 
Wienke strictly commission basis, through 
California and ‘middle’ west. Address D-565, care 

Boot and Shoe Recorder, 307 South St., Boston, 





Mass. 

ALESMEN for ladies’ silk 
S to handle hans ive styles to the ary 
shoe and specialt — wee 
and line now hand D-557, care 
eo fecarder, 207 Beate St, 

ass. 


GALESMEN wanted with retail exper 
sell on commission to retail and j 

a liae of men’s medium 

Territories covered: New 

Mississippi, Illinois, Ohio and 

D-562, care Boot and Shoe 








ote 207 South St., 





sylvania, ca 
line, also full 1 Tine 


corder, Suite 1420, Widener Bidg., 





ATTENTION, 4 ~y =v K im ES are 
making money for some es 

make that money for yout b 

business? A Sy yy 

turns is looking for an i 

Con opting er apiece he naman 

by investing $10,000 and his services. Furcher 


Address K-659, care 
and Shoe Recorder I 127 Duane St., New York. 








entucky, 
'y hustlers with established t cake peed eget. 
Please ive fall detail a 1c length of time covering 


icing Tine peat preferred. The n Cleveland Show Mts 


Go Bea? Clack Aves 


ANTED— Experience 

Waitin ena i 

hs fF Te ! 
and Shoe Recorder, 207 





po BUYER wishes to make a change. Twenty 
ears’ shoe experience. Twelve years as man- 
aan buyer. Address K-658, care Boot and 
Recorder, 127 Duane St., New York. 





GALESMEN WANTED—For our new line of 
women's 
vember 15. 
Mich I Wiewesine Mi ; Vv 

owa, 
and North end South Caroline. Braver Bros. 
Company, Louis, Mo. 


ANTED SALESMAN carry 
Ww ladies’ novelt sro 
Kansas. 





1912 Pine St -» St. — Mo. 
GALESMEN Yt ee ad bag 
stock of i 


Denne of quantities —. = Co. 
Broadway, New York City. Pennsylvania yt 














Salesmen for New England and New | 
York State to carry a fine line of Men’s . 
Dress shoes (6 styles) commussion, 6 
per cent. Requirements: Ex 
Swans Wesnsenditg and Acquaintance - 
on the territory. All i 
strictl y confidential. Honor’ Shoe 
Co., 73 Albany St. Boston. 














POSITION WANTED 


Preony § SUPERINTENDENT AND QUAL- 
MAN, who knows A aay ny ap 
who is now 


10 conmect with li » hy 
eS om ii ive =r 


saree branches of _@ —. ‘Address 
care and Shoe Recorder, 207 South 
Boston, Max. - 





LINE WANTED 


Lins PRICED LINE women’s, misses’ and in- 
to — commission to jobbing 


y* D-563, joe Re- 
}-. 207 South St:, Boston, Mass. 








“TO LEASE _ 


GHOE DEPARTMENT, exceptional opportun 

ted in a newly built modern, up to the minute 

indies sendy <n-seuy hep ae West 125th i — 

* i, — sdepag Long lease. 46 W. th St., 
ew 








OPPORTUNITY 








Shoe Manufacturer 
With Money to Invest 


I am ready to invest up to on8,e00 ina 
going shoe facturing 
preferably women’s turn shoes. Must 
be located not far from Boston. My 
experienge has been thorough in both 
sales and manufacturing ends. Would 
want to take active part in the business. 
Will consider o a proposition that is 
fundamentally healthy. Address D-556> 
are Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 














SALESMEN WANTED 


We have the states of Oh peavege- 
vania, New York, Virginia, 
ia, Illinois, Missouri and New Eng- 
high sales- 


to retail at $5. $6 and 

tion for the man who wants to 
make big money. Unless you have an 
established trade do not waste any 

We have the 

shoes and can give real service on de- 
liveries. What we want is men of high 
caliber and ability to sellthem. If 
are the right man write us in detail im- 
mediately. Address D-564, care Boot 
and Shoe Recorder, 207 South St., 
Boston, Mass. 























Profitable Side Line 
for Shoe Salesmen 


A good line of standard hosiery which 
sells easily in shoe stores is available for 
shoe salesmen. No hulky samples— 
just three cti b which 
sell themselves. Liberal commission 
arrangement makes possible large ad- 
ditional profits from any territory. 

For particulars write D-559, care 
Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 
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FOR SALE 


WANTED TO PURCHASE 











R SALE.—Fine shoe store stock and fixtures. 
About $7,000. Long lease. A. Kesler, Adrian, 
Mich. 





Fin SALE—Lease, fixtures and stock of ladies’ 
ts’ footwear in Central Illinois. Good 
or selling. Address D-545, care Boot and 
Shoe R er, 207 South St., Boston, Mass. 
fork SALE—REAL SHOE store in a real Indiana 
a Everything , tion, trade, 
uipment. xceptiona copertanity; 
— “9 once. Address D-533, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 








FOR SALE 


Brand new Exclusive Shoe Store in best 
city and richest farming district, 
" About $1 2,000. 

Cheap rent, in jon with g 
store. Sudden illness. yptional 
portunity. No trades. nquire 
Wa = & Howarth Inv. Co., West Point, 











AUCTION SALE 
For the account of B. Forman & Sons, 
Roanoke, Va., 70 pairs Ladies Patent 
Leather Pumps, at the office of The 
Effron Company, 334 Main Street, Cin- 
cinnati, Ohio. on the 8th day of No- 
vember, 1922, at 10 o'clock, a. m. 
THE FEDER GREGG SHOE COMPANY 

Gest and Evans Street Cincinnati, O. 














CASH PAID 


Ser cine steven co quayinn shaskn of chats of 
merchandise. 


We wil ~ Leases taken over. 
e send a representative to investigate 
and make offer upon request. 


Kalter Cerf. Mercantile Co., Inc. 





591 Broadway, New York ox 
Phone Spring 5160-5161-516: 











MISCELLANEOUS 








WANTED TO PURCHASE 








SHOE STORES 
BOUGHT FOR CASH 


Retail or Wholesale Stocks 
Any Amount Write Me 
D. KOCH, 908 Putnam Ave., Brooklyn, N.Y. 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 comeest NEW TuRK, N.Y. 
ONE—SPRING 9965 


WILL sLow SELLERS )FOR 
BUY (EXtine stocks SCASH 
Barzains ia shoes atways oe hand for special sales and bery an basements 








CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 


KIRSCH-BLACHER CO., Inc. 
293 Church St., New York, N. Y. 
Phone Canal 0679 








DO YOU CONTEMPLATE 


Reting or going out of business? 
a for your entire or surplus 


Span to run taken over. 
Eatablished 


years. 
I. OLENICK 
413 Broadway, New York. Tel. 9531 Canal 








y highest cash price 
of shoes or 
object. 


a ple Br - | Am = 








*ROOKLYN PURCHASING SYNDICATE 


FRANK WALK Proprieter 
610 Broadwa Breokiy= 
Phome Stagg 175 











t, lightest and most 
ee fitting stool on the market. 





































falines houses. [If your jobber cannot 
supply you, order direct from us. 


MILBRADT MFG. COMPANY > 
2416. N. 10th St. St. Louis, Mo. 


For ae eS of 
ilbeae Rolling 








CHAIRS 
SETTEES 





WINDOW DISPLAY FIXTURES 


‘the OSCAR ONKEN CO. 
1181 4th St. CINCINNATI, OHIO 











Milbradt Rolling 
Step Ladders 


ghyecs 
f dict 
25 

Ht rial 
stk 


rE 
pei 
uf 


2 

s 

ry 

z 

i 
ort ? 


ret 
Tt 


5 
i 
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tk 
iH 
i 


z 
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Manufacturing Ce. 


2416 No. 10th St. 
ST. LOUIS, MO. 
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PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT BY THE 


BOOT AND SHOE RECORDER 
PUBLISHING CO. 
(Incorporated under Massachusetts Laws) 

CAPITAL $150,000 
OFFICERS OF THE CORPORATION 


CHARLES G. PHILLIPS, President 
EVERIT B. TERHUNE, Treas, and Gen] Mgr. 
GEORGE W R. HILL, Ist Vice-President 
H. WALTER SCOTT, 2d Vice-President 
ARTHUR D. ANDERSON, Secretary 


SWAIN, CARPENTER & NAY, Counsel 
73 Cornhill 


ARTHUR D. ANDERSON, Editor 
E. C. LOGAN 
OWEN A. THOMAS 
HELEN M. HANEY 
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PUBLISHER'S NOTICE 


SUBSCRIPTION—The subscription 
Boot and Shoe dl meyl -ayy is ‘tb 
which includes 
M, -—A 





advance 





FOREIGN SUBSCRIPTION—The price to 
foreign countries except the above is Siete 
per year, including postage. 

All subscriptions are payable in advance. 

ADVERTISING RATES—Card of 
Rates furnished 


on an Kf For rates 
for Wants, for Sales, etc., see Want 





OFFICES IN 
BOSTON OFFICE: 207 South Street. Corre- 


a Id be add 


BROCKTON OFFICE: 
W. R. Hill, Manager. T 


CHICAGO OFFICE: 189 West Madison St. 
Telephone Main 1089. B.C. Bowen, Manager. 


1627 Locust St. B. C. 








ST. LOUIS OFFICE: 


wen, Manager. 
— YORK OFFICE: Room 101, Graham Bidg., 
wane St. H. Walter Scott, Manager. 


PHILADELPHIA OFFICE: Suite 1420, Widener 
Building. H. Walter Scott, Manager. 


HAVERHILL OFFICE: Chamber of Commerce. 
R Haverhill National Bank Bldg. Geo. 


Ww. R. Manager. 

CINCINNATI iM Bo 810 Second: ietiens! 
Bank Bldg. M. wen, Mdnager. 
phone Canal 4426. 


ROCHESTER OFFICE: 623 Powers Bidg. 
Rossiter L. Seward, Western New York Repre- 
sentative. Telephone Main 969. 


LYNN OFFICE: Fred A. Gannon. 
mer tah age ees > Leonard E. Meyer 


» 405 Broadwa 

‘elephone Broadway a a ’ ” 

at ey OFFICE: William L. Daley. 
26 Jack N. W.. 


PARIS OFFICE: 2 Rue des Italiens. L. Hut 
. Manager. 
LONDON OFFICE 


che | ¢ Curt 
11 Haymarket, a - ae 


AUSTRALIAN forme a Lit. Collins St. 
elbourne. G. Jervis Manton, 
coppremenprad. OFFICE: William Sclemen, 
Manager, Wasagasse 2, Vienna, Austria. 
ARGENTINA: Buenos Aires, Rivadavia, 2721, 
P. Sabazzini. Gerente. 


BRAZIL: Gerente. John S. Fitch, 88 Hue 
General Camara. 88 Sob. 
Cue: Santiago, Las Rosas 1123-1127. One 
rimann, ite. 
CUBA: Mr. H. Gomes, Corrales, 2A Havana 
JAPANESE OFFICE: Yokohama. J. F. Wagen, 


anager. 
SPAIN: Gerente, Leoncio de Miguel, Libre 
Editor, 20 Fuecarral, Madrid. 
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Milca6ses PCSPS OV OSS CECEDE SLED SOCK EOE 14 


Emery & Beers Co., Inc., New York City. .. 161 
Everwear Hosiery Co., Milwaukee, Wis 160 


Fay Hosiery Mills, Inc., Philadelphia, Pa 
Holyoke Silk Hosiery Co., Holyoke, Mass. . . 143 
Ipswich Mills, Ipswich, Mass 

brad 25 & Company, Chicago and ™ 


ee Mills, Philadelphia 
Van Raalte Company, New York City 


FINDINGS AND SHOE STORE SUPPLIES 


Acfield, C. R., New York City 
Bicycle Step Ladder Co., Chi 
Bongiovanni Bros., New York 


Chicago Wire Chair Co., Pag 


Coultas Co., D. W., Providence, R. I 


Electric Window Salesman Co., Boston.. 
Ellis, W. E., Co., Haverhill, Mass 
Gilbert, E. T., Mfg. Co., Rochester, N. Y... 96 


Hecht Fixture Co., Chicago 


Eekn, Edw. Co the ~pereat 


Milbradt =. Co., St. sme 
Miller, O. A., Treeing 
ton, Mass 
Netschert, Frank, wens York City 
ae » Oscar, Co., Cincinnati, Ohio 
arisian Beading Works Co., Philadelphia. 131. 
Prepeer Silk Hosiery Mills. ills, inc., New York 


eho Artificial Flower Co., Chicago. . —— 
Shoe Novelty = New York Cit 
Surpass Mfg. Co., Brooklyn, N 


Vanity Novelty Works, Brooklyn, N. Y 


MACHINERY, LASTS, MFRS. SUPPLIES, 


DRESSINGS, ETC. 


Beckwith Mfg. Co., enone 

MeNichol & Taylor, Inc. 

Meyer, John C., Thread 

a - & England Wood Heel Co., Haverhill, 
132 


United Fast Color Ryelet ¢ oT Boston 
United Shoe Machinery Corp., Boston, 92, is 


Wiechman Pattern Co., Cincinnati, Ohio. . . 132 
Wind d Insole & Counter Co., Inc., Campello, 


Kalter Cerf. Co., Sten. New York Cit 83 
Kirsch-Blacher Co., Inc., New York City. . . 
Koch, D., Brooklyn, N. Y 183 
New York 

New York 
Root Ca., F. S., Boston 
Tolman Print, Brockton, Mass 
University Electrotype Foundry 
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. 181 
.. 131 


,. 181 
131 
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Style 5014 
Men’s Brown Caif- 
skin Blucher on 
Harvard last (semi- 
English toe), Wing- 
foct rubber heel. 
In stock AAA to 
D widths, all sizes. 












your feet will be comfortable. 
It is a “flexible arch’? shoe that gives the arch a firm, gentle massaging support. 





he Grant 


LEXATED 
"er SHOE “worm 

















“No Breaking In Necessary’’ 


Comfort F rom the Minute You Put Them On 

















Style 5001 

Men's Black Kid 
Blucher on Grant 
last, Wingfoot rub- 
ber heel. In stock 
AAA to D widths, 
all sizes. 





Style 584 


ber top piece. 
stock AAA to 
wicths, all sizes. 


Style 574 


Same oxford on new 
Smith College Last. 





A STYLISH 
You Can Wear 


ute you put it on. 


Women's Black Kid 
Bal Oxford, 12-8 
heel, Wingfoot rub- 


“BREAKING IN” 


A shoe for men and women that 
fits like a glove from the min- 


These Styles FLEXated Shoes In Stock 


In 
D 






SHOE 
Without 


Walk miles 


and miles in it the first day and 


arch and leg strain. A shoe to keep well feet well and make tired feet happy. 
The flexible arch makes FLEXated shoes light in weight and flexible, conforming to the foot 
and supporting it. The arch feature is built into the shoe to stay and gives a-support to the arch 
and at the same time strengthens the muscles of the foot by wearing. 
FLEXated shoes are the last word in style and are built on the most up-to-date lasts and pat- 


terns. A good looking shoe that combines style with comfort and a perfect fit. 






Style 577 
Women’s Black Kid 
Bal Oxford, 10-8 
heel, Wingfoot rub- 
ber top piece on 


Wellesley 101 last. 
In stock AAA to D 
wiaths, all sizes. 





















Style 585 
Women’s 
Kid Bal Oxford, 
12-8 heel, Wing- 
foot rubber top 


Brown 


piece on Vassar 
102 last. In stock 
AAA to D widtus, 
all sizes. 

Style 546 

Same oxford on new 
Smith College Last. 














The FLEXated shoe embodies an entirely new idea in shoe making. 


Instant relief from 


Every FLEXated shoe wearer is a Booster and a permanent FLEXated customer. Hundreds of 
the largest and most successful-dealers of the country are doing a splendid and successful business on 


FLEXated shoes. 








Write for literature and information and ask to have our Salesmen call. 














Manufactured 


THE EXCELSIOR 
Portsmouth, Ohio, U. S. A. 


by 
SHOE CO. 
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SPECIAL GRADE MEN’S HOUSE SLIPPERS 


We are stocking for IMMEDIATE DELIVERY the following complete assort- 
ment of men’s slippers. Orders filled within 24 hours after receipt. Prices are net. 


No. 2559—Tan Kid Opera. Sizes 5-11, C width; No. 2556—Tan Kid Solace. Sizes 6-11, C width; 
54-11%, D widtn. 6-11, D width. 

$3.25 $3.85 
No. 2560—Tan Kid Opera Hav. Bro. Band. No. 2555—Tan Kid Cavalier. Sizes 5-1044C, 
Sizes 5-11, C width; 54-11%, D width. widtn; 54-11, D width. 

$3.25 $4.25 


No. 2561—Tan Kid Brighton. Sizes 5-11, C No. 2500—Battleship Gray Kid Pat. Quar. & Trim 

width; 54-1144, D wiath. Opera. Sizes 644-10, C width; 6-10, D width. 
$3.10 $3.00 

No. 2558—Tan Kid Everett Hav. Bro. Band. No. 2510—Black Buck Opera Pat. Band. Sizes 


Sizes 5-11, C width; 544-1144, D width. 64-10, D width. 
$3.25 $3.00 


HAZEN B. GOODRICH & CO. 


HAVERHILL, MASS. 
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GROPING IN THE DARK 


Time was when the purchase of advertising space was a “‘blind groping in the dark.” 
Advertisers had no means of checking a publisher’s statement of circulation and often 


these figures were unreliable. 


In six years the Audit Bureau of Circulations has solved this perplexing problem. 
By a systematic analysis of distribution and methods this organization is able to supply 
just the data an advertiser needs. The darkness is dispelled and the bright light of veri- 
fied facts takes its place. Space buyers no longer find it necessary to grope in the dark. 


There are no dark spots in the Boot and Shoe Recorder circulation. Our records 
are audited by the Audit Bureau of Circulations. 


mi ie 











The Beot and Shoe Recorder will app your mentioning the publication in replies to advertisements. 
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Sell an Authentic! Golf Shoe! 


Sell scientifically correct golf shoes made 
by the pioneer sport and athletic shoe 
manufacturers of America. 





You're going to sell golf shoes—the 
question is what kind. Will you not be 
most successful with a shoe made by 
‘cknowledged authorities in sport and 
athletic footwear? 


as the racing yacht from the tug boat. 
It requires the collaboration of men who 
engage in sports and men who know shoes. 


The golfer must have a shoe that will 
furnish accurate balance, positive fitting 


and adequate support. It must be the 
result of years of patient study of the 
human foot in its relation to the entire 


anatomy. 


A certain class will demand a sound play- 
ing shoe—another, cne that can be worn in 
the club house or on the street without 
changing after the game. The Norman & 
Bennett line will satisfy any and all such 
demands. 


The “Pinehurst” is not by any means 
the only golf shoe made by us—but it 
sums up our fifty years sport shoe making 
experience plus the practical golfing knowl- 
edge of leading professionals and amateurs. 


NORMAN 6 BENNETT 


| op 





ESTABLISHED 
’ @-F © 


INCORPORATED 
i 98 Oo 4 


BOSTON 


The “ Pinehurst” 
No. 7 model, illus- 
traied herewith, ts 
made on a pattern 
of our own special 
design on which we 
hold the exclusive 
rights. 


The combination 
tip and ball strap 
gives that ease and 
comfort so essential 
to perfect playing; 
the added sidaiaee. 
ment serving to hold 
the ioe firmly in 
place when driving 
and preventing the 
“bite” at the large 
toe joint sometimes 
noticeable in stiff 
toed shoes. 


We discovered in 
producing our 
“Pinehurst” models 
that a box toe gives 
beiter results than 
the more common 
soft toe which has 
wee popatery sup- 
posed to be ideal for 


golf, 
All Pinehurst Models 


The 
Pinehurst 
No. 7 


Heels of “Pine- 
hurst” models are 
flanged to give broad 
tread and are slightly 
higher than those on 
a regular street shoe. 
This throws the 
weight of the body 
a bit more upon the 
toes than the heel, 

whereas a low heel tends 
to throw the body back- 
ward and away from 
the ball, also bringing 
an unnecessary strain 
on the tendons in the 
back of the leg. 


We make six differ- 
ent “Pinehurst”? models 
for both men and women. 


These come in either 
our patented leather 
“Pinchurst” sole with 
rubber plugs, or, our 
Colombo Crepe Rubber 
Sole which has just 
made its appearance 
and is proving s0 popu- 
lar among lovers of soft- 
treading shoes for sport. 


Are Carried in Stock 


Completely Illustrated Booklet Giving Full Particulars Sent on Request 





bo 82, No. 8. Published every week by the Boot and Shoe Recorder Publishing Company, 207 South St., Boston, 
aes. Entered as second class matter otee 15, 1922, at the Post Office at Boston, Mass., under the Act of Congress 


of March 3, 1879. Subscription price, 


-00 a year. Printed in U. S. A. 
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Ready Holiday Sellers 
IN STOCK 


For Immediate Delivery 


Our Fall catalogue just off the press illustrates 
complete line of flexible turns, sizes 1 to 5, 
spring heel flexible turns, sizes 3 to 5, and 
spring heel turns, sizes 5 to 8. SEND FOR 
IT TODAY. 


















Remember, Hapytoz are made for the retail 
trade exclusively, and are guaranteed all 
leather. They will increase your holiday 
business. 
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Perforated.” Blac rk pearl buttons. Price $1.30 per pair i Mi 
Price $1.20 per pair 


A DP Me: ee me mn 
" i piii\\" 
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ji mpertal Chilirens Shoe Corporation 
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No. 298 B—Sizes 1 to 5. Mock No. 292 B—Sizes 1 to 5. Mock 
oon flexible turns. White wash- heel, flexible turns. Patent leather, 
kid, patent leather collar. red kid collar. Cossack boot. 


















MANUFACTURERS 


ROCHESTER, N.Y. 
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‘\ ollow the Creighton Line’ 
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STYLE NO. 420 
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IN STOCK 


Gun Metal Oxford—Goodyear Welt 
10/8 Wingfoot Rubber Heel—Widths A to D 


: Price $3.75 


C Send for new Fall stock catalog 
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Now is the time to stock up for the severe winter days ahead, 
Get in some sturdy “3 W's Lenox” numbers for the Misse® 
and Children. We have just the styles to make things hum 
in your store, just the shoes that parents buy eagerly when 
you tell them the price. 

Look over the shoes shown herewith. Note the leathers and 
other quality specifications. Then read the prices. Once 
you get them into your window with a price ticket on the m. 


fathers and mothers will simply rush in with the kiddies. 


Remember, they're all In Stock. All ready to ship the min- 


ute we get your order. Wire today. 














We have an unusual opportunity for an experi- 
enced salesman for an established trade in New 
York State, where our line is well known. Write 


us if you think you can qualify. 
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No. 7504 


Child’s Patent Chrome, Mat Kid Top, Button, Turn, 
in Toe. 

7504— 3 to 8. DandE 

7505—I to5. DandE 


6400—8 1 to II. 
7125— | to5. Fat Baby, Butt. .............. $1.25 


No. 7542 


Child’s Tan Kid Button, Turn, Tip, Peggy Ry 


7120—I to 5. Fat Baby 
6408—81¢ to II, 
7566—3 to 8. Lace 
Same in Tan Calf 
7533—4 to 8... . $1.60 
7531—1 to 5... . $1.35 
Pony Cut Lace 
7529—4 to 8.. 


Weimer, Wright 
& Watkin Co. 


35 SOUTH SECOND STREET, 
PHILADELPHIA 


PA. 


No. 7856 








en 
TTT LLL aa ry 


TIT ONIN 


Misses’ 3W’s Lenox, McKay, Fair Stitch, Patent 
Foxed, Field Mouse Kid Top, P: vam 
7856—1134 to 2. Rubber Heel. 

. re Dae. 
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THE ARISTOCRAT OF DANCE OXFORDS 


Well dressed men like the graceful lines of Marion 
Dance Oxfords. The snug fitting heel makes them 
hug the ankle. The wide tread of our Two-Step 
last gives you solid comfort. Our special hollow 
heel and flexible sole makes them light and easy on 
your feet. 

Quick deliveries of Dance Oxfords are often neces- 
sary. Marion’s central location assures you of 
prompt service. 
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DULL CALF 


$4.50 
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MARION SHOE CO. 
MARION, INDIANA 
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‘Constant Comfort’ 


“AMERICA’S BEST COMFORT SHOE” 


KEEP YOUR STOCK RIGHT 


Comfort shoe buyers come to your store on an errand of personal comfort; if you're out of sizes they 
leave in a disgruntled frame of mind. Insure their complete satisfaction by having at all times a com- 
plete run of “Constant Comfort” widths and sizes. Sixty styles of boots, straps, and oxfords in stock. 


AA 


No{25R—Black Kid, 7-inch Polish, 12-8 Win8- No. 2R—Black Kid, 7-inch Polish, 9-8 Wing- No. 15R—Black Kid Common Sense 7-inch 
foot_Heel. foot Heel, Stock Tip. Bal, 8-8 Wingfoot Heel $3.00 
No. 23R—Same Style 4 Stock Tip. No. 20R— oo wes in Plain Toe. Both S ie. SS-Cme Style, Next Grade, 
Both In Stock B, C, D, $3. Stock B, C, D, E. $3.1 

th In Stock D, E, EE. 


AA 


No. 37R—Black Kid 7-inch, Seamless Polish, Polish 11-8, Wingfoot “Hee, Imitation — 
N 24R—H Grade Black Kid 7}4-inch 9-8 Cat's Paw Heel. a jon 
Polish, Ts Whnetont Heel. In Stock B, C, D, E, EE...............§3.25 - Ee «. ae 
N _ tyl th Plain Toe. No. 370R—Same Style, Next Grade. In io. —Same ty wi lain Toe. 
yy gy eee $3.65 Stock C, D, E, EE 92.85 In Stock B,C, D, E $4.00 


—— 88 eee 
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“COMPLETE LINES of Oxford and Strap Sandals Always IN STOCK” 


Ault-Williamson Shoe Co. 


Manufacturers : 
Auburn 220323 fhm (Maine 


Minneapolis Office—Room 10, Loeb Arcade Shoe Exchange, No. 7 So. Fifth Street. 
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| NATIONAL PARK || 
|) HIKING BOOTS~#OXFORDS| 
| YEAR ROUND WEAR |) 
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Newspaper cuts of these 
subjects furnished Free 
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The World’s Most Famous Line of Fashionable Out-Door Footwear 
Eighteen Styles in Stock 


THE JUVENILE SHOE CORPORATION 


OF AMERICA 
CARTHAGE—Manufacturers—MISSOURI 


The Best Dressed Girls Wear “NATIONAL PARKS” 
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Largest Manufacturers in the World of 
Black Glazed Kid 


SURPASS LEATHER CO. 


FACTORY FACTORY 
Philadelphia, Pa. Gloversville, N. Y 


SALES OFFICES 
New York Boston Philadelphia 
Cincinnati Chicago St. Louis London 


SURPASS LEATHER CORPORATION BOOTH & COMPANY (London,) Ltd. 
Boston, Mass. London, Eng. 














ciate your mentioning the publication in replies to advertisements. 
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Even The Heel 
Has Style 


Isn't style the most important selling point? And 
don't you give more thought to style than any other 
thing? 








But how about the rubber heels which you order on 
your new shoes? Are they rather clumsy in design? 
Do they have STYLE? 


Armstrong saw the need for a quality heel that 
would add a touch of attractiveness to the bottom of 
the shoe. They created an original design that would 
say up-to-the-minute style at a glance. And they 
placed on it their stamp, the Circle A, which is a symbol 
of the highest grade of raw materials, perfectly manu- 
factured into a top-notch quality product. 


If you pride yourself with the high quality of the 
shoes and the careful attention that you give to the 
specification of materials in your footwear, you will 
make it a point to ask your manufacturer to place 
Armstrong Circle A Heels on your new shoes. 


ARMSTRONG CORK COMPANY 
Shoe Products Division 
Lancaster, Pa. 


Armstrong 
Circle @ H ee Is 














BOOT AND SHOE RECORDER November 11, 192 


Don’t Think! 
a? UST BUY Ramsey 


And You Are Sure To Be Right 






IN STOCK—IMMEDIATE DELIVERY 


MEN’ BAL LACE 











BAL LACE SCHOOL SHOES Best Bend Oak Soles 


Spring Outside 








Outside 







teels ~~ Heels Heels 
5-8 8-11 114-2 2-7 
5400—Cherry Chrome Bal............cccccccccccccccceces “. ro $1.65 $1.95 $2.50 
OS ES” a ee 1.65 1.95 
5410—Tan Lotus Full Grain Bal...................660000% L ‘te 1.80 2.15 
cnccon re seceseceescesooeseeseeses 1.60 1.80 2.15 
BORO —S meee Crates TAGE, occ ccc cccccccccccccccccesececes 1.60 1.80 2.15 
I os ctncntekas enceeshace dealarueeee 1.60 1.80 2.15 2.75 
5417—Brown Lotus and Smoked Elk Combination Bal... .. . 1.60 1.80 2.15 
5300—Cherry Full Grain Bal, Full Sheepskin Lined. ........ 1.60 1.80 2.15 
5463—Smoked Elk Bal, Elk Bend ii adsn00 omennhes Genie 1.60 1.80 2.15 
in +) ~~ Chrome and Smoked Elk Combination Bal, _ 60 215 















BAL LACE SCHOOL SHOES, LEATHER ~ . 
LINED 2 . ic: os cciad bank aeiiae skceste ta rears oe 
4412—Cherry Elk Bal. 214 to SMe cece eee eececeneeeeeneeeeeneerecscecnesteeneeeeees 2. 55 
4415—Brown Lotus Bal. 234 to 534... 2... ce cece cece cece cece cece ee eeneeeseseeseseens 2.55 








MEN’S BAL LACE—Best Bend Oak Soles 





4400—Cherry coveme = BO BB cccccecdccccvcceccnsehescbawekocenesticceonsenseeess $2.95 
4412—Cherry Elk WD Biles cc 0005000 $o.00000ced 560k shen seeeetessesdcocecsoscoteoes 3.25 
1415—Brown Had Bal. “Ts Bn:0.6 0. 0:5:6 605456500 s bdeSbeneee Meeks sesso cececenecévencs 3.25 







BUTTON SCHOOL SHOES—Best Bend Soles 





i i Outside 
Fp eels Heels 
5600—Cherry Chrome Button......... 2... 0c cece cece cece cecccececes 1. 45 $1.65 $1.95 
SGR4—Chhsary Coyatel Batten... ccc cc cccccccccccccccccccccccccsees 1.60 1.80 2.15 
1.60 1.80 2.15 











Gy BND I, ccc cccevccvcacccccccscecoesccsvesooses 














BUTTON SCHOOL SHOE 





99 
“ THE ONLY COMPLETED STITCHDOWN ™ 


TRI a Ne 


ROW OF STITCHING HOLDING UPPER To wesmes fossa} rasan. 










BAL|/LACEJSCHOOL SHOES 


E. J. RAMSEY CO. 


Vamap.} Thie provente the, ches from sipping 967 Atlantic Ave. Brooklyn, N. Y. 
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“Ease Alls’’ 
IN STOCK 





























B 01144C $7.00 


Net 30 days 


Woman’s Maduro Brown Kid Oxford, 
Welt, ag n Last, 6 Eyelets, Imi- 
tation Tip, Ease-All Special Shank and 
Counter, 134-inch Cuban Heel. 
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Ease-All Shoes 


Are Nationally Advertised 


An advertising campaign that means 
much to dealers who handle our 
“EASE-ALL” Arch-Supporting 
Shoes is now being conducted in the 
leading Women’s Magazines. 


By this means we are telling the 







































































women of the country that it is pos- 
sible and practical to buy an Arch- 
Supporting Shoe that has all the 
stylish lines that they have hereto- 
fore been obliged to sacrifice to ob- 
tain the relief that they sought. 


We explain to them the important 
features that make this shoe one of 
the most desirable shoes on the 
market today. 


In every community women will be 
inquiring for this shoe, and to ob- 
tain your share of the sales that are 
sure to come, it is necessary that 
you have a stock of “EASE-ALLS” 


on hand. 


Ask us to explain to you what we 














































































































are doing to help dealers dispose of 
more ‘‘EASE-ALLS.” 


Eight Styles In Stock. 




















UTZ & DUNN CO., Rochester, New York 


Los — OFFICE 
709 Forrester Bldg. Angeles, Cal. 
G. C. McATEE, ’ ‘Representative 


























DENVER OFFICE 
218 Charles Bldg., Denver, Colo. 
TIGER & McNUTT 
Representatives 





NEW YORK OFFICE 
Bush Terminal Sales Building 
130-132 West 42nd St., Room 1521 
S. A. McOMBER, Representative 
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Arch Support Oxfords 
and Boots for Women 


Carried in Stock 
AAA to E Ready Sellers, 
Profit Makers and 


Si to 10 
izes up to Trade Builders 


No. 470. Price $4.00 
Black Kid Oxford, Kid Tip, 
Welt, 13/8 Rubber Heel, 


Tremont Last 
No. 471. Same in Brown Kid 
Price $4.50 


If we have no agency 
in your city we advise 


getting in touch with 


No. 920. Price $5.00 No. 901. Price $5.00 
844-Inch Black Kid Lace, Kid oe” ™"™™ salesman 91, inch Black Kid Lace, Kid 


Tip, Welt, 13/8 Rubber Heel, 97% “-° - + — Tip, Welt, 11/8 Rubber Heel, 


Tremont Last RR Princess Last | 
No. 921. Same in Brown Kid No. 902. Same in Brown Kid | 


Price $5.50 Price $5.50 


Thomson-Crooker Shoe Co. 


Boston 20, Mass. 





The Beet and Shee Reserder will appreciate your mentioning the publication im replies te advertisements. 
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P+ SOC-O-MOCS for the great outdoor 


(PATENT PENDING) 


Last season was a “cold” 

one for those dealers who 

did not have the proper 

Winter Sports Footwear 

for the Great Outdoors. Ri Soe 
GUARANTEE 


Don’t be frozen out this We amarante 
year— Stock up with HOcE wtih vi 


S0C-O.MOCS. ey 


Flexible 


This Tag on Every Pagip.2"5, 
Bend Like Birch Boughs 









IYFAR WELI 
No. 603—Men’s 5-in. Tan Oil Grain Bluc 
iskide Outersole, Rubber 






T >. , “ 
No. 695—Men’s Tan Oil Grain awn Moc. Special Flexed = 600—Men’s Choc. Elk, same as above...... 
Grain Tnnersole, Elk Pac Outersole, Lambespen's s Last, 503—Boys’, same as above...............+. 
WUE Winen0s cneceeses bdundennanmneeabieesens Price $3.10 Ne. 500—Boys’, same as above.............+++- 
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THE GREAT OUTDOORS ~ 


elvan 





















SOC-O-MOCS—for Winter Carnivals 


(PATENT (|PENDING) 






SOC-O-MOCS are for sportsmen and women 
who want foot-warmth—ease and freedom in 
their winter sports footwear. 


Made fundamentally according to the Indian’s 
method, with the addition of civilization’s im- 
provements, SOC-O-MOCS are adapted to the 
most strenuous of winter carnivals and revels. 


Be prepared this season! SOC-O-MOCS made 
to your order in three to four weeks’ delivery. 





The largest factory in the world. devoted to 
the manufacture of moccasins, 


o SACO SHOE CO. —— 


Tan Oil Genin Car- 













OoOoDy 


No.680—Men’s 12-in. 
Tan Oil Grain Snow 





Mee. a. INCORPORATED nival Pee. Helf Bel- 
Flexed * nne e ws ol ie. skide 
re. Outersole, Special SACO 33 33 MAINE Cuteraste! meee gum 
Waterproof Welt, - Oak Slipsole. 
berman’s Last. Soft, Wide T D and E. 
and flexible. Price $5.25 
Used also with a sole No. 523—Boys’ 9-in. 
it may be repaired. Tan Oil Grain Moc. 
Price $4.50 Same i 


as above. Sizes 
2% to 5%. Widths D 
470—Women’s 7 and E..... Price $3.40 
ie. Price $3.25 
340—Boys’ 8 in. 
Price $3.10 
























No. 690—Men’s 9-in. 
Tan Oil Grain Ski 
Moc. a Oak - 
ersole. pecial 
struction Sole and Heel 
for Ski Harness. Felt 
Snow Excluder Top 
Feaine. rn yer 
‘ongue. awhide 
Lumberman’s 


Lace. 
Last. Width E. 
Price $4.75 





No. 400 
Women’s 8 in. 
Smoked Elk Moc. 
Uskide Outersole, 
Rubber Heel, 
Hiker Last. Widths 
C, D and E. 

Price $3.40 


No. 402 






























Warm Felt Lini 

» Price $3. 

451— Women’s, same 
pon ion... Price $3.25 


eather Outersole, Special 





































IDYEAR WELT GOOD YE. 
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WAR DEPARTMENT 





NOVEMBER 
Nov. 15—Q. M. SUP- 
PLIES — Brook- 
lyn, N. Y., Auc- 
tion. For cata- 
log write Q. M 
S. O., First Ave. 
and 59th St., 
Brooklyn, N. Y. 
Nov. 17—Q. M. SUP- 
PLIES— Bostor, 
Mass., Auction, 
For catalog write 
~. O., Army Sur - 
ply Base, Boston 
9, Mass. 
Nov. 21—O. M. SUP- 
PLIES— e amp 
Knox, Ky., Auc- 
tion. For cata 
log write Q. M. 
S. O., 1819 W. 
Pershing Road, 





MATERIALS- 
Rock Island, Til. 
Sealed Bids. For 
catalog write C. 
O., Rock Island 
Arsenal, Roc k 
Island, Ill. 

Nov. 23—Q. M. SUP- 
PLIES— Chicago 
Ill., Auction. For 
catalog write Q. 
M. S. O., 1819 W. 
Pershing Road, 
Chicago, Ill. 


The Government reserves the 
right to reject any or all bids. 








SEND FOR CATALOG 








WAR DEPIA 














caremrarne-s 6 





























































a6 dioupom 




















SELLING PROGRAM 














DECEMBER 
Dec. 4+—Q. M. SUP- 
PLIES—N e¢ w 
Orleans, La.,Auc- 
tion. For cata- 
log write C. O., 
M. Surplus 
Property Depot, 

Atlanta, Ga. 
Dec. 7— 2 M. SUP- 
PLIES—San An- 
tonio, Tex., Auc- 
tion. For cata- 
log write Q. 
S. O., Ft. Sam 
Houston, San 

Antonio, Tex. 
Dec. 8—LEATHER & 
HARNESS— 
New Cumber- 
land, Pa., Auc- 
tion. For catalog 
write Q. M.S. O. 
First Ave. and 
59th i. Brook- 


2 
SUP- 




















rn, 
Dec. 12—Q. Mi. 






Auction. 
Fer catalog write 
Q. M. S. O., 1819 
w. Pershing Rd., 
Chicago, ryt 
Dec. 15—Q. M. UP- 
PLIES — SP hila. 
delphia, Pa., Auc- 
tion. For catalog 
write Q. M. S. 
First. Ave. and 
59th St., Brook- 
lyn, N. 3 




















SEND FOR CATALOG 




























































































} 
a 
j { 
im 
a e 
eo F ‘, 
rr) 
e ~ ZH 
o* a a 
4 on 
. Z 
q i ‘ 
we Nw 


Early in December tie 
large Ordnance Gun Platt 
and land located at Chicago 
will be sold. For informa 
tion write: Chief, oe 
struction Service, O. Q.} 

G., Room 3337. no: Scns 
Building, Washingtcoa, D.C 
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Before You Stage That 


Bar§ain Sale 


~Consuilt your business pa 
and see how fo 12a t pay 





GLANCE at the War Department announcements 
in your business magazine or newspaper will 
teach you more about bargain sales than a whole 

course in Retail Management. 





For they tell you how to secure standard merchandise on 
a basis that enables you to stage extraordinary bargains 
at a liberal profit. 


Instead of taking a loss on special sales in the hope of 
attracting a wider patronage, you can make every item 
yield a handsome return while offering inducements that 
few shoppers can resist. 


Surplus Property sales are announced in your business 
journal—the items included in the sale, the date and 
place. Every announcement presents an opportunity 
that you can’t afford to miss. Watch for it. If you 
want further information, write to Major J. L. Frink, 
Chief, Sales Promotion Section, Office, Director of Sales, 
Room 2515 Munitions Building, Washington, D. C. 





Send for this booklet: 
The story of War 
Department Sales 









The Beot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Look JANIS the name 





Quality Shoes far No. 2110 


Men and Women . MEN’S coer —yaae OXFORD 


IN STOCK 


IT 18 PERHAPS A LITTLE UNUSUAL 
TO ANNOUNCE AN IN STOCK SER- 
VICE IN THE ULTRA QUALITY OF 
MEN’S FOOTWEAR WITH WHICH OUR 
PRODUCT IS IDENTIFIED. 


WE ARE HOWEVER ABLE TOSUPPLY 
. SEVERAL STYLES OF WHICH THREE 
NO. 1801 ARE SHOWN HERE FOR IMMEDIATE 
LADIES’ BLACK RUSSIA SHIPMENT. NO. 2217 
pan ncap et te ache 2217 TAN SCOTCH GRAIN $8.00 


1701 LADIES’ TAN RUS- 
SIA RIDING BOOTS 2317 BLACK SCOTCH GRAIN $8.00 


_ JAMES A. BANISTER COMPANY 


370-386 ORANGE ST. NEWARK N. J. 


a7. SAAT OL 
— “ 
Best Shoe Jor The Least Money | 


Tan Side Lace Blucher Oxford | Oxfords in Demand 


9/8 Heel, Rubber Top Lift 
HE demand for oxfords is running strong 
again, so we have made up the snappy num- 
ber shown in the panel. This is one of the most 
original creations ever produced by the M-C or- 
ganization of novelty crafters. 


Write us today for price and other specifications. 
It will be well worth your while. Every number 
in the M-C line is worth investigating. 








Jobbing and mail order trade only. 


MITCHELL-CAUNT CO. 


FACTORY BOSTON OFFICE 
Lynn, Mass. 72 Lincoln St. 
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Bleecker Shoe Co. 


PRESENTS 


No. 5999 


Women’s Patent Vamp Theo Tie, satin quarter and 
ieee 12-8 Cuban heel. Finest Goodyear 
weit. 


Widths—AA to C Sizes—2}4 to 8 


No. 5008 $4. 
¥* 5009, in all black suede, with patent three-spray tie 
and beautiful ti 


$4.25 
wath sy Cc Sizes—2% to 8 elet oe pat- 
— - ” eo ent tip and trim. 10-8 leather heel with rubber top 
I 


Women’s Finest Black Ooze Five-E 


No. 5010 $4.25 lift. Finest Goodyear welt. 

As 5009, in all brown suede, with brown kid three Widths—AA to D Sizes—2\4 to 8 

=== and eT tip. as P 8 $4. 

idths—A. pal t ‘a 

; aioe we Women’s Finest Brown Ooze aie a ney Oxford, a3 

i iii tacks 6c erenenseennd Ves veemne . $4.25 wae — — — 4 y= 10-8 leather 
As 5009, ed ith patent three-: t ee] with ru top lift inest yea: welt 
5 in all gray suede, with pa ree-spray tie Wid MAD S 26 to 8 


and beautiful vy 
Widths—AA to C Sizes—24 to 8 


Always Ready fo Serve, 


V, 
: WUUhulolie,. Wsbuleltltbtetted bled bbb ch febelle 


; 7IRE_HOUSE- 
Stylists PTET EEN ginal — > ae ators - 


- 138-140 DUANE ST. NEW YORK CITY 
Boston Office—214 Essex Street Philadelphia Office—119 South 4th Street 
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“A Peach of a Style 
— Buti, It’s a Poor Fitter” 


How many times have you been forced 
to close out promising styles at a loss, 
because they turned out to be poor fitters. 


The United Last Company specializes in 
interested co-operation with the shoe manu- 
facturers in order to assure their customers 
that perfect fit without which no style, how- 
ever good, can truly succeed. 


10110110 1 TT 





) : . 
nn X SHOW ROOMS 


BOSTON 
212 Essex St. 
CINCINNATI 
803 Syracuse St. 
ST. LOUIS 
Adv. Bidg., Rm. 303 
CHICAGO 
Wells Bidg., Rm. 406 
PHILADELPHIA 
331 Arch St. 
MILWAUKEE 
10 Metropolitan Bidg. 
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TEN FACTORIES 


BROCKTON ROC ° 
NEWARK HAVERHILL 
LYNN AUBURN 
CHICAGO ST. LOUIS 
NEW YORK MILWAUKEE 

United Lae Coen cay and 

ni t y, - 
Montreal 

with Branch Office at Toronto 


BOSTON MASS. 
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Hidden in each shoe is a charac- : 
teristic which determines the real 
value in all Footwear- the quality 
upon which performance depends. 


Although style, the last and work- 
manship are very important fac- 
tors, your success depends mostly 
on the careful consideration which 
you give to “leather - quality”. 


Leather is that element which 
lends character to all footwear. 


Having Pfister & Vogel leathers 

built into your shoes, assures 
you that your customers are 
getting that hidden value. 


Pfister & Vogel Leather Co. 


Mitb WwW A.W kE.&. &, WISCONSIN 





‘The Beot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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HOMO O OOOO OE ee 


THE LATEST WINNING HIT!!! | 


Shown First by Tober-Saifer Shoe Co. 
On the Floor—Ready to Ship 


3744—Patent Chrome French “Chic” Tie, cut- 
out and inlaid on sides, tassel laces, hand turned 
sole, 17/8 full breasted covered Louis heel. 
The last word in styles. Exactly as illustrated. 

A, B and C widths. 2% to 


to 


& 











Oe neniiiiiiiiell 


HHO 











TOBER - SAIFER SHOE COMPANY 
Novelty Footwear in Stock g 
1312 Washington Ave. St. Louis, Mo. : 


id 





TOMLIN MOLL eT LLL LULL LULL LLU LLL LULU LLU LLL 


2» 


1 





The ‘Famous 


Weber 


Shoe for en 


EBER Union Made 
Shoes are always 
consistent in their value. 


You and your customers 
know just what to expect 
from them always. 


To Retail at $5 to $8 
New York Office, H. Harris, W E B E R B R O S S H O FE & ( ). 


1328 Broadway, Marbridge Bldg. NORTH ADAMS. MASS. 
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W 1TH 


KE ames ‘enmeembinon 





HALF century of successful merchandis- 
A ing— 


HAT is the record of Mr. Fred Schmidt of the 
Fred Schmidt & Bro. Store, Lincoln, Neb. 


HOSE of you who know what difficulties con- 

fronted the merchants starting in business in 

new Western territories years ago, can appre- 
ciate what Mr. Schmidt had to contend with since 
his start in business back in 1872. 


WO years later the grasshopper invasion of service for they are the type of merchants 
Nebraska put every business man in that who are looking for something better—some- 
territory to the severest kind of test, crops thing to advance their business along the right 
were ruined and people left that territory by the lines. 
scores, in the hopes that better conditions existed 
further West. They were disappointed, however, N his recent Kelly Campaign, the city of Lin- 
and returned, broken and downhearted, and had iT coln was given a real treat in the way of mer- 
to depend upon the merchants to extend their chandising and the response showed they 
credit. appreciated clean, legitimate advertising and 
properly displayed merchandise. 


lk is easy to associate such a firm with Kelly 





SUOMI LL eriiiieliiiiiiiiieliiiiiiiiiieliii 


iT 


HESE were trying times that wiped out 

many merchants and changed the course of ESIDES this, the advancement of Mr. 

many businesses, but in spite of the condi- Schmidt’s store force in selling power has 
tions experienced and set-backs by fire and the built his volume up in splendid fashion. 
collapse of his store building in 1876, Mr. Schmidt 
has steered his ship of business with a careful, HE same clean principles of merchandising 
progressive policy, building his stock from less T and selling, applied to your store through a 
than $500 in 1872 up to its present size — close to Kelly Campaign, will bring forth profitable 
$120,000. results, not only in immediate dollars and cents, 

but also in future business. 


UST a little past 70 years, Mr. Schmidt is still 
active in the business and has a justifiable HE size and nature of your stock will bring 
ne pride in the trade and reputation that he has full details. No obligations. 
ut up. 


KELLY SALES Sys 


MINNEAPOLIS-MINNESOTA 
U.S.A. 
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Hi} | 





are Buying These New | 
“SUNPRU” Leathers 


Leading Manufacturers | NY | 


The leading style creators of the country have quickly found the exact 
brown they want in “‘Atta’’ Brown 61 and “Atta” Red 71. Hundreds of 
cases of novel style footwear are now in process, and much of the leather 
used is “Sunpru.”’ 


These new leathers are attractive in shoes when used singly or in combina- 
tion. Brown’s Calfskins are noted for their uniform finish and tight break. 
So the two points—appearance and durability—nake th:m leaders for th: 
Season. 


CD BROWN & CO. INC. 


| : EXECUTIVE OFFICE AND FACTORY 


Boston Store 50 South St. ff 


, —_— | 


Hagerstown Shoe & Legging Co., Inc 
HAGERSTOWN, MARYLAND, U. S. A. 


| 


McKAY BOOTS 
MEDALLION PERFORATED 
INCLUDING RUBBER HEELS 





ROCHESTER, NX 


























5-8 84-11 114-2 24-8 
Ge Metal Polish, High Cut, 


ge "$1.30 $1.55 
; etal Polish, ‘High Cut, 
: Rubber Hee Ai. re 1.55 $1.80 8 ul 1-8 
400—Gun Metal Polis 18 ut, 320 —Tan Lotus Button........ ‘ x 1.60 

English Toe, Rubber Heel $1.80 $2. $20H—Tan Lotus Button, Heel.............. $1.90 


412—Patent Polish, High Cut, Wedge.. 1.55 1.80 Sn 
ei 1 Polish, High Cut, Rubber 180 ate sesHt—Senoke = ae se wae 


H 
1402—Patent Polish, High Cut, English 330 —Ch Lo 
erry Lotus Button. aden ae 1.60 
Toe, Rubber Heel 3.0 : 330H—Cherry Lotus Button, Heel............ 1.90 


414—Mahogany Polish, High Cut, Wedge 1.35 1.60 cal 
sot Mahogany Posh, High Cat Nabe MO as] ~~ 
1404—Mah Polish, High Cut, E r ’ 
Bospay Foie. ish Cut, Eng- 185 2. 300_—Black Kid Button 
300H—Black Kid Button, Heel 
416—Black Kid Polish, High Cut, Wedge 1.50 1.75 
406—Black Kid Polish, High Cut, Rub- sai Seek ee ee ee 


ber Heel 
1406—Black Kid Polish, High Cut, Eng- 235 —Tan Lotus Bluch 
lish Toe, Rubber Heel 2.00 2. 23SH—Tan Lotus Blucher, Heel 








418—Nut Prowse 245 —Black Calf Blucher 
245H—Black Calf Blucher, Heel 


285 —Smoke Blucher 
285H—Smoke Blucher, Heel 


os —Mahogany Elk Blucher............... e 
265H—Mahogany Elk Blucher, Heel. . j 


SOR <a aey BN I ogo ps cbceccccccses x 
237H—Tan Lotus Polish, Heel. . praen 


217 —Cherry Lotus Polish. . ae 
217H—Cherry Lotus Polish, Heel. 


207 —Black Kid Polish 
207H—Black Kid Polish, Heel 


247 —Gun Metal Polish. . 
247H—Gun Metal Polish, Heel. . 


287 —Smoke Polish 
287H—Smoke Polish, Heel 
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SEVEN POINTS OF 
EXCELLENCE OF 
GODING’S YALE LAST 


Bottom of last moulded like foot 


© 
> Straight outside shank 
O I n S Graceful receding medium wide 
toe 


Close-fitting heel seat 
Snug-fitting inside shank 
Standard instep measurement 
t L t t f Correct ball measurement 
FI ? ‘Ss No. Y605 


= Bal shoe, Yale last, 
ite ty hazel brown 
roun C}LOOL  serincle cir cosing 
Y all-leather con- 
Your men customers may be grouped in two classes—those struction. A,B,C, D. 
who select their shoes for comfort, and those who select them $5.30 
for style. ; 
Most of those who buy for comfort would like to have style 
along with it— 
And certainly those who buy for style would like to have 
comfort along with it. 
If they could— 
Which they can! 
Look at this YALE—the last word in style, with life, grace 
and dignity in every line—and as for comfort, see the seven 
points of excellence above. 
The last fits. The fit lasts. 


The GODING SHOE COMPANY 


3-855 W. Chicago Avenue CHICAGO 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Mi ONT ant 


, J. HARNEY || 


‘President 





Stock 220 


Styled as 219.” All details in 
new shade color 42 tan calf. 


Stock 219 


Gun metal calf, whole quarter 
oxford. Goodyear welt. Upper 
fitted with four rows of black silk 
stitching. Seven iron outersole 
with fair stitched edge, Heel 
10-8, carrying O'Sullivan rub- 
ber top lift. 


A 4to8 
B3%to8 
C 308 
D 38 





Smart Walking Oxfords IN STOCK 


Unusual care has been taken in the fit of this 
shoe—materials are excellent and the work- 
manship all that the name of Harney, Tracy, 
Crehan leads you to expect. 


PRICE FOUR DOLLARS 
HARNEY, TRACY, CREHAN CO. 


Boston Office, Factory, 9 Harrison Ct. 
10 High Street Lynn, Mass. 
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ANSI EROS 


ARCH DULAC 


SHOE 














Johnson Bros. “Arch Solace’’ 


Oxfords In Stock 


We are putting in stock these four styles of Orthopedic oxfords that have 
met with quick approval by the trade. Made on the quality basis that 
have characterized this line for many years :: :: Send for Samples 


he 


300—Brown Kid Lace Oxford, 13-8 Goodyear No. 301—Brown Kid Lace Oxford, 11-8 Good year 
Wingfoot Rubber Heel, Metal Arch Support, Ne. 18 Wingfoot Rubber Heel, Arch Support, 123 Last. . .4.35 


No. 303—Same style in B’ack Kid............. $4.10 


No. 302—Same style in Black Kid............. $4.10 


Sizes: AA, 4 1-2 to 9; A, 4 to 9; B, 3:1-2 to 9; C, 3 1-2 to 9; D, 3 to9 
Sizes 8 1-2 and 9, 25c extra 





28 BOOT AND SHOE RECORDER November 11, 1922 


TEEPLE -—= 
MIGHTY GOOD A NEW SLIDE BUCKLE 


FOR STYLISH FOOTWEAR 


WELTS #* BOYS | rpg, wo.se25 onsezs: 


(Composition) (Iron Cast) 


Make a Hit * Sizes ¥%-'/2-%e-34-% Inch 


with the boys because of their mannish = Standard Finishes 
style—with the parents because of their 
sturdy wear. ; 

One Last—Five Styles A light pattern slide buckle suitable to the 
Practically the full range of boy shoe re- present needs of shce manufacturers, is a brief 
quirements are met with one Mighty Good description of No. 1475-147514 


last and five Mighty Good styles. Con- 
centrate on these to minimize stock in- It is designed to fill a pressing want —a 


vestment and maximise stock turnover. buckle similar to the popular No. 1375 - 137514 
Three Specifications but improved in construction and more attractive 

of all Teeple Mighty Good Shoes: in the eyes of those who prefer lighter lines. 
Prime fine soles cut by J. D. Nielson This new buckle eclipses all others of this 


& Co., Dryden Double-Wear Rubber . aie 
Heels, Fred Rueping Leather Co.’s type in appearance and utility. Send for free 


upper stock. samples now. 


Three products that lead in their respective lines 


In Stock EXCLUSIVE DESIGNS 
Style 11 RIVET TYPE BUCKLES 


Broncho Brown Kip 
jucher 






































Style 13 


Broncho Black Kip 
lucher 


Youths’, 1 to 2. B, : a aia 
c,D $3.10 LAKE PATTERN 


1379 Patent Pending 
Composition or Iron Cast 


Sizes 3g—44—% Inch 
STANDARD FINISHES 


Bors’, 2% to6. B, 
»D. > Composition 


taae stents, 00 t Size 10 line (4 Inch) 
C.D,E .... $2.75 STANDARD FINISHES 


There’s a steady demand for buckles which 
can be attached to straps by riveting. Two popular 


In Stock designs made by. us are shown above. They 

Style 10 have the advantage of being assembled to the 

B : footwear quickly and at minimum cost. Send 
a = for free samples now. 


Send for Bulletin 135 illustrating 
the “Anchor Brand” line of Buckles 
for footwear. It’s free. 


—————————__— 





Style 12 


Broncho Black Kip 
Bal. 


Youths’, 1 to 2. B, 
C,D........$3.10 ALL LEADING JOBBERS SELL 
Boys’, 2% to 6. B “ANCHOR BRAND” BUCKLES 
C oc oe MD 
oie, tens, 10 t NORTH & JUDD MFG. COMPANY 
OMS .... 898 NEW BRITAIN, CONN., U. S. A. 
BRANCH SALES OFFICES 

sT.LOuIS NEW YORK 

5% Discount 10 Days Order even dozens 608 VICTORIA BLDG. 127 DUANE STREET 
TEEPLE SHOE CO. | sanrmncisco oanegs 

° | * 326 W. MADISON ST. 
WAUPUN, WISCONSIN eaciceurimesans 
The Boot and Shee Recorder will appreciate your mentioning the publication tm replies ta adverticoments. 
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ARMORTRED | 


Longer Wear 
s showing samples with 


q@Manufactur er 
offering retailers better 


ARMORT TRED are 


QUA BAUG RUBB 
NORTH BROOKFIELD, 


The Boot and 
Shoe Recorde: 
r will appreciate 
your mentioning the publication in replies 
P te advertisem 
ents. 





BOOT AND SHOE RECORDER November 11, 19.22 


SB) S30 cage 9 - Se oy © 





FOR IMMEDIATE DELIVERY 
NOVEMBER 15th 


© GED © => 0 Sno o 2 


LMM Tc 


PRISCILLA 


MN 











IJ MacMaster 


INFANTS AND CHILDREN’S 
FOOTWEAR 


Soft Soles for Christmas 


Black Satin Vamp w.th bro- 
caded quarter, heel and$ry,25 
omens —— _ black ooze 





MMMM MM TT 


Black"ooze with Satin inlay,g8© .00 
im TOMBUC oo eeeecccccecccee 


Otter brown with brown$@ .00 
satin inlay in tongue 


da) | } ; 
© Seo 0 Be e B= oe HD => ——_- —-—_>-—-- — —_—- —_- 


The PRISCILLA for 
immediate delivery offers an 
exceptional opportunity. It 
is now demonstrating a most 
phenomenal salability with 
the better stores. 


= => 


White Kid ‘op 


Pearl Button and Tess, 
White, Pink ct Bloe Ribbon pn Pe Bm 


and Trimming, Hand Em- 
broidery. Sizes, 0 to 4. a 


$7.50 per dozen $7.50 per dozen 


i. 
— 
i= 
= 
= 
i= 
i 
— 
— 
= 
— 
= 
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Write for Catalog showing Turn Shoes. In Stock 


© => 0 B= 0 See eo > 0 Bem of oe Se =D eS 0 0 So 0 oF 0 Bo eo mo ee oe + fee fee fee 


Wire or mail your orders 
immediately as this supply 
will soon be exhausted. 


E> © feb ° GE « He 0 HD He 


No. B 2536 
White Moccasin with 
White, Pink or Blue. Rib- 
bon and French Knot 
Trimmings. 
$9.00 a Dozen Pairs 


J -J «Mac MASTER 
ROCHESTER ,N-Y. 


§ > © SEED © GED Oo E> 0 See o Se o & 


Hi) ENA LL MD EDN MOTION NTT 


= oF “sai! : TORIO Inc 
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Solid Leather 
Throughout 


To Retail 
Arch-Support at 


Shoe $6.00 


made in 
BLACK and BROWN 
Kid or Calf 


Ask Your Wholesaler 
Ao are selling to people who formerly paid $14 to $16 


for corrective shoes. Severai such wearers have reported en- 
thusiastically on the comfort and good looks of this new shoe for 
the “plain people.” 


Get in line now to handle ARCHLOBE in your locality for VOLUME SALES and PROFITS 


GLOBE SHOE COMPANY 


Makers of Women’s Goodyear Welt Shoes at Popular Prices 


Chelsea - - - - Mass. 
Boston Sales Office at 207 Essex Street 








Fear SOLID) | 
EATHER COUNTER 
| LEATHER | 
HEEL LINING) 


SOLID. 
LEATHER HEEL 





























The Beot and Shee Recorder wil] appreciate your mentioning the publication in replies te advertisements 
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Real Welts 


To Retail at $5.00 


WE make these splendid values in our own 
factory, shown above, and sell them direct 
to you at one profit. 

Some of the largest shoe departments, where 
strict maintenance of value is the basic rule, are 
our regular customers. 


In Stock—To Rush 


Style No. 81—Prfister & 
Vogel’s black gun metal 
calf oxford. 8 Rub- 
ber heel. Widths A, B, 
Gg & 


Price 


$3.15 


No less than twelve 
pairs sold of any one 
width. 


Style No. 82—Ladies’ 
genuine black kid, 
straight lace oxford. 
13-8 Rubber heel. 

Widths A, B, C, D 


Price 


$3.15 


No less than twelve 
pairs sold of any one 
width. 


These shoes give your customers the value they have a 
right to expect for five dollars. 

No skimping, either inside or out. Let us send samples 
right out of the case to prove them. 


Nathan & White Shoe Co. 


Manufacturers of Goodyear Welt 
Shoes for Women 


Malden, Mass. 


Terms 5%y—r10 days 


Make every inch pay you! 


PARTLY filled rubber footwear line 

means lost sales, Your customers 
want a full choice of boots, shoes and 
arctics in all styles and prices. 

You can build a bigger business than 
ever by stocking al] the numbers which 
sell well in your territory. 

But pick your brand with a weather eye 
open for swift, sure sales. The kind that 
comes with a well-known, widely de- 
manded line! 

Over fifty years of making friends have 
built up a tremendous consumer prefer- 
ence for Lambertville Snag-Proof Rubber 
Footwear. This consumer preference is 
your best surety of steady, profitable sales. 
It is being increased and intensified by our 
strong advertising this fall. 

Don’t take a chance on mongrel foot- 
wear sold at a price. Stock Snag-Proofs 
and enjoy the satisfactory business that 
comes with a recognized leader! Write 
to us for price-lists and full particulars. 
Shipments made promptly on all orders. 


LAMBERTVILLE RUBBER CO. 
Lambertville, New Jersey 


Makers of the highest grade rubber footwear 
for over half a century. 


56 SN (AG -PRO O 99 
Rubber lootwear 


The Beot and Shee Recorder will appreciate your mentioning the publication fm replies te advertisements. 
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Delivery 


-the Haig 


The Smart, New “Foot-Fitter” Brogue 
VERYONE who has seen | 


the new “Foot-Fitter”’ 
brogue declares it the smartest 
creation of the season. It’s a 
winner—bound to be a big, 
seller for every dealer who 
handles it. Nationally adver- 
tised. See it on the next page. 
Then mail your order and 
startyour fall sales in earnest. 


4 Step ahead 
in Style --. 


yay 
\ (4? ff 1. 4 
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a Foot-Fitter in Ever 
Sense of the Word! 


HE new Haig is the precisely correct brogue. Sturdy, 
clean-cut, distinctive. A true‘‘Foot-Fitter’ shoe, possessing 
all the remarkable construction features that have made 
‘‘Foot-Fitter the outstanding success in the shoe industry. 


Handle the Haig and demonstrate 
its superior construction to your 
customers by means of the Buzz- 
Saw Test. 


Show your customers the cross- 
section of the shoe, which we furnish 
to all ‘‘Foot-Fitter’ dealers. Show 
them how lasting style, real comfort 
and more wear are built in ‘‘Foot- 
Fitters.” The Haig and all other 
“‘Foot-Fitter” models are made in 
the only shoe factory in the world 
which combines in all its shoes a full- 


No. 46 Seminole Claret Calf Bal. $4.90 
No. 56 Black Calf Bal. $4.90 
No. 046 Seminole Claret Calf Oxford $4.75 
No. 056 Black Calf’ 


length vamp, leather box toe, leather 
inside counter lining and heavy 
shoulder channel insole which elim- 
inates cork bottom filler. 


These ‘‘Foot-Fitter” features will 
help you sell the smart, new Haig 
brogue, which will be advertised in 
the Saturday Evening Post Novem- 
ber25th. Make up your order now 
for the Haig—and order liberally. 
Include the Wall Street and Univer- 
sity shown on the opposite page. 
Mail your order today! 





Oxford #475 
5%—15 days net 30 
Widths A-D—Sizes 5-12 








or quis 


andle ¢] 








THe 


University 


The University is a distinctive ‘‘Foot- 
Fitter’ Model, combining style with 
comfort. A lively all-year seller. Priced 
extremely low because it’s made in 
America’s model efficiency shoe factory 
where costs are kept at the bed-rock level. 


No. 3 Brown Calf Bal. - $4.90 

No. 13 Black fae ‘a $4.90 

, No. 03 Brown Calf Oxford $4.75 

or quick turn-over  n4013Black Calf Oxford $4.75 
andle the University Widths A to D—Sizes 5 to 12 


5%—15 days net 30 





No. 25 Brown Kaffor-Kid Bal. $4.90 
No. 35 Black Kaffor-Kid Bal. $4.90 
No. 025 Brown Kaffor-Kid Oxford $4.75 
No. 035 Black Kaffor-Kid Oxford $4.75 
Widths A to D— Sizes 5 to 12 
5%—15 days net 30 


GP  @ Tr @ ar @ SOS @ sr @ sr @ rk @ sE@sE@sE@xrE 


Milwaukee 















@r O71 @Tr@xsr@TE@ SEOs @OrE@ SEO tE@rE@sE@ TE @OsEOsEOsE 
04 OF SAWE BAW RATE BATE OATS BAER A INI SS 






(he 
Wall Street 


Another fast-selling ‘‘Foot-Fitter™ 
creation, embodying all the famous 
‘“Foot-Fitter” construction fea- 
tures. Has captured the trade of 
fashionable dressers who used to 
think they couldn't get quality at 
less than twice the retail price of 
the Wall Street. Cut in the new 
leather, Kaffor-Kid, soft and beau- 
tiful as kid, long-wearing as calf. 


See next page, then 
mail your order. 










Wisconsin 
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DEPT. 5 


Increases Turnover 


EPT. 5 cures small 

turnover. The cure 

is simple. Just order. 

Shoes are shipped the day 

order is received, and 

turnover immediately 
begins to increase. 


Healdarch Shoes 
for 


Men and Women 


are carried in stock in 
Dept. 5—thirteen styles. 
All shown in Stock Book 
No. 31B. It will pay you 
to sell Healdarch shoes. 


It will pay you to order 
them from Dept. 5. 


Sample pairs or case lots. 


THE STETSON SHOE 
COMPANY, Inc. 
So. Weymouth 90, Mass. 
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IN STOCK 


No. 306—Women’s All Wool 28 oz. Felt Moccasin, 
Top-grade, $ 00 
PAIR 
COLORS 


Old Rose, Copenha- 
gen, Lavender, Green, 
cru, Fawn, Tur- 
quoise, Pink, Blue, Or- 
chid. 
Sizes 3 to 8 


No. 306 


No. 3006—Women’s All Wool, 26 oz. Felt, Moc- 


casin 
8 5<.. 


COLORS 
Old Rose, Copenhagen, Lavender, Golden Brown, 
Raspberry Yale, Navy, American Beauty, Brown, 


Ecru, Pearl Gray. 
Sizes 3 to 8 


WE GUARANTEE THEIR SATISFACTION 
BUT WE CANNOT SEND SAMPLES 


Terms—Net 30 Days 


Golo Slipper Company 


129 Duane Street New York 




















Popular Prices A 4 
Bring Delight the Hearts of 


Quick Turnovers All the Folks 


-GET SOME OF THE HOLIDAY TRADE! 
MOCCASINS MAKE EXCELLENT GIFTS!! 


APACHE BEADED MOCCASIN 


HOUSE SLIPPER which combin mfort, durability and 
A xt ctiveness. Made of Tan Sexe thenpchin. ry *— 
and the sales will oo SD. 


1922 {yuw OF APACHE E MOCCASINS 
Babies’ gon, 1, 2, hs Per 


Terms 70 days; Net 30 days 
Send trade references with your 


showing seven different st or sam- 
several other popular priced Moccasins 


ARROW NOVELTY CO., Inc., 108 E. 16th St., N. Y. C. 





The Boot and Shee Recorier will appreciate your menfioning the publication in replies to advertisemenw. 
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What’s New In Men’s Shoes? 


GHOE merchants are at last alive to the approach 
of next season’s business—and to the vital ques- 


tion of Men’s Styles that it raises. 


Bates models for Spring 1923, regulars and 
specials, have, we assure the Trade, the snap of new- 
ness and individual strength which have come to be 
anticipated in our products. We are ready to show 


these new creations. 


The Spring Bates models are “‘different.”” Shift- 
ing tastes in designs have brought pleasing changes. 
Full-form foreparts are retained; but some of this 
years characteristics, such as the accentuated 
squareness of toes, are modified. 


In our new models are many fine shapes that 
retain the French tendencies, but with a little round- 


ing-off of the severe lines and a little leaning toward. 


the English trend. 


In colors we introduce some of the lighter;shades, 
and, we branch ont.a little into new types of upper 
and sole stitchings ‘and other fittings. 


Our aim has been to create a sufficient variety 
of ideas to enable each buyer to. meet exactly his 
local community requirements. 











Nor 
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Rie aT ce ee 


for Spring— 


Bates New 
“Stratford’’ 


To Retail at $6 to $8 


“STRATFORD” 
Made of choice of A. C. 


Lawrence’s, Creese & 
Cook’s, Pfister & Vogel’s, 
Gallun’s or Schmidt’s Calf. 


First Grade Throughout 





To Retail at $6 to $8 


Our study of local trade conditions the country over shows the 
need for shoes to retail at from $6 to $8. The great bulk of next 
Spring’s business will lie here. 


Bates Oxfords and Boots, of which this new “Stratford” is a 


typical example, are priced to allow retailing at normal profits be-’ 


tween Six Dollars and Eight Dollars. Their values cannot be ex- 
celled anywhere else. 


On all these interesting matters we are ready to approach the 
the dealer trade, and will gladly explain through our salesmen, our 
catalogs and our General Office communications. ‘ ;J-)4 


A. J. BATES COMPANY 


WEBSTER, MASSACHUSETTS 
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SALES STIMULATING STYLE 


TURNS -- IN STOCK -- IMMEDIATE DELIVERIES 


A trial order on “C & S”’ 
turn novelties will be 
assuring that we can 
supply styles which bring 


business and profits. 
Heel. 


$4.0 


Tie to the “C & S’’ line 
for results. Write us 
your ideas regarding new 
novelty turns for your 


ie. 568 store. 


Black Satin One Strap Junior Louis 


In Stock. Widths A, B, C. 


Price, $4.00, less 5% 10 days. 


No. 165 


Same as above, full’ Louis Heel. 


In Stook. Widths A, B, C. 


rice, 


$4.00, less 5% 10 days. 


COLLINS & STAPLES 


Factory, Haverhill, Mass. 


Boston Office 
183 Essex Street 
oom 306 
Gene Ricker in charge 
of wholesale trade 


Geo. H. Lewis 
Atlanta, Ga. 
Southern States 


Harry Newman 
Middle West 
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Back Every Sale 
of Suede Shoes 
with ““Suededene’’ 


“Suededene” puts beauty into 
soil spots, on all suede shoes. 
Every color of leather is matched. 
Attractively put up. A pleasure 
to use. Profitable to sell. Also 
“Chic”’ Liquid Suede dressing ‘in 
all colors. 


Our Gold and Silver Cloth 
Cleanser Is the Best-ever 


Brilliant fabrics require frequent atten- 
tion. Shoes of Gold and Silver cloth 
WILL tarnish if not kept bright. Tip 
your customers off. They’ll buy a 
cleanser that’s right. 


Colorless ‘‘Cleanall’’ 
for Satin and Silk 


Satin and Silk shoes do get stained. 
Spots vanish when our colorless cleaner 
is used. The most delicate colors will 
not be injured. 


Cw>> 
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WHITTEMORE BROS. 
BOSTON, MASS. 


If Your Jobber Cannot Supply You, Write Us 








The Boot and Shoe R der will app 





iate your mentioning the publication in replies to advertisements. 
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Stock No 757—Back Satin Sross-Strap Behr, 
black satin brocaded straps, band and heel, 17-8 
Louis heel, 45 Last, nickel toe. Widths AA-C. 
At-once delivery from San Francisco and wot. 


Code, “Bilaky.” Prie®...ccccccscseves $5.70 
Stock No. 772—Patent Leather Vamp, black 
satin brocaded quarter, straps and heel, Cross- Stock No. 769—Patent Leather Cross-Strap 
Strap Behrl, 16-8 Louis heel, 45 last, nickle toe. Behrl, imitation band stitched, 13-8 Cuban 
Widths AA-C. At-once delivery from San heel, 56 last, quarter toe. Widths AA-C. At- 


Francisco. Code, “Bumble.” Price... .$5.70 once delivery from Denver, November 20 from 


T h h San Francisco. Code, “Fiji.” Price... .$5.45 
urns are t € S oes Stock No. 778—Black Satin Cross-Strap Behrl, 
no bands, 14-8 Louis heel, 41 last, quarter toe, 


others imitate Widthe AWC, At-once delivery from New 
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We are making the best 
shoes we ever made 


in our history. 
Stock No. 775—Black Satin Cross-Strap Behrl, 
brocaded strap, band and collar on quarter, 17-8 
Louis heel, 35 last, quarter toe. At-once deliv- 
ery from Chicago and Kansas City. Code, 
ee ery $5.70 és Stock No. 771—Patent Leather Cross-Stra 
Stock No. 776—Same as No. 775, with 16-8 . Behrl, stitched imitation band, 16-8 Louis heel, 
Louis heel, 55 last. At once delivery from 37 last, dime toe. Widths AA-C. At-once 
Boston and Newburyport. November 20 de- delivery from Boston, Kansas City, and New- 
livery from New York. Code, “Temptation.” buryport; November 20 delivery from Chica 

i $5.70 te ie Rr area $5.65 


D. DODGE SHOE COMPANY 
Newburyport, Mass. 


= 














IN STOCK DEPARTMENTS 
Boston, Mass.—i79 Lincoln St., 416 
Albany Bidg. 


New York, N. Y.—108-110 Duane St. 

San Francisco, Calif.—770 Mission St., 
Keil Bidg. 

Kansas City, Mo.—Ninth and Main Sts., 
215 Sheidley Bidg. 

a 7 1il.—19 So. Wells St., 310 Lee 


B 
Mon , Ala.—105 Bibb St., Cotton 
Exchange lldg. 


Denver, Colo.—Corner Arapahoe and 15th 
Sts., Rooms 414-415, Mercantile Bldg. 


Newburyport, Mass. 


OTHER OFFICES 
Stock No. 777—Black Satin Cross-Strap Behrl, Stock No. 740—Patent Leather Sally, small 
brocaded strap and band, brocaded collar on Philadelphia, Pa.—929 Chestnut St. perforations all around, 14-8 Louis heel, 38 last, 
Quarter, 14-8 Louis heel, 40 last, dime toe. Seattle, Wash.—2716 Warren Ave. dime toe. Widths AA-C. At-once delivery 
Widths AA—C. At-once delivery from Chicago, Pittsburgh, Pa.—Hotel Hi - from Montgomery, Chicago, Kansas City, and 
Newburyport and Boston. Code, “Columbia.” “HE many Newburyport. Code, “Joy.” Price..... $5.00 
SNe... ccouwusdeaueben capaerets nis cae Detroit, Mich.—Billinghurst Hotel Stock No. 758—Same as No. 740 on 40 last, 
Springfield, Ohio—Bancroft Hotel dime toe. Widths AA-D. At-once delivery 
Indianapolis, Ind.—424 Saks Bldg. from Boston and Denver. Code, aes: 
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ACTION 


AGAIN.” 


Advance Styles in Stock 


(ORE OF IT—MONEY IN IT. Something 
we dared and put across in Stock Shoes. 
The year’s outstanding success. 


This new holiday group will wind up 1922 
with a big boost in sales. 


The styles answer today’s demand. Quite 
ahead of the usual run, but more appealing 
because of it. Each has already been picked 
off by the big operator. 


Act quickly while we are able (outselling the 
field 3 to 1) to let you in on the best winter 


numbers conceived. oh nee 


An interview with one of our travelers will disclose a*profit propo- 
sition for Spring admirably keyed up for quick progress in 1923 


HViamend Shee 


196 CHURCH ST., NEW YORK CITY 





BRANCH OFFICES 
BALTIMORE ..cccccccceccceces Home Bank Bldg. CLEVELAND 244 Old Arcade Bldg. 
DETROIT 502 Temple Theatre Bldg. PHILADELPHIA 402 Central Trust Bldg. 
CHICAGO 708 Security Bldg. PITTSBURGH 503 Lyceum Bldg. 


Two Factories: Brockton, Mass. 


; "apprec ning the publication in replies to advertisements. 


The Boot and Shoe Recorder will appreciate your mentinn 
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WINTER’S 
First Pick 


$5) 00 


Tony Red Calf —No. 542 


146 (Turf) last; rubber heels; 
C, D; 5% to 10 
SPECIAL FEATURES 


EXTRA HEAVY sole, gabeled edge 
to heel, yellow roped welt stitched 





100 OTHERS 


For Men and Women 


$ 485 


The Brogo 


Black Boarded Calf —No. 596 


124 (Brogue) last; rubber heels; 
B, C, D; 6 to 10 


SPECIAL FEATURES 


Extra heavy soletrimmed full, yel- 

low rope stitch; fast color brass eye- 

lets; natural welt, tan edge and heel; 

special stitching; big perforations, and 
‘ss jumbo pinking. 

Also in Victoria Brown Calf, No. 586 


IN STOCK 


Miamend Shee TS 


- 196 CHURCH ST.. NEW YORK CITY 


BRANCH OFFICES 
G26 » oes <0ckennnss< Home Bank Bldg. CLEVELAND 244 Old Arcade Bldg 
DETROIT 502 Temple Theatre Bldg. PHILADELPHIA..........402 Central Trust Bldg. 
CHICAGO 708 Security Bldg. PITTSBURGH 503 Lyceum Bidg. 


_ Two Factories: Brockton, Mass. 











—— 


———————— — ——— 
The Beot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 












7 name VIC 
frequently used 
world than any 
name. 

We, the only m 
watchfully guard it. 


pledged to keep it 
of kid leather. 
















“Thereisonly 
one-- 


There never 
has been 
any other.”’ 





is probably more 
throughout the 
other leather trade 


kers of VICI KID, 


it reputation and are 
qin the front rank 






iC 


Sec 
ly 
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SPECIFY LARKIDE NOW 


Good Sole Leather High and Scarce 


ANUFACTURERS, whose names are by-words 
M everywhere, are using Larkide Soles on their 


products. Merchants, whose reputations suggest 
big-scale shoe merchandising, have adopted Larkide as 
a big sales feature. 


Shoes with Larkide Soles possess a beautifully burnished 
edge with clean-cut groove. Perfect channeling and 
remarkable bottom finish are also outstanding character- 


istics, 
Larkide runs in the same irons and sizes as sole leather. 
With sole leather higher in price than for many months, 


with heavy weights scarce, and suitable hides high and 
scarce, now is the time to use Larkide. 


Larkide is waterproof, non-slipping and three times as 
durable as the choicest full grain leather sole. 


THE LARKIDE COMPANY 


201 DEVONSHIRE STREET - - _ BOSTON, MASS. 











‘The Doct and Shoe Berorder will appreciate yoar mentioning the publication in repites te advertisements 
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UTAH 








Shoe made by 
Rice & Hutchins, Inc. 
with LARKIDE sole 





#¢ 
The Boot and Shoe Recorder wil appreciate your mentioning the publication in replies te adverticoments. 
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Reg OFPet. orice 


Wool Hose for 
Holiday Giving 


Every out-of-door gir] likes to have at least 
one pair of “perfectly stunning” wool hose for 
winter sports. 


The attractive sport hose illustrated here is 
imported from Scotland. It is a full-fashioned 
hose, made of the softest of wools, with a dia- 
mond jacquard pattern. 


Boxes of threes come in either warm brown 
assortments—such as tan with’ diamonds in 
two shades of brown, or gray blue with blue 
and lavender or blue and black diamonds. 


If you cater to people with money enough 
to gratify their tastes these hose should be on 
your shelves. 





PEs semankre ans 
The price per dozen 


Emery 6 Beers Company, inc 


Sole Owners and Wholesale Distributors of “Onyx” Hosiery 
Broadway at 24th Street, New York 


Boston Office ; 31 Bedford Street 
Ee es) Ll UL 
Buffalo Office Mutual Life Bldg., Pearl Street 
Chicago Office 36 South State Street 
San Francisco Office Street 
Los Angeles Office 8th and Hill Street 


























The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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. Tke HOLLYWOOD 


A ‘Reel ” Footwear Sensation 


AN advanced thought for the spring 
of 23—vamp, fox and heel of 
Black Satin — quarter of Black Ooze — 
Silk-worked eyelets, with wide silk rib- 
bon laces — Kid lined throughout — 
The Embodiment of Brooklyn's Finest 
Workmanship. 











SEE 


23} 





Well Received! 


At the most exclusive shops where this 
original style creation first made its 
debut — discriminating dressers were 
quick to voice their approval—and 
readily acclaimed and accepted it as 
the expression of genuine smartness. 


- “eae 
And now we announce ‘The Holly- 
wood"’—the authentic interpretation, 
so popularly priced that the trade at 
large may capitalize on the vogue, 
certain to be ushered in with the early 
Spring showings. 

Delivery ‘in Four to Five Weeks 


Your own combinations carried out if desired 


HARRY SMOLEN & Co., Inc. wn 


Manufacturers of Ladies’ Fine Footwear 
24 to 28 Boerum Street © 


Brooklyn, N. Y. 











-)UTOOTTTTT TT TTUVEUTETUTIVUCTT TEETER CEC 








The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Serve Your Quality Trade 


in Winter Sport Footwear with Bass Shoes that 
always go the limit in giving satisfaction 


SKI-MOCCASIN 


This style is readily modified to meet the requirements 
of Skiing. The last is thickened to make room for 
heavy socks. The sole is tapered to fit the ski iron and 
the heel is concave to meet the demands of ski bend- 
ing. Specify if you desire strap and buckle. 


No. 723—Brown Chrome Rangeley 
Ski Moccasin. 8 inch, Sole Leather 
Toe Counter, Full Bellows Tongue, 
' Nickel Klondyke Eyelets. Double 
Waterproof Sole, Concave Heel, Ski 
Last. 

To order, 6 to 1I—D and E. 


Send for Catalog of Bass Moccasins 
and Bass Shoes for Hard Service 


G. H. BASS & CO. Shoemakers Wilton,Maine 








The Boot and Shee Recorder will appreciate your mentioning the publication in replies te adverticoments. 








November 11, 1922 BOOT AND SHOE RECORDER 





790—Black Satin One-Strap, id lined, 14-8 Louis 
heel. Widths to D. Code “Arda”’ $2.15 


Send for In Stock Catalogue 


‘steno’ ) 
’ 
ii } 


865—Black Satin Colonial Strap, imitation turn, 14-8 
Spanish heel. Widths, B to D. Code, “Rae”. ..$3.00 
720—Black Satin One-Strap, 16-8 Full Breasted Louis 887—-Same as above, ine turn, 14-8 Full 
genuine turn, leather lined, metal ornament. Breasted Spanish fheel. Wi , A to D. Code, 
Code, “Pan’”’ $3.85 yy te ee pereveses $3.75 

except 14-8 Jr. Full Breasted Louis heel. 778—Same as 887, except with inion 


Hanssheans Shoe Co., Haverhill, Mass. 


The Boot and Shoe Recorder will your mentioning the publication in replies te advertisements. 


: 


No. B720 


$3 85 


. . 


30—Same, 
“Pat” 
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"Faithful to the Last” 


Many, many dealers 
have increased their 
business with our 
Merchandising Plan. 
Ask us about it. 
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Look at the many up-to-the- 
minute smart styles in this 
assortment of men’s high grade 
fine shoes. All carried in stock, 
ready for immediate shipment. 


Nunri-Bish & Weldon Shoe Co. 


MILWAUKEE, WISCONSIN 
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PUSH A SALES-MAKING NAME! 
R. ADLERS Scientific Hygrade Shoes 


are known to thousands. Unexcelled 
for comfort, quality, durability and smart- 
ness in infants’ » misses’, boys’ and men’s 
lasts — (yet actually lower in price than any 
shoe of relative class) — they become sure 
repeaters. 





But you have more than a well established 
name — (and friendly quality) — to help 
you when you push Dr. Adler Shoes. 








Infants tan Vici button : . 
nena : We have worked out a merchandizing 
1 to 434. and’ advertising cooperative plan that be-. 
comes yours the moment you stock this 
famous line. It’s a wonder— write for full 


details. 























More and more shoe merchants are turning 
to this line—Why? Quicker turnover. Ab- 
sence of sales resistance. Quality und satis- 
faction —there’s the answer. 








Write for samples and details on our selling 
plan — judge for yourself. ‘To-day — now. 
turn sole, spring heel, lined. Sizes, Sell this famous line of turns! and welts 

‘ under our selling plan, and increased profits 
await you. 


Infants bal, lace or button,patent 
vamp with tip, gray buck upper, 


























ROSENWASSER BROTHERS: Inc. 
Factories: LONG ISLAND CITY, N.Y. 
SOLE SELLING AGENT rofGREATERINEW YORK 


THE [CRESCENT SHOE CO., 
159 Duane Street - - NEW YORK 


cAlso makers of ™ 
“BABE” RUTH Home Run Shoes 











Child's tan éalf bal, Good- 1 
year welt, regular cut, 3, — < . This Registered 
foxed, perforations tip, Trade Mark 


vamp and eyelet row. 
Sizes, 8:4 to 11. on the Sole of 





























will appreciate your mentioning the publication in replies te advertisements 





1922 


November 11, 1922 BOOT AND SHOE RECORDER 











———<—<—<—<—— =< = = - 
——— = a 


ee eee ee ae ae ae a ae ce ae ee ae ea ae ae a eae ee ee ee ee es ———-— — - 








ee a 


H & E Turns Are Made by Carefully 
Trained Workmen 


They Not Only Attract But Hold 
Profitable Trade 
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Hopkins and Ellis turns of quality in addition to an up-to-the 


NC. 


RK 
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minute style appeal, possess superior workmanship that makes 
them ideal business builders for dealers who seek to give their 
customers real style and quality at prices that make friends. 


No. 155—Black Save Cleo One Strap. No No. 156 — Irene Cross Strap. Black No. 157—Patent Chrome Milo Gore Front 
Cut Out. Beaded Vamp and Strap 15-8 Satin Vamp. Black Brocad: uar- Colonial. 16-8 —— Louis Heel. A 


Louis Heel. A, 3-8; B, 244-8 » 55 “4 ter Straps, Collar and Heel. 15-8 is 3-8; B, 244-8; C, eS Price. .... $5.50 
Pees ocec0cvaescgeapboed eas 60 dee Heel. , 3-8; B, 24—8; C, 24%—8: Rea ow 
Ready Now Wa siiecetssghengseansestueodee $5.10 
Ready Now 


——<—e = -- * 
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No. 158—Black Satin Milo Colonial. Black 














Suede Tongue. A, 3-8; B, 244-8; C, 244-8. 
RE Ne Pe es, FP: $5.50 


Ready Now 


No. 159—Brown Satin Vamp Milo Colo- 

nial, Brown Brocaded Quarter and Heel. 

Brown Kid T — Brocaded ae, A, 

3-8; B, 24-8; -8. —— . $5.75 
eady ocunier's 


No. 160—Black Satin Edna, Small Tongue 
Colonial, Suede Tenges, & Satin Inlay. 16-8 
Spanish ‘Louis Heel. . Price. . .$5.35 


aad Bi Os Patent Chrome Edna, 

Colonial, Black Suede 
No. 160 oa" Black Patent Inlay. A-C. 
__ RE er $5.35 





No. 159 


Hopkins & Ellis 
Haverhill 
Massachusetts 





No. 957 








WESTERN 
STOCK DEPARTMENT 


Carries in stock for at once 
delivery, No. 155, 156, 
157, 158. 159 Nov. 15th 
Delivery by W. J. Cully, 316 
Paxton Block, Omaha, Neb. 





No. 158 ie. tes 
oO. 
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No. 5992 A to D $5.00 Ato D / 
5992—Women's Brown Satin Colonial ne Tongue Pump No. 5991 AtoD 

jac’ tin Vamp ‘ , 
Brocaded ‘Tongue and Collar, Turned Sole Brocaded Tongue, Quarter and Heel ee ee tepean np 
Full Louis Heel $5.00 Turned Sole, Full Louis Heel $5.00 Full Louis Eleel ° 


SEND IY YOURORDERS QUTING SHOE COMPANY ATLANTIC avenue 
NATIONALLY ADVERTISED 


pronounced U-NEE-KO. 


2 
aie 


Be Women’s “‘Unico”’ Felt Moccasin 
$5.50 No. 1120—Line all colors. .. Price $0.85 


2274— Women's Toe Pump No. 272—Line, Navy, Wine, Purple. No. 5122 AtoD $3.00 
White Kid, Turned Sole Price 30.774 5122—Women’s White Cabretta Money 


Full Louis Heel $5.50 Special Black and Gray...Price 0.75 Junior Louis Heel 
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Attractive Pattern Sells Shoes 
Look This One Over 


With the very great demand for shoes with 
“Rajah” soles that is now showing itself so 
strongly, do you not think that if you 
showed this attractive pattern, you would 
have the bulge on the other fellow in selling 
qualities of the shoe? This is only one of our 
many. You have not given your trade full 
consideration until you have looked over 
our line of patterns acknowledged to be in 


SLO OOO OOOO eS 


S><> 


a class by themselves. 


If this idea interests you, drop us a line 








and we will do the rest. 


The Preston B. Keith Shoe(o. Brockton, Mass. 


Makers of Keith’s Konqueror Shoes for Men and Women 
Campello Station 





a ee ee ee 
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Styles ero To Ship 


“If It’s a Dalton It’s a Delight” 
““Johnnie Walker’’ Last “‘Glengarry’’ Last 








Stock No. 526—4 Norwegian Bal, Heavy S. S., Wing- 
foot Heel. A, 7 to 11; B, 6 to II; C and D, 5 to Il. 
is Sere $6.00 


Stock No. 426—As above in Black Norwegian. Same 
sizes and widths. Ready Nov. 15. Price a $6.00 S. - 3 Broad Heel. Widths A to D Secocoscsoces $6 


MEN’S SPORT OXFORDS 


Stock No. 382—Sport Last Smoked Elk Sport Ox- 
ford, Gal. Four Apron, Red Duflex Ribbed Sole and 
Heel. -B to E Wide $5.50 
Stock No. 310— Last Tan Box Sport Oxford, 
Tan Box Apron, Red Duflex Ribbed Sole and Heel. 
Be OS WR ois Xesdin seeds utiwndakeacokovin $5.85 
Stock No. 312—Sport Last Tan Box rt Oxford, 
Brown Cordovan Apron, Red Duflex Ribbed Sole 
and Heel. B to E Wide 


The Dalton Company, Inc. 





Steck No. 592—Genuine Brown Scotch Grain too 


Ot ee ie ie ean 
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Makers of Fine Shoes 
BROCKTON, MASS. 


NEW YORK 
651 Marbridge Bldg. 
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Early “Rubber Footwear” YV eather 


has shown many dealers’ stocks unpre- 
. 7° P 
pared for this business— 


Avoid the predicted early winter ship- 
ing congestion by placing early orders— 


Hood Distributors have prepared their 
stocks of winter footwear to take care of 
your needs— 


The far-sighted retailer is protecting 
his profits by carrying complete stocks 
of rubbers and gaiters— 


and 





CHAFING 
STRIP 






especially — 





LINED 
CLEAR TO 
SOLE 


SEMI-ROLLED EDGE 
EXTRA HEAVY SO 





ALL RUBBER 
RUBBERIZED CLOTH 
RUBBER COATED CLOTH 











HEAVY BROWN FLEECE Hood 
Hood White Rock 
Hood Kattle King Women’s Empress Over and Waverley 





Hood F Rubber Pediaus Co., Inc: "4" 


+  -fiee dleet-and Shoe Recorder will appresiate.geur mentioning the publication in 
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TURNS 


CARRIED JIN STOCK 
C. S. Stearns Shoe Co. 


564 ATLANTIC AVENUE 
Boston - Mass. 













No. 800—Du 11 





Quarter, Patent 

Leather Fox Polish. 
Polish. Patent Lea- Patent Leather Col- 
ther Collar. Beaver lar. Pony Cut, 
Inla Pony Cut. Wedge heel. Sizes. 
Wedge heel, Sizes, 4to & 


4 to 8. 


Turns That Bring 
Real Profits 


Humphrey Turns, designed 
to fit little feet, have plenty 
of youthful style. We make 





No. 805'— Russia 
. No. 804 —B; 
Calf Whole Quartes them in leathers of many Goze Quarter’ He- 
edge. Wedge heel. . ~~ Pi Fox Polish. Ha “4 
Sizes, 4 to 8 combinations over attrac — , Kid Lon 
4 Cole and Inla -y 
tive lasts. , The workman- Collar. Pony 


edge heel. Sizes. 
)v to 


ship is superior throughout. 


pOther jobbers carry Hum- 
* phay Turns. Write us for 
name of distributor nearest 


No. 803 — Levor's 
Bever Cab Quarter 
Patent Leather Fox 
| you. 
| 
| 





ther Collar. Gray 
ooze inlay. Wed 
heel. Sizes, 4 to 





mt HERBERT HUMPHREY’ S SONS 


er i : | 
i a A 
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Two Popular Fall Oxfords 
In Stock 


For Immediate 
Delivery 





SIZES 
AAA 4% to 8 
4 to8 
3% to 8 


3 to 8 
No. B 432 Patent Leather . 214 a 8 No. B 433 Havana Brown 


Oxford, 241 Last, 14-8 Cu- 2% to 8 Kid Oxford, 241 Last, 14-8 
ban Heel, Welt. 50 Cuban Heel, Welt. * B55 50 


Price sare Terms: Net 30 Days Price .. 


C. P. FORD & CO., Inc. Rochester, N.Y. 


NEW YORK CITY - 127 DUANE STREET 











OXFORDS 7 oo 
ARE IN 





ey | 601—Gallun’s No. 4 Russia Calf 
Oxford, Overweight Sole, Stitched 
Hens Seats. A, B, 7 to ll; C, D, 6 to 11. 
Number 605—Same style in Tony Biack Calf 
Aberdeen 
Brae Burn NO 


Rs. 7 STOCK pe, 


i Lace Oxford, . - res Sole. Lace Oxford, Sede te aa B, & 7 


i Ii; C, D, 6 to IL. 6 to 11. 
Number 617—Same style in Tan Norwegian a F520—Same style in No. 75 Boarded 
ussia 


| () M. A. PACKARD COMPANY 
| BROCKTON 





MASSACHUSETTS 
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ALTEC CAL 
“or Ewcotence” | Viking Calf 
Norwegian Veals and Calf 























For Spring 1923 


Extensive preparations for the big Spring Season of 1923 are now 
on foot. As usual, the selection of the proper leathers is a factor 
requiring careful consideration. Once fashionable leathers in ap- 
proved shades have been decided upon, manufacturers and mer- 
chants may look far ahead into the future and proceed to plan their 
business on some definite basis. 


Gallun Leathers, as in the past twenty years, will lead off in the 
great footwear style race. During this long period of time Aztec 
Calf and Viking Calf have proved their absolute dependability and 
timeliness. 


The original and genuine Norwegian Veals and Calf will also be 
produced in all desirable colors and black and is easily the leader 
in brogue type of shoes for men and women. 


Gallun is ready to serve you now; ready to ship 
you just the right leathers for Spring shoes. If 
you are a retail merchant, it will be to your dis- 
tinct advantage to ask your manufacturer to use 
Gallun Leathers in your orders. 


NOTE:--We have made Norwegian Veals and Calf continuously for twenty years under this name 




















A. F. GALLUN & SONS CO. 
MILWAUKEE, WIS. 
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FOR ME NO NLY 


SHOE LACING HOOKS 


Lacing Hooks 
Lacing Hooks can be obtained on exclusive For Children’s Shoes 


enodieib < of quality ioetwenn. 

Insist on having what you want NY youngster can “lace his 

own shoes’’ with the handy, 
convenient shoe hook! 














SATURDAY EVENING POST 


Saves time, saves temper—and 
helps the children to help them- 
selves. 


sills HOE hooks can be obtained 
Two and one-quarter million ming rr chaps 28 Fy 
men and women have less of size, style or price. 


been told the advantages Shoes with lacing hooks for 


men, women and children 


of lacing hooks are found in the more ex- 


-‘ elusive grades of quality 
footwear. 


Insist On Having What You Want 














LADIES’ HOME JOURNAL 


~~ 


ATIONAL advertising, such as is shown above, has created a de- 
mand tor lacing hooks on men’s, women’s and children’s shoes. 


Complete your shoes with ‘teal hooks for the consumer who has been 
educated to appreciate their many advantages. 


They give a positive “selling point” to your footwear. 


Tubular Rivet & Stud Co. 


BOSTON, MASS. 
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Mr. Merchant! 


At last you can give the future a full, frank 
look. Prosperity is there. Believe what you 
see. Prepare for it. 





The white season of 1923 is 
to be the largest in volume 
you have ever experienced 











We are quite satisfied as to that. 
We have prepared for it. 


Take a good look yourself and you will en- 
courage your shoe manufacturer by placing 
your orders now. You will benefit by getting 
slowly made white leather — made right. 


Be totally safe — specify 








LEVOR GRAIN KID LEVOR GRAIN GOAT 
CABRETTA CHEVRETTES 
For popular priced shoes For exclusive lines 























LEVOR WHITE LAMB 
For low grades and linings 


LP, tbite.p tlic. 


GLOVERSVILLE, N. Y. 


Sha, t0Cte. Kocver of Giuorian 




















NEW YORK BOSTON 


Distributing Force 
ARTHUR S. PATTON LEA. CO. GEO. W. NEWMAN LEA. CO. 
St. Louis Cincinnati 


McGAW & ATKINSON EDWARD ZOHRLAUT 
Chicago San Francisco 
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We Must Keep Faith 
If We Shall Live 


HE RECORDER has faith in its subscrib- 
ers. It has faith in the loyal corps of men 
and women who join in producing the greatest 
retail shoe publication. It has faith in the in- 
dustry and faith in the men and the concerns 
that have builded this great industry for the 
supplying of footwear to the American people. 


The RECORDER has faith in itself—faith in 
its policies—faith in its ability to be of service, 
not only to the merchant, but to the advertiser 
on its pages. 

Firm in this faith—the RECORDER has 
established certain rates for its advertising pages. 
Rates that are firm and fair in consideration of 
the field that it represents. 





No advertiser—however large or small—can or 
will secure any rate that is lower or higher than 
the published schedule for— 


If we are to keep faith with ourselves—we must 
keep faith with others. 


We believe that the policy of fair- 
ness is the only policy that will 
ADVERTISING RATES stand in the unlimited test of 
Time—that by doing unto all in 

Space Time | Times | Times the same measure—we perform 
One Page | $150.00 | $120.00 | $100.00 our greatest service to the smaller 


44 Page 00 | 70.00 | 60.00 member—and to the larger. 

\% Page .00 40.00 35.00 ; 

M% Page 00 | 25.00 | 20.0 The published rate card herewith 
— is the RECORDER schedule 


of cost for its advertising pages. 








l 7 13 



































It is not alterable. we 


BOOT and SHOE RECORDER Treasurer and 


General Manager. 


BOSTON MASSACHUSETTS 


CHICAGO CINCINNATI NEW YORK PHILADELPHIA ROCHESTER ST. LOUIS 
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IN STOCK 


No. 4408—Women’s imported bench-made black 
patent leather mule, purple, satin lined throughout, 
celluloid cuban heel 


No. 4410—Women’s imported bench-made cab- 
retta mule, satin lined throughout, cuban covered 


a Oo ef ene $3.00 


We Guarantee Their Satisfaction But 
We Can Not Send Samples 


Golo Slipper Company 


129 Duane Street - - New York 








Kistler, Lesh & Co., Inc. 


COMMISSION 
LEATHER MERCHANTS 


FINE OAK SOLE LEATHER 
BELTING BUTTS 
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IN STOCK 


LARGE SILK 
POM —-POM 


RUBBER HEEL 


No. 500 


Women’s Bright Cabretta, Genuine Turn 
Sole, Keystone Rubber Heel Boudoir, 
Large Silk Pom Pom. 





36 Pair Case Lots Only. 
Sizes: 3-7, 3-8, 4-7, 4-8, 5-8 











Terms 5%-10, 2%-30, F. ©. B. Cincinnati 


Altman & Minces 


' CINCINNATI, OHIO 


{ 
I 
I 
I 
: 
85c | 
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OSHKOSH LEATHER TOPS 


Specialised in Fit and Wear., 
THE ONLY CORRECTLY-MADE, CLOSE-FITTING TOPS. 


THE “OSHKOSH” TOPS 
With Wide Back Stay 
Black or Brown 
Prices quoted are for leather measure- 
ments only, When sewed on rubbers, 
the combination measures 24% inches 
more. Leather laces. 
Men’s Boys’ Youths’ 
$0.70 $0.55 
85 75 : 


12-inch 


14-inch 2.00 
16-inch 2.50 , Sock oceete 
THE ROENITZ SIDE-PIECE TOPS 
No seam in back to hurt the foot. (See 
Cut). Best Brown or Golden Oak Re- 

tanned Stock. Rawhide laces, 
Chocolate Golden Oak 
Color Col 
Men’s 15-inch $3.00 $3.25 
Men’s 12-inch 2.50 3.00 


Get our prices on the above tops in combination with the black, 
red, white, or the black with white sole, lumbermen’s overs. 

Full line of all kinds of-‘‘Wales Goodyear” U.'S. Rubber Co. make 
rubbers. 

Exclusive Leather Top Fac for 25 years 
Also Mfgrs. of the “‘Oshkosh”’ Line of Work and Outing Shoes. 
They reduce the cost of living 
WRITE FOR PRICES 


THE H. C. ROENITZ CO. - - Oshkosh, Wis. 
Established in 1877 

















Nothing in the shoe 
but the foot 


HOE. specialists insist that shoes 
built with Crawford Arch Sup- 
porting Shanks are scientifically correct. 
Such shoes relieve fallen arches and safe- 
guard normal feet. They bring health 
and happiness to your customers and 
increased business to you. 


T's Crawford Arch Supporting 
Shank is built right into the shoe 
—fitted between the inner and outer 
sole and locked to the insole. It pre- 
serves the shape of the shoe, giving sup- 
port to the arch and ease to the foot. It 
cannot abrade the skin. 


To boost your business, sell shoes built 
with Crawford Arch Supporting Shanks. 





United Shoe Machinery Corporation 


Boston Massachusetts 


The Best and Shee Recorder will appreciate your mentioning the publication in replies to advertisements. 
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A Live Proposition for Live Shoe Dealers 


Big things can be accomplished today only through organization—every suc- 
cessful man knows that. 

The fellow who plays the lone game is beaten before he starts. 

He’s like the soldier fighting without support behind the lines. 

The Menihan Arch-Aid proposition is sweeping its_way across the continent like 
Pershing’s Army swept across Europe. 

When we had perfected Menihan Arch-Aid Shoes to our satisfaction we then 
started out to create an organization to merchandise them. 


It wasn’t our idea to make the dealer carry the whole load while we counted the 
profits. 


We felt that the Menihan Arch-Aid proposition could only be put over on a co- 
operative fifty-fifty basis. Now we know it can. 


Our success and the success of hundreds,ef Arch-Aid Merchants has proved it. 


If you know a Menihan Arch-Aid dealéFy yourhave obsétved how enthusiastic— 
how optimistic—he is... Possibly“you have wondered why. Shucks, that’s easy. 


Not a Menihan Arch-Aid dealer is groping im the dark! Every one is building 





that leaves no room for failure. 
Menihan Arch-Aid Shges—top notch quality footwear for se age en 


han Arch-Ai methods—cannot help but make 
and a “busines ar will grow and grow and grow. 
oes are stocked. 
ote so with ¥% perseverance, and ange it will pay you 
ther fellow. does) to *. ; 
—_ im een 
rite immediately for propositio 


me 





dew! 


MANUFACTURERS & DISTRIBUTORS 


Zee (Rochester NW-I- 


a new and profitable business on an intelligent, definite, well-worked-out plan he ¥ 














The Boot and Shoe Recorder will appreciate your mentioning the publication im replies to advertisements. 
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“Standwe. 
SPATS | 


TRADE MARK 











Suppose Your Business 


had been Constantly Growing 
for Half a Century? 


Wouldn’t you consider yourself 
an authority in your line’ 


Surviving fifty years of keen com- 
petition would speak volumes for 
the values you offer — for the ser- 
vice you render! 


We’ve been making Stunning 
STANDARD SPATS for half a 
century! 


That’s why our spats are accepted 
with confidence—That’s why there 
are no spats better than STAND- 
ARD SPATS. 


The dealer who sells STANDARD 
SPATS KNOWS every pair that 
goes out of his store means 
profit in his pocket and a cus- 
tomer who will come back. 











DRADS 


our new product—an elaboration of the 
spat idea, are a vogue in themselves; es- 
pecially for college girls and all members 
of the ‘‘ Younger Set.”’ 


S. RAUH & COMPANY 
310 Sixth Avenue New York 
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Since the introduction of Ohio Kaffor Kid . its 

success has exceeded our fondest expectations. 
Coming at a time when innovations are the order of the 
day. the distinct features and characteristics of this en- 
tirety new product of leather manufacture met with the 
appreciation and approval of the leading shoe manufac- 


turers of the world. —> > > —> > > > 
Ohio Kaffor Kid is superior to any other dress shoe leath- 
er manygictared for appearance comfort and wear. ~ 
Made in Black and Morro Brown-guaranteed a straight 
aniline dyed leather. free from pigments. moe 
Originated and manufactured exclusively by’ 
The Ohio Leather Co. 
Girard ,Ohio 











Gre 


General 0 
Fhe Ohio pathey Co. 


Gira 


Boston 


Ohio Lather (oyporatio 
33 South St. 


Philadelphia 


Ohio Leather @mpany 
325 Arch St. 


St.Louis 
Arthur $. Patton Lather. 
1602 ocust St. 


NewYork. 
Oscar Schereve Bro. 
29 Spruce St. 
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Davis Process Shoes have great flex- 
a a splendid cushion at the ball, 

hy org smooth leather innersole 
and they give an extra amount of 
service. . 





ditt 


WTTt: 
335823; 






CROSS SECTION - INNER SOLE 


1 Stock No. 441 
RAISED TO 7 Women’s Kid Polish, Kid Tip, Large Ankle 
Stock Price $3.15 
emnen' Oxford, Kid Rubber 
Women's Eid Otte nw 
Price $2.35 


Send for Catalog 
Made by 


<< A. H. BERRY SHOE CO. 


SURLEETENEEEIE? 
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PORTLAND, MAINE 
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Before the Smoke Cleared Away 


November 9 and 10 of this year marked the fiftieth anniversary ofjthe’Great 
Boston Fire—one of the most destructive conflagrations’in American history. The 


very heart of the shoe industry of the world was reduced to ruins. Poy 
ss, 


Rice & Hutchins’ headquarters suffered a total property loss. ‘ie illustration 
above is reproduced from an original photograph. It shows the new Rice & Hutchins 
headquarters which were established at once and were vibrating with business activity 
before the smoke cleared away. Orders had to be taken care of, dealers were waiting 


—there could be no delay: 


That true sense of’service to retailers] is traditional. It has come down through 
decades, often hindered, but always pointing to a better and more economical way. 


Of that group of early shoe manufacturers whose headquarters centered in the 
burned district, Rice & Hutchins is the only organization still in business under the 


same name. 
A far greater organization now guards the service of over 30,000 retailers. The 
lasting confidence of many is evidence of success. This confidence has been won, 


not only by consistent performance under favorable conditions, but by keeping faith 
in policy, in. spirit, and in service rendered despite the handicaps of com- 


bating forces. 


RICE & HUTCHINS 


INCORPORATED 
BOSTON . U.S.A. 
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Don’t Get Style “Saturated” 


O greater error can be committed than to broad- 
cast a statement that any one style is dead— 
for there is no measure of fashion equally ac- 

curate on Fifth Avenue and on Main Street, Nogales, 
Arizona. 

Many a salesman’s K.O.’s a style because he has 
heard a rumor that the “great-big-I-am-on-style,”’ on 
State Street or Fifth Avenue, has given it the Indian 
sign, P.M. Meanwhile his competitor, deaf to rumor, 
and dumb on any style his factory can’t produce, con- 
tinues to take orders on straps and oxfords. 

It may be obvious to the Fifth Avenue merchant 
that high-tongue pumps will cover every fashionable 
foot, but tell it on Main Street and it whisks right 
through, ear to ear, for the merchant in his own little 
way gives to his community footwear in keeping with 
the pace of the town. 

One of the cleverest things Monsieur Poiret of Paris 
said was, ““The mode has no logic; it is never inspired 
by reason.” The strutting mannikin shows many a 
designer’s model, before the eye-compelling master- 
piece gets merchant approval. Style commercial is a 
matter of selling at a profit. 

Look out for the time when style becomes so much 
a forced venture that inspiration is lost. When the 
big city gets style saturated, then confusion begins. 
The style industry lives on a certain amount of indi- 
viduality; too much of it gives no pleasure to the eye. 
The shoe stores of this country can absorb only a cer- 
tain amount of style, and make a profit. 

In shoes there should be a ruling that no shoe is sty- 
lish that doesn’t look good after a little wear. Style 
should go deeper than the cut of the pattern and the 
skin of the leather. 





The Ever-Present Lawsuit 


T the rate the Law Schools are turning out 
half-baked lawyers in day and night classes, no 
business wilf be complete without one on the staff. 


There are so many advertising rulings that the legal 
phraseology of an ad must come under his eye before 
it can be run. Every customer will have to be ap- 
proached by the lawyer before the sale is completed, 
and ask the necessary questions that will protect the 


store against ultimate damage. 


No shoe store has had a real well-rounded experience 
without one or more lawsuits agairst it from customers 
with sprained ankles, ingrown toes, septic heels, or 
some other damage-collecting injury. 

The old saying was that no Editor had completely 
won his spurs until he had a libel suit brought against 
him, and the test of a real Editor was to have a constant 
and perpetual series of libels necessitating court attend- 
ance most of the time. Before long the retail shoe 
merchant will not be considered a true merchant un- 
less he has one or more damage suits from customers, 
occupying his entire time to answer in court. 

When a merchant in Fort Wayne, Indiana, has got 
to answer before a jury of twelve men at the Superior 
Court for selling a woman French-heel shoes that 
would not support her weight, we have reached one of 
the extremes in litigation. The shoe men, Mathias 
App’s Sons, won the verdict after several days of argu- 
ment before the jury in a suit brought by a woman 
who gave her weight as somewhere between 185 and 
215 pounds, and asked for $5000 for a broken ankle. 

One learned attorney said: “It is a God-given privi- 
lege to a woman to wear French heels if she wants to.” 
Another attorney scored when he said: “Fat women 
who wear stilts under their heels and then try to dig 
into the pockets of the shoe dealers for damages, after 
they fall, while wearing the fool things.” 

We have heard all manner of complaints against 
shoemen, and in some gases verdicts have been given 
for even less causes. It seems a pity that in the con-. 
duct of a serviceable business, on an article that is 
given | more use and abuse than any other article! 
of wearing apparel, that there should be the possi-' 


bility of damaging. lawsuits. 
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Once it was the lasting tack that was selected as the 
easiest means for getting money from the merchant; 
now it is everything from the tannage of the leather 
to the squeak in the sole. 





Stop ‘‘Seize and Search’”’ 
Tactics 


EPRESENTATIVES of various trade associa- 
tions in Washington believe that the recent de- 
cision of Judge Manton of the United States District 
Court of the southern district of New York, in which 
he condemned “fishing expeditions” will have a salu- 
tary effect upon the methods of the Federal Trade 
Commission in conducting its investigation and price 
inquiries. It has been the custom of the Commission 
agent to raid private files of corporations and indi- 
viduals for the purpose of finding out whether they 
contained any evidence upon' which charges of law 
violations may be based. Nothing was safe from the 
official raiders of the government in their search for 
data. It is expected that the latest decision in the case 
of the Federal Trade Commission against the Lorillard 
Company will restrain officials of the Commission and 
keep them within the law. 

The Lorillard case is an excellent example of the 
high handed methods used by the Commission and an 
instance where it grossly exceeded its authority. Ac- 
cording to the evidence in this case, the Commission 
demanded all correspondence to and from the jobber 
customers of the Lorillard Company for a period of a 
full year without any charge or complaint having been 
made against the Company. The Manton decision 
revives interést in the Fourth Amendment to the Con- 
stitution, which makes the right of the people secure 
against unreasonable searches and seizures. It is sig- 
nificant to note that Judge Manton in his decision said: 
“It is now well established that a corporation is en- 
titled to invoke the guarantees of the Fourth Amend- 
ment against unreasonable searches and seizures in 
as full measure as would a person or partnership.”’ 

lt is believed that certain members of the Commis- 
sion will insist that an appeal be taken to the United 
States Supreme Court to define the authority of the 
Commission. As the matter now stands, the District 
Court has ruled that the Federal Trade Commission 
lacks lawful authority to go through the private papers 
of corporations or persons on “‘fishing expeditions,” but 
that it may demand access to specified papers or re- 
cords, for the purpose of securing specific evidence 











relating to a particular complaint, or other specific 
purpose authorized by law. 


The Door Not Closed 


HE door of opportunity” is not closed and barre: 

in shoe manufacturing. Any man may open it 

and enter who knows shoes, who is a natural organizer, 

who can command a moderate amount of capital, and 

who is awake to the importance of being a merchant as 

well as a manufacturer. We sometimes think this last 
qualification is the most important of them. 

These general conditions indicate a healthful state of 
trade. That these conditions are to the benefit of the 
general consumer is evidenced by this one fact, to which 
we have referred repeatedly: “One day’s work will buy 
a better pair of shoes in the United States than it will 
anywhere else in the world, by more than 50 per cent.” 

The percentage of labor cost in the manufacture of 
shoes is quite high. This puts the business upon a dif- 
ferent grade from those industries in which production 
is measured largely by the size of gigantic machines, 
which turn out a uniform product. Steel manufactur- 
ing and lumber producing may be taken as an example 
of one class of production. In these, the total product 
may be speeded up merely by the installation of tre- 
mendous machines in the way of converters and gang 
saws, hydraulic presses and automatic log carriers, with- 
out much increase in the working staff required to op- 
erate them. The finished product of these industries, 
however, is only raw material for the uses of other 
branches of manufacturing. The shoe is a finished 
product, and into its production must always go a large 
proportion of labor, aided, of course, by ingenious 
machinery, but necessary always, at every stage of 
operation. , 

As against economies of operation on the part of the 
immense shoemaking plant, a smaller manufacturer 
must bank upon his skill] as an organizer, his efficiency 
as an inspector, and his ability as a designer of new and 
taking styles. In some medium-sized factories the 
labor situation is a great advantage. A country town, 
where living is ‘cheap, with garden produce of every 
sort at lowest prices, presents a very different problem 
from the large city, like New York, Brooklyn, Phila- 
delphia, Chicago or St. Louis, where the shoe opera- 
tives must pay prices for rent, food and all else. 

These large labor centers, however, have an advan- 
tage in the very fact that they are large centers, with 
ample labor supply. Working forces can be recruited 
rapidly, with a surplus to choose from. 
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Boot and Shoe Recorder CREED 


Getting More Shoes Sold Right: not only “more” but “right; sold for the right purpose, to 
the right wearer, in the right fitting, for the right price, at the right profit. This is the great 
problem of the retail shoe merchants. The chief purpose of the Boot and Shoe Recorder is 
to help solve it; for this is the basic problem upon which depends the progress of the 
entire allied industries relating to shoes and leather; their production and distribution. 
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Page 
N.S. R. A. Policy Attacked at Meeting 
of Massachusetts Association 
Members plan to recommend drastic changes 
in way association affairs are conducted. 
Recorder Ad-Visor Service 
Four pages*of helpful ‘suggestions ‘and ideas 
for the busy merchant 
Watch Turn-over and Clean-up 
Successful merchandising these days neces- 
sitates quick thinking and quick action 
How Styles Are Made 
If a manufacturer had some of the qualities 
of a good newspaper man, says Albert N. 
Blake, fewer style mistakes would be made 
What About Styles in Paris? 
Buckles Are{Big'Xmas* Sellers 


Shoe Store Service Section 


The X-Ray Machine Is More than a Novelty 
Steel shelving in the shoe store 








Every Day, in Every Way, Business 
Is Getting Better and Better 


Have you read Dr. Coue’s little book on 
Auto-Suggestion? If not, you should. 
Every business man who thinks, or likes to 
think he thinks, should read it. 


Dr. Coue doesn’t suggest that you buy 
an auto. That isn’t necessary. But he - 
does suggest that you put fo practical use 
that most wonderful of all powers for good 
or ill—the mind. 


He has his patients repeat twenty times 
every morning the following formula: 


“Every day, in every way, I am getting 
better and better.” 


Some miraculous cures have been effected. 


Bays ie not apply this same treatment to 
ty Bam ills? For, after all, 

—e is * some extent a state of mind, 
and if that state of mind is healthy, what’s the 


answer? 
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N.S. R. A. Policy Attacked At Meeting of 


Massachusetts Association 
State Plans to Recommend Progressive Program 


with the National Shoe Retailers’ Association, 

as at present constituted and at present function- 
ing, was much in evidence at the monthly meeting of 
the Massachusetts’ Retail Shoe Merchants’ Associa- 
tion, held Wednesday evening, November 9, in the 
Westminster Hotel, Boston. 


“What is the N.S. R. A. Doing?” 


“In the next twelve months,” said Harold F. Mc- 
Neil, who introduced the subject, “the retail shoe 
merchants of the country will have to face many 
serious problems. They ought to have the help of the 
National. Are they getting it? As far as 1 can see 
about all the National is doing is to hold one con- 
vention and then get ready for another one. It seems 
to me at this time that it is pertinent for us to appoint 
a committee to see just what they are doing and to 
determine whether or no the National is nothing more 
nor less than a money-making ‘scheme. 


Action Authorized By Meeting 


Formal protest was voiced in the passage of a motion 
authorizing two of the Massachusetts association 
members, Henry E. Hagan and W. W. Willson, them- 
selves directors of the National, to take up with the 
present officials, the question of accounting for the 
money received and money expended and to urge 
upon those same officials the advisability of adopting 
a platform of progress and of genuine assistance to the 
retail shoe merchants of the country who elected them 
and whom they are supposed to serve. 

It was voted: 

“If members of the association pay 
serious heed to the suggestion made 
by Mr. Hagan and turn all suggestions 
for the betterment of N. S. R. A. service 
to Enslyn Gardner, managing secretary 
of the association, Massachusetts will 
go before the National when its con- 
vention is held in Chicago next Janu- 
ary with a definite program of recom- 
mendations.”’ 

Prior to this spontaneous. assault, a constructive 


S\i ETHING more than passive dissatisfaction 


expression most frequently in the ankle length gown 
with side drapes. The average woman wants skirts 
from six to eight inches above the ground for street 
and afternoon wear. This, too, will hold good for 
spring. 
Flapperism Is Dead 

“The day of the flapper, however, with her knee- 
length skirts, is gone. The whole tendency among 
women is to dress up. Fancy clothes are in great 
demand. Many of the well remembered stap'es are gone. 

“We look for a record sport clothes season starting 
in January—the greatest sport clothes season we have 
ever known. We will sell our sport clothes from Jan- 
uary until May. Then will come in the vogue of the 


knitted goods and then the white season. 


‘The trouble with the average shoe 
merchant is that he doesn’t anticipate 
his wants far enough in advance. 
Ordinarily he hasn’t even bought his 
sport shoes at the time when the cloth- 
ing store is ending. its sport season.” 

Other spring features mentioned by Mr. Phillips 
were bright colors. Last spring, he pointed out, there 
were mostly tans and purples. The coming spring 
will see, in addition to the tans, bright blues and bright 
yellows. “Nevertheless,” he said, ““we expect to do at 
least fifty per cent of our business on staple shades of 
tan, navy blue, gray and black.” 

Mr. Phillips said he did not believe the knicker- 
bocker would make any great headway among women. 
“A few flappers may wear them for the sake of the 
notoriety and some of the younger girls—those about 
high school age—but women of refinement and taste 
will not,” he declared. “except for the purposes for 
which they were intended—camping, hunting,etc.” 


Roger Babson’s Plans Described 


Other speakers of the evening Were George W. Cole- 
man, president of the Babson Institute of Wellesley 
Hills, who described Roger W. Babson’s plans for the 
promotion of trade association statistical work and 
who, he said, aimed to make Wellesley Hills the 


‘executive secretarial headquarters for trade associa- 


program had been carried through, under the leader- . 


ship of Mr. McNeil. The first speaker of the evening | 
‘on the timelinesss of hosiery as a Christmas trade 


-was Frank H. Phillips, buyer of women’s and misses’ 
suits and gowns for William Filene’s Sons, Inc., of 
Boston. Speaking of spring styles, Mr. Phillips said: 

“We feel that extremely long skirts, except for 
evening wear, are passing. The long skirt will find 


! 


tions; S. Mattison, New England sales manager of the 
Everwear Hosiery Company of Milwaukee, who spoke 


‘ feature, and William Reynolds, buckle manufacturer 


of Providence, who showed how buckles could be 
made the basis of attractive holiday window trims and 
a source of much additional revenue to the store. 
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‘ 8 M Partici 
: he Shoeman Must Participate in 
e a 
the Profits of the Christmas Season 
‘e- 
ng For the next few weeks sentiment weaves in and out through the 2 
at land, —e in px pice rs, houghtf here—until everyone | 
is wrap, in a delicate ic of thoug ness. 
1. Humanity relazes in the friendly warmth of its folds. ~an d Ne w Sb 
ng Christmas is the “open season” on hearts and pocketbooks. No ves 
. one escapes the glorious urge of “doing unto cthers” ; it seems that jor tA @ Tr, 
e what is in heart and mind year ’round must be expressed in a day. ip 
n- The time is short. The need for service great. Every merchant - 
h must perform a service of helpful guidance in the purchase of gifts. 
e These ads embody thé spiru of the season. Direct selling is given 
a place, Christmas service is remembered for its influence on the 
business done, and again the shoe store’s contribution to gift-giving, 
while the stern necessity of business gives way for the moment to a 
bit of timely solicttude for the happiness of customer-friends in a 
friendly ad. 
AD NO. 1 
Home ties tighten at Yuletide. ‘King Gob- rn The 
bler”—the secret chest in the carriage house— : aa ™ 
the mansion of doll-play days in garret—a sight nal wal 
ps of the “old folks’ —draw one home. > J 
re Appetites sharpen, memories stir, in happy an- 
. ticipation of the holiday. 
g : ‘ 
Christmas weather cautions you be wermly 
ht shod for the trip. 
at Judgment counsels look your, best that the a 
of home folks may be proud of you. j 
Solid shoes for the kiddies, smart styles for Your N alitLe ere 
mother, prosperous-looking ones for dad. St ‘ tN T 
T- Now is the time to make these purchases—be- ree oo OWTL. 
ore the Christmas rush. No.1 
D. : 
he 
. AD NO. 2 
te 
' Shop all day—dance all evening. You'll be 
or surprised how much this tan calf oxford will add 
to your enjoyment of Christmas preparation. 
_ Hee of stylish height; toe fashioned on latest 
nes. 
Don’t try to do without a pair. Don’t let any- 
le- thing interfere with your Christmas cheer. Per- 
ey sonality and cheeriness might be termed com- 
" fort and becomingness, so closely are they re- 
he lated. 
A sensible purchase at 
nd $7.50 
he 
ia- 
~ AD NO. 3 
ce ~ys 
The season of good thir to eat and to wear- 
de And not the least important are the “‘fixin’s’’{in 
er either case. 
Here's a pair of shoes that bids you Merry 
be -hri-tmas—more, too—many days of satisfac- 
nd tion 'n the New Year. 
D:y and tight as the 18th Amendment—good 
style In black or tan calf. ‘Your: N. H y 
A “fixin’” that denotes good taste. Your Name Here M ur Name Liere 
an orth eVery cent of $9 in comfortable trans- 
ation, 
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A Boon in Men’s Shoes 


The season’s greatest surprise was in the remarkable 
development of sales of men’s shoes at retail. 
most localities a greater business in men’s shoes than in 
women’s footwear. It can’t be explained except by increased 





There is in 





employment and actual necessity for shoes. 


Detail from 
Weber Bros. Shoe Co. 
Sample 


Golf oxford in heavy tan calfskin 

with apron and \% wing tip gable 

edge around sole and heel. Weber 

— Shoe Co., North Adams, 
ass. 


uare toe novelly oxford for men, 
black calf and patent. Note long 
cap effect, with stitching on cap 
and apron. Marion Shoe Co., 
Marion, Ind. 


Watch Turn-over and Clean-up 


In-stock Service Essential to Turn-over and 
Store Service Helps Clean-up 


shoe stores in 1921, the Harvard Bureau of Busi- 

ness Research states, “The firms that made the 
best showing in 1921, with few exceptions, were those 
that had a high rate of stock turn. The firms that 
turned their stock more than 2.3 times, for example, 
had an average net profit in 1921 of 0.6 per cent of net 
sales, whereas the firms turning their stock less than 
1.5 times had an average net loss of 4 per cent of sales.” 
This very comprehensive survey affords quite com- 
vincing evidence that turnover is the real secret of 
merchandising success. This in turn would also indi- 
cate the necessity of every shoe merchant giving par- 
ticular attention to those elements in his operations 
which directly affect his rate of turnover. 

The growth of self-service stores and other systems 
which eliminate certain operating costs also make it 
necessary for the average shoe merchant to give greater 
attention to his merchandise turn, because to meet 
this competition he will have to lower his selling 
price and reduce gross profit, and to obtain his correct 
aggregate profit he will have to have a more rapid 
stock turn. 


iz its report covering operating expenses of retail 


Remove the Slow Selling Risks 


There will always be a certain amount of guess work 
and risk in merchandising. But there are elements of 
risk which can be removed. Adequate stock records 
which indicate what styles and sizes are slow sellers, 


help to eliminate one reason for retarded turnover and 
merchandise depreciation. 

While it may be necessary to anticipate a certain 
amount of future needs, the successful merchant of 
today is buying on a closer basis than ever before. His 
experience during the past two years with a terrific 
depreciation in values has forced him to buy cau- 
tiously. 

A Check on Stocks 


The two main problems affecting shoe retailing are 
turn-over and clean-up. It is essential that a record 
of stock balance be maintained each day by adding the 
amount of incoming merchandise and deducting sales. 
This provides a valuable check on stock, and helps to 
keep it within reasonable bounds. 

The clean-up proposition is one which the most ex- 
pert merchandiser has to contend with. No matter 
how careful a buyer may be, he is sure to go to the mar- 
ket once too often, and then finds himself with a sur- 
plus. There is only one step to take then, and that is 
to sell this surplus at any price and not carry it over 
from season to season. It requires real courage to do 
this, but in the end it pays to do so. 


Size-In on Size-Ouls 


The most successful retail merchant is he who 
sizes in as he sizes out. Up-to-date manufactur- 
(Continued on page 80) 
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A Christmas tree display is a way 
of showing merchandise up as gifts. Two 
weeks before Christmas every purchaser 
might be tendered a little gift off the tree. 
Cigarette cases for men, needle and thread F 

| holders for women, some little toy for Pa 
children, etc. As part of your gift-possi- 

| bility advertising, feature the tree. Ad se 
to read something as follows: . 4 


D lize b nderful 
Christines gifts may be purchased at the ave you seen our 
shoe store? C s 

Around our tree we’ve eens so many Aristmmas Tree ? 


suggestions that many of your gift prob- 


lems will be solved by just seeing the e - 
en, display. Bring the Kiddies In 
png There is no better place to buy gifts for 
a members of your family and intimate 
a friends than here. Useful gifts that will 
make the recipient think of you often 
during the days to come. 


mer ys . 
COME IN TODAY \ iY WY 
As . 



































For every one of our friends who wish 
to take advantage of our attractively 
priced gifts we have a little remembrance 
as our gift. Let us help you with your \ 
Christmas shopping. Come in. 


7 lh 
OR THIS: 


ind A surprise party awaits you here. Yo UP Nam e Here 


We've gathered together every article 
appropriate as a gift, wrapped it up, and Street vais Mel thie — Town 
ain put it on our Christmas tree. 
f YOU MAY SELECT YOUR OWN, 
0 BUT ALL THAT YOU SEE IS THE 
His PACKAGE ITSELF. 














aa: — 
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‘fi It’s great fun. Whatever you get, you’ 
LIC 

have someone to whom you may present 
au- t as a Christmas remembrance. 


There are some BIG surprises in value, 
too. A dollar is all you need pay to take 
your pick. NOBODY WILL. BE DIS- 
APPOINTED. 

Select suitable articles that are EX- 
ord CEPTIONAL VALUES, and see how 
the much talk there'll be about this feature— 











what interest it will develop. ae. 04 
les. = 
3 to ; Alw d 
AD NO. 8 ; 7 ays \ppreciate 
Gift selection requires not only the ful- D li 4 I 
ex- ness of one’s heart, but empty hands, too. e ver 














tter Can one put their best taste and judg- 
ment into a purchase with an armful of 
bund!es—weary muscles? 
sur- Our Christmas service to you includes 
it is not wh many choice gifts, but FREE 
DELIVERY SERVICE and a guarantee 
ver that ~—a package will be delivered the 
» do day !ought. 

This means additional workers—more 
expense; but if we can make our custom- 
ers’ Christmas shopping more enjoyable, 
itis orth it. 
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ur- meets Your Name Here Your Name Here 


M- st men find themselves with an over- 


fee RE neckties, etc., the day Add ress Ad duve ss 


Th re’s a way to eliminate useless giv- 


[te , a ] 
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No. 8 















Ribbon instep tie in paient leather, 
cap of patent leather with dia- 
mond cul-oul. Over black suede 
vamp, 13-8 covered wood heel, by 
the Bleecker Shoe Company, New 

York. 






Watch Turn-over and Clean-up 


(Continued from page 78) 

ers now have “In-Stock”? departments equipped 
to give genuine in-stock service. By re-ordering 
regularly sizes which have been sold, stock is kept 
at all times in such shape as to preclude the miss- 
ing of sales and at the same time there are no 
extreme sizes on hand. 

A certain chain store operator tells us that since 
conducting his own warehouse or distributing station, 
he has found it possible to operate his stores with 
50 per cent less stock. It can be readily appreciated 
what this means in the reduction of capital requirement, 
depreciation, and turnover. There is no reason why 
the average retail merchant cannot operate on the 
same plan and size up regularly from the “In-stock” 
department of his manufacturer. The importance of 
correct service and deliveries is now fully appreciated 
by manufacturers, and most factories are establishing 
new “In-stock” branches to assure correct service to 
their customers on sizing business. The average whole- 
saler has been in a position to supply but a small por- 
tion of the in-stock requirements of his customers, 
during the past year, at least, at the time required, 
and this consequently has resulted in the establish- 
ment of numerous factory “‘In-stock’’ departments. 

To sum up, turnover must be given more attention 
than ever. The year’s profit will be gauged not by the 
profit per pair, but by the turn-over. This, in turn, 
necessitates more careful buying, frequent sizing, and 
closer attention to slow selling styles and sizes. 





Official Records of Production of Shoes 


(From Boot and Shoe Division, Department of 
Commerce) 


The September manufacture of 8,514,043 pairs of 
men’s boots and shoes (other than rubber) was an 
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In-stock and Stylish Too 














Tan calf with patent binding and 
narrow longue effect, button fas- 
tened, patent covered heel. Style 
from Nathan D. Dodge Shoe Co., 
Newburyport, Mass. 





increase of 7.1 per cent over the quantity manufactured 
during August of 1922, and exceeded the production of 
any other month of the year. 

There were 2,123,866 pairs of boys’ and youths’ 
boots and shoes manufactured during September, which 
was an increase of 164,570 pairs over the August 
production. 

Women’s, misses’, and children’s boots and shoes 
show a slight decrease in the number of pairs manu- 
factured in September as compared with the produc- 
tion of the preceding month. 

The September production of boots and shoes (other 
than rubber) was an increase of 3.1 per cent over the 
quantity of all classes of footwear manufactured dur- 
ing August of 1922 and consisted of 28,961,051 pairs, 
comprising men’s—8,514,043 pairs; boys’ and youths’— 
2,123,866 pairs; women’s—8,741,449 pairs; misses’ and 
children’s—3,081,002 pairs; infants’—1,952,722 pairs; 
athletic and sporting (leather)—771,951 pairs: canvas 
and other textile fabrics—798,772 pairs; and all other 
2,967,246 pairs. 

The seasonal fluctuations in the production of men’s, 
women’s, boys’, and youths’, misses’ and children’s 
boots and shoes during the year 1922 is shown in the 
following table: 

Misses’ 
Boys’ and and 
Women’s Youths’ Children’s 

Pairs Pairs Pairs 
January. ..7,770,681 7,976,125 1,945,332 3,198,410 
February. .6,697,276 3,665,019 1,536,083 3,237,196 
March... . .7,731,519 10,529,465 1,757,414 3,786,379 


Men’s 
Pairs 


1922 


April...... 6,802,149 8,921,962 1,561,705 3,830,775 
eee 6,495,060 8,714,277 1,737,626 3,606,823 
a 6,214,074 8,257,286 1,672,166 3,051,174 
ee 6,317,625 7,652,553 1,496,066 2,368,355 


9,061,844 1,959,296 3,176,429 


August..... 7,949,367 
8,741,449 2,123,866 3,081,002 


September .8,514,043 
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Mother: , 

A new comfort in footwear—stylish 
health shoes for home and street. A bit 
of jewelry—smart shoe buckles for party 
slippers. A perfectly delightful box of 
hosiery—silk or wool. 

Father: 

Something usable. Garters. Well-fit- 
ting hose. A pair of slippers that will 
bring forth nightly blessing for your 
thoughtfulness. 

Daughter: 

A surprise! High heels, stylish but not 
extreme. The latest conceit in garters or 
a box of filmy hosiery. Daughter knows 
style. Our remembrances will please her. 
Sonny: 

Man-size—in style, we mean—shoes. 
English toes for school wear; heavy-soled 
shoes for winter tramping. Woolen hose 
that will prove a match for wintry ele- 
ments—keep him outdoors, and therefore 
healthy. 

There’s no better place for real thought- 
ful gift-buying than our store. 


AD NO. 5 


Always dear to a woman’s heart—jew- 
elry. ow there’s a new vanity—shoe 
buckles. Magnificent cut steel. Rhine- 
stone with a warm —_ in their depths. 
Smart showing; satisfactory price range— 
$4 to $25. 

Hosiery—a remembrance for intimate 
friends. A splendid tribute to the giver’s 
taste. Doubly acceptable, useful, and a 
treat for the lover of nice things. Latest 
shades, fashionable materials—silks,. lisle, 
wool. Prices commensurate with their 
worth. 

Mother’s thoughts turn into action 
where daughter's yy 7 is concerned. 
Then don't den the consummate 
pleasure a pair of smart party pumps like 
these are sure to give. er gratification 
is reward enough. What’s more—you'll 
be proud of her. The price is reasonable. 


AD NO. 6 

To bed that night hearts beating high— 
rest impossible—sleep forced by the 
thoughts of what Santa might do were 
little boys to lie awake. 

In the morning, a rush of eager feet, air 
- with shouts of exultation—and 
then... 
_ . «+ The realization of weeks of wish- 
ing 


2 \ PAIR OF RUBBER BOOTS! HUR- 
A 


A PAIR OF SKATES—WITH SHOES 
ATTACHED. NO FROZEN FINGERS 
TUGGING AT STRAPS! 

A PAIR OF HIGH BOOTS TO WEAR 
WITH WOOLEN STOCKINGS FOR 
TRAMPING TO SCHOOL— 
THROUGH THE WOODS—EVERY- 
WHERE. 

When toys are forgotten in the press of 
mid-winter joys, these gifts will be adding 
to the pleasure of the boys’ days, building 
health for them in the great outdoors. 

Could you do more to make them love 
you? — their day be lacking in sur- 
prises 
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Street —— Town 
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Anldeal Womans Gift 











~Not uf they wake 
do kind these Xmas Moe, 























Party Pumps: 
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“How Styles Are Made’’ 












A Nose for New Styles in the World of Fashion 


pany lectured on “How Styles Are Made,” at 
the Lynn shoe school last week. He brought up 
many new and interesting points, particularly that of 


N LBERT N. BLAKE of the Watson Shoe Com- 


“Cancellations for the manufacturer who is behind 
time on his deliveries is the commonest cause of losses, 
True, the majority of retail merchants do not attempt 
to hold manufacturers to the very minute, or day, of his 

























“shoe consciousness,” which, in brief, means that contracted delivery, but if he is a day late on a dead or C 
people are more conscious of their feet, and so take a dropping style every hour is dangerous, and one can- 
better care of them, buying better shoes and more not blame the retailer or jobber who has purchased Tl 
of them. shoes for a particular purpose and a particular time if ‘ 
An abstract of his address is as follows: he does cancel after a considerable time of waiting.” id 
“Style makers must possess the same qualities as . rig 
newspaper reporters. They must have a nose for news, Shoe Consciousness a 
an eye for that which is novel and interesting and In the matter of “shoe consciousness,” Mr. Blake 
pleasing. said : wo 
‘Just as the newspaper reporter must have his points “Shoe consciousness is creeping in to the public mind ” 
of contact, to learn what is new in the world, the style more and more, with the consequence that every person 
maker must have his points of contact to learn what is_ is more particular about the appearance, health, and 
new in the world of fashion. And the style maker, like comfort of his feet. I believe that people have not 
the newspaper writer, must be sure of his authorities. only more shoes, but better shoes, than ten years ago. shi 
“Also, the style maker must have his inspirations as_[ believe that the attitude of the public mind toward I 
to what will be new and attractive, and make the most shoes for the feet and the relation of footwear fashions less 
of them. The style maker sometimes scores his ‘beats’ to style in apparel, has changed for the good of the ao 
like the newspaper man—and sometimes he is beaten. public, as well as of the trade.” war 
Putting Over Styles trie 
“Probably you could count on your fingers,” said Did You Ever Stop To Think “7 
Mr. Blake,’’the number of men who can put over a new THAT the city that gets the publicity gets thro 
style in footwear. You may ask why this is so. The the business. ADVERTISE! = 
answer is not in their ability to design novel or new THAT the city that gets advertising grows. Ww 
types, but because the fact that a new style type, to be ADVERTISE! Chri 
successful, must start in the highest grade shoes and THAT advertising a city is a business, not 
work its way in to the lower grades. This is as it child’s play. ADVERTISE! 
should be. oer THAT people will go miles to get to a good 
Speed in Copying Shoes live city to trade. ADVERTISE! 
“But great losses come from the extreme facility THAT your property will increase in value 
and quickness with which new style types can be when the outside world knows your city is A 
copied and manufactured in low-grade lines. Unfortu- wide-awake. ADVERTISE! Dapr 
nately, it takes more time to make high-grade footwear THAT people from neighboring cities will rial— 
than cheaper footwear and we often see a manufacturer, come where there is something doing. ted in 
who may have originated a new style type, handicapped ADVERTISE! mi. 
by having his idea copied and on sale in-retail stores in THAT the city which does not seek some- it her 
much cheaper grades as soon as his own high-grade thing better than it now has, is going to lose Chr 
shoes are ready. out. ADVERTISE! - 
“This not only may cause loss to his customers who THAT now is the time your city and business 
purchased his new style type, but forces him to change need advertising more than ever before. 
to something else before his new style type has run its ADVERTISE! 
natural course. Economic waste results, and this must THAT if you don’t get out and go after the Felt 
be reflected by increasing the sale price of the shoe to outside trade, some neighboring city will. ; 
the retail merchant, who, in turn, must pass it on to the ADVERTISE! 
consumer. Here enters the greatest problem concerning THAT if they do, they will get the business 
style developments. The economic loss or waste which you should get. ADVERTISE! 
is constantly eating into manufacturers’ and retailers’ E. R. WAITE, 
profits caused by sudden drop in style, over buying, or Secretary 
poor judgment by the merchant causes him to be Shawnee Oklahoma Board of Commerce 
over stocked, or to sell a dead style at a terrific sacrifice. 
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ing to men, though—USE OUR GIFT 
CERTIFICATE. 

Just: step in; purchase a certificate. 
That’s all. 


Present it to Mr. Man Christmas morn- 
ing. Your gift will certainly be just his 
idea of style, his accustomed quality, the 
right fit—whether it be business shoes, 
sportsman’s boots, or skatifig boots. He'll 
select it himself. * 


If you’ve a man whose Christmas you 
would make brighter, better, see us for a 
new solution of an old problem. 


AD NO. 10 


Christmas comes—hearts open—friend- 
ship deepens. 

It is time for reflection on the price- 
less worth of old friends, for the spirit and 
joy and love of Yuletide are treasures be- 
stowed upon those only whose hearts are 
warmed in the sunshine of friendliness. 


It is our wish to be remembered as 
friends whose sorrows and hopes are like 
your own. 


It is our wish that each of your days 
throughout the coming year be blessed 
with the warm, inspiring glow of happi- 
ness so manifest on Christmas Day. 


We wish our friends who have made our 
Christmas a day of rejoicing— 


BOUNDLESS SUCCESS AND 
CONTENTMENT 


AD NO. 11 


A luxurious Christmas combination 
Dapper little pumps in black or brown— 
smart hosiery in latest weaves and mate- 
rial—and a clever finishing touch embod- 
ied in the latest conceit—fancy garters. 


If a thing is smart—if a style meets the 
fa es of those who know style—you'll find 
it here. 


Christmas season this year finds us pre- 
a to make your holiday attire the 
est ever. Come in. 


AD NO. 12 


Felt slippers—for men are loungi 
slippers that really need the company of 
pipe and jacket. Leather or felt. 


For women, warm felt ones that will 
bring the cheery glow and warmth of 
Yuletide each cold morning and evening 
for months to come. 

For children, puss-in-boots or bunny 
sliopers. There’s all-absorbing interest 
fo- little folks in the story-book characters 
that l about the toes and tops. 
T.ey’ll prevent many colds later, too. 


Popular Prices on Warm Necessities 
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Brown kid vamp 
quarter and heel, 
with bronze kid 
inserts in a Spe- 
cial pattern de- 
signed on the 
Rue de la Paix. 








From Paris Office 
Boot and Shoe Recorder 

HE most important note of the past two weeks 
Te the emphasis given to long full gathered skirts for 

evening wear. These skirts, however, are by no 
means new, as throughout the winter season, the most 
fashionable women and the fashionable actresses have 
already taken to wearing dresses for evening, with skirts 
that cover the ankle and even touch the floor. This 
note is being pushed by the dressmakers. The great 
majority of women at night, are wearing dresses with 
full skirts or dresses in draped styles with skirts which 
covered the ankle. 


For street and sport wear, however, skirts still remain 
moderately short and it is safe to say that this winter 
no street costume will be worn longer than eight inches 
off the ground. In fact, many of the most prominent 


model makers such as Chanel, are showing all tailor 
skirts a good 12 inches from the ground. Cheruit, how- 
ever shows suit skirts in ankle length. 


With regards to colors, from dark tete de négre up 
through the scale of light yellow and pheasant brown 
to fawn and champagne colors are the note for street 
wear, followed by green in the new off shades of mig- 
nonette or gray green, as well as in the intense shades of 
emerald and the dark shades of laurel. 


In so far as fashions in shoes are concerned, the most 
interesting note at present is the slipper in tongue or 
in pump styles in colored glacé kid. 


These colored glacé kid slippers are being launched 
by one of the fashionable boot makers in Paris, and are 
already looked upon as the last word in shoe styles. 
Both Madame Agnes and Madame Rolande at their 





November 11, 19.2 


November 11, 1922 


A double wish- 
bone pattern in 
a reddish brown 
kid. Note the 
fact that Paris 
is turning to 
higher heels 
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openings showed all models with slippers in colored 
glacé kid, putty, dark brown, violet and magenta. 
Madame Rolande, for instance, who wore several of 
her new creations on her opening day, wore a pair of 
magenta kid pumps with light champagne silk stock- 
ings which, with several of the dark colored models in 
which she appeared, gave a very distinctive and effec- 
tive touch of color. 

The brown glacé kid slipper is taking very well for 
street wear and as brown as a trimming on black cos- 
tumes is one of the conspicuous notes of the season for 
suits, these brown glacé kid slippers will doubtless be 
extensively worn before the season is over. 

For evening at Deauville, white followed by apple 
green were the color notes for dresses and with these 
gowns were worn either brown satin slippers or silver 
cloth slippers in sandal effects. The plain brown satin 
slipper with a very light champagne colored silk stock- 
ing, with a white or bright{green dress, however, stood 


out as the most fashionable and most effective note in 
shoe styles. 

For sport styles, very heavy buckskin shoes with 
thick soles and low heels trimmed with glacé kid in the 
same color as the buckskin are being featured. 

Suede slippers and suede ties in black and-in brown 
are much worn. In fact, thus far all indications are 
that suede is to be very fashionable this season for coats 
for trimming for cloth suits and also for shoes. 

Two piece skirt and jacket suits in suede and long 
suede coats have been shown by the Paris dressmakers 
at all the openings. 

Glacé kid in bright colors is also used for jackets and 
coats. Patou, for instance, has made a great hit with 
his sport costumes which aré featured with chemise 
dresses in bright colored wool mixtures with matching 
plain colored fur trimmed kid jackets. When, as this 
is occasionally the case, these are shown with shoes to 
match the jacket, the effect is very new and very smart. 
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Buckles Are Big Christmas Sellers 


If You Have Not Yet Bought Your Shoe Ornaments, Jump in at Once—This 
Is a Big Buckle Year—A Business of Quick Turnover 


By HELEN M. HANEY 


It is aot too early to make a dis- 
play of buckles and other shoe 
ornaments as a Christmas gift 
proposition. The buckle vogue 
which moves in cycles, has come 
to America with a bang—there 
is no denying this fact. After a 
slumber of a few years, Paris took 
her magic style wand and in- 
jected new life into the sleeping 
beauties, who were not long in deciding to come to the 
hospitable shores of the United States. So, here they 
are, in more beautiful array than ever before—from 
the tiniest gem of one-sixteenth of an inch in diameter, 
to the new large and long shape of about 2x2 inches. 
There is seemingly no end to the designs and kinds. 
The length of skirt makes no difference—the longer the 
gown, the more popular the buckle. 


A Year for Rich Effects 


As to prices, those merchants who have featured 
them find no trouble with a price range of from $2.50 
to $90. Buckles are essentially a luxury game—poor 
folks do not buy them—and if a woman wants a buckle 
she does not object to paying the price. Dame Fashion 
decided some time ago that 1922-1923 was a year for 
rich effects and none are better aware of this edict than 
the ladies, who have become quite accustomed to glit- 
tering evening gowns of sequins, gold and silver cloth 
and other radiant materials and expect their footwear 
to correspond. 


In the Realm of the Beauliful 


The luxurious tastes of the ladies are certainly catered 
to this year. 

From a survey of one of the best selected and best 
merchandised stocks in the country—that of Thayer- 
McNeil Company, Boston—we note the following: 
Paisley effects in a butterfly design of colored rhine- 
stone—a life-sized ornament; cut crystals, which are 
so lustrous that even in a dark room they shine forth 
brilliantly—these have a composition or white metal 
back, as a sterling silver backing is quite apt to tarnish; 
exquisitely hand cut steels in the new long shapes, with 
their thousands of glittering points, riveted on to their 
rich frames. A new design in cut steel had as its motif a 


basket of flowers with ribbon festooned handle; cut 
bronze effects, which by the way are used this year, not 
only for brown leathers and materials, but for black 





patent leather and materials: 
rhinestone sunbursts, which light 
up black satin shoes and hosiery 
wonderfully; rhinestone horse- 
shoe shapes, from the highest 
points of which is suspended the 
popular floral basket pattern. A 
solid silver wire petal effect. shad- 
ing to wine coior, was held in 
place on a black satin shoe with 
a tiny silver pin; — this ornament was further beau- 
tified by a fan effect in black lace, dotted with wine 
colored chenille. An ornate effect was produced with 
topaz stones set forth in a rosette of gold ribbon—this 
decorated a brocaded silver shoe; a dainty side orna- 
ment, with minute rhinestones and topazes, represented 
a bunch of golden grapes tipped with dew drops. 
French glass, which looks like enamel, was shown in 
various colors. For the conservative dresser, there are 
the plain sterling silver buckles with sterling backs and 
some of the sterling silver styles gold plated. Even the 
lady who is in mourning is not neglected, for there are 
buckles of dull jet and these same dull jets and shiny jets 
are also used on white satin shoes for evening, and on 
white buck for Palm Beach wear. Cerise ostrich 
feathers add a bit of luxury toa rich slipper ornamen- 
tation. 

So do plaited. ribbon and velvets in black and 
in colors to match the gowns. A general rule which 
seemed to be in force was cut steel and cut bronzes for 
suede leathers and patents; cut crystals and rhinestones 
for satins, silver and gold brocades. 

The above is just a birds’-eye view—some of these 
are in dainty cases—many are on the shoes themselves. 
The rule is for suede leathers and patents, the cut steel 
and cut bronzes; for satins, silver and gold brocades, 
the cut crystals and rhinestones. 

There is much opportunity for individuality in slip- 
per trimming. Your woman hosiery buyer or manager 
can help you. 

Get That Extra Sale 


A stock of buckles and shoe ornaments is a wonder- 
ful extra sale promoter, especially at Christmas time. 
If the retail shoe merchant has not already ordered, he 
should do so at once. It is reported that there will soon 
be a shortage of cut steel, cut bronze and other impor- 
tations. There is really no time to be lost. Most of 
the rhinestone buckles are made in this country; the 
cut steel, the cut bronzes, the French glass, and the 
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cut crystals come from abroad, but may be obtained 
in this country from the importers. 


Sell Buckles in Jewelry Bozes 


Another item to be considered from the time 
standpoint is your cartons. Some merchants buy 
boxes so far ahead as a year and consider two sizes 
—a large and a small size. The regulation jewel- 
er’s case, satin lined, is preferable, for buckles are 
a shoe store’s jewelry and should be sold in the 
same kind of “‘trappings”’ as your local jeweler 
would sell them. 


Investment Depends Upon Location 


As to the amount of your investment in footwear 
jewelry, one exclusive and high grade store catering to 
women’s trade, only, carries a stock of $1,000—right 
now, it is buying an extra lot; another store, operated 
by this same concern, but in a less fashionable section 
of the big city, carries a stock of $4,000; another store 
in a smaller city, catering to a high-class trade, carries 
a stock of $500—and so on—the stock depends upon a 
store’s location and its clientele. 


50 Per Cent of Fancy Shoes Have Buckles 


A buckle and shoe ornament stock can be turned 
very rapidly—as often as eight to ten times a year, so 
that a big investment is not at first necessary. A 
merchant who has made a big success of buckles and 
who carries only the very best grades for his fine shoe 
adornment, figures his stock in this way. He looks at 
his stock records and finds out how many pairs of 
women’s shoes could logically be adorned with buckles, 
such as evening and afternoon shoes—and divides this 
number of shoes by two—in other words, he states, 
that 50 per cent of fancy shoes should carry buckles. 


Display Buckles on Shoes 


Having decided to install buckles, the very first thing 
for a merchant to do is to display them. He must tell 
his customers about them. There is no better way to 
display footwear ornaments than on the shoes them- 
selves. Shoes so decorated help wonderfully in making 
a window trim artistic and never more so than as Christ- 


When a Fifth Ave- 
nue shop sold a cus- 
lomer $212 worth, 
vn two pairs of shoes 
ive principal sales 
ticle was the cut 
steel buckle. 





mas gift suggestions. Besides appearing on the shoes, 
a glittering buckle in a satin lined jewel case is another 
eloquent salesman which literally flashes its glittering 
message to the prospective customer. 


Men Like Shoe Store Buckles 


These prospective customers are not by any means 
all women, for men have, likewise, an eye for the beau- 
tiful, and would much prefer to purchase buckles for 
their women folks in a shoe store than at the jeweler’s— 
for in a shoe store, a man knows that he will find just 
the right footwear adornment—and then he may enter 
a shoe store to buy hosiery or shoes, or accessories— 
whereas in a jewelry store, his visit, especially if he is 
well known, may appear to him to look to his friends a 
bit significant. 


Advertising Suggestions 


An inside case, placed near the door, devoted to 
buckles and shoe ornaments, by themselves and on the 
shoes to be decorated, is another good sales agent. 

A letter to your store’s customers, featuring buckles 
and buckle trimmed shoes, as desirable Christmas gift 
suggestions, should even now be in preparation. Your 
store ads should also mention buckles as desirable Yule- 
tide presents. 


Buckle Trimmed Garters 


A parting word—Don’t overlook garters in your 
Christmas gift suggestions—the ladies like them or- 
namented with a rhinestone bowknot! 





An Open Marketplace 


Washington, Nov. 6—Imports of leather boots and 
shoes in September, up to and including the 2\st, 
when the Underwood-Simmons tariff law expired, 
totaled 23,000 pairs, valued at $66,483, compared with 
17,162 pairs in August, 1922, and 19,791 pairs in 
September of last year. During the nine months ot the 
present calendar year there were 118,418 pairs of leather 
footwear, valued at $506,723, imported and during the 
corresponding period of the preceding year only 104,727 
pairs, valued at $366,044. 











Here we show a 
range of beautiful 
buckles, and those at 
$80 sell as easily— 
providing the sales- 
man has courage. 











Buckles from Thayer-Mc Neil Co., Boston 
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How will 
she 
wear them 
with 
long skirts? 
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An important feminine decision upon which rests the 
issue whether galoshes are for style or utility. 


Group Display at Chicago Exposition 
—New England to Be in Center 
of Coliseum 


An enthusiastic meeting of the exhibitors who 
will make up the New England Section in the big 
Convention Exposition, to be held in Chicago, 
January 8-11, 1923, under the auspices of the Na- 
tional Shoe Retailers’ Association, was held at the 
rooms of the New England Shoe and Leather Associa- 
tion, November 1, for the purpose of deciding on 
details. 

It was announced that all of the fifty-two spaces 
allotted New England had been applied for, and that 
forty-five concerns will be represented. 

The section, as usual, will have distinctive decora- 
tions, and it is confidently expected that the New Eng- 
land layout will be the best that has yet been seen at 
a Retailers’ Convention. It was decided not to arrange 
for special cars this time, it being thought that indi- 
vidual transportation will be preferable. 

The meeting voted to appoint Messrs. Charles T. 
Cahill of the United Shoe Machinery Corp., Charles 
H. Mullaly of Rice & Hutchins, Inc., and Secretary 
Thomas F. Anderson, a special committee to have 
general charge of the section. Major Cahill expects 
to be in Chicago in a few days. 

A complete list of exhibitors, with their booth num- 
bers, is as follows: 


Nambee Firm 


81 Frank FE. Adams-Shoe Co. 
116 A. J. Anderson, Inc. 

82 M. N. Arnold Shoe Co. 
119-120 Ault-Williamson Shoe Co. 
104 Avon Sole Co. 


City 
Haverhill, Mass. 
Amesbury, Mass. 
North Abington, Mass. 
Auburn, Me. 

Avon, Mass. 


=. Firm 

89 A. J. Bates Co. 

77 A. H. Berry Shoe Co., 
110 Bancroft, Walker Co. 
101 Bliss & Perry Co. 

74 Churchill & Alden-Co. 

71 Edwin Clapp & Son, Inc. 
115 Conrad Shoe Co. 

87-88 Crooker & Morse, Inc. 

85 Lewis A. Crossett, Inc. 

Cambridge Rubber Co. 

76 Diamond Shoe Co. 

Nathan D. Dodge Shoe Co. 
Dalrymple-Pulsifer Co. 
Doherty Bros. Co. 

Dunbar Pattern Co. 
Emerson Shoe Co. 

Emery & Marshall Co. 

J. E. French Co. 

French, Shriner & Urner 
Chas K. Fox, Inc. 


Farnsworth, Hoyt Company 


Hazen B. Goodrich & Co. 
Hannahsons Shoe Co. 
Hood Rubber Products Co. 
Huckins & Temple Co. 
93-94 Geo. E. Keith Co. 
95 Old Colony Shoe Co. 
102 Herman E. Lewis, Inc. 
96 Outing Shoe Co. 
91 W. H. McElwain Co. 
100 Merrill, Porter & Co. 
106—107-— 
108-109 Thomas G. Plant Co. 
84 Rice & Hutchins, Inc. 
72 Rickard Shoe Co. 
118 Stetson Shoe Co., Inc. 
103 Stone-Tarlow Co., Inc. 
114 Slater & Morrill Co. 
121-122 Thomson-Crocker Shoe Co. 
lll Watson Shoe Co. 
105 E. T. Wright & Co., Inc. 
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Will they 
flap 
like they did 
last year 
or be 
fastened? 











City 
Webster, Mass. 
Portland, Me. 
Boston. 
Newburyport, Mass. 
Brockton, Mass. 
East Weymouth, Mass. 
Brockton, Mass. 
Bridgewater, Mass. 
North Abington, Mass. 
Cambridge, Mass. 
Brockton and New York 
Newburyport, Mass. 
Haverhill, Mass. 
Avon, Mass. 
Brockton, Mass. 
Rockland, Mass. 
Haverhill, Mass. 
Rockland, Mass. 
Boston. 
Haverhill, Mass. 
Boston. 
Haverhill, Mass. 
Haverhill, Mass. 
Watertown, Mass. 
Milford, Mass. 
Brockton, Mass. 
Brockton, Mass. 
Haverhill, Mass. 
Boston. 
Boston. 
Lynn, Mass. 


Boston. 

Boston. 

Haverhill, Mass. 

South Weymouth, Mass. 
Brockton, Mass. 

South Braintree, Mass. 
Boston. 

Lynn, Mass. 

Rockland, Mass. 
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Santa Claus Is Coming 


S the holiday season approaches, the question of window 
A lighting becomes of the greatest importance. Tradition 
and sentiment seem to demand the Christmas candle. Un- 
fortunately, however, insurance companies frown on the practice 
and the chief of your fire department may have a word or two to 
say, also. 


But there are many ways of getting lighting effects without in- 
curring the wrath of the latter or the cancellation of your policy 
by the former. 


If you plan to have a Christmas tree in the window, what about 
the electric tree lighting outfits? They come in a wide range of 
sizes and numbers of lights, and one to fit the tree you may have 
in mind can easily be procured. In wiring, plug one end of your 
wire into the nearest receptacle, preferably one on the inside of 
your store, near the window, so that the wire may be concealed 
under the covering of the floor of your window. If you find it 
necessary to attach the wire to one of your hanging fixtures, run 
it down the window molding and make it as inconspicuous as 
possible. 

Hanging lights can be made to impart a warm, cheerful glow by 
being shaded with red. Regular reflector and filter lights can be 
made to perform the same function—more efficiently—by the use 
of red filters or red screens over the bulbs. Don’t attempt to wrap 


the bulb with tissue paper, however, as, while the danger of fire is 
not great, the paper will scorch and holes will be made in it. 


Also, give thought to your window trim and consult the cata- 
logues of the various window decorating material firms for suitable 
novelties with which to make your window look different. 


These may seem trivial things to write about—but there are 
many stores which do not plan far enough ahead and which find 
themselves “‘up against it” at the last minute. 
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The X-Ray Machine More than a Novelty 


It Serves Scientific Purpose and Should Not Be 






Considered a Toy 


In order to get the 
best results,the machine 
must be used _ scien- 
tifically and not as a 
novelty. It is an easy 
matter to defeat the pur- 
pose of the machine by 
ising it incorrectly. Au- 
thorities estimate that 
75 per cent of the losses 
in trade are due to poor 
service. The machine 


A new feature of the foot X-Ray Must serve—serve as a 
fluoroscope for lateral work, giving ysiness retainer and as 


a clear view of side of arched heel. 7 

a business getter. How 
can this be done? The customer must be impressed. 
The salesman must create this impression, and it must 
be a very favorable impression. Let the customer 
feel that you are doing something extra, something 
special, give Service. 





A Message to Store Salesmen 


In order to be able to make and create a very favor- 
able impression you should possess at least a general 
knowledge of the anatomy of the foot. This is quite 
essential to do effective work with the aid of the ma- 
chine. The more you know about the feet, the more 
pleasure you will find in your work. Be a real practical 
salesman! It does not require much effort to acquire 
a general knowledge of the foot and its functions. Try 
it and surprise your employer. Hundreds who have 
followed this advice are today enjoying their work to 
a remarkable degree. Be a specialist. Your service 
will increase as your knowledge increases. You will 
find remuneration in the satisfied custom you establish 
for your employer. People will look up to you, accept 
your advice, and you wil] enjoy an enviable reputation. 
Your employer will be proud of his assistants. The 
writer has heard repeatedly how an employer bemoaned 


the fact that this or that salesman left him because 


that particular salesman was difficult to replace. 
Your superior has gone to considerable expense in 
giving you a machine that will lessen your work and 
make it a pleasure, what will you do in return? 

Some people are timid. They need encouragement. 
You must assure them that there is positively no 
danger, nothing to fear. The machine is absolutely 
harmless. 

Always have a correct picture of the foot in mind. 
Remember your daily work will become more and 


By W. J. BROCKMAN, Milwaukee 





more interesting as you get more familiar with the 
machine. The view will become clearer every day as 
you get accustomed to it, and you will be able to tell 
all defects at a glance. Some salesmen require but 
fifteen seconds to close a difficult sale and have never 
lost a.sale with the aid of the machine. 


X-Ray the Chosen Pair 


A customer usually knows what shoe she wants. 
The choice was made from the display in the window. 
Take the exact measurement. Try on the shoe called 
for. Satisfy yourself that it is a good fit as far as you 
are able to tell. Do not demonstrate fit to customer 
until the desired shoe has been chosen. That means, 
do not X-Ray every pair the customer tries on. When 
proper shoe has been chosen and fitted on the foot you 
may invite the customer to judge’ the fit by saying, 
“We will X-Ray it and you may judge for yourself.” 
This breaks down the barrier between customer and 
salesman every time. Have customer step up and 
insert both feet. close together, head down to shut out 
the light and close shutter not in use. Flash it for a 
second or two to accustom the customer’s eye to the 
light. Ask the customer to draw toes back in shoe and 
allow them to come forward slowly. This will show 
pressure, if any. Ask them to move the toes. Use 
pointer and show outline of shoe, flesh and bone calling 
attention to the room in front of the shoe; also width, 
note whether the foot extends beyond the sole. This 
can be readily seen when viewing the left foot in the 
old shoe. This requires about 20 seconds and your 
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The growing feei of a boy ten years old. Fitted too short and 

foo narrow. WNole the signs of Hallux Valgus. This is the 

way most children’s feet look. The left foot was taken in stock- 

ing feet. Note the permanent distortion of the Phalanges 
(toe-bones). 
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Louis XVI 
Period Design 


always makes an attractive set- 
ting for your display of shoes. It 
helps to sell your merchandise, 
for it has a way of creating a 
favorable impression toward your 
merchandise. 


Showing your shoes in a taste- 
ful manner that is bound to at- 
tract the passer-by. 


Note especially No. 2278 the 
attractive combination stand— 
with double shoe holder brackets 
and a removable flower vase top. 
To be used in connection with 
single stem artificial flower spray 
—when required in the display. 


Ask for Catalog I. 


Hugh Lyons & 
Company 


707 South Street 
Lansing, Michigan 


Chicago Office New York Office 
232 S. Franklin Street 35 West 32d Street 


Boston Office Baltimore Office 
52 Chauncy Street 1 North Eutaw Street 


No. 2220 











iate your mentioning the publication in replies to advertisements. 
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customer will agree with you as to fit. A few will 
insist on a small shoe. It’s the exception and not the 
rule. The great majority will leave your shop pleased 
and satisfied as to your service. In case a customer 
insists on a smaller shoe than the foot calls for, give it 
to her, but mark it accordingly to avoid a possible ex- 
change. People are no longer as foolish as they were 
several years ago. It is not necessary to demonstrate 
to every customer when the shop is crowded unless an 
argument arises. However, many merchants claim 
that just during the rush the machine has proved its 
wonderful aid and use it on every customer. This 
must be decided by the manager. In addition to the 
foregoing every salesman should read the catalog care- 
fully. It contains many points of interest. 


A Yearly Duty 


To create interest in your machine, it would be well 
to invite the mothers to bring their growing children 
to your shop at least once a year, possibly on their 






























alan — erat 


For future reference the merchant can take a photograph of 
the side view of the foot, by a very simple insertion of the 
photo-film, cross and all—the foot X-Ray does the rest. 


birthday, to have the feet X-Rayed. You, as well as 
the mother, will be surprised to note how soon a child 
outgrows its shoes. When fitting shoes an allowance 
should be made for the foot to work forward. Within 
a week the foot will occupy more space in the forepart 
of the shoe by reason of its working forward continually 
when walking. This is especially true with children. 
You can well imagine what their running and jumping 
from morning till night will do. 

We would appreciate your suggestions along this 
line, and remember we are always at your service; in 
case we can be of additional service to you, command 
us. 

In conclusion we offer the following “‘don’ts”’ for your 
perusal: 

Don’t give the impression that it-is a novelty. 

Don’t only gratify the customer’s curiosity. 

Don’t say “Let’s look at your feet,” or “Do you 
wish to see your feet?” 


BOOT AND SHOE RECORDER 





93 


Don’t create false impressions but lasting impres- 
sions, 

Don’t do all the acting, let the customer do it all. 

Don’t ridicule or joke about the customer’s feet, no 
matter how deformed the toes may be—be in earnest 
and serious when pointing to or speaking of deformities. 
These may be serious. 

Don’t go at it in a haphazard way—take it seriously. 
You are performing a service which is worth money 
to the customer. A service for which many people 
pay large sums of money. 

Don’t exaggerate deformities, but state facts. 

Don’t use dubious language, but speak convincingly. 

Don’t forget to use the pointer on the machine. 

Don’t forget to make allowance for length. 

Don’t waste your time arguing with customer as to 
fit, trot them on the machine. 

Don’t lose interest in the machine; it is a pleasure to 
use it when used correctly. 





Boot and Shoe Club Holds Meeting 


The Boston Boot and Shoe Club held its second 
dinner of the season at the Copley-Plaza Hotel, Boston, 
Wednesday evening, November 8. It was the 215th 
dinner of the club. The membership limit has been 
increased by vote to 250 and fifteen new members 
were taken in at the meeting, Wednesday night. It 
is shown by the constant interest and enthusiasm of 
its members that this club is one of the institutions of 
the shoe ‘and leather trade. The attendance at the 
dinners is usually composed not only of shoe manu- 
facturers, but of men prominent in the leather, ma- 
chinery and supply trades. 

In the absence of the president, John A. Gardner of 
the American Oak Leather Company, who is ill at 
his home, Vice-President Charles M.- Lawrence pre- 
sided. Mr. Gardner, by the way, is rapidly recovering 
from his illness. 

The speaker of the evening was Hon. Frank H. 
Pope, whose topic was “The ‘Red’ Menace in America.” 
While this topic was not directly connected with the 
industry, it was shown to be indirectly one of the most 
baneful influences in the industrial and social life of 
America. > 

Another pleasing feature of the evening was the 
round table discussions of trade subjects which were 
discussed at the various tables during the dinner. 

Secretary Thomas F. Anderson read a letter from 
Pres. Moffatt of the Tanners’ Council, expressing his 
regret at his inability to be present. 

The next meeting of the Club will be the annual 
Ladies’ Night to be held December 13 in the large 
ballroom of the Copley-Plaza. Preparations are being 
made to make this the grandest event of its kind ever 
held by the Boot and Shoe Club. 
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GRIFFIN 
IN-ER TUBE LOTION CREAM 


ANOTHER GRIFFIN VICTORY 








FTER five years of constant experimenting we now offer the 
trade a perfect Lotion Cream in tube form. 


Griffin Lotion Cream in tubes is compounded from the same 
formula as Griffin Lotion Cream in bottles, the exceptional high 
quality of which is well known to the trade. 


Griffin In-Er Tube Lotion Cream should not be confused with vari- 
ous brands of paste polishes put up in tubes as they are not in- 
tended to perform the same service in dressing and preserving shoe 
leather as is Griffin Lotion Cream in tubes or bottles. 


Ter 


» aint NY \ 
li : ie a, 
“NEE ‘i 


IN ALL SHADES, BLACK AND BROWN 
(Neutral) 


A SPECIAL INTRODUCTORY OFFER 
FOR 30 DAYS ONLY 
GROSS $18.00—DOZEN $1.55 


In order to make you acquainted with this NEW PRODUCT, 
we will fill an original C. O. D. or cash order for dozen or gross 
lots giving One Extra Tube with every dozen. 


Re-order Through Your Jobber 


deo ¢ GRIFFIN MANUFACTURING CO., Inc. 


67-69 Murray Street New York, N. Y. 




















The Boot and Shoe R der will appreci your mentioning the publication in replies te advertisements. 
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Is Steel Shelving Better Than Wood? 


The recent appearance in several retail shoe stores 
in various parts of the country, of steel shelving to 
take the place of wood, has resulted in a number of in- 
quiries regarding its merits. 

It is obvious, of course, that metal shelving is more 
durable and has a longer life than has wood. It is 
equally obvious, however, that it does not lend itself 
so readily to ornamentation as does wood. 

One of the very first stores to experiment with this 
metal shelving was the Harrisburg (Pa.) store of the 
W. A. Withers Shoe Company of Elizabethtown, Pa. 
Writing of this steel shelving and its advantages, as 
seen by him, G. B. Hopner, sales manager of the com- 
pany, says: 

“With reference to why we believe that steel shelving 
is better than the ordinary wood shelving, we would 


Steel shelving installed in Harrisburg store by the 
W. A. Withers Shoe Co. 


say that, in the conduct of a chain of stores we consider 
steel shelving as having 100 per cent salvage value, 
while wood shelving tends to depreciate and crack 
when it is necessary to move it from place to place, as 
is sometimes necessary in case of changed location. 

“We find furthermore that if it is necessary to sell 
your shelving, steel shelving has a high salvage value 
and can be disposed of to trade in general, as it can be 
used for many different purposes. The shelving can 
be adjusted to any height from two inches up and, 
therefore, can be sold to merchants in other lines of 
business if it is necessary to dispose of it. 

“Steel shelving initially costs practically 25 per cent 
more than wood shelving installed locally. 1t is strong, 
durable and easy to look at. The finish is very satis- 
factory and does not easily scuff or scratch. It is so 
strong and durable that one can use it as a ladder to 
‘rawl up and down to and from the top shelf.” 





Be aggressive, but with it be agreable.—Forbes 
Magazine (N. Y.) 
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“Dear Henry Ford 


I take my pen in hand to point 

A way to swell your goods and chattels. 
By-products, Hank, are going to waste 
Turn out a line of baby rattles ” 


The farmer raises the produce—the 
middleman raises the prices—and Father 
raises the devil when the bills come in. 


“Remember the Business Day to keep it 
holy,” is a six times better maximum than 
the oné about Sunday. 


Signs of the times: “Prosperity Is Just 
Around the Corner” and then—*Detour.” 


Don’t expect to set the world on fire. 
It’s too green to burn. 


Remember that old wheeze? “The dif- 
ference *twix a rut and a grave is that the 
rut is longer.” 


A silver plated guy can never pass as a 
sterling fellow. 


A word to the ‘wives is sufficient. (Cer- 
tainly, my dear! 1 was only joking!) 











— 
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All Interested in 
Display Decoratives 


(especially those from Chicago and nearby points) 
should visit the 


Schack Display Room 


at 63 East Adams Street 


Attractive, interesting and Remember our prices are 


beautiful Christmas Floral FOUR TYPICAL WINDOWS always lower, quality con- 


Pieces, Units and Backgrounds Trimmed Complete, sidered. Headquarters for 
in both cloth and paper. nctucing Hamigveunte Christmas InteriorTrims. 


SCHACK ARTIFICIAL FLOWER CO. 


Designers — Manufactures — Importers 


Factory: 1739 Milwakee Ave. CHICAGO Displayroom: 63 East Adams St. 
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THERE’S A REASON WHY CUSTOMERS PREFER 
“HUBTIP” “NO-METAL-TIP” SHOE LACES 


—*HERE IT Is”— 


TIPS TIPS _ TIPS 


“6 Ww 
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i IBT e ent they 
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PULL OFF, FRAY OUT, CATCH IN HOSIERY 
YOUR STOCK, IS IT COMPLETE? 
TODAY'S PRICE LIST 


27 im. per gro. Laces, $2.00 36 in. per gro. Laces, $2.50 45 in. per gro. Laces, $2.9@ 63 in. per gro. Laces, $3.76 
3@ im. per gro. Laces. 2.20 40 in. per gro. Laces, 2.70 54 in. per gro. Laces, 3.3@ 72 in. per gro. Laces, 4.16 


Either Black, Brown or Rusect 
Asserted Cabinets Supplied Order frem Yeur Jobber Today 


FRANK W. WHIT CHER CO., Boston and Chicago, US. A. 
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For speedy, positive action-- 
the new 


Repco Shoe 
Stretcher | f 


a The stretching is a little art in itself. 

The Repco: Shoe Stretcher is designed 
| ic ally .and stretches shoes easily, 
‘quickly and without i injuring them; 


The Repco Shoe Stretcher contains no 
springs, arrows or other troublesome parts. 


The blocks—shapely and carefully finished 





Repco Shoe Stretchers 
are made in nine sizes— 


No. 000 down to No. 6. 


Each stretcher is packed 
in an individual carton. 
Corn and bunion plates 
come with each stretcher 











—are made of fully seasoned maple and 
held together at the back by a strong steel 
hinge. The toggle-jointed mechanism is 
controlled by a square-threaded screw of 
large pitch. 


For up-to-date shoe stretching use the new 
Repco Shoe Stretcher. 


For Sale by Shoe Findings Jobbers. 


UNITED .SHOE MACHINERY CORPORATION, Boston 


San Francisco Branch, 859 Mission Street - 


-> J. .K. KREIG, 39 Warren Street, New York 
UNITED SHOE REPAIRING MACHINE COMPANY, Boston 


reciate your mentioning the publication in replies to advertisementa 
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‘Words of Praise from 


One of ¢ 0 of a Series 





SAP PEL Pee 





Hand Designed Show Cards on a 
INCE the Napoleonic . [ale wk eee 
times, the shoe has be- 
come almost entirely a fac- ll MAess>) 
tory product instead of the ees) Show Card Service 
hand-made creation of a a 6433 Ray pager, 


earlier times. Your letterhead will bring you sample cards and further information. 


Up to the 19th century, thongs 
used for lacing shoes were princi- 
pally of leather tapered at the 
ends; but in the latter part of this 
period, heavy laces braided from 
cotton, with circular metal tips, 
were brought into use to make 
eyelet insertions easier. Much 
trouble was experienced with 
these tips pulling off, making it 
almost impossible to insert the 
lacing through the eyelet. 














: 


PERFECTION 7 
Rhinestone —— 


“SURE” GIVE SATISFACTION AND 
EARN PROFITS 


Put up, one pair on display card as illustrated © 








SONU) NO) NO) NO) NO) NO) NO) NO) NO) NO) NO) NO) NO) NOY.) U/ 

















The most modern of all shoe laces—the 
stiffened braidformsthetip,small,smooth 
and permanent—no metal. 

FOR SALE BY FINDINGS JOBBERS 


Priced from $4.50 to $7.50 per dozen pair 
Send $6.50 for assorted dozen 


E Beautiful designs. Hand engraved jet enamelled platinoid 
Dozen pair 








ornaments tor evening wear. assortment on 
val at $9.00. 


SS “COLONIALBUCK LE&’’—Steel, metal, Rhinestone. Priced from 
$3.50 oer . pr. to $15.00 per pair. 


The Hutmacher Braiding Co. “CONVERTING TONGUES” $3.50 to $9.00dor.pr. Plain, wit- | 


Braiders of Good Shoe Laces 
PATERSON, N. J. W. K. Chandler, Inc Inc. 
_126 SUMMER STREET 


ERROR RON TRI NTN NTN TS TITRA 
The Beot and Shee Recorder will appreciate your mentioning the publication in replies te advertisements. 
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From ‘‘Wearer to Wearer’’ Misleading 


The Old Alibi—All Middleman’s Profits Eliminated—Is Punctured by 
the Federal Trade Commission 


Washington, Nov. 8 (Special to Recorder)—Retail 
merchants throughout the country are manifesting a 
great deal of interest in proceedings the Federal Trade 
Commission has instituted against a concern, which is 
alleged, used misleading advertising to sell their 


goods. ’ 

One of the recently issued complaints involved in this 
point, is that made against the Superior Woolen Mills 
of Louisville, Ky., the specific charge being unfair 
methods of competition in the conduct of its busi- 
ness. 

Regardless of the merits of this particular case, the 
charge, as alleged by the Commission, embraces a 
principle of vital importance to retail merchandising 
interests. 

It is because of this that they are showing 
so much interest in the proceeding. It is charged by 
the Commission that in the advertisement and sale of 
its products the Superior Woolen Mills makes state- 
ments that the clothing sold by it comes directly from 
the weaver to the wearer, with but one small profit, 
and that by this direct method of selling all middlemen’s 
profit are eliminated. The Commission maintains that 
this misleads and deceives the public into the belief 
that the respondent operates woolen mills and manu- 
factures in the mills the materials used by it in the 


production of suits and garments sold by it “when 


such is not the case.” 


Not Owner of Mill 


In its answer the respondent admits that orders are 
taken at stores, as established throughout the country, 
and sent to its “manufacturing plant”’ at its principal 
place of business at Louisville, Ky. Admission also is 
made by the respondent that it is not the owner of any 
mill. 

It denies that the stores are in any sense agencies 
as charged by the Commission, but that they are “a 
component part of their corporate organization.” 
Denial is further made that the woolens used are pur- 
chased “at wholesale through the usual and ordinary 
channels of trade.” Instead the answer states the 
respondent “has established mill relations through 
which practically all woolens used by it are purchased, 
said woolens being purchased under contracts made 
directly with the weaving mills.” 

* * . * * * * * 

Touching upon the main point involved, the 


arswer says that it “thas distributed circulars, 
p: sters, and other advertising matter and has 


caused advertisements to be inserted in news- 
papers.” 
* * * * a * ~ * 

At times it is stated, these advertisements have used 
such expressions as “we sell direct from weaver to 
wearer with but one small profit, thus eliminating the 
middlemen.” Denial is made by the respondent that it 
has ever caused to be inserted in any advertisement any 
direct statement “to the effect that clothing sold by it 
comes directly from the weaver to the wearer with but 
one small profit.” 


Misleading Advertising 


The attitude of the Commission is that the advertise- 
ments are disingenuous and misleading. This, it is 
pointed out, constitutes an unfair method of competi- 
tion against retail merchants. It is claimed that the 
respondent actually is the middleman, precisely as the 
retailer is a middleman and that so far as actual service 
to the ultimate consumer is concerned, the two are on 
a parity. It is maintained that the retailer provides 
just as good quality and at just as reasonable prices 
as does any concern that may order goods from the 
mills, having it made up and distributed, whether 
through so-called agencies or.stores that are a part of 
another organization or whether the distribution is 
made to individual retail stores. 

A Distinction in Definition 

It is hoped by retail merchants who are following the 
case that its outcome will afford precedent and make a 
clear distinction between retail and wholesale mer- 
chandising and that it will make it expedient to say 
that such a distinction is made clear in all advertising 
matter. Likewise, it is desired to make it clear that 
the retailer is not making undue profits, as it would 
seem from a casual reading of the advertisements. 
Local organizations of merchants are cognizant of the 
harmful effects of misleading advertising by new- 
comers in the retail field and are doing their utmost to 
put an end to these questionable business practices. 

The recent report of the Joint Commission on 
Agricultural Inquiry of the Congress showed that 
the profits of retailers were exceptionally low con- 
sidering the investment and conditions of trade. 
The Federal Trade Commission has frequently 
made baseless charges against merchants and 
misrepresented their profits. It is only fair that 
the Commission should play fair with retailers 
and protect the buying public from false adver- 
tising methods. 
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Industry Loses Leader In Death Of and business. It is said that at one time or another, hi 
Hazen B. Goodrich shoes have been sold in almost every country in th 


world. 

In the death of Hazen B. Goodrich, prominent 
Haverhill shoe manufacturer, and despite the fact that 
he had not been actively engaged in business since 
1916, the industry has lost a highly valued member 
and a source of much real inspiration. Mr. Goodrich 
died November 2, in his eightieth year, at his home in 
Haverhill and it was possible to publish only a brief 
announcement in our last issue. 

Mr. Goodrich entered the shoe industry in January, 
1865, when, after receiving his discharge from the Army 
of the Potomac in which he had served during the Civil 
War, he entered the employ of Goodrich and Porter, 
his father’s firm, as bookkeeper. Later he was pro- 
moted to selling and still later became a partner. In 
1887 he established the Hazen B. Goodrich Company 
and took possession of a plant at 70 Washington Street, 
the site of the present Hazen B. Goodrich factory. In 
1888 Frank J. Bradley, present head of the business 
became his partner and the two men worked together 


in building up the business until 1916, when Mr. Good- THE LATE HAZEN B. GOODRICH 
ich retired Whose death robs the industry of an in- 
eae te dustrious, fa?-seeing manufacturer 


Mr. Goodrich had many interests aside from the shoe > ty 
business. He was a director of the Haverhill National Mr. Goodrich’s wife died several years ago, and sur- 
Bank and was active in several philanthropic enter- viving him are a sister, daughter-in-law, granddaughter 
prises. He had also traveled extensively for pleasure and a great grandson. 
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Four Attractive Turn Slippers 
IN STOCK 


Immediate Deliveries—No Delay 


No. 902—Patent One Strap. Heavy turn sole. 
8-8 Block heel. French corded. Widths a A, 


No. 907—Skinner’s Black Satin One 
Stitching as illustrated. 
Widths A, B, C. Price 


No. 906—Black Satin Two Strap. Cut-out quar- 
ter, Newport pattern. 14-8 Junior Louis heel. 
Frecnh corded. Heavy turn sole. Widths AA, 
Se Ge Ws cect ic i case cedn Ae $3.35 


No. 909—Black Satin Fairfax. Ooze strap. 
Ooze covered. Junior Louis heel. Heavy turn 
sole. French corded. Widths AA, A, oe - 


Prices Subject to Change With- 
No. 906 out Notice. Terms: 2% 10, Net 30 


ELLIS-EDDY CO., (Shoemakers) Lewiston, Maine 


Boston Office: 207 Essex Street Phone: Beach 8820 


TOTO HIUTO LOLOL OL L@L TOL U LOLOL LLL) © Lith 
The Boot and Shoe Recorder will appreciate your mentioning the publication in .<plies to advertisements. 
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Do Unto 


, : 1 J HY do merchants cancel orders? Why do they 


return merchandise? Why do they write, 
“We will keep them if you will make us an al- 
lowance of fifty cents a pair?’ ”’ 

“Why do they return shoes that are half worn out 
and expect credit for them?” 

“Why do they expect the manufacturer to. take the 
loss when the merchants themselves have made a bad 
guess or have overbought?” 

“Are they not business men enough to know that 
all these unnecessary losses must be made up by the 
manufacturer and figured into his cost sheets if he is to 
continue in business?”’ 


These are some of the questions that were recently — 


put to me in rapid fire order by a prominent shoe manu- 
facturer. He spread out on his desk a record of sales, 
returns, cancellations and allowances for years back. 
That record in court surely would put a blot upon the 
character of the retail shoe merchants of the country if 
the merchants were not permitted to offer any testimony 
in rebuttal. 

It might well be said here also that the manufacturer 
referred to has reason to congratulate himself because 
his percentage returns of and cancellations is far below 
that of many other factories of the country. 

Cancellations and returns reached the high point in 
1920. Since that time they have grown less but they 
are still coming in sufficient volume to cause manufac- 
turers a lot of worry, uneasiness and tremendous finan- 
cial loss. 

When this manufacturer pointed to the record of 
1920, questioned the moral fibre of the merchants and 
attributed the return of merchandise to the slump in 
prices, I said to him: 

“You are now talking history and there is usually a 
logical reason for every event that happens in the 
world’s progress. Ask yourself why this happened then 
and why it is happening now.” 

“Did the manufacturers live up to their agreements 
with merchants in 1918 and 1919? Are they doing it 
now?” 

‘Did you ship all your orders on time during the 


Others— 


scramble for shoes? Are you doing it now? Many fac- 
tories were apparently slow in making shipments for a 
purpose. They actually invited and welcomed cancel- 
lations. Shoes made for one merchant are said to have 
been sold off the racks to another.” 

This manufacturer admitted that he might have been 
a little late in making some shipments, but not so late 
that anyone would accuse him of inviting cancellations. 

But all that is history—painful history to every 
branch of the shoe and leather industry. Today we 
are dealing with present conditions and looking hope- 
fully to the future. Even now there are numerous com- 
plaints by factories of cancellations and returns and of 
undue claims for allowances. 

In an address before the Western Shoe Wholesalers’ 
Association, Phil Becker, chairman of the Committee 
on Trade Abuses gave several logical reasons why mer- 
chants felt themselves justified in cancelling orders and 
returning shoes. Among these were late shipments, 
merchandise not up to sample, overselling, promises 
made by salesmen that could not be fulfilled by the 
house: selling a merchant goods he could not use. These 
are all listed as practices that manufacturers and whole- 
salers should guard against. 

There are on the part of merchants some things that 
should be guarded against,—being too easy, allowing 
himself to be persuaded to buy what he could not sell 
or pay for, buying without stock records or a budget 
system to guide him, buying from too many houses in 
the same grade. 

There are many other precautions that should be 
taken by both buyer and seller in order to abate the 
nuisance of cancellation of orders and return of mer- 
chandise. 

A short time ago a merchant in a large Middle West- 
ern city placed an order for some women’s shoes, The 
order clearly specified thirty-day delivery. After 
seventy-two days had elapsed neither shoes nor 
invoice had arrived. The merchant wired can- 
cellation. 

He received a letter from the factory stating the 
fitting room was all “balled up” with fancy patterns 
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that had slowed up production. One paragraph of the 
letter said in substance: 

“Why didn’t you write or wire us if you were in a 
hurry for the shoes? We could probably have pushed 
them in ahead of something else?”’ 

Why should the merchant. wire or write? The order 
specified 30-day delivery. If the factory knew they 
could not fill the order on time, why did they not write 
or wire? 

It is unreasonable to place all merchants in the class 
of the unscrupulous because some of them are not on 
the square. 

There is is just one solution and the principle was 
enunciated many centuries ago. ‘Do unto others as 
you would that they should do unto you.” Or, in the 
language of Theodore Roosevelt—‘‘A square deal.” 





Milwaukee Merchants Plan Advertising 
Campaign 

Milwaukee, Wis., Nov. 6—Discussion of plans for the 
expending of at least $2,000 on an advertising campaign, 
featured the second fall meeting of the Milwaukee Shoe 
Retailers’ Association, held at the Association of Com- 
merce Chambers, the first Thursday in November. 
By unanimous vote the publicity committee of the 
association was given the power to obtain plans for 
one year’s advertising of the association slogan, “Buy 
Your Shoes Right,” and of any other trade matters, 
publication of which will help the industry as a whole. 
The publicity committee, headed by C. E. Collar and 
G. R. Virmond, will now take up the matter with local 
agencies, and present campaign plans at a special 
meeting called for November 16. 


May Hook Up With State Campaign 


It is probable that the Milwaukee Association will 
endeavor to link the advertising campaign with a 
similar one by the Wisconsin State Association, but 
regardless of the action of the larger body, the publicity 
campaign will get under way after the special meeting. 
The only possible obstacle to the carrying out of the 
campaign, lies in the possibility of the plans presented 
calling for the expenditure of too much money. Al- 
though no official mention of a specific sum was made, 
sentiment at the meeting was to the effect that about 
$2,000 should get the campaign under way, and more 
money would be forthcoming if necessary. 

A. T. Jenkins, director of the association, presided 
at the meeting in the absence of O. A. Hensel, president. 
A nominating committee, consisting of Oscar Hart as 
chairman, and J. Geisinger, A. B. Caspari, O. A. Hen- 
sel, Ed. Schneider, Emil Ahrens, and Robert Kurz, 
was appointed to prepare two slates for consideration 
at the December meeting. The annual meeting of the 
association will be held in January. 

At the general discussion period which followed the 
regular business sessions, many matters of interest to 
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shoe merchants were discussed. The greatest share 
the conversation, had to do with the attitude of t! 
shoe merchant to the in-stock department of the man 
facturer. One of the members, at the request of M 
waukee shoe manufacturing establishments, broug.; 
up the matter of in-stock departments. Manufactuir- 
ers, he said, claim that the merchant is taking advan- 
tage of the in-stock department by ordering late, fec!- 
ing that he can get his shoes from the in-stock depart- 
ment. This, manufacturers claim, is not the function 
of the in-stock department. In order to obtain the 
merchant's ideas of this department, each member 
present was asked to give his conception of the in-stock 
department of a shoe factory, its proper function, and 
the percentage of shoes which he had bought in ad- 
vance; for February and March delivery. 

Lively discussion which followed the asking of this 
question brought out the fact that Milwaukee shoe 
merchants believe the in-stock department to be a 
service established by the manufacturer wherein can 
be obtained reserve stock to fill in his shelves. No 
one, apparertly, conceived it as a Department where 
original buying could be done. Of seven merchants 
replying to the question of advance buying for Febru- 
ary or March delivery, two stated that they had pur- 
chased 40 per cent of their stock for such delivery, one 
had bought 60, one about 33, one about 25, and though 
one of the remaining two had purchased 100 per cent 
of his stock on a future basis, the other had purchased 
none. The average for the group, would therefore 
indicate that about 421% per cent of stock is so pur- 
chased. 





Retires After Half a Century of 
Successful Shoe Retailing 


John Swanson of Hoopeston, Illinois, has sold his 
business to William Crumivide, his son, Arthur Crumi- 
vide and Russell Jones of Bloomington. The transfer 
of the business will take place January 1, 1923. For 
the past four years Mr. Jones has been connected with 
Bunnell Bros. Shoe Company of Bloomington and is at 
present head salesman for that concern. 

John Swanson’s years in the shoe business remind 
one of the story of the colored man in the little Georgia 
town, who upon being asked if he had spent his entire 
life in that town answered, “‘No, not yet.” 

Mr. Swanson came to this country from Nassjo, 
Sweden, when he was seventeen years old. His father 
was a shoemaker and under his father, Mr. Swanson 
served his apprenticeship. For twenty years he con- 
ducted a shoe store in Rankin, Illinois, and for the past 
thirty years he has successfully conducted the store in 
Hoopeston. Although he has been in business for half 
a century, Mr. Swanson is not anold man. John Swan- 
son will not be an old man even if he lives to be a hun- 
dred, and here’s hoping he will reach the century mark. 
The world needs more of his kind. 
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he Crossett Shoe 


Makes Life's Walk Easy” 


aboratory experiments—the exact testimony of the 
X-ray and moving | eapltiner Ye. orthopedists and 
the experience of years of shoe manufacturing have resulted 


in the Crossett Supple Tread, Last 62. 
This Crossett Last prevents fallen arches and its flexibility 


and the natural position it allows the toes, stimulates muscular 
action, building strength into the arch-supporting muscles, thus 
correcting existing arch trouble. Men and women will be sur- 
prised that the cc mfort— and preventative-corrective qualities ot 
the Crossett Supple Tread can be combined in this stylish shoe. 


es ae Dhol ty 
y Y.W.C.A. 


your vicinity. 


LEWIS A. CROSSETT CO., NORTH ABINGTON, MASS. 


In this position the arch is The arch is still supported The take-off” stimulates mus- 
supported without restrain- but the foot is allowed a cular action because of its 
ing muscular action. comfortable, natural posture. flexibility and scientific design. 


Thuis color page will appear in the following magazines — 


Atlantic Monthly Review of Reviews 
Century Scribner’s 
Harper’s World’s Work 


LEWIS A. CROSSETT COMPANY, NORTH ABINGTON, MASS. 
19 South Wells St., Chicago, Ill. 


—_—___ 














The Crossett national advertising that is stimulating 
demand for Crossett Shoes in your own community 


MU 











lon MEN 
and WOMEN 


The a oy 
Crossett Shoe |" Tt: 
“makes Life's walk easy’ = 





SHOE is an intricate thing. 
In it are nearly two hundred 
e . 


«| The Crossett Sho 


— — — Shoes — en 
akan euity end then fairly makes Life , walk easy 


priced — never built to a price. 








F all shoes were bought on a mile- 

‘ age basis, Crossett Shoes should 

. CROSSETT CO. , | ~for MEN be your choice—or if all shoes were 

"adden Mass. ; e, end CCE bought from the viewpoint of style, 

i Crossett Shoes should still be pre- 

: ferred. Combining style with com- 

fort and durability has built the 
Crossett reputation. 


Uf the dealer who sells Crossett Shoes in your vicinity 
is not known to you, write us for his name. 

















LEWIS A. CROSSETT CO. 
North Abington, Mass. 


No. 414 
Brown Calf Oxford 
CoEd Last 








S$. 152 
Brown Calf Blucher 
Supple Tread, Last 62 








C Sh The Crossett Shoe 
rossett oe “ ‘mahes L ife > one Jk easy” 


“makes Lifes walk easy 


UDGE a Crossett shoe as man or woman who is astonished that in 


VERY once in a while we get a letter from a 


Crossett Shoes style can be combined with, not 
sacrificed to comfort. Many thousands of older 
Crossett -vearers have known it for many years. 


you will from the view- 
point of style, of durability 
or comfort, there’s value — 
money's worth in each pair. If the dealer who sells Crossett Shoes in your vi- 
Crossett shoes are built to gy cinity is not known to you, write us for his name. 
one high standard of quality "YG LEWIS A. CROSSETT CO. 
then fairly priced. Y North Ablagton, Mass. 


Uf the dealer who sells Cromett 
snot hk 
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‘ 
to you, write us for his name. 


LEWIS A. CROSSETT CO. 
North Abington, Mass. 


for MEN =] and WOMEN 


Electros for your local newspaper use that will link your store to 
Crossett national advertising will be sent upon request. Ask for 
a Crossett salesman by mail and get the full Crossett dealer plan. 


LEWIS A. CROSSETT COMPANY, NORTH ABINGTON, MASS. 
19 South Wells St., Chicago, IIl. 
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He has ever been found in the forefront, when any 
community betterment project was up and usually he 
has been on the right side of every public problem. 

Mr. Swanson has been one of the most active mem- 


JOHN SWANSON 


Who has retired after spending 50 years of his 
life in retail shoe game. 


bers of the Illinois Shoe Retailers’ Association, and a 
firm member of the N.S. R. A. He is not much given 
to talk in these meetings, but every time he takes the 
floor he says something and his wise counsel will be 
missed. 

On account of the ill health of Mrs. Swanson, the 
latter part of the winter will be spent in Florida, but they 
will continue to make their home in Hoopeston. 





What Two Cents Will Do 


Just see how far afield a 2-cent stamp will carry a 
letter. The American business man is reputed to 
have the greater merchandising reasons for developing 
business the world over, but invariably his letters are 
so stereotyped as to be hardly worth the 2-centstamp to 
bear the message abroad. A better letter, one in the 
language of the recipient, and a real message ought to 
bring business—provided a live salesman follows it up. 

The following list taken from a statement issued by 
the Post Office Department, shows the countries with 
which 2-cent postage rates are in effect: Argentina, 
Bahamas, Barbados, Bermuda, Bolivia, Brazil, British 
Guiana, British Honduras, Canada, Colombia, Costa 
Rica, Cuba, Dominican Republic, Dutch West Indies 
(Aruba, Bonaire, Curacao, Saba, St. Eustatius, St. 
Martins), Ecuador, Great Britain, Ireland, Honduras, 
Jamaica (including Turks, Caicos, Cayman Islands), 
Leeward Islands (Antigua, Barbuda, Redonda, St. 
Kitts or St. Christopher, Nevis, Anguilla, Dominica, 
Montserrat, Virgin Islands), Martinique, Mexico, 
Newfoundland, New Zealand, Nicaragua, Panama, 
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Peru, Salvador, Shanghai, China, Spain, Uruguay 
(including the Balearic Islands, Canary Islands, and 
possessions on the North African coast), Trinidad, 
Tobago, Western Samoa, Windward Islands (Grenada, 
St. Vincent, Grenadines, St. Lucia). 

The rates on postal or post cards to these places 
vary, being 1 cent in some cases and in others 2 cents 
each. 





New Shoe Store In Detroit 


Goetz & Mittelman, Inc., To Open Exclusive Women’s 
Store 


“‘Goetz & Mittelman, Incorporated”’ is the style of a 
new concern which has leased the entire second floor at 
1448 Woodward Avenue, Detroit. The new store will 
be opened about November 20 and will feature 1. Miller 
shoes. 

The building, except the second floor, is occupied by 
Russeks, a high grade shop selling women’s wearing 
apparel, millinery, etc. 

M. A. Mittelman, who will manage the new store, is 
a progressive, alert shoe man. For the past five years 
he has been manager of the I. Miller, Inc., store in 
Chicago. During that time he has developed the busi- 
ness from a small store employing a few people to an 
organization that now numbers over a hundred. The 
I. Miller store occupies approximately seven times as 


M. A. MITTLEMAN 


Who wili manage Detroit s new store, owned by 
Goetz § Miltteman. Inc. 


much space as was used when Mr. Mittelman took 
charge. 

During his stay in Chicago Mr. Mittelman has been 
active in the affairs of the local shoe retailers’ associa- 


tion, and is liked by his fellow merchants. He will, 
without doubt, prove a valuable addition to the already 
strong retail shoe merchants’ organization in Detroit. 








106 


BOOT AND SHOE RECORDER 


CHICAGO 


General Business Conditions Brighter 


Shoe Factories Are Busy and Retail Merchants Are More 
Confident 


HE report of the Federal Reserve 
Bank for the Seventh District says: 
‘General business improvement is mani- 
fested in reports from all sections of the 
district and in practically all phases of 
industry. Coal production is at present 
about equal to current requirements of 
the country. In the effort to supply 
consumers with sufficient coal for imme- 
diate needs, railroads are pressing into, 
service practically all available equipment, 
and in consequence of this and such em- 
bargoes on freight as have been found 
necessary, merchandise shipments are 
being diverted to non-coal carrying roads. 
Every industry is feeling the car shortage 
in one way or another. 


Volume of Employment Increasing 


“Moderate increases in the volume of 
employment reflect a general speeding up 
of production. 

“All lines of manufacture are increasing 
production to meet steady demands. 
Prices generally are firm. Indications are 
that the corn yield per acre in this district 
will be better than last year, but the car 
shortage is a serious factor in the distribu- 
tion of grain. Wholesale trace changed 
slightly, shoe sales showing the largest 
proportion of gain over a month ago. 
Retail trade shows a very large gain as 
compared with last month and with 
September a year ago.” 


Farm Debts are Reduced 


The report indicates that there has 
been a considerable reduction of debt 
among the farmers, especially live stock 
raisers. Applications for loans by stock 
raisers indicate that these men are buying 
live stock to consume the grain produced 
rather than to sell the grain. 

September commercial failure statistics 
for the district show a substantial reduc- 
tion from August both in the number of 
insolvencies and in the total indebtedness 
involved. A decrease is also shown for 
the country as a whole though not so 
marked. 


Shoe Factories Busy 


The general business improvement is 
clearly reflected in the shoe manufactur- 
ing industry of the Middle West. Shoe 
factories generally are running up to and 
beyond anticipated production, that is to 
say, they are keeping up to the gait set 
for the last half of the year which, in 
some instances, is not the possible maxi- 
mum but in every instance far ahead of 
last year and greatly in excess of the first 
half of the present year. 


Factories in Milwaukee and other Wis- 
consin cities are taking in leather, con- 
tracted for several months ago when they 
made their base prices for the current 
season. 

Slight Price Increase 


On account of leather advances within 
the past few weeks it has been necessary 
for some of the factories to raise prices 
slightly, because production has been 
larger than was anticipated because the 
volume of leather which was bought in 
anticipation of the season’s run proved in- 
sufficient to fill the unexpected increase in 
volume of business which has come from 
retail merchants. 


Anticipating Leather Needs 


One Milwaukee factory making men’s 
dress shoes, for instance, anticipated that 
their business for the last six montbs of 
1922 would be double the volume for the 
first six months and they bought leather 
accordingly. When orders on hand for 
immediate shipment were totaled up on 
November Ist, it was found that their 
leather supply was oversold, and orders 
are coming in increased volume. Asa 
result the factory had to go into the 
market, contract for more leather at the 
higher price and raise selling prices to 
cover the contingency. 

One large Chicago factory making 
men’s shoes anticipated their volume, 
bought leather, took it in and paid for 
it and at the present time has something 
like a $1,000,000 worth of leather piled 
up in their factory. This quantity of 
leather will meet their requirements for 
shoes on order for delivery up to February 
Ist. Orders which are being taken for 
delivery after February Ist are taken, sub- 
ject to price changes, and to be based 
upon the price of materials at the time 
the shoes are put into the works. 


What of the Future? 


The big manufacturers of the Middle 
West are becoming students of Harvard 
University, the Babson Statistical Organi- 
zation and other institutions that chart 
business conditions. The big question in 
the mind of every manufacturer is, will 
present prices of hides and leather hold 
or will they continue upward or will they 
within a few months take a decided 
slump? 

Some of the bigger manufacturers feel 
that further price advances are dangerous 
and that unless the trend can be stopped, 
shoe prices at retail will reach a point 
where the public will become dissatisfied 
and quit buying. 
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Slump May Come in Early 1923 


In anticipation of such a condition 
being brought about, several of the larger 
manufacturers are contenting themselves 
to work up the volume of leather which 
they have under contract and only buy 
from hand to mouth after that volume 
is consumed until after the first of the 
year when they anticipate a slump will 
occur sometime between January and 
March. 

Both tanners and shoe manufacturers 
are generally of the opinion that hides 
have reached a fair price and leather 
manufactured on the basis of prevailing 
hide prices is about what it should be in 
proportion to other commodities and both 
shoe manufacturers and tanners are en- 
deavoring to hold prices about where they 
are at present. 


Collections Improving 


Credit men in the various factories in 
Milwaukee, Chicago and St. Louis dis- 
tricts, report a decided improvement in 
collections during September and October, 
October showing up much better than any 
previous month of the year. The satis- 
factory part of this condition is that it 
seems to be general from all sections of 
the country. The cotton section, corn 
belt, the wheat country and the large 
manufacturing centers all seem to be 
doing better business and merchants are 
pulling themselves out of the hole. 

Business in the shoe wholesale section 
of Chicago remains rather unstable. For 
a few days business will be exceedingly 
good and for the next few days it will 
slump off considerably. On the whole, 
however, October shipments for this year 
with the exception of a very few years 
are largely in excess of shipments in 
October of last year. 


Increased Demand for Men’s Shoes 


The demand for men’s shoes, both 
dress shoes and work shoes, has shown a 
decided uptrend during the month of 
October, especially so during the last two 
weeks of the month. 

In women’s shoes, demand has centered 
on tongue effects in patent, satin and ooze 
and on lace oxfords with welt soles and 
military heels, in black and brown kid 
and in gun metal and medium shades of 
tan Russia. 

In nearly every shoe store in the city 
of Chicago there has been an increased 
volume in men’s business during the past 
four or five weeks. 


More Men Employed—Freer Spending 


A prominent Sixty-third Street mer- 
chant in speaking of this phase of the 
retail business said he attributed the in- 
creased volume in men’s shoes to the 
fact, that more men are working and 
those who are working are more secure in 
their position. When the slump came it 
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affected the men’s business more than the 
women’s, because no matter who earns 
the money, women spend the most of it 
Consequently, the women’s needs were 
taken care of first. Now that men are 
more secure in their position, have less 
fear of being out of work and have the 
female of the species provided for, they 
are in position to buy clothing and foot- 
wear for themselves. 

Whether or not this theory is correct, 
the fact remains that the men’s shoe 
business at retail is better than it has 
been for a great many moons. 

Shoe stores in the Loop, selling medium 
and high grade shoes for men, report 
sales as running about 50-50 between 
boots and oxfords and also about 50-50 
between colors and black including patent 
leathers. 
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In the outlying districts with the excep- 
tion of the few stores catering to the 
higher grade trade, the proportion of 
boots is much larger than in the down- 
town section, but the percentage between 
black and colors runs about the same as 
in the Loop. 

Heavy boarded and grained leathers 
are selling in most instances far ahead of 
plain, smooth finished leathers. The 
grain and boarded leathers are being 
made in the fancier types and brogue 
effects while the plain leathers are made 
on the more conservative lasts and less 
fancy patterns. 

Medium and full square toed lasts are 
proving the biggest sellers although there 
seems to be an increasing demand for a 
round toe with full outside swing with 
rather short vamp. 





CINCINNATI 


Retail Trade Hits Slump 


Prices and Styles Are Right but Weather Won’t Do Its Part; 
Merchants Want to See High Shoes Return to Favor 


HE retail shoe business at the local 

stores during the past week experi- 
enced a decided lull. The primary reason 
given by the managers, was the unusual 
weather for this time of the year. Thus 
far the Ohio Valley has had very little 
real cold weather this fall, and when a 
cold spell has come to this vicinity, it 
has been of short duration. The retail 
merchants contend that outside of this 
one factor, everything else is in favor of a 
healthy business. Prices are such that 
good value can be given for every dollar. 
Stocks generally are in better shape than 
for many seasons past. In other words, 
they have more up to the minute styles 
to offer than ever. 

It is generally agreed by the leaders of 
this market, both in the wholesale and 
retail branches of the trade, that a return 
of the high shoes would have a decidedly 
favorable effect upon the volume of retail 
shoe business. 


Want Return to Two-Season Year 


The larger downtown merchants, es- 
pecially, feel they would be better off if 
they were operating under the old system 
of two seasons a year, namely the high 
shoe season and the low shoe season. 
There is some talk among them to the 
effect, that with the coming of snow and 
ice, there will be a considerable volume 
of high shoe business this fall and winter. 
More high shoes are being displayed in 
the windows both in men’s and women’s 
lines than was the case last winter. There 
is already a noticeable increase in the sale 
of high footwear among the stores 
handling the lower grades of shoes and, 
48 One prominent merchant here says, the 


sale of high shoes will gradually increase 
until they have gotten back into their 
own. 


One-Price Policy Successful 


R. D. Dennerll, manager of the local 
Regal shoe store, says that the one-price 
policy of his company, coupled with their 
program of institutional advertising, is 
having a very satisfactory effect upon the 
nature and volume of his business. He 
found when they first inaugurated the 
one-price policy, that his better class of 
trade drifted away and the one price 
appeal seemed to draw the class of people 
who purchase shoes largely on the basis 
of price alone. However, he has noticed 
that during the past three weeks, the 
better class trade has been coming back 
to him. He attributes this largely to the 
fine class of advertising his company has 
been doing. Mr. Dennerll said he had 
sold a pair of shoes to William Cooper 
Proctor, president of the Proctor & 
Gamble Co., manufacturers of the famous 
Ivory soap. He has also been getting the 
trade of Cincinnati bankers, as well as 
many other men, well todo. L. F. Hicks, 
at the Regal store, has been promoted to 
the position of assistant manager. He 
succeeds J. Reisenberg, who has become 
associated with Dan Cohen Company. 


Production Steadily 
Increasing 


George R. Vollman, president of the 
Vollman, Lawrence Company, announced 
last week, that his factory at that time 
was turning out 1200 pairs of shoes daily 
and that plans were for an increase of 
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300 pairs a day until their maximum has 
been reached. Mr. Vollman and Arthur 
W. Lawrence both left last week to cover 
the large city trade. H. A. Meyers, 
W. S. Kulp and H. W. E. White, other 
members of the sales force, are also cover- 
ing their respective territories for new 
business. E. Alden is now covering the 
Southwest and Pacific Coast for the Voll- 
man, Lawrence Company. 


New Shoe Department 
Opened 


The new shoe department of the Hanke 
Bros. Company, at 12th and Main was 
opened last week for business. Eugene 
Held, manager, reported a very satis- 
factory volume for the first week. His 
department carries a line of medium grade 
women and children’s shoes. 


A Follow-Up which Pays 


W. E. Giesting, manager of the Bos- 
tonian shoe store, has a unique way of 
foliowing up his customers. One week 
after he sells a man a pair of shoes, he 
sends the letter reproduced herewith. He 
finds that this letter is serving to bring 
him repeat business. In many instances 
the customer keeps the letter and brings 
it in when he is ready for another pair. 
Here’s the letter:— 

“How do you like them? 

“You recently came to our store and 
bought some shoes. It’s a sort of habit 
of ours not to forget a customer after he 
leaves his money with us, that’s why we 
ask— 

“HOW DO YOU LIKE THEM? 

“Whenever you don’t happen to like 
the shoes you buy here, you will like the 
way we have of making good. 

“We appreciate your business in this 
store and, now that you have started, we 
want to keep you coming right along. 

Thank you, 
BOSTONIAN SHOE STORE.”’ 





Birmingham Has New Store 


Birmingham, Ala., Nov. 6.—The Ne- 
wark Shoe Stores company has opened a 
store in Birmingham, holding the formal 
opening Saturday, October 28. This is 
the 423d store in operation by this chain 
shoe store concern. It is the third in Bir- 
mingham. 

J. J. Peterson, a shoe man of wide ex- 
perience and who has lived in Birming- 
ham for some time, will be the manager of 
this new store. Mr. Peterson was form- 
erly with Saks Clothing Company and 
Collins Shoe Company. 


New Shoe Store 


Soott & Miles, Van Nuys, Calif., shoe 
department. 

O. J. Strong, Cherryvale, Kas., shoe 
department. 
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MILWAUKEE 


Weather Poor; Business Good 


Merchants Feel Independent of Weather—Busy Selling 
Colonials—Spotty ‘Demand for Freak Patterns 


OCAL shoe merchants are beginning 
to feel more or less independent of 
the weather, and apparently they have 
every reason for so feeling. Merchants 
have been doing a good fall business in 
all lines in spite of the prevailing summery 
weather, a merchandising feat worthy of 
special mention. It is not amiss to state 
that if local merchants were dependent 
upon regular fall weather for regular fall 
business, most of them would have a 
July 15 volume at the present time. 
Colonials are growing stronger day by 
day, in the majority of stores visited, and 
coincidently, fans and leather, metal, and 
cloth ornaments of all kinds are being dis- 
posed of in increasing numbers. A 
genuine desire for the flare effect in foot- 
wear prevails here, and evidences itself in 
the quick Colonial and ornament turn- 
over. Oxfords, with the color inclination 
now leaning heavily toward black, as is 
the case with all footwear lines, are selling 
in steady, consistent numbers, in all 
downtown and outlying stores. Strap 
and slipper effects are equally good, the 
ornament craze helping straps out a great 
deal. 
Demand Spotty for Freak Shoes 
Louis and military heels in the 16-8 
and 14-8 heights are favored to a great 
extent, according to representative dealers 
Novelties are selling in an indifferent 
manner. Public taste seems to be sated 
with the overabundance of freak shoes 
which some dealers see fit to exhibit, but 
whose sale is very spotty. 


Manufacturing is Active 


Milwaukee shoe factories are running 
at capacity and one or two plants are 
reported to have put on, or are consider- 
ing putting on, night shifts, to keep up 
with buying. The same conditions pre- 
vail in other parts of the State. Sole 
leather prices are 20 to 25 cents above 
the low, and upper leather about 25 per 
cent, according to local sources. This has 
increased the cost of shoes about 25 
cents a pair, but this increase probably 
will not be effective in the retail field 
until spring. Shoe factories here all expect 
to run 100 per cent until January 1, and 
at a fair or excellent rate thereafter, 
depending upon the attitude of the public. 
Leather firms up State report an increase 
of 10 per cent in business within the last 


week, 


Black Best for Men 


The trend on the part of women 
toward black as a popular color, finds its 


counterpart in a heavy black oxford de- 
mand by the male of the species. In the 
high shoes, of which a great many are 
being sold, the call is equally divided 
between black and the tan shades. 
Heavily ornament, and “doggy” shoes are 
taking well. The best seller in any men’s 
store appears to be a heavy, solid-appear- 
ing oxford, with the blunt French toe. 
Bluchers are more generally favored than 
is usual, and are now selling in numbers 
almost equal to the volume disposed of 
immediately after the war. Patents have 
slowed down, with the prospect of winter 
slush, and unfavorable weather. Shoes 
bringing about $8 are most popular inso- 
far as price is concerned. More higher- 
priced shoes are being sold than this 
popular priced figure would indicate. 


Big Real Estate Transfer 


B. E. Nicoll, Milwaukee, member of 
the firm which owns a string of women’s 
wear stores also handling shoes, in the 
Northwest and in the East, has purchased 
the Matthews Building, corner of Third 
Street and Grand Avenue, in this city, at 
a price reported to be $1,400,000. The 
transfer of the property was made on a 
direct sale, and the financial considera- 
tion was probably the largest ever paid 
for downtown Milwaukee property. The 
company in which Mr. Nicoll is interested 
is the owner of Field’s, Daytons, the 
Smart Shop, and other women’s wear 
stores in Milwaukee, as well as in La 
Crosse, Minneapolis, and New Yrok. The 
building purchased has a frontage of 110 
feet on Grand Avenue, and 100 feet on 
Third Street, the very heart of the down- 
town district. It is at present occupied, 
in part, by the Woolworth 5 and 10 cent 
store, a shoe store, and other commercial 
firms. The new owners plan to erect an 
addition of four stories, making the build- 
ing 10 stories high, and to remodel the 
interior extensively. 


Allen Elevates Chester 


John I. Chester, vice-president of the 
N. R. Allen & Son’s Co., tanners of 
Kenosha, Wis., has been elected president 
of the company. Mr. Chester succeeds 
Edward C. Thiers, who recently resigned 
because of ill health. Mr. Chester began 
his career in the leather industry as a 
currier. The board also announced the 
election of Leon C. Scott to the vice- 
presidency of the company, and the ad- 
mission of William Casey of Kenosha to 
the directorate. 





New Kinney Manager 


C. F. Cook, who was manager of the 
Kinney shoe store, 18 E. Mifflin Street, 
Madison, when it was opened two years 
ago, has again been placed in charge of 
the store. Previous to his return, Mr. 
Cook was manager of Kinney’s largest 
retail store in Milwaukee, having held 
that position for 14 months. 


Utley Returns from East 


“The shoe factories of the East, es- 
pecially in New England, are rapidly 
losing their prestige and the Western shoe 
concerns are now selling their products in 
the same cities in which there are several 
prominent and well established Eastern 
shoe factories. In fact, the shoe manu- 
facturing business has come West, and it 
has come to stay,” remarked George P. 
Utley, vice-president and salesmanager of 
the Menzies Shoe Company, of Fond du 
Lac, upon his return from a week’s visit 
to Boston and Worcester. Mr. Utley 
stated that the shoe business in the East 
is just about normal again, but is not so 
active as it is in the West. The Eastern 
Menzies branch like that in the West, is 
oversold, according to Mr. Utley. 


Hosiery Manufacturer 
Retires 


L. A. Bentz, vice-president of the 
Hand Knit Hosiery Company, of She- 
boygan ,Wis., has disposed of his interest 
and resigned his official capacity in the 
company, the change to take place Decem- 
ber 31, according to plans made public by 
Mr. Bentz. Retirement from active busi- 
ness was necessitated by ill health. 
Herbert Chesebro has purchased the 
Bentz holdings in the Hand Knit Com- 
pany, according to the announcement. 
Mr. Chesebro already has large holdings 
in the company, having been a stockholder 
since its reorganization in 1906. 


Buys Store at Mondovi 


Otto Remde, Mondovi, has purchased 
the stock of shoes and repair department 
of the William Berger shoe store of that 
city, and has been given immediate pos- 
session. The new store will handle a full 
line of men’s, ladies’ and children’s shoes. 

Newark Appoints New 
Manager 

The Newark Shoe Store, 423 Main 
Street, La Crosse, is under new manage- 
ment being now in charge of R. J. McChes- 
ney, a factory expert from the main plant 
at Baltimore, Md. 





Opens | New Store 


A new shoe store has been opened at 
6305 Greenfield Avenue, West Allis, Wis., 
by Henry Chazan, of that city, which is 
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one of Milwaukee's largest suburbs. Mr. 
Chazan will handle men’s, ladies’ and 
children’s shoes, and announces that he 
will also maintain a repair shop in con- 
nection with the store. 


New Incorporations 


Reports of the Secretary of State at 
Madison, show that two shoe compari<s 
have applied for articles of incorporation 
within the past week. 

The Cedar Grove Shoe Manufacturing 
Company, Cedar Grove, Wis., has been 
incorporated by M. J. DeMaster, Ben 
Huenink, and Ira Lubbers, with a capital 
of $35,000. 
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The Chicago Specialty Shoe Company, 
of Madison, Wis., has been incorporated 
by J. Lupe, P. Hoffman, and K. Jennings, 
with a capital of $50,000. 


New Store Opens Soon 


The Marcoe Building, at Fond du Lac, 
which is to house the shoe store of August 
Debougk, is rapidly nearing completion, 
and will probably be ready for occupancy 
by the latter part of November. Mr. 
Debougk, who formerly operated a shoe 
store in Milwaukee, has completed his 
plans and is awaiting the completion of 
the building to begin business. 
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Business Continues Dull 


Warm Weather No Boon for Retail Shoe Merchants— 
Tongues Best Bet—Oxfords Slump Slightly 
—Men’s Business Good 


ETAIL shoe merchants are finding 
it difficult to rise above the slump 
which has hit the retail shoe trade during 
the past fortnight. Another week has 
passed and reports from 10 or 15 promi- 
nent retail shoe merchants indicate that 
business for that period has shown no 
improvement. An accurate check of 
figures would be more apt to show a 
decrease in sales than otherwise. 
Saturday was one of the poorest in a 
long while. This applies particularly to 
the women’s division. Most of the men’s 
sections were not only busy but crowded. 
Few retail merchants register complaint 
as to their men’s trade and usually report 
this section of the business as generally 
satisfactory. 


75 Per Cent of Men Buying High Shoes 


To prove that men are not guided by 
the weather as to buying their high and 
low shoes, one of the most prominent 
stores that does a tremendous business 
in this line reported that in spite of the 
warm weather 75 per cent of men’s shoes 
sold were high. The sales were not all of 
the character that would indicate a neces- 
sity for footwear. In a good many in- 
stances it was simply getting into a pair 
of high shoes, now that the fall season is 
under way. Men view the high and low 
shoe season in about the-same manner as 
the straw hat season. 

There is a strong tendency toward 
black in men’s shoes which is expected 
to reach greater proportions as the season 
advances. This is more noticeable in the 
oxford field than in high shoes. Square 
toes with extended soles appear to be the 
most popular patterns. Stitching has 
almost eliminated the punching and per- 
forations although some patterns are 


being shown with waved winged tips and 
square perforations. Patent leather 
oxfords are selling, but not in any volume. 


“Tony Red’’ a Good Seller 


Tony red is one of the big sellers in the 
popular priced stores. In the women’s 
field tongues continue to be the best bet. 
Some stores have not shown any enthu- 
siasm for this style and are confident in 
their predictions that the style will be 
short lived. Other stores report that they 
have sold scarcely anything else. 

While straps are being forced in a num- 
ber of stores and in some cases sacrificed, 
there are a good many pairs being sold 
at full price. The detachable tongues 
have been a life saver for the strap pat- 
terns and some merchants are having 
tongues attached to the slow selling 
straps. Strip pumps are stronger than 
they were a month ago. Their prestige is 
growing rapidly and some of the style 
impressarios predict this type of foot- 
wear to be one of the best bets for Decem- 
ber selling. The atmosphere is not quite 
clear as to the definite pattern, but it 
appears pumps with tiny tongues and 
contrast inlays and other trimmings will 
make their debut just previous to the 
Christmas holidays. At least that is the 
way a good many orders are being placed 
at present. The large tongue pattern is 
doomed according to the “dopesters,”’ 
but will hold well until the newer tongue 
effects have their premier presentation. 


Browning-King Feature 
Week-End Special 
Browning-King Company are featur- 


ing every week three shoes which are 
termed ‘“‘week-end specials.” A special 
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price is placed on these shoes and promi- 
nent space is allotted in one of the Locust 
Street windows. Manager Moder of the 
shoe department stated that this unique 
selling stunt had produced some very 
satisfactory business. 


Scruggs Hold Discount 
Sale 


During the anniversary of Scruggs, 
Vandervoort and Barney, a special sale 
for three days was held on Nettleton 
shoes. A special discount of 25 per cent 
was given on any shoe both low and high 
in the house on this line. The newest 
styles for fall and winter were included in 


the sale. 


17th Birthday for Kline’s 


Kline’s ready-to-wear store is 17 years 
young this week. Manager Williams of 
the shoe department celebrated the occa- 
sion with a big sale on which a consider- 
able reduction was placed on the entire 
shoe stock. Five dollar to seven dollar 
shoes were offered in one lot for $3.90; 
$8 and $11 shoes were announced at $6.90. 
Generous newspaper space was used in 
announcing the sale, which illustrated a 
number of the popular patterns in the 
offering. 


Johansen Bros. Report 
Excellent Business 


The work on the $100,000 addition of 
the Johansen Bros. Shoe Company is pro- 
gressing nicely and business is exception- 
ally good according to Harry S. Johansen, 
vice-president of the company. “Busi- 
ness is exceptionally good,” stated Mr. 
Johansen. ‘At the present time we are 
not accepting any business for delivery 
earlier than eight weeks, whereas under 
normal conditions we make up shoes to 
order in five weeks. Shoe stocks are low 
and merchants are operating on smaller 
stocks than in former years, as styles 
today concentrate more or less on a few 
patterns, especially in women’s novelty 
shoes.” 


Federal Reserve Report 
Shows Business Betterment 


Decided improvement has marked the 
course of general business in the St. Louis 
Federal Reserve District in the past 30 
days, according to the monthly report of 


the St. Louis Federal Reserve Bank 
issued this week. Removal to a large 
extent of the handicaps incident to the 
coal and rail strikes has resulted in re- 
stored confidence and demands, post- 
poned because of these controversies, 
are now becoming effective. 

With but few exceptions, the bank’s 
review states, reports of merchandise and 
manufacturers indicate substantial gains 
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in sales over the corresponding period of 
last year. In many important lines, 
notably those based on iron and steel, the 
volume of business would have been con- 
siderably larger but for the scarcity of 
freight cars and interference with trans- 
portation due to congestion at large 
terminals. 

The increase in actual volume of trade 
was accompanied by considerably more 
optimism than has existed during the 
past several months, the report says. “In 
the rural sections the advance in prices of 
farm products, which took place in late 
September and the opening weeks of 
October had a buoyant effect, while in 
the cities a further reduction in unem- 
ployment has increased the general pur- 
chasing power and found reflection in 
greater activity in the retail department 
of distribution, the latter fact is true, 
particularly of the coal fields where min- 
ing has been resumed and business more 
nearly approximates normal than at any 
time since the strike was called last April. 


Ordering of goods for late fall and 
winter consumption is on a larger scale 
than was thought possible a few months 
back. Thus far the upturn in commodity 
prices, which commenced toward the end 
of August, has not affected purchasing. 
In some lines, notably textiles, boots and 
shoes, and clothing, the higher prices 
stimulated buying. Retail stocks con- 
tinue moderate, and merchants are dis- 
posed to fill out their assortments in order 
to meet the augmented demand. 


Demand Active in Shoe Field 


The report on the shoe business is as 
follows: ‘““The volume of business is deier- 
mined largely by ability of producers to 
supply the demand. Plants of leading 
manufacturers are operating at capacity 
in spite of which fact orders in September 
showed increase of 1.8 per cent over the 
same month in 1921 and a decrease of 12 
per cent under the August total of this 
year. The decrease is seasonal, but some- 
what larger than expected, due to the 
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sold up condition of some of the interests, 
and transportation delays. Trade in 
men’s shoes is exceptionally good, both 
for immediate and future delivery. 
Owing to radical changes in _ styles, 
future business on women’s footwear is 
not quite up to normal for this season. 
Prices advanced from 2 to 5 per cent 
during the past 30 days and higher prices 
of virtually all raw materials going into 
shoes leads to a belief that a further 
upturn in finished goods is likely. Sales- 
men are out for the spring selling campaign 
and orders received thus far in October 
show no diminution in the demand.” 


Tweedie Launches Big 
« Campaign 


Sales Manager Mahler of the Tweedie 
Boot Top Company, has just sent out 
for his firm 10,000 circulars containing a 
big number of dealer helps, to stimulate 
the sale of Tweedie Boot Tops. The 
array of material included electrotypes of 
all sizes and design for newspaper use. 
Moving picture slides with dealers’ name 
inserted was another of the features 
offered to help the dealer make more 
sales. Mahler stated that the results have 
been very gratifying. A new product is 
being put out by the company called the 
“Knicker.” It is made of cloth and has 
every appearance of a riding boot. There 
are four buttons at the top and a two- 
button shank strap. The “Knicker’’ is 
designed to satisfy every need for out- 
door wear. 


News of Shoe Travelers 


Abe Tober of Tober-Saifer Shoe Com- 
pany, left Friday for a Southern trip to 
call on a few of the larger merchants with 
samples made in their new factory. 


W. F. Garber, formerly with Friedman- 
Shelby, has associated himself with Tober- 
Saifer Shoe Company and is out with their 


line. Mr. Garber will cover the State of 


Ohio. 





DES MOINES 


Retail Business Is Good 


Seasonable Weather Does the Trick—Building Boom Also a 
Decided Factor 


FTER a spell of the warmest fall 

weather Iowa has had in several 
years, cooler weather set in, which started 
business in good volume, and this was es- 
pecially true in the women’s line. All re- 
tail merchants reported a substantial pick- 
up in sales with the week-end of Novem- 
ber 4, particularly good because of the 
buying done by school-teachers from all 
over the state, who came to Des Moines to 


attend the state teachers’ convention. At 
this annual conclave, special preparation 
for the welcome and comfort of teachers is 
made by the local retail shoe merchants, 
because considerable purchasing is done 
by the teachers before they return to their 
schools, scattered throughout the state. 
The discontinuance of the short skirt and 
the coming of long dresses has greatly in- 
creased the demand for new footwear. 
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John Corcoran, buyer for the Panor 
chain of shoe stores, said that Colonials 
are in greatest demand now and that it 
would be that way until January 1. Black 
is the most popular color and satins are 
the biggest sellers at present. After the 
first of the year the popular trend will 
again be toward strap effects with the one 
strap to be the best number. Browns are 
going well and black and otter combined 
with patent are also havinga good de- 
mand. 

Trimmed oxfords are selling well. The 
lighter kid oxfords are being worn more 
than the heavier calf skin oxford. All 
stores are reporting a good sale of oxfords 
for fall and winter wear. The most popu- 
lar thing in hosiery is the new silk and 
wool, clocked combinations in which the 
stores are doing a fine business. 


Shoe Store to Quit Business 


The Seymour Shoe Company of which 
Harry Jacobsenis manager, has announced 
this week that it will close its doors on 
January 1, 1923. This store, which has 
been in business forty years is one of the 
oldest in the city. The store is quitting 
business because the lease expires, and no 
suitable location can be found. The 
owner of the building will tear out the wall 
separating the Frankel Clothing Store 
from the present store of the Seymour 
Shoe Company in order to give the cloth 
ing company more space. 


Shoe Merchants in Welfare 
Drive 


The annual drive for funds for all recog- 
nized charities of the city was begun and 
finished successfully this week. A very 
active part was taken by the local retail 
shoe merchants with other prominent busi- 
ness men of the city. Geo. F. Breck, 
manager and proprietor of the Walk- 
Over Shoe Store, and Sol Panor, president 
of Panor Shoe Stores, Inc., head the shoe 
merchant’s division. 


Big Building Boom Starts 


The month of October has seen the be- 
ginning of the greatest building era ever 
seen in the city of Des Moines. The larg- 
est building to be started is that of the 
Equitable Life Insurance Company, which 
is to cover a quarter of a block, and rise 
twenty stories above the ground, which 
is eight stories higher than any other 
building in the city. The Insurance Ex- 
change Building will be located on Sixth 
and Grand. The Foundations of both 


‘of these buildings have been dug. One 


block east of the Insurance Exchange 
Building, two new ten story office build- 
ings are already high in the air and will be 
completed by early summer. Besides 
these four larger buildings, there are nu- 
merous smaller buildings being erected 
downtown. 
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Predicts Plain Pumps 


E. B. Quilleash, the manager and buyer 
of Younker Brothers Shoe Department is 
already on the lookout for new innovations 
for his department. His next shoe buying 
excursion will be on November 18, when 
he will go to New York, Philadelphia and 
Boston, and other eastern shoe centers. 
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Mr. Quilleash said, “I believe that plain 
and strap pumps are coming back, as it 
certainly seems to be the case with our local 
shoe customers as the demand for them 
is becoming stronger each day. Cut out 
styles are not very strong; Cossack boots 
for young misses and kiddies are having 
an excellent call.” 





DENVER 
Business Improving Rapidly 


Denver Bank Clearings Show Consistent Increase—Good 
7 Winter Retail Trade Expected 


HAT business is improving at a rapid 

rate in Denver and Colorado, gener- 
ally, is indicatedby the clearings of Denver 
banks for the eight months ended Augus, 
31. These show a total of $979,000,000. 
compared with $947,000,000 for the cor- 
responding period of 1921, an increase of 
$52,000,000. At the present rate, total 
clearings for the year should approximate 
close to a billion and a half, or consider- 
ably more than in any year except the 
time of high prices incident to the war. 
Denver shoe merchants are getting their 
share of the better business and are look- 
ing forward to a very good winter trade. 


Suede Oxfords Selling 


There has been a good demand for suede 
oxfords in Denver this fall and a number of 
shoe stores here report that they are sold 
out of that model at the present time. 
All black suede in both oxfords and pumps 
has found a ready sale. Suede combined 
with brocaded satin is used in developing 
a dressier type of pump and is on display 
at shoe stores in Denver. 


Brady’s Booterie Sold 


The Popular Shoe Store has purchased 
the entire stock of the Brady’s Booterie, 


1549 Curtis Street. The Popular is now 
occupying the location at 1549 Curtis and 
is under the management of Rovert Mon- 
toya and Charies D. Wolever. 


Denver Has New Shoe Store 


A new shoe store has been opened in 
Denver at 1543 Curtis Street by Feltman 


& Curme. On the opening day to every 
shoe customer a pair of silk hosiery was 
given free. The firm has an attractive 
store and is located in the heart of Den- 
ver’s movie row. 


Colonials Are Featured 


The Denver Dry Goods Comapny’s 
shoe department has been featuring Co- 
lonials as the very latest style in autumn 
footwear. The firm handles the Laird 
Schober line of shoes. ‘Colonials are the 
first order of the day,” read in part a re- 
cent ad of the firm. “There is no other 
style quite so recent. We are showing a 
new collection with brilliant steel and 
rhinestone buckles, graceful fan tongues 
and Louis or Spanish heels.” 


Brief News Notes 

R. L. Gilliam, of the Brown Shoe Com- 
pany, was a recent business visitor in 
Trinidad and other southern Colorado 
cities. 

George Weikum of the Chappel Shoe 
Store, Chappell, Col., was a recent busi- 
ness visitor in Denver. 

Denver shoe merchants are doing a lot 
of nice newspaper advertising at this time 
calling attention to their fall line of shoes. 
This advertising is doing its part in speed- 
ing up business at the Denver Shoe stores. 

P. E. Bogren of the Florsheim Shoe 
Company’s store in Denver reports busi- 
ness good in low shoes for men with plain 
and patterns and in black and brown styles 
Mr. Borgren believes that men are going 
to wear low shoes this winter as they never 
have before. 





SALT LAKE CITY 


Industrial Boom Under Way 


Retail Trade Not Very Good Just at Present But Merchants 
Are Optimistic 


HE retail shoe business here is only 
fair, especially in the men’s depart- 
ment. People who are buying are getting 
novelties, which means in the case of 


men’s shoes, that most of the business is 
being done with the younger set. But 
retail merchants are by no means dis- 
couraged. It is doubtful if there has been 
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so much optimism for years as there is at 
present. The reason for the present slump 
is due entirely to weather conditions and 
business may be excellent even before 
these lines appear in print. The rainfall 
during September and October has been 
the lightest in 22 years, according to local 
weather authorities. 


Summer Shoes Still Seen 


It is so warm and sunny, and the streets 
and sidewalksare so dry that in many cases 
people are wearing their summer shoes. 
In this connection a well known shoe store 
manager says he is wondering if the present 
system of encouraging people to wear ox- 
fords in the late fall and winter is good for 
business. He observes that if style per- 
mitted men to wear their straw hats as 
long as the weather is summerlike, regard- 
less of the month, the hat business, like 
the shoe business would be quiet now. 
He, therefore, suggests that the shoe 
men follow the hatters. 

We have remarked on the optimism of 
local shoe men just now. It is due to the 
great industrial era upon which every one 
is now agreed Utah is about to embark. 
There are two large steel companies here 
now and one of them at least expects to 
be shipping its products next year. Large 
contracts for erecting a railway to the 
mines and other things have already been 
let. The Commercial Club estimates that 
the population of Salt Lake City and the 
country fifty miles south will be increased 
by one hundred thousand in two years. 
Individuals think the state will grow faster 
than this as a result of these steel enter- 
prises. It should be remembered that a 
hundred thousand people would be a large 
addition to the present population which 
is but half a million for the whole state. 


Straps Still Leading 


Strap pumps in b!ack satin are the Big 
Thing here. Some tongues are being sold, 
but it would seem that they are not going 
to be so popular as many dealers expected. 
One prominent retail merchant who does 
a large style business, says he expected a 
short time ago, tongues would reach forty 
percent of the women’s shoe sales of the 
city, but now he does not look for them to 
exceed fifteen. On the other hand, there 
are those who still have much faith in 
tongues. Ralph Featherstone, manager 
of .the shoe department of Walker Bros., 
made the following statement when asked 
for his opinion. “I look for pumps of the 
opera type with small tongues to be in 
demand. I don’t expect to see gore 
tongue pumps or strap and tongue com- 
binations to last long in high grade shoes, 
but I think the demand for the others will 
be such that they will be worth having in 
stock after January 1.” Mr. Feather- 
stone said he had found a good demand 
for ornaments from persons purchasing 
tongue footwear. 
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SPOKANE 


Car Shortage Hurting Business 


Lumber, Fruit and Other Industries Affected, But Mines 
Have Opened and Employment Conditions 
Show Improvement 


aoa aoe a fairly active Sep- 
tember and about keeping abreast 
with the fall of 1921, the month of October 
was a slow and inactive sales month in 
Spokane’s shoe shops. Again weather 
handicapped seasonal trade, with no rain 
or cold weather evident until the last of 
the month. 

Many of the resources of eastern Wash- 
ington have been seriously hurt by the car 
shortage, with lumbering activities cur- 
tailed to about one-third normal shipping, 
with apples and other fruits spoiling in 
enormous quantities on account of the car 
shortage and with the grain crops a little 
below normal. Contrasted with this con- 
dition is the re-opening of the silver and 
lead mines in northern] daho and the gen- 
eral healthy employment situation. Trade 
experts and financiers are slow in making 
predictions for this Inland Empire, on 
prospects for the late fall and Christmas 
trade. 


Advertisers Toe the Mark 


For the purpose of promoting better ad- 
vertising, the executive committee of the 
Better Business Bureau of the Spokane 
Advertising Club has adopted, with a few 
exceptions, the program outlined at the 
recent convention of the advertising mana- 
gers’ committee of the National Better 
Business Commission of the Associated 
Ad Clubs of the World. Practically every 
business house in Spokane is a member 
of the club here. 

In adopting this program the Spokane 
advertisers pledge themselves to eliminate 
from their advertising all misleading, un- 
qualified, and mud-slinging statements as 
well as to exercise a censorship over store 
signs and illustrations. 

Among tbe items and phrases under 
surveillance are “special reduction,” “‘fig- 
ures,” “‘value,” “hand tailored,” “greatest 
sale in America (state or Spokane),” and 
“special purchase.” 

A copy of the resolutions adopted will 
be mailed to all advertisers in the city. 


Foot Appliances Featured 


Foot appliances are given a special sales- 
man, a separate department and a feature 
position in the shoe department of the 
Crescent Store, as reported by A. A. Doose 
department manager. When a salesman 
finds a customer with any condition of the 
feet which needs attention he calls the 
“arch specialist” to the customer. The 
customer is told the exact condition of his 


feet, without charge, and the customer is 
expected to appreciate this element of ser- 
vice. No pressure is brought to bear 
toward an appliance sale but it is explained 
the low cost of a corrective appliance, lo- 
tion, covering or pad. 

“The Crescent is broadening out in this 
line of business and features corrective 
shoes, including the Cantilever line, whose 
national advertising is a great aid to the 
retailer,” said Mr. Doose. The Crescent’s 
new store, with the shoe department oc- 
cupying full half of the lower floor, is per- 
haps the most modern and easily the best 
furnished and decorated in the city. 


Limit Time on Exchanges 


At least two Spokane footwear shops are 
confining the period for exchange of shoes 
by customers to the morning hours. The 
Hill stores request that all exchanges be 
requested before 1 P.M. and the Warn & 
Winston upstairs store cuts this time to 
11 A.M. The conversations in discussing 
the shoes returned and in getting exact 
fittings and other details consume too 
much time during the busy afternoon 
hours for exchanges, the managers state. 


Melheim Company Sells Out 


Kemp and Hebert’s department store 
took over the entire men’s, women’s and 
children’s shoe stock of the Melheim Shoe 
Co., wholesalers of Spokane, on October 1, 
valued at $47,000, and purchased by the 
store at a figure close to 53 cents on the 
dollar. This entire stock was offered to 
the public at a huge sale beginning Oc- 
tober 11. 

Women’s shoes were sold in three classes: 
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at $2.85, $3.85 and $4.85. Men’s shoes 
were placed at $3.85, $4.85, and $5.85. 
The company has a tremendous rush with 
such a mid-season sale. The Melheim 
Company has beea known to have suf- 
fered two poor seasons and the deal was 
not unexpected. 


Beautiful Models Are Seen 


The many new models of pumps and 
oxfords this season, as shown around the 
city generally, seem more beautiful than 
ever. TheCrescentis pushing the “Leota” 
model, by Laird and Schober, a strap slip- 
per with cut-out design with Spanish Louis 
heel in patent and in black satin. The lat- 
tice pump, by the same makers, is a splen- 
did number retailed at $16. It is a hand- 
made strap pump with Spanish Louis heel 
and a cut-out lattice patternin black satin. 
M. & S. Schueleinare proud of the Colonial 
models and have a pretty number with a 
high, slender tongue with a 17-8 heel gore 
front, in patent with silver gray fitting. 
They also show a satin cut-out pump with 
gore front concealed by an ornamental 
pleated ribbon tongue. 

Schulein’s are offering all Edwin Clapp 
men’s shoes, regardless of leathers, at 
$13.50. 

Many other attractive and typical num- 
bers were found during a survey of style 
tendencies in the fall stocks, including 
those numbers which have moved most 
rapidly. 

Hallahan pumps and oxfords are adver- 
tised by the Crescent including a black 
calf brogue with wing tip and welt soles, 
and a black kid oxford with straight tip. 
Culbertson’s have had quick movement 
on Cuban and military heeled oxfords and 
strap slippers in patent and in combina- 
tions of patent and suede, brown kid with 
suede and plainer black kid and brown kid, 
in light welt and hand turn soles. They 
offer dress patterns in low shoes with the 
Junior Louis and Spanish. Louis heel in 
many varieties of strap patterns at $9 to 
$13.50. 





SAN FRANCISCO 


Membership Drive Begun 


California Association Aims To Become 100 Percent Strong; 
Colonials Best Selling Style 


HESTER HEROLD, of San Jose, 
president of the California Shoe Re- 
tailers’ Association, and Louis Weggen- 
man of San Diego have started out on a 
membership campaign. It is their object 
to make that organization come very close 
to representing the retail shoe merchants 
of the State 100 per cent. As they went 
from city to city they explained the aims 
of the association and showed convinc- 
ingly how necessary it is to make it a 


strong organization. Melville Kaufman, 
secretary of the association, states that 
this drive for membership is the big end- 
of-the-month news in association circles. 


New Store Opened 


A Fresno corporation has just opened a 
branch in San Francisco. This is the Re- 
liable Shoe Company, the home office of 
which is in the Reliable Shoe Company's 
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store, 225-229 Van Ness Avenue, Fresno. 
J. H. Mittenthal is president of the or- 
ganization and W. P. Heidewald is secre- 
tary. Mr. Heidewald is manager of the 
new San Francisco branch, which is the 
shoe department of the Sidney Kahn store, 
817 Market Street. They are carrying 
ladies’ novelty low shoes, for all occasions, 
as well as a large assortment of shoe buc- 
kles. The Sidney Kahn store is one of 
several light and attractive shops, recently 
remodeled from the massive A. N. Wood 
& Co.’s establishment, in the Pacific 
Building. 


Building New “Philadelphia” 
Store 


Ground was broken recently for the new 
Philadelphia store, at Mission and 22d 
Streets. This location is in a good busi- 
ness section of the Mission district. This 
branch of the old-established Philadelphia 
store will probably be ready for opening 
early in March, 1923. Al Katschinski 
states that the men’s, women’s, and chil- 
dren’s departments will be on the main 
floor. There will be a large sale basement, 
40 by 125 feet, and the offices, etc., will be 
on the second floor. The Philadelphia has 
a flourishing Oakland branch, Harold 
Katschinski being the resident manager. 


Puts on Sale at $5.85 


Bilsborough’s Shoe Store, 961 Market 
Street, has put on a sale of shoes, all at one 
price, $5.85, and H. L. Bilsborough has 
been surprised at the results. ““The busi- 
ness we have done since this sale started 
is, I believe, a question of psychology,” he 
stated. “Men and women alike have 
come in, knowing that if the salesman 
should suggest something a little different, 
as salesmen will, yet the price would be 
uniform—all $5.85. I have been surprised 
at the class of people that have come in, 
many of them people you would not asso- 
ciate with anything but very costly shoes.” 


Clever Advertising Cam- 
paign 
The Frank Werner store is in the thick 
of an advertising campaign that has at- 


tracted city-wide attention. It began 
with “teaser” copy on billboards. A few 
footprints of bare feet, in green, on a white 
ground, made people wonder what was 
coming next. A week later the words: 
“Let me put you on your feet” were added. 
People did not know whether it was a 
money-loan shark or a corn doctor who 
wanted to put the population on its feet. 
More teaser copy followed, and then the 
billboards hooked up with extensive local 
advertising, to publish the statement: “I 
am Werner’s Not-A-Corn, the Shoe of 
Comfort.” H. Russell Werner stated that 
the results, in the way of sales, have been 
very satisfactory. 

A. Baker, buyer of women’s shoes for 
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the Frank Werner store, left for the East 
a few days ago, on a buying trip. Work is 
reported to be progressing very satisfac- 
torily on the alterations for the new chil- 
dren’s department, to be installed in the 
Frank Werner store early in the year. 


Colonials Selling Well 


R. S. Bierce, of the Hanan store, speak- 
ing of the San Francisco demand, said: 
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“Colonial pumps are leading everything 
else, both for dress and for street wear.” 

The demand for buckles, of numerous 
kinds, has been so good at the Joseph 
Magnin shoe department that John E. 
Stuard, the manager, has had a special 
display case installed in the middle of the 
department to show them. This case is 
portable, and it leads to a good many 
sales of buckles. 





PORTLAND 


Colonials and Straps Selling 


Best Sellers, Says Leading Merchant, Are Black Satins, 
Patents and Black Kid 


ILL A. KNIGHT, of the Knight 

Shoe Co., in his own graphic terse 
manner, gives an analytical report of con- 
ditions in this vicinity at the present mo- 
ment, both with regard to the selling of 
shoes and to industrial conditions, which 
affect the selling of shoes. 

“Business right now is very good,” says 
Mr. Knight. “Colonials are selling won- 
derfully well, and straps are still in big 
demand. Our best selling goods today are 
black satins and patents and black kid, 
selling first, second and third, in the order 
given. We, as a firm, believe in black kid 
and do all we can to push the sales for men, 
women and girls. Black kid gives com- 
fort, and has style and quality, and causes 
stocks to turn more rapidly than anything 
else.. This, of course, excepts sports shoes. 
When I was in the East recently I noticed 
that one large and successful firm was pay- 
ing the salesforce a premium for every 
pair of kids sold. French heels are selling 
best in dressy shoes. We are selling lots of 
buckles at all prices, in both cut steel and 
rhinestone. 


General Condtiions Good 


“Conditions in Portland are now better 
than they have been in years. I am very 
optimistic concerning fall business. Every 
sawmill in the state is now running double 
time and a great many new mills are being 
built, totalling investments running into 
the millions. Portland is seeing more 
building in her down-town district right 
now than she has seen in eight years,— 
office buildings and apartment houses are 
in construction and millions of dollars’ 
worth more of buildings have been regis- 
tered in new permits being taken out.” 


High Grade Lines Selling 

Early October found the new C. H. 
Baker store on Park and Morrison Streets 
already well established as a place to pur- 
chase high-class shoes, with an insistent 
demand for the better class of novelties. 
Fancy tongue slippers in beige, gray and 
black suede and patent combinations are 
going well, particularly those with Spanish 


heels. A stunning sandal effect with a 
broad strap takes readily in all styles, 
which includes colors and patents. satins, 
suedes, and gold and silver brocades. This 
winning model, in patent with fancy inlays 
and Spanish heels sells for $12.50. An- 
other popular novelty is a fancy slipper of 
patent with colored inlays and two broad 
inlaid straps that cross over the instep and 
button at either side of the ankle. This 
model, sold in patent only, is priced at 
$12.50. A black patent and brocade with 
a 13-8 heel and perforated vamp is priced 
at $12.50. The same style is also in de- 
mand with a beige suede quarter. The 
Baker store also has a brisk selling om 
brown satin and brocade combination— 
in fact most every new, fancy number is 
finding ready sale. Black patent vamps, 
with brocaded quarters do well, too. $10 
is the popular price, but this hardly sells 
more shoes than a $15 price, if the model 
suits. In walking shoes, models priced 
around $15 are in biggest demand at the 
new C. H. Baker store. Beaver suede 
trimmed with brown kid is favored and a 
15-8 covered heel goes well. A broad toed 
sport model with a single strap is also a 
favorite among walking shoes. A tan 
Russia with beige quarters, finds many 
satisfied purchasers. “Sport shoes for 
walking of Laird make are good,” is the 
report, “Women still wear fancy models 
for afternoon wear, on the streets.” 


In Mulberry and Green 


Mcllhenney’s believe in preparedness, 
as evinced by their beautifully draped 
fall windows. The right hand window, de- 
voted to fancy footwear for women, had 
paneled full length, silk plush drapes of 
mulberry trimmed in oriental braid. Sev- 
eral dull green silk plush mats made an 
interesting floor covering. The other win- 
dow, where walking and sport models are 
shown, is draped with royal blue, silk 
plush, banded in gold braid, and gold plush 
floor mats trimmed in braid, form an ex- 
cellent ground for the artistic displa 
stands of various sizes. 
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LENDER FOO 
ARCH FITTER 


TRADE MARK 





Reg. U. S. Pat. Off. 


Not the BEST in the shoe world 
but assuredly the best FITTING 


IN STOCK 
Widths AAAA to EEE 


Sizes 214 


Combination Last 


me 


Glazed Kid Oxford, Regular Tip, Medium Da 
14-8 Wingfoot Heel, ¢ xoodyear Welt Con- 
struction. 

Py CL ate céneceteanwedaens $4.75 
B 926—In Havana Brown.............. 5.50 


to 12 


Combination Last 


yA 


g lazed Kid Oxford, Regular Tip, Rounded 
Toe, 12-8 Wingfoot Heel, Goodyear Welt 

Construction. 

PE En nc dcvserensccescesens $4.75 

B 976—In Havana Brown.............. 5.50 


There is THIS about “Arch Fitter” oxfords— 


They are built over two of the best fitting com- 
bination lasts in existence. 


Cut from smooth-grained black glazed kid, 
with a hard glazed surface, which will not 
bark and peel easily but remains soft and 
pliable. 


The counters and box toes are of leather. 


Samples usually 


Eyelets are “Diamond's” and will not turn 
brassy. Vamp linings are Red-Line-In; quar- 
ter linings are glazed kid and the heels are 


“topped” with Goodyear Wingfoots. 


Do not overlook the reinforced built-in steel 
arch supporting shank or the fact that 200 
sizes and widths are no further away than 
the nearest mail box. 


May we send 


result in orders 4 samples? 
ROCHESTER, N. Y. 


Chicago Office: 


506 Security Building 
189 W. Madison Street 
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OLDER weather has stimulated trade 

in all departments of the retail trade 
in Columbus. With frosts appearing every 
morning and furnaces started up, the 
public is flocking to the shoe stores to be 
fitted out. This is especially true in the 
children’s departments where business has 
been rather quiet for the past month. 
All that was needed was this touch of 
colder weather to liven up the business in 
this department. In the men’s depart- 
ment trade was likewise stimulated to a 
large extent. All men’s departments re- 
port a better trade, especially in higher- 
priced lines of footwear. 

Women’s business which has been quite 
satisfactory was also helped by the more 
seasonable weather. Trade at this time 
has a tendency toward higher heels, espe- 
cially for afternoon and evening wear. 


Patents and Black Satins Selling Well 


The greatest demand in this department 
is for patents and black satins, with straps 
still leading in sales. Suedes in different 
colors such as grays, browns, and blacks 
are fast coming to the fore and it is ex- 
pected that within a month this style will 
be the leader, both in fancy strap patterns 
and Colonials. The demand at this time 
for Colonials is rather dissappointing in 
some of the retail stores, but with the 
majority of the fair sex purchasing the 
long skirt at this time, the sale of the 
Colonial pump is expected to increase 
considerably. Brown calf oxfords are still 
good sellers in most of the retail stores at 
this time. 

In the men’s departments the sales are 
mostly in browns with the majority of 
sales being made in the boots. 

Salesmen traveling this territory for the 
wholesaler report business as on the up- 
grade, with many reporting their inability 
to deliver merchandise on account of de- 
pleted stocks at this time. 

Manufacturing plants continue to oper- 
ate at capacity to take care of immediate 
business. Orders for spring delivery are 
coming in nicely according to sales- 
managers of local plants. 
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COLUMBUS 


Weather Colder; Trade Better 


Higher Priced Lines Being Bought by Men — Patents and 
Black Satins Leading in Women’s Department 


J. Warren Murray with Riley 
Shoe Mfg. Co. 


J. Warren Murray, formerly head of 
the Murray Shoe Company of Lynn, 
Mass., and well known to the shoe trade 
throughout this country, has recently 





J. WARREN MURRAY 


In charge of quality and styte department of the 
Riley Shoe Mfg. Co. 


announced to his friends the fact that he 
has joined the staff of the Riley Shoe 
Manufacturing Company, Columbus, O. 
The general manager of the Riley Shoe 
Manufacturing Company is Wade S. 
Kennedy, formerly manager of the Irving 
Drew Company, Portsmouth, Ohio. Mr. 
Murray was formerly associated with the 
Irwin Drew Company and he and Mr. 
Kennedy became very close friends while 
they were associated in the same company. 

Mr. Murray will have charge of the 
quality and style departments of the 
Riley Shoe Manufacturing Company. His 
wide experience in the development of 
exclusive shoe styles will undoubtedly be 
reflected in the Riley product. 





DETROIT 


October a Poor Month 


Only Style Trend Noted Is Increased Demand for Tongue 
Pumps 


HE fine weather of October was re- 


factory this has not been the case with the 


sponsible for many gloomy reports majority. . 


from shoe dealers of Detroit. While in a 
few stores the business has proven satis- 


“Why, just think of it,” said one mer- 


chant, “here it is November and no rub- 
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bers sold yet. What are we going to do 
about paying for them if we don’t sell 
them?” 

Colonials Getting Stronger 


If there is any change in the trend of 
demand for any one style there is strength- 
ening for Colonials, of various types, some 
browns being demanded for street wear. 
In men’s shoes one dealer reports an in- 
crease in sale of saddle stitching to the 
detriment of the plainer lines. 

The fall windows are showing an in- 
crease in Colonials, both those true 
Colonials from birth and those adopted 
Colonials, added to the family by the 
addition of a tongue. Some of the tongue 
effects to be added to both patents and 
satins are very elaborate, especially the 
latter, where in some cases the size and 
elaborateness of the styles are surprising. 


Buckles Hard to Get 


There is a scarcity of buckles in the shoe 
stocks. The demand has been larger than 
expected, and the majority of stores state 
that deliveries are slow. This is giving 
those who had large stocks a chance to 
clean up in better shape than if there were 
plenty in the market at this time. 

In one store the Recorder representative 
was told that manufacturers had been 
around early in the season buying up old- 
style buckles to be made over into newer 
styles. 


Price Reductions Have 
Helped 


During the course of a quiet survey of 
the business, it has been learned that those 
merchants who are the most pleased with 
business this fall are those who have re- 
vised their cost and prices downward. 
In one of the better-class stores selling 
both men’s and women’s lines with a 
price range from $10 to $16.50 it was 
found that the average sale was on $12 
lines. The merchant said: “I find that 
people with means, as well as others, are 
particular about the price they pay for 
their shoes. They do not wish to pay 
more than is necessary, and they are on 
the look-out to see that they do not.’ 

Without being permitted to mention 
names the Recorder is given every assur- 
ance by the survey that the stores offering 
the best values for the money are getting 
the business. 


New Shoe Shop Opened 


Danto’s Boot Shop has been opened in 
the store formerly occupied by the Strat- 
ford Shoe Company. H. G. Solomon, who 
was connected with the J. P. S. Shoe Com- 
pany, having shoe departments in depart- 
ment stores, is the buyer and manager. 
Women’s and men’s popular-priced lines 
will be handled, the business being done 
on a novelty basis for a quick turn-over. 
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The Public Knows 
“TONY RED” CALF 


Reg. U.S. Pat. Office 


Its distinguishing Color and 
unusual service have adver- 
tised it to thousands of wearers. 


“So you make TONY RED? Why, I’ve worn many pairs 
of TONY RED shoes.” We constantly hear statements 


like this from people we meet socially. 


We have also seen many advertisements of our retailer friends 
strongly featuring Creese & Cook’s TONY RED direct to 
the consumer. They tell us that such advertising creates an 
additional bond of confidence with their customers. 


Question -- Would they do this if they 
had not found that TONY RED always 


lives up to expectations ? 


“‘There’s a Whole Tony Family” 


i RED Reg. U. S. Pat. Off. TAN Y 


BROWN BLACK 


CREESE and COOK COMPANY 


i 
TANNERIES 
DANVERSPORT, MASS. 


SAMUEL WOLFENSTEIN 
39 SPRUCE STREET 
NEW YORK CITY 
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Leather Shipments Continue Large 
Price Level Well Maintained—Good Demand for 


HE volume of leather business con- 

tinues fairly large. Shipments are 

going forward steadily to shoe manu- 
facturers in the various centers and the 
high price level for the past two months is 
being firmly maintained. In some shoe 
centers where labor adjustments are im- 
minent the volume of shoe production is 
curtailed to some extent, which works 
against the larger purchasing of leather. 

There is nothing in the hide or leather situ- 

ation to indicate any recession in values. 
Buying of raw materials is fairly active 
and there is no decline of hide and skin 
values. Sales are also steady. While this 
condition continues there is more assur- 
ance of stability in the leather market, par- 
ticularly as tanners cannot afford to sell 
leather any more cheaply than at present 
and the leather now coming through the 
tanneries does not admit much more than 
a small profit at present prices. 

Heavy Weight Leather Wanted 

Trading in upper leather is largely in the 

heavy weight in calfskin and where this 
cannot be obtained in sufficient supply shoe 
manufacturers are taking the medium and 


lightweights to some extent. Light weight 
calfskin, however, has been somewhat of 


Heavy Weight Calf Leathers 


a problem this season. The call continues 
strong for patent side leather and patent 
kips and good grades are wanted, al- 
though there is ample call.for most lines 
of patent leather and tanners are behind in 
filling their orders. 


Sole Leather Firm and Steady 


The sole leather situation continues 
strong and tanners are having a steady 
and active trade. Prices are practically on 
the same basis as for the past few weeks, 
and sole leather tanners can make a rea- 
sonable profit on the leather now coming 
through works. The heavy weights are 
most wanted and there is a better call for 
choice leather with some tannages bring- 
ing from 5 to 10c per lb. higher than a 
month or two ago. Buyers are also taking 
medium weights of sole leather when the 
supply of heavy weights runs scarce. 


Good Call for Calf 


In the upper leather market the call for 
the best selections of calfskin is pro- 
nounced. The plump weights are ‘first 
sought and failing to get a sufficient supply 
of these, shoe manufacturers are taking 
the medium and light weights. The top 
grades of chrome colored calf are bringing 


48 to 55c per foot for the leading tan- 
nages. Others, however, are selling No. 
1 leather at 43c to 53c a foot. 45c is a 
fair average price. 

The first selections of medium grades of 
calf are quoted at 40 to 45c with other 
good leather available at 35 to 38c. Some 
other tanners of calf have prices quoted all 
the way from 30 to 40c. For the cheaper 
and medium selections and the poorer se- 
lections the price is below 30. Blacks are 
usually quoted at from 2 to 5c less per foot. 
There is a good call for suede leather. Top 
selections are being quoted at from 55 
to 70c, with 60c as a fair average price for 
the best selection of 00ze. Medium grades 
of ooze are quoted at 50 to 55c and some 
fair leather is available at below 50c per 
foot. 


Side Leather More Active 


The side leather market is fairly active 
in keeping with calf. The top selections of 
colored chrome side in imitation of the fine 
calf finishes are wanted and prices are 
quoted at 28 to 30c per foot. No. 2 grades 
are sought at from 24 to 26c; No. 3 at 20 
to 23c. There are still some job lots at the 
market at around 15c or below but these 
are not much of a factor today in the gen- 
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“MAKES BETTER SHOES 
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The Height of 
Achievement in 


(olored Glazed Kid 


To see the range of 
SCHERER colors is a fas- 
cinating and convincing ex- 
perience. 
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Our ~Most Demanded 
(lors 


Fascinating in the variety, 
warmth, and softly glowing 
sheen of the colors. 
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BRONZE No. 34 

HAVANA BROWN Ne. 10 
LIGHT BROWN No. 8 
BEAUTY BROWN No. 5 
CHAMPAGNE No. 18 
TERRA COTTA No. 3! 
Oscar Scherer & Bro., Jn. H WINE No.6 , 


29 SPRUCE STREET, N. Y. . 
FACTORY, NEWARK, N. J. li SEA-GULL GREY No. 23 
MIDNIGHT BLUE No. 14 


Originators of and Leaders in Fancy Colored Kid | BELGIAN BLUE No. 21 


MAPLE BROWN No. 12 
BOOZIE BLUE No. 38 


Convincing in their exquis- 
itely soft texture and inimit- 
ably beautiful shades pro- 
duced by “‘master hands.” 
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eral volume of side leather sales. There 
is a good call for white buck and the better 
grades of colored buck at from 40 to 45c, 
medium grades 30 to 38c. There is a fair 
call for elk, kip, veals and heavy water- 
proof leather, the prices ranging from 22 
to 34c per foot. The lower grade selec- 
tions are quoted at below 20c. 


Strong Demand for Patent 


The strong call continues for patent 
chrome sides and patent kid. Sides are 
quoted at all the way from 40 to 50c. Top 
selections bring 50c; No. 2, 45 and No. 3, 
40c. The best grades of patent kip range 
as high as 55c and patent kid from 60 to 
75c. There is some call for colored patent 
leather at 55c for the top selection and this 
is mostly for export trade. There is also a 
fair business on imported patent sides such 
as were brought in before the war. 


Better Call for Kid 


Glazed kid tanneries are operated at fair 
capacity and report a better demand for 
glazed kid. The heavier weights are not 
selling in large volume although a consider- 
able quantity of light is being bought for 
the higher grades of women’s shoes. The 
top grade selections of colored kid for 
women’s shoes bring 85c per foot, and the 
choicest white leather 90c. 

A fair average price in the top grades of 
kid is 70 to 80c. The average business is 
transacted on the medium grades of kid 
ranging from 35 to 55c. The heavier 
leather for men’s shoes and slippers range 
from 25 to 40c. Kid tanners were more 
encouraged at the outlook for business 
during the past ten days and their princi- 
pal anxiety is in securing raw stock from 
sources where it was formerly more avail- 
able. Kid tanners do not look for any easier 
prices on raw stock. 





Bankruptcy Petition Filed 


Memphis, Tenn., Nov. 6.—The filing 
of a second petition in bankruptcy in the 
past fourteen months by the Carruthers 
Shoe Company, Inc., of Memphis, Ten- 
nessee, was an occurrence of October 27 
in the district court here. The petition de- 
clared liabilities of approximately $90,000 
and assets of $10,000. Only a few days 
had elapsed since the former suit had been 
closed. 

The liabilities declared in the petition 
list the secured claims of creditors as con- 
sisting of $55,187.50, due banks. It is 
understood that this sum is distributed 
between two Memphis banks, a New York 
bank and a Boston bank. The sum is 
secured by $33,000. A note of $17,000 of 
he Highland Heights Real Estate com- 
pany; assigned accounts receivable of 
510,000 and assigned bills receivable of 
$6,000. The unsecured creditors’ claims 
amount to $34,641.87. 
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Late Cleveland Notes 


Merchants Boosting Neigh- 
borhood 


The merchants of the Superior Avenue 
and East 105th Street business district 
have joined in a movement to boost their 
section by means of co-operative effort. 
The merchants picked one of the keen 
men in the retail shoe business for their 
president in Joe Oppenheimer. He has 
been in the business here for a long time 
and is regarded as an excellent merchan- 
diser. 

The merchants have united in order to 
convince the consumers in their neighbor- 
hood that they can have their immediate 
wants supplied by patronizing the retail 
establishments in the Superior Avenue 
and East 105th Street district. 

Several thousands of circulars have been 
distributed in that section of the city, in 
which all members of the association are 
named as sponsors of the movement. 

Cards have been printed in the interest 
of the organization and these have been 
placed in windows and on telegraph poles. 


Window Contest a Feature 


In order to put the stores in their best 
condition and the proprietors on their 
mettle, a series of prizes has been offered 
for the best decorated window and the 
neatest and cleanest store. Displays of 
stocks that are above the average are to 
be rewarded also. 

One day last week the merchants put on 
a dollar sale, with every member of the 
association joining in, and it was the 
biggest day in the history of that section. 
Several other such special sales are to be 
conducted through the fall and winter. 

“The co-operation of the merchants in 
this district will bring the stores before 
the members of the community with a 
special emphasis and in such a forceful 
way that all will benefit,” said Oppen- 
heimer. ‘The average neighborhood mer- 
chant is unable to carry the amount of 
advertising that the big down-town mer- 
chants do, but when they pool their in- 
terests and then inaugurate a movement 
the small merchant becomes a powerful 
factor.” 


Business Shows 25 Per Cent 
Gain 


G. H. Chapman, a member of the firm, 
says that business in October has been 
especially good in the stores that are 
operated by him and his associates. 

Nine years ago he started a store at 
Superior Avenue and E. 125th Street. 
The business grew and a new store was 
opened a year and a half later at 111th 
Street and Superior Avenue and later 
came the opening of the store in 14157 
Euclid Avenue. 
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Business has been exceptionally good 
this October, he says. It is running 25 per 
cent ahead of the volume in the corre- 
sponding month of 1921. In the women’s 
line sales have been largely in oxfords and 
in satins and patents. 

Chapman says that the matter of mak- 
ing a store, in a neighborhood district far 
removed from the down-town shopping 
district, pay is not difficult. “First one 
must have cash; without it the merchant 
is under a stiff handicap. The amount 
need not be nearly so large as it required 
for the launching of my store in the down- 
town district. 

“A range of styles, models, and a good 
grade of shoes for either a residence dis- 
trict or a factory section is essential to 
success. Advertising must be done, for if 
the good qualities of the store are not 
brought to the attention of the people, it 
is like hiding one’s light under a bushel. 
The people patronize the store that is en- 
terprising enough to bring their stocks to 
their attention. The business principles 
that make a down-town store go will do 
the same for the neighborhood establish- 
ment.” 





Fort Worth Style Show a 
Success 


One of the most attractive style shows 
ever staged in this section was staged at 
the new Fifth Avenue Shop, September 
28. This shop which specializes in Wom- 
en’s Ready-to-Wear showed the latest 
styles on most attractive models. All the 
footwear worn with the street, afternoon 
and evening costumes was furnished by 
the Gilbert Shoe store. 

Satins in brown and black were most 
prominent in this shoe display. Tongue 
effects with afternoon and evening cos- 
tume attracted the favorable comment of 
those present. A pair of bronze round- 
toed dress shoes was one of the most dis- 
tinctive models. Black satin strap pumps 
were worn with more costumes than any 
other type or style of footwear. The shoe 
styles shown were most attractive and 
effective and gave the proper effect with 
the costume worn. 





New Shoe Stores 


The Spencer Shoe Store, Washington 
and Eddy Sts., Providence, R. I. 

Avish & Barry, 21 Main St., Pawtucket, 
Rm. &. 

Henry Chazan, West Allis, Wis. 

U. S. Army Goods Store, Memphis, 
Tenn., shoe department. 

Good’s Bargain Store, Elwood, Ind., 
shoe department. 

W. B. Irvine, Little Rock, Ark. 

W. G. Schmeizal, Burbank, Calif. 

Small & Clayton, Tahoka, Texas, shoe 
department. 

Dye Whie Shoe Store, Knoxville, Tenn. 

G. R. Bagwell, Redondo Beach, Calif. 
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STATESMAN AND 
SHOEMAKER 


Roger Sherman—1721-93 


One of the many outstanding 
historical figures who were shoe- 
makers. 


He educated himself from an 
open book as he toiled. Was 


eo ot eh one of the drafters and signers 

an ar s 4 of the Declaration of Indepen- 
dence 

To Sherman's force of character 


and Rubber Heels Swath 


ries. 


F it were not for the quality standards to perfect the scientific rubber heel. 


of the United States Rubber Company, Because this Company, the largest and 
its highly specialized knowledge and its oldest rubber organization in the country, 
resources—probably the pas quality standards to maintain—and 

U. S. Spring-Step Rubber 4 responsibility for the highest type of 


Heel would be no better service that rubber products can deliver. 
than any other. * * ¥ 
Millions of people a week in the largest 


shoe buying centers in this 
country are being told 
through the newspapers the 


Rubber Company’s plan- message of U. S. Spring- " 
The only company in = tations, where it grows Step quality 


this country that grows its . 

own rubher in any consid- such a large part of its own F 
Through their demands on 
their shoe repairmen they 


erable quantity. rubber. 
Because of the technical staffandengineer- are showing that they be- 
ing laboratories, where every bitofknowl- _jieve that “Any shoe is a 
edge gained by thiscompany inits 80 years better shoe with U. S. 4 great number of people 


every day are ashing for 


of rubber service has been put to work Spring-Step Heels.” Pa Aorndagmary Fart 


SPRING STEP 


PRING Heels 
United States Rubber Company 
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Attractive Rubber Shoe Windows 


The Hunting Season Lends Itself Well to Featuring Boots—Decorative Effects 
May Be Easily and Inexpensively Produced—Link Up Your 
Displays;with Seasonal Events 


HE hunting season is on and for it 

boots of rubber or rubber and leather 

are most desirable. There is always 
a good business to be had on this type of 
footwear, if properly featured. But the 
retail shoe merchant should let the public 
know that he has merchandise that is 
adaptable to the marsh and stream and 
woods, or menfolks will hie to the nearest 
sporting goods house, or to a hardware 
store and this business is lost to the mer- 
chant. We are presenting herewith a win- 
dow display which attracted wide atten- 
tion at the headquarters of the United 
States Rubber Company, 1790 Broadway, 
New York. It depicts a woodland scene 
outside a hunting lodge. 

A trim of this kind may be inexpensively 
produced. If the merchant does not wish 
to go to the trouble of arranging a lodge 
effect, he can always get a touch of realism 
by a Jifle or two, some straw to represent 
dead grass and just at this time a trip to 
the countryside will result in the actual 
grass and sections of trees—in other words 
—it is now possible to transfer a section of 
country to your window. A picture repre- 
senting a hunting trip or a clever back- 
ground on which dogs or horses or water- 
fowl are painted, or the introduction of 
perhaps a target or a diminutive shooting 
Stand, or a motor cycle will help. 


The Association of Ideas 


A little life in your window does no 
harm. There might be a boy or a young 
man in your vicinity who for a slight re- 
muneration could be induced to dress in 
sport costume and for an hour or so each 
day or evening appear in the window, 
wearing the merchandise you wish to fea- 
ture. It is difficult to beat the association 
of ideas as a memorizing help—so in link- 
ing up footwear with the event, especially 
if it savors of the sport idea, you are more 
sure to tell a story to the public which will 
be long remembered. We may all recall 
when we went to school about the rule of 
“E being a sailor and following the C” and 
so we are more likely not to make a mis- 
take in using our e’s andi’safterc’s. When 
the average man looks at a hunting scene 
or outdoor scene, in connection with hunt- 
ing boots in Blank’s shoe store window, he 
remembers that Blank’s shoe store is sell- 
ing hunting boots, and that these boots are 
just what he wants for the great outdoors. 


Rubber Quotations 


Plantations— 

First latex, crepe, spot.... 2254@.. 
November.............. 224%@.. 
eee @22% 
January-March.......... @23% 


Ribbed, smoked sheet, spot 2254@.. 


re 22%@.. 
I is ona<evacvas @22% 
January-March.......... @23% 
ere @234% 
*Brown crepe, thin, clean.... @22 
Specky @21% 
ee @20% 
*Amber No. 1......... @22% 
ene eye @22 
eet @21% 
Para—Up-river, fine....... @24 
Up-river, coarse......... @17% 
_ 224%@.. 
Island, COGTSO... 222.2000 16 @.. 
Caucho Ball—Upper....... 18 @.. 
Caucho Ball, lower.... 16 @.. 
A cnncceneeeeceeess 144@.. 
*Centrals— 
INN icxicalncacs wih Aid ae ea @l1l1 
< @l11 
*Mexican scrap......... @ 9% 
*Guayule—wet............ oss 
CGI, Cis. kc ve scicess @2 
*Balata, block, Ciudad... .. @56 
Block, Colombian....... @42 
nee @40 
en ere es 68 @70 
* Benuela, No. 2......... 7 @9 
*Kassal, prime black....... 14 @G.. 
*Kassal, prime red........ 10 @l 
*Nominal 
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Model B 621 
Women’s Black Kid Oxford, Medium Toe, 
15/8 Cuban Heel with Rubber Top Lift, Tip. 
DA, Bc Be Ge Os GOOG oo cdcccccececcc dee 


IN STOCK, READY FOR IMMEDIATE DELIVERY 





We are now able to announce our readiness to 
ship immediately the last illustrated above. 


Equipped with the famous Duson Adjustable 
Arch, perfectly made of the finest leathers ob- 
tainable over a last that women of discrimina- 
tion admire, this shoe represents the greatest 
advance of modern times. 


Write for Prices and Photographs of other In-Stock Models. 


DUGAN & HUDSON CO. INc. 


Shoemakers for over 40 Years 


ROCHESTER,N.Y. 
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The Beet amd Shoe Recerter will appreciate year memtionimg the publication im replies te advertisoments. 
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(This Department is conducted by Helen M. Haney, Associate Editor) 


Meet S. Preston Moses, President of Southern Association 
He Travels the Southland for Edwin Clapp & Son, Inc.—A High Grade Man 


with a High Grade Line—Was First President of Southern Boys 


VERYONE connected with the 
EK shoe trade knows S. Preston Moses, 

who travels the South for Edwin 
Clapp & Sons, Inc. high grade shoemakers 
of the little Massachusetts town of East 
Weymouth. If there are a few exceptions, 
these folks should hasten to add their 
names to his wide circle of friends, made 
during an association of shoe selling cover- 
ing the past forty odd years. 

Way back in the old days “Pres” was 
in the commission shoe business with head- 
quarters at Washington, D. C., from 
whence he covered the Southland. At 
that time “Bobbie” Summers, officially 
known as Robert L. Summers, was with 
him. 


Old Time Reminiscences 


Mention S. Preston Moses’ name to any 
of the boys who covered the road in the 
*80’s and they will cite to you many in- 
stances of his generosity. At that time 
in order to sell merchandise it was neces- 
sary to take out a license at $5 a day or be 
arrested. And “Pres,” in the goodness of 
his heart was always willing to help a less 
fortunate brother who might temporarily 
find himself without a license by loaning 
his license to him. 


Years Have Not Changed Him 


Mr. Moses has not changed a bit since 
the old days, in generosity nor selling abil- 
ity. But insiead of the commission shoe 
business, we find him affiliated with the 
salesforce of Edwin Clapp & Son, Inc.— 
anc in fact, so long has he been connected 
wit) this high-grade house, that we can 
associate him with no other interests. 
“Pres” started in to cover the South and 
is s‘'l] traveling that territory. 


A Good Association Man 


He is a good association man and has 
the honor of being the first President of 
the Southern Shoe Salesmen’s Association, 
when that association was founded in 











S. PRESTON MOSES 


Who covers the South for Edwin Clapp § Son, 

Ine. He was the first President of the Southern 

Shoe Saiesmen’s Association as well as ils pre- 
sent presiding officer. 





1891. After a lapse of thirty-one years, 
and this office had rotated from Mr. Moses 
to so many of the other boys covering the 
South, we find S. Preston Moses again 
chief presiding officer. At the big recep- 
tion and dinner which took place at the 





1891 


Hotel Westminster on January 24, last, 
the Southern Shoe Salesmen’s Associa- 
tion’s members unanimously declared that 
their captain of 1881 should be returned 
to helm for 1922. 


Big Business Getter 


Mr. Moses makes his home in Somer- 
ville, Massachusetts, between trips. He 
is now in his Southern territory which he 
is covering with just as much activity as 
he did forty years ago. 


Kennett with Utz & Dunn Co. 


The Utz & Dunn Co., of Rochester, 
N. Y., announce the appointment of C. 
Herbert Kennett to represent them in 
Wisconsin and South Dakota. Mr. Ken- 
nett is a well-knownshoe salesman who has 
sold women’s high grade shoes in that 
territory for years and is looking forward 
to again meeting his friends and showing 
the Utz & Dunn Co. line which he says, 
“Is the best ever.” 


Frank Lord on Trip 


Frank Lord, Salesman for Hazen B. 
Goodrich Shoe Co., of Haverhill, Mass., 
left the factory on November 1 to cover 
his old territory which includes Indiana, 
Illinois, Kansas and Missouri. 


Gordon Spring with Arm- 
strong 

Gordon A. Spring of Columbus, Ohio, 
who formerly represented the C. & E. 
Shoe Company in the Northwest has 
joined the salesforce of D. Armstrong & 
Co., of Rochester, N. Y., and will cover 
the entire south including Baltimore and 
Washington. 
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JOHN B. BRENNAN 
Who covers the big cily trade from New York 
to the Middle West for the Richards ¢ Brennan 
Company 





John B. Brennan on Trip 


John B. Brennan of the Richards & 
Brennan Company remained in his home 
town of Randolph, Mass., long enough 
to vote his favorite ticket at the recent 
state election and left Tuesday night 
to cover his territory which includes the 
leading cities of the Middle West. 


Junius Sycle has Unique 
Advance Card 


Junius Sycle of Richmond, Va., con- 
ducts a small brokerage business and 
represents several large Northern concerns 
making women’s novelty footwear. He 
has recently made a connection with 
Erwin M. Cone Shoe Company of East 
Boston, which he states “will help me to 
keep up my slogan, ‘Bank on Sycle for 
Style.’ ”’ 

Mr. Sycle has issued a unique bit and 
clever advance card in the form of a 
promissory note, in regulation note form, 
as shown on this page: 

On the back of the “note’’ is endorsed, 
“Seeable in Boston, 199 Essex Street, 
Erwin M. Cone Shoe Company.” 

Mr. Sycle works from Baltimore, south. 


“Colonel Jim” Richardson 
Says Business “Phenomenal’”’ 


Business apparently is picking up well, 
according to the report received from 
“Colonel Jim” Richardson. He is selling 
LaCrosse Rubber Company's merchandise 
in Chicago and vicinity and says that 


business is exceedingly good. 
















SENATOR E. T. WRIGHT 
Elected three to one, Tuesday, Novembcr 7, a 
member of the Governor's Council and 70 years 
young on November 6. He is Treasurer of E. T. 
ary ¢ Co., Inc. and “Pop” to ali kd _ 

hoe trade—ihe shoe travelers in particular 


E. T. Wright— Member of 
Governor’s Council 


Senator E. T. Wright, better known 
to the shoe travelers and the shoe trade 
in general, as “Pop” Wright, bore off 
the honors, three to one, at the recent 
Massachusetts state election, in the con- 
test from his district (Plymouth) for a 
seat in the Governor’s Council. 

His new office came to him asa birth- 
day present of good will from his many 
friends and constituents, as be was 70 
years young on Monday, November 6. 
“Pop” says that he has advised those at 
the factory that he will be in every week 
to get his check as also to receive the 
dividends of the corporation. Outside of 








LOUIS SHAPIRO 

‘ecently city covering the 
Fiperts Side of for a Cambridge Rub- 
ber Company. 








that he intends to let the young fellows 
have their say. 


“Uncle Bill’ Brennan 
Quadruples Business 


Word has also been received from ‘“‘Uncle 
Bill’ Brennan of the Richards & Brennan 
Company that he has put in more new 
accounts this season than for the past four 
seasons all together. 


Major Beahr says Marion 
Shoes Popular 

Major Beahr, who travels Kentucky 
and Tennessee for the Marion Sho Com- 
pany, while in Covington, Ky., the other 
day, found that a few nights before his 
visit thieves had broken the glass in the 
show window of a customer’s store and 
had stolen all the Marion shoes therein. 
No other brands were taken. Major 
Beahr writes us—‘“These gentlemen cer- 
tainly showed a preference for my line.” 





$8.00 


These novelties can be sold with 
a profit of 100% per pair at 


Due on demand 





THESE NOVELTIES CAN NOT GO TO PROTEST 


On demand after date I promise toshow 


(Name of Merchant) 


Real Up-to-Date Women’s Novelty Shoes that are Different, to Sell at about 


(Bank on Sycle for style) 


Eight Dollars 


Boston, Mass. 


Junius Sycle 
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Live Wire Editor for Indiana 
Live Wire 

The twenty-third edition of the Indiana 
Shoe Traveler Live Wire, Charles E. Wilson, 
Editor, who represents the Arthur Wil- 
liams Shoe Co., has recently been received 
at the Recorder office. The Indiana boys 
are to be congratulated on their choice of 
an editor, who can so interestingly tell 
about the activities of the travelers of the 
Hoosier State, can so well promote the best 
interests of the boys and the National As- 
sociation, and inspire the members of the 
Indiana Shoe Travelers’ Association to 
bigger and better accomplishments. 

Mr. Wilson writes us that he is “too 
busy” selling shoes to be an Editor. Such 
being the case, after reading his latest ef- 
fort, we do not know what kind of a pub- 
lication he would edit if he were not busy, 
as he has done so well with the October 28 
bulletin. But undoubtedly he would 
turn out a large sized book. 

Mention is made in this bulletin of the 
May 13 meeting of the Indiana boys and 
the business transacted. At this meeting 
Richard Kirby, chairman of the legislative 
committee, read an addition to the consti- 
tution and by-laws, headed—‘‘Mortuary 
Benefits.” It was voted to accept this ad- 
dition, the substance of which is as follows: 


Mortuary Benefits Explained 


Section 1. To each member in good 
standing there shall be issued by the Sec- 
retary-Treasurer a beneficiary certificate 
entitling the beneficiary to an amount 
equaling $1 per capita for each member 
in good standing at the time of the death 
of the holder of the certificate, except as 
provided in Section 2 of this article, a 
warrant to be drawn on the mortuary 
fund by the board of directors as soon as 
proof of death is established: provided 
that the holder of a beneficiary certificate 
has been a member in good standing of this 
association for one year or more. No fin- 
ancial officer of this association shall pay 
money on any order, but the money shall 
be paid direct to the beneficiary. 

Section 2. On the death of a member 
who has been in good standing for one year 
or more, there shall be paid to the bene- 
ficiary named in the certificate held by 
said member, the sum of $1 per capita for 
each member, of the Association in good 
standing at the time of the proof of death, 
this mortuary benefit to be approved by a 
vote by mail from the membership of this 
Association, and the secretary of this as- 
sociation is hereby authorized and in- 
structed to prepare and mail such ballot 
to our membership, the ballot to be re- 
turnable to this association on or before 
June 15, 1922. In the event that the 


ballot of our membership approves of the 
$1 per capita tax for death benefits, the 
secretary will, as soon as possible after 
June 15, 1922, and before July 1, 1922 issue 
an assesament for $1 per capita for each 
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CHARLES E. WILSON 
Editor of the Indiana Shoe Travelers’ + Wire 


Bulletin.” Mr. Wilson travels for 
Williamson Shoe Co. 


Ault- 





member of our association in good stand- 
ing at that time as a reserve fund in an- 
ticipation of the first death after this law 





What the N.S. T. A. Has 


Done for You 
(From the Indiana Shoe Traveter Live Wire 
of October 28) 


Income Taz. Secured the allow- 
ance of hotel meals, etc., from your 
income tax. 

Absentee Voting. Secured the 
right to register your vote while on 
the road. 

Brokerage Taz. Secured the ruling 
that the Brokerage Tax of $50 did 
not apply to you. 

Positions. Secured hundreds of 
positions for our members. Also 
given out hundreds of recommenda- 
tions and informations. 

Claims. Amicably settled hun- 
dreds of claims with hotels, transfer 
companies, railroads, employers, etc. 

Interchangeable Mileage. Se- 
cured the enactment of a law to 
grant you an interchangeable mile- 
age book at a reduced rate.—The 
N.S. T.A. has saved you in this 
one bill alone more money in one 
year than will pay your member- 
ship for life. 

The N.S. T. A. has an associate 
membership of fully 500,000 com- 
mercial travelers through affiliation 
with the International Federation 
of Commercial Travelers’ Organiz- 
ations. 
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becomes effective, and this fund shall be 
separate from all other funds of our asso- 
ciation, and shall be styled the mortuary 
fund, to be used in payment of death bene- 
fits and for no other purpose, and to be 
paid out on warrant drawn by our board of 
directors on the mortuary fund. 

Section 3. In case a member dies, and 
the beneficiary named in the certificate be 
deceased, and no other beneficiary be 
known to this association, the association 
shall bury the deceased member, and all 
funeral expenses shall be deducted from 
the amount called for in the certificate, 
and if a balance shall remain, it shall be 
placed to the credit of the mortuary fund. 

Section 4. Immediately upon the pay- 
ment of a death benefit, an assessment of 
$1 shall be levied upon all members with- 
out further action of the association. 
Any person becoming a member of our 
association shall pay $1 into the mortuary 
fund before receiving a benefit certi- 
ficate. 

Section 5. A member failing to pay the 
death assessment as provided in the fore- 
going provisions shall not be entitled to 
the death benefits. 


[ Strong Appeal for N.S. T. A. Member- 
ship 


A strong appeal was made for member- 
ship in the N.S. T. A. One of the very 
interesting columns in the Live Wire is 
“Screenings,”’ and there is also a poem or 
two and several lines of witticisms, giving 
the Indiana Shoe Traveler Live Wire a 
sparkle which shows that the Indiana boys 
are much appreciated by those of the shoe 
trade who receive this well edited bulletin. 


N.S.T.A. Convention, January 4-6 


The notification of National Secretary, 
Thomas A. Delany, that the twelfth an- 
nual convention of the N.S. T. A. will be 
held in Chicago, January 4—6, 1923, was 
published in the Live Wire; also the 
invitation of the Shoe Travelers’ Associa- 
tion of Chicago to all affiliated associations, 
to be its guests on that occasion, and stat- 
ing that this dating has been arranged so 
that those planning attendance at the 
N.S.T.A. Convention may without 
great inconvenience attend. 


Homer Beals Congratulated 


Homer Beals was especially commended 
for helping to put over the Interchange- 
able Milleage Bill; also Senator James E. 
Watson for introducing the bill and for 
efficiently helping to put it through, and 
last, but not least, President Harding was 
praised for having signed the bill. A bal- 
lot in the form of a postal card was enclosed 
in the Bulletin of October 28 asking the 
boys as to their choice of officers for the 
coming year. A synopsis of what the 
N.S.T.A. has done for the boys was 
given. 
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"High Grade Shoe ?» 
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| | 
A snappy selling up-to-date oxford; built | te 
j of fine “Surpass Black Kid.” On a last . 
j ~~ —— a real fitter and \ 
red-hot seller— 
j “Th d 99 L ' 
" ~ Perforated Cap, Vamp, and lace stay, 
Tan kid lining, 6 Midget eyelets. 13-8 th 
: inch heel; Sizes AAA 5-8, AA 4448, |] | ™ 
" A 4-8, B, C and D 3-8. ni « 
! Same oxford in Tan Kid No. B-416. 1 di 
N no 
SEND FOR A SAMPLE PAIR || | i. 
N ! z 
READY TO SHIP : 
Ce 
| dis 
| | 
| A stylish up-to-date Oxford; built ne 
N of “‘Barnet’s Russia Calf,”” No. 18 : “ 
! S t Oo Cc i N O . B “ 4 | 0 Shade—on a last that is unques- | * 
tionably a real fitter. ( 
| Y we 
66 9 i 
) Vassar’ Last 
1} 
Perforated Cap, Vamp, Lace and | bet 
Top; Tan Kid Lining; Invisible ! ade 
Eyelets; 10-8 inch heel. ra 
' Sizes: AA, 444-8; A, 48; B,C | “ 
j and D, 3-8 ! a 
SEND FOR A SAMPLE PAIR [| | * 
j the 
Sit 
1! WHITMAN & KEITH COMPANY | 
| 1 
BROCKTON (Campello Station) MASS. ha 
Cor 
aa 
few 











The Beot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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About the Indiana Boys 


From the October 28 issue of the Jn- 
diana Shoe Traveler Live Wire, we learn 
that: 

John Lucas is now with Val Dutten- 
hofer Sons Co., Cincinnati, traveling in 
Indiana, Michigan and Illinois. “We 
know John will be well received with his 
new line, as the trade all like John,”’ says 
the Bulletin. 

“Harry” Dunn is with Krippendorf 
Dittman Co., and will leave for Texas, his 
territory, November 1. 

“Eddie” Seusheimer, now with Lunn 
& Sweet Co., has moved to Indianapolis. 
“We welcome him.” 

W. E. Ratcliffe, our ““Rad,” is now show- 
ing N. D. Dodge Shoe Company line, 
Newburyport, Mass. 

A new member of the Indiana Shoe 
Travelers is Charles C. Horn, with A. G. 
Walton Co. Editor Charles E. Wilson 
secured Mr. Horn’s membership. 

J. J. Kaltenbrun was in Indianapolis 
the other day. ‘We were pleased to see 
Mr. Kaltenbrun,”’ says the Live Wire. 

C. M. Bowman is now representing 
Kalt Zimmer Mfg. Co., throughout In- 
diana and Michigan. 

W. H. Powers, at 785 East 25th St., is 
now representing the United States Rub- 
ber Co., Indianapolis Branch. 

M. E. Graham, 1622 South 6th Street, 
Terre Haute, is one of the representatives 
of the Central Shoe Co. Mr. Graham 
travels in Indiana. 

Dallas Crooke is now traveling for the 
Central Shoe Co. in Northwestern In- 
diana. 

Our genial friend, “Ed” Scroggy, tells 
Editor Wilson that he will have no time 
for a vacation this year. “Ed” is some 
boy, always on the job, and always smil- 
ing. 

George Sandburg has been quite ill, but 
we understand he is out working again in 
his untiring way. 


Big Change for the Better 


All the boys report a big change for the 
better in business, and all think the time 
is not far distant when everything will be 
moving in a natural way, and that once 
again we will know where we are. 

Several of the active members of the 
Indiana association have been away on 
vacations, namely: Messrs. Crooke, Slip- 
her, Newburg, Foreman, Mazur, Joe 
Fadely, etc., but, so far as can be learned, 
they are now all back on the job. 


Simpson with Rice & Hutch- 
ins Atlanta Co. 


The Rice & Hutchins Atlanta Company 
have added to their staff, H. M. Simpson. 
Mr. Thomas, Manager of the Atlanta 
Company, reports an excellent “pick up” 
in business in his section, during the past 
few weeks. 
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Arthur J. McDonald Sells 
Arrow Moccasins on 
Pacific Coast 


Arthur J. McDonald recently lined up 
with the Arrow Novelty Company, Inc., 
of New York, to represent the moccasins 
made by this company, in connection with 
his Nassau shoe line, on the Pacific Coast. 
Mr. McDonald writes to the Recorder as 


follows—‘‘My moccasins are in a class by 


themselves. With the grade of materials 
used, together with clean workmanship 
at the special low prices, this line is a real 
knock out; these moccasins will be good 
holiday sellers. An in-stock service is 
rendered.” Mr. McDonald’s Pacific 
Coast Office is 400-401 Lankershim Build- 
ing, Los Angeles, Calif. 








W. A. WOODY 
Who travels out of the Rice § Hutchins St. 
Louis Shoe Co. 





“Ed” Keene with J. E. French 
Company 

Edward F. Keene will represent the 
J. E. French Company of Rockland, Mass., 
and will cover the retail trade in New York 
City and Philadelphia with that concern’s 
line of men’s and .women’s welts. Mr. 
Keene’s office and sample room is in the 
Marbridge Building, New York City. 


News from Walk-Over For- 
eign Salesmen 


John Packard of the Walk-Over Shoe 
Co. recently spent four dark, damp and 
dreary days in an old stone hotel in Zaca- 
tecas, Mexico, from which he emerged into 
the light with his first touch of rheuma- 
tism. The hotel is over 100 years old 
and he writes that the sun has never once 
entered the dungeon he occupied during 
the past century. 
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Warren Baldwin has left headquarters 
in Shanghai for a short sales trip through 
China. “Improved conditions there should 
make for better business,’’ he writes. 

Herbert S. Dalton has completed his 
Cuban trip and sailed for Kingston, Ja- 
maica, on October 18. From there he will 
probably go to some of the other islands 
in the West Indies 


William Perkins Freeman Off 
Road for Good 


William Perkins Freeman, a traveling 
salesman of Atlanta, Ga., who has regu- 
larly covered Southern territory for the 
past thirty-three years, and who is prob- 
ably ‘one of the best known salesmen in 
the Southern field, threw aside his old 
battered grip for good and all this month, 
and permanently retired from active busi- 
ness life. Mr. Freeman has traveled dur- 
ing all of these thirty-three years for the 
wholesale shoe firm of Kornman, Sawyer 
& Co., of Nashville, Tenn., which is some- 
what of a record for this part of the coun- 
try. He originally joined the concern 
when it was known as Brown and Givens, 
in 1889. Another distinction enjoyed by 
Mr. Freeman is that he is the father of 
fifteen children, thirteen of whom are 
living. He will make his home at Gallatin, 
Tenn. 


Make your forte effort.—Forbes Maga- 
zine (N. Y.) 


To get there start qualifying right here. 
—Forbes Magazine (N. Y.) 





Nudgin’ 
When a fellow nudges elbows, 
As you know a fellow will, 
That’s a-doin’ his very durndest 
To scramble up life’s hill, 
I never stop to jaw him, 
Or to envy him his speed, 
Or disturb a fellow’s feelin’ 
That we both are sure to need— 
So we keep a nudgin’ elbows 
As in friendliness we trudge 
Each one a feelin’ bettern’ 
If the other didn’t nudge, 
It never hurts my feelin’s 
Nor affects my mortal pride, 
To have a fellow-traveler 
Sorter nudge me in the side; 
When my corns has got rebellious 
Or my breath’s a gettin’ short— 
The little nudge reminds me 
That I’ve got to be a sport. 
I'll leave it to a courthouse 
Full of solemn circuit judges, 
If it don’t improve a feller’s nerve, 
To spur it up with nudges.—From 
the Indiana Shoe Traveler Live Wire 
—Chas. E. Wilson, Editor. 
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ANTICIPATE FOR THE 
YOUR NEEDS HOLIDAY TRADE 


SPECIAL GRADE MEN’S HOUSE SLIPPERS 


We are stocking for IMMEDIATE DELIVERY the following complete assort- 
ment of men’s slippers. Orders filled within 24 hours after receipt. Prices are net. 





No. 20) Se Kid Opera. Sizes 5-11, C width; No. 2556—Tan Kid Solace. Sizes 6-11, C width; 
54-11, D width. 6-11, D width. 
$3.25 $3.85 
No. 2560--Tan Kid Opera Hav. Bro. Band. No. 2555—Tan Kid Cavalier. Sizes 5-104, C 
Sizes 5-11, C width; 54-114, D width. widtn; 544-11, D width. 
$3.25 $4.25 
No. 2561—Tan Kid Brighton. Sizes 5-11, C ,, No. 2500— Battleship Gray Kid Pat. Quar. & Trim 
width; 544-114, D wioth. Opera. Sizes 644-10, C width; 6-10, D width. 
$3.10 $3.00 


No. 2558—Tan Kid Everett Hav. Bro. Band. No. 2510—Black Buck Opera Pat. Band. Sizes 
Sizes 5-11, C width; 534-11}4, D width. 6-10, D width. 
$3.25 $3.00 


HAZEN B. GOODRICH & CO. 
HAVERHILL, MASS. 
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LET GARDINER BUILD 
YOUR COMFORT 
BUSINESS 


Feature Gardiner Quality Comforts—first, because of their su- 
perior fitting qualities; second, because of their good appearance; 
third, because of the reliable materials that enter into their 
manufacture. 

The house of Gardiner is in a position to build a —— com 
fort business for you. Thirty-three styles are carried In Stock 
for instant shipment: Polish Boots, Bals, Oxfords, Strap Sandals, 
and Juliets. Each is designed to meet present demand. 


Our revised catalog, containing new prices, is ready for you. Get 
your copy today. 


H. K. GARDINER CO. 


680 Washington Street - - Lynn, Mass. 


Boston Sample Rooms Please address all mail 
134 Lincoln Street to Lynn factory 
Established 1909 


pe panenagaenten-es waynes -—ear-veny-pr-ey-enp- a ene 
The Bost end Gheo Reseeder Will appreciate your mentioning ¢ he publication in replies te advertisements. 
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No. 404—KID SEAMLESS POLISH 10-8 
rubber heel, C to E....ceeecesccecceers $3.00 


IN 
STOCK 
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BROOKLYN 


Spring Styles Kept Under Cover 


Few Will Be Shown Before January Show in Chicago; Choice 
Said to Be Between Colonials and Strap Patterns 


USINESS for quick delivery con- 

tinues to hold up well in the Brook- 
lyn factories. Practically all of the facto- 
ries have some orders ahead at present, 
and in a few cases are sold up to the end of 
the year. The salesmen are now finishing 
their fall trips, and a few will be sent out 
with spring models before Christmas, al- 
though there is a disposition among some 
manufacturers to delay the showing of 
spring models until January, when they 
will be displayed at the style show in 
Chicago. 

From preparations now being made it is 
evident that Brooklyn will have a good 
showing at the Chicago event and some 
novel display features are being arranged 
especially for the Chicago show. 

Spring Styles Under Cover 

Practically all of the manufacturers here 
have completed some new spring models, 
but are keeping them under cover for the 
time being. So far as can be learned there 
will be nothing radically new shown, the 
choice lying between Colonials and straps. 

In this connection, not a few of the man- 
ufacturers here have a feeling that straps 
will return to strong vogue for the spring, 
and that Colonials will be less in demand 
than they have been during the current 
fall season. At any rate, it is learned that 
straps have by no means been relegated 
to a back seat in the new spring models 
now in process or already finished. 


Merchant Holds Charity Sale 


One of the most novel shoe sales yet 
staged, and one in which neither profit nor 
the clearance of old stock was the acti- 
vating motive was put on for the two 
weeks beginning October 31, by James E. 
Meade, the well known Brooklyn retail 


merchant at his Myrtle Avenue store. The 
sale was called a charity sale and was run 
for the purpose of raising money for the 


“New York American’s Christmas Fund. 


Mr. Meade, who conceived the idea of a 
sale some months ago, wrote to leading 
shoe manufacturers for donations of shoes. 
Eighty-eight responded by sending lots 
of shoes ranging from a few pairs to close 
to 100. Altogether 1,000 pairs of shoes, 
about evenly divided between men’s and 
women’s were gathered in the Meade shop. 
To fill out the size range Mr. Meade him- 
self donated 100 pairs of army shoes. The 
shoes were sold at flat prices, $4 a pair for 
the men’s shoes and $2 a pair for the wo- 
men’s. Some of the highest class makers 
in the country were represented in the sale. 

At the time this was written the results 
of the sale were not completely tabulated, 
but it is estimated that more than $3,000 
was raised for the Christmas Fund. 

The sale received considerable publicity 
in the New York American and about 
75 feet of moving picture film was taken 
at the store during the sale to be used by 
the International Film Service in its weekly 
news release. 


Trail-Blazer Shoe ‘Catching 
On” 


Excellent business on the Trail-Blazer 
shoe, endorsed by the Women’s Founda- 
tion for Health and its 15 contributing 
women’s organizations, is reported by the 


George W. Baker Shoe Company. One 
large order was closed recently with one of 
the important Chicago stores and other 
deals are being consummated in other parts 
of the country. Special consumer adver- 
tising is bringing the shoe to the attention 
of the general public. 





LYNN 


Welted Oxfords the Best Sellers 


Demand for Boots Increasing and Both Staple and Style 
Varieties Are Coming to Light 


ELTED oxfords continue to sell 
briskly. Also, the demand for boots 
is on the increase. Shoes are getting heav- 
ier as the weather gets colder. Double 
soles, as well as heavy single soles, are 
selling. Boots range from 7 to 8% 
inches high. Novelty style boots are be- 
ing added to sample lines. Staple style 
boots are in stock. 
Black is the color of 25 per cent of the 
fall and winter shoes. Patent leather con- 


tinues in use. Gun metal calf has gained. 
Browns are of lighter hues than for several 
fall seasons. 


Wide Range of Heel Heights 


‘Toes range from the medium narrow 
of dress and semi-dress shoes to the medi- 
um wide toes of the brogue styles. Some 
foreparts are squarish, having square toes, 
square like tips and square throats. 


Heels range all the way from 7-8 for 
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PHILMALL, Inc. 


THOROUGHLY BENCH 
MADE FOOTWEAR 


FOR THE BETTER TRADE 


Show Room, Room 435 Marbridge Bldg. 
Factory, 147-153 Waverly Place 
NEW YORK CIT 








The WESTCOTT-WHITMORE CO. 
Syracuse, N. Y. 


: 2 In Stock Specialists of 








Women’s Shoes, Party 
Slippers and Novelties 
Write for Catalogue 
BLEECKER STYLES 
Are the last word in footwear 
for stylish women 
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Phillips-Cram Corp. 
Makers of 
Women’s Turn 
Slippers 
276 River St., Haverhill, Mass. 


Boston Office 
207 Essex Street 











FERN & POOR CO., Inc. 


Manufacturers 
Women’s Turn 
Comforts 
Boots & Slippers 
for the wholesale trade 








E.A.& M.C. Witherell Co. 
Manufacturers 
Women’s Turns 
Boots and Slippers 

Factor 
Haverhill, ian. 
Boston Office 
Rice Bldg. Room 406 








Makers of 
Hand Turn Novelties 
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Felstiner-O’Connell 
Shoe Co., Inc. 


41 WashingtonSt. 
Haverhill, Mass. 
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Women’s Shoes 
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| Where to Buy 


Men’s and Women’s Slippers 
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all stylas made 3 DomeMic and 
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Largest manu- 
facturers of 
softsoleleather 
slippers. 
Send for Catalogue 
MAID-RITE SLIPPER CO., Inc. 
35 York St., Brooklyn, N,Y. 








FELT SLIPPERS 


BLUM SHOE MFG. CO. 
Daneville, New York 








TURKISH SLIPPERS 
IN STOCK AGAIN 

Ne. 101—@8ofla Twrk- 

oa from Constants: 


Delivery 


14-16 E 22nd Ht, LY, 











INFORMATION 


for Shoe Merchants 


“WHERE TO BUY” constitutes a 
source of knowledge so that he who 
runs through these pages may read 
—and learn. 








street and sport shoes to 17-8 for dress 
shoes. Heels 8-8, 10-8 and 12-8 are in 
largest demand just now. By the way, 
most all low heel shoes have rubber top 
lifts. 

Spanish arches, with Spanish heels, are 
predicted. 

Patent and gray suede combinations 
are in the sample lines for spring. Open 
work oxfords, for next Easter, are subject 
of experiments in the pattern shops. A 
new type sport boot, for skating and hik- 
ing, is expected to appear after the ice gets 
thick. Sport shoes with crepe soles are 
being made. Wood heels, with rubber 
top lifts are being tried. 


Staple Boots in Stock 


To show the kinds of shoes in stock, it 
may be reported that the Smith Shoe Co. 
is carrying both boots and oxfords on its 
floors, all ready for immediate delivery. 
Boots are of black kid, and brown calf, all 
81 inches high, lace pattern. They carry 
14-8 heels with rubber top lifts. Also, 
large ankle boots, of black or brown kid 
leather, are carried in stock. They have 
over-size soles and wide tread heels. 

Oxfords, in stock, are of Schmidt’s Eric 
grain, patent, Russia, gun metal, and 
black and brown kid leathers. Some ox- 
fords, of Eric grain leather have double 
soles, and all leather heels, with rubber 
top lifts. Also, patent leather oxfords 
have either plain toes, or imitation tips, 
with heels from 9-8 to 14-8 high. 

The Smith Shoe Co. completed on 
Nov. | its first year in business. Its sales 
during October were the largest for any 
one month of its year. And it is pleased 
with its prospects for future business. 


“Regulars” Added To Stock 


The stock department of the Cotter 
Shoe Co. has added “‘Cotter’s Regulars” 
to its Formative shoes, which it has been 
selling from stock for some time. 

These “Regulars” include boots and 
oxfords. Sizes run from No. 3 to No. 10 
in length, and from AAA to E in width. 
The firm is particularly pleased with this 
long run of widths and sizes. It is con- 
vinced that this stock of seven lengths 
and six widths will enable shoe merchants 
to get more shoes fitted right. 

Among the stock shoes of the “Regu- 
lars” are eight inch boots of black kid, five 
eyelet oxfords of black kid, patent leather 
and Russia calf, and one strap pump of 
patent leather. All shoes carry rubber 
top lifts. 


Oxfords Until March? 


Samples of boots are being added to the 
line from the Creighton factory. Also, 
unusually large sales of oxfords have been 
made from the stock department, particu- 
larly the broguey styles, with low heels. 
Mr. Leighton, salesman for the Creighton 
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factories, is of the opinion that oxfords will 
sell through January and February 
Heels show a tendency to be a bit higher. 

The new Creighton factory, on Broad 
Street, is almost completed. Machinery 
engineers have begun to equip it. They 
are planning to make it a model manu- 
facturing plant. 


Patent and Suede Again 


At the factory of Harney, Tracey & 
Crehan, they are making fancy oxfords 
in addition to strong staple style lines of 
oxfords. 

The popular demand is for oxfords of 
calf leather in two tones of brown. Heels 
range from 8-8 to 14-8 high. 

Harry Kushins, salesman for the firm, 
has returned from a trip to the Pacific 
Coast. He is much pleased with pros- 
pects for business there. 

Also, Mr. Kushins is predicting for next 
Easter trade, patent leather shoes with 
gray suede trimmings, and heels from 8-8 
to 14-8 high. Trimmings will consist 
chiefly of small tongues and Colonial 
buckles. 


Predicts Spanish Arch 


Edric Taylor, of McNichol and Taylor, 
last makers, who has recently been on a 
style observation trip, speaks of the com- 
ing of Spanish arches, or high arch shoes, 
carrying heels 16-8 or 17-8 high. Vamps 
will be 3% inches long. These Spanish 
arch shoes will be tried in both boot and 
oxford patterns, in welted, and in strap 
patterns in McKays and turns. 


To Repair Wood Heels 


Besides making wood heels for shoe 
shops, the Gray Wood Heel Co., a new 
concern, will repair wood heel shoes for 
shoe merchants, or for shoe repairers. 


White Stitched Edge 


A number of oxfords have the whitest 
of white stitching on welted edges. These 
stitches are had by using the whitest of 
threads, a white lubricant instead of wax, 
and, also, by covering the edges after the 
shoes are stitched, to keep the white 
threads make a color contrast, especially 
on tan oxfords. 


Flange Heels on Style Shoes 


Some shoes, especially in growing girls’ 
lines, have flange heels, as a style point, 
also, the flange heels help to hold rubbers 
to the foot. 


Now Selling Lasts 


Arthur Byron, who used to sell shoes 
for Lippitt, Alfond Co. is now selling lasts 
for McNichol, Taylor, Inc. 
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New Red Leathers Tried 
Out 


Peabody tanners are trying new red 
leathers of calf and cow hide. Some of 
them have a touch of scarlet in them, and 
are the brightest red yet. 


Making Athletic Shoes 


W. H. Ingalls Co. is making shoes for 
football, baseball, basketball and sprint- 
ing. Fred Ingalls, manager of the firm, 
formerly played on the Brown University 
eleven. 





HAVERHILL 


Union Loses Legal Fight 


Bill in Equity Dismissed by Court; Says Haverhill Prices 
Need Not Be Paid in Lowell 


HE Supreme Judicial Court of Massa- 
chusetts has decreed in favor of the 
C. V. Watson Company, shoe manufac- 
turers, vs. Joseph C. Goyette, represent- 
ing the Shoe Workers’ Protective Union. 
A bill in equity was brought to compel 
the Watson Company, which had re- 
moved to Lowell, Mass., to pay Haverhill 
prices and observe union conditions in 
the stitching room of its Lowell factory. 
The company applied for union help, 
which the union was unable to furnish. 
An agent, Goyette, gave the Watson Com- 
pany a permit to employ non-union help. 
It was the contention of the union that 
through the Watson Company’s agree- 
ment with the Stitchers’ Local, the con- 
cern was bound to pay Haverhill prices. 
The case has been before the Supreme 
court on a number of occasions. The 
recent decision dismissed the bill. 


“What's in a Name?” 


“Tongue pumps or Colonials—which?”’ 

This was the inquiry made by a mem- 
ber of the local trade as to which is the 
better name for a present popular pattern 
in women’s footwear. Continuing the 
manufacturer said: 

“Some call it one name and some the 
other. Yet, after all, there is little differ- 
ence. It reminds me of a political argu- 
ment made a number of years ago when 
‘Free Trade’ was the Democratic slogan 
and ‘Reciprocity’ the watchword of Re- 
publicans. A campaign speaker on the 
Republican side was addressing an audi- 
ence and arguing in favor of reciprocity, 
by means of which he said this country 
could get its raw materials from abroad 
and in return send manufactured goods 
made from these materials, thus benefiting 
all concerned. A man in the rear of the 
hall arose and said: ‘But isn’t this free 
trade?” 

“ “Don’t say that,’ replied the speaker. 
‘That’s what the Democrats call it.’ 

“So,” concluded the manufacturer, 
“some say tongue pumps and others say 
Colonials, according to whichever term 
suits the buyer. These will sell under 
either name, and both names will no 
doubt, continue to be used to characterize 
this pattern.” 


Irving C. Downs Married 


On October 24, Irving C. Downs was 
married in Brooklyn, New York. The 
bride was Miss Marion Howarth of that 
city. The groom is the son of Mr. and 
Mrs. Lurad H. Downs. Mr. Downs, Sr., 
is well known to the trade as general 
manager of Chas. K. Fox, Inc., of Haver- 
hill. Mr. Downs, Jr. is now associated 
with his father in the Chas. K. Fox con- 
cern. In the receiving line at the wedding, 
at which only immediate relatives and 
friends were present, were Mr. and Mrs. 
Downs, Mrs. Charles Hutchinson, a sister 
of the groom; Mrs. Chas. K. Fox, and 
Miss Majorie Downs also the groom’s 
sister. Mr. and Mrs. Irving Downs are 
spending their honeymoon in_ the 
Bermudas. 


Association Opens New Office 


The Haverhill Shoe Manufacturers’ 
Association is opening a new suite of 
offices in the building on Washington 
Street which is occupied by this organiza- 
tion. Committee rooms needed for trans- 
action of business between manufacturers 
and labor representatives are provided for 
under the new arrangements. 


Shoe Concern in New Factory 


Felstiner & O’Connell, manufacturing 
women’s turn shoes, are removing from 
41 Washington Street to The Hilliard & 
Tabor, factory off Winter Street. The 
concern will occupy the entire floor of 
this building and will double its present 
output. Charles Felstiner of the concern 
has purchased the shoe manufacturing 
business of E. E. Swett Company, Ames- 
bury, Mass., and will operate the factory 
independently of the Felstiner-O’Connell 
Company. C. W. Chandler, formerly 
superintendent of John H. Cross, Inc., will 
manage the Amesbury plant. 


Manufacturer in Automobile 
Accident 


E. L. Thomas, a former manufacturer 
of women’s McKay shoes in Haverhill 
and now engaged in the shoe business in 
Manchester, N. H., was recently a victim 
of an automobile accident near Haverhill. 
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HOWARD & FOSTER CO. 
Men’s and Women’s Welts 
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factory at 
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FREDERICK S. PECK 
Worcester, Mass. 
Men’s and Women’s 
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ROCHESTER 


Pumps, Oxfords and Boots All Moving 


Younger Set Still Cling to Straps and Tongue Patterns— 
Men Like Creased Vamp Shoe 


T the weekly meeting of the Roches- 

ter Retail Shoe Dealers’ Association, 
held at the Chamber of Commerce, Tues- 
day noon, October 31, the rubber question 
was discussed at length. 

Reports from the various merchants 
present indicated that, with very few ex- 
ceptions, business has been good during 
the past week. In women’s footwear, ox- 
fords and boots are both moving nicely, 
there being a good demand for this type of 
footwear by older women. 

For the younger set straps and Colonials 
lead the demand, with patent leather and 
satins the big sellers. In tongue pumps, 
combinations in black satin with bocaded 
quarter and covered heels are good. 

In men’s footwear, a novelty called 
“Top Kick,” a trouser crease shoe, in 
Scotch grain, black, brown and cordovan, 
featured by the Burke stores is attracting 
much attention and is selling well to the 
young fellows who require up-to-the-min- 
ute oxfords. 


Organize Better Business 


Bureau 


With the primary purpose of increasing 
the effectiveness of advertising and elim- 
inating false statements, a Better Busi- 
ness Bureau has been organized by the 
Rochester Ad Club. The objects of the 
new bureau are as follows: encourage fair 
competition by reducing false statements 
and exaggeration in advertising; help hon- 
est business houses to maintain accuraey 
and helievability in their advertising; act 
against the fraudulent operation of itiner- 
ant merchants, fake sales and all question- 
able businesses; correct bad practices at 
their source; raise the standard of adver- 
tising generally; protect the buying public; 
serve advertisers and the consumer to the 
benefit of both. 


*Puts Over’ New 
Shoe 


William Pidgeon, Jr., former president 
of the New York State Retail Shoe Dealers 
Association, who specializes in orthopedic 
footwear, has taken over the sale of the 
new “ * Adjustable Arch Shoe, man- 
ufactured by the Dugan and Hudson Co., 
of Rochester and by aggressive advertising 
is making the consuming public realize 
that this shoe possesses features which 
make it peculiarly adapted to the use of 
women suffering from fallen or broken 
arches. 

Newspaper space and car cards are be- 
ing used liberally to announce the new 


Pidgeon 


Duson’ 


agency, and simultaneously window trims 
featuring the Duson shoe, and showing 
how the arch is adjusted, appeared in the 
Pidgeon store, in the Sagamore Hotel win- 
dows, and in a window display in a vacant 
Main Street store. 

To pep up the sales force on how to mer- 
chandise the ‘“‘Duson Shoe’’ Mr. Pidgeon 
held a meeting in his store at which a re- 
presentative of the sales organization of 
Dugan & Hudson explained the features 
of the shoe, and Mr. Charles Dugan ex- 
plained how the shoe was constructed and 
what types of foot troubles it would cure 
and prevent. Harry Goodwin, advertis- 
ing consultant of the Pidgeon store ex- 
plained the plans for advertising the shoe 
and explained how the clerks could take 
advantage of the advertising. 


East Avenue Days Bring In- 
creased Business 


East Avenue merchants who co-oper- 
ated in the East Avenue Days held, Thurs- 
day, Friday and Saturday of last week, 
under the auspices of the East Avenue 
Association, report that business was in- 
creased materially, and are looking for- 
ward to the Spring Season when the event 
will be again repeated. 

East Avenue Days, which are co-opera- 
tion sales days held by all merchants on 
East Avenue, one of Rochester’s leading 
shopping streets, were first inaugurated 
last June through the efforts of the East 
Avenue Association and have helped ma- 
terially to bring business to that street. 

Through the medium of co-operative ad- 
vertising in newspapers, street cars and 
store windows, the buying public was ac- 
quainted with the special offerings, and 
that quality at a fair price is a feature of 
East Avenue shops. 





Germany Copies American 
Patterns 


Washington, Oct. 27—That imitation is 
the sincerest form of flattery is apparent 
from the fact that German shoe manu- 
facturers are copying American products. 
The Department of Commerce is informed 
that German manufacturers import some 
shoe findings from this country and Great 
Britain. 

Heretofore, America has always been 
the largest foreign contr butor of shoes to 
the German market. British shoes were 
also imported, but to a much smaller 
extent. As a result of the present exchange 
situation, it is out of the question to ex- 
port American shoes to Germany. 
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BOSTON 


Featuring Wool Hosiery and Oxfords 


A Brilliant Array of Buckled Trimmed Low Shoes Are Moving 
Well—Merchants Opposed to Price Advances 


RISP November days have been 
responsible for the sale of many 
oxfords and silk and wool hosiery—also 
sik and all wools. Some of the stores 
are attractively featuring wool hosiery 
and brogues as a good combination for 
outdoor wear. Popular models are 
shown in checks, plaids and _ figures. 
Spats in nine-button to twelve-button 
lengths are also shown and are being 
sold, with the nine-button lengths the 
favorites. Spats are regarded by many 
men and women absolutely indispensable 
as an added protection proposition, so 
they are also moving right along in quick 
order from store shelves to feet. The 
stage has been definitely set for a good 
fall and winter business, with overshoes 
in the four buckle and novelty classes to 
appear a little later and make added trade 
for the stores. 

Prices, although no lower, are no higher 
to the public. In some cases, merchants 
have been obliged to pay more for re- 
placement goods, and some others are 
holding out against replacements at 
higher prices. As a whole, retail store 
folks are very much opposed to the:rais- 
ing of prices, as they feel that it will 
make for a falling off in business. 

While many stores sell readily at 
higher prices, the average of popular 
prices for the city is $5 in men’s; $7.50 
in women’s, and $3 in children’s. 


Says Prices Should Go Lower 


Said Henry Hagan, “The retail shoe 
merchant should keep prices down and 
even get them down lower if he would 
do a good volume of business. The mer- 
chant should not lay aside his present 
stock, but push it for all it is worth. He 
should not boost an advancing market. 

Asked in regard to the possibility of a 
return of boots, he said, ““Women folks 
are not going into boots this winter. Of 
course, there is always the type of woman, 
usually the elderly or middle aged matron 
who does not care a hang about the style. 
She will wear what she has always worn 
—high shoes in the winter time—and 
often in the summer time, but the woman 
who observes to any extent the decrees of 
fashion will stick to low shoes, because 
they are easily put on; they are com- 
fortable, healthy, and with silk and wool 
stockings and spats, or gaiters, as the 
weather requires, she has all the foot 
protection necessary. It is too late in 
the season now to think of any boot 
demand—there may be some perhaps next 
winter if they are talked about by the 
shoe stylists persistently enough. 


Among the new styles shown at Hagan’s 
is a bronze Colonial with shield tongue 
tipped with brown suede; a patent with 
silver beaded tongue in shield shape; also 
a brown brocaded Colonial with shield 
tongue outlined in brown suede; all of 
these styles carry a 15-8 Spanish heel. 


“Doing Rattling Business” 

“We are doing a rattling business,” 
said J. J. Buckley, manager of the Regal 
Shoe Store. “The most interesting thing 
to the consumer today is price and with 
our $6.80 shoe for men and women, our 
increase in business has been big. One 
of the very popular sellers in hosiery is a 
$1 mercerized which we sell at a very 
close profit.” 


Wirth Preparing For Christ- 
mas 


Goerge H. Wirth, head of George H. 
Wirth Company, has recently returned 
from New York, where he has been study- 
ing the style situation. He believes that 
Colonials will run well right through this 
fall, although the real high tongue Colo- 
nials are done. According to the swing 
of the style cycle, and the fact that a 
style is revived every few years, although 
perhaps in a modified form, Mr. Wirth 
believes that it is possible for boots to 
come back eventually—though not this 
winter. He cited the case of Colonials— 
and the fact that before they came back 
they had been threatening to return for at 
least two years. 

He noted some snappy cut-out oxfords, 
when in New York, that seemed to be 
quite popular; also straps and tongues— 
and by the way, Mr. Wirth is showing a 
brown brocaded Colonial with a gold 
shield buckle, which makes a very beau- 
tiful combination, and has been a good 
seller. 

His cartons for Christmas on hosiery 
and buckles have all been bought. These 
are in tones of brown to harmonize with 
his store fittings. They are distinctive 
and carry a little “ad” for the store. On 
the cover is printed, “Footwear of Wirth” 
George H. Wirth Company, 272 Boylston 
Street, Boston, Mass., near Arlington 
Street and Subway Station. 


Dainty Hosiery Importations 


The daintiest of the dainty in imported 
silk hosiery —we might describe it 
as a chiffon—has made its appear- 
ance at Thayer McNeil Co.’s Boyl- 
ston Street store. This is knitted by 
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Chipman-Harwood Co. 
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Castineaux, Paris, on a 52-gauge machine. 
So fine is the gauge that the knitted silk 
threads form almost a cobweb tissue. 
The manufacturer’s name is embroidered 
on the top of the stocking, just below the 
narrow hem, with hand finished edge. 
One of the models is in white, with em- 
broidered clocks. Another model in white 
has a lace front, embroidered with white 
and gold threads into which a touch of 
black was introduced and on either side 
were hand embroidered clocks, which 
stood like two stately sentinels guarding 
the shrine-like center. These stockings 
sell at $20 the pair. 

The Thayer McNeil Boylston Street 
store has some very beautiful buckles in 
French crystals with gold backs; also 
Paisley effects and artistic designs in cut 
steel and rhinestones. Their buckle de- 
partment is a veritable gem shop, ranging 
from the tiny button effects to the new 
long models of 24% to 3 inches high 
and about 2 inches wide. The vogue of 
brown and black is emphasized in bronze 
buckles on patent leather Colonials. 
There is almost no limit to the dainty 
creations for evening slipper decorations 
—such as gold and silver lace or black 
lace chenille trimmed velvets and silks. 
On the slides of many of the buckles, the 
costume may be matched by introducing 
a bit of harmonizing material. 


Retail Salesmen 
November 13 


The Boston Retail Shoe Salesmen’s 
Association will meet in the reading room 
of the Boston Shoe Trade’s Club on 
Monday evening, November 13, at 6.45 
P.M. After a business meeting, H. W. 
Miller, employment manager of Jordan 
Marsh Company will talk on “Analysis 
of Shoe Salesmen.” After Mr. Miller’s 
talk, the members present will be called 
upon for a four to five minutes’ talk on 
“What Can Association Work Do for the 
Individual?” It is planned to make the 
meeting short and “‘snappy”’ and to close 
the meeting at nine o’clock. The custom- 
ary dinner will be omitted. 


Meet 


Merchants Discuss Chuiist- 
mas Merchandising 


The Massachusetts Retail Shoe Mer- 
chants’ Association discussed Christmas 
merchandising plans at its November 8 
meeting. Three expert salesmen were on 
hand to demonstrate with merchandise 
how the retail shoe merchants can sell 
more goods to the holiday gift trade. 
Many new ideas were gleaned and mem- 
bers attending were unanimous in saying 
that this was a most interesting and 
profitable feature. 

The meeting took place at the Hotel 
Westminster and was preceded by a 
dinner at six o'clock, during which an 
entertainment from the Winter Garden 
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and the “Ole Plantation” took place. 
At 6.45 P.M., George W. Coleman, presi- 
dent of the Babson Institute, gave ; 
talk on Business Conditions. Mr. Cole 
man’s talk was followed by question: 
from the assembly. 

The Near East Problem was discussed 
by a traveler who had recently returned 
from this part of the world. - The effect 
of long skirts upon women’s footwear 
was discussed by Frank Phillips, head 
buyer of women’s suits and gowns at Wil- 
liam Filene’s Sons Company, with living 
models. 


Houghton & Dutton—50 
Years Old 


Houghton & Dutton Co., which com- 
pany among its other many departments, 
maintains a shoe department, is celebrat- 
ing this week its 50th anniversary with a 
big sale. 

In the story which accompanied the ad 
in one of the Sunday papers, it was 
claimed that Boston is the birthplace of 
the department store idea and that the 
man who first had the idea was Samuel S. 
Houghton, who submitted his idea to his 
cousin, R. H. Macy, a well-to-do captain 
of New Bedford. Mr. Macy thought so 
well of the plan that the two went to 
New York and established the firm of 
R. H. Macy & Co. After continuing with 
Mr. Macy for some time, Mr. Houghton 
returned to Boston in 1872 and opened a 
store of his own. After the great Boston 
fire of that year had wiped out the 
establishment of Benjamin F. Dutton, 
he formed a partnership with Mr.Hough- 
ton and here originated the second depart- 
ment store in America. 

This store has grown constantly from 
the start and now has a floor space of 
about ten acres. This store was among 


. the first to plainly mark each piece of 


merchandise with its selling price; to use 
odd prices, to employ women salespeople, 
to use a motor delivery system. They 
also claim to be the originators of Dollar 
Day. 


Shoe Manufacturer to Wed 


New York—Phillip Weinstein, owner of 
the Classic Shoe Company of Brooklyn, 
N. Y., will be married November 5, 1922, 
to Miss Celia Goodman, also of Brooklyn. 
Mr. Weinstein has been in the shoe manu- 
facturing business for the past five years 
and has been most successful. 


W. G. Greenwell Dead 


Washington, Nov. 7.—W. G. Greenwell, 
for the past 40 years actively identified 
with the shoe business in Washington died 
here October 26, from a complication of 
diseases. For the past thirty years the 
deceased was manager of one of the branch 
stores of Wm. Hahn & Company, a local 
shoe concern. 
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Smaller Tongues Gaining Ground 


Some Merchants Already Have Marked Down Prices on 
Larger Tongues; Fall Business Picks Up Slowly 


HE fall season is gaining ground in 
this vicinity for the reason that the 
weather has not been sufficiently cold for 
any protracted period of time to turn the 
consumer’s attention toward more sea- 
sonable footwear. Another point that 
many merchants have brought forth as an 
explanation for the lack of a sharp increase 
in business which was anticipated at this 
time, is the fact that there is little distinc- 
tion between summer and fall styles at 
present to interest the consumer. 
Colonials are practically the only new 
note in the style development here. As 
previously reported, the trend is decidedly 
toward the smaller tongue models. Al- 
ready some merchants have taken mark- 
downs on large-tongued Colonials placed 
in stock earlier in the season. There is 
some swing toward more welt shoes for fall, 
but not as much as was shown in what the 
retail merchants call the old normal fall 
seasons. By this they refer to the period 
before the quick style changes were intro- 
duced. 


Orthopedic Stores Selling Staples 


One of the peculiar changes that has 
come over the shoe business here, is the 
slight call that is registered for staple shoes 
in the ordinary shoe stores or shoe depart- 
ments of department stores. The call for 
staples continues to decrease, according to 
some merchants. Still, staple shoes are 
being sold in good quantity. The answer 
lies in the rapid growth of the orthopedic 
or corrective shoe stores. More of these 
are being opened continually, and from a 
careful check of several of them, it is evi- 
dent that their business is increasing. 

One such merchant, who handles no- 
thing but a corrective shoe, sizes up the 
situation as follows: 

“There are many people who for reason 
of comfort desire to have a pair of shoes 
for ordinary wear that will give them the 
utmost in the comfort they seek. Accord- 
ingly they buy a special shoe found in a 
shop such as ours. They also buy novelty 
shoes for dress occasions, but they go to 
the regular stores that have now centered 
their selling effort upon the novelty styles.” 

This man is a fervent advocate of spec- 
ialization, and while he does not condemn 
the selling of novelty shoes, he feels that 
the selling of both types cannot be prop- 
erly done in one store. 


Cantilever Shop Moves 


The Cantilever Boot Shop on West 39th 
Street, has been removed to West 40th 
Street, across from the Public Library. 


Wholesale Trade Gains 


._ The volume of wholesale trade in gen- 
eral in the New York Federal Reserve Dis- 
trict during the month of September, 
registered a gain of 10 per cent over that 
of September, 1921. This figure was com- 
piled from reports of 122 dealers in 10 
commodities, the bank reported in its 
October bulletin on business conditions. 
The gain in shoes was 2.2 per cent, but 
the volume of sales during September, 
1922, stood at 43 per cent, of those of Sep- 
tember, 1919. Taking that month as 100, 
September, 1920, showed 42 per cent; 
September, 1921, 42 per cent. 

Total net sales of department stores in 
the district in September gained 16 per 
cent over the.same month a year ago. 
Sales in 216 chain shoe stores in the dis- 
trict were 14 per cent larger than the total 
net sales in 185 stores in September last 
year. A drop of 2.7 per cent in the net 
sales of individual stores was shown, how- 
ever. The average price per pair sold by 
reporting stores declined from $3.87 per 
pair in September last year to $3.73, and 
the number of pairs sold increased 17.6 
per cent. 


Edmonds Closes New York 
Office 


The New York office of the Edmonds 
Shoe Company, Milwaukee, located at 
16 Hudson Street, has been closed and 
henceforth no stock will be carried in this 
center. A statement announcing the clos- 
ing of the office said that the volume of 
business received at the Milwaukee factory 
rendered the keeping of stock in New York 
an impossibility at present. 


J. B. Friedman Married 


J. B. Friedman of the firm of B. Fried- 
man, shoe wholesalers, 145 Duane Street, 
was married on October 24, to Miss Riesa 
Starr, daughter of Louis Starr of Spotts & 
Starr, real estate agent. 


New Store Opens in Harlem 


S. Cohen, formerly in the shoe business 
in Arizona,‘ has established the Milton 
Boot Shop at 2 East 125th Street, adding 
another to the many shoe stores that are 
now situated on Harlem’s best known 
shopping street. 


Fighting to Retain Subway 


Shoe merchants in the Brooklyn Eastern 
district are fighting to retain the proposed 
cross town subway leading from that dis- 
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Where to Buy 


Shoe Ornaments 





Colonial Tongues the Fashion 
fewer nonmmnres oe 


EDW. B.KAHN CO. 


BIO FULTON ST. BROOCKLYN,N.Y. 








D. W. COULTAS CO. 
Manufacturers 
RHINESTONE BUCKLES 


Big Demand 
WRITE FOR SAMPLES 


PROVIDENCE - - = R. 1. 











ee eal 
For tongues, beaded 
or plain, in all leather, 
satins, etc., all kinds 
of buckles and bows, 
write to 


Vanity Novelty Works 
913 Gates Ave. 
Brooklyn, N. 





“Just Enough Better To Be Thoroughly Worth While” 


BONGIOVANNI BROS. 
Largest Rhinestone Buckle 
Manufacturers in America 

High Class Buckles at Popular Prices 

2927 3rd Avenue N. Y. City 

















PARISIAN BEADING WORKS CO. 
1028 Arch Street, PHILADELPHIA. 








Where to Buy 


Shoe Illustrations 





Where to Buy 
Wanted Styles 


An Extra Editorial Service to 
‘Recorder’ readers, free for the ask- 
ing, with authentic information on 
current problems. 
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Standard Shoe monn 4 











EFFICIENT PATTERN SERVICE 











Waterproof 
Leather That 
Takesand Re 
tains a Polish 


Creese & Cook Co. $50""" 402 





Tanneries at Danvereport 








COATED GEM DUCK 
cam Ogg Tene CLOTH 


sory Rens Wane 
B. Ld Seyret 


Fermerty w aeaTON Supply Co 





Beggs & Cobb, Inc., Boston, Mass. 











Cut from the best 
oak ik leather for 








t We eqoes. Pres. 
w. G. DONALD, Vice-Pres. 
F. E. JONES, Treas. 


F. E. JONES CO. 


coors MAT KID 


COLORS 








95 South Street, Boston 





New England Wood Heel Co. 
Manufacturers of — 
Wood Heels and 
Wood Heel 
Machinery 
93 Essex Street 
Heverhill . Mase, 


trict. Philip Bender, shoe merchant of 
Grand Street, and president of the Eastern 
District Business Men’s Association is 
fighting the move to eliminate the proposed 
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subway from the plans. As vice-president 
of the Retail Shoe Dealers’ Association of 
New York he has enlisted the aid of that 
organization in the fight. 





BROCKTON 


Shipments Continue to Increase 


Show Gain of Nearly 14 Per Cent Over Last Month—Women’s 
Welt Production Increased by Geo. E. Keith Co. 


SUBSTANTIAL gain in shoe ship- 
ments from Brockton for the month 
of October is shown over the correspond- 
ing month a year ago. The figures for 
October of the present year are 50,285 
cases. For the same month a year ago 
the figures were 44,313 cases. Total ship- 
ments for Brockton for the 10 months of 
1922 were 503,675 cases. | 


Women’s Shoe Output Increased 


George E. Keith Company has in- 
creased the daily output of the No. 11 
factory where women’s welts are made, 
from 1400 to 1800 pairs. This division 
of the Keith Company plant is having an 
output, which is limited only by stitching 
room facilities. 


Governor Appreciates Shoes 


During the Brockton Fair Shoe Style 
Show, early in October, Chas. A. Eaton, 
Company, operated a factory in the base- 
ment of the Educational Building. On 
Governor's Day of the Fair, Governor 
Cox of Massachusetts, members of his 
staff and other notables were present. On 
that occasion, Chas. A. Eaton Company 
presented to Governor Cox a pair of shoes 
made for him in the Educational Building. 
These were tried on and approved. 
Later, equipped with trees and Cordo- 
Hyde laces from O. A. Miller Treeing 
Machine Company, the shoes were sent 
to the State House in Boston. A letter of 
appreciation was recently received by the 
Eaton Company written on executive 
stationary and signed personally by the 
governor. 


Concern to Open Branch Fac- 
tory 

Brockton Shoe Manufacturing 

Company is planning to establish an 

additional plant for the production of a 

lower grade of men’s shoes than is made 


The 


at the Brockton factory. In the local 
plant the daily production is approxi- 
mately 3600 pairs and the concern has 
orders ahead for about 200,000 pairs. In 
two towns near Brockton, offers have 
been made to this concern to build a 
modern plant. General Manager E. F. 
O’ Neil says that the concern has no inten- 
tion of removing its business from Brock- 
ton. There is, however, a probability 


that a branch factory will be established 
in a nearby town as soon as a location 
can be secured. 


Oldest Brockton Shoe House 


The Preston B. Keith Shoe Company 
reached on November 1, the 51st anni- 
versary of its establishment, the business 
having been started in 1871. Preston B. 
Keith, who founded the business, con- 
tinues as its active head and is in daily 
contact with its affairs. This concern 
enjoys the distinction of being the oldest 
shoe manufacturing concern in Brockton 
or vicinity from the standpoint of con- 
tinuous business. 


Old Colony Ad Club Meeting 


A large attendance of members and 
guests was registered at the October meet- 
ing and dinner of the Old Colony Ad 
Club, which was held October 26 at the 
private dining room in the South Station, 
Boston. This club, which is composed of 
men connected with the advertising and 
printing business in the Old Colony dis- 
trict of Massachusetts, is a flourishing 
organization. 

Special guests at the dinner included 
Louis A. Sherbano, shoe buyer for the 
L. R. Steel Corp., Buffalo, New York; 
and Thomas Tompkins of Northampton, 
England, representing John Marlow Com- 
pany, Ltd., shoe manufacturers. Both of 
these gentlemen spoke. Mr. Sherbano 
referred to the 1650 shoe stores which the 
corporation with which he is connected, 
plans to establish in the United States. 
Mr. Tompkins made reference to the shoe 
and leather products of Great Britain and 
the United States, and hoped to see the 
day when there might be an international 
shoe fair held alternately in the United 
States and England for the purpose of 
fostering the spirit of co-operation between 
the manufacturers of the two countries. 


Five Minute Talks by Members 

President I. Wendell Gammons, who 
officiated as toastmaster read a letter 
from President Field of the Brockton 
Agricultural Society appreciating the 
work of the club in connection with the 
shoe style show at the recent Brockton 
Fair. 

Five minute talks were given by the 
following members: George M. Rand, 
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sales manager Tolman Print, Inc., Brock- 
on, “When Catalogues are Late, Who is 
to Blame?”’; Troland Cleare, advertising 
manager of Field & Flint Co., Brockton, 
“The Value of a House Organ”; George 
W. R. Hill, Boot and Shoe Recorder, ‘“Where 
Business Papers Fit In’; Charles G. Swan- 
berg, In-Stock department of Lewis A. 
Crossett Company, “‘Stock Shot to Pieces, 
How to Get Around It”; Wilbur Longden, 


Tolman-Davidson Press, “‘Process Print- 
ing’; John J. Feeley, advertising manager, 
M. A. Packard Company, Brockton, 
“Handling the Kickers”; Leonard Leving 
of T. K. Hughes Company, Boston, ‘“The 
Value of Advertising Signs and Signs for 
Display Windows”; William Stedman 
Kent, Griffith-Stillings Press of Boston, 
“Going Around in Par,”’ as pertaining to 


_co-operation in business. 





LOUISVILLE 


Mild Weather Hurting Business 


Hosiery Sales, However, Are Good, Both Silks and Wools 
Being in Demand—Bulk of Business Done on 
Numbers Between $2 and $3 


HE mildest October weather in many 

years has resulted in rather light busi- 
ness during the greater part of the month. 
Local shoe merchants reported that when 
cool weather struck there was a good de- 
mand, but that volume as a whole has 
been but fair, especially in men’s shoes, 
which haven’t shown much general activ- 
ity. Hosiery sales have been good. There 
has been a very good demand for hosiery 
for women, in both silk and fine wools, im- 
ported stocks of wools being especially 
good, with chiffon. Popular prices start 
at around $2, with the bulk of demand at 
between $2 and $3. 


Oxfords and Straps in Lead 


Demand shows no material change, 
men’s shoes continuing about the same as 
last season. In women’s shoes the Colo- 
nial demand is slower, due to long skirts. 
Oxfords and one and two-strap pumps 
continue leading the way. Patent is good, 
along with tan calf, and combinations of 
suede and calf, while satin has been good 
all season. Plain leather has been gaining 
ground somewhat, although the two-tone 
effects are mighty good. For general util- 
ity wear the tan or Russia oxford is selling 
freely. 


With some cold or rainy weather, retail 
merchants believe that demand will be 
very active. Several report fair business 
and no real cause for complaint, but argue 
that with Louisville as prosperous as the 
city is at this time the shoe business should 
be heavy with normal business at hand. 


Plan Trip to Chicago 


The Louisville Retail Shoe Association 
held a meeting on October 31, principally 
to discuss plans for attending the National 
Shoe Retailers convention. It was decided 
to go again to Chicago in a body, and it is 
believed that about twenty will go from 
here. It is planned to stop at the Audito- 
rium Hotel. H. G. Schutz, of the Walk- 
Over Shop; Roger Dougherty; and J. C. 
Hero will look after necessary arrange- 


ments. This is the first meeting of the local 
club in a year. 


New Buster Brown Store 
Opened 


A new shoe store has opened at Sixth 
and Market Streets, to operate as the Bus- 
ter Brown Shoe Store, handing the Buster 
Brown and Brown Built lines, made over 
at St. Louis. Otto Slote is owner of the 
new store. At the present time the Buster 
Brown line is handled by Herman Straus 
& Sons Co. and John Zoll. 


Plans to Remodel Store 


W. J. Hamby, 638 South Eighteenth 
Street, operating one of the two Hamby 
Brothers’ shoe stores here, has taken out 
a building permit for improvements to the 
store. The Portland Avenue store was im- 
proved over a year ago with new windows, 
fixtures, etc. 


Col. Levy on Buying Trip 

Col. Fred Levy, of Levy Brothers, is 
spending three weeks in the East on a 
buying trip he being accompanied by some 
of his department managers, who are look- 
ing over various lines of merchandise for 
spring. 
Demonstrating Dr. Kahler 
Shoes 


G. A. Sutter, of the staff of Dr. P. Kah- 
ler, New York manufacturers of health 
shoes, was in Louisville on October 23 to 
25, for a special demonstration of this line 
of shoes in the shoe department of the 
Stewart Dry Goods Co., which handles 
them locally. 





New Shoe Stores 


LaFevre Shoe Store, Lima, Ohio. 

Goetz & Mittelman (M. A. Mittelman, 
Manager) (Miller¥Agency) 1448 Wood- 
ward Avenue, Detroit, Mich. 
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Engraving and Printing 
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CARTON LAB EI LS. "TAGS. 
SHOW CARDS. 


PRICE TICKETS, ae ETC. 











COLOR PRINTING DESIGNING 


CATALOGUES 
Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 
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ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for details of 
eur Special Printing Service for 
the Boot and Shoe Trade 
201 South Street, Boston, Mass. 
Telephone Beach 4960-4961 
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ASK FOR SAMPLES. 
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TOLMAN PRINT. Xe 
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Where to Buy 


Miscellaneous 

















Retail Shoe Sales Letters 


Five Copies, All Different, $3.00 
Check with Order 
Your Money Back if Not Satisfied 
F. S. ROOT COMPANY 


Sales Letters Specialists 
6 BEACON STREET BOSTON, MASS. 











DO YOU KNOW? 


that you can buy it—or 
sell it—through the 
“Where to Buy” columns. 
This feature in its quick 
service is a time saver in 
meeting immediate needs. 
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TURNS 


Registered_U. S. Patent Office 


Sizes 6-11, F-FF 


Brown Cab. Everett 

Brown Cab. Opera 

No. 137 Brown Kid Everett 

No. 167 Brown Kid Opera 

No. 1402X Brown Kid Romeo 

No. 122 Tan Kid Everett (full leather lined) 
No. 179 Tan Kid Opera (full leather lined) 
No. 16 Brown Kid Cavalier 


Price Range from $1.90 to $4 


ABBOTT SHOE CO. 


North Reading, Mass. 


Pacific Coast Representative, Stanley Turner 
Angeles Hotel, Los Angeles, California 


BOSTON OFFICE 
207 Essex Street 


No. 157 
No. 190 


CHICAGO OFFICE 
George B. Wright 


907 Security Building 
189 W. Madison St. 


NEW YORK OFFICE 
Fred Marx 


605 Marbridge Bldg. 
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natural prepared, each 
$1.25 ;lasting for 25 years, 
cost is $.05 per year. 

XMAS CATALOGUE 


No. 32 with illustrations 
in colors of Artificial 
Flowers, Plants, Vines, 
Baskets, Trees, Holly, 
and Poinsettias mailed 


FREE FOR THE ASKING. 


FRANK NETSCHERT INC. 
61 Barclay Street - - - - = New York, N. Y. 
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GROPING IN THE DARK 


Time was when the purchase of advertising space was 
a “blind groping in the dark.” Advertisers had no means 
of checking a publisher’s statement of circulation and 
often these figures were unreliable. 

In six years the Audit Bureau of Circulations has 
solved this perplexing problem. By a systematic analysis 
of distribution and methods this organization is able to 
supply just the deta an advertiser needs. The darkness 
is dispelled and the bright light of verified facts takes its 
place. Space buyers no longer find it necessary to grope 
in the dark. 

There are no dark spots in the Boot and Shoe Re- 
corder circulation. Our records are audited by the Audit 
Bureau of Circulations. 














The Beet and Shoe RF d 





November 11, 1922 


Men’s Turn Slippers 
For Immediate Shipment. In Stock 
Send In Your Order Now! 

‘“‘Their Sale 


Knows No 
Season’”’ 


FF 
Price $2.75 


In Stock 
Brown Kid Everett, 
Leather ng Ti and 
Sock, English 


Toe. 
F-FF. 
Price™$2.25 


“CLIFTON” 
Gem Duck 


Has Stood the Test of Years 


Used with our wet process, it pro- 
duces a perfect innersole, as it is 
easily formed in, and hugs the lip, 
producing strength where strength ts 
most needed. 


The Trade Prefers 
“‘Clifton’’ Gem Duck 
when once tried 


“Clifton” shoe covering cloths, also 
“Clifton” backing and plumping 
cloths give satisfactory results. 


CLIFTON MFG. CO. 


BROOKSIDE AVENUE, JAMAICA PLAIN 
BOSTON 30, MASS. 
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New Shoe Stores 


The Man’s Store (Preston Laird) 
Cameron, Texas, shoe department. 

Hanke Bros. & Co., 12th and Main Sts.., 
(Eugene Held, manager) Cincinnati, Ohio, 
shoe department. 

Buster Brown Shoe Store, Sixth and 
Market Sts., Louisville, Ky. 

The Newark Shoe Stores, (J. J. Peter- 
son, Manager) Birmingham, Ala. 

Edwin Clap Boot Shop (DeWitt C. 
Davis, Manager) South Hill Street, Los 
Angeles, Calif. 








FOR SALE 


LADIES large sample trunk, capacity 164 

samples, with 7 open trays, 2 grips, and a ym 
sonal tray in the cover. Original price, $175. ill 
sell for $110. Address Westcott Whitmore Co., 
217% W. Water St., Syracuse, N. Y. 


for SALE—REAL SHOE store in a real Indiana 
city. Everything desirable—location, trade, 








stock, equipment. Exceptional opportunity. 
Investigate at once. Address D-533, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 
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WANTED TO PURCHASE 








a 


CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 


KIRSCH-BLACHER CO., Inc. 
293 Church St., New York, N. Y. 
Phone Canal 0679 








DO YOU CONTEMPLATE 


Retiring or going out of business? 
1 will — Ax i oon entire or 


shoes. 
cSt tam tom ein ome. 
Established 25 years. 


I. OLENICK 
413 Broadway, New York. Tel. 9531 Canal 








aca eae ee fae 
me years our specialty = 
Beak and fore 
BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 


10 Beondwaz, Sroskiva 











OPPORTUNITY 








Shoe Manufacturer 
With Money to Invest 


Iam ready to invest up to $25,000 ina 
going shoe facturing busi 
preferably women’s turn shoes. Must 
be located not far from Boston. My 
experience has been thorough in both 
sales and manufacturing ends. Would 
want to take active part in the business. 
Will consider only a proposition that is 
fundamentally healthy. Address D-556 
care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 











Profitable Side Line 
for Shoe Salesmen 


A good line of standard hosiery which 
sells easily in shoe stores is available for 
shoe salesmen. No bulky samples— 
just three attractive numbers which 
sell themselves. Liberal commission 
ar rs t kes possible large ad- 
ditional profits from any territory. 

For particulars write D-559, care 
Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 

















WANTED TO PURCHASE 








SHOE STORES 
BOUGHT FOR CASH 


Retail or Wholesale Stocks 
Any Amount Write Me 
D. KOCH, 908 Putnam Ave., Brooklyn, N.Y. 








HIGHEST CASH PRICES PAID 
for entire shoe stocks. We also buy your 
surplus or slow sellers. Quantities no object. 
Retail or wholesale. Short term leases taken 


52 Lispenard Street, New York Ci 
purchase clothing 


We also , hats, a 
goods, etc. Phone Canal 4154 








Kalter Cerf. Mercantile Co., Inc. 
591 Broadway, New York Ci 
Phone Spring 5160-5161-51 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 BROADWAY NEW TORK, N.Y. 
PHONE—SPRING 9965 
WILL(SLOW SELLERS )FOR 
SURPLUS STOCKS 
BUY lentine stocks )CASH 








Bargeias ia shoes atweys on hand for special sales and berzaia basements 








MISCELLANEOUS 





FAMOUS GLASS 
FIXTURES 


Shown ir Catalog G. F. 


Wood Fixtures 
Catalog No. 14 


MISCELLANEOUS 
Artificial Flowers 
Catalog No. 19 


Window Valances 


In Stock —Ask for Samples 
Window Rugs and Plush 
Samples Sent 
The Hecht Fixture Co. 
Medinah Bldg. Wells and Jackson 
NEW YORK SHOW ROOM 
70 West 36th Street 
Just East of Broadway 





Chicago 














¢ JADDEDS 


MODERNIZE 
STORE METHODS 


To provide adequate 

storage facilities for shelf 
stock — to make it accessible 
and convement for clerks and 
stock men to handle with absolute 


My safety to insure quick service for 
yy wholesale or retail trade—mstall one 
r/c 

















or more MYERS NOISELESS 
: A. a —— ah oo 
Deep steps, 

grips, rubber tires, overhead track system, 
firm construction throughout, eliminate vibration 
and noise and produce a ladder of ample 
only — neat of design i 

easily 








2416 No. 10th St. 





ST. LOUIS, MO. 














SHOE STORE 
CHAIRS 
SETTEES 





WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN CO. 
1181 4th St. CINCINNATI, OHIO 








Information for Shoe Merchants 

“Where to Buy” constitutes a source of 
knowledge so that he who runs through these 
pages may read—and learn. 








_— 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


f i OSITIONS WANTED—Four cents ‘ord for each insertion. 
Recorder rates for space less than one-eighth page per i oan at aoe past Se roe 


issue: Minimum 
ioe) ae 7 times 13:times 26 times 52 tim ere ted,’ $1.25, Ade under this heading will be 
ace me es es inimum amount a un t ing Wi 
P 5. $3.50 $3.00 $2 50. received up to noon oa uesday of week of publication ‘date, When 
y . ’ advertisers desire answers to come in care of this office, twelve words 
7.00 6.00 5.00 must be allowed in each advertisement for address. When advertisers 
10.50 9.00 7.50 desire t to their 


16.00 14.00 12.00 10.00 Answers to ads must be sent under letter postage. ” 





Payment in advance is required, except when regular advertisers, as amounts are to small to open accounts 

















SALESMEN WANTED SALESMEN WANTED SALESMEN WANTED 


ALESMAN WANTED-—I have a $10,000 o ~ WANTED-—Salesman to carry short line of = 
ing for a first-class man to sell a line of ladi semi-dress welts. A solid line at 
turn pumps and oxfords to the jobbing trade, prices. Straight commission basis. State PL am ~vo 
Address, with references, D-570, care Boot and covered and e ience in first letter. La Crosse 
Shoe Recorder, Boston, Mass. Boot & Shoe Mfg. Co., La Crosse, Wis. 








SALESMEN WANTED 


We have the states of Ohio, Pennsyl- 
vamia, New York, Virginia, West Vir- 
nia, Illinois, Missouri and New Eng- 





WANTED—Resident salesman in South, Middle 

West, on the Coast, to represent a Brooklyn 

factory making novelty Goodyear turns. Give full 
rticulars and references. ddress K-661, care 

a pot and Shoe Recorder, 127 Duane St., New York 
ity. 





WANTE ~D—Shoe salesmen for high-grade men’s 
shoe department where real ability will result 
in an excellent future. Only those who can handle 
discriminating trade will be considered. § 

and commission. ag H. B. Colgrove, K. 
Watters Co., Buffalo, N. Y. 





WANTED — Experienced sandal and shoe sales- 
men to call on large department store and big 
retail trade; excellent line; prompt deliveries; rea- 
conable prices. Only live-wire men wanted. Greatly 

territory open in great 
many cities. Straight commission basis only. Give 
full details in first letter. Will consider confidential. 
Address D-575, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 








GALESMEN for specialty branded ladies’ silk 

hosiery to bonds five styles to the dry 

shoe and specialt oes, oa several territories cov 

and line now in ing. Address D-557, care 

a and Shoe Recorder, 207 South St., Boston, 
ass. 





GALESMEN wanted with retail experience, to 

sell on commission to retail and jobbing trade, 
a liae of men’s medium priced Goodyear welts. 

Territories covered: New York, New Jersey, Texas, 

Mississippi, [linois, Ohio and "Michigan. 

D-562, care Boot and Shoe Recorder, 207 South St., 

Boston, Mass. 





VVANTED | pr a Philadelphia 
wholesale shoe aed making a specialty of 
women's and children’s staples and novelties in 
Pittsburgh and surrounding territory. One that 
has experience on this territory erred, but not 
essential; but applicant must live in Pit Y 
Address D 542, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 








WANTED 


Traveling Salesman 


Splendid opportunity for first- 
class traveling salesman to con- 
nect with manufacturer of la- 
dies’ fine shoes with excellent 
reputation. We want a man 
who is now employed and has a 
large following among the bet- 
ter retailers and can show a suc- 
cessful record. To the man who 
can qualify this is an unusual 
opportunity and a wonderful 
future awaits him. All answers 
will be held in strict confidence, 
and no investigation will be 
made without the consent of 
the applicant. Address D-571, 
care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


nd States open for high grade sales- 
men. Do not write us unless you are 
a Go-Getter and can produce. Our 
combined lines, made in Milwaukee, 
consist of men’s — grade dress shoes 
= retail at $5, $6 and $7. A wonderful 
poapenes for the man who wants to 
big money. Unless you have an 
establie lished trade do not waste any 
time corresponding. We have the 
shoes and can give real service on de- 
liveries. What we want is men of a 
caliber and ability to sellthem. If 
are the right man write us in detail ~ 
Add D-564, care Boot 
and Shoe Recorder, 207 South St., 
Boston, Maas. 











SHOE SALESMEN ONLY WANTED— 
To —. as side line stitchdowns, 2 to 
5 and 5% to 8, ae specialty ona 
facturer of these sizes. Very good co 
mission. Territory Northern Tilinois, 
Northern Ohio. issouri, Michigan, 
Indiana, Nebraska, Wisconsin, Rocky 
Mountain Section, and Pennsylvania. 
We do not Job. NON-SLIP SHOE CO 
1627jLocust St., St. Louis, Mo. 




















GALESMEN with established trade wanted—to 
carry as side line = non-conflicting line, 15 
styles of Milwaukee work shors. Every style car- 
ried on the floor. 6% commission. The f lowing 
territories ord lifornia, Oregon, Montana, 
Wyoming, Utah, Idaho, New Mexico, Nebraska, 
North and South Dakota, Virginia, oa} Ar- 
kansas and Colorado. Coble Shoe Co. 2 East 
Water St., Milwaukee, Wis. 





West Virginia and 
South Eastern Ohio 


An established trade in West Virginia 
and South Eastern Ohio and surround- 
ings is left open, due to death of repre- 
sentative, and will be turned over to 
man who can give evidence of previous 
successful selli im that territory. 
Line consists of branded in-stock in- 
fants’ and children’s shoes adapted to 
that territory. Good commission. 
Drawing account as soon as ability is 

wn. For quick action have your 
letter of application include all par- 
ticulars. Address H. Malkin’s Sons, 
120 W. Broadway, New York City. 











Wanted---Salesmen 


FOR A 


LINE 


Men’s Shoes 


The kind of men wanted are probably 
now representing jobbers and know 
how to cover their field intensively, 
calling on every account frequently. 
They would like to carry a specialty 
line. To such men an exceptional op- 

unity is offered by a well-known, 
long - urer of 
men’s shoes. This company has 
launched a new in-stock proposition 
which is demonstrati tremen 

ibilities. The trade is eager for it. 

beral commission and permanent 
positions. State full particulars about 
yourself, — = ce and refer- 
ences in the first letter. All replies 
will ted mtially. Address 
D-569, care Boot and Shoe * 
207 South St., Boston, Mass. 








POSITION WANTED 


A YOUNG man, twenty-seven, with ten years of 
pat. experience would like to connect with 
house, as buyer, t, or r; best of 
references furnished. Address D-573, care R 
Shoe Recorder, 207 South St., Boston, Mass. 


GHOE BUYER, young man, twenty-six, with 
eight years of actual experience, knowing East- 
ern market ghly, would prove v valuable 
man to department store basement, in store 
organization, mail order house, or jobber; prefer 
position in Western city, and can furnish best of 
references. Services available immediately. 
Address D-568, one Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


ROBERT E. LEE, salesman in Pennsylvania and 
Ohio, is open for a line of shoes built by a repre- 
sentative factory. If you want sales in that terri- 

tory—wire or write me. Address 111 Atlantic Ave., 
Beachmont, Mass. 

















Practical Factory Man 
Looking for Opportunity 


I am thirty years of age. Have been 
connected with the production end of 
the shoe business for ten years. Under- 
stand thoroughly welt, turn, and Mc- 
Kay work and requirements. Familiar 
with the buying of findings and office 
management. Am energetic and have 
initiative. Opportunity, not salary, of 
principal consideration. Best of refer- 
ences furnished. Address D-577, care 
Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 
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as 35. Citin 


Tyee PERFECT 


Regular sizes—Wide widths 


soles. Perfect foot fitters. Guaranteed new 
and perfect. Paste board boxes, 24 pair 
tocase. Size runs 6-10, 6-11, 7-10 
and 7-11. E and EE wide. 
No. 395—Extra heavy 
retan, barnyard proof 
uppers. Clinch rein- 
forced. Grain leather 
insole. Soft tip. 
$] -95 
pair 
No. 370—Also the 
= po Army nat. 
ax calf uppers, 
— insole. Makes 
work ehee. 
| a Pair Guaranteed. 


$4 -70. 


pair 





— 


7 95 Guaranteas &e 79 
WEIGHT 


No hobnails. Both styles come with toe caps 


This is your opportunity to order the two 
finest work shoes values in America. Send for | case 
of each. Then send in your full order only if the sample 
cases convince you. Soft, pliable and full of solid 

wear. Heavy leather soles. Solid leather in- 


10% with order 





These shoes are priced 
low thata —_' cash turn- 
over is essent 

guaranteed as described 
or check returned. 


24 pr. $1.70 shoes—Deposit $4.00 
24 pr. $1.95 shoes—Deposit $4.50 
Immediate Delivery Guaranteed 
BRADLEY BOSTON CO., Dept. 3 
Boston 17, Mass. 




















POSITION WANTED 


AGENCY WANTED 








UYER OR MANAGER of shoe department 

desires position, department store preferred. 
Twelve years’ experience. t of references. 
Address K-660, care Boot and Shoe Recorder, 127 
Duane St., New York City. 





MANUFACTURER novelty McKay shoes need- 
ing twenty-nine-year-old, married, “executive 
bookkeeper,”” should communicate with Michael 
Jay Cohen, 400 Grand St., New York City. Tele- 
phone: Drydock 9971. 





FACTORY SUPERINTENDENT AND QUAL- 
ITY MAN, who knows how to keep costs down 
without sacrificing good shoemaking, who is now 
enployed, desires to connect with a live, hustling 
shoe factory that wants results. Thoroughly ex- 
Bee can in all branches of the business. Address 
554 care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 





LINE WANTED 


INE WANTED FOR NEW ENGLAND 

TERRITORY—Well-known traveling shoe 
salesman is desirous of securing a representative 
line of shoes for New England trade. t of — 
ences furnished. ddress D-574, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass 








W ANTED—Eastern line of medium-price ladies’, 

boys’, and youths’ welts for Pennsylvania 
territory. Good representative with five years’ 
experience. Will prove to be the man you want. 
Write P-16, care Boot and Shoe Recorder, 1420 
Widener Bldg., Philadelphia, Pa. 





W E have an opening for a line of men’s welts to 
wholesale at $2.85 and up. Lack of capi 
prevents our investment in such line, in addition 
to our women’s shoes, but want connection with 
manufacturer who would consider proposition on 
agreeable terms. Have eight hundred live accounts 
now, also best location | J mn traveling three 
men in this territory. Address D-537, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 





Low PRICED LINE women’s, misses’ and in- 
fants’ turns, to sell on commission to jobbing 
trade. Address D-563, care Boot and Shoe Re- 
. 207 South St., Boston Mass. 





Attention Manufacturers 
OF 


CHILDREN’S SHOES 
INFANTS’ SHOES 
FELT SLIPPERS 


A well satlichead [- 2, Ih 

sible Boston concern covering the en- 
tire U. S. and Canada desires sole 
distributing agency of children’s and 
infants’ shoes and felt slippers. Only 
first-class merchandise will be con- 
sidered. Excellent facilities for carry- 
ing stock. Please write to D-576, care 
Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 

















TO LEASE 


LEASE—SHOE DEPARTMENT—Newl 

altered, old established department store will 
lease ideal’ first-floor space of better-grade women’s, 
misses’, and children’s footwear. Ready in Janu 
Separate entrance, and show windows. Store within 
100 miles of Chicago, doing million annually. About 
$12,000 stock required. Owner (Christian) must 
manage department. Address D-567, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 








FOR SALE 


FoR SALE—Real shoe store, combined with 

haberdashery, in best town in West Tennessee. 

Location, trade, stock, equipment, lease, all most 

desirable. Established business in same location 

over thirty years. If interested address at once 

D-572, 30d and Shoe Recorder, 207 South St., 
ton, Mass. 


R SALE—Stock and fixtures of shoe store 

located in regs to settle an estate. 

footy « Alexander Lehrman, 36 Port- 
Boston, Mase. 
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PUBLISHED WEEKLY IN THE INTEREST 
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CAPITAL $150,000 
OFFICERS OF THE CORPORATTON 


CHARLES G. PHILLIPS, President 
EVERIT B. TERHUNE, Treas, and Gen'l Mgr. 
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PUBLISHER’S NOTICE 


SUBSCRIPTION—The subscription of the 
Boot and Shoe Recorder is $5.00 a i 
includes postage the 
Cuba, Hawaiian Islands, 
Philippine Islands and Mexico. The pries 

da is $6.00 a year, including postage. 


FOREIGN SUBSCRIPTION—The price to all 
foreign countries except the above is $10.00 
per year, including postage. 

All subscriptions are payable in advance. 


ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates 
for Wants, for Seles, etc., see Want 





OFFICES IN 


eo en 207 het Se, Ce 
lence reilatin to a departments 
be add to the Boston office. 
BROCE TOs OFFICE: 224 Moraine St. Gee. 
W. R. Hill, Manager. Telephone 507. 
CHICAGO OFFICE: 189 West Madison Ss. 
Telephone Main 1089. B.C. Bowen, Manager. 
ST. LOUIS OFFICE: 1627 Leoust & B. C. 
Bowen, Manager. 
NEW YORK OFFICE: Room 101, Graham Bidg., 
127 Duane St. H. Walter Scott, Manager 
Telephone 2425 Canal. 


PHILADELPHIA OFFICE: Suite 1420, Widener 
Building. H. Walter Scott, Manager. 
HAVERHILL OFFICE: Chamber of Commerce. 
Rooms, Haverhill National Bank Bldg. Geo. 
W. R. Hill, Manager. 
CINCINNATI OFFICE: 810 Second National 
Bank Bidg. H. M. Bowem, Manager. Tele 


ROCHESTER OFFICE: 623 Powers Bidg. 
Rossiter L. Seward, b may w York Repre- 
sentative. Telephone Mai 


LYNN OFFICE: Fred A. en 


or corr: Leonard E. Meyer 
B. C. Bowen, ), 405 Broadway. 
elephone Broadway A 
WASHINGTON OFFICE: William L. Daley, 
26 Jackson . N. W. 
PARIS OFFICE: 2 Rue des Italiens. L. Hab. 
rd, Manager. 

LONDON OFFICE: John C. C i 
Tp le ag my Rey — a 
AUSTRALIAN OFFICE: 430 Lit. Collins St. 

Melbourne. G. Jervis Manton, Manager. 
CONTINENTAL OFFICE: William Salamea, 
Manager, Wasagasse 2, Vienna, Austria. 
ARGERTTENAs Pocus Aires, Rivadavia, 2721, 
BRAZIL: _Gerente. Fag S. Fitch, 88 Rue 
General Camara. 88 
CHILE: Sentiags, Lan R Rosas 1123-1127. Otte 
Fubrimann, 
Crea: Mr. H. Gomes, Corrales, 2A Havana, 
me OFFICE: Yokohama. J. F. Wagen, 


anager. 
SPAIN: Gerente, Leoncio de Miguel, Likes 
Editor, 20 Fuecarral, Madrid. 
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75% IN STOCK 70sec 


36 pair case lots only. 
We guarantee their 
satisfaction, but we 
cannot send samples. 


Terms Net 30 Days 





Men’s imported hand turned, plaid, 
everett, full grain leather sole. Sizes Men’s 2602 


6 toll. Case Golo Slipper Company ey | hy and Khaki. Sizes 


129 Duane Street New York 
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(Paigseoee | DeLipp Footwear / tee, 


SMART RETAILERS 
BUY THEM AND SELL THEM 


DEGEN-LIPP, Inc. 


NEW YORK OFFICE Makers of FACTORY: 
607 MARBRIDGE BUILDING Women’s Best Turn Footwear BROOKLYN, N. Y. 


——— J 
TURN MODEL OF Wood Soles 
EXCLUSIVE STYLE Boots and Shoe 
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Full Oil Grain 
Leather, Water- 
proof Sole Leather 
Counters. High-cut 
Buckle Shoes $2.25 
High-cut Boots $4.25 
Riemer’s Steel 
Rims for Sole 
and Heel........ 50 


A. H. RIEMER SHOE CO. 
MILWAUKEE, WIS., U.S.A. 


Pat. Leather Pump, Gray Suede, Trimmed, 17-8 Louis sack 
or Spanish Heel, medium round toe \. GREELEY 
Same in Black Satin, Pat. Leather Trimmed . 
Same in Brown Satin, Brown Kid Trimmed BOUDOIRS BEST 
All ~ Fr —~ on 13-8 Spanish or Baby Louis, medium trial will 
round toe last. A a prove 
3 WEEK TERMS rs 
DELIVERY. 5% 10 DAYS 
: JSSIBLE FOR TRUE 
THE CLASSIC SHOE CO Fowton 
. me 
FACTORY AND SHOWROOM 


39-41 York Street ee ae A.W. GREELEY :: Haverhill, Mass. 


cor. Washington Brooklyn, N. Y. 
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JrOOTWEAR of the reign 
of Louis XIV is conspic- 
uous for its elegance. 


Shoes of today are more 
practical. Instead of mere 
elegance, we demand neat- 
ness and trimness. 


In footwear equipped with 
Diamond Brand Fast Color 
Eyelets, we obtain both 
these qualities. 


For your discriminating 
customers, specify Dia- 
mond Brand Eyelets when 
placing your next orders 
for shoes. 
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FT AND SUPPLE, YET TENA- 
OUSLY FIRM-—GLOWING,  VI- 
RANT COLORS. THESE ARE NEW 
DVANTAGES ADDED TO FOX FOOT- 
2, BY RAINBOW KID, THE LEATHER 
TH THE SOFTNESS OF KID 


DFIRMNESS OF CALF. BUCKLES 
D BROCADE, DELICATE TRACERY 
SATIN OR RAINBOW KID, SOFTLY 
DUNDED POLISHED SURFACES, 
EAMS OF REFLECTED LIGHT 


WONDER THAT THE MANY 
YLES OF FOX SLIPPERS, PUMPS 
D OXFORDS FASCINATE THE 
OPPER. 


ALL WONDER, ALSO, THAT SHOE 
YERS FAVOR THIS LONG PROFIT, 
DLUME LINE. 


harles K. Fox, Inc. 
averhill, Mass., U. S. A. 


Boston: 54 Lincoln Street. New York: Mar- 
bridge Building, Broadway and 34th Street, 
Room 632. Chicago: Great Northern Building. 
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T he Shoe for the A merican Gentleman 


The discriminating man wants style. He wants 
comfort. He wants value. He gets all three in the 
Certified Shoe. 

For a quarter of a century the same high standard 
of quality has been maintained in the Certified Shoe. 
Hence it is the safest buy for the dealer with a reputa- 


tion to maintain. 
Stock the two Big Sellers illustrated above: 


No. R 852 No. R matoag 

In Stock—Harvard Last, Carl Schmidt In Stock—Yale Carl Schmidt 

Tan Eric, 13 edge sole, Rubber heel. Black Eric, 14 edge aS Rubber heel, 
$5 green rope ‘stitch $5. 25 


No. R853—Same as above, except No. R 847—Same as No. R 846, in 
Black Eric. Tan Eric. 


Write for in-stock catalog 
and sample of handsome window sign 











STONEFIELD-EVANS SHOE GO. 


ROCKFORD, ILLINOIS 
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ai 
STANDARD 
KID 


GUARANTEED SELECTIONS 


THE Stanpand Wi0 © 
SosTou 


Advance orders which are already in greater 
volume than for several seasons indicate that more 
white shoes than ever will be worn next spring 
and summer. 


We are specialists in producing White Kid of 
the finest quality. 


We use specially selected skins which experi- 
ence has shown to give the best results. 


Remember this when you place you orders -- In- 


sist on STANDARD WHITE KID. 


The Standard Kid Co. 


BOSTON, MASS. 


Branches in New York, Philadelphia. 
Cincinnati, Chicago, St. Louis 


‘‘For Colors -- Standard Kid”’ 


WHITE GOLDEN BROWN NUT BROWN 
BRONZE MED. GRAY HAVANA BROWN 
FAWN CAMEL PEARL GRAY 


INUYUOAGOOONEUUUGOOQOEUUOAOOOUEOOGOOOOGEOUGOGSOUNEOOUGOCAOOUEOOOOOOONEOOOOGOOAEOOOOOOOOEEUOOOOONEOGGOOOREEOAGOOOAEEUUOOOGROOOOEOOONOOGUAOOEL 


The Beot and Shee Recorder will appreciate your mentioning the publication in replies te advertisements. 
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“Follow the Creighton Line’’ 


‘e) re) re) o) e) o)-. a) c)l« 
Oz, OnO0OrnA0CeaVCe On QP PaO OO” CA OCAOQCAOLO,, 


“= © 





we, 


IN STOCK 


STYLE NO. 428 


Brogue Oxford—Goodyear Welt 
8/8 Wingfoot Rubber Heel—Widths A to D 


Price $4.25 


Send for Fall stock catalog 


Boston Office—183 Essex Street 


A. AG (reighton 


Mass ° 














marc 
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OXFORDS 


In Stock 


50—ROUND TOE LAST 
reopkyrim Eric Calf Golf Pattern Lace Oxford, » Raber Heel, 


65—NOBBY FRENCHY LAS 
TL eeregeedy Calf Golf Pattern Lace Cates, Rubber Heel, A to D, 
-60 


65—NOBBY FRENCHY LAST 
12950—Black Kid Full Lig Ear = Pas Tip with Medallion 


Lace Oxford, Rubber Heel, 
13950—Mahogany Kid Full < Quarter: titration ee Tip with Me- 
8! 


dallion Lace Oxford, Rubber Ato D, 
50—ROUND TOE LAST 
12555—Black Kid Full Quarter Cap Toe Lace Oxford, Rubber t-1 


AA to D, 2% to 8 
13555—Mahogany =e Full Quarter Cap Toe Lace Oxford, i, Rubber 


Heel, AA to D, 2% w8.. eee 
GOODYEAR WELTS * 














BOOT AND SHOE RECORDER 











Dystem 
Standard 





NATIONAL PARK 


!) HIKING BOOTS*OXFORDS|) 
YEAR ROUND WEAR | 


No. 31508 No. 16312 be | 


16312—Mahogany Elk, 14 Inch Moccasin Toe, All Eyelet Boot, A to D, 
%w8 $6.50 


16310—Mahogany i> 14 Inch Regular Cap 1 Toe, Hook and Re 
Boot, A to D, 2% . $6.25 
pel 7 mm yA Eric Calf, Soft Plain Toe, Hooks, Eyelets one 
Stra»s, 14 Inch Boot, A to D, 2% to_8 $6.2 
33508—Black Eric Calf, Soft Plain Toe, Hooks, Eyelets and Gwrege, a 
Inch Boot, A to D, 2% to 8 . $6. 


No. 16302 No. 31504 


16300—Mahogany Elk, Soft Cap Toe, Gusset Tongue, Seamless A 
ther Quarter Lining, A to D, 24% to 8 $4. 
16500—Mahogany Elk Soft Cap Rs 1 Gusset Tongue, Seamless 4 
ther Quarter Lining, A to D, 2% to 8 $4. 

31504— Mahogan Ay yA Ste +4 Toe, Gusset Tongue, Seamless 
Leather Quarter ing, A 2% w8 $4.00 
33504—Same style as above in Black Eric Calf, A to D, 244 to 8. . $4.00 
16302—-Mahogany Elk Moccasin A+ Gusset Tongue, Seamless Lea- 
ther Quarter Lining, A to D, 244 to $4.25 





SPECIFICATIONS 


Choicest of Upper Rubber or Whole 
Leathers Leather Lift Heels 

Flexible Oak Bend Snug Fitting Heel 
Outer Soles Seats 

Counters 


Leather Genuine Goodyear 
and Inner Soles Welts 











THE JUVENILE SHOE CORPORATION 


OF AMERICA 


CARTHAGE 











MANUFACTURERS F MISSOURI 
“aie Saag a1 taate te Poier” 
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Fall Profits in Moccasins 


OLGEVILLE moccasins are becoming more and 
more popular for year-round service. They have 

no superior for genuine comfort in general house 
wear. [hey retain their shape and color after long 


and severe usage. 


You are missing a big opportunity to increase your 
fall profits if you fail to feature these Dolgeville 


moccasins. 


Dolgeville Felt Shoe Company 


Dolgeville, New York 





The Beot and Shee Recorder will appreciate your mentioning the publication in replies to advertisements. 








i” 


November 18, 1922 BOOT AND SHOE RECORDER 


“SMT i> — 
hh 


eo 


BUY MARIONS FOR YOUR BEST TRADE 


Well groomed men like Marion’s correct styles. 
“Just saw a pair of 801X on a young man’s feet 
and they look like a million dollars’ writes a city 
retailer. You will find it profitable to feature this 
big selling oxford. Varsity last. Fibre middle 
sole. Wingfoot heel. Order it right now in the 
height of the season. Get quick turnover and 
make more money. 


MARION SOLES ARE ALL OAK TANNED BENDS 


GALLUN’S 


BLACK NORWEGIAN 


801X 


IN STOCK 


B-C-D Widths 


$4.65 





MARION SHOE CO. 
MARION, INDIANA 








siseil LPPLTL I Fiteeeeree teers 


The Beet and Shee Recorder will appreciate your mentioning the publication in replies to advertisements. 
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No. 1300—All Patent, full 
quarter. Sizes, 3-8. In Stock 


Aristocrats! 


These six ACROBAT numbers surpass, if 

No. 1241—Black kid, possible, all our previous efforts to give our 

In Shek DE Price, dealers a line of children’s shoes of unques- 
$2.15 tioned leadership. 


Customers remember the wear and dealers 
remember the profit and turnover ACRO- 
BATS give them. 


A sample order is the best way to get the 
facts. Ask also for our latest catalog, 22F. 


No. 1310—Mahogany Lotus. 
Sizes, 5- . In Stock C-D-E 

$2.50 
B-C-D $2.85 
B-C-D. =. 


ee 


SHOES 


PATENTED DOUBLE WELT 


Shaft-Pierce Shoe Co. 


General Sales Office and Factories 


211 3rd ST. - FARIBAULT, MINN. 
No. 1250—Brown Bear, Sizes, 


— aL E... ict Specialist in’ Children’s Good Shoes Since 1892 


CHD-E.......cccccccecs $2.7 


No. 1321—Gun may mat top. Sizes, 5-8. In 
Stick C-D-E. - +. 82.40 
No. 1321—8 4 vp _* “Stock C-D-E 

No. 1321—11 14- -2. In Stock C-D 


No. 1. eed ‘af. Szes, 3-8. In 
Stock C-D eT 





The Beot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisementa 
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Dr. Edison Cushion Shoes 


Honest materials and perfect fitting qualities have long distinguished these 
shoes from other comfort footwear. 


IN STOCK 



































Either Style 





$6-50 


Net 30 Days 








Style B-0275-J Style B-0357-B 


Woman's Black Glazed Kid Turn Boot, Genesee last, poman'e Black Glazed Kid Welt Boot, Parade last, 
Three-quarter Fox, Lace, Kid Tip, Cushion Sole, 1% uarter Fox, Button, Kid Tip, Cushion Sole, 
inch — Heel. 1% eee weed Heel. 








As a result of an advertising*tampaign that is now being conducted in the Women’s 
leading magazines, women in all sections of the country are asking us to advise them 
where they may purchase Dr. Edison shoes. 


Size up on these styles, display them in your windows, and thus “Tie Up” your store 


with our National Advertising. 


Four popular styles carried in stock. 


UTZ & DUNN CO. 


ROCHESTER « NEW YORK 


DENVER OFFICE NEW YORK OFFICE LOS ANGELES OFFICE 
218 Charles Blidg., Denver, Colo. Bush Terminal Sales Building 709 ae Bldg., Los Angeles, Cal. 
TIGER & McNUTT 130-132_West 42nd St., Room 1521 C. McATEE. Representative 
Representatives S. A. McOMBER, Representative 
























































a 


The Boot and Shee Recorder will appreciate your mentioning the publication in replies te advertisements. 
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ARCH RELIEF SHOES 


“Comfort in Beautiful Footwear” 


No. 6011—In Stock, Black Kid No. 6005—In Stock, Black Kid 
Arch Relief Oxford. Goodyear Welt, Arch Relief Oxford, Goodyear Welt, 
12-8 Rubber Heel. Combination 13-8 Rubber Heel. Combination 
Last No. 118. Price $4.50 Last No. 131. Price $4.50 
No, 6010—Same as above, Brown No. 6004—Same as sbove, Brown 
Ss GUI nccccccwenccaved $5.35 $5.35 


And the Man That Makes the 
Money Sells Them What They 
Want 


One of the earliest lessons that the teacher learns is 
the value of comfortable footwear. 











This class of trade buys regularly and often—buys 
the best and most comfortable to be had—seeking 
comfort and relief first and style afterward. 


The RILEY ARCH RELIEF Shoe combines all of 
the features of corrective and supporting footwear 
with the most stylish and dainty designs—combines 
the height of comfort with beautiful footwear. 


Wearers of RILEY ARCH RELIEF SHOES buy 
and buy again for the combination last provides 
ample ball and toe room, a clean, close fitting heel 
gives comforting and satisfying support to the arch 
—complete relief from foot strains and troubles. 





The styles illustrated are carried on the floor for 
quick shipment. -|Order today. 


The RILEY SHOE MFG. CO 


COLUMBUS, OHIO 








te your mentioning the péBlication im repiies te advertizements. 











November 18, 1922 BOOT AND SHOE RECORDER 
































talog Showing Large Variet 
. "OF ba fest Geyl es on Request d 


ROHN SHOE MFG. Co ny 
4.14 -4% St Milwaukee is? 


The Beot and Shee Recorder will appreciate your mentioning the publication in replies to advertisementa. 
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The Doctor Says: 


“It takes more than books 
to make a man wise—but to 
be wise a2 man must have 
knowledge and there is a 
heap of knowledge to be got- 
ten out of books.”’ 










TOE-IN—WALK STRAIGHT 


THE 
| SHOE 


who want to step along 
for M e Tl and step lively. 
The DOCTOR, Jr. for Boys 





And you can turn knowl- ‘The same as the Doctor 
edge into money. For in- ae ts te o een 
stance, the shoe dealer who J ae 

knows what it means to Sense shoe. But it is a 
have men toe-in and walk mighty interesting story— 
straight gets more custom- and profitable, too. Just 
ers and more customers write us that you want a 
es aes ee: copy of “The Doctor and 
the Shoe Man’’—no charge 
—but therereally should be. 








Toe-in and walk-straight is 
just plain common sense. 


JOHN MEIER 


SHOE COMPANY 


SAINT LOUIS 
““Good Shoes for Men Since 1874’’ 








The Bect amd Shee Recorder will appreciate your mentioning-the publication in replies to advertisements. . 
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Arch Support Oxfords 
and Boots for Women 






Carried in Stock 
AAA to E 


Sizes up to 10 


Ready Sellers, 
Profit Makers and 
Trade Builders 






No. 470. Price $4.00 
Black Kid Oxford, Kid Tip, 
Welt, 13/8 Rubber Heel, 
Tremont Last 
No. 471. Same in Brown Kid 

Price $4.50 


If we have no agency 
in your city we advise 











95.00 getting in touch with No. 901. Price $5.00 
No. 920. Price $5. oO. . Price $5. 
814Inch Black Kid Lace, Kid” "earest salesman 46 tach Black Kid Lace, Kid 
Tip, Welt, 13/8 Rubber Heel, 27 "+" - "+ — Tip, Welt, 11/8 Rubber Heel, 
Tremont Last RK Princess Last 
No. 921. Same in Brown Kid No. 902. Same in Brown Kid 
Price $5.50 Price $5.50 
Thomson-Crooker Shoe Co. 
Boston 20, Mass. 

















f 
|SUPPORT 
a (HOR SON - CROORER 

snot ce 


<> 
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BOOT AND SHOE RECORDER November 18, 1922 











Our Latest Fall Colors 


“Bright As A Sunbeam 
Mellow As Moonlight” 


ACE BROWN 


A new medium brown 
Boarded 


ACE LYNNWOOD 


A new and slightly darker brown 
Smooth and Boarded 


J. S. BARNET & SONS, Inc. 


Tanneries Salesrooms, 75 Seuth St. 
LYNN, MASS., U.S. A. BOSTON, MASS., U. S. A. 


CABLE ADDRESS “TENRAB” 




















The Beot and Shee Recorder will appreciate your mentioning the pub.ice :+r in replies to advertisements. 
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The Uery Newest----At Popular Prices----Always | 


RUSSIA CALF VAMP BLACK CALF LACE 
OTTER BUCK QUAR- WALKING OXFORD 


TER AND TONGUE OYEAR WELT 
RUSSIA CALF INSERT — 
v-8 HEEL 


13-8 MILITARY 
COVERED HEEL 


MOCK TURN 


7 HE appeal of our styles 


creates the desire to possess. 


Whether it be the latest novelty 
or the accepted staple, it’s in our 
line. 


; 
: 
~ 


Wd WATE 





Women's Welts and McKays 


DONN D. SARGENT Co. 
SALEM, MASSACHUSETTS | 


FACTORIES BOSTON OFFICE 
407 BRIDGE STREET 105 ESSEX STREET 
Fwo Factories 
Capacity 5500 Pairs Daily 











The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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The sequel to any sale of Lundin Shoes is—another sale of 
Lundin Shoes. They repeat because they give the buyer all of his 
money's worth, in long wear, comfort and good looks. 


Salesmen are now showing an unusually handsome and com- 
plete spring line, topnotchers in the seven years’ history of 


Lundin SHOES 
TO RETAIL AT $5, $6 AND $7. 
The Lundin Shoe 
The Shoe of Constant Quality 


LUND-WILLIAMS SHOE Co. 


MANUFACTURERS 
ST.LOUIS U.S.A. 


If there is no Gndin Dealer in your town 
write for our proposition. 
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B 1496 


Boarded Red 
Bal. Oxford 
Bogey Last 
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IT WOULD BENEFIT | 
YOU TO TIE 428 
YOUR STORE TO; 
ARNOLD’S GLOVE- feaJ/™ ‘By 
GRIP ADVERTISING 7 A\34 











There’s personal satisfaction as well as profit in fitting men 
and women to shoes that insure foot-happiness. 


“Glove-Grip” shoes have made millions of weak feet strong. 
Strong feet have been kept vigorous. The gratitude of the 
public is shown ina constantly widening market. 


Your stock may be as heavy or light as you 
wish it. Weshipas wanted, to order shoes, 
or shoes from stock. The principal thing is 
to carry most wanted styles featured in our 
catalogue. Once started in selling ““Glove- 
Grip” shoes, you 

will only regret that 

you were so long 

without them. 


SEND FOR 


Fac-simile of half-page advertise- rt ype 


ment which appeared in the Satur- 
day Evening Post, October 28, 1922. 


M.N. ARNOLDSHOECO. 


Makers of “Glove-Grip” and “Kin ality” Shoes Model S-467—Men’s “Glove-Grip” Panama Com- 
P 8 Qu y Sh bination. Made of Glazed Ka rol Carries 9-8 half 
eel. Sizes AAAA-A, to 11; AA-B, 6 to 11; 


NORTH ABINGTON ‘ . MASS, #5 et ee erie 


Boston Office: 10 High Street New York Office: 127 Duane Street Model tien i nS da Tobacco Brown Kid- 


|_| 
2. 
| 

| 

| 
| 
| 

j 

| 

| 

| 

| 
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D | 
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A POPULAR SHOE WITH PRICE 
INDUCEMENT 











——— —$___ 











STYLE No. 3012 























Black Calf Oxford—Short Wing Tip 
Goodyear Welt 
Also in Brown Calf and Patent Leather 
Heel 8-8, 9-8, or 12-8 Leather or Rubber 
Price $3.50 
Less 5% discount in 10 days 
MADE WITH LARKIDE suPERIoR WEAR- 
ING SOLE. DRESSY, COMFORTABLE, 
DAMP-PROOF. 
Quick Delivery Assured 
Please refer to this adv. with your order 
Makers of Women’s Goodyear Welt and . 
Turn Type Footwear 
SALESROOM FACTORY 
10 High Street ; A and Athens St. 
Boston, Mass. Boston 27, Mass. 
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SALTONSTALL SHOE CO. 


HAVERHILL 
MASSACHUSETTS 


TEN STYLES 


IN STOCK idsitibnians 


REAL VALUES Lipne-edec ige ‘welt. 14-8 8 Cuban ay Win foot 

eee Fe, Popes 1 Strap. Light- PE Fee ccccctcccceesvccses 

<a “Sete Pine Block as 3 BBCode Vere.” Pat 3 Sea. Lhe 
Light-edge welt, 148 LXV. heel ee ae 


| og “Marie,” Fine Black Kid Oxford. 
Ypadyenr welt, light-edge 12-8 Cuban heel, 
Wingfoot rubber top. Price .......... $3.75 


B705—Code “Nita,” Patent 1 Strap. Black 
ooze trimming, light-edge welt, 14-8 GPSS 


B704—Code “Clover,”’ Patent Colonial. Light- heel, Wingfoot rubber top. Price 
edge welt, 14-8 LXV heel. Price 25 


B707—Code “Jean,” Van ke Brown Russia 
Calf Oxford. Goodyear welt, light-edge 12-8 
Cuban heel, Wingfoot rubber top. Price, $3.85 
SIZES AND WIDTHS 
AA4to8 a +43 to : 
B3 to 8 % to 
: HOLIDAY SPECIAL 


T : 5% 10 Days, 2% 30 Days : 
B50S—Code “Lily.” Black Satin Colonial ee Sa ee ¥ Fe Fn Ruby." Black Satin J. Stra 
- c urn et stee! in, ee 
wen, _Etnched. congue, 16-5 LXV 5 SEND FOR LOOSE LEAF CATALOG  fPrise...-:..---:c-c-ecee: Barren $4.50 


Pevovcconncceececesduabdens caceunnd . 


——SPECIAL FEATURES—— 
Light Edge Welts, stylish and dainty as turns. 


N. B.—Our shoes are produced under personal supervision in the Witherell & Dobbins Co.'s new factory, 
‘the finest equipped plant for fine turn shoemaking we know. 


(QUICK DELIVERY GUARANTEED) 


SALTONSTALL SHOE CO., 170 Washington St., Haverhill, Mass. 





The Beot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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GOOD SHOES 


for Boys 


They are all that good leather and good workman- 
ship can make them. Goodyear welt, full 
leather throughout with full vamps, blind eyelets, 
French last—Ready for immediate delivery. 


No. 920—Mahogany Lace 
Goodyear Welt 
French Last. Scroll Tip, 
Wingfoot Rubber Heel 


D 2%-5% $3.00 
2.75 
D 10 - 1344 2.35 





Manufacturers 


DISTRIBUTING HOUSES 
51 No. 3rd St., Philadelphia, Pa. 
923 Penn Ave. Pittsburgh, Pa. 
123 Duane St., New York, N. Y. 
100 Summer St. Boston, Mass 
1408 Washington Ave., St. Louis ¢Mo. 
312-318 W. Munroe St., Chicago, Ill. 
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They Wanted 100 Dozen a Week-V« 


This gives you an tdea of how they’re ogng 


Tr HN 


TYLE authorities among retailers and 
manufacturers, tell us that TENU-TAN 
is the big new colored calfskin for next spring. 
This is confirmed by the orders that are 


pouring in upon us. 


TENU-TAN is the correct answer to the call 
for a really new lighter shade of tan. 


Our Other Pa C 


No. 53 RUSKINRED No.73 TEAZEL TAN No. 


‘* Lawrence Leatht 


A. C. LAWRENCE 


161 SOUTH STREE 


NEW YORK PHILADELPHIA 
ROCHESTER CINCINNATI 
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e Promised 100 Dozen a Month 


TENU-TAN has an absolutely non-pigment 
finish and is pure aniline dyed, as are all 


our new colored calfskins which have become 
the talk of the trade. 








To make such a leather and attain a high 
degree of uniformity is the problem of long 
standing which our laboratories have solved. 


er P@ Colors Are: 


lo. BENGAL BROWN No. 82 BAYWOOD BROWN 


m Reliable Leathers”’ 


ATHER COMPANY 


STON, MASS. 


CHICAGO ST. LOUIS 
MILWAUKEE 
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Ladies’ 


Patent Colt Wishbone, Full 
Louis Heel, Turn 

A, B and C $4.7: 
No. B 1635—Black Satin Wishbone, F 
Louis Heel, Turn. 


No. B 1634 


A, Band C 


No. B 1675—Black Satin One Strap, Cuban 
Covered Heel, Turn. 


No. B 48-1—Same as above, 
Quarter, McKay. 


$4.00 
Brocaded 


C wide only 


No. B 54—Gun Calf Brogue Oxford, 9-8 
Leather Heel, Rubber Top Lift, Modified 
French Last, Welt. 

Ato D $3.85 
No. B 54X—Same as gepere: in Fine Tan Calf 


No. B 55—Black Calf Suede Two Strap, 
patent Colt Inla , Patent Shield, Wing Tip. 
A Winner. 9-8 cel, Welt. 

a OO BD ecccceseteet eee eee $4.00 


Smart Footwear 


IN STOCK 


No. B 1677—Black Suede One Strap, Louis 


"C overed Heel, Turn. 
A, B and C.. $5.00 
No. B i Gray Ne Nubuck, Full Louis 
urn 


$5.00 
2800—Biack Kid a Strap, Full 
Louis Heel, 


$4.00 
No. 'B 1691—Silver Cloth One Strap, Full 
A aw Heel, Turn. 
AA, A, Ba 


$6.50 
No. B ian... <a Full Louis Heel, 
A, B and C $4.50 
No. B 1695—Black "Tara, Junior Louis Heel, 


to C 
No. B 1685—Black eo Full Louis Heel, 
Turn. 
AtoD 
No. B 1671—White Norfolk Kid, Full Louis 
Heel, Turn. 

OO ey 
No. B 1672—White Norfolk Kid, Turn, 
Junior Louis Heel. 

AtoD : ... $5.00 
No. B_ 1637—Black Satin One Strap, Fuil 
Louis Covered Heel, Turn, Blue Silk Fancy 

Stitched Vamp. 

A and C .$4.75 
No. B 500—Black Satin One "Strap, Full 
Louis Heel, McKay. 

A, B,C and D. 


No. B 501—Black Satin McKay, as 
B Vamp and S$ 


B 502—Black Satin, Brocade Quarter, 
Full Louis Heel, McKay. 


oD $2.85 
No. B 503—Patent Colt One Strap, Full 
Louis Heel, Turn. 
A, B, Cand D 


Send for Catalogue 


B39 


150 Up-to-the-Minute Styles in 
Welts, Turns and McKays— 
Ready to Ship 


The WESTCOTT 
WHITMORE CO. 


SYRACUSE, NEW YORK 


Specialists in Women’s 


Footwear 


oN 


B 1533—Black Satin Colonial, Full 
Louis Heel, Turn. 


$4.60 
—Patent Leather Colonial, Full 
Louis Heel, Turn. 


No. B 1700—Patent Colt Theo Tie, Otter 
rs Insert, Full Louis Covered Heel, Turn. 
A, B and C widths $5.00 


™! 


No. B'10—Patent Colt’ -_ oumae. Flat 7-8 
oe Rubber Top Lift, 


A, B, Cand D 


No. B 2712—Dull Kid Beaded One ‘es 
at Louis Covered Heel, Turn 


‘Sho Shest and Ghee Hescefer wil appesdians pour catmthuatay Go guitietion te caliies 00 adeestnenents. = 
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“Blazes the Trail 
to Health” 






\y 


X 


% 


wo 







* 
Pea 
ee 


The Shoe that is 


ndorsed by 20,000,000 Wo men 
= 


; EVER in the history of footwear has there been so great an organ- H 
N ized effort to improve the health of American women as that 
made by the Women’s Foundation for Health, participated in by 
fifteen of the largest national associations of women. 


With the most elaborate laboratory facilities, with the best medical 
advice, and with the most skilled orthopedists and shoe manufacturers, 
The Foundation has designed and modeled the Trail Blazer Shoe. 


Trail Blazers are not corrective shoes. They are health shoes for 
women. 


Some of the largest retail dealers in America have already arranged 
to supply stores with complete lines of this most remarkable of women’s 
shoes. The Trail Blazer presents an opportunity to live dealers never 
before known. 


Organized American womanhood stands behind this effort. 
The shoe dealer that takes advantage of the opportunity 
offered now may have the most valuable shoe proper- 
ty in his city or his district. 















Otter 
Turn. 






$5.00 
























| 7-8 
3.50 






Only the most reliable and best shoe dealers 
are invited tocarry the Trail Blazer shoe. 








For exclusive representation 
in your community, 
write immediately to 


The Foundation Sales Corp. 


341 Classon Ave. 
Brooklyn, N. Y. 
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sale that does not “repeat’’ is just so 
much lost opportunity. 


WEBER Union-made SHOES have the 
inherent value that keeps the customer 
coming back each season. 


Weber Bros. Shoe Co. 


NORTH ADAMS, MASS. to. 


New York Office: 1328 Broadway, Marbridge Bldg., H. Harris, Rep. 





The ‘Famous 


Pr, op 


215—Dark Tan Veal, Bordo Last, 
Wingfoot Heel. 











November 18, 1929 @ No 

















THE LINING THAT BRACES THE SHOE 


KALLMAN 


Guaranteed Weight 


SHOE LININGS 


For uniform quality, for longer wear, for better appear- 
ance inside the shoe, use one of the KALLMAN Guaran- 


teed Weight SHOE LININGS. 


In Twills, Drills, Ducks, each stamped with its weights. 
Also Flannels, Felt Sock Linings, Top Facings. 











Sole Distributors for 


H. S. & M.W.SNYDER © 


INC. 


Manufacturers of 
ATHENA 
CHROME KID 


Black, White, Havana, Gray, 
Champagne, Red, Golden 
and other demanded colers. 
Ebony Cabrettas 
in Black and Colors. 


Kallman-Newcomb Company 


61-65 SOUTH STREET 


KALLMAN-NEWCOMB CO. A. R. MUELLER & CO. 
Cincinnati, O. Milwaukee, Wis. 


BOSTON, MASS. 


A. M. ROBLER 
St. Louis, Me. 
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No. 623—Patent Leashes Two Strap Pump, ae 
Last, 14-8 Ato D $5. No. 62/—Patent One- rep Pump, Phyllis Lon, 
$5. 








Heel, 


—F our New Ones Reapy— 


Goodyear Welt. 14— 
No. 622—Same as above, in Black Kid...... $5. rd 


A Mark of Quality 


In the Crooker & Morse numbers, you will find that bit of 
newness and style so much sought by women customers. 
Our designers work for unusual effects, and we price the 
finished shoe moderately, considering the quality materials 
used and the expert workmanship. 


Our desire to serve you with new styles is strengthened by 
our policy of getting the shoes you order to you on time. 
You will find it areal pleasure to deal with Crooker & Morse, 
as scores of successful merchants will testify. 





CROOKER & 








No. 434—Black Boarded Calf, Heavy Sole, Good- Oxford. 12-8 Heel. 


MORSE, Ine. 


Bridgewater, 
Mass. 


Your order gets 
immediate 
No. 520—Kid Oxford, Goodyear Welt. eo 


delivery ! Top Lift. 12-8 Heel. Lucille Last 
" No. 5/0—Same style as above, Patent_Leather 
ucilie Last, Leather Topi 


tis Walt, Long Wing Tip, Rubber Top e, 
azel Last, 10-8 Heel. AA to D $5. 
No. 430—Same Style, Victoria B.own Gale No. ae Some style as above. Tan ane 


AA to D 


ciate your mentioning the publication in replies to advertisements. 
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Don’t Say Crude Rubber Soles 


"RA JAH 


PAT. OFF. 


A special process originated by 
us makes RAJAH soles en- 
tirely different in results from 
the ordinary crude rubber sole. 





Noted manufacturers of high 
grade sport shoes pronounce 
RAJAH as the most perfect 
sport shoe soles they have ever 
used. 


Give your customers 
the. best sport soles they 
have ever worn. They 
will remember where 
they obtained them. 





Do not be misled. 
There is only one 
genuine RAJAH 
Sole. Manufac- 


Ajred Hale Rubber Alfred Hale Rubber Co. 
We also hold the Atlantic, Mass. 


copyright to this 
name. 
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Black Satin Quarter and Vamp. 
Trimmings of Black Suede Calf. 
22 Last—-13-8 Black Suede Cov- 
ered. Cuban Heel 


THE ABOVE STYLE WILL BE CARRIED 
IN STOCK 


by 
CHARLES MEIS SHOE CO. 
806 Walnut Street 
CINCINNATI - - OHIO 


on or about December first. 


If this distributor does not cover your territory, write 
us for name of nearest wholesaler who does. 


P. J. Harney Shoe Co., favorably known for its novel 
footwear effects, now presents the above number, which 
is a welt, yet possesses the lightness of a turn. 


In it you will find the quality materials, the careful 
craftsmanship and originality of design so characteris- 
tic of Harney shoemaking. It will pay you to try out for 
yourself the selling possibilities of this new style. 


D J.H HARNEY SHOE CO.: 


*- MASS. 
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IN STOCK 


FOR IMMEDIATE SHIPMENT 


Goodyear welt, smoked elk uppers, lace-to-toe 
ae no lining, single chrome sole, wedge 
eel. 


In Stock—C, D and E widths 


Profit and New Business 


will come to you with these shoes of 
many uses. 


Originally intended for bowling, but now 
used extensively for general ouldoor wear 
where light, flexible soles are desired. 


In Mens’, Boys’, Youths’ and Little Gent’s Sizes 


Write for Samples and Prices 
Manufacturers 


Witchell -Scheill Co. 


BOOTS 
OUTING and ATHLETIC 
FOOTWEAR 


DETROIT MICHIGAN 





a 





Real Welts 


To Retail at $5.00 


WE make these splendid values in our own 


factory, shown above, and sell them direct 


to you at one profit. 

Some of the largest shoe departments, where 
strict maintenance of value is the basic rule, are 
our regular customers. 


In Stockh—To Rush 


Style No. 504—Pifister 
& Vogel’s black gun 
metal calf oxford. 8 
Rubber heel. Widths C 
and D. 


Price 


$3.15 


No less than twelve 
pairs sold of any one 
width. 


Style No. 505—Ladies’ 
genuine black kid, 
straight lace oxford. 
13-8 Rubber heel. 
Widths C and D. 


Price 


$3.15 


No less than twelve 
pairs sold of any one 
width. 


These shoes give your customers the value they have a 
right to expect for five dollars. 

No skimping, either inside or out. Let us send samples 
right out of the case to prove them. 


Nathan & White Shoe Co. 


Manufacturers of Goodyear Welt 
Shoes for Women 


Malden, Mass. 


Terms 5%—10 days 
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Goding Styles 


31 


These numbers are indicative of the smartness you may expect in the 
new line of Goding Shoes for Spring. You'll always find 


Goding styles right at the head of the procession. 


No. 119 


Rueping’s Black Calumet Grain 
Calf—Varsity last—shield tip— 
stitched four rows—heavy single 
sole—Wingfoot heel. 


$5.65 


(First grade) 


o <@ Py, ae 
HE ff Roll UY SHOE 
el ~_ 


No. 124 


Rueping's Smooth Black Calf— 
Varsity last—four rows upper 
stitching with harness stitch be- 
tween—large diamond shaped 
eyelets—special double cord ti 
stitching—heavy single sole wi 
heavy rope stitching—stitched 
heel seat—Wingfoot heel. 
$5.95 
(First grade) 


Made up for six weeks delivery 
All solid leather construction 


No. 225 


Rueping’s Ruby Red Smooth 
Calf Yale last—two and two 
vamp and tip stitching—special 
deep fold tip—a shoe that ex- 
presses the true elegance of 
simplicity. 


$5.15 
(Second grade) 


THE GODING SHOE COMPANY 
833-855 W. Chicago Ave., Chicago 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisementa 
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IMMEDIATE SHIPMENT ON THE 

TWO STYLES OF MEN’S SHOES 

OF THE HIGHEST GRADE—A 

CLASS OF MANUFACTURE 

Quality Shoes far WITH WHICH THIS FIRM HAS 
ALWAYS BEEN IDENTIFIED— 

‘Men and Women WILL BE APPRECIATED BY 
RETAIL MERCHANTS REQUIR- 

ING SHOES OF THIS QUALITY. 

THE NUMBERS ILLUSTRATED 

ARE TWO OF SEVERAL STYLES 

WE ARE NOW CARRYING IN 

STOCK IN BOTH OXFORDS AND 
HIGH SHOES. ; 


2714. TAN CALF BAL. $8.25 
2814. BLACK CALF BAL. 8.25 


aais. rancar oxrono winter JAMES A. BANISTER COMPANY 


WEIGHT 
370-386 ORANGE ST. NEWARK N. J. 


Tried ma ‘Tad for Three Years 


OUR 


PATENT O71 e-) LEATHER 


Fine and Soft 


Has only to be seen to be 
appreciated by repeat orders 


C. D. Kepner Leather Co. 


139 South St., Boston, Mass. 
212 W. Lake St., Chicago, IIl. 
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KINNER quality in shoe satin, 
just as Skinner quality in lining 
satins, assures long wear. 


Skinner’s Shoe Satin is made es- 
pecially for use in shoes -—eztra 
strong . 


Immediate deliveries on all grades. 


Skinner's 
Shoe Satin 


WILLIAM SKINNER & SONS 
NEW YORK CITY 
BOSTON CHICAGO PHILADELPHIA 


Established 1848 





‘Look for the name in the selvage.”’ 


\ . f _~ . 
—— i 


paws SSO ee 


=e 





te your mentioning the publication in replies to advertisementc 

















RENCH.SHRINER & URNER 


MENS SHOES 


The BROGUE— 


in Black Scotch Grain 
in Tan Scotch Grain 


Aside from the splendid 
workmanship and spe- 
cially selected materials 
that go into French, 
Ge BROGUE Shriner © Urner Bro- 
gues, is a rare grace and 

HONE he, CES smartness that makes 

wide shank, and . 

this style extremely pop- 

ular with the better 


No. 107—Tan Scotch Grain Oxford dressed class of men 
No. 173—Blk. Scotch Grain Oxford 





heavy sole 








Dealers who sell French, Shriner & Urner 
shoes are finding an immediate 
demand for the Brogue 








Immediate Deliveries 
from Stock 


FRENCH, SHRINER @ URNER 


Factory and Salesrooms: 63 Melcher Street, Boston, Massachusetts 


Superiority fuilt in, FEN Re ER NVot Rubbed On 


The Boot and Shoe Récérder will appreciate your mentioning the publication in replies to advertisements. 



































Here are four styles of Menihan Arch-Aid Shoes carried in stock— 
There are sixteen other;numbers. 


Write for catalog and details concerning the wonderful merchandizing proposition offered in connection 


with Menihan Arch-Aid Shoes 


é In 
Stock 


No. W507—Black Glace Kid Lace Oxford, : W307—Black Gl d Lace Oxford, 
12-8 solid leather heel with Wingfoot Rub- Sizes: we solid her te pat ' Wingfoot Rub. 
Price, $5.85 In Stock Price, $5.85 


o-——< to 12 





No. W807—Havana Brown Kid Lace Oxford, | AAA ———3 to 12 w407— "Kid Lace Oxford 

12-8 solid leather heel with Wingfoot Rub- pans: to 12 ws ob ne Ladd ah Winches Rub- 
Price, $6.50 } ie. in Price, $6.50 

—| tol2 : 

—I| tol2 

—3 tol2 

—4 tol2 




















MANUFACTURERS & DISTRIBUTORS 


Rochester WW-C 
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A Quality Line of 
SILK andWOOL 


2 
g 
; 
: 
. 
: 
: 














Ladies’ Hose in Thirteen Colors, in- 
cluding all the late shades and an at- 
tractive assortment of clockings: Beav- 
er, Smoke, Chestnut, Beige, Black, 
Blue, and Cordovan. 


No. 445—Plain, per doz 
No. 600—Clocked, per doz 


Men’s Half Hose in Ten Popular 
Colors and Assortment of Clockings in 
Desired Combinations: Taupe, Slate, 
Chestnut, Blue or Cordovan, and other 
shades. 


No. 300—Plain, per doz 
No. 305—Clocked, per doz 


Ideal for Shoe Store Sale; 


CLOSE concentration on 

one grade in a season and 
long experience enable us to 
attain the high quality stand- 
ard found in Polo Hosiery for 
Men and Women. This season 
we are confining our production 
to the silk and wool numbers 
which are in such pronounced 
vogue. 


Polo Hosiery is silk-and-wool 
plated — snug fitting — finely 
woven — of rich firm texture. 
The guarantee card displayed 
here is significant of the out- 
and-out superiority of Polo 
Hosiery. 

Read this guarantee and con- 
sider the favorable prices of the 
whole line suggested by the two 
numbers described. 


Special attention will be given 
to orders, regardless of their size, 
from the retail shoe trade. Why 
not prove the strength of the 
guarantee by a trial order. 


FAY HOSIERY MILLS Inc. 


Front and Clearfield Streets 


PHILADELPHIA 


- - - Pa. 





Se eee ellie liiiiiieliiiiiieliiiiiiitsl iii iiiten 


SOHO 


SVUnnUCatuennnAneueNeOuNnNneUALOCQHnUvHHLQUUAUUEDAACUENNHUUGUCUALOGUUGNUCQNCUUHOOCUALUEEH ECUADOR CSUN 
The Boot and Shoe R will appr te your mentioning the publication in replies to advertisements. 











Se IONS ll 


A plain principle of construction may work a remarkable change in a shoe. The 
E. T. Wright organization, for years, has confined its efforts to the production of 
men's style footwear. Now, by a patented method, we give the shoe a definite 
preservative property which enables it to ‘keep good feet good.” 

Hence, the Arch Preserver Shoe for Men—well designed, of anatomical value, yet 
possessing all the style that men demand. 


E. T. WRIGHT & CO., Inc., Rockland, Mass. 





Bal Neavy’ Single ‘Sole. Blecher. Destmouth Last. 

evens Last. Widths 2 rom 
Price, $7.60 ee 

Stock No. 158—Same as = Kid Bieher ‘Dare 

om in No. 4 ,Russia — Last. Widths AAA 
Price, $7.75 Price, $8.75 





: 
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BRANDED OR UNBRANDED 


IN STOCK STYLES -- MEN’S FINE WELTS 


To our customers, everywhere, both old and new, we owe a word of appreciation for the volume of 
business given our In Stock Department. You helped us to make it one of the best ever. That it pays 
to use our In Stock Department freely has been proved. The many popular numbers we are featuring, 
combined with prompt shipments, will help you to greater profits through increased sales. 


BR as +! Throat Fig # Oxford. 
Eric Grain 


$5.00 
' $5.00 


No. B-888 — rom s 
Schmidt’s Cherry Ri 
Throughout. 


Brogue Last. 
Stitch 
year Moe 


Calf. 6 Rows § 
Heavy Single Sole 
Heel. Widths A to D. Code 
888, bong = 


No. 
Widths A to 


No. B-538—Men's Patent Colt Dress and Dancing Oxford, Light 
Weight Construction, with flexible Sole, Imitation Turn 
Edge, Hollow Heel, Peg Top Piece, Short End Box, 5. 00 


po ‘Boarded. Winsor Last. Widths A to D. Code“Crystal.” 
Cade Seam. No. B-548—Same as above in Dull Black Calf 
Winsor Last. Widths A to 5. 00 


Somet.” 


No. B-939— Men's Genuine 
Tan Scotch Grain Oxford, 
7 = — Braeburn 


en. $6.00 


No. B-847—Men's Caterd. Darby 
hast, Gallun's No. 4 Viki Heavy 
ingle Sole. Goodyear Vingfoot 


No. B-848—Men’'s Oxford. British Last. Gallun's No. 4 


Hed aL Ato 
D. Code “Damp” .60 
No. B-947—Same as 847 in Gallun's 


Black Viking. Code 5 60 
7 


“Duster.” 


ag = 


AtoD. Code“ 


No. B-858— 
Black Norwegian. Widths 
“Drop.” 


and Top. Heavy Si 

— Heel. Wiithe $5 .60 
As = 848 b, onty & in ‘_.-* 
Ato D. 


$5.60 


Send for copy of our latest IN STOCK Style Book 


CHARLES A. EATON COMPANY 


“The Sterling Shoemakers of New England” 


BROCKTON, MASS. 


NEW YORK—127 Duane Street ATLANTA—226 Peachtree Areade 


BOSTON—207 Essex Street 
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Mr. Merchant! 


At last you can give the future a full, frank 
look. Prosperity is there. Believe what you 
see. Prepare for it. 








The white season of 1923 is 
to be the largest in volume 
you have ever experienced 











We are quite satisfied as to that. 

We have prepared for it. 

Take a good look yourself and you will en- 
courage your shoe manufacturer by placing 
your orders now. You will benefit by getting 
slowly made white leather—made right. 


Be totally safe—specify 








LEVOR GRAIN KID LEVOR GRAIN GOAT 
CABRETTA CHEVRETTES 


For popular priced shoes For exclusive lines 























LEVOR WHITELAMB 


For low grades and linings 


Lh tobct2 thle 


GLOVERSVILLE, N. Y. 


Sha tote. Mocise of Bueriaa 

















NEW YORK BOSTON 


Distributing Force 
ARTHUR S. PATTON LEA. CO. GEO. W. NEWMAN LEA. CO. 
St. Louis Cincinnati 


McGAW & ATKINSON EDWARD ZOHRLAUT 








Chicago San Francisco 
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“Our Irene Pattern” 


IN STOCK-——Nov. 22nd | | 
Brooklyn Turns 
These models will be 
stocked in the fol- : 
lowing combinations: 


Modified French Last, 17/8 BlackSatin, Black SuedeTrimming,$6.75 No. 45 Last, 13/8 Spanish Heel 
Spanish Heel. Brown Satin, Brown Suede Tee.. 
AA.... J % 2 Patent Leather, Mat Kid Trimming, $6.75 
Color D aed Suede, Patent Leather 
Trimming . . $7.25 
All White Kid, will be in stock Dec. i... 





SEND YOUR ORDERS AT ONCE 


Orders will be shipped in rotation 
TERMS: 5% 10 DAYS SINGLE PAIRS 25c. EXTRA F.0.B. BROOKLYN 


Mutual Shoe Co. 


235 Powell Street $3 $3 $3 Brooklyn, N. Y. 











Winter Shoes 
In Stock Now 


These are among the most 
active selling of our in- 
stock lines at the present 
time. They are sturdy 
welts—of good stock 
throughout—and made 


— with the care of all of our 


Growing Girls Tan Russia Calf Lace Oxford 


8/8 Rubber Heel 
Goodyear Welt — 
B-D atapoacenes 244-8 $3.65 


TRADE MARK 


You will find them a valu- 
able addition to your stock. 


Fairy 3132 
Tan Calf—Pony Polish, 6/8 Rubber Heel, 


Goodyear Welt 
GRIEB SHOE MFG. CO. Fate SG GER a ga 
309 Arch Street - = Philadelphia Last’ 6/8 Rubber Hicel, otB- D 11%-2 $3.35 


F 4132—Child 
Factories: Palmyra and Annville, Pa. 191 t, Spring ed... a C-D 814-11 $2.75 








— 








————— 
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= ¥ 7 
TOERTEEUD watt! @) a Ae a PST 
Zone Brat Dati 2 Yih et 


Y= 
HORA 
Soe 


YOU DECIDE cree wird You 
YOU EARN $100.00 


OR over a year, we have been experimenting with Men’s Shoes that would 
embody every possible corrective and arch support feature, and yet retain 
the appearance of a stylish shoe. 














HE foot and its action have been carefully studied. Where strength! and 
support was needed, where free action was necessary, all were taken into 
consideration. 


HE result has been the achievement of the seeming impossible. A 
corrective shoe disguised by style—a comfort shoe of style—and 
a shoe to suit the taste of young as well as old. 


HIS shoe will fill a long-felt need. It is destined to meet with instant and 
enthusiastic approval from men everywhere. 








EST of all, this shoe has been developed }to sell’at a popular price. While 

there may be shoes with some similar qualities, we believe our shoe will 
have a most ready market on account of the combination of so many 
features including—a price for the masses. 


E have the shoe but not the name; therefore we are offering everyone 
connected with the trade an opportunity to win this $100 prize for a 
name suitable for our product. 





SOUL SSS usueenesiacceee ee THANE 


OTT 
Prt rt it 


HE name should embody all the outstanding features as well as the fact 

that it is to be sold at a popular price. The only condition involved is that 
the name must be registerable in the United States Patent Office. In the 
event that more than one person submits the winning name, the prize will 
be awarded to the first contestant rendering same. 


= 


ane 
en. 








Contest closes December 9th. All answers should be in before that date. 


ne ll 


— 








I. Wendell Gammons Jupces Arthur D. Anderson 
Treasurer, ““The Shoe Retailer” Editor,—“Boot & Shoe Recorder” 


Address your suggestions to 


UIs W.GORDN ( he 


f Meny Tine Areca} 
149 Duane Stiect 
a Canal 7126 New York. 
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Styles Spotl Success 


fale for years has so large direct result of this Company's 
a percentage of the buy- consistent policy during the 
ing public shown the disposi- past 34 years of constantly 
tion to buy quality for improving its own product 
economy's sake as well as wherever possible. 


for personal satisfaction. Cilia tule Gian “ws ok the 
Manufacturers and merchants ~  abaggacaegg “ Quality ; 
are delighted with the in- Wess lity and Frertection oO 
creasing sales of satin slippers. wsigie 

This growing popularity of THE LUSTRE LASTS. 


satin, is in a great measure, the Toknow Cedar Cliff—order it! 


No. 244—Cedar Cliff Black Satin 
Colonial, Imitation Turn Sole, 13-8 
Military Covered Wood Heel, 

Price $4.25 


Carried in stock by Thomson- 
Crooker Shoe Company, Boston, - 
Mass. 


“Ve CEDAR CLIFF 
SILIC COMPANY 


25!1-255S FOURTH AVE. 
NEW YORIC 


SHOE SATINS 


—--<>- <> Ox 
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79 UTUAL - KNIT 

= Stockings are 
Full Fashioned 
to Fit. Made in 
all weights from the ever- 
popular chiffons to the 
wear-defying 12 strand 
silk. All styles made with 
4 ply foot with toe and 
heel extra reinforced by 
extra long staple Egyp- 
tian cotton. Seasonable 
shades. 


Direct from Milts 
to Retailer 








Customers Don’t Stray 
Away from the Store That 
Sells This Kind of Hosiery 


Woman's fancy is inclined to wander from one brand of 
stockings to another because her choice rarely hangs on 
anything more basic than some special feature and. she 
is being constantly disillusioned about these features. 
Only when she comes across such hosiery as Mutual- 
Knit and Pat-Knit, ALL QUALITY, does her choice 
become fixed, and it is the ever-increasing permanent 
volume which these women represent that “MAKES” 
a hosiery department. 


If -you. believe that your hosiery business can be in- 
creased, then YOU WILL BELIEVE IN PAT-KNIT 
AND MUTUAL-KNIT 











PATERSON KNITTING MIL 
114C BROADWAY m NEW YORK City 


P shades. 
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AT-KNIT Stock- 
ings are Full 
Fashioned to Fit 
of pure dye in- 
grain Silk. Wonderfully 
lustrous and balanced in 
weight. Extra elastic 
tops. All seasonable 


- 
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C.H.ALDEN CO 


U.s.% 


ONCENTRATION of our efforts has 
enabled us to offer that which the 
times and the trade require. 


—best quality of Stock with our Standard of Workman- 
ship, at prices lower than could have been accomplished 
in any other way. 

We are also able to give quick deliveries on certain lines. 
But this is not in any way an in-stock proposition. 








Lot No. 250 


Men’s Black Viking Oxford 
824 Brogue Last 
Straight Tip, Pinked 
Sizes: A 7/11 C 6/11 

B 6/11 D 6/11 


The above is one of the styles 
that can be delivered prompily 











FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH STREET 


The Beot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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THREE SNAPPY NOVELTIES 


Always looking far ahead into the style future, the,house 
of Allen, Goller has developed the new effects here shown. 
Lasts, leathers and patterns all exhibit the originality 
of our organization and the resourcefulness of our workers. 
These, plus a liberal measure of paramount craftsman- 
ship, give Allen, Goller Shoes the excellent selling qual- 
ities for which they are widely and favorably known. 








A trial order will prave 
to you that Allen, Goller 
Shoe Co. can secure new 
customers for you. 
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60 K STREET, SOUTH BOSTON, MASS. il eh 
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& ALLEN, GOLLER SHOE CO. ji 
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/ ine \ In Stock 
No. 745 
A Patent Colt Welt Oxford 


made with perforated imitation 
stitch ti , perforated vamp 
and facing .Carnies a half 
rubber heel and drawn 

over our new No. 1180 last. 

Sizes 2% to 9. 
Widths, AAA toD 


Price + 4.50 net 50 de: s. 





= en MOORE- AHAFER’ 
) _. ‘WHOE *"MFG*CO° 
i ~ BROCKPORT. NY. U.4A. 


= NEW YORK OFFICE 545-547-549 MARBRIDGE BLOG. B WAY AT 34ST. 
fT JACK E.JESTER,MGR. 
: ; L-O-Titws . Wey 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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600—Black Kid Oxford. 

605—Brown Kid Oxford. 
Gee" NR IG 2 BVED 0.0.60 ccccnscccseceses 4.25 
615 —Brown Kid 2 PN idvdunscsocqcnesaet 4.75 


a. 


675—-Black Kid Fat Ankle Boot. 

670—Brown Kid Fat Ankle Boot. eitanie ae 75 

650—Black Kid Full Ankle Boot...... cocecQnee 

660— Brown - Full 4 Boot. , 15.50 
Sies, 3 to 1, C-E E a 

NOTE—To sizes 8 4% and 3 "add 25 cents; 914 and,10 

add 50 cents. 


ALL NUMBERS IN STOCK! 


You can secure the styles listed, at once, and 
begin developing a profitable wide-ankle trade. 
Scores of women seek shoes of the type we manu- 
facture, and nowhere will you find a better 
line than our “Style-Full Over-Sizes.” Each 
number is made from dependable kidskin, is 
equipped with “Crawford Arch Supporting 
Shank” and carries the famous “O’Sullivan 
Rubber Heel.” All are Goodyear Welts. Check 
off your needs on this page, and wire or write us 
for immediate action. 








Anderson-Owens Shoe Co. 
LYNN, MASS. 














Child’s patent colt, gray 
nubuck top, perforated 
vamp and tip. In Stock. 




















Jelly-Delaney good shoemaking makes 
possible the correct fitting of growing 
feet. Our designers and pattern mak- 
ers are thoroughly schooled in matters 
of accurate child-fitting. Hence, we 
can say truthfully that every “‘Jel-Del” 
style is ‘“‘made to guide the growing 
foot.” 


The quality of our entire line is safe- 
guarded through the use of dependable 
leathers of well-known tannage, and 
other materials of good reputation. 


You will be interested to learn more 
about the comprehensive ‘‘Jel-Del’’ 
line, which provides a proper last for 
every youthful foot and guides the 
growing foot from one size and width 
into the next. 


Write today for our new and complete 
catalogue. 


JEL-DEL, 


DE TO GUID 
THe GROWING FOOT 


JELLY-DELANEY SHOE CO. 
LYNN, MASS. 


The Boot and Shee Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Another New In-Stock Style 


Johansen’s F eeture Arch Shoes 


For Women 





i 


~2 o's @ 0 0 0 2 


F300 — Surpass Black Kid Walking 
Price $6.60 
F301—Same style Benz Havana 
Price $7.60 
AAA, 5 to 10; AA, 4to10; A,3% 
to 10; B, C and D, 3 to 10. 











cae Sizes 9 4 to 10, 40c. extra. , 
Absolutely Rigid Completely Flexible 


ohansen Bros. Shoe Co. 


Makers- Womens Shoes Exclusively 
Saint Louis. 


The Boot and Shee Recorder will appreciate your mentioning the publication in replies to advertisements. 
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New Boston Salesrooms 


ANNOUNCEMENT 








ON November 27th we expect to 
be in our New Salesrooms at 
186 Lincoln Street, Fourth Floor, 
directly opposite Albany Building. 


We shall be glad to see our friends 
in our new quarters. 


We’'expect to carry a larger and 
better assortment of sizes and 
widths. 





A. H. BERRY SHOE CO. 


PORTLAND, MAINE 


BOSTON OFFICE 428-430 ALBANY BUILDING 


























The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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VOGUE 


Now on the Floor | 
No. R2756—Women’'s Black Calf 
Oxford — snappy last, perforated 
toe, 11-8 Rubber Military Heel, 
Goodyear Welt Sole, 


No. R860—Women’s very snappy Bleck Calf, 
Patent Trimmed Oxford, Goodyear Weit Sole, 
Military Rubber Heel 

B, C and D Widths, $3.00 B, C, and D Widths, $3.00 
No. R4740—Same pattern in Black Ooze Calf, f rg No. R2763— Same pattern in all 
patent trim Oxford, 14-8 Military Heel. \ Z e, } over Black Ooze Calf Oxford. 

B, C, and D Widths, $4.00 B, C, and D Widths, $3.75 

No. R4738—Same as No. 4740 with 11-8 Mili- 


tary Heel. 
34.00 








DULCEY 


No. R1926—Top Grade Black Patent Leather Vamp, 
Brocaded quarter, all over French corded, full Louis 
covered Heel, new process flexible sole. 


A, B, and C Widths 
No. R1925—Same as above 


with Skinner's Black Satin 
Vamp. 


$5.00 












































No. R3526—Women’s very fine quality Black No. R635—Women’s very high grade Black 
Calf Oxford, Slate Gray apron 7 and back- Ooze Calf, Patent Leather trimmed, two-but- 
stay, 11-8 Wingfoot Rubber Heel, Goodyear ton on*-strap, suede insert on _~ 13-8 Leath- 
Welt Sole. er Military Heel, Goodyear Welt Sole, all over 

B, C, and D Widths, $4.35 corded. 


No. R3527—Same pattern in Black Calf, 
trimmed in Black Patent Leather. 


$4.25 


A, B, C and D Widths, $4.35 








your mentioning the publication in replies to advertisements. 
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LENDER FOO 
ARCH FITTER 


TRADE MARK 





Reg. U. S. Pat. Off. 


Style Shoes for Stout Women 


HAVANA BROWN uilll be appreciated by women whose size require- 


ments usually restrict them to black. 


AA 


B 210—Brown kid, “out- B 235—Brown kid, “‘out- B 222—Brown kid, “‘out- 
size” top. 200 last, 16-8 size” top, imt. tip, Cuban size”’ top, medium toe, 253 
Junior Louis heel, Good- heel, 202 last, Goody last, Goodyear welt, 13-8 
year welt. Price... .. $6.50 welt. Price. $7.00 Wingfoot heel. Price $6.00 


B 236—The same with a 
tip and rubber heel. Price 
$6.00 


Sizes 2% to 11 
Widths AA to EEE 
Note 236 and 222 A to EEE 


In Stock 


ABOUT “OUTSIZE” TOPS 


W. B. Coon Company has been successful Wide top shoes built over slim top lasts, 


in developing “‘outside’”’ top patterns that 
lace evenly, cling around the ankles and set 
smoothly above the heel. 


The contour of a stout ankled foot is rad- 
ically different than that of a slim ankled 
foot. 








2 
= 
2 
E 
: 


fit about the same as a boot with a gusset 
. the foundation is not right and the 
tops creep and wrinkle. 

“Stylish Stout”’ boots are made on special 


measurement lasts, and “‘outsize’”’ tops fit 
because the foundation is correct. 


STYLISH STOUT OUTSIZES will prove a revelation to 
retailers who have their wide top footwear “‘made special’’ 


i 
HTH HTiiTiTTTiTTniiTinnnmnn 











A Catalogue or samples 


will be sent upon request 


Chicago Office: 


a ROCHESTER, N. Y. 


506 Security Building 
189 W. Madison Street 


Sizes 8% and 9 are 35c. 
extra. 
9% and 10 are 50c. 


extra. 
10% and I11 are 
75c. extra. 








The Boot and Shoe R will app 


iate your mentioning the publication in replies to advertisements. 





cS) 
RS) 
ws 





November 18, 1922 


| (G)Daniel Green)) 


«€ Slippers )3 


= PATE 


New York Sales Office: 
116 East 13th Street 


Chicago Sales Office: 
189 West Madison Street 


Boston Sales Office: 
10 High Street 


BOOT AND SHOE RECORDER 


OMMENCING January |, 1923, 
this company will sell its product 
direct to the retail trade only. 


If the factory salesmen have not called 
on you in the past and you wish them 
to do so in the future, please send us 
your name at once as our route lists 
are now being revised to include many 
towns not heretofore visited by our 
own salesmen. 


Daniel Green Felt Shoe Co. 


Factory and General Offices: DOLGEVILLE, N. Y. 


Genuine Comfys and Daniel Green Boudoirs 
sold only to the Retail Trade 


Daniel Green 

















The Boot and Shoe Recorder will appreciate your mentiening the publication in replies to advertisementa 
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For speedy, positive action-- 
the new 


Repco Shoe 
Stretcher pf 





Repco Shoe Stretchers 
are made in nine sizes— 


No. 000 down to No. 6. 
Each stretcher is packed 


in an individual carton. 
Corn and bunion plates 
come with each stretcher 











GHOE stretching is a little art in itself. _ —are made of fully seasoned maple and 
The Repco Shoe Stretcher is designed _ held together at the back by a strong steel 

scientifically and stretches shoes easily, hinge. The toggle-jointed mechanism is 

quickly and without injuring them. controlled by a square-threaded screw of 

The Repco Shoe Stretcher contains no dion 

springs, arrows or other troublesome parts. | For up-to-date shoe stretching use the new 

The blocks—shapely and carefully finished = Repco Shoe Stretcher. 


For Sale by Shoe Findings Jobbers. 


UNITED SHOE MACHINERY CORPORATION, Boston 


San Francisco Branch, 859 Mission Street 


J. K. KREIG, 39 Warren Street, New York 
UNITED SHOE REPAIRING MACHINE COMPANY, Boston 


TTT TTL 
The Boot and Shoe R der will app tioning the publication in replies to advertisements. 
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We manufacture for 
the retail trade a com- 
lete line of Children’s 
lexible Turn Shoes. 
Sizes 1 to 5. 
Thirty-six numbers 
carried IN STOCK 
for immediate deliv- 
ery. Write for de- 
scriptive catalog. 


No. 109 B—Mahog- 
any Kid Vamp, Foxing 
and Collar, Field 
Mouse Top, Perfor- 
ated, Milo Buttons. 
Sizes 1 to 5 $1.10 


No. 128 B—Patent 
Leather Vamp and 

Collar, | Champagne 
Kid Upper, Milo But- 
tons, Hi-Cut. Sizes 1 


eocrsaant ae 


Maker to Retailer Direct 
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IN STOCK 


No. 650 — Men’s Fine 
Turned Opera, Cabretta, 
Kid Lined throughout. 


Tan and Black 


it fay 


Sizes 6 to 1l 


No. 652—Men’s Fine 
Turned Everett, 
Cabretta. Kid Lined 
throughout. 


Tan and Black 
a 
Sizes 6 to 11 


We Guarantee Their Satisfaction, But 
Cannot Send Samples 
Terms—Net 30 Days 


Golo Slipper Company 


129 DUANE STREET NEW YORK 











A Question of Taste 


People who travel extensively 


stop at the MARTINIQUE 


ECA USE it delivers in room accommo- 
dation, hotel service and food value, 
full return for the amount of the bill. 


Because it is conducted forthe New York 
trinity of business, pleasure, rest. 


Because it is five minutes from the theatre 
district, spo and four minutes from Penn- 
sylvania and Grand Central Stations, three 
minutes from the wholesale houses and 
around the corner from the greatest shopping 
zone in the world. 


Consider the cost: Rooms, $2.50 up— 
rooms with bath, $3.50 up. Club break- 
fasts, 45c to $1.00. Everything else in 
proportion. 


That is why travelers have elected 
A the 
the Martinique the Travelers’ Hotel pros 
Hotel MeAlpin 
and under thesame 





MARTINIQ 


Broadway at 32™ Street, New York 
frenk E. Jago ~ Resident Manager 















No. 4297R 
$6.60 


Paris Kid Polish on No. 516 


Last 


Medium Toe. Kid Tip. Flex- 
ible Welt. 714-inches high. 
15-inch Heel, with Rubber 


Top. Combination Last. 
AA/B to D/EE. 
IN STOCK 


(Mention both instep and ball 
widths in ordering.) 


AaROVER 
(SOFT SHOES § 
X Fo Tenver ree! 

ee 


~ R 
SS 
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In stock now 


10 distinctive 


lasts in 


Grover boots 


For walking—for working! Comfort lasts 
for the house! Smart models for the street! 
Round toes, medium toes, medium narrow 
toes! Regular and combination lasts! Welts 
and turns! 


In the “Soft Shoes for Tender Feet” line! 
In the “Nature’s Way” line—the Grover flexible 
shank corrective shoe. In the Foot Arch line, 
the Grover corrective shoes with the spring- 
steel-arch-supporting shank. Boots for every 
foot in straight forward, staple styles. 


Despite the vogue of the’ oxford and the 
novelty, there is a place for at Jeast one pair of 
boots in every woman’s wardrobe. And don’t 
forget there are many who cannot or will not 
wear any other kind. All these you can fit 
in Grover boots, even the older woman whose 
feet need so much attention and who has been 
so sadly neglected in these days of modern shoe 
making. 


A well-assorted stock of high shoes is a staple 
“bread-and-butter” proposition at any time 
and with the return of the longer skirt they are 
bound to come back to their own. 


Now’s the time to size up and we’re ready to 
ship today. Full details for the asking. Let’s 
hear from you now. 


J. J. GROVER’S SONS CO. 


SOFT SHOES FOR TENDER FEET 
- Mass. | 











The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Johnson Bros. “Arch Solace’’ 
Oxfords In Stock 




















We are putting in stock these four styles of Orthopedic oxfords that have 
met with quick approval by the trade. Made on the quality basis that 
have characterized this line for many years :: :: Send for Samples 


2 is 





No. 300—Brown Kid Lace Oxford, 13-8 Goodyear No. 301—Brown Kid Lace Oxford, 11-8 Gooteees 
— Rubber Heel, Metal Arch Support, - 3 Wingfcot Rubber Heel, Arch Support, 123 La:t... 4.3 
EdASKCPTNCKCSE TEC CEREEN SEC0 ROSS cES9 80 eNC te. moe otyle in Biack Kid.............9410 
No. 302—Same style in Black Kid............. $4.10 


Sizes: AA, 4 1-2 to 9; A, 4 to 9; B, 31-2 to 9; C, 31-2 to9; D,3 to9 
Sizes 8 1-2 and 9, 25c extra 








The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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ANNOUNCING §& p 
THE 


“DERBY % 
OXFORD" SNES, \ , If you want a style with 


that “just a little differ- 
A Distinctive j | ent look” buy 


New Model of 
THE ESSEX 


THE Now being shown by 
our salesmen from 


Not in Stock S,“ F 
Made to Order << coast to coast an 


S HOE, x. featured by leading 


shoe stores—it’s a real 
Designed and made by live one. 


M. A. PACKARD COMPANY 


BROCKTON MASSACHUSETTS 








In Stock - . NEWEST DESIGNS «- +: In Stock 


For Immediate Delivery 


No. B296 


No. B294 
io. B296—Gun metal Oxford, Patent coe 
No. B295 Timm and Tip, 14-8 Cuban Heel with rubber 
- ‘ . top lift. Welt. Price $4.50 
No. B294—Patent Colt Colonial, 16-8 Spanish 
Louis covered wood heel. Hand Turned. 


No. B295—Black Satin Colonial, 16-8 Spanish 
covered Louis wood heel. Hand Turn. 


Joy, Clark & Nier, ais 


Rochester, N. Y. 
No. B290 


No. B292 


No. B290—Two-tone Russia Calf Oxford with 
top. 10-8 Cuban heel with Rubber be ty 


Weit. 


No. B292—Black Ooze Calf Oxford, 
Colt Trimming, Patent tip. 10-8 héel. Welt. 











No. B293—Gun Metal Oxford, Scotch G 4 
Weim 10-8 heel with rubber top lift Welt Terms: Net 30 Days $5.00 























—<—<—<—$—_—_—__—— 
The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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November 


—brings Winter 
sports again 
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IN STOCK 
DEC. 5 


Black Elk Skating Boot 

C and D wide. 3 to8 

Price $4.50 — 5% — 30— 
Minimum—12 pairs on a width 


SHC ESSE EO! 


~ 
ad 








Gregory & Read Company 
eMakers of Womens High Grade Shoes 


~~. 
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RUBBER HEELS 


FOR 


COMFORT SHOES, LEATHER SLIPPERS 
STITCHDOWNS AND FELT SLIPPERS 


5-16s, 3-8s or 7-16s High 
United Shoe Standard Nailing 


SEND FOR SAMPLES AND PRICES 


HANOVER RUBBER CO. 


Makers of the “NU-LIFE” Rubber Heel 


Boston Sales Office Room 319 10 High St. 











Hagerstown Shoe & Legging Co., Inc. 


rv," BOOTS HAGERSTOWN, MARYLAND, U. S. A. 


MEDALLION PERFORATED 
(INCLUDING RUBBER HEELS 























5-8 84-11 114-2 24-8 

410—Gun Metal Polish, High Cut, ete STITCHDOWN 
400-—G \. oF ial Polish, ‘High Cut, ° ; BOOTS REG. US. PAT OFFICE 
1400—Gun Metal” Polish, ‘High’ * Cut, aac ——— . Se 

English Toe, Rubber Heel... . . . $1.80 x 320H—Tan Lotus Button, Heel $2.10 
412—Patent Polish, High Cut, Wed . ; 
ei, Polish, High Cut, eg. 2.10 sasH— Senne — Heel. . — 

 Perere ; ° 
1402—Patent Polish, High Cut, English 330 —Ch Lo 
" erry Lotus Button. 
Toe, Rubber Heel 2.10 . 330H—Cherry Lotus Button, Heel. 


414— Mahogany Polish, High Cut, Wedge 1.35 d = 
404—Mahogany Polish, High Cui, Rub. = Re wd ay SRReReeenED 


1.75 


1.75 


1404 — en mee Polish, ‘High Cut, Eng- " 
lish Toe, Rubber Heel 1.85 x 300 —Black Kid Button 
300H—Black Kid Button, Heel 


416—Black Kid Polish, High Cut, Wedge 1.50 . 
406—Black Kid Polish, High Cut, Rub- ee ee ee ne 


ber Heel . 
1406— Blac k Kid Polish, ‘High Cc ut, » Eng- 235 —Tan Lotus Blucher 
sane . . 235H—Tan Lotus Blucher, Heel 


lish Toe, Rubber Heel 
418—Nut Brown 245 —Black Calf Blucher 
»olish, 245H—Black Calf Blucher, Heel 
Wedge J . 
408—Nut Brown 285 —Smoke Blucher 
Polish, 285H—Smoke Blucher, Heel 
pebber 265 _—Mahogany Elk Blucher me 
‘ ? 265H— Mahogany Elk Blucher, Heel. 


Hee 
1408—Nut Brown 
237 —Tan Lotus Polish 


-olish, 
Eng. Toe, 237H—Tan Lotus Polish, Heel 


Rub. Heel F 0 
217 —Cherry Lotus Polish. edsedeas 
704— Mahog. Wa., 217H—Cherry Lotus Polish, Heel. 


Wide Toe, 
. . . 207 —Black Kid Polish 
in -< 207H—Black Kid Polish, Heel 
: ’ 247 —Gun Metal Polish 
247H—Gun Metal Polish, Heel 


287 —Smoke Polish 
287H—Smoke Polish, Heel 
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JUDGE IT BY ITS USERS 











The shoe salesman advises 
his customer - 


‘‘T) ETTER let us make that order of 
New Castle HAVANA BROWN 
Kid. 


We have found that in addition to it’s 
individuality of shade, the color never 
fades—often outliving the shoe in this 
respect. 


New Castle HAVANA BROWN Kid 
is dyed clear through the skin—hence 
its wonderful color permanence. 





New Castle Leather 
Company 
New York 


NEW CASTLE KID 











WY 
y 
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Gray Suede Six Eyelet Oxford. Kid 
Lined. Gun Metal Cut Out Saddle. 
On 83 Last. Spanish Louis Heel. 


TWO NEW NUMBERS 
IN OUR 
SPRING LINE OF 
EXCLUSIVE TURNS 


Otter Brown Buck Theo 
Tie. KidLined. Brown 
Kid Cut Out Saddle. 
On 83-X Last. Carries 
16-8 Spanish Louts Heel 


FACTORY: 
Haverhill 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Manufacturers will 
readily accept your 
specifications of this 
eel. 

A complete line of 
sizes and colors for 
men’s, women’s and 
children’s shoes. 
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A Tempered and Blended Rubber Heel 


Firestone-Apsley 


RUBBER COMPANY 


Manufacturers of Rubber and Canvas Footwear 


Hudson, Mass. 


ppreciate your mentioning the publication in replies to advertisements. 
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American Hide 
& Leather Company 














ROYAL KID 


is the best obtainable in Black Chrome Calf. 


Its superior grain, feel, durability and finish 
make it needed where the most careful and 
expensive shoe making prevails. 


Lower selections fit in the more moderate 
priced lines. 





Send to us for a sample cutting. 























OFFICES AND STORES 
NEW YORK BOSTON CHICAGO - ST.LOUIS CINCINNATI 


AMERICAN HIDE & LEATHER CO., LTD., 36 Kettering Road, Northampton, England 
CALF AND SIDE UPPER LEATHER TANNERIES 
Lowell Woburn Chicago Sheboygan Ballston Spa Curwensville 
FLEXIBLE INSOLE and SHOE STOCK PLANT: Binghamton, N. Y. 
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In Stock Milady’s Choice In Stock 
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$3.50 























No. B871—Latest style Black Satin Theo Tie, 
genuine turn, 14-8 Full Spanish heel, leather 
lined. Widths, A-D. Code ‘Daisy’... .$3.50 


No. B870—Same as above except with 16-8 
EES ETT ERe $3.50 


a a 
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$3.15 | $3.00 
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No. B840—Black Satin Imitation Turn, Bro- y 

caded Colonial Strap, leather lined, 14-8 No. B865—Black Satin Colonial Strap, imita- 

Spanish heel. Widths, B-D. Code a ™ tion turn, 14-8 Spanish heel. , B-D. 
$3.15 .. 
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No. B848—Same as above except nuine No. B887—Same as above except genuine turn, 
turn. Widths, A-D. Code, “Bunny”. $3.85 1-8 full ss Spanish heel. Widths, AD. 
ie, 


No. B778—Same as No. 887 except 14-8 1 
Louis heel $3.7 


—— 


No. B720—Black¥SetinJOne Strap, 16-8 full 
Breasted Louis heel, genuine turn, leather 
ined, metal ornament, Widths, D. Pot 


No. B730—Same 7 14-8 Jr. full Breasted 
Louis heel. Code, $3.85 
- 








<a 











——— == ee 


Many other popular 
priced numbers arelisted 


No. B802—Black Satin One Strap, 14-8 Jr. in ' ' os 

Louis heél, Brocaded quarter, leather lined, — pa latest |catalog ; No. B786—Black Satin Wide One Strap, 9-8 

imitation turn. Widths, B—D $2.85 Flapper heel, Rhinestone Button, genuine 
Send for your copy today. turn, leather lined. Widths, B-D 


No. B777—Same as above except Grice 
turn, 16-8 full Breasted: Louis heel. No. B776—As above except imitation turn 


A-D. Code, “Sarah” $3.50 $2.75 


Hannahsons Shoe Co., Haverhill, Mass. 


_——- 
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The Winds of Alibi 


The captain of a sailing vessel depends upon air currents to carry him to his destina- 
tion. For him unfavorable winds are alibis for slow and unprofitable markets. He 
must change his course, lengthen his trip, or wait in dead calms, controllediby 
ever-changing and unreliable weather. 


A retail shoe business is successful to the degree in which it controls its individual 


market. The captain of a “sailing” business, which depends upon unreliable and 
ever-changing fashion whims, must continually face monotonous and unprofitable 


calms. 

Today ships driven by steam and electricity move swiftly and directly, little caring 
about winds. Their progress is steady and reliable. Their markets are more 
frequent and more profitable. 

The reliable power that drives a retail shoe business to success is the steady buying 


pressure of all year around customers. Educator shoes generate that power, be- 
cause a great many people—men, women, and children, need and demand the never- 


changing Educator style. 
Like the captain of a modern vessel which finds its market in any wind! or 


weather, the Educator Retailer never needs the alibi of unfavorable, quick- 
changing winds of fashion. His is a steady, busy market, regardless of weather, 


seasons, or changing styles. 


RICE & HUTCHINS 


INCORPORATED 
BOSTON U.S. A. 


EeucnTon 






































The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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A Real Interest 


in Men’s Shoes 


The Cycle Swings to Selling More Shoes Because 
Men Now Have the Price 


HIS issue of the Boot and Shoe Recorder is ex- 
" womaty timely. Its main editorial purpose” is 

to emphasize the beginning of a cycle of interest 
in men’s shoes. We have seen it coming for several 
months and have paved the way by consistent and per- 
sistent emphasis on “Shoes for Occasions.” This 
series of page studies of smart footwear for men has 
certainly aroused “A little more interest in Men’s 
Shoes.” 

At the Styles meeting in New York City this week 
one of the principal recommendations made was to 
the effect that “merchants interest themselves in the 
better dressing of men and that they co-operate in the 
campaign with clothing and hat people to introduce 
proper styles for their proper uses—for through ‘Shoes 
For Occasions’ an immense volume of business is pos- 
sible the country over.” 

Men are buying more shoes. Factories are not just 
making shoes in anticipation of demand. They are 
selling them. Merchants are buying with more free- 
dom and with less fear. They see a brighter era ahead 
and,a surer market for their wares. 

The recent report of the United States Department 
of Labor shows that the demand for workers is greater 
than at any time since the 1920 peak. And it also shows 
that the greatest demand for labor and the smallest 
percentage of unemployment is in the Middle West. 

ln nearly every section of the country there is a short- 
age of common labor, in every city where some particu- 
lar industry is dominant there is a demand larger than 
the supply for workers in that industry. 

In the Chicago district the steel producers are booked 
up for the remainder of the year at their present rate 
of output. In the lumber camps there are places for 
many more men. In the corn producing sections there, 
ts a demand for more farm hands. From the iron and~ 


copper districts come calls for more workers. So it is 
throughout “the heart of America.” 

All this means an increased demand for men’s work 
shoes and men’s dress shoes. Merchants are buying 
against this increased consuming power and not against 
the slight rise in price. 

If you want any more proof of these facts look about 
you in your own community and then give diligent 
study to the situation in the other fellow’s community, 
provided yours has not shown a new lease of life in the 
sale of men’s shoes. We give you both his opinion and 
that of merchants all over the country in the section 
in this issue—‘“‘Hot News on Men’s Shoes.” These 
telegrams, coming from all quarters of the country, 
reveal actual conditions. 

A very interesting item to consider in your selec- 
tion of men’s styles is the one brought up by Bent Orr, 
of Cincinnati, who says “We should discourage the 
sale of winter oxfords for the following reasons: 

“Formerly it was a sign of poverty if a man wore a 
pair of oxfords in winter. With the prevailing fashion 
a pair of oxfords can be worn the entire year and still 
be in vogue. This necessarily reduces the number of 
pairs of high sboes one can sell. If we could again es- 
tablish seasons and encourage the sale of high shoes 
for winter | feel sure the benefit reaped would be quite 
substantial, especially, in the early part of the season.” 

The Recorder believes that the boot season for men 
will start with stormy weather, provided considerable 
effort is made by merchants to make men aware of the 
smart patterns and correct styles that can be had in 
boots. Otherwise, with galoshes and spats, the men’s 
shoe business will have precisely the same condition to 
contend with as is apparent in women’s shoes. 

In many sections of this country there has been a 
nine-months summer period extending all the way 








68 


from Washington's Birthday to date, and women and 
men having been wearing shoes until they have neither 
soles nor uppers left. The old two-season year in itself 
made many sales, for shoes tucked away in the closet 
for six months did not look or feel the part when they 
were taken out just prior to the new season. With a 
one season year for both men and women the only 
thing that will make extra pair sales is change of style, 
for good leather and good shoe making have given an 
age to footwear that it never possessed before. 


These are factors which are lined up with a consider- 
ation of getting more men’s shoes sold right and we pre- 
sent them for national consideration at this most op- 
portune time. The market is approximately right and 
level for the purchase of men’s shoes and the merchant 
who anticipates his wants is going to get better shoe mak- 
ing, than he who puts off until a few weeks previous to 
early Easter. 


The Satin Extra Shoe 


HO is there that has not noticed the steady 

development of the satin shoe as a regular 
and permanent feature of wearing apparel for women? 
Satins have developed at such a rate that when a large 
number of nationally known style experts had the sub- 
ject up to determine whether patent or satin was pre- 
eminent in demand, the vote was so close as to give 
the edge to the new material, satin, over the historic 
substance, patent leather. Out of the one it is possible 
to cut vamps and quarters, tongues and foxings right 
to the edge of the yard, while out of the other, every 
variation in texture of the skin means a waste in 
footage. 

Patent leather has been a remarkable asset to the 
industry, for with it, hundreds of styles are made pos- 
sible and the gloss and brightness of its surface com- 
bine both beauty and ease of cleansing, but to satin 
there have flocked millions of women. 

Satins make pretty shoes and particularly so when 
the vogue is for black. The leather man, always look- 
ing for area, sees in satin a real rival in fine footwear, 
but the shoe manufacturer and merchant, the sole 
tanner, the counter-maker and the weaver of linings 
has found in satin an extra opportunity for business. 
Then, too, thousands of women would never buy extra 
pairs of shoes but for the pleasure that satin slippers 
have given them. Satin is worthy of its place as a shoe 
material. 

The inventive tanner is always on the search for a 
leather, or a surface finish that will be nationally popu- 
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lar and that will need more square footage. He is ex- 
perimenting with everything from pig skin to alligator, 
and a brocaded plated leather is not entirely impossible. 
Competition stimulates creative genius. 

The shoe industry is considerably handicapped by 
being forced to deal in practically four colors—black 
brown, gray and white with shades thereof, whereas 
the garment man has all the colors of the rainbow and 
more besides. 

Leather has to be grown on the back of an animal 
raised for its food value. The measuring of the skins 
is not by yardage off the loom but by square inches of 
the machine that picks up the spots under which leather 
is placed. 

What one man looks ai may be area, but what the 
merchant looks at is the satisfaction to the customer of 
a pretty shoe upon which a fair price is paid and a fair 
profit taken. 





Business Needs More Statistics, 
Fewer ‘‘Hunches”’ 


VERY executive is today handicapped by lack of 
information as to’ the methods by which other 
executives solve problems similar to his own. The in- 
dustry is very fortunate in having great organizations 
prepare charts and guides so that business may in time 
become more systematic and less haphazard. That 
sixth sense upon which buying and selling has been and 
is being done will in time have something stronger than 
“hunches” as a basis for business action. 

A new cycle in the study of business problems is to 
be noted in the publication of the Harvard Business Re- 
view by members of the faculty of the Graduate School 
of Business Administration, Harvard University. The 
Review is published quarterly and issued through the 
A. W. Shaw Company under an arrangement whereby 
all the net profits go back to the Bureau for research 
in some field of business. 

We are given the privilege of reproducing the highly 
technical article by Malcolm P. McNair, instructor of 
marketing and a member of the staff of the Bureau of 
Business Research from the Harvard Graduate School 
of Business Administration. Many merchants will 
remember Mr. McNair who was in attendance at the 
last Chicago Convention and who will this’ year serve 
as the executive of that group of young men who dis- 
pense information in the section devoted to the study 
of retail shoe research in the Coliseum, January 8, 9, 10 
and 11. 
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Boot and Shoe Recorder CREED 


Getting More Shoes Sold Right: not only ‘‘more™ but “right; sold for the right purpose, to 
the right wearer, in the right fitting for the right price, at the right profit. This is the great 
problem of the retail shoe merchants. The chief purpose of the Boot and Shoe Recorder is 
to help solve it; for this is the basic problem upon which depends the progress of the 
entire allied industries relating to shoes and leather; their production and distribution. 
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Hot News of Men’s Shoes 
Four pages of telegrams from astute shoe 
merchants telling how business is and 
how it’s going to be 

The Recorder Measuring Stick ......... 74 
Detailed analysis of costs ofaman’s Rus- 
sia calf bal with comparative figures for 
other months 

A Little More Smartness for Men 
Eighth in the Recorder. series. showing 
new and mighty attractive styles for the 
male portion of our population 

Recorder Ad-Visor 
Two pages of suggestions which will help 
you to freshen up your advertising ideas 
for the “Big Drive” 

Desire for Style Stabilization Apparent 78 
Manufacturers, tanners and merchants 
gather in New York to discuss style situ- 
ation and outline what will be good until 
April 1 

Significance of Stock Turn in Retail and 

Wholesale Merchandising 
Emphasizing the necessity of accurate re- 
cords of merchandise bought and sold and 
what you can make of them as a business 
building-help 

Evidence of Men’s Desire to Dress Up 

Is Seen on Every Side 


Constant Turnover Spells Hosiery Profit 86 
Describing, among other things, a mighty 
effective stock record system for your hos- 
iery department 

News of the Rubber Market 

News of the Leather Market 


News of the Shoe Travelers............ 133 





Is Yours a Store or a 
Laboratory? 


“We don’t regard our store as a cash re- 
gister,” writes a member of the Recorder 
family of shoe merchants, “‘but rather as a 
laboratory in which we are constantly mak- 
ing experiments as to how we can better 
serve our customers and make our store a 
place where people will prefer to trade. 

“Our principal problem has been to reduce 
the number or percentage of indifferent cus- 
tomers. That we have succeeded is attested 
by the fact that our records show_a greater 





percentage of repeat sales than ever before. 
And this good result has been obtained by 
rendering our customers a real service which 
is appreciated and makes a lasting im- 
pression.” | . 

Is your store merely a cash register? 
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UDGING by wire reports received from representative 
retail shoe merchants in all parts of the country, business 


in men’s shoes in on the upgrade. 


This movement seems 


to have its origin in two closely related elements—the big 
decrease in unemployment with the consequent fattening of 
the payroll of the nation; and the desire on the part of men 
to live up to their newly achieved financial status by wearing 
better clothing than they have been able to afford for the last 


two years. 


Following is a brief analysis of the situation to- 


day as seen by astute merchants. Some of them even venture 
into the realm of optimistic forecast,and here is what they say: 


Sale of men’s shoes much improved. Think men 
have been economizing on shoes for past two years, 
and it is quite evident they must have shoes. Better 
employment has given 20 to 30 per cent increase in 
pairs. Oxfords with French and brogue effect toes 
most popular. Tan and black calfskins with boarded 
effect and grain leathers for heavier shoes most popular. 
Outlook for spring men’s shoes good. Think they will 
be a little lighter weight and made less fancy.—C. K. 
Chisholm, Cleveland, Ohio. 


** * * 


Better Conditions and Styles 
Doing the Trick 


Increase in men’s shoe business due to the snappy 
styles and simplified fittings coupled with better condi- 
tions. Should say that increase in pairage is about 10 
per cent due to above factors and intensive advertising. 
Smooth calfskins, Scotch and Norwegian grains, are 
favored by the older, Outlook for men’s business next 
six months is a gradual increase due to improvement in 
economic conditions which will likewise affect San Fran- 
cisco. Heavy effects in young men’s shoes, largely 
oxfords, are ‘still favored withs impler embellishments, 
and outlook for spring is for lighter weight footwear as 
well as lighter tan shades.—Maz Sommer, San Francisco. 

* * * * 


Outlook for Next Six Months 
Very Good 
General better business in men’s shoes is question- 
able. Weather so far not seasonable. Ours better 
because of variety in both styles and prices, the in- 
crease being on grain leather oxfords, black and tan, 
Scotch grain outstanding. Outlook for next six months 


very good—no boom, but substantial growth. This 
community busy—everybody working. Heavy oxfords 
the big style play until March first.—George N.Geuting, 
Philadelphia. 
** * * 
Fifty Per Cent Increase First 
10 Days in November 
Men’s shoes show 50 per cent increase first ten days 
November. Men again seem interested in appearance 
of shoes. Medium French toe, Tony red and brown 
leathers, almost no perforation, lead in sales. Outlook 
next six months encouraging this community.—F. W. 
Schramm, Schramm § Patterson, Burlington, Towa. 
** * * 
Increased Interest in Sport 
Footwear 
Note increase men’s shoes approximately 20 per cent. 
Reason. more attention to style—increased interest in 
golf and other sport footwear. Strong demand medium- 
priced conservative shoes, heavier type tan calf oxfords 
in better grades. Little call for blacks. Golf and sport 
oxfords great demand. Outlook future good.—W. L. 
Tillinghast, St. Petersburg, Fla. 
* * * * 
Better Right Now; Still Better 
after January I 
Men’s business increasing—weather conditions main 
reason. Black shoes helping to increase demand. 
Shoes with punching decreasing—plain, with colored 
and heavy stitching increasing. Demand for medium 
vamps, square toes, wide bottoms, lighter weight soles. 
No demand here for grain leathers—black and Tony 
red calf big call—65 per, cent tan; 35 black. After 
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January first, 55 tan; 45-black. Oxfords slow. Will 
start increasing heavily after January first. Expect big 
increase men’s business after January first.—H. R. 
Cummins, Walk-Over Store, Salt Lake City. 


* * * * 


Everybody Is Working at 
Good Wages 

Not much increase in men’s business on low shoes— 
more blacks. Trade wants plainer shoes, not so much 
perforation. High shoes, black and tan even, high 
grade, selling plainer styles, and medium grade more 
fancy. Leathers most used, Viking and Scotch grain for 
young men, medium tan and black for conservative 
man. More calls for patent oxfords. Modified wide 
toe last on order of Haig selling best. Everybody work- 
ing here at good wages and men’s business we feel will 
be better for next six months.—A. B. Caspari, Mil- 
waukee. 

*x** * * 
Expect Increased Business 
Next Six Months 

Men’s shoes selling better because convinced price 
has reached bottom. Discarded ones repaired during 
high-priced period until now forced to buy. Ladies’ 
shoes cost less—husbands have shoe money for selves. 
Brown leathers lead—black kid, calf, kangaroo second 
—patents third. Wider toes. Expect increased men’s 
business next six months.—Roy C. Kanouse, Greens- 
burg, Ind. 

* * * * 
Eighteen Per Cent Increase 
in Pair Volume 

Increase in men’s shoe business 18 per cent in number 
of pairs on account employment in factories. Young 
men’s shoes, wide toed lasts—leathers medium shade 
Russia calf, black gun metal, some boarded calf—black 
and brown—also black and brown kid in more con- 
servative type of shoes. Outlook for men’s business 
next six months good.—Edwin A. Neal, Warren, Ohio. 


* * * * 


Boots until January; 
Then Oxfords 
Have experienced considerable increase sale men’s 
shoes this fall, principally in September—less increase in 
October. Boots show decided falling off. Oxfords show 
very considerable increase. Look for men’s boot busi- 
ness during November and December only, with in- 
creased oxford business in January, February, March. 
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French type toes predominating in cheaper grades— 
principally in lighter weight calfskins of black and ‘wine 
color. In higher grades Scotch grain in black and tan 
on brogue type lasts.— K. W. Walters, Buffalo. 
* * * * 
Fifteen Per Cent Better than 
a Year Ago 
Our men’s shoe business has increased about 15 per 
cent over year ago—mostly russet leather, broad toes, 
flat heels. Men are tired waiting to buy shoes at old 
prices.—T. Henry Black, McDowell § Black Shoe Co., 
Portland, Me. 
* * * * 
Men Confident that 
Depression Is Past 
Men’s business 20 per cent better because men, being 
closer students of economic conditions, have not been 
buying past three years. Are buying now, confidert 
that period of depression is over. Brown calf best bet. 
Square-toe English last with fancy stitchings is very 
good. Outlook next six months is for continued in- 
crease.—I. H. Morse, Loweli, Mass. 
* * * * 
One-Third Better in 
Omaha 
Increase in men’s shoes one-third over last year. 
Business conditions better. Medium round toes for 
men—square cut and round toes young men—medium 
to heavy weight in calfskins without brogue effects. 
Norwegian tannage or similar selling best. Brown 
preferred. Black stronger than last year. Boots lead- 
ing oxfords as weather gets colder. Outlook is for in- 
crease in popular-priced shoes.—W. F.. Stryker, Douglas 
Shoe Store, Omaha, Neb. 
* * * * 
Held Back by Labor Trouble 
in Granite Industry 
Continued labor trouble in granite industry. Busi- 
ness very dull. Bals and bluchers on conservative last 
evenly divided. Brown calf and black calf and kid. 
No prospect settlement’ of labor trouble. Business 
outlook poor.—George N. Tilden, Barre, Vt. 
** * * 
Thirty-four Per Cent Increase 
in Dollars 
_ Men’s business shows increase for September and 
October of 34 per cent in dollars over year ago. Men 
all working at fair wages, need footwear, and are buy- 
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ing good quality, snappy styles of dark shades of tan 
and black, 65 per cent tan; 35 per cent black. Medium 
and broad square toe lasts with box and soft toes selling 
best. Believe business will keep on increasing the com- 
ing six months if styles are kept sane.—A. E. Schulein, 
Rockford, Ill. 
** * * 
Steel Mills Busy and Pay-rolls 
Grow Fatter 


Increasing volume of business, with increasing pay- 
rolls in the steel industries of the Mahoning Valley 
responsible for better business in men’s shoes, by 15 to 
20 per cent over 1921. Oxfords showing better volume 
in black and brown boarded stocks—square toe effects. 
Same in boots. Outlook for future good.—C. B. 
Klingensmith, Youngstown, Ohio. 


* * * * 


Look for Big Business 
Next Six Months 

More men at work and confidence in prices have in- 
creased our pairs big. Oxfords selling 25 per cent 
black and 75 per cent tan. Look for big business in 
men’s shoes next six months.—R. H. Fyfe § Co., 
Detroit, Mich. 

*x** * * 
Slight Increase Noted in 
Sales to Men 

We have experienced a slight increase in men’s busi- 
ness, due to the employment situation. The type of 
shoes called for are black and tan Scotch grain oxfords. 
Outlook for next six months good.—J. F. Knowles, 
W. G. Simmons Corporation, Hartford, Conn. 


** * * 


Better Business in Men’s 
High Grades 
Better business in men’s high grades from $12 to $14. 
Very conservative styles. Bracon kid first—black kid 
second—then tan calf—black calf. Outlook for future 
good. More men working in factory, mines, and rail- 
road shops.—Olto C. Hornung, Terre Haute, Ind. 


* * * * 
Men’s Business Keeping Up 
Better Than Women’s 
Men’s business is keeping up better than the wo- 
men’s. The present styles in men’s shoes are attractive 
practical, comfortable, and sensible, and not too varied. 
Next four months we will sell 80 per cent boots and, 
20 per cent oxfords in our men’s department—about 


60 per cent tan and 40 black. Women’s shoes are too 
complex and too varied at the present time to be 
profitable.—Christian Ludebuehl, P. Ludebuehl, Pitts- 
burgh, Pa. 
** * * 
Steel Mills Full Time and 
Cotton Prices Up 


Improvement in men’s shoe business is largely due to 
change of season. Haig toe, neater perforations in 
65 per cent tan—similar proportion in style and colors 
in men’s oxfords. Business outlook for next six months 
very encouraging. Steel and iron industries working 
full capacity with high prices of cotton —Dave Rich, 
Birmingham, Ala. 

* * * * 
Twenty Per Cent Increase by 
Hard Work 


Twenty per cent gain in pairage in men’s shoes, June 


to November, over same period last year. Cause 
principally extraordinary efforts on our part, helped 
by better community employment. Demand largely 
colored calf, $8 to $10. We will sell more next six 
months than past.—Seaton Alexander, Wheeling, W. Va. 


* * * * 


New Styles Responsible for ° 
Increased Demand 
Have experienced increased demand in men’s shoes, 
due in our opinion primarily to new ideas injected into 
them. Biggest call for square-toe brogue effects, tan 
and black, Norwegian, Tony red, and brown. We note 
tendency to lighter shades and look for continued in- 
crease in men’s shoes.—J. C. Hofheimer, Norfolk, Va. 


* * * * 


Men’s Business Notably 
Better in °Frisco 
Men’s business noticeably better last 90 days. Main 
reason is prices are stabilized. Our increase 17 per cent 
over last year. Tony red best selling leather. Medium 
broad square toe biggest last. Believe men’s business 
will show same improvement as women’s from now on. 
However, price is big factor. Frank Werner, San 
Francisco. 
* * * * 
Mining Industry Quiet, but 

Trade Is Some Better 
Men’s shoe business has improved a little. They 
seem to be asking for fancier shoes in calf leathers 
instead ‘ot ‘kid. Outlook’ fér next six months seems a 
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little better. Mining and other conditions in Arizona 
still very quiet.— Harry A. Drachman, Tucson, Ariz. 
* * * * 
One Hundred Per Cent Increase 
over Last Year 
Men’s business very much better—nearly 100 per 
cent increase over one year ago. The general condi- 
tions are good here and our business is growing. Black 
Scotch grains and black gun metal high shoes are lead- 
ing. Outlook very bright next four months.—F. W. 
Dabney § Co., Richmond, Va. 
** * * 
New Styles for Men the 
Needed Stimulant 


The increased business on men’s shoes, and particu- 
larly young men, is due to the manufacturers producing 
the snappy styles, new types of lasts and leathers other 
than the plain and staple styles of the past. Our men’s 


business shows an increase of 25 per cent over 1921. 
We are anticipating a larger business on men’s shoes 
for the next six months.—John G. Buckley, Houston, 
Texas. 
* * * * 
Considerable Improvement Expected 
in Next Six Months 
Due to local conditions, business in men’s shoes and 
business in general not so good as a year ago. Nineteen 
twenty was our biggest year. We did not feel any 
depression until the spring of 1921. We look for con- 
siderable improvement in next six months, coupled 
with a demand for the better grade of shoes—both 
men’s and women’s.—P. W. Ruff, A. Ruff’s Sons, 
Butler, Pa. 
** * * 
Thirty-five Per Cent Gain 
in Thirty Days 
Increase in men’s business in last 30 days, 35 per 
cent. Activity in the better grades due to improving 
conditions. Tan shoes 35 per cent—black shoes 20— 
tan oxfords 25 per cent—black oxfords 20 per cent. 
Outlook good.—W. H. Staiger Shoe Co., Portland, Ore. 
** * * 
A Three-fold Increase 
in Kansas 
Our men’s shoe business increased three-fold. We 
think the men for three years have had buyers’ strike, 
and must have declared strike off. Older business men 
buy vici. High school boys and younger men buy the 








new lasts in heavy leathers. More business for future. 
Looks good.—E. E. Ellsworth, Hutchinson, Kans. 
*x* * * * 
South Is Looking Up 
Says New Orleans 
Retail conditions in the South looking up. Outlook 
undoubtedly better. Narrow French toe has stronger 
call in men’s popular-priced footwear. Increased de- 
mand for wider toes for the class trade. Red shade 
calfskin continues strong in all grades, closely followed 
by patent leather. Slight inclination toward lighter 
shade kidskin—Ralph P. Levey, M. Pokorny § Sons, 
New Orleans. 
* * * * 
Better Industrial Conditions 
Breed Better Business 
Increase in sale men’s shoes in last few months was 
marked, due primarily to better labor conditions. 
Higher grade shoes in bigger demand. Medium shade 
tan calf, full toes and black kid shoes being sold. 
Marked decline sale oxfords. Outlook future business 
bright.— Robert C. Troll, Jersey City, N. J. 
* * * * 
Men Have Held Off, but 
Now They’re Buying 
Men’s business more active than last year. Defla- 
tion of business has forced men to hold off buying until 
now. Heavier types shoes in full double sole and wide 
toe patterns. of brown and Tony red lead in sales. 
Haig patterns demanded by young men. Extreme 
English patterns passe.— Harry H. Runyon, White- 
Runyon Co., Boise, Idaho. 


James H. Woods Dead 


James Herbert Woods, ‘prominent shoe salesman of 
New York, after an illness of six weeks, tried to 
resume work and fell dead last Friday. He repre- 
sented Field & Flint, the Standard Felt Co., and 
Kaufman & Herman, with headquarters at the Mar- 
bridge Bldg., New York. 

He was born in Boston, started work with Tucker 
Bros. at East Stoughton, where he was office boy. He 
later became connected with A. E. Nettleton Co. and 
then later became manager and buyer for the Verner 
Stores, Pittsburgh. For a number of years past he had 
been a very successful shoe salesman in New York. He 
died at the age of 57 and was buried at Mt. Auburn, 
Mass. , ‘ 








BOOT AND SHOE RECORDER November 18, 1922 











Detailed Costs of Man’s Russia 
Calf Ball. 


(The Actual Factory Sheet) 


April 
Item 1922 
40 


Upper Stock 3 ft.. 1.20 
Duck Lining No. 25 .07 
Sheep Lea Trimmings. .073 
Hooks & Eyelets .045 





Bottom stock—outsoles, welt, insole, heel, 


box, counter, figuring No. 1 heavy Union 
Back..... 1.14 @50c 1.20 


Cutting uppers, soles and heels, fitting, bot- 
toming, finishing, treeing, dressing, packing 


Carton, box. 
Royalties 


Factory and general factory labor expense.. . 


Findings, laces, tongues .160 


Administrative and selling expense ......... 409 


Discount and Interest .164 .152 


$4.874 $5.088 


(Actual costs without additional charges for taxes and profits) 








a 
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\hoes for 


“dcasions 


a little more 
smartness for 


ho 


Recorder Men's Styles 
Series No. VIII 


American Fall Fashions jor Men. From Mitchell Publishing Co., N.Y. We are in receipt of a letter from one of the 
most astute retail shoe merchants of the country 
in which, among other things, he says: 

“The increased business on men’s shoes is due 
to manufacturers producing snappy styles— 
new types of lasts and leathers.”’ 

Men are as susceptible to the influence of style 
as women if properly approached and the above 
expression of opinion, corroborated by what we 
have learned from other sources, convinces us 
that lack of style has played some part in the 
slump which hit the men’s business several 
months ago. 








Tan Viking plain 
toe blucher ox- 
ford with the new 
style develop- 
ment—a creased 
vamp. 
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Do your Clothes increase 
your personality? 












































‘Your Name Here 
Street - Town 


ee ed 











Men NEED shoes, bul what they 
must do before theyGET shoes is an- 
other matter again. 

_ Men as where me ~~ store 

is located—t after 
p ae WITHOUT TH THI WK! NG 
TO BUY. Witness, the big repair 
business. 

Granted that they know where 
the shoe store is, what is the adver- 
lising doing other than to show 
them something they already know? 


Do Your Clothes Increase Your Per- 
sonality ? 


A small lapse even in the man of meticu- 
lous taste leaves no room for excuse in the 
eyes of those whom he meets for the first 
time. First impressions are lasting ones. 

A shoe will perform as a foot covering 
long after it loses some of its identity— 
if it’s a good one. So will a collar or any 
other article of apparel. But who wants 
to risk making im a via the route 
of seedy or worn clothing 

HOW MUCH WILLA A ‘NEW PAIR OF 
SHOES IMPROVE YOUR POISE, 
COMFORT AND ABILITY RIGHT 


ay te 

t deal more than you realize UN- 
TIL OU GET THEM ON. Come in 
today. You'll get your money’s worth 
in more ways than one. 


An actual need 
remains passive 
unless aroused— 
Men’s_ advertis- 
ing should be cre- 
ative—not mere- 
ly assertive. 











as Well as Study 
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Efficiency a Matter of Dress 


Volumes have been written about the 
exercise of will—the power to concentrate. 

BUT a complaining of feet will ruin 
the best learned lesson in efficiency, render 
void accustomed habits and absolutely un- 
fit one to do the very things of which you 
are capable. 

These are days when the good ny ale 
life go to the one who goes and gets 

And it’s the veriest tack of foresight that 
will cause a man to deprive himself of what 
really amounts to the teupiatice of ability 
“ a my 4 mind. ‘nina vy 

oy wh eet are on your why not 

step in here today. * Solan 
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How do te ai murPM? 

















Are your shoes wearing 


y: 


you out? 




































































Your Name Here 
Street = - — Jown 


























The answer to the question just 
propounded tells whether news- 
paper s, is ADVERTISING 
or SELLING. Upon the answer 
rests, or should rest, the immediate 
selling policy insofar as newspaper 
space is concer 

an an immediate need for 

getting salesmanship into copy; 
for giving DESI RE some of the room 
taken up by attention; for turning 
unproductive interest into Action. 


Are Your Shoes Wearing You Out? 


Head work and foot work are closely 
connected. Shoes may make it hard for 
our head as well as for your feet. A wrin- 
e in US lining will work havoc with you 
‘ou into a state where the slight- 

est ae effort seems a herculean task. 
A poor fitting shoe will start trouble that 
uli tabs eagle enum, It will lose 
its yd rapidly and satisfaction will be 


Sis of tis Gut tng tod Fe itn 
of 4 o'clock fatigue is to GET A NEW 
WELL-FITTED PAIR OF SHOES. 

We have men come to us often saying 
they never how much shoes prop- 
erly fitted had to do with getti theough 
a oy, pe 8 ap comfe ry: 

shoes wear you.gut. We 
fee a ane sy ‘or your type of foot. 
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When miners will strike because 
they haven’t a place to k their 
cars al the mines. When Radio 
can sweep the country; automobiles 
enjoy unprecedented production. 
When certain classes of workers 
get up to $20 a day there’s no valid 
reason why a necessity shouldn't 
experience some activity in demand. 

It is marvelous to see how liquid 
and plentiful the resources of the 
entire country are whenever a 
worthwhile idea is marketed. 


A Run Down Heel 


Some of the best fellows we know wear 
heels run down so that their health is 
really in danger simply because they're 
busy or careless. ‘And et, worn heels 
will always be associated with shiftless- 
ness. To those who don’t know a man 
they are the visible signs by which he is 
Judged. 

A second pair of shoes always ready will 
save you from ever — a wrong idea 
of the kind of man you ly are. 

Better get another pair for safety’s sake 
today. We've got some beauties. Good 
old reliable lea built over up-to-date 
lasts. How about it? ‘Better drop in 
while it’s on your mind. ~' * ‘ 


The resources of 
the country were 
never so respon- 
sive to real sales- 
manshipas today 
—Distribution of 
purchasing power 
never so thorough 








R Jirst Min ule 


x Counts 
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Your Name 
Address 




















Men of Action 


Did you ever stop to consider that it’s 
just the difference in train-time that 
makes one man different from another? 

Take for instance the fellow who leaves 
for work on the 6.15 and the one who tra- 
vels on the 8.15. 

Each lives in his own sphere so far as 
train-time goes, yet each enjoys the same 
ambitions—both are doing their share of 
the world’s work. Then why not both 
have the best? 

— work oe are the best ee money 
can buy; totigh rugged yet built over 
just as fine fitting lasts as dress shoes. 
Our stylish shoes ‘ar¢'the kind that all men 
ought to wear. 
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It seems that a'most anything, 
barring the absurd, stands a¥good 
chance if rightly merchandised. 
If men need shoes and at the same 
time are buying automobiles and 
indulging in radio concerts why is 
it that they do not buy? 

Most anything stands a good 
chance of success if rightly mer- 
chandised 


The First Minute Counts 


A good shoe gets you where you're going 
dry and fresh. It doesn’t force itself on 
ou while you're in the midst of important 
usiness. It helps you look the successyou 
are. It takes more abuse than anything 
else you wear. Yet while a co is 
changed daily, suits alternated in use and 
other economies practised with other 
clothes shoes are most often worn steadily 
while there’s any wear left in them. 
Three pairs of shoes bought now will 
see you a the winter and well into 
the spring. Keep two pairs on trees ready 
for use and alternate every day. 
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Desire for Style Stabilization Apparent 


All Branches of Trade Represented in Meeting at New York, Called to 
Determine ‘‘Best Bets” for Selling Between Now and April 1 


ELIEVING that the style situation warranted it, a meet- 
B ing was held at the Hotel Astor, New York, November 15 

by members of the Allied Trades, including merchants, 
manufacturers, tanners, representatives of business journals and 
fashion publications, the hosiery expert and the representative 
from the Color Card Association. The meeting was assembled 
jointly under the leadership of Harry C. McLaughlin, chairman 
of the N.S. R.A., Styles Committee; and John C. McKeon, 
chairman of the Manufacturers’ Style Committee. 

As an innovation, the opening feature of the meeting was the 
presentation of fashion news by Miss Carmel White of Vogue, Miss 
Hareford of Harpers and Mrs. Margaret Hayden Rorke of the 
Textile Color Card Association; Miss Fedden. on hosiery, of the 
House of O'Callaghan & Fedden; Miss M. Haggerty of John 
Wanamaker, New York, and Miss A. Callahan, of Philadelphia. 
Miss White was armed with a cablegram, pointing out in the one 
case that Perugia in Paris was pushing novelty boots while Hell- 
stern would have nothing to du with them and favored low ef- 
fects. 

Bright Colors for Spring 

Hellstern had, however, made a boot with bronze vamp and 
heel and patent upper. Considerable French empbasis was be- 
ing placed on buckles and ornaments. The other young ladies 
emphasized that color as coming into its own next spring and 
that over this bridge of color garments, hats, hosiery and shoes 
would have to pass to capture feminine attention. The young 
lady on hosiery frankly stated that the hosiery maker looked to 
the shoe man for inspiration. The shoe colors were accepted 
and then the hosiery man made the decision as to whether stock- 
ings should contrast or match. The frankest statement from the 
‘eminine side of the jury on style was that of Miss Callahan, of 
Wanamaker’s, of Philadelphia: 

“Women are so changeable. They want one thing today and 
something else tomorrow—we are trying our best to give them 
the right thing now and frankly confess that the future is as un- 
known as feminine moods.” 


A Warning Against Too Stylish Style 

So much emphasis was placed on Pacis as the originator of foot- 
wear styles that John C. McKeon put a practical high light on the 
subject under discussion. He said “American women are the 
best dressed women in the world. We must not assume that the 
extreme styles produced under French influence are worn by the 
big majority of women in Paris. They are created for the ultra- 
dressers and for those who have much money to spend. We must 
make commercial this information to perpetuete the volume at 
a price range the American public can stand. 

“Our style program needs an energetic balance for the 
benefit of merchants the country over and we must arrive 
at some element of real faith in style so that these mer- 
chants can buy and hope to sell at a profit. It is extremely 
dangerous to say that a style is dead. There is merit 
both in strap and tongue pumps for a long time to come. 
I even believe it is a good thing to encourage boots but 
they should be handled very carefully and inte ligently 
for they should be articles of extra sales value.” 


Urges Economic Value of Boots 
L. Haile, of the Amalgamated Leathers Co., said that to a 
certain extent it is true that he is interested in pushing boots for 
it is an item of self preservation. Goat skins usualty come 70 
per cent large skins and 30 per cent smail sizes. The demand 


now being for small skins it has made raw material prices of small 
area skins go up from 30 to 35c while the large size skins can 
be had at 18c to 20c. Unless something is done to create a demand 
for large skins the small area skias are bound to be high priced. 

Burt W. Rankin, of the Hunt, Rankin Leather Co., said that 
there was side and calf leather enough to take care of any de- 
mand and in any color, provided a little advance notice could 
be given the tanner. He also pointed out that raw stock had 
advanced 20 to 25 per cent. 

Good Taste Better Than Style 

The meeting swung back to the subject of Paris when another 
globe-trotting manufacturer, George Miller, emphasized the 
fact that the United States was away ahead of the world in style, 
manutacture and merchandising. He was foilowed by M. Saidel 
of Saidel-Murray, Inc., who very strongly emphasized that opera 
patterns were the great feature in Paris, together with high heels 
and that the American idea of a long drawn out toe had given 
way to a semi-French last. He said that the French manufac- 
turer had a 60 day right to any.style created and that in that re- 
spect the French trade was ahead of us because its styles are 
created, copied, and killed in a week’stime. He stressed very 
heavily gold and silver brocades and ornamentation. 

It was left to John Garside, of A. Garside & Sons, to give the 
final punch when he said: “I would rather that this meeting 
should talk good taste in footwear—we are over-styled now—we 
are in a highly competitive industry and we are always looking 
for a crevice in a man’s stock to put in a new style. The mer- 
chant has no protection for 24 hours and unless he always re- 
members that good taste should be a final judge of a style’s 
salability.” He was followed by John Craddock, of Craddock 
Terry Shoe Co., who said “when you are talking volumes of 
shoes you are not dealing with what is salability in Paris or the 
Paris of America, New York. We want to keep style but at the 
same time remember the absolute necessity of keeping style in 
well defined channels. Seventy-five per cent of the shoes of this 
country are bought for necessity. Those shoes with a high style 
value are luxuries and should bear the extra expense of patterns 
and lasts.” 

Canada: Wants Style Stabilization 

The morning program also included a friendly little speech 
by S. Roy Weaver, of the Shoe Manufacturers’ Association of 
Canada, who pointed out that the Dominion looked to New York 
for its style trend and that Canadian manufacturers and mer- 
chants were hopeful that style confusion could be corrected. 

Reports were read giving the style opinion of Chairman Tay- 
lor, of the Men’s Committee, Chairman Maurice A. Weiss, of 
the Women’s Style Committee, who, by the way was present and 
a very active factor in the final report, and it was left for A. H. 
Geuting to read the style opinion of M. Yoskin, Chairman of the 
Children’s Style Committee. These three reports are given 
herewith and serve as guide posts to the complete style program 
which was sent back to Committee for final reading and cor- 
rection prior to publication. 





Opinion on Men’s Styles 
By E. A. TAYLOR, of Hassell’s, Chicago, Chairman Advisory 
Committee on Men’s Styles. 


LASTS. Recommend no radical change in lasts. Those in 
vogue this season have good qualities which should call for their 


maximum devtlopment.' * 
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HEELS. To remain in the 7-8 and 8-8 inch beights principally 
so as to fit the present lasts. Rubber heels have come into such 
universal use it is a quesiion if it would not be good to recom- 
mend as an association, their adoption for men’s shoes at this 
time. 

COLORS. Recommend a continuation of four shades in 
colored leathers known by the everyday descriptions of dark 
brown, dark wine (medium) nut brown and lighter brown or tan. 
The lighter shades will gradually gain as the season advances, 
but the darker shades should not be entirely neglected in this 
season’s run. 

PATTERNS. Recommend unlimited efforts to bring out new, 
snappy, but sane, patterns. Recommend a gradual but final 
elimination of the hazardous large perforations, extreme wing 
tips and gaudy edges, for the more staple pin perforations or 
finely stitched patterns carrying welts and edges in keeping 
with these styles. Sport and Golf footwear should receive spec- 
cial attention the coming season, and should carry patterns of 
the cype which would last for more than one season’s wear. The 
new types of rubber soles should be given consideration in mak- 
ing up sport footwear and receive our consideration. 

LEATHERS. Colored leathers will continue to have the great- 
est sale. Recommend the adoption of highly finished leathers 
in seasonable weights as the safest purchase for the following 
season. Black calf with distinctive finish will probably have 
the second call, followed by patents, brown kid and Kangaroo, 
black kid and Kangaroo, in the order as mentioned. 

SALES. After consideration of the foregoing subjects, the one 
important thing to watch the coming season is the change from 
the high shoes to oxfords. It is well to remember that last year 
a great majority of the retailers carried over too many of ihe 
young men’s snappy high shoes during the spring season. 





Opinion on Women’s Styles 


Maurice A. Weiss, Chairman of the Women’s Style Committee, 
N.S. R. A., in a brief outline and style forecast stated: 

“Style in New York seems to be just as fickle as ever, new 
things spring up every day, but, from the present outlook, in 
our town, the large Colonial tongue, side lace and Theo ties, I 
believe are done. 

Straps are continuing to sell lightly, in both welts and turns. 

Welt oxfords and brogues, particularly black and tan, are 
coming in strong. Opera pumps are good, plain and trimmed 
with buckles. Smaller tongue pumps are taking the place al- 
together of the extreme large ones. Lower heels, I believe, are 
again coming back. Patent leather is still the leader. Silver 
and gold brocade are very good at present. The height of heels, 
leather or covered Cuban, 9 to 14-8. Higher heels, in Spanish 
and Louis, 14 to 16-8.” 





Opinion on Children’s Styles 
By M. YOSKIN, Chairman Children’s Style Committee 

In past years, children’s, misses’ and boys’ shoes were plain 
staple shoes, such as white, tan calf and black calf, regardless of 
the styles in men’s‘and women’s shoes. Now, there seems to be 
a decided tendency to follow the trend of adult styles, perhaps 
for no other reason than that the boys and girls of today want 
what they want—in other words, the same as mother, dad or big 
Sister wears. 

Thus, we are now facing a juvenile consumers’ demand in a 
game, where heretofore, all the decisions were made by parents. 
You will remember that often, even though bitter tears were 
shed because little Peggy wanted a pair of party slippers, she 
had to be content with a pair of uninteresting heavy boots. 

Growing Girls Wearing Low Shoes 

There seems to be a falling off of high shoes in growing girls’ 
sizes and even in the misses’ sizes. Growing girls are buying and 
wearing low shoes for almost every occasion, such as brogues and 
beavy strap effects for school, and dainty straps and tongue 
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effects for dress. We are also selling quite a number of low 
shoes in the 814 to 11 run. 

In misses’ shoes, tan calf, sturdy oxfords, dolled up in semi- 
brogue effects, and the same styles carried out in medium cut 
boots, prevail. Black calf, too, seems to be looming up very 
strong. 

In selecting shoes for children, although everything tends to 
be fancy, the utility side cannot be lost sight of. Sturdy leather, 
such as veals, grains, kips and elk should have our preference. 


Patent Leather Still Selling 


It is surprising to note the number of patent leather shoes 
we are selling for dress. Even though the public has been edu- 
cated to the fact that patent leather does not give service, yet 
patent leather seems to be the predominating leather at the 
present time. You know a youngster is dressed up if she has a 
pair of patent leather shoes and they will go with any wearing 
apparel. 

Black calf shoes, too, play a prominent part in our sales. I 
am quite sure ail of us carried over a lot of these in the last two 
years, that we could no: move, even with the heaviest premiums. 
This recent activity is due, no doubt, to the fact that the various 
colleges, private schools and institutions have adopted black 
calf as compulsory. This, of course, increases sales. 

In attendance at the Joint Styles Committee Meeting were: 


Name “7 Company Address 
Potter Shoe Cincinnati 
Philadelphia 
Philadelphia 
Boston 


Boston 
New York 


Philadelphia 
‘uiense 
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I. Miller & Sons (Retail) 
I. Miller & Sons (Retail) 
Craddock Terry Co. 
8. Weil & Co. 
Brown Shoe Co. 
Melville Shoe Corp. 
Barnet Leather Co. 
Henning Boot Shop, Inc. 
Florsheim Shoe Co, 
Cammeyer 
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Rich, Young Company 
Brown Shoe Co. 
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Significance of Stock-Turn in Retail and 
Wholesale Merchandising 


By MALCOLM P. McNAIR 


Reprinted by permission from the Harvard Business 
Review published by A. W. Shaw Company for 
the Graduate School of Business Administration 


HE essential problem confronting most merchants 

in 1921 and 1922 has been the adjustment of oper- 

ating expenses to lower price levels. This situa- 
tion has resulted for one thing in greater emphasis on 
the importance of a rapid rate of stock-turn both as an 
index of merchandising efficiency and also as a direct 
means in itself of lowering expenses and increasing net 
profits. Accompanying the numerous valuable sugges- 
tions on stock-turn that have been made to merchants 
since the business cycle entered its downward swing 
and the desirability was perceived of utilizing stock 
investments as efficiently as possible, there have been 
some more or less contradictory statements and some 
slip-shod thinking arising from the renewed interest 
in this subject. On the other hand, merchants have 
been told that doubling the rate of stock-turn will 
double the rate of profit, and on the other hand they 
have been informed that neither profits nor losses are 
determined by the number of stock-turns and that the 
rate at which merchandise moves from the shelves dur- 
ing a given period is, in fact, a deceptive index of the 
efficiency of the business. 


Relation of Stock-Turn to Net Profits 


That the rate of stock-turn is of some significance is, 
however, evidenced by figures on operating expenses 
in the wholesale grocery, retail shoe, retail jewelry, and 
department store trades published by the Harvard Bu- 
reau of Business Research for the fiscal year 1921. In the 
wholesale grocery business in that year 344 firms with 
an aggregate volume of sales of $487,951,000 showed a 
common net loss figure of 1.9 per cent of net sales. For 
the same period 65 firms with a stock-turn rate of less 
than 4 times a year showed a common net loss of 4.7 per 
cent of net sales, while 160 firms turning their stock 
from 4 to 6 times showed a net loss of 2 per cent, and 
114 firms which achieved a rate of stock-turn of 6 or 
more times per year had a common net loss of only 
0.6 per cent of net sales. Similarly, while 407 retail 
shoe stores with a total sales volume of $70,699,000 had 
a common net loss of 1.9 per cent, those with a rate of 
stock-turn less than 1.5 times a year sustained a loss 
of 4 per cent; whereas those with a stock-turnof 2.3 times 
a year and over made a net profit of 0.6 per cent of net 
sales. In the retail jewelry trade, also, for 190 firms 
with total sales of $10,985,000, the common figure for 
net loss was 6.6 per cent of net sales, and the commonly 
attained rate of stock-turn .was 0.8 times, or once in 


fifteen months. While 57 firms with a rate of stock- 
turn Jess than 0.7 times a year showed a net loss figure 
of 11 per cent of net sales, 22 businesses which turned 
their stock 1.5 times and over a year broke even, with 
total expenses exactly equal to gross profits. Again, 
in 301 department stores with total sales of $496,238,000 
the common figure for net profit was 0.9 per cent of 
net sales in 1921, but for 95 firms that turned their stock 
less than 2.5 times the common figure for net loss was 
0.8 per cent of net sales, while 111 firms turning their 
stock 3.5 times and over showed a common net profit 
of 2.3 per cent. On the basis of data of this sort, it is 
not desirable to draw final conclusions, but it is pos- 
sible to clarify somewhat the relation which the rate of 
stock-turn bears to gross and net profit and the prin- 
cipal items of expense. 


Determining the Rate of Stock-Turn 


Some of the confusion that has been evident in re- 
gard to what stock-turn is and what it does results from 
failure to define terms clearly. Stock-turn is the actual 
disposal and replacement of a given stock of merchan- 
dise, and the rate of stock-turn is the number of times 
during a given period that a merchant’s average stock 
on hand during that period is sold and replaced. Since 
the buying and. selling processes are more or less con- 
tinuous, the money received for merchandise sold from 
day to day being periodically reinvested in new stocks 
of goods, the time necessary to dispose of a given stock 
of goods cannot always be measured accurately, but at 
the end of a period the total number of units sold dur- 
ing the period divided by the average number of units 
in stock during the period gives the rate of stock-turn. 
The use of actual physical units in ascertaining the 
rate of stock turn is the ideal method, but unfortunately 
is of limited application. To employ such a method 
requires a system of stock records to preserve the com- 
plete history of the movement of stocks by physical 
units, and it appears that in most businesses, both 
wholesale and retail, such stock records are not kept, 
especially in those businesses or departments where 
the average unit of sale is small. In the absence of 
data permitting the computation of the rate of stock- 
turn in physical units of merchandise, it becomes neces- 
sary, for practical purposes, to figure stock-turn by units 
of value. 

The rate of stock-turn when computed in dollars and 
cents of cost, values (cost of merchandise sold divided 
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by average net inventory at cost) amounts to the rate 
of stock investment turnover and may exhibit some 
discrepancy from the rate of stock-turn figured in 
physical units because of price changes and variations 
in the value of units, especially in case of a mixed stock. 
In a stock of jewelry, for instance, including diamonds, 
silverware, and clocks, the rate of stock-turn as ascer- 
tained by the use of cost values conceivably might bear 
little relation to the rate at which the physical units were 
sold and replaced. If as is the case in businesses em- 
ploying the “retail method of inventory,” selling price 
figures rather than cost figures are used to determine 
the rate of stock-turn (net sales divided by average net 
inventory at selling price) the figure obtained will cor- 
respond closely to that obtained by the use of cost price 
figures.. The result, however, cannot be called the rate 
of stock investment turnover, because the element of 
gross profit has been added to each increment of stock 
investment. Neither is it equivalent to the rate of 
turnover of working capital, since that is affected by 
the promptness with which customers settle their ac- 
counts. The virtual necessity of using units of value 
to measure the rapidity of stock-turn apparently has 
led to a prevalent error in method; i. e., that of dividing 
net sales by average inventory at cost. Frequently, 
when a merchant buys goods worth $5,000 at cost 
price, he assumes, thinking in figures of dollars and 
cents, that when he has sold goods worth $5,000 at 
selling price he has made one full turn of his stock in- 
vestment and therefore of his physical stock of mer- 
chandise, but this is not the case. 


For all practical purposes the rate of stock-turn as 
determined by dividing the cost of merchandise sold 
during a given period by the average net inventory 
at cost during the period is sufficiently accurate. Of 
course, the greater the number of inventories from 
which the average inventory is determined, the more 
accurate will be the stock-turn figure obtained. The 
data available, however, as found by the Harvard 
Bureau of Business Research in its studies of the cost of 
doing business in various trades, ordinarily include only 
two inventories a year—those at the beginning and end 
of the fiscal year. Although the average inventory as 
determined from these two figures may not in some 
cases be thoroughly representative, since stocks are 
likely to be low at those periods, nevertheless, since 
all the figures are on the same basis, their usefulness for 
purposes of comparison does not suffer. 


Measuring Significance of Stock-Turn 


In any discussion of stock-turn, there are clearly two 
things to consider which must be sharply differentiated. 
The first is the rate of stock-turn as an index of business 
efficiency, and the second is the rate of stock-turn as a 
possible direct cause of business efficiency. It is neces- 
sary first to determine whether a high rate of stock-turn 
usually accompanies low operating expenses and 
high net profits. Even if this is found to be the case it 


does not mean necessarily that the high rate of stock~’ 
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turn is the cause of the low operating expense and the 
high net profit. Both may be the result of some other 
factors, such as the position in the business cycle, the 
foresight and trading ability of executives, the effi- 
ciency of methods of management and control, or any 
number of local conditions. It is further necessary, 
therefore, to determine how far changes in the rate of 
stock-turn in themselves are the cause of variations in 
operating expenses and net profits. 

By what evidence is the significance of stock-turn to 
be judged? Isahigh rate of stock-turn either a customary 
accompaniment or a necessary cause of (1) large 
volume of sales, (2) high or low gross profit, (3) high 
net profit, (4) low expenses? 

None of these criteria taken by itself appears to be 
wholly satisfactory. Volume of sales and expenses are 
affected by the general price level; net profit is affected 
by gross profit as well as by expenses; and gross profit 
may be subject to competitive conditions. Much de- 
pends on the basis of comparison used. Figures in 
dollars and cents offer only limited possibilities. Other 
possible bases of figuring percentages for purposes of 
comparison are: (1) volume of net sales, (2) cost of 
merchandise, (3) average stock investment (that is, the 
average value of stock on hand during a given period as 
contrasted with the entire cost of merchandise sold 
during that period), and (4) net worth of the busi- 
ness. 

In considering the use of either average stock in- 
vestment or net worth as a basis for figuring percent- 
ages in order to make comparisons of the effects of vary- 
ing rates of stock-turn, two points of view should be 
clearly distinguished; namely, the point of view of the 
investor or owner of capital, and the point of view of 
the business manager. In many businesses, of course, 
one man or a group of men are both investors and own- 
ers as well as managers, and therefore have both points 
of view. The owner of capital who puts his money into 
a merchandising business usually expects in return not 
only the normal rate of interest on his capital but also 
a further reward in the form of a net profit over and 
above the interest charges. This distinction between 
return on capital and net profit of a business is not al- 
ways clearly made, but it is highly useful if a business 
man is to make sure*that he is receiving adequate com- 
pensation, in the form of a net profit over and above 
the return on his capital, for the risks undertaken and 
the foresight exercised. Investors, stockholders, and 
owners of capital in general are likely to be interested 
in the percentage of net profit on investment; and in a 
retail or wholesale business the percentage of net profit 
on total investment will, of course, be affected by the 
percentage of net profit on capital invested in stocks of 
merchandise. From the point of view of the business 
manager, however, who charges as an expense of his 
business interest on his own capital as well as interest 
on capital borrowed from banks, wholesalers, or manu- 
facturers, the relative efficiency of the business is meas- 
ured better by percentages based on volume of net sales 
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RETAIL SHOE TRADE 
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Stock-turn 
Group-15 Firms 


Stock-turn 
Group-15 Firms 


Highest 





Average Figures Average Figures 


Average Figures 





1.0 times 
(Range 0.7-1.2) 

$32,757 

81% 
o7 
36 
38 
3 
39 
96 
25.0 
35.0 
10.0 


3.6 times 
(Range 2.8-5.5) 
$349,894 
82% 

10.6 
45 
4s 
2 
18 
54 
22.8 
32.0 
a4 


Total Fixed Charges and Upkeep 
Total Expense 

Gross Profit 

Net Profit (or Loss) 














4.5 times 
(Range 3.7-7.8) 
$530,804 


Wr 
41 
45 


at 
278 


23.9 
19 








25 
Ww 
54 
23.3 
268 
35 














The common figures for all firms reporting are taken from the Harvard Bureau's 
bulletins for the respective years. The percentage figures given for the high and 
low sotck-turn groups are arithmetical averages. Such average figures theoreti- 
cally are not strictly comparable with common figures, but in these cases the 





Giscrepancies are too small to be of any importance. The fifteen firms in the high 
and low groups are not the same for all three years; oS 





whether they had been in those categories the previous year. 





than by percentages based on either net worth or aver- 
age investment in stocks of merchandise. 

So far as volume of sales and cost of merchandise 
sold are concerned, it makes little difference for pur- 
poses of comparison which is employed so long as all per- 
centages are kept on the same basis, because of the fixed 
relations existing between percentages on sales and 
percentages on cost of merchandise, that is 


Percentage on Sales __ Percentage 
(100—Percentage of Gross Profit on Sales) on Cost 





Since it is customary in most progressive businesses to 
figure all percentages on the basis of volume of net sales, 
this basis may be preferred to the cost basis. There- 
fore, in the comparisons that follow, percentages based 
on the volume of net sales as 100 per cent are used 
rather than percentages based on cost of merchandise 
sold, net worth, or average stock investment. 


Effect of Rate of Stock-Turn upon Expenses 
and Profits 


For the purpose of making comparisons between 
firms from high and Jow rates of stock-turn, the data 
in the tables were compiled from profit and loss state- 
ments submitted to the Harvard Bureau of Business 
Research for the years 1919, 1920, and 1921, in the retail 
shoe, retail jewelry, and wholesale grocery trades. 
Complete tabulations of reports th these three trades 
submitted by identical firms for each of the three years 
was not undertaken, since careful tests indicated that 
owing to changing business conditions, comparisons 
between different years for the same firms were not so 
significant as comparisons between different firms for 
the same year. For each year in each trade the state- 
ments selected were those from the fifteen firms with 
the highest rates of stock-turn, and the fifteen firms 
with the lowest rates of stock-turn. Aside from varia- 
tions appearing from year to year in rapidity of stock- 
turn, it should be borne in mind that the commonly 
attained ratesof stock-turn in these three trades arequite 
different. From such data as are available it appears 
that whereas the average rate of stock-turn in jewelry 


stores is about once a year, in retail shoe stores it is 
nearer twice a year, and in wholesale grocery firms it is 
from five to six times a year. 

The item Net Sales in the tables is Gross Sales less 
merchandise returned by customers and less allowances 
made to customers on merchandise not returned. So 
far as this item is concerned, in all cases firms in the 
high stock-turn group had a larger average volume of 
net sales than those in the low stock-turn group, the 
variation being greater in some instances than in others. 
Differences in volume of net sales from year to year in 
these tables are due partly to the inclusion of different 
firms each year in the high and low stock-turn groups, 
as well as to changes in the general price level and nu- 
merous other factors affecting individual businesses. 

The association of a high rate of stock-turn with a 
large volume of net sales does not indicate necessarily 
the existence of any casual connection. In the bulletins 
of the Bureau where comparisons have been made be- 
tween firms in different volume groups, this same asso- 
ciation between large volume of net sales and a rapid 
rate of stock-turn appears in a majority of instances. 

In all but one case Wages of Salesforce (wages of reg- 
ular and extra salesforce, commissions, bonuses, and 
premiums, and part of the salary of proprietor, partner, 
or manager proportionate to the time spent in selling) 
was lower in the high stock-turn group than in the low 
stock-turn group. The one exception was in the retail 
shoe trade in 1919. In some instances, however, the 
common figure for all stores reporting was lower than 
the average for either the high or the low stock-turn 
group. In the shoe and jewelry trades the difference 
between the average percentages for this item in the 
high and low stock-turn groups was greater in 1920 and 
1921 than in 1919. In the wholesale grocery business 
the greatest difference was in 1921, the discrepancy in 
1919 being greater than that in 1920. Although there 
was some tendency for a low percentage of sales-force 
expense to accompany a rapid rate of stock-turn, the 
fact that the greatest differences were in the wholesale 
grocery and retail jewelry trades in 1921, where the aver- 
age falling off in net sales volume was conspicuous, sug- 
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gests that a low percentage of salesforce expense may 
be related fvlly as closely to a large volume of net sales 
as to a rapid rate of stock-turn. 

Total Selling expense (which includes advertising, 
boxes, wrappings, and other selling expense, in addi- 
tion to wages of salesforce) showed practically the same 
tendencies as Wages of Salesforce, except that in 1919 
in the retail shoe and jewelry trades the fifteen firms 
with the lowest rates of stock-turn showed lower total 
selling expense than the fifteen firms with the highest 
rates of.stock-turn. 

In 1919 and 1920 in the retail jewelry trade the high 
stock-turn groups showed higher Buying, Management, 
and Office Salaries (including part of salary of proprietor 
partner, or manager proportionate to time devoted to 
buying merchandise and to managing the business) 
than the low stock-turn groups, and the same was true 
in the retail shoe trade in 1919 and 1921. In 1921 in 
jewelry, 1920 in shoes, and all three years in the whole- 
sale grocery business, the high stock-turn groups had 
lower average percentage figures for this item than the 
low stock-turn groups. Again, in some instances the 
common figure for all stores reporting was lower than 
the figure appearing in either stock-turn group. The 
evidence here is conflicting. It might be reasoned, of 
course, that more expensive management was necessary 
to secure a rapid rate of stock-turn, but the data fail 
to lend much support to this argument. It may be of 


some importance that Harvard Bureau comparisons 
of expense percentages between stores grouped accord- 
ing to volume of net sales have indicated a tendency 
for high percentages of management expense to accom- 
pany large sales volume. . 

Total Buying and Management expense (which in- 
cludes office supplies, postage, traveling, and other 
management, in addition to salaries) showed practi- 
cally the same variations in the above tables as Buying, 
Management, and Office Salaries except thatin the whole- 
sale grocery business in 1920, Total Buying and Man- 
agement was higher in the high stock-turn group than 
in the low stock-turn group. 

Rent includes rent of buildings used for operations, 
whether owned or leased, and also any storage fees in- 
curred for the use of outside space. In all cases the high 
stock-turn groups showed lower average rent percent- 
ages than the low stock-turn groups. In the jewelry 
and wholesale grocery trades the greatest difference ap- 
peared in 1921. 

Total Interest includes both interest on capita) bor- 
rowed and interest on the net investment in the business 
exclusive of real estate. In all instances the high stock- 
turn groups had a lower average percentage of total in- 
terest expense than the low stock-turn groups, the 
largest difference in all three trades appearing in 1921. 

Tota) Fixed Charges includes, in addition to Rent 

(Continued on page 140) 
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The gray hat with black band is distinctive. 
With it go the homespun muffler and the black 
bamboo walking stick 


Evidence of Men’s Desire to Dress Up 
Is Seen on Every Side 


Man’s apparel shops are interesting places these days— 
also busy places, for the male contingent of our popula- 
tion, after almost two years of “watchful waiting” for 
jobs as well as money, has succeeded in getting both 
and, while not engaged in a campaign of riotous buying, 
is certainly expressing a desire for those little niceties of 
apparel which go to make up the welJ-groomed individual. 

When men buy good looking neckwear, hats which are 
different, gloves with the natty wrist straps and patterned 
hose with harmonious color effects, there ought to be 
something doing in shoes. And there is. Accompanying 
this “dress up” instinct, latent in every man, is the desire 


A natty outfit for men is this ready-to- . . 

saeasn Gis Eallinss, cheiietnenind anit On for shoes of quieter pattern, more even finish and better 
blue or brown. With it go an ulster of material. 

semi-gray with blue and white or brown The mills of industry are grinding out dollars for men 


eS dot tie. ee to spend. That, in substance, is the real reason for the 
increased activity in the men’s shoe business. In very 
few sections of the country will there be found any con- 
siderable number of unemployed. In a great many sec- 
tions will there be found a positive shortage of both 
skilled and unskilled labor. 
Times are better. The psychological reaction is favor- 
able. And people are spending more freely. How is it 
with you? ' 


For street and sport the brown felt 
crush hat or low crown derby— 
wrist strap gloves 


These domestic shirting patterns 
have a foreign look—yet their color- 
ing is harmonious 





November 18, 1922 BOOT AND SHOE RECORDER 


A custom made business and sport shirt 
with collar to match—also double cuffs 


ee et ie ee ee 


A more formal shirt in ready made pat- 
tern—brown he 4 tie of brown and 
white 


English stripes are always in good 
taste 


Shoes with plain stitching are pre- Simplicity in design over a roomy 
and easy-fitting last find favor in ° 
ferred by many at street and sport this country as well os in England 


Here is the heavy motor ulster— 
roomy and warm—gray home- 
spun suit, knitted English muffler, 
and gray hat with black ba 


These combinations of silk and 
wool make hose of warmth as well 
as style 
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Constant Turnover Spells Hosiery Profits 


Use. Your Own System of Stock Numbers in the 
Hosiery Department 


in stock, what is selling best, what sizes are 
running low and what should be re-ordered is 
no small task in a busy department. 

Profit in the hosiery department as in every other 
department is to a great extent dependent on stock 
turnover, and turnover means keeping them moving. 

To keep them moving, a system of records is neces- 
sary in order that steam may be put behind the num- 
bers that are moving slowly and also as a guide in 
buying. 

Hit and miss, promiscuous buying 
is seldom profitable in any line of 
merchandise, but it is almost fatal in 
hosiery buying. 

Colors are constantly changing 
and volume swings rapidly from one 
color or shade to another. Clockings 
and front ornamentation change style 
rapidly. Sometimes heavy weights 
are the most popular, then suddenly 
everybody seems to want the thin, 
sheer kind. 

lt is much easier to get a perspec- 
tive of a stock of merchardise by 
seeing tabulated on paper the condi- 
tior of the stock week by week than 
it is simply to look at the merchan- 
dise on the shelf. 

In many hosiery departments in 
shoe stores no system of stock num- 
bering is in vogue except to use the 
numbers used by the manufacturer. 
For instance, No. 9101 in a certain factory line repre- 
sents a silk hose of a particular weight, the same num- 
ber being used in black, white and all colors. 

In another line practically the same grade and 
weight are designated as No. 1650. 

If the store is regularly selling No. 9101 but the 
buyer finds it advisable to fill in certain colors, with 
No. 1650 confusion is apt to result, especially if all 
salespeople are selling hosiery, because it is difficult 
for salespeople to keep in mind that two stock numbers 
so widely different should represent practically the 
same grade of merchandise. 

Stores that sell hosiery for the entire family, men, 
women and children, and cover the whole range from 
cotton to silk and mixtures of cotton and wool and silk 
and wool must have some individual system of stock 
numbers if accurate accounting of the stock is to be 
had, and an accounting is necessary or the stock is 


( EEPING track of hosiery, knowing what is 


A gem of a hosiery department 


pretty sure to be top heavy in some places and nearly 
barren in other places before the buyer realizes it. 


A Simple, Practical System 


A live-wire shoe store that has been selling hosiery 
for a dozen years and in that time has built up a very 
profitable department has devised a simple but prac- 
tical stock numbering system that with slight modi- 
fications can be adapted to the needs of any store. 

All women’s hose are carried under numbers ranging 
from 1 to 99; men’s under numbers 
ranging from 100 to 199, and chil- 
dren’s under numbers ranging from 
200 to 299. 

In women’s, numbers from 1 to 19 
designate wool, cotton and wool, and 
silk and wool mixtures. Numbers 
from 20 to 39 designate cotton and 
lisle. Numbers from 40 to 99 desig- 
nate fibre silk and pure silk. The 
highér numbers (90 to 99) are 
reserved for extreme colorings and 
designs of embroidery, etc. 

In men’s the same sub-classifica- 
tions as to materials are observed. 

Have the Store Departmentized 

The store referred to is thoroughly 
departmentized, each department 
being designated by a letter of the 
alphabet. 

Purchases are charged to the de- 
partment receiving the merchandise 
and sales are credited to it as they 
are made. 

It so happens that hosiery is designated as “Depart- 
ment G.” When a sale is made in the hosiery depar- 
ment “G” is prefixed to the stock number. 

When the sales slips are assorted the number of 
pairs sold of a given stock number is deducted from 
the number of pairs on hand. So a running inventory 
of the stock is always available. 

The buyer can easily check up and see which way the 
wind is blowing. 

The record can be kept either by the card index 
method or in loose leaf book-form to harmonize with 
the record system of the store. 





Black patent is still ahead, apparently, in the style 
race, with black satin a close second. Interest in 
brown is not so intense as it was although still 
good. 
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A STU RDY ARMY SHOE 
_ for Ment in all walks of life 
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THE MENZIES SHOE COMPANY 


FOND DU LAC WISCONSIN 














BOOT AND SHOE RECORDER 


November 18, 1922 








snege? Holiday Decorations 


Mail or 


Wire 
Your 
Order 
Today 






If you want 
some decora- 
tions that 
aren’t shown 
here, you’ll 
find them in 
our Christmas 
Catalog. 


Quick action 
is advisable. 





(at left) 


in antique silver and 
Height 57 inches. 


Price, $25.00 






Poinsettia Vine 
(at left) 


Three flowers and ten 
leaves. Length 36 inches. 
No. 1C257 — Price 


$4.80 dozen 
$48.00 Gross 


Dainty Pine 
Cone Decoration 
(at right) 

Very attractive for 
windows or re-sale pur- 

poses. 


No. 1C3013 — Price 
$0.80 ea.; $8.00 doz. 

















Holly and 
Mistletoe 
Garland 


This beautiful 
garland is very full 
and has an abun- 
dance of red berries. 
Size, 54 inches. os Se 


~ $55 dozen 


Tree, Box and Taboret 


An exceptionally attractive set- 
ting consisting of a beautifully de- 


position and wood. ‘Treated in 
green and white, a decorative base 
or box in silver and black, and a 
well designed Taboret decorat 


No. 2C115— Tree and Box. 
Price, $24.45 with foliage 


No. 2C116 — Taboret. 


Floral piece for the above con- 
sists of beautiful cluster of red vel- 
vet grape leaves with tinsel effect, 
velvet flowers, and numerous me- 
tallic berries in red, green and gold. 


No. 1C328 — 
Price, $3.45 each 


Artistic Baumann Creations 
for window andinterior trims 






tao 
No. 1C639—- {7 A 
Price, $5 each; 4 





k. 




























Prompt 
Attention 
To Rush 
Orders— 
Have You 
Our 
Christmas 
Catalog? 




























‘ + ae 
pie Oe 


Table Basket and Bouquet (above) 
This combination of table, basket and bouquet is a unique design 


Poinsettia bou- 


quet for the above 
is made of mother 
of pearlleaves and 
metallic Pontset- 
tias. 


No. 1C283 


Price, $9.75 each 


in Christmas treatment furnished in beautiful enamel and of excellent 
construction. No. 2C122—Price, table, basket, sharply reduced to $25. 


PRBaumanne©. 


357-359 W. Chicago Ave., CHICAGO 
Headquarters for Display Ideas and Service 


Manufacturers and Importers of Flowers and 
Floral Decorations 
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Watch the Details of Your 
Store’s Color Scheme 


i VERY once in a while we receive a letter from one of our 
E; large family of retail shoe merchants inquiring how he can 

adapt for his store some idea which he has seen pictured 
and described in the Boot and Shoe Recorder, or seen by himself on 
an out-of-town jaunt. The answer to such a question is apt to be 
difficult unless the letter gives all the facts necessary to an intelli- 
gent tackling of the problem. 


For instance, we recently received a letter from a merchant in 
one of the smaller centers of the Middle West in which he said 
he had noted a harmony of color tones in the store of a brother 

















merchant in a nearby town which he could not discover in his 





own store—even though the individual items of equipment, wood- 
work, etc., seemed to be nearly identical. Correspondence de- 
veloped the fact that his fitting stools were white enamelled and 
that his carpet runners were pea green, while his woodwork and 
~ seats were gumwood edged with mahogany. The woodwork part 
of it was all right. Even if it had not been it would have been pro- 
hibitively expensive to change it. So we advised him to purchase 
new fitting stools of the same wood as his woodwork and to sub- 
stitute for his green carpet runners, runners of a soft dark blue, 
a.) or rich brown. Neither of these changes involved any great out- 
lay of cash—but the difference in the appearance of his store after 











the change had been made was very marked. 








It’s the little details of a color scheme which count. 
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Everything For Better Looking Windows 





GLASS SHOE FIXTURES 


When you‘contemplate the purchase of Shoe Fixtures 
it is just as easy to buy the correct kind as any other. 


GLASS HAS MANY ADVANTAGES 


It is highly Interchangeable (consisting of units as 
shown in second row illustrations.) Top row shows 
some of the “Trims” which can be made—you can 
build as high as 6 ft., thereby utilizing your valuable 
upper space and showing more merchandise without 

“crowding.” Besides being the most effective fixture, 
glass is also materially cheaper than the wood ones. 


Write for our Catalog G. F. 


WINDOW RUGS 
Our Window Rugs are of exceptional beauty 
Ask for Leaflet in actual colors and samples of materials 
WINDOW VALANCES 


When you need Valances remember that we carry a large stock for 
immediate delivery. 





4 6 7 


Ask for Samples 


WOOD FIXTURES 
We show a full line of everything in “Period’’ Wood Fixtures—these 
goods are unsurpassed for beauty and durability. 

. Catalog No. 142 

HOSIERY FORMS 


Illustration shows our new slender type model—it is No. 1516, price 
$5.25. Each complete with base. The shorter lengths are $5.00 per 
pair (stand alone without base.) 


WINDOW PLUSH 
-_ 12 13 Big stock—Ask for samples. 

















Quality — Service — Courtesy 
Visit our Chicago or New York Show Room 


meee | THE HECHT. FIXTURE CO, 


70 West 36th Street 











ee ere Medinah Building, Wells St., and Jackson Blvd., Chicago, III. 
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Interior of Cleveland’s newly opened Petot store. Keeping carefully away from the ornate, the architect has 
given a much-to-be-desired impression of refined luxury 


Cleveland Has New Petot Store 


Woodwork of Deep Display Windows Framed 
in Silver Gray 


land was increased by one on Tuesday, October 

31, 1922, when the new store of the C. E. Petot 
Shoe Company, at 730 Euclid Avenue, was formally 
opened. The new store came into existence under the 
most favorable circumstances that human hands could 
devise. There were plenty of flowers about the com- 
modious expanses of the new establishment. They 
were sent in by other members of the retail shoe store 
family circle who came in to look over the newcomer. 


fim family circle of retail shoe stores in Cleve- 


Opening Well Attended 


The public came to the opening in large numbers, 
attracted there by curiosity and by glimpses of the 
handsome display windows in the front of the store, 
which, by the way, are something that are without par- 
allel in this city. 

The interior of the store gave the visitors a distinct 
impression of refinement, brightness, cheerfulness, and 
thoroughness of equipment. The chairs prepared for 
the patrons were tried out, and were pronounced roomy 
and comfortable. 


Good Day’s Business Done 


The stock was sampled by several thousand visitors 
to the store during the day, and the numbers of pairs 
carried away from the store by purchasers were ample 
evidence that the stock met with hearty approval. 

The tone of the store is high, and it was evident that 
the management had gone its limit in providing all 
that.could be desired for fixtures, furniture, trimmings, 
etc. 

The tile floor, the white glass ceiling, the solid oak 
finishings with silver gray tint, the gray shoe boxes that 
fitted snugly into the shelves and harmonized with the 
general color scheme, and the flowers and hosiery that 
glistened, the glass cases and the display windows with 
their decorations, formed a picture that brought forth 
the general verdict that it is doubtful whether there is 
another store anywhere in which $6 shoes can be bought 
in an atmosphere of elegance and refinement that equals 
the Petot store in this city. 

As for C. E. Petot, head of the Petot Shoe Company, 
he says that it is the finest store of the fourteen that 
make up his group of establishments. 
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MILLER TREES KEEP SHOES LOOKING YOUNG 


Nine out of ten take pride in keeping their shoes looking 
new; and welcome any suggestions relative to ways and 


means of doing it. 


Prompt YOUR customers to buy Miller Shoe Trees by 
pointing out their usefulness in keeping footwear looking 


young. 


Miller Shoe Trees have raised merchant’s profits by pro- 


tecting the store’s sales. 


Send for Catalogue illustrating and 
pricing all styles of Shoe Trees. 


SHOE TREE DIVISION 


O. A. MILLER TREEING MCH. CO. 


BROCKTON, MASS. 
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E. E. Petot Is Manager 


Everett E. Petot, son of C. E., is the manager of the 
new store. Everett finished Dartmovth College two 
years ago, and has stepped into a full man’s job. His 
father turned the new establishment over to his care 
and then plunged into the task of looking after the af- 
fairs of the fourteen stores. 

The display windows at the entrance on Euclid Av- 
enue and in the Hippodrome lobby show not only taste 
but a keen business sense. While the windows-are at- 
tractive, yet they carry advertising possibilities that 
are great. The windows in the front are fifteen feet 
deep, one on either side of the tile floor that leads into 
the store. To the rear of each window is another dis- 
play case, made of glass. There are two entrances to 
the store, one on each side of this window, through 
which one may get a glimpse of the interior. 


Arched Entrance Artistic 


The entrance is surmounted by an arch, artistically 
finished, and the name of the store is set in it. 

The panels and walls of the display windows are of 
stippled ivory finish, and are trimmed in silver gray to 
match the color scheme inside. Dark blue draperies 
and valance curtains are used to complete a pretty 
picture. 

One steps from the entrances on Euclid Avenue into 
the women’s department. A line of 106 chairs, al) solid 
oak and silver gray in color, greets the eye. The walls 
are filled with the stock, each pair of shoes ina gray 
box. This produces the same effect that gray paper 
would. Halfway back and on the right is the hosiery 


E. E. PETOT 
Manager of his father’s store in Cleveland 


department. Here is another display case, with sam- 
ples of the stock arranged to be attractive. 

Around the balcony is a railing. This is solid oak 
and silver gray, and it adds-an attractive-touch-to the 
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store. On the balcony are the general offices of the 
Petot Shoe Company and plenty of space for storing 
stock. 

The store made a most favorable impression on 
Clevelanders, and the volume of sales in the first week 


The arched entrance is particularly effective 


is evidence that the expenditure made on overhaul- 
ing and fitting the room was not wasted money. 

The first Petot store was established in Dayton in 
1916. That establishment was a success from the start, 
and others were started, until now there are fourteen. 
Petot has not incorporated his business. In each of his 
stores he has a partner, and each partner had made 
good in the trade before he was invited to come into 
the Petot organization. Only $6 shoes are sold 
in the Cleveland store, and this is the policy of all Petot 
stores. 





Pioneer Merchant Dies 


Columbus, O.—With the death of John Pew, which 
occurred at Warren, Ohio, recently, one of Warren’s 
pioneer merchants passed away. He had been in 
business in Warren since the early months of the 
Civil War. Mr. Pew’s activities as a merchant in 
the city had covered a period of half a century. He 
was an active participant in all civic affairs and was 
a staunch church worker. 





An Advertising Error Corrected 


In the full page advertisement of the Cotter Shoe 
Company, which appeared on page 116 of our Novem- 
ber 4 issue, a black kid, Goodyear welt boot was pic- 
tured, described and priced at $4. The price was an 
error and should have been $4.60. The boot is carried 
in stock. 
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“Dateo 


They can be had with various styles 
of rhinestone ornaments. Price, 50c 
to $1.50 per pair. 

Pattern No. 7582 illustrated with 
attractive rhinestone ornament, priced 
at 75c per pair. 

“Dalco” Colonial buckles in rhine- 
stone and cut steel effects, attractively 
arranged in velvet lined display cases, 
sell readily. 


Order now for your Holiday sales. 


Ribbon Pleated Tongues 


November 18, 1929 


in Great Demand 





WRITE FOR CIRCULAR GIVING FULL INFORMATION 





Dalrymple-Pulsifer Company 


Haverhill, Mass. 








SCOTCH GRAIN FLAPS 
IN STOCK 


Ribbon Pompons—-$6.00 dozen 
For Immediate Delivery 
SPECIAL PRICES FOR GROSS LOTS 


Samples of Beaded Buckles, Latest 
Designs, IN STOCK 


Write for Samples 


Waverly Shoe Trimming Co. 


151 Vanderbilt Ave., Brooklyn, N. Y. 




















| TO THE FRONT— 


of your FINDINGS CASE 


“OLD RELIABLE”? Brands of 
SHOE LACES 


*“*RADCLIFFE”’ Narrow Flat Mercerized, 
*“*YALE,”” “DUDLEY” and “C’’ Round 
“THE QUALITY THAT SELLS” 

Your Jobber Can Supply You 
MANUFACTURERS 


| FRANK W. WHITCHER CO. 882425 U. S. A. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. ‘ 
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It’s Dr. Scholl’s Easy Feet Heel Cushion—a popular 
priced heel cushion that has received a warm reception 
from the trade. 

There is always a ready demand for a heel cushion of 
this character, and the dealer who pushes it is going to 
make many extra sales. 

Dr. Scholl’s Easy Feet Heel Cushions retail at 25 cts. 
per pair; the wholesale price is $2.00 per dozen pairs or 
$22.00 per gross. That shows a 50% profit on dozen lots. 
They come in 3 sizes, 3-5, 6-8 and 9-11. These Cushions 
are made of good quality sponge rubber covered with high- 
grade leather. 

Send in your order for several dozeh ‘pairs, assorted 
sizes, and get these additional profits which can be readily 
picked up. 








MAIL ORDER COUPON TODAY 


" THE SCHOLL MFG. CO. 
| 213 W. Schiller St., Chicago. bnadcen nearest office. 
l 62 W. 14th St., New York City. 
Gentlemen: Please send us the following sizes of Dr. Scholl’s Easy Feet Heel 
| Cushions 
l These are to be billed at $2.00 per dozen pairs. 
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**For Fit That Never Fails’’ 


ZLCEAE 


REG. US PAT OFF. TG.P CO 


SHOES 
In-Stock, At-Once Delivery 


From BOSTON, NEW YORK and CHICAGO 


(Order from nearest point) 


Style 4247 


Price $5.00 


SHOE-SOAP KID WHOLE QUARTER . 


OSTEND LACE OXFORD 

14-8 Straight Heel 
Welt Sole P Nifty Toe 
AA-D 


The Same in 
Style 4079 Price $5.00 


CHIPPENDALE BROWN KID WHOLE QUAR- 
TER OSTEND LACE OXFORD 


Are Looking for 
Extra Sales Power, 
Consider This— 


When you have done everything that you 
ALONE can do—when your reputation is as 
high as you ALONE can make it—when your 
store is good and your prices right— 


And still you are not satisfied—your business is 
not measuring up to its full possibilities— 


Then turn to your MERCHANDISE and see 
if it has a NAME OF ITS OWN—a reputation 
that, in association with yours, carries an EX- 
TRA assurance of Style, an EXTRA guaranty 
of Fit and Comfort, an EXTRA Salability that 
can be applied to every section of your stock 
of shoes for women, misses and children. 


Let women see the name, QUEEN QUALITY, 
in your windows and on your shoes, and you 
will be “headed right” for realizing on the pos- 
sibilities of modern shoe retailing. 


THOMAS G. PLANT COMPANY, BOSTON 20, MASS. 


Branches: 


NEW YORK: 125 Duane Street 


CHICAGO: 207 W. Monroe Street 


WX €-€- € €-€- €- C-C- €-€- CX €-C- ££. € C6 EXC: X92 >>> -9:2-9 KF >> -3:9->:F-3->:3->X-| 
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Schmidts Caramel Brown 
for the Autumn and Winter Season 


Carl E. Schmidt &@,Inc. 


Detroit, Michigan 


“Yanners of the 
Schmidt Calf Leathers 





Cfo YECASL Ling — 
the Vogue Progression 
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We Schmidts Gramel Brown ~éric,Boarded.Smooth~ “> 
‘il Reflects the Utmost Refinement oe 
in Distinguished Footwear ree 


© Carl E.Schmidt & Co.Inc. 
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Delegated Powers 


modities which are “highly protected” under 
the new Tariff Law, a prominent Middle Wes- 
tern shoe manufacturer has this to say: 

“We are members of the National Shoe Manufac- 
turers’ Association, the National Association of Manvu- 
facturers and the National Chamber of Commerce. 
Each of the bodies is supposed to look after our interests 
in Washington and the maris of this country and the 
world. 

“We are members of our local Association of Com- 
merce and various other civic organizations of this city 
which have as their object, the betterment of local con- 
ditions of business, of health and of morals; in fact, 
making this a better city in which to live and do 
business. 

“When I come to mentally tabulate the occupation 
of the great majority of the men who are actually con- 
trolling these various bodies, it seems that while most 
of them are supposedly business organizations, they 
are as a matter of fact directed by lawyers and not by 
men in commercial pursuits. 

“In State and national Legislature, lawyers con- 
stitute an overwhelming majority. 

“It is only natural that the action of these bodies 
should reflect the attitude and thought of the legal 
profession, but who is to blame? 

“No doubt there are too many business institutions 
in the country just like ours. We support these com- 
mercial and civic organizations with our money but 
not with our brains. 

“We delegate to them our powers but do not actively 
interest ourselves in seeing that they do the things we 
want done. 

“The National Chamber of Commerce, for instance, 
is expected to find out what will best serve the busi- 
ness interests of the country as a whole in the way of 
tariff legislation and then use the tremendous influence 
of the individual membership of the organization to 
obtain that kind of a tariff law. 

“The National Shoe Manufacturers’ Association is 


A PROPOS of price advances on several com- 


supposed to work in the same capacity relative to the 
industry. 

‘Maybe the officers of these organizations are doing 
the best they can. I would not for a minute say they 
are not, because I am convinced that the men holding 
official positions in every one of the organizations with 
which we are affiliated are men of integrity and ability. 

“The point is, the new tariff law appears to have 
been framed for the benefit of a few special industries 
and not for industry as a whole; for the protection of a 
limited number of individuals and not for the public 
as a whole. 

“Already, before a single article has been imported 
under the new Tariff Act, price advances have been 
made in several commodities on which high import 
duties were placed. 

“Most of these advances appear unwarranted and 
surely will not be welcomed by the consuming public. 

“The tariff law was framed by lawyers and not by 
men who produce raw materials, manufacture them 
into finished commodities or retailers who distribute 
them to the public. 

“The public of the country—the voters—delegated 
to them the power to make laws—at the ballot box 
they signed over their proxies. 

“The individual businesses have delegated to the 
various organizations and associations with which they 
are affiliated the power to represent and act for these 
concerns. This done, our dues paid, the most of us 
assume that we have done our part and fail to make 
our wishes known to those who actually do the voting 
and directing. . 

“Membership in a church, lodge, social or business 
organization too often:means that the rank and file of 
the members feel that they have discharged their 
obligation when they send a check for their dues or 
assessments. It is then up to the president, secretary, 
and directors to do the rest. The only power which 
the individual member refuses to delegate to some- 
body else is the right to kick. This is human nature. 
The average man is too busy to serve on active com- 
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mittees or hold office in the organizations of which he 
is a member. 

“He is too busy with his business to represent his 
ward in the city council, to represent his district in 
the State or national Legislation. 

“Politics is a dirty game. He doesn’t want to have 
anything to do with it. At the ballot box he hands 
over his proxy, delegates his powers to somebody of 
whom he has probably never heard, at least never met 
and expects his proxy to carry out his wishes but only 
in rare instances does he make his wishes known. 

“The best way to get your idea across is to present 
it to the fellow higher up. 

“The officers and directors of your State association 
of shoe dealers will welcome your suggestions. They 
need your help.” 





Rooms Reserved for Illinois Merchants 


Rockford, Ill—A. E. Schulein, president of the 
Illinois Shoe Retailers’ Association announces that 
his association will make the Hotel Sherman of Chicago 
their headquarters during the National Shoe Retailers 
Convention, January 8, 9, 10 and 11 and that he has 
reserved for the Illinois shoe merchants 40 double 
rooms with bath at $7 and $8 per day for two persons 
and would suggest that the Illinois shoe men make 
reservations at once through Mr. R. Metz, 78 W. 
Washington Street, Chicago, Ill., who will see that 
all reservations will be properly taken care of. 





New Shades in Hose at Hanan’s 


Los Angeles, Cal—A chat with Mrs Minnis, head of 
the hosiery department at Hanan’s, discloses the fact 
that the shades most wanted in women’s hose are cara- 
mel, which is a new shade of brown, and gunmetal, a 
dark gray. These two shades are much worn with both 
black and brown shoes and are shown in the newest 
weaves. Silk and wool hose are in great demand for 
street wear, as well as all silk weaves. 

Buckles are also showing a great deal of life, espe- 
cially the square rhinestone buckles, and a large sale on 
them is anticipated during the holidays. Preparations 
are already well under way at most of the stores for 
taking care of the holiday trade. 

Asked if she intended to equal her record of last year, 
when she sold a Christmas gift bill of hose for Wether- 
by-Kayser’s amounting to $750. Mrs. Minnis replied 
that her opportunities are just as great this season. 
Since her installation as head of the hosiery department 
of Hanan’s, she has brought to it the methods which 
made her work with Wetherby-Kayser’s so successful. 
Mr. Duff, manager of Hanan’s is becoming quite an en- 
thusiast over Southern California, Los Angeles in partic- 
ular. He is rapidly becoming acclimated and regrets 
that he cannot find more time to enjoy the great out- 
of-doors, but since opening up a couple of months ago 
Hanan’s has been a scene of bustling activity. 
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Canadian Exports Decrease 


Washington, Nov. 13.—The value of leather boots 
and shoes exported by Canada during August, 1922, 
amounted to $6900 as compared with $23,450 during 
the corresponding month of 1921, according to a state- 
ment of the Boot and Shoe Division of the Bureau of 
Foreign and Domestic Commerce. During August, 
Canada exported 3105 pairs of leather boots and shoes, 
the principal markets being the United States, New- 
foundland and the United Kingdom, which received 
respectively 1990 pairs, 717 pairs and 200 pairs. The 
July trade, 5047 pairs, was also centered in the same 
countries, with 3899 pairs exported to the United 
States; 298 pairs to the United Kingdom and 181 pairs 
to Newfoundland. 





England Importing More Shoes 


Washington, Nov. 1.—The United Kingdom in Sep- 
tember, 1922, imported 13,747 dozen pairs of Jeather 
boots and shoes, valued at 113,438 pounds, and in the 
corresponding month of the preceding year 5421 
dozen pairs, valued at 48,834 pounds according to a 
statement prepared in the Boot and Shoe Division of 
the Bureau of Foreign and Domestic Commerce. 
During the nine months of the present year there were 
84,283 dozen pairs imported, as compared with 56,087 
dozen pairs imported during the same period of 1921. 

In September, 2084 dozen pairs of leather boots and 
shoes, valued at 15,258 pounds were re-exported and 
during the same month of last year there were only 
204 dozen pairs, valued at 2030 pounds re-exported. 
The reshipments during the nine months of 1922 
amounted to 8796 dozen pairs, valued at 69,153 pounds. 





Silk Hosiery For Christmas Gift 


Silk hosiery is an excellent gift proposition, and will 
probably become very active as the holidays draw near. 
The appeal of silk hosiery as a beautiful, useful and 
always acceptable gift does not seem to be sufficiently 
exploited by hosiery department heads on the whole. 
It is worth remembering that men are habitual pur- 
chasers of holiday gifts for women, and that a big lot 
of women’s silk hosiery can be sold to men, especially 
around Christmas time. 

Low-end silk hose and fiber silk hose are in compara- 
tively good demand just at present. Women are get- 
ting to be extremely critical of values in silk hosiery. 
There seems to be a disposition on their part to try 
out the cheaper grades and see if they can get as much 
wear out of them as they got out of higher-priced 
ones. 

The more particular trade is tending to favor the 
finer grades, presumably with the idea that they can 
get more satisfactory wear out of them than out of the 
medium grades.—Dry Goods Economist. 





In_Stock December 10th 


Feature Shoes 
as Gifts 
for Christmas 


D255 Get some of these beautiful 
novelty patterns into your 

D255—Women’s “Maxine” Brown Satin store in time for the Holiday 

Princess Tie, brocaded satin quarter, plain 

toe, 2-inch covered wood half Louis heel, Trade. 


imitation turn, Olga Last, A width, sizes 
%-8; B_ width, sizes 3-8 C and D widths, 


sizes 244-8 $3.60 D150, A174 and D274 are now 


ready for shipment. 


D255 will be ready December 
10th, just in time to make it 
a Christmas Special. | Orders 
for this shoe will be shipped 


in rotation as received. 
D150 


We have many other novelty 
D150—Women’s “Barbara Brown’’ Black Ime 
Satin Pansy Strap, black brocaded satin patterns on the floor for im 


uarter, plain toe, 14-inch covered wood : : ° 
os heel, imitation turn, Lark Last, A mediate delivery. Write us for 


width, sizes 344-8; B width, sizes 3-8; C and ; 
Ditidehe since 216-8 =i3s your particular needs. 


Salesman upon request. 





A174—Women’s “‘Barbara Brown’’ Patent 
Edson Blucher Oxford, gray kid trimmed, 
imitation semi-wing tip, 1}4-inch rubber to 
heel, welt, P Last, A width, sizes 3%- | 
B width, sizes 3-8; C width, sizes 244-8. . $4. 





D274— Women’s**Maxine’’Patent 
Pansy Strap, beige suede quar- 
ter, patent inlay, 14-inch cov- 
ered wood box heel, imitation 
turn, Lark Last, A width, sizes 
344-8; B width, sizes 3-8; C and 
D widths,; *zes 244-8 $4 9* 


WVTWs Vue GOUIQSINg, 


First Successful Shoe Manufacturer in St. Louis 
Founded 1878 
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Merchants Buying Men’s Shoes 


Retail Trade Hits Temporary Slump But Wholesale Trade 
Reports Better Collections 


HE prevalence of warm weather has 

somewhat retarded active selling of 
fall footwear in Chicago retail stores. 
While business has not been really so 
rotten, it has at the same time been far 
from rushing. The more progressive 
among retuil merchants have put extra 
stress upon their window displays. and 
their advertising. 

Window displays have been made unusu- 
ally attractive. Backgrounds, drapes and 
stands have been made to harmonize and 
provide attractive settings for the foot- 
wear. 

It is noticeable that more and more 
stores are using attractive window cards 
to carry a sales message to the passerby. 
As a rule the cards are not large, running 
around 8 x 12 inches, but are more numer- 
ous than when the large, highly colored 
variety was used. 


Prive More Attractively Displayed 

Price tickets are also passing through a 
stage of evolution. The big variety that 
formerly covered up a good portion of the 
shoe is being replaced by a neat little 
easel type that sits along side the shoe 
on a plateau or the bottom of the window. 
When the shoe is displayed on a stand, 
and there is no room for a price card on 
the stand it must necessarily be placed on 
the shoe. 

A number of exclusive shoe stores 
have increased their advertising appro- 
priations and are spending it for enlarged 
newspaper space. The interiors of the 
better stores show touches of the decora- 
tor’s art; in fact, everything possible is 
being done to draw people into the stores 
and then provide a pleasant reception, 
cordial treatment in attractive surround- 
ings in order to tease the money out of 
their purses. 


Straps and Tongues Selling 

No particular radical style changes are 
to be noted. While tongue effects are 
selling well, strap effects are by no means 
dead. There is a strong tendency toward 
smaller tongues but practically every 
variety of tongue effects that have been 
produced within the last nine months are 
on display in various stores and are being 
sold day by day. 

In welted soles, oxfords are selling 
better than straps, but straps are still 
being sold and probably will be so long as 
the weather continues bright and warm. 

Patents and satins naturally lead in the 
lighter types, but black ooze and dark 
brown ooze as well as brown satin are 
responsible for a great many sales in the 
higher grade stores. 





Laced Oxfords in Demand 


A considerable demand is being mani- 
fested for black ooze lace, patent trimmed, 
welt sole oxfords. A medium shade of 
Russia calf and gun metal in close edge 
tailored effects are being considerably 
sought after in the higher grade stores. 
Brogue types of oxfords are selling well 
to high school and college girls in grain 
and boarded calf, both in black and 
brown. 


New Feltman-Curme Store 


November fourth witnessed the opening 
of the newest Chicago store of the Felt- 
man-Curme chain at Sixty-third Street 
and Cottage Grove Avenue. 

Within a space of about six months 
four new shoe stores have been opened 
in the vicinity of Cottage Grove and 
Sixty-third Street. All of them are 
beautiful in their appointments, ° well 
arranged and well lighted. Three of them 
are specializing on shoes ranging from 
$5.00 to $7.00, while one, the Daemicke 
Bros. store, is concentrating its efforts on 
high grade merchandise. 


Collections Better In Whole- 
sale Trade 


A decidedly better feeling prevails 
among the wholesalers on Monroe and 
Wells streets. This is due largely to the 
fact that collections are coming better, 
not only for current bills but many 
accounts which have been dragging along 
month after month are being paid up. 

In one wholesale house there has been 





a sort of a good-natured race between the 
sales manager and the head of the credit 
department. At the end of each day 
they get together and see who is ahead. 
Even the sales manager has not been 
disappointed because during the past 
week the head of the collection depart- 
ment has shown that the intake has been 
greater than the outflow. 


Men’s Business Shows De- 
cided Improvement 


Merchants are buying men’s shoes more 
freely than for many months back. This 
is clearly evidenced by the fact that in 
several houses specializing in men’s 
footwear sales records have constantly 
shown a gain month after month during 
the year, but especially have the sales 
jumped skyward during the last sixty 
days. 

Medium wide square toes are proving 
the best sellers in the fancier type of 
men’s footwear. The reddish shades of 
Russia calf remain strongly in favor in 
medium grade lines, while in the higher 
grade lines the larger proportion,a medium 
shade of brown, sells best. All told 
colored leathers make up sixty to sixty- 
five per cent of total volume. 

Since prices began to stiffen up mer- 
chants have had more inclination to look 
the future in the face and buy men’s 
shoes for future delivery than they have 
to buy women’s shoes for delivery at a 
future date. 

Either merchants are speculating in 
work shoes or else more men are laboring, 
because without exception houses special- 
izing on men’s work shoes are finding it 
difficult to keep shoes coming from the 
works fast enough to meet the demand 
of merchants. A noticeable fact is that 
most of the demand is in the better grade 
and not so much interest is being shown 
in cheap work shoes. 





MILWAUKEE 


Retail Trade Excellent 


Colonial Has Reached a Position of Almost Leadership; 
Men’s Trade Gaining—But Slowly 


ANY of the more prominent shoe 

merchants in this city declare 
that the Colonial has strengthened in 
demand sufficiently to assure it of a place 
of leadership in their establishments. 
Oxfords are enjoying a strong call in all 
shops, and will evidently continue to be 
formidable factors in local selling for 
some time to come. 

Business the past week was termed 
excellent by the majority of downtown 
dealers, who used that term in several 
instances, to describe women’s business. 
Buying of men’s shoes, has not yet reached 





a point where it may be said to be entirely 
satisfactory. Most of the color demand 
at this time, in both men’s and women’s 
shoes, centers in black, with the tan 
shades a poor second, and the extremely 
light colorsa negligible factor in the trading. 

Satin Colonials, as well as those in 
suede and other materials and leathers, 
have reached their present volume not 
through any overnight trend, but as a 
result of a sane, consistent, growing 
demand, which began in many shops, 
early in the fall. Straps have lost out 
somewhat, but are- continuing to be 
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popular numbers, especially in the de- 
partment stores. 


Silk and Wool Hosiery Excellent 


Despite the short skirt bugaboo, which 
is said to have restrained many merchants 
in their buying of the combination silk 
and wool hosiery for fall, the demand on 
the part of women, for this particular 
type of hosiery is becoming more pro- 
nounced daily. While distinctly a street 
wear hose, nevertheless its sales to women 
are a great deal larger than the sale of 
hosiery which can be worn either for 
street or dress wear. Silk hose in the 
sheer types, is of course, the leading 
hosiery number in local shoe stores. 
The long skirt is responsible for the sheer 
hosiery, and merchants in many instances 
are making plans to specialize in only 
the sheerest types of silk hosiery, in 
answer to the popular demand. 

Silkk and wool combination hosiery, 
is being disposed of to men in greater 
amounts than to women at the present 
time, but merchants look for the reverse 
of this trend within three weeks. 

The larger number of heavy, men’s 
oxfords, with little or no trimming and 
the plainer styles favored all along the 
line, is partly responsible for the success 
of the heather hosiery with the men. 
The agreeable touch of color provided 
by this type of hosiery, is helping to put 
it across locally. 


New Suburban Store 


The West Allis (Wis.) Boot Shop, 
operated by H. C. Wick and Stanley 
Olson of that city, has just opened for 
business at 6313 Greenfield Avenue. Mr. 
Wick is president and manager of the 
new company, while Mr. Olson will act 
as store manager. Both are experienced 
shoe men. 


Store Selling Out 


The Bazar Department Store, Superior, 
Wis., who handle men’s and women’s 
shoes in addition to dry goods, is selling 
at special sale the entire stock of mer- 
chandise as well as the store building 
itself. No reason is given for the dis- 
continuation of business. 


Menzies have Record Month 


By shipping more than $300,000 worth 
of shoes during October, the Menzies 
Shoe Factory of Fond du Lac, Wis., 
claim to have broken all production 
records at their two plants in that city. 
Day and night shifts are now being 
operated at the factories to take care of 
orders. 


New Business Block planned 


Another change will soon take place 
in the appearance of the downtown 
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section of Milwaukee. The erection of a 
modern three-story building at Third 
Street and Grand Avenue by the firm of 
E. H. and H. L. Breithaupt was announced 
here, construction work to commence 
soon. The present site of the new build- 
ing is occupied by the McKay-Lins Co., 
dealers in leather goods, and the Newark 
Shoe Co., as well as by one other store. 
Breithaupts have secured a long term 
lease on the building, which is located on 
property with 60-ft. frontage, 100-ft. 
depth, and will tear down the old building 
when the present leases expire. Recently 
the Matthews building, less than one- 
half block from the site of the proposed 
new store, was sold for an amount said to 
exceed $1,400,000. It was bought from 
the Matthews heirs, by the chain of 
women’s wear stores which operate Field’s 
store in Milwaukee, and stores through- 
out the east and middle west. 


New Warning to Corpora- 
tions 


All corporations converting themselves 
into co-operative associations must file 
a certificate showing the change with the 
secretary of state whether within the 
30-day period set by the statutes or after 
the expiration of that period, Attorney- 
General Morgan of Wisconsin held in an 
answer to a request for an opinion on the 
matter. He advised Elmer S. Hall, 
secretary of state, that the change to a 
co-operative association involves a funda- 
mental change in the organic law of the 
corporation and is an amendment of its 
articles. Corporations can be compelled 
by a writ of mandamus to file such reports 
if they have not done so, he said. 


Lower Commutation Rate 
Asked 


Milwaukee merchants have asked for a 
lower commutation rate between this 
city and Kenosha, following the granting 
of a special commutation rate between 
Kenosha and Chicago. It is said that the 
Chicago-Kenosha rate at present. dis- 
criminates in favor of Chicago, and is 
opposed to the best interests of Milwaukee. 
Nat Stone, president of the Boston Store, 
Milwaukee, is one of the local merchants 
working for a new low rate between this 
city and Kenosha, in order to compete on 
a fair basis with Chicago. 
Madison Merchants Offer 

Prize 

Huegal and Hyland, shoe merchants of 
Madison, Wis., offered the choice of any 
pair of shoes in the store, to the University 
of Wisconsin football player who first 
crossed the Minnesota line, in the annual 
gridiron classic between the two rivals, 
which this year took place at Minneapolis. 
Accordingly, Gustave Tebell, star end on 
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the U. of W. team, claimed his choice of 
the best shoes in the house, for having 
made the first of the two touchdowns 
which resulted in a 14-0 Wisconsin victory. 


New Shoe Factory 


The Cedar Grove Shoe Manufacturing 
Co., is the name of a new organization 
which is to engage in the making of foot- 
wear at Cedar Grove Wis. Incorporators 
of the new company are M. J. DeMaster, 
Ben Huenink, Wm. Huenink, John B. 
Huenink, Ira Lubbers, and E. L. Riebau. 
Capital is placed at $35,000. Cedar 
Grove is located about 40 miles from 
Milwaukee. 


New Educational Work 


Young business men and young men 
working in Superior, Wis., stores will be 
given an opportunity to learn how to 
trim windows, and to draw show cards, 
in a class which is soon to be started in 
that city, under the auspices of the Twin 
Ports Display Men. The class is one of 
the first of its kind in Wisconsin. 


Long Skirts Doomed 


Emma Lange, prominent modiste of 
Milwaukee and one of the leaders in the 
establishment of the city’s styles, has 
decreed that the long skirt as it is worn in 
Milwaukee will greatly differ from the 
Paris creations in length. Seven inches 
from the ground, is as low as the average 
skirt will go, according to Miss Lange. 
This view is repeated by Miss Freda Reel 
of the Reel Quality Shop, another im- 
portant factor in the setting of Mil- 
waukee’s feminine styles. 


Install Electric Power 


The Portage (Wis.) Hosiery Co., is to 
have the distinction of being the first one 
in the state to be entirely operated by 
electrical power, arrangments having just 
been completed with the Wisconsin 
Railway Light and Heat Co., by which 
Wisconsin River electrical development 
power will be utilized to operate the 
company’s machinery, replacing steam. 


New Incorporation 


Madison, Wis.—Chicago Specialty Shoe 
Co. Illinois Corporation Wisconsin 
manager, Edward A. Delehanty, 202 
State Street, Madison, Wis. total author- 
ized capital stock, $50,000; proportion to 
be used in Wisconsin, $5,000. 





Straps Still Lead Colonials 
in Spokane 
Straps still lead Colonials in the low- 
heeled shoes but in the high and French 
heels the two are about evenly divided in 
calls and sales, the managers report. Satin 
is the leading material in dressy footwear. 
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ST. LOUIS 


Business Picks Up Again 


Big Tongue Patterns Best Sellers to Women—Rainy Weather 
Needed ta Boost Men’s Business 


UCH to the satisfaction of the 

retail shoe merchants, business 
has shown a much healthier tone during 
the past six days. In most stores there 
was an increase in sales over the previous 
This was particularly true in the 
women’s end of the business, which 
suffered almost alone in the slump. 
Practically every day this week business 
has been more than fair. There were no 
really poor days reported in point of 
sales. The upward tendency has had a 
good effect on the retail shoe merchants 
who were becoming worried over the 
lack of business. 


week. 


Practically every merchant has ex- 
pended effort and energy to stimulate 
sales, in various ways. Advertising, no 
matter how much space is used in the 
papers, has had little effect up to this 
week. Two or three sales conducted this 
week have been pronounced as entirely 
satisfactory, although not quite as big 
as was anticipated. The merchandise 
in all stores is of the latest patterns, and 
never before have the retail merchants’ 
shelves been so free of dead stock as they 
are at present. 
this condition denotes one of sound and 
conservative business. The weather re- 
mains clear and beautiful. From the 
viewpoint of the men’s business it is 
argued that should we have some wet, 
cold weather, it would create an increase 
in sales in this division of the business. 
Retail shoe merchants feel that men will 
make their low shoes suffice for as long as 
the weather remains warm and dry. 


Tongue Patterns Best Sellers 


Tongue patterns are without doubt the 
best selling number in a majority of stores. 
While occasionally some store will report 
otherwise, still a majority of retail shoe 
establishments favor tongue patterns as 
their best bet. All sorts of styles are 
being shown. Black satin has first place 
in the call. Brown satin with brocade 
quarter and tongue is gaining some 
prestige, but its popularity cannot ap- 
proach that of black satin. Spanish fans 
and pom-poms of various types have 
taken the retail shoe trade by storm. 
From reports it is stated that the demand 
is greater than the supply. Black satin 
fans flared out in almost unbelievable 
size with a rhinestone ornament set in the 
center are the most popular of the many 
types shown. They have been a boon to 
the strap patterns which have been a 
declining style since the tongue effects 
have been the vogue. Almost all stores 
have converted their one-strap patterns 


In the final summing up, + 


into tongue types. It must be said with 
due credit, that there is not a very decided 
difference between the tongue attached 
to the straps and the actual strap tongue 
patterns. 

Strip Pumps also Good 


Plain strip pumps continue to be good. 
The manager of one store reported that 
invariably a $3.00 or $4.00 ornament is 
sold with the pumps. This added sale 
in a day’s business amounts to consider- 
able volume. Pumps are being talked in 
all retail quarters as the big noise for 
December. No concern is felt as to the 
evolution of the present tongue patterns, 
as all are of the opinion that the large 
tongue effects will melt into the new 
strip pump vogue. Oxfords are still 
enjoying good sales with a growing 
tendency toward black. Black kid is 
outselling black calf, but brown is, of 
course, the leading color in this field. 
Some patent oxfords are also being sold. 


Klines Having Big Demand 
for Fans 


Manager Williams of the shoe depart- 
ment of Klines, is having a big run on 
Spanish fans during the anniversary sale 
he is conducting. Williams stated that 
he has been unable to supply the demand 
for these ornaments which have become 
popular practically over-night. The sale 
of shoes has been very satisfactory. 


J. Sensenbrenner Again in 
New York 


J. Sensenbrenner of Sensenbrenner’s is 


again in New York buying shoes. He 
travels to the big city so frequently, that 
he is often mistaken for the train auditor. 
On this trip Sensenbrenner has taken with 
him Bryon Ackerman of the Doerr Shoe 
Company in which Sensenbrenner is also 
interested. They will visit all the eastern 
markets and return by way of St. Paul 
where they intend to spend a few days 
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looking over the store which is operated 
by the Senac Shoe Company, another 
enterprise in which Sensenbrenner is 
interested. Shoes will be bought for the 
six retail stores and the wholesale jobbing 
house. They will return to St. Louis 
some time around the twentieth of 
November. 


Huette’s Announce New Pol- 
icy 


Huette Shoe Company conducting two 
stores, have announced a new policy 
affecting their women’s departments 
only. All shoes have been marked $5.00 
instead of $6.00 which was the top price 
previous to the new departure. All shoes 
in the women’s sections regardless of price 
were included in this new policy, which 
it is announced will be permanent. The 
range of prices previous to the new policy 
was $4.00, $5.00 and $6.00. Generous 
newspaper space was used in putting 
over the new arrangement. 


United Shoe Machinery Cor- 
poration to Have St. Louis 
Factory 


That the United Shoe Machinery Cor- 
poration will establish a factory in St. 
Louis, became known this week when it 
was announced that they had purchased 
a plant on Forest Park Boulevard near 
Sarah Street. It was understood that the 
price paid was approximately $150,000. 
The Chamber of Commerce is credited 
with bringing the shoe machinery com- 
pany to St. Louis. The present offices 
and store room of the company are 
located on Olive Street near Fifteenth 
Street. H. L. Cann is the local manager. 


Brauer Bros. Shoe Co: to Make 
Turns 


Brauer Bros. Shoe Company have 
announced that they will produce turn 
shoes. A. J. Brauer, president of the 
company stated that in addition to this, 
production will be increased in their 
welt line which has been heretofore sold 
up well in advance. The first turn shoes 
are expected to be out shortly and samples 
coming through the factory at present 
have meet with approval of the officials 
of the company. 





CLEVELAND 


Employment Shows Increase 


Gain of 5 Per Cent Registered During October Alone; New 
Petot Store Opened 


HILE conditions have improved 
gradually throughout the month of 
October, the retail shoe business in the 
last week of the month dropped off slightly. 


This was on account of the mild weather 
which has prevailed here the last 10 days. 
The same effect was experienced in all 
retail stores. One noticed in the adver- 
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point. Although C. E. Petot, the head of 








have taken on new operating forces, 


ther tising special efforts being made to move 
r is stock. the organization has fourteen retail stores and having gradually increased their 
the While this was going on in the stores, the dding business in various sections of the daily output until today they are in a 
bing factories were busy and were increasing middle west, he had not invaded Cleve- very good condition. 
ouis the number of theiremployees. A survey land. acetal 
of made by the Labor Relations Committee The store is a beauty, the stock is com- 
of the Chamber of Commerce disclosed _ plete and the sales opening days were be- George V. Post Dead 
that during October, the number of em- yond the expectations of the management. Out of respect to the memory of George 
ol- ployees increased 5 per = Six dollar shoes are sold here, and it is y_ Post, president of the McAlpin Com- 
Mw ith this condition prevailing in indus- doubtful whether there is another $6 shoe pany, the store was closed last Saturday. 
sis = sje wipe eg forward to ex- store in the country thatcan matchitfrom yr. Post, 58 years old, one of the best 
licy cellent trade when colder weather sets in. the standpoint of elegance of fixtures and nown retail merchants in the United 
waited se ees finishings and all round appointments. States, died late Thursday night, Novem- 
= 00 $6 Shoe Store Opened sage a ber 9 at the Good Samaritan Hospital, 
rice The feature of the closing week of Oc- Low Shoes Best Sellers after two weeks’ illness. 
10es tober in Cleveland was the opening of the The business here has been limited al- The history of his rapid rise in the 
rice Petot Store at 730 Euclid Avenue. most wholly to the sales of low shoes, with business world is one of remarkable 
Lich This establishment was thrown open to oxfords running away from the others. achievement. When he was but 11 years 
The the public on Tuesday, October 31, andthe Patent leathers and satins still going. old his parents moved from Aurora, Ind. 
licy opening was a success from every stand- Buckles have taken a spirt in some stores. to Louisville where he obtained a job in 
ous the department store of J. Bacon & Sons 
ing as a cash boy. He was promoted to 
salesman and then to an executive posi- 
CINCINNATI tion. In a few years he became an officer 
T- ° ° of the company and then was made 
lis Union Moves to End Strike president. Several years later he was one 
of the organizers of the Stewart & Co. 
Pattern Makers Make Proposal to Manufacturers; Adver- _ store at Baltimore, and was elected vice- 
or- an : ° president and general manager. A year 
St. using Discussed at Store Meeting later he aided in organizing the Watt, 
\ it Cincinnati, O.—(By wire) Shoe _ tion of 10 percent for all classes of workers. Rettew & Clay Co., Norfolk, Va., and 
sed workers who met to ballot on the They made this proposal in the last week was elected president. From there he 
ear proposal to accept certain proposals of April, just before their old agreement became president of the McAlpin Com- 
the which would have put an end tothe expired. The unions voted on the ques- pany, where he spent the last eight years 
00. strike in this district, have voted tion, and the result was not to accept. of his life. 
ed not to accept them. It was then decided to extend the old 
m- —_——— agreement to May 15, in order to allow i 
ces N Friday of last week James A. the manufacturers to complete the orders Back From Eastern Trip 
are Wilson, International President of they had on hand, and also to give the Robert Wise, president of The Robert 
ith the Patternmakers’ League presented workers time to reconsider. On May 12 Wise Company returned this week from 
er. proposals to the members of the Boot & a referendum vote on the 10 per cent _ the east where he has been making survey 
Shoe Workers’ Unions here for ending the reduction question was taken, and again of the conditions in the shoe industry. 
ce Cincinnati shoe strike which has been in the workers voted against it.- Strike —_—__ 
force since May 20. The nature of the sanction by the General Executive oe : 
- proposals was not made known although Board of the Boot & Shoe Workers’ Store Advertising Discussed 
- it is reported that he suggested the International Union immediately followed. Mr. Kanous manager of the Ladies’ 
he acceptance of a 10 per cent wage reduction Department acted as chairman of the 
is and most of the conditions imposed by Peace Advocates Numerous last meeting of the managers and em- 
oir the manufacturers including the open Thorough investigationof the situation Ployees of the Potter Shoe Co. The 
ld shop. Those now at work, it was said, as a result of efforts on the part of the Subject for discussion was, “Shoe Store 
2 according to the tentative agreement, [Jnited States department of labor, Advertising,’ Mr. Kanous stated that 
a would be retained and those now on was pointed out during the period of the he considered advertising as one of the 
nt strike would be taken back as quickly as strike that in spite of the activities of the ™ost important factors in getting ond 
ils possible. radical leaders in the unions, two of keeping business for a shoe store. The 
A vote on the, acceptance of the pro- which were reported to be especially meeting generally assumed the nature of 
posals was taken on Saturday, November active, the strike vote prevailed only by ® round table discussion of the pros and 
11. This was the fourth time the local a small majority. Of the 6,000 shoe COS of the various types of advertising 
unions voted on general strike questions workers here, 4,000 were found to be that can be used to advantage in promot- 
this year. The old agreement which the members of the unions. Only sixty per ing the sale of footwear. Mr. Thomasene 
manufacturers had with the unions cent of the 4,000 recorded their votes on Of the Mens’ Department classified 
expired the first of last May. So in the the strike proposition. It carried by a ®4vertising as follows: 
latter part of last February the manu- narrow margin of 120 votes. It was First—General advertising including 
W facturers here presented to the unions estimated that the 40 per cent not voting newspapers, billboards, street car cards 
their requests for wage reductions ranging were largely made up of the more con- and window displays. 
from 25 per cent to 10 per cent, with the servative element, and as such were Second—Direct Mail advertising; in- 
er idea of placing this market on a com- opposed to the strike. Notwithstanding cluding letters and circulars. 
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petitive basis with other shoe centers. 
These reductions being flatly refused by 
the unions, the manufacturers then 
offered to compromise with a flat reduc- 





the strike occurred, and up to the present 
writing is almost seven months of dura- 
tion. 

During this time the manufacturers 





Third—Personal advertising conducted 
by representatives of the store. 

Upon the invitation of J. P. Orr, the 
sales force offered numerous suggestions 





106 


for improvement in the advertising now 
being done by the store. Among these 
suggestions street car cards, billboards 
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in baseball and football parks, mile posts 
within a radius of 10 to 20 miles around 
Cincinnati were given special mention.- 





DENVER 
Business Ahead of Last Year 


Opening of Coal Mines a Big Help and Continued Improve- 
ment Is Expected 


USINESS, according to Denver shoe 
merchants, continues good. Fall 
business has been ahead of what it was 
during the same period last year and the 
outlook for winter trade is very promising. 
Reports from other sections of the state 
are to the effect that business is good. 
Farmers, however, are not receiving high 
prices for their crops this year which fact 
is serving to hinder business in the 
country districts. Since the opening of 
coal mines that have not operated since 
the strike last April and the speeding up 
of the mines that have been in operation 
has caused business to step ahead in the 
coal mine districts of Colorado. 


Fontius Has New Store 


The Fontius Shoe Company, of this 
City, is now operating a branch store 
in Denver at 617 Sixteenth Street, which 
is run under the name of the J. J. Fontius 
& Sons store. At this store Ground 
Gripper and Arch Preserver shoes are 
featured. 


Denver Firms Advertising 


Denver shoe firms are doing a lot of 


good advertising at this time. During 
the past week the Weaver store, Denver's 
only exclusive women’s shoe store, fea- 
tured black satin pumps in an ad. The 
Johnston Shoe Company ran quite a large 
ad telling about the Ease-All shoes. The 
Fontius Shoe Company was represented 


during the week by an ad telling of the 
gray suede and patent leather pumps. 
“Straps, Colonials and tongue effects are 
arriving daily,” stated the ad. Muth’s 
shoe store also featured the patent leather 
and satin slippers in an ad, while the 
Cross Boot Shop called attention to 
oxfords. 


Brief News Notes 


The Sanders Popular Price Shoe Store 
at Trinidad, Colo., is at present conduct- 
ing a ten-day shoe sale. 


R. L. Gilliam, with the Brown Shoe 
Company, of St. Louis, Mo., has been 
visiting shoe merchants in different 
Colorado cities during the past week. He 
reports business showing improvement 
in this section of the country. 


The Michaelson Store, this city is at 
present conducting its annual November 
shoe sale. The Cross Boot Shop is another 
Denver store that is featuring a November 
sale. 


H. M. Ashbaugh, of the Red Star 
Leather Company, has returned to 
Denver after a business trip to Trinidad, 
Colo. : 


M. F. Baker, with the E. T. Wright 
Arch Preserver Shoe Company, has been 
visiting merchants in different cities in 
the state. 





PORTLAND 


Retail Business Takes Spurt 


Cold Weather Proves Expected Stimulant; Wholesale Trade 
Also on Upgrade 


Portland 
business, 


ARLY November finds 

shoemen enjoying real 
which, once the wintry weather so long 
desired set in, the demand for shoes 
“keened up”’ considerably. The last few 
days of October found the retail shoe 
stores enjoying quite a rush of business, 
in fact, more than one shop was entirely 
too busy to give information to news 
writers and it was found necessary to 
time the calls for quieter moments. Yet 
for an all round report of the industrial 
situation in Oregon, one can find no better 


authority to quote than O. H. Fithian, of 
the Fithian Barker Shoe Company, large 
wholesalers. Says Mr. Fithian: 


Business Considerably Better 


“Business is considerably better than it 
was last year. Though leather has ad- 
vanced about 10 per cent above the price 
of a few weeks ago, the retail prices of 
shoes have not yet been affected. How- 
ever, all the goods we are buying are now 
from 10 per cent to 15 per cent higher 
than they were before this price increase 
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in raw materials. Straps and oxfords are 
moving briskly. Black, brown and two 
tone effects are still in vogue, and a black 
patent and gray suede combination 
promises to have a big run. High Louis 
heels are wanted for dress wear and for 
street wear; 13-8 Cuban heels are in de- 
mand. Men want blacks and browns 
and both men and women are calling for 
wider toes and shorter vamps. 

“It is not hard to understand the 
reason why leather has advanced in price 
as the tanners have been making leather 
at a loss for the last two years, and now 
that the demand has opened up again, 
they are no longer willing to produce 
under such conditions. Dealers are now 





O. H. FITHIAN 


Portland wholesaler who says he believes shoe 
prices will reach much higher levels. 





buying better shoes than previously. 
People have tired of cheap shoes as they 
give no satisfaction or wear. 


Farm the Basis of Prosperity 


“T look for the prices on shoes to reach 
a much higher level than that of today, 
but we cannot expect business in the 
cities to become healthy until farmers 
enjoy better marketing conditions than 
they have at present. People in the city 
do not realize what the farmer is still up 
against, and how bad his financial con- 
dition really is. The prices they receive 
for their products still do not compensate 
them for the cost of production. Dealers 
have now adopted the almost universal 
policy of absolutely quick turnovers 
and I heartily recommend such a system. 
While it brings no advance orders, it as- 
sures us of prompt, cash payments. It 
puts the dealer on a cash buying basis 
and strengthens his credit in every way.” 
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Mr. Fithian is one of the best-known 
shoe men on the Pacific Coast. He was 
raised on a farm near Butler, Pa. and 
after some experience working in shoe 
stores as a young lad, he went on the road 
as a traveling shoe salesman in 1887, at 
the age of 20. In this capacity he came 
to Portland, Oregon, 30 years ago and in 
1900 he settled in this State with his 
family. Five years after he entered the 
wholesale shoe business and in 1910 went 
into partnership in this line with the late 
S. B. Barker of Condon, Oregon. With 
his thorough knowledge of general condi- 
tions that regulate the business of the 
wholesale shoe dealer, Mr. Fithian is con- 
sidered one of the best business diognos- 
ticians on the coast. Always in close 
touch with the agricultural situation, he 
can predict what the later effects of the 
farmer’s situation will have on the city 
merchants. 


Children’s Department 
Opened 


The Mode-Art has gpened up an at- 
tractive and cheery new children’s depart- 
ment on the Mezzanine floor of their gem- 
like, little upper Morrison Street Shop. 
Saturday, October 21, was the opened day 
for the new section. While children’s 
shoes have always been featured strongly 
at the Mode-Art in a comprehensive line 
of shoe for little ones, just as smart and 
stylish as those of the big folks this is the 
first attempt of the management to pro- 
vide for a separate selling department. 


Satins and Patents for Dress 


Mr. W. E. Mcllhenny, of MclIlhenny’s 
tells of the present day tendency as experi- 
enced in his exclusive women’s store on 
upper Alder Street. 

“At present we are selling a good many 
oxfords,”’ he says. “For dressy wear our 
best sellers have been satins and patent 
leathers. We have not felt the much- 
talked-of tendency for boots. Colonials 
are coming better all the time. We do 
our biggest volume on $10 shoes, though 
many very popular lines are priced at 
$12.50. Otter brown and medium gray 
are good colors in the nappy leathers, 
and in oxfords brown kid and brown calf 
have splendid followings. Brown has 
been outselling black for a long time.” 
Mr. Mcllhenny is of the opinion that 
never again will people go back to their 
single pair of shoes standard no more 
than women will wear a hat five or ten 
seasons, as in days of yore! 


Advertising More Freely 

Knight’s are again going strong on 
their street car and newspaper advertising 
campaigns. In fact, Knight probably 
reaches more people through his aggres- 
sive efforts to make new friends through 
the power of advertising than any other 


shoe store in Portland. A generous Sun- 
day paper space featured satin and bro- 
caded pumps with wide flare tongue at 
$12.50 and $15, their featured men’s 
““Multo” shoe in Russian calf, and heavy 
soles, both oxfords and high tops for 
winter wear at $10. Boys School Shoes 
took a prominent place in the ad, which 
emphasized the splendid values offered in 
$4.50 and $5 numbers. Each shoe special 
carried a hosiery special, alongside, as 
follows: For women a special lot of silk 
hose at 95 cents the pair, for men also a 
silk special for 95 cents, and for the boys 
a good strong value for 35 cents a pair. 
Mr. Knight states that he is paying strong 
attention to the hosiery business, for 
which he has designated a special section 
at the front of the store, near the door. 
Here a competent hosiery expert is in 
charge. Miss S. E. Long, now in charge 
of Knight’s hosiery section states that 
dark brown and black silks are good 
priced to sell from $2.50 to $4 the pair. 
“Our biggest sales are on our $2.50 in 
Gordon make, which we feature at all 
times. Our plain all silk Gordon hose we 
sell for $3 and in lace and embroidered 
clocks for $4.50. At $2 to $3.50 we have 
a good demand for wools.” Miss Long 
appreciates the fact that owing to women 
having become accustomed to contrasting 
their shoes and hose, that they are not 
absolutely “‘set”” on hose shoes to match 
shoes. “Of course, they are no longer 
wearing hose and shoes of different colors, 
but if they don’t happen to match exactly, 
they will take the next best.”” Knight's 
feature a big line of fancy buckles in the 
hosiery department, which they have 
priced from 35c to $50 the pair. “Our 
biggest volume of buckle business is ac- 
complished on ornaments priced at from 
$12 to $20 the pair,” says Miss Long. 


Featuring Men’s Shoes for 
Winter 


Staiger’s had some very pulling win- 
dows of winter shoes. One window de- 
voted to men’s shoes featured good assort- 
ments of styles in three groups priced at 
$7.50, $10 and $12.50. Each pair of shoes 
bore a bold blue and white price ticket 
and another large ticket for each groups, 
emphasized the price factor still more. 
The same system was followed in the 
other side devoted to the exclusive show- 
ing of women’s shoes. Some novel Cos- 
sack boots were shown, in two-tone effects 
of patent with otter suede cuff, and re- 
versed. These were priced at $10. 
Staiger’s are showing some very smart 
Colonials in otter suede with fancy brown 
kid inserts in the flare tongue. 


Women Want Full-Fashioned 
Hose 


Holeproof and Kranit hose are being 
featured by the Goodyear Shoe Co. in a 
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The Wisdom 
of Uncle Sam 
Decrees 
Leather Soles 


Uncle Sam knows what's best 
for his boys. Go through the 
rank and file. You'll find the 
wisdom of Uncle Sani re- 
flected in the shoe bottoms— 
nothing but real leather. Ex- 
perience has taught him that 
an army is only as good as its 
feet. ‘Look to the shoe bot- 
tom,” he'll tell you; “if the 
shoe stands up, the soldier will 
stand up.” 


People are after that kind of 
a shoe—a shoe that will stand 
up. They want a shoe with a 
bottom that will wear longer. 
Such a sole builds trade for the 
dealer whose good judgment it 
represents. 


Rock Oak soles are trade 
builders. Years of actual ex- 
perience stand behind them. 
Experience that knows just 
how leather should be tanned 


to make it wear like iron. 


Rock Oak is Founded on 
Integrity. 


Stock Cak” 

The AMERICAN 

OAK LEATHER 
COMPANY 


CINCINNATI 


Chicago St. Louis 
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new hosiery department that has been 
placed directly at the left hand entrance of 
the store. R. L. Ritter, manager, says, 
“Our largest business in women’s hose is 
done at $2 and $2.50 numbers, in full- 
fashioned lisle top models. We also carry 
a full line of wool hose. Dark browns, 
black and silver grays are good colors 
with our trade. In our men’s lines we 
have brisk demand for wools and silks, as 
well as silk and wool mixtures. From 50c 
to $1.50 the pair, are our best selling num- 
bers. We are now featuring shoes from $5 
to $9. Colonials are beginning to come 
into demand, which will be good in straps 
as well as cutouts. Bamboo is a favored 
color for fancy insets. Women stil] want 
fancy shoes for street wear and Cubanheels 
are very good at present. French heels 


are coming in very strong. We are selling 
a few flat heels to growing girls, but for 
any other trade they are about through. 
In men’s lines we are beginning to sell lots 
of double soled shoes for winter service. 
It is about a toss-up between black and 
brown. Oxfords are still in big demand, 
though lots of men’s high shoes are now 
moving. 

“Business in our new store has gone far 
ahead of our expectations,” said Mr.Ritter, 
further. “By moving only two doors from 
our old store we brought all of our old trade 
with us and have gained lots of new trade, 
for reason of our increased facilities and 
accommodations.” 

H. Bruck, president of the Goodyear 
Shoe Co. has returned from a four month’s 
trip to Europe. 





SALT LAKE CITY 
Record Rubber Business Done 


Snow Storm Starts 


Business with a Rush — Merchants 


Caught Unprepared in Some Cases 


OR the past two or three days every 

shoe store in town has been crowded 
with persons anxious to buy rubbers and 
a record business is being done. The 
weather which had been warm and dry 
for many weeks, changed to winter in 
one night and at this writing there is 
lots and lots of wet snow underfoot, and it 
is still falling. So busy was every one 
when the Recorder correspondent called 
on the trade, that it is impossible to give 
any figures as to the volume of business 
done, but in most of the establishments 
he observed that many pairs of shoes 
were being sold as well as rubbers. Emer- 
gency clerks were in evidence everywhere 
and at one large department store, the 
superintendent of the establishment him- 
self was waiting upon shoe customers. 
This is the first time in many years that 
winter has come so suddenly; every one 
was taken by surprise. 


Wessson Back With Solomon 


A. M. Wesson, formerly with the R. H. 
Solomon Shoe Company on West Broad- 
way and of late with Hunter and Thomp- 
son, Main Street, has returned to the 
Solomon Company. 


To Enlarge Shoe Department 


The shoe department of the Gardner 
and Adams Company is to have more 
shelf room to take care of its growing 
business. This company sells men’s shoes 
exclusively. 


Salt Lake Notes 


The Z. C. M. T. shoe factory is working 
six days a week now. 

The Service Shoe Store at 2309 Wash- 
ington Ave., Ogden, has been opened for 
business. 





LOS ANGELES 


Making Up for Lost Time 


Fall Season Starts Late but Will Far Outrun Last Year’s 
Records—Satins, Patents and Browns Good 


EPORTS from practically all of our 

shoe merchants indicate a substan- 
tial increase in sales over last year. The 
fall season was rather late getting started, 
as the warm weather held out until Octo- 
ber, but a slight rain about ten days ago, 
and the fact that the weather is consider- 
ably cooler, helped out considerably. Oc- 
tober is always a good month, however, 
and as the styles this season are somewhat 





different, due to the widespread popular- 
ity of the Colonial patterns, greater sales 
were expected. Colonial patterns sell in 
some stores almost as well as straps, but 
the proportion in most stores is about one- 
third Colonials. Satins and patents com- 
prise most of these, and there is quite a 
noticeable demand for brown colors in 
both footwear and hose. 

There is springing up quite a definite 





demand for a new version of the old Theo 
tie. Some of these tie on the side with a 
big bow, and some on the front, and they 
come in the usual fabrics and leathers and 
it is thought they are going to prove quite 
popular, especially with the young ladies. 


Bootery’s Sale Well Attended 


Since fitting up their second floor for the 
sale of less expensive shoes, the Bootery 
has conducted month-end sales, which 
have proved very successful. A visit to 
this popular department recently found 
every available seat occupied and women 
standing awaiting their turn to be fitted. 
Shoes ranging in price up to $10 are fea- 
tured in these sales and include modish 
down-to-the-minute patterns. This de- 
partment has but recently been opened 
and is attractively furnished in creamy 
reedcraft furnishings upholstered in cre- 
tonne. Hosiery and buckles are also sold 
here and were marked with sale tags for 
the event. 


Give Away Shoes Every Mon- 
day 


A unique advertising stunt put on by 
Fry’s announces that a pair of satin slip- 
pers and hose will be given away every 
Monday night at the Cinderella Roof, 
which is one of Los Angeles’ popular amuse- 
ment resorts. Each lady attending is pre- 
sented with a coupon and the one who 
draws the lucky number is entitled to the 
prize. Mr. Fry says he gets very gratify- 
ing results from this form of publicity and 
several ladies are the proud possessors of 
shoes and hose won in this way. There is 
no limit put on the value of the gift, as 
they have their choice of anything in 
the store. 

Mr. Fry features, among others, the pro- 
duct of Frank & Hyman, manufacturers 
of women’s fine welts, San Francisco. He 
also travels for Frank & Hyman, and is 
on the road a great deal of the time. Since 
taking over this store about a year ago, 
Mr. Fry says his business has increased 
about 400 per cent. He carries a wide 
range of novelty shoes, as well as staples, 
and attaches great importance to his win- 
dow trims. In fact, he stated that he con- 
siders his windows his greatest asset. Em- 
phasizing this, he drew a comparison. 
“‘When a hostess has company, she knows 
that if she has an attractive table, spotless 
linen and gleaming silver, she can feed 
them most anything. It’s the same with 
merchandise. It they are presented in at- 
tractive surroundings the desire is created 
to possess them. But—give your cus- 
tomer something that will bring him back. 
I do not mean that you can palm off unde- 
sirable values; I merely want to emphasize 
the importance of showing your shoes to 
advantage and thereby creating a desire 
for them. My windows are my best sales- 


men. 
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Reg. US. Pat. Office 





“Onyx” Gift Hose 


Luxurious, all silk ‘‘Pointex” stockings with elabor- 
ate openwork clocks. Also a wide range of hand- 
embroidered clocks and hose with embroidered ankles. 


At all times a desirable grade of hose for your more 
fashionable trade. 


Especially suited to the purposes of merchants who 
wish to take advantage of the enormous Christmas 
gift demand. 





FOR THE MORE USUAL TRADE OF SHOE STORES -WE 
CARRY EVERY GRADE OF HOSE AT EVERY PRICE. 


Emery 6 Beers Company, inc 


Sole Owners and Wholesale Distributors of “Onyx” Hosiery 
Broadway at 24th Street, New York 


Sole Selling Agents for 


PAUL GUENTHER, INC. 


Manufaciurers~of 


Full Fashioned Silk Hosiery 
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The New Shoe Bottom 











A Combination of Neolin Soles 
and Goodyear Wingfoot Heels 











It’s hard to say whether the new Goodyear Sport 
Bottoms are more popular for sport wear or for 
street wear. 


They seem to be ideal for either service or for both. 


They are a fine combination of Goodyear Wing- 
foot Heels and Nedlin Soles, and they have all the 
good qualities of both those splendid products— 


Resilient 
Long-wearing 
Waterproof 
Comfortable 

Trim and good-looking 
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1/ For Sport and Street 














They are designed precisely to meet the require- 
ments of outdoor wear, anywhere and at all seasons. 
Therefore, they appeal instantly and specially to 
the golfer, the yachtsman, the hiker, the motorist. 


There will be a steady demand for them all Winter, 
and a great demand for them when Spring comes. 


Order your sport models zow equipped with the 
new Goodyear Sport Bottoms. They are made 
for both men’s and women’s shoes. Representa- 
tive manufacturers supply them. 


Goodyear Means Good Wear 


| SPORT BOTTOMS 


The Boot and Shee R der will appreciate your mentioning the publication im replies te advertisements. 
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If you took a 
nife and sliced 


it through— 
here ’s what you'd find 


Not just a shell of rubber and stiffened fabric— 
but the real explanation of the rugged strength 
that gives to “U.S.” Boots extra months of wear: 


First a series of strong reinforcements, from 
seven to eleven layers of rubber and sturdy 
fabric at every point of strain ana wear—across 
the instep, above the heel, about the ankle, etc.— 

A flange shaped sole of one single, solid 
piece of rubber, extending all the way from toe 
to back of the heel— 


Tough, flexible rubber everywhere backed by 
the best grade of heavy, close-woven fabric— 


A special lining that adds stiffness to the upper and 
prevents wearing out from the inside. 

The diagrams on the left show you some of these details. 
Every one means longer wear and greater boot comfort. 


We’ve been making rubber footwear for 75 years. We 
don’t just buy rubber—we produce on our own plantations 
the finest grade that can be grown. Our factories are 
manned by the most experienced boot-makers in the coun- 
try—craftsmen who know the value of painstaking care. 
And we’re proud of the results—and of the satisfaction U. S. 
Boots are giving to farmers everywhere. 


Other “U.S.” Footwear—all built for long wear 


You'll find every type of rubber footwear in the big U. S. 
“Sarees heavy Flange sole line. There’s the U. S. Walrus, the famous all-rubber over- 
: shoe—the U. S. Lace Bootee, a rubber workshoe to be worn 

tue sovce—A thick, single layer of . 2 

the finest, toughest high-grade rub- — over your socks for spring and fall—U. S. Arctics and Rub- 
t shat ans 4 —L ay- . 4 : 

uate ores “2 vane cored keane dash end tdahest rede bers—all the styles and sizes for the whole family. Look for 

outside foxing unites the sole and rubler make this one of the strong: the “U.S.” trademark before you buy—the honor’ mark of 

Ly r 00 solid pre et points of t » t 2 | ) 

ae i ie cic the oldest rubber organization in the world. 

















United States Rubber Company 











THe inster— 4 boot has no lacing in 
front, like a shoe, to give as you walk, 
ry mile you go, the rubber bends 
and buckles 900 times. We've put a 
series of graduated reinforcing layers 
into the instep, combining unusual 
flexibility with surprising strength 











THe anaie—//ere’s where so many 
boots sag and crack. The U. S. Boot 
has an extra “collar” that runs all the 
way round the leg, and on top of that 
is oulcanized a heavy side-stay. 
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Men’s Arctics Increasing in Popularity 


Factories Rushing Through Orders—If Rough Weather Prevails This 
Winter, There Will Be a Wild Scramble for Gaiters—Four 
Buckle Is the Popular Type 


entrance in the rubber shoe merchan- 

dising field. Each succeeding year 
has witnessed new development and new 
popularity in the product. From a rather 
clumsy proposition in the old days, which 
was supposed to fit almost any shoe, it has 
grown into a footwear protector of grace- 
ful proportions. 

The arctic started with one buckle—it 
now has two or three, or four, or six. The 
four buckle variety is the most popular. 
There are practically four types of lasts— 
one for the round toe, one for the pointed 
toe, one for the long, straight last, and one 
for the brogue last. There is the light 
weight jersey arctic for dress; the cash- 
merette arctic, and the all rubber gaiter, 
which is made so that the wearer may 
wade about at will in slush and water with- 
out wetting his feet. College boys like this 
all-rubber gaiter—and so do workers—it 
is a heavy, durable type of shoe; it usually 
comes in four buckles and has a heavy sole. 


College Man the First Flapper 


There has been much said ‘about women 
flapping gaiters, which later paved the way 
for the present novelty styles in Russian 
boot effects, but have we ever stopped to 
consider the fact that it was the college 
man who set the style for the flappers? It 
was he who when hurriedly going from one 
building to another for class work did not 
think it worth while to stop to buckle his 
arctics and so he flapped or flopped along 
through the college yard and perhaps across 
the street, or downtown. This was too 
much for the ladies—it was really too good 
a style for them to allow to pass by unno- 
ticed, we all know the result. 


Merchants Slow in Ordering 


Retail merchants have been a bit slow 
this year in placing orders on arctics, and 
as a consequence factories are now rushing 
to get the goods out on time. Many of the 
factories have advertised for extra help, 
so as to keep up with the demand. The 
former method of placing orders in Janu- 
ary for the next winter’s supply has not 
been very much in vogue for the last few 
years; merchants have adopted a more 
hand-to-mouth policy of buying. Often- 
times salesmen who go out in August for 
tennis orders take orders for rubber shoes 
at the same time, for the coming fall and 
winter so that both are rushed into the 
works together. Rubber manufacturers 
say that if inclement weather predomin- 


‘Vo men’s arctic long ago made its 


ates this winter, there will be a wild 
scramble for arctics and other rubber foot- 
wear, but they are doing their best to make 
everybody happy and will try to handle 
the situation in a manner that will be 
agreeable to all. 


Talk on Crude Rubber 


The methods of preparing crude rubber 
on the plantations today are such as 
trained business men would use; and the 
rubber reaches the market clean and in 





Men’s four buckle, all rubber gis. tire sole line. 

The distinctive feature of this shoe is the pure white 

sole and white trim around the top, steam pressure 

cured—heary wool lined—Converse Rubber Shoe 
Company. 





standard form. This is due to the rapid 
growth in the production of rubber on 
plantations, which has made the work of 
buying an altogether different task from 
what it was when practically all rubber 
was “wild” and when scores of varieties 
were coming in from all parts of the tropics 
and in all sorts of conditions. About all a 
rubber merchant need know about rubber 
today is the various grades of ribbed and 
crepe rubber—the standard forms in which 
rubber comes from the plantations—and a 
few grades of Brazilianrubber. The latter, 
because of its high quality, still remains a 
factor in the market, while most of the 
other wild rubbers have disappeared in com- 
petition with the plantation product. 


In Grotesque Form 


In the old days each rubber district had 
its own peculiar method of preparing the 
rubber for market, and the forms in which 
it was put up were in many cases almost 
grotesque. There were “niggers” from 
Soudan, Gambia and Sierra Leone, “‘vir- 
gins” from Matta Grosso, “twists” from 
Manoh and Lahou and “balls’’ from the 
Cameron and Gaboon. Other forms were 
“nuts,” “spindles,” “thimbles,” “‘sheets,”’ 
“slabs,”’ “‘marbles,” “worms,”’ “biscuits,”* 
“scraps,” and “lumps.” 


The Present Day Buyer’s Study 


In the earlier days a buyer had to give 
chief thought to getting full value for his 
money. Today, with a vast production 
and only a few varieties, the buyer’s chief 
study is the condition of business through- 
out the world and the probable fluctua- 
tions in prices. 

In the old days there used to be many 
important crude rubber markets: London 
and Liverpool in England; Para and Man- 
aos in Brazil; Bordeaux for wild rubber 
from French Africa and Madagascar; Lis- 
bon for Portuguese East Africa; and 
Antwerp for the Belgian Congo. Weekly 
auctions were held in Antwerp and Liver- 
pool. 

No Rubber Exchanges 


Even today no rubber center has a rub- 
ber exchange. Singapore, in the heart of 
the plantation section, has become the 
greatest primary market in the world, 
and London through the fact that 75 per 
cent of the crude rubber is produced by 
British capital, is the largest secondary 
market. 

New York is the chief consumers’ mar- 
ket, America consuming about 75 per 
cent of all the rubber reproduced. Singa- 
pore, Colombo and Amsterdam have 
weekly auctions where lots are offered in 
a variety of quantities and qualities. All 
the “wild rubber” markets have sunk into 
insignificance except Para and Manoas. 


Primary and Secondary Markets 


In the primary markets in the plan- 
tation districts agents of the growers 
offer their goods to representatives of 
American and European rubber brokers 
and manufacturers. In the great second- 
ary markets, such as London and New 
York, rubber is handled largely by brokers. 

(Continued on page 117) 
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STARBUK 


For (Creating Most Beautiful Shoe Style 
Effects in the Very Popular “Soft Brown’ Shades 


. In our range of STARBUK 
PANTHER colors you are sure to find TEAK 


CATHAY MALACCA 


—e the exact shade you require ma 


BEIGE FILBERT 


he to gain that different effect ca 
that makes the ready sale. 


HAZEL 


Tolman, Dow & Co., Inc. 


174 Lincoln Street, Boston, Mass. 


ROCHESTER, N. Y. CINCINNATI, OHIO GREATER N. Y. ST. LOUIS, MO. 


Mr. Charles L. Kirk Mohr-Holters Sales Co. New Castle Leather Co. T.M. Fitzgerald & Co. 
22 Andrew St. 202 E. 7th St. 100 Gold St. 1602 Locust St. 





Bliss & Perry Co., of 
Newburyport, Mass., 
made this modish de- 
sign of No. 45 
(Panther) STARBUK 
with contrasting straps 


of darker brown kid. 
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Calf, —— 
Calf, smooth 


No. 1 oak bends, 


= 2 Chicago City calfskins 


Ki Sar leather 
BA. hides. for sole leather 





cks 
No. 1 oak bends, ———_. use. 
finders 


Heavy Texas steers, for sole leather... . . 

Light native cows, for side =p. leather. 

Branded cows, for light sole leather 

No. 1 buffs, for heavy u a and side lea. 
Prin for fine calf 


Comparative Leather and Hide Prices 


Upper Leather (Price Per Foot) 


; 


$0. 
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Sole Leather (Price Per Pound) 
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Raw Hides and Skins (Price Per Pound) 
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Bargain Stocks of Leather a Thing 
of the Past 


Market Continues Active and Price Trend Is Upward 


N spite of the quiet conditions pre- 

vailing in some of the shoe manu- 

facturing centers, the general volume 
of leather business is fairly large and the 
activity of the last few months continues. 
Prices are firm and are being paid without 
much demur as buyers of leather realize 
that the high cost of hides and skins 
makes it necessary for tanners to get 
more money for their leather. The 
bargain and liquidation stocks of leather 
are virtually a thing of the past. In some 
instances the leather which is going into 
shoes today is costing twice as much as a 
year and a year and a half ago. This is 
not wholly due to higher prices of hides 
and skins, but more especially to the 
fact that the stocks held by the banks a 
year ago have been liquidated and the 
leather now coming through the tanneries 
and on sale is all made from the higher 
priced hides and skins. 


Tanneries Busy 


There is no indication of any break in 
these higher prices, although the activity 
in the raw material market is less pro- 


in Some Grades. 


nounced than a few weeks ago. Tanneries 
are operating at fair capacity; in some 
cases at full capacity. The patent 
leather manufacturers are very busy and 
to a considerable extent behind on their 
orders. 

The effect of this all means a higher- 
priced shoe. There has been a consider- 
able tendency among shoe manufacturers 
to mark up their prices to retailers and 
wholesalers, but this is not retarding 
buying. The stability of the leather 
market seems to be assured and even 
today some grades of leather do not 
represent replacement value. 


Sole Leather Market Strong 


The sole leather situation is not only 
stronger than it has been for months, but 
sales are larger, higher prices are being 
paid, and certain grades of heavy-weight 
soles are very scarce. The regular lines 
of sole leather for staple footwear are 
being delivered daily on regular contracts, 
particularly to the larger shoe manu- 
facturers. Cut sole manufacturers are 
buying union sole leather readily and 


their orders take practically all weights 
and qualities. Union sole steer backs 
are quoted at 52 cents to 55 cents per 
pound and supplies are not burdensome. 
Cow backs are bringing from 48 cents to 
50 cents. There is an active demand for 
heavy oak sole with a scarcity of heavy 
leather. Sole leather buyers who are 
not able to secure sufficient leather on 
their orders are taking the medium and 
light weights. Oak steer backs are 
quoted at 50 cents to 58 cents, with 
medium grades bringing 52 cents to 53 
cents per pound. The best quality heavy 
scoured finders’ bends are bringing from 
75 cents to 90 cents per pound; lighter 
weights, five and ten cents less. Texas 
bends for shoe manufacturers’ use are 
bringing from 60 cents to 70 cents per 
pound. Sole leather tanners are more 
encouraged at the present situation which 
is much improved over a year ago. 


Calf Leather Firm and Active 


In upper leather the calf leather market 
is active and strong. Shoe manufacturers 
are placing orders for future delivery on 
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ANNOUNCING 
“Cotter’s Regulars” 


Women’s Popular-Priced Welts — in sizes 


AAA to E, 3 to 10 
Carried in Stock, for Shipment Direct to Dealers 


OOD news for shoe dealers — dealers who want to take profits from hand- 
ling an unexcelled line of women’s staple styles, salable at moderate 
prices, and obtainable from the finest possible in-stock service direct from the 


factory. 








At last we are carrying “Cotter’s Regulars” on the floor for dis- 
tribution direct to shoe merchants. Up to now we have sold them 
only through jobbers. 


For years these shoes have been staple as wheat in hundreds of 
retail stores. Their style, quality of materials and skill of work- 
manship have been making steady customers of thousands of 
women who buy the same styles over and over again. 


The orders for “Cotter’s Regulars” already received since we 
adopted this new sales policy have shown the remarkable 
demand for these shoes. We suggest immediate action from 

Style 374 those needing quick size-up of their Fall stocks. 
Black | Kid Boot, Goodyear Welt, Here are two selections from the numerous styles of 
. “Cotter’s Regulars.”” They are rapid-sellers wherever 


$4,-00 shown. 
In Stock 





Send for illustrative and descriptive circular displaying 


the entire line 





COTTER SHOE COMPANY 


Black Kid Oxford, LYNN, MASSACHUSETTS 


Goodyear Welt. 
AAA to E. 3 to 10 


$3 .60 Makers of The Formative Flexible-Arch Shoe 
for Everywoman 








Style 321 


In Stock 


The Boot and Shee Recorder will appreciate your mentioning the publication in replies te advertisements. 
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the heavy and medium weights. Better 
selections of chrome colored calf are 
bringing 48 cents to 50 cents per pound. 
Some of the choicest tannages bring as 
high as 55 cents. Medium and light- 
weight calf in colors brings from 40 cents 
to 45 cents, and No. 3 selection from 32 
cents to 38 cents and 40 cents. There is 
still available the lower grades of calf 
leather at from 25 cents to 30 cents per 
foot and there are always some cheaper 
selections in job lots which bring stil] less 
money. There is a good demand for the 
better grades of suede calf with the top 
selections quoted at 60 cents to 70 cents 
per foot in colors. Blacks are quotable 
at five cents less. Medium grades of 
suede bring from 50 cents to 60 cents 
and some of the cheaper selections of 
lighter weights for women’s shoes from 
30 cents to 45 cents per foot. 


Good Volume in Side Leather 


There is little change in the volume 
of side upper leather business, although 
transactions are effected daily which 
means considerable in the aggregate. 
Prices are firm, with the top selections of 
chrome colored side bringing from 28 
cents to 30 cents per foot. The medium 
selections bring from 26 cents to 28 cents. 
There is a better demand reported for 
black and the cheaper selections, with 
combination tan side leather bringing 
from 20 cents to 24 cents per foot. There 
is a good call for elk, veal, kip and water- 
proof chrome. The heavier leathers are 
in demand for heavy shoes for men and 
boys. Snuffed leathers are selling in fair 
lots at below 20 cents per foot. 


Activity in Patent Continues 


The patent leather market continues 
very active, with tanners and japanners 
behind on orders. No. 1 leather is 
bringing from 48 cents to 50 cents for 
chrome patent side, the medium grades 
40 cents to 45 cents and No. 3 leather 
30 cents to 35 cents. There is still a 
large amount of medium and lower grade 
patent selling at around 30 cents per foot. 
Patent kip is quoted at 55 cents per foot, 
with the best grades of patent kid from 
65 cents to 70 cents. There has been a 
long run on patent leather which seems 
to show no decline in demand. 


Kid Business Fair 


Glazed kid tanners report little change 
in volume and none in price. The market 
is fairly active, although cut into to a 
considerable extent by the large demand 
for patent. Difficulty of securing ample 
supplies of goatskins from abroad tends 
to keep prices high, as quoted below. 
The demand continues strong for colors, 
especially the popular shades of brown, 
bronze and white. The choicest grades 
of white still bring 90 cents per foot. The 
price of the finished kid will remain high 
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so long as the difficulties of obtaining 
ample supplies of good raw stock continue. 





Men’s Arctics Increasing in 
Popularity 
(Continued from page 113) 


Rubber Quotations 


Plantations— 
First latex, crepe, spot. . . 


2334@. . 
2334@.. 
@23% 
@24% 
2334@. . 
234@.. 
@23% 
@24% 
@2434 
@22% 
@22 


*Brown crepe, thin, ‘den... 
Specky... 
Rolled. . 
*Amber, No. 1. a 
Rapier, The. B......6506.. 
Amber, No. 3... 
Para—Up-river, fine 
oa coarse.... . 
*Island, fine. . 
Island, coarse. . 
Caucho Bell—Upper... 
Cachuo Bell—Lower.. 


*Centrals—Corinto........ 
*Eemeralda............. 
*Mexican scrap 
*Guayule—wet 
Guayule—Dry 

*Balata, block, Ciudad 
Block, Colombian 
Panama.... 


*Benuela, No. 2......... 
*Kassal, prime black 
*Kassal, prime red 


* Nominal 


Scrap Rubber 


Boots and Shoes........... 
Artics, trimmed 

Arctics, untrimmed........ 
Inner tubes, No. 1 

Inner tubes, No. 2.... 
Hose, steam, fire.......... 
Tires—Automobiles. .... 


Ore to Ww 
NM RX 


+ ar 
©O©O0006 


— 





Detroit Late Notes 


To Retain Old Location 


A. E. Burns & Co. have decided to re- 
main at their old location in the Holden 
Building, taking over the basement and a 
larger ground space. This decision was 
reached after repeated delays in the com- 
pletion of the Stanley Building, where 
they were to have moved early in the fal]. 
The lease for the stores in the new build- 
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ing were disposed of and others effected 
on their present location. 

When the alterations have been com- 
pleted, about December first, this firm will 
occupy three times the former space on the 
ground floor and a basement of similar 
size for a salesroom, with additional base- 
ment space for stock rooms, etc. The 
women’s lines will be carried in both the 
basement and on the ground floor, instead 
of on the second floor as was formerly the 
case. The basement will be given over to 
the sale of the lower-priced lines, and with 
the addition of children’s lines should 
prove a popular trading spot. 

The new location provided for window 
displays having a frontage of 60 feet on 
Grand River and 40 feet on Griswold 
Street. 

The new store will be finished in Dutch 
walnut throughout, chairs, fixtures, win- 
dow backgrounds all of the same finish. 
The corner window will be spot-lighted, 
which will make it the best lighted win- 
dow in any shoe store in Detroit. The 
floors will be rubber tiled. 


Educational Campaign a 
Success 


The educational campaign begun by 
R. H. Fyfe & Co., is beginning to show 
results in better salesmanship and a re- 
duction of errors in the routine of the 
business. At a recent session, J. A. 
Murphy, educational director, gave an 
impressive talk upon co-operation, in 
which he showed the need of efficient work 
by every member of the organization, 
whether by the general manager or one of 
the proprietors, if the whole structure was 
to function properly. 

On November 1, the Fyfe managers and 
assistant managers got together at a 
chicken dinner served in the store’s 
cafeteria. A. O. Day, general manager, 
presided as toast-master. R. H. Fyfe and 
others gave short talks of interest. Such 
affairs are successful in drawing the 
organization more closely together for the 
common good. 

R. T. Kann, display manager, R. H. 
Fyfe & Co., is co-operating with the 
management in a campaign in which the 
aim is to impress upon the public, that 
while the Fyfe standard of quality must 
be maintained, that good shoes may be 
bought at a popular price. In one of the 
large windows two groups of women’s 
shoes are shown; one at $5 and the other 
at,$6. To attract attention to these groups 
large cut-out price figures are used. No 
one can pass the window without noting 
these prices and as there are 26 styles 
offered at each price the variety in style 
offered is also impressed upon the mind. 





Perspicacity, perspiration, perseverance 
are big words, but they can bring still 
bigger results.—Forbes Magazine (N. Y.) 
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OB: dhe ce ce ie the the ie Ho Ho te ie Se he io So eo Ht ce te So he i ie ce Sh ie he Se > ce ee Se 
SPECIAL GRADE MEN’S HOUSE SLIPPERS 


® 


For Holiday Trade 





we 
Cs 
be ad 


Sie the Se dhe he He che ce 


No. 2555—Tan Kid Cavalier. Sizes 5-104, Cc No. ~ Kid Everett Hav. Bro. Bend. 
widtn; 544-11, D width. $4.25 Sizes 5-11, er Cala, 54-11, D width. 


We are stocking for IMMEDIATE DELIVERY the following complete assort- 
ment of men’s slippers. Orders filled within 24 hours after receipt. Prices are net. 


2559—Tan Kid Opera. Sizes 5-11, C width No. yt Kid Solace. Sizer 6-11, C width; 


Me 11, D widtn. 6-11, D w 
$3.25 $3.85 


2560—T Kid Opera rr Bro. Band. No. 2500—Battleshi } Kid Pat. Quar. & Trim 
_ 5-11, C width; vit 3% D width. Opera. Sizes 8-10, t ry 8-10, D width. 


No. 2561—Tan Be ~~ Sizes 5-11, C No. 2510—Black me, a Pat. Band. Sizes 
width; 544-11, D te 6-10, D widt $3.00 


No. 2520 — Brown Giese Goat, Brighton, No. 6 
Last. Sizes 6-11, C and Price $3.00 


HAZEN B. GOODRICH & CO., Haverhill, Mass. 
SESPPPS SSS SPSS SSS PPS SSS SSS SSS SS SSS 


CHROMOK 


PATENT - DULL - COLORS 


Make better medium priced shoes, because 
specially produced for just this grade. 


W. D. Byron & Sons Leather Co. 


Williamsport, Md. ee oe oe Boston, Mass. 
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Also Makers of 


Famous Oak Tanned Flexible Inner Soles, Flexible Sides and Bends 


The Beet and Shee Recorder will appreciate your mentioning the publication in replies te advertisements. 
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IN STOCK 


LARGE SILK 
PO 





oe 


Leading Hotels — 
™~ \ 


NEW YORK 
AND BOSTON 


we 
Cs 
be ad 


No. 500 


Women’s Bright Cabretta, Genuine Turn 
Sole, Keystone Rubber Heel Boudoir, 
Large Silk Pom Pom. 





36 Pair Case Lots Only. 
Sizes: 3-7, 3-8, 4-7, 4-8, 5-8 











FIFTH AVENUE af 
CENTRAL PARK 


Faeo Srerary. 
_ New YorK 


Eowarp C.Focc. 
MANAGING DIRECTORS. 


Terms 5%-10, 2%-30, F. O. B. Cincinnati 


We shall be pleased to send | Altman & Mimnces 
illustrated booklet on request | CINCINNATI, OHIO 


< 
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Sell Russell’s 
IKE WALTON 


Staunch and Serviceable as a Heavy Sporting Boot 
Flexible as a Moccasin 


Chocolate, chrome-tanned waterproof leather. Its unique 
construction provides four layers of leather between the foot 
and ground—more protection than the ordinary street shoe. 
Its light weight appeals to the outdoor man. 


The Russell quality speaks for itself. So does Russell shoe- 
making. 
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The Scout Moccasin 


Made of Chocolate elkskin, with soles of flexible, sturdy Maple 
Pac. Natural shape affords every freedom to the foot. 


The ideal of comfort and service in moccasin footwear for dry 
season wear, and a sensible “‘pal” for the growing lad. Write for Dealers’ Price " 


Catalog 
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W. C. Russell Moccasin Ce. 
Berlin, Wis. 














The Bout and Shoe Recorder will apprectate your m: Gouin, im publica... m replies to advertisements. 





BOOT AND SHOE RECORDER November 18, 1922 
OTECTOR 
Dont 


ae 


PROTECTOR 


SHOES 
are moving faster and faster. 


We are daily receiving letters from Arch 
Protector dealers, indicating that they 
are continually having to replenish their 
Arch Protector stocks. 

Why? Because, Duttenhofer quality, 
comfort, smartness and service are all 
harmonized perfectly with the scientific 
feature in every Arch Protector Shoe. 
Each pair is made by skilled workmen. 
Merchants who realize that they must 
get a quicker turnover if they are to 
make a profit should wire or write us 
at once. Do so now and we will have a 
salesman call. 


The Val Duttenhofer Sons’ Co. 


Cincinnati, Ohio 


RA 
QDultehofer 


ESTABLISHED 1888 
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BROOKLYN 


Selling Staples for Spring 


Early Orders Placed by Merchants in South and Far West—' 


Wide Style Diversification Expected 


ARLY November found a few Brook- 
lyn manufacturers booking spring 
orders and all of them seriously preparing 
for spring buisness. Not all the producers 
have gone after spring business yet, many 
of them will defer their official spring open- 
ings until next month and a few others will 
delay their showings until January. The 
early spring orders, of course, have come 
chiefly from the South and the Pacific 
Coast, and have been mainly along fairly 
staple lines. One manufacturer who has 
gone after spring business rather strenu- 
ously estimates that his customers who 
have placed their orders, have not covered 
more than 2 per cent of their spring re- 
quirements. 

From a style standpoint the coming 
spring season is more than likely to see a 
wider diversification than ever before. 
Manufacturers here do not expect the sea- 
son to develop any one outstanding style. 
The new note, of course, is the cut out and 
underlay oxfords, but even those manu- 
facturers that have good orders for these 
on hand, do not expect them to sweep the 
country. The main obstacle to this de- 
velopment, of course, is the fact that such 
oxfords are rather expensive propositions 
to make. The cutting and fitting costs 
on them are said to run extremely high. 
One new model, which carries a rather 
heavy amount of stitching, this operation 
alone consumed an hour a pair, when the 
shoes were first put into work. This has 
been cut down some, but not enough to 
bring down the cost materially. 

Small tongued Colonials are considered 
a good bet for spring, and are being shown 
in white kid for summer wear. Straps are 
by no means dead. On a few spring sam- 
ples seen so far the broad one-strap for 
street wear is in strong showing, particu- 
larly in combinations of ooze and patent. 
The models are usuall} shown in two ways, 
the tongue on one being carried out in pa- 
tent to match the vamp, while the tongue 
on the other is of ooze to match the quar- 
ter and heel. One neat combination of 
this description carries both the instep 
strap and the small tongue, the latter be- 
ing small enough to come below the strap. 


Higher Prices Expected 

Although there has been no marked 
move toward increasing shoe prices in 
Brooklyn, they are coming soon, accord- 
ing to all indications. Higher prices have 
been put into effect by some manufactur- 
ers, without any flourish. These applied 
mainly to the late fall and winter models 
which road salesmen are still showing. 
More than half of the Brooklyn factories 


have their men still on the road and many 
will remain out until next month, return- 
ing home in time to take out spring samples. 
Higher leather costs, are the chief fac- 
tors in advancing shoe prices, but in Brook- 
lyn there was a slight increase in labor 
costs put into effect on November 1, which 
makes it almost necessary for the manu- 
facturers to boost their prices a little. 
There is a strong sentiment among the 
manufacturers, however, against advan- 
cing prices too steeply or too rapidly, for 
fear that consumer buying will receive a 
set-back, if the prices are boosted to a 
point where the retail merchant will con- 
sider it necessary to make radical mark- 
ups. There is some evidence to support 
the theory that merchants will themselves 
absorb advances up to about 50 cents a 
pair, instead of marking up their prices. 


Here’s a Winning Argument 


One Brooklyn manufacturer has hit 
upon a neat plan for supporting his argu- 
ment to his customers that it is good policy 
for them to buy their spring shoes fairly 
early. ‘We had a man from the Pacific 
Coast in here last week,” said the manu- 
facturer. “He had an idea that it would 
be unwise to place his order now and that 
January 15 would be sufficient time to 
make his initial purchases. I sent him out 
with our leather buyer. They returned late 
in the afternoon, and the retail merchant 
was firmly convinced that it takes much 
longer now to get leather than it did when 
he was here last in July. He saw what we 
were up against and as a result placed a 
fair order to insure his getting his shoes on 
time. I am afraid, though, that the deal- 
ers will delay their buying. As a general 
rule all come into the market at once in 
January and February and boost prices on 
themselves. I fear that development as a 
factor in increasing prices more than I do 
the advancing leather market and the in- 
crease in labor. 


12] 


“Retailers do not realize that manu- 
facturers and leather tanners also are play- 
ing the-hand-to-mouth game. As a result 
you cannot go out in the market and get 
desirable leather for immediate delivery in 
any quantity you want. Only this week 
we tried to buy sufficient Scotch grain to 
fill an order for 300 pairs of shoes within 
five weeks. The best delivery we could 
get on the leather was January 15. How 
can we make the shoes in time?” 


Good Orders for ““Trail 
Blazers” 


The G. W. Baker Shoe Company an- 
nounces the closing of more contracts with 
retailers for the handling of the “Trail- 
Blazer” shoes endorsed by the Women’s 
Foundation for Health. The new con- 
tracts cover, in addition to Chicago, Cin- 
cinnati, Cleveland, St. Louis and New 
York. New models are being brought out 
in the “Trail Blazer” along style lines, par- 
ticularly in white for summer wear. The 
Foundation has begun its shoe campaign 
with the aid of its co-operating organiza- 
tions which are American Association of 
University Women, American Home Eco- 
nomics Association, Council of Jewish Wo- 
men, General Federationof Women’s Clubs, 
Medical Women’s National Association, 
National Association of Deans of Women, 
National Board Young Women’s Christian 
Associations, National Congress of Moth- 
ers and Patent-Teacher Associations, Na- 
tional Council of Women, National Feder- 
ation of Business and Professional Women’s 
Clubs, National League of Women Voters, 
National League of Girls’ Clubs, National 
Woman’s Christian Temperance Union, 
National Women’s Trade Union League 
and Woman’s Department; National Civic 
Federation. 


Getting Movie Advertising 

In a scheme to tie-up branded merchan- 
dise with the motion pictures, I. Miller's 
shoes are being used by the Thomas H. 
Ince studios in their forthcoming produc- 


tion of Lorna Doone. Window displays 
will coincide with the showing of the pic- 
ture in various cities. The Ince studios 
plan to devolop this tie-up scheme in fu- 
ture pictures. 





LYNN 


More Style Diversity Noted 


New Patterns More Modest in Appearance—General Increase 
Reported in Demand for Boots 


S Thanksgiving approaches, styles 

in the Lynn trade show new diver- 

sity, though it must beremarked that they 
are simpler, and more modest in appear- 
ance than styles of the season past. Boots 
are the feature of this week. A general 


increase in the demand for them is re- 
ported by several firms. Yet there are 
other firms who haven’t a boot pattern 
in their shops. 

Some buyers, including New Yorkers, 
were in Lynn last week, seeking boots 
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Where to Buy 


Women’s Shoes 











PHILMALL, Inc. 


THOROUGHLY BENCH 
MADE FOOTWEAR 


FOR THE BETTER TRADE 


Show Room, Room 435 Marbridge Bidg. 
Factory, 147-153 Waverly Place 
NEW YORK CITY 








The WESTCOTT-WHITMORE CO. 


Syracuse, N. Y. 
fe In Stock Specialists of 
Women’s Shoes, Party 
Slippers and Novelties 


Write for Catalogue 








BLEECKER STYLES 


Are the last word in footwear 
for stylish women 














Phillips-Cram Corp. 
Makers of 
Women’s Turn 
Slippers 
276 River St., Haverhill, Mass. 


Boston Office 
207 Essex Street 

















FERN & POOR CO., Inc. 


Manufacturers 
Newburyport, Mass. 


Women’s Turn 
Comforts 
Boets & Slippers 
for the wholesale trade 














"A 




















E.A.& M.C. Witherell Co. 
Manufacturers 
Women’s Turns 
Boots and Slippers 
Factor “s 
Haverhill, Mass. 
Boston Office 
Rice Bldg. Reem 406 








Makers of 
Hand Turn Novelties 
In All Leathers and Satins 
and on all the Latest Lasts 
Felstiner-O’Connell 
Shoe Co., Inc. 


41 Washington St. 
Haverhill, Mass. 





WOMEN’S FINE TURNS 
and Nevelties 
One of our newes models. 
Hand Turn kid lattice work 
quarter—in all inest 
leathers. 
TESSIER & 
BOWDOIN 
2 Washington 
Street 
Haverhill, Mass. 

















from the factory floors. When they 
came, interest in boots boomed. 


Welted Oxfords Hold Their Own 


However, welted oxfords held their 
ground, and, doubtless, they are by far 
the best sellers of this week. Also, new 
types of small tongue shoes, as well as of 
fancy tongue shoes appeared and a few 
plain, or strip pumps were added to the 
lines 

Black continues to gain. Suedes are 
favorites, perhaps more so than a few 
seasons ago, where suede was in style 
supreme. Patent and satins also are 
good. Some new and pretty shades of 
gray are being tried. 


Heels from 14-8 to 16-8 

Heels seem to be compromising at from 
14-8 to 16-8. The 17-8 heel has not sold 
as expected. The 8-8 heels have been 
moved up to 10-8 and even to 12-8. 
Heavier types of footwear are expected 
to sell, as winter comes on, and there are 
possibilities of hiking, skating and like 
shoes becoming popular. Some designers 
are working on them. Lynn manu- 
facturers are particularly anxious to get 
ideas for next spring and summer styles. 

Boots for Big Cities 

Harry Thomas, of V. K. & A. H. Jones 
and Thomas, recently returned from a 
trip among big cities, and reports a large 
increase in the demand for boots. Says 
he: 

“Boots are back, and I am thinking 
that there will be good business for the 
next two years, for we will sell more boots 
next fall and winter than this fall and 
winter. 

“Boots, you know,” he continued, “are 





the seasonal style change, and the style . 


of them is a token that the trade is getting 
back to normal. Longer skirts help, 
of course. But it is normal to put on 
boots in the winter time; just as it is 
normal to put on fur. And, in the long 
run, normal business is best all around. 

“If we had a few hundred cases of 
boots on the floor, we could sell them right 
off. As it is, we are making them as fast 
as we can. Welted boots are wanted, of 
black and brown kid leather, medium 
round toe, regular tip but otherwise of 
plain pattern, and heels 11-8 to 14-8 high. 

“Oxfords will come after boots,” 
concluded Mr. Thomas. “Next spring 
we will have a record run on welted 
oxfords.”’ 


“Dress Up More Women” 


“A campaign to ‘Dress Up Men,’ 
which our friends in the men’s trade are 
carrying on, should be preceeded by a 
campaign to ‘Dress Up More Women,’” 
says Charles McLaughlin, of the Mc- 
Laughlin-Conway Shoe Co. “I fear we 
are lagging a bit behind, or, in other 
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words, are not making the most of our op- 
portunities to put pretty shoes on to the 
feet of women. 

“Let us look about, on any main street 
of a big city, town or hamlet, and we will 
see millions of women who are not as 
prettily shod as they should be, lacking 
the right shoes, and the right hosiery as 
well. I will not undertake to criticise 
what they are wearing. But I would like 
to emphasize my statement that there 
are abundant opportunities to sell more 
pretty footwear, by encouraging foot 
adornment, as a means to feminine 
beauty. 

“T repeat that the ‘Dress Up’ campaign 
should begin with women, and should be 
carried on most vigorously in the women’s 
trade, because women naturally love 
pretty apparel, and if they adorn them- 
selves with good taste and propriety it 
will naturally follow that men will do 
likewise. Just remember that a man puts 
on his dress suit, and patent leather 
shoes, when his wife dresses up. 

“As for shoes,” concluded Mr. Mc- 
Laughlin, “we have a new sample line 
presenting small tongue pumps, fancy 
tongue pumps, plain, or strip pumps, and 
fancy oxfords. Patent and satin are our 
best sellers in black shoe leather. We 
also use some gun metal, and some brown 
and gray suedes. Heels are a bit lower, 
say from 14-8 to 16-8 high.” 


Expects Big Run on Oxfords 
Next Spring 

“Tt seems to me,” says Edward Hyde, 
of the Watson Shoe Co. “that welted 
sport oxfords will be by far the best 
sellers for next spring, and season on 
them to start early and to run until the 
light summer novelties appear. 

“We are trying twenty different pat- 
terns in welted oxfords for next spring,” 
continued Mr. Hyde, and we will probably 
try a few more before we come to any 
definite conclusion as to what styles will 
be leaders in the spring. 

“We look, in a general way, for a run 
on tan calf oxfords, with a- fine smooth 
finish. The tan may be of a medium or 
light shade, perhaps trimmed with a 
darker shade. But the style of the 
trimmings puzzle us. Saddle straps 
have probably run their course. Some 
new inlay and cut out work on oxfords 
is probable. Soles will be of leather, 
chiefly, because sport shoes should hold 
their shape, and leather soles helps them 
to do so. However, there will doubtless 
be a popular demand for rubber and 
fibre soles. 

“It seems reasonably safe,” concluded 
Mr. Hyde, “to predict that 1923 will 
bring to us the biggest season in sport 
shoes that our trade ever has had. The 
automobile has brought millions of people 
out of doors, to enjoy picnicing, golf, 
tennis, and other sports, as well as the 
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milder recreations of walking along the 
sea shore or tramping in the country, and 
we shoe men must provide the right sort 
of shoes for these pastimes.” 


Five Lines of Boots 


Smith Shoe Co. has five lines of boots 
in stock, and is shipping out boots as 
fast as they come from the factory, for 
business in boots is unusually brisk with 
the firm just now. 

Sizes are running a bit larger. For 
instance, the average size has moved 
from No. 4 and No. 4% to No. 5 and 
No. 5%. More of the latter sizes are 
being shipped than of any other size. 

Also, sales of fat ankle boots show a 
large increase. Mr. Smith thinks this 
demand for larger sizes, and for fat ankle 
shoes is due to larger measurements of 
women’s feet and ankles, caused by the 
long wearing of low shoes. 

Boots, now in stock, are of black and 
brown kid and Russia calf leather, all 
8% inches high, and carrying heels 11-8 
and 14-8 high, all hecls having rubber top 
lifts. 


M.-C. Making Wood Heels 


Mitchell, Caunt Co. are adding to their 
production a line of wood heel novelties, 
heels being 14-8 and 14-8 high, and vamps 
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being of satin, or patent leather. Some 
shoes combine patent vamps and grey 
suede quarters. Heels are covered to 
match the quarters. Edges are trimmed 
close, and shanks light. 

Also, the firm is making oxfords, of 
gun metal and antside leather, with 
heels 9-8 high. A new sample of an oxford 
will show a three eyelet pattern, with an 
open throat. A three-eyelet tie, fastenening 
with a ribbon lace, now selling, is made of 
bronze kid. 

A new last, now being added to the 
line, will have a medium narrow toe, a 
fairly short vamp and a 16-8 heel. 


Small Fancy Oxfords 


P. J. Harney Shoe Co. are making small 
fancy oxfords, the word small being used 
in the sense that the oxfords look small 
in size, by reason of their patterning, 
and not being actually small in length. 
These small oxfords are for afternoon 
dress wear, with the longer skirts. 

These oxfords are of suede and smooth 
finish leathers. About 50 per cent of 
them are black and the remainder are 
brown, or gray. Patterns provide for 
combinations of smooth and suede finishes, 
as well as for two tones of color. Per- 
forations are more modest. 

Heels are running from 10-8 to 13-8 
high, the former being of leather, and the 
latter of wood. 





HAVERHILL 


Style Uncertainty Apparent 


Merchants Not Anticipating for Spring and Factories Are 
Quiet; Salesmen Making Trade Investigations 


PPARENT unwillingness on the part 

of shoe buyers to anticipate their 
needs for spring is making November a 
quiet month at many local factories. Un- 
certainty regarding style development is 
an important factor in this situation. 
Manafacturers have “gone the limit’’-—as 
the saying is, in showing turn novelty pat- 
terns. Straps of every variety, pumps with 
tongues large and small, ties, oxfords; all 
these have brought business. ‘What 
next?” is the question which buyers are 
asking. The answeris not yet forthcoming. 
With no end of patterns from which to 
choose, the shoe buyers seem unable to 
make a choice. The manufacturers and 
salesmen representing Haverhill factories 
are making many personal calls this month 
on customers for the purpose of getting 
first hand information regarding trade 
conditions. Also, they are urging the im- 
portance of early ordering if shoes are to 
be available when needed. 

As one manufacturer puts it:— 


“We require four to five weeks to get 
turn shoes through the factory after the 
order is received. A week is not too long 


to get tags into the cutting room. After 
that, there is two or three weeks’ work to 
be done, depending on orders in hand and 
factory conditions. When it is realized 
that orders must be handled in rotation, 
it is plain that the ‘early bird’ gets the 
best service on deliveries.” 


Preparing for Chicago Show 


Realizing that an army of shoe buyers 
will invade the Chicago style show in Jan- 
uary, and that many of them will place 
orders, Haverhill manufacturers are mak- 
ing preparations accordingly. Designers 
and pattern makers are hard at work upon 
style ideas. At hotels and sample offices 
Haverhill lines will be represented by 
numerous concerns. In fact, the Chicago 
show is looked forward to as a place where 
business is to be obtained, and Haverhill 
manufacturers will be there to fight for 
their full share. 


Haverhill Exhibitors at Chicago 


Several local houses have therefore en- 
gaged space at the show, with others to be 
heard from. Exhibitors up to date, in- 
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Men’s and Women’s Slippers 
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runs through these pages may read 
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Men’s Shoes 
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clude: Charles K. Fox, Inc., Rickard Shoe 
Co., Emery & Marshall Co., Hannahsons 
Shoe Co., Hazen B. Goodrich & Co., Dal- 
rymple-Pulsifer Co., Haverhill; and F. E. 
Adams Shoe Co., Seabrook; N. H. 


Continued Vogue of One 
Straps 


Haverhill manufacturers are almost 
unanimously of the opinion that the one 
strap pattern in women’s turn shoes will be 
a “seller” for a considerable period. The 
practical ideas embodied in this pattern, 
its good fitting and “stay on”’ qualities and 
attractive appearance are all in its favor. 
The one strap is simple yet stylish and is 
open to none of the objections made to 
many of the more elaborate styles. To the 
merchant it is a “breadand butter’ propo- 
sition. He is not likely to find himself 
over-stocked with one straps in satins, kid 
or other desirable materials. Multiplicity 
of styles of ten cause confusion in the minds 
of merchants as regards the merits of va- 
rious patterns. The one strap is open to 
no such objection. It has selling qualities, 
which in the opinion of many members of 
the trade here and of their customers in 
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various parts of the country, will make it 
a permanent part of merchants’ stocks for 
months to come. 


Change in Title of Shoe Con- 
cern 


Phillips Shoe Co., Inc., manufacturers of 
women’s fine turned slippers, succeeds 
Phillips-Cram Corporation. The officers 
of the new company are, Matthew Scott, 
president; C. Howard Phillips, treasurer. 
The factory is at 206 River Street, the same 
location as heretofore. Treasurer Phillips 
says there will be no change whatever in 
the concern other than the name. It will 
continue manufacturing the same line of 
footwear as in the past. 


New Plan in Shoe Retailing 


The Haverhill Bargain Shoe House is the 
title of a new concern which succeeds the 
Model Shoe Store on Washington Street. 
The new house will be operated on an auto- 
matic self-reduction plan. This is some- 
thing new in local shoe retailing, being 
similar to that used in the basements of 
the large city department stores. 





NEW YORK 


Prices Cut on Some Models 
Large Tongued Colonials Suffer Most, Although Straps and 
Oxfords Have Been Included by at Least One Store 


and oxfords, at $7.75 a pair, marked down 
from higher prices. 


HE retail shoe market here has weak- 
ened slightly and some sales have 
been announced, with a decidedly disturb- 
ing reaction on the entire trade. As yet 


there has been no large slaughtering of 


prices, but the price reductions made to 
the public have been sufficiently large and 
frequent enough to cause considerable 
comment in trade circles. Among the con- 
servative shoe men there is a disposition 
to condemn this price cutting at this par- 
ticular time. They hold that adverse 
weather conditions have been responsible 
for the failure for business to improve to 
the extent anticipated. They are afraid 
that the price cutting will spread rapidly 
before the bulk of consumer demand has a 
chance to be fully registered. 

A slight shift in style has had something 
to do with the price cutting, the large 
tongued Colonials being the chief subjects 
for the price pruning knife, although some 
of the department stores are offering re- 
ductions on later styled footwear. As an 
example late last week John Wanamaker 
announced a sale of 1,100 pairs of small 
tongued Colonials with high or low Cuban- 
Louis heels, in black calf, bronze kid, black 
satin, and gray, black and brown suede, 
at $7.75 a pair. The former prices ranged 
from $10to$12. James McCreery Com- 
pany also made a special one day offering 
of several patterns in Colonials, straps 


Evening Slippers Strong 


Evening slippers are coming in for more 
attention with the opening of New York’s 
social season. The official opening of the 
season is usually conceded to be the pre- 
miere of the Metropolitan Opera, which 
this year took place on November 13. 
During the previous week practically all 
of the Fifth Avenue stores stressed evening 
apparel, with strong emphasis on shoes 
and a good business resulted, it is reported. 
Both strapped and Colonial models 
are in demand for evening slippers, with 
brocaded effects, chiefly metallic, in the 
lead. To accompany the slippers, many 
buckles in rhinestone and colored stone ef- 
fects were sold. 

The approach of the horse show also was 
used to boost evening garments and riding 
habits, with accompanying proper foot- 
wear. According to Fifth Avenue retailers 
more riding boots are being sold this year, 
than was the case a year ago, due to thefin- 
creased devotion to riding as a sport in 
New York. 


New Oxfords Popular 


Plain tailored oxfords, and the new cut 
out and underlay oxfords in turn soles and 
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Louis or Spanish heels are coming along in 
demand. The fancy oxford is considered 
more of aspring shoe by most of theretailers 
although the majority of the higher class 
stores are showing them now. One store in 
particular has been selling them all sum- 
mer and is now about “through” with this 
style. 

More plain high boots for walking and 
hiking are being sold than many antici- 
pated earlier in the season. Stocks are low 
and some sales have been lost because of 
this, it is reported. 


Men Still Favor Low Shoes 


A recent survey made of the types of 
shoes men wear in New York shows that a 
majority of the 5,000 pairs counted in ac- 
tual service were low shoes. At Fifth 
Avenue and 42d Street 50.7 per cent of the 


shoes were low; at 47th Street and Broad- 
way, 46.6 per cent; at Wall Street and 
Broadway, 54.5 per cent and at the Grand 
Central Terminal, 51 per cent. 


Buster at Gimbel Store 


Buster Brown and Tigo are holding day 
receptions at Gimbel Brothers where the 
Buster Brown shoes are sold. 


Sole-Mould Shoe Featured 


L. M. Hirsch & Company last week de- 
voted one of their Sixth Avenue windows 
to a display of Sole-Mould shoes made by 
E. P. Reed & Company. In addition to 
the shoes, plaster casts of the foot moulds 
were shown, reproductions of publicity 
given the new idea in shoe making and 
other illustrations expressing the idea 
were shown. 





ROCHESTER 


Decided Improvement Noted 


Cold Weather and Rain Big Help to Merchants; Big Variety 
in Colonials Featured 


ETAIL shoe business in Rochester 

showed a decided improvement last 
week. Cooler weather combined with rain 
helped materially to stimulate the public’s 
appetite for new footwear, and everyone 
reports a good week as a starter for No- 
vember. 


Manufacturers Plan Exten- 
sive Campaign 


Lester Rapp, advertising manager of the 
Utz & Dunn Co., makers of women’s fine 
footwear, has completed plans for an ex- 
tensive advertising campaign featuring the 
Ease-All shoe which will include a liberal 
use of consumer mediums, including the 
Ladies’ Home Journal, co-operative news- 
paper campaigns in cities and towns hav- 
ing Ease-All Agencies, and dealer helps 
such as car cards, window cards, etc. 


Receives Orders from Japan 


J. J. McMaster, manufacturer of chil- 
dren’s turn and soft sole footwear is a great 
believer in advertising and is a liberal user 
of printer’s ink. In a recent mail, Mr. 
MacMaster was very much pleased to re- 
ceive an order from a merchant in Japan 
who mentioned that he saw his ad in the 
Recorder and would like some MacMaster 
shoes, 


Colonials Are Featured 


The shoe department of McCurdy & Co., 
are featuring large tongue Colonials as the 
correct footwear for milady for fall and 
Winter wear. 

Bench made styles in bronze, kid, gray, 


buckskin, patent leather, black satin with 
black buck tongue, patent leather with 
otter buckskin quarter, patent leather with 
black buckskin quarter, gun metal calf 
with fawn buckskin tongue are featured, 
priced at $10.50, $12.50 and $14.50. 


Eastwood Features Cavalier 
Arctic 


Wm. E. Eastwood & Son Co., are fea- 
turing a woman’s arctic called the ““Cava- 
lier’’ which fastens by means of a buckle 
at the instep and has two additional straps 
and buttons at the top which fold over as 
a cuff. In women’s footwear the East- 
wood store features turn slippers in patent 
leather with strap and large pointed 
tongues ornamented with inlays of the 
same material. Another number fea- 
tured is an all patent leather combina- 
tion strap and tongue and the same shoes 
in a combination of black satin in vamp 
and black brocaded quarter. All the above 
numbers carry high heels and are featured 
at $8.50. 


Big Demand for Street Ox- 
fords 

C. E. Shields, of Shield’s Boot Shop, re- 

ports a big demand for street oxfords, to 

be worn with silk and wool hose. Due to 

the increased cost of hosiery which the 


tariff will bring, the Shield’s Boot Shop 
has enjoyed an exceptionally good business 
in hosiery, they calling to the attention of 
every customer the inevitable increase in 
price of hosiery and urging the purchase 


of hosiery to supply their immediate needs. 
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Men’s Shoes 
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Ballet Slippers 
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BOSTON 


Men’s Business Shows Marked 
Improvement 


Three Classes of Shoe Stores in Wide Price Range—Popular 
Sellers—$5.00 to $12.00—Current Trade News— 


HE men’s business of the city has 

showed marked improvement for 
some time past. The male contingent of 
the population has evidently made up its 
mind that shoes it must have. Although 
the retail merchant’s gospel of “‘Four pairs 
of shoes annually for the average man, 
with a pair or two extra of sport shoes for 
the good dresser,” has not been by any 
means strictly observed, nevertheless, it is 
true that men are purchasing footwear 
more freely than last fall. It is obvious 
that the various “dress-up’’ campaigns 
have not been in vain. Many men have 
actually bought two pairs of shoes at one 





shoes at a price; so are the $6 and $7 grades 
and customers consider the two last named 


prices mighty good buys. 
Will Average Four Pairs Yearly 


A merchant selling to the medium class 
trade told the Recorder representative re- 
cently that his men’s business is surpris- 
ingly good. This concern sells both men’s 
and women’s shoes. He says that while 
women’s shoes will always predominate 
in the number of pairs sold, yet a com- 
munity where one of his stores is located, 
which a year or so ago bought almost 100 
per cent on women’s shoes, now bought 





THE WALMSLEY SHOE SHOP 
George R. Walmsley, Direétor of Style Shows, conducts a friendly 


little shoe shop, 314 Lawrence Building, Boston. 


This view 


on the eighth floor shows the entrance, wicker fittings and 
the tea table. Smart shoes for women are carried. The building 
is devoted exclusively to little shops and intimate service. 





sale recently—such as a pair for business 
and a pair for dress or sport. 

The price range, too, has evidently been 
satisfactory—for in an average range of 
from $4 to $13, and with the majority of 
the residents of the city and suburbs well 
employed, it is hard to find any man who 
is refraining from purchasing because of 
the cost. 


From $4 to $20 


There are three classes of men’s shoe 
stores and departments in this city—those 
featuring the $4 shoe to $6 shoe; the me- 
dium priced stores, selling shoes at from 
$6 to $9, and the highest grade stores sell- 
ing shoes at from $9 to $20. The $5 shoe 
is very popular with those looking for 


60 per cent of women’s and 40 per cent 
men’s shoes. 

This merchant believes that men’s shoes 
selling will average four pairs during the 
next year and will be divided about as fol- 
lows—three pairs of business shoes; an 
evening shoe or a sport shoe. If the man 
is in the well-to-do class, this good mer- 
chandiser feels that he will want, in addi- 
tion to the above, a pair of golf shoes, boots 
for hunting and fishing, and for all the 
other types for his favorite sports. 


Men’s Stores Increasing 


That there is a big field for men’s shoes in 
Boston is proved by the fact that exclusive 
men’s stores and men’s shoe departments 
have greatly increased during the past 
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few years. It has been roughly estimated 
that in a dozen years, there have been 
thirty-two shoe stores started in a radius 
of less than a half mile of the busy Wash- 
ington Street shopping district; of these 
thirty-two stores, at least one-third of 
them cater to the men folk. They are all 
doing a good business and this trade is 
stimulated by the fact that they are situ- 
ated in the men’s retail clothing section of 
the city—from Winter and Washington 
Street, to School and Washington Streets. 


Women Still Lead 


It is pleasing to note that the Boston 
man awakened from his period of careless- 
ness as to footwear. He has found out 
that while he could exist with an every day 
shoe and one just a little better for dress, 
yet he is much more happy and comfort- 
able with the four or more pair proposition. 
However, his sisters will always lead him 
in the number of pairs, as five, six or seven 
pairs annually for a woman is just an ordi- 
nary or staple investment. 


Shoe Stores on ‘“‘Boardwalk’”’ 


The boardwalk is to be located in Bos- 
ton, December 1-9. The scene of action 
will be Mechanics Hall. More than 200 
representatives of commercial concerns 
have engaged shops on the famous thor- 
oughfare. The big event is to be given 
under the combined auspices of the New 
England Hospital for Women and Children 
and the Massachusetts League of Women 
Voters. Already several sample shops 
have been erected. Among those which 
will sell footwear are the Henry H. Tuttle 
Company and Thayer McNeil Company. 
The booths are 12x12 feet; are very beauti- 
ful and have a realistic setting; one might 
think that he were really on a visit to At- 
lantic City, with the pictured ocean, piers, 
real sand, wheel chairs, and gay awnings. 
On this occasion a variety of selections will 
be offered to holiday shoppers by the ex- 
hibitors, who “‘rent’’ their space from the 
“Atlantic City Boardwalk”’ beneficiaries. 


Shoe Polishes Increase in Price 


It is announced by the Shoe Polish 
Manufacturers’ Association of America, 
Thomas F. Anderson, Secretary, that, 
owing to the great and continued advance 
in the cost of turpentine, manufacturers of 
shoe polish have recently been obliged to 
increase prices of their pastes. Turpentine 
prices, in the past few months, have risen 
from 65 cents a gallon to $1.80, with in- 
dications of a still further advance. 


Thayer McNeil Have Attrac- 
tive Cases 


Percy E. Thayer, the popular past presi- 
dent of the Thayer McNeil Associates, 
knows how to trim windows and interior 
cases. Two clever interior cases were re- 
cently noted—one, a large floor case with 


blue velvet floor and glass shelves, was de- 
voted to women’s tan oxfords and sport 
hosiery, the colors of the hosiery blending 
well with the rich tan of the shoes displayed. 
A wall case displayed to advantage a gold 
brocade evening slipper and golden silk 
hosiery—seven shoes served as draping 
points for the shimmering folds of the 
hosiery. 


Ernest Cox Is Dead 


Ernest Cox, a very efficient member of 
the salesforce of Thayer McNeil Com- 
pany’s women’s shoe department, second 
floor, Temple Place Store, died October 31. 
Mr. Cox had been connected with this 
house for the past fifteen years and was 
highly esteemed by his associates. The 
Thayer McNeil Associates paid their final 
tribute to his memory by a wreath of 
flowers. After the funeral services, his 
body was taken to his old home in Prince 
Edward Island. He leaves a widow. 


Jennie Flynn A Gymnast 


It is a theory which has long been held 
by shoe stores that men can, as a rule, 
handle stock, especially that located on 
high shelves, better than can a woman, 
but Miss Jennie Flynn of Hagan’s Shoe 
Store is an exception to this rule, for she 
thoroughly enjoys her many daily “‘flights”’ 
up'a fifteen foot ladder to get a desired 
style for the customer. Should the ladder 
not be near the section in which the mer- 
chandise wished for is located, she pulls it 
right along the track, while perhaps at the 
top rung. Her gymnastic exercise is often 
times the subject of many— “Oh my’s, 
and oh, dear me’s,”’ from nervous women 
customers, but Miss Flynn’s reassuring 
smile satisfies them that “‘it is perfectly all 
right.” 


Boston Retail Salesmen Meet 


A well attended meeting of the Boston 
Retail Shoe Salesmen’s Association, Inc., 
was held at the reading room of the Bos- 
ton Shoe Trade’s Club, last Monday 
evening. No supper was served at this 
meeting; the business was started at 6.45, 
and all present were keenly interested in 
the proceedings. The speaker of the eve- 
ning was H. W. Miller, employment mana- 
ger of Jordan Marsh Co., who addressed 
the association on “‘Analysis of Shoe Sales- 
men.”” After Mr. Miller’s talk the mem- 
bers discussed “What can Association 
Work Do for the Individual.”” Each mem- 
ber was limited to a five minute discussion 
on this subject. 

At this meeting the proposition of an 
amendment to the Constitution, changing 
Article 3, Section 3, to read—‘“‘Sixteen vot- 
ing members shall constitute a quorum for 
the transaction of business’ was voted 
upon. A vote was also taken on changing 
the meeting night from the second Mon- 
day to the first Monday of the month. 
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Boys’ and Children’s Shoes 
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: Soft Soles and Moccasins 


Ask your Jobber for our 
Goode DO NOT eel} 
the retail trade. 


Newcomb-Anderson Shoe Co. 
ROCHESTER, N. Y. 








AShoe for Boys 
That Wears 


Marston & Tapley Co. 


DANVERS, MASS. 








“ELAM” 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 


F. S. ELAM SHOE Co. 


Rochester, N. Y. 
Boston Office, 18] Easex Stren 











They bring you 


customers beck 


The Gasign Shoe Ce. 


Selfast, Maine 








DO YOU KNOW? 
~~ you can buy it—or 
el it—through the 
“Where to Buy” columns. 
This feature in its quick 
service is a time saver in 
meeting immediate needs. 











N° matter what policy you may 

pursue in selling to the shoe 

trade, nevertheless, you need the 

Boot and Shoe Recorder 
All the Time 











BOOT AND SHOE RECORDER 


Where to Buy 


Shoe Ornaments 
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ples ready uponrequest. 


EDW. B.KAHN CO. 


BIO FULTON ET. BROCKLYN,N.Y, 











D. W. COULTAS CO. 
Manofacturers 
RHINESTONE BUCKLES 


Big Demand 
WRITE FOR SAMPLES 


PROVIDENCE - - = R. 1. 





asad 








For tongues, beaded 
or plain, in all leather, 
satins, etc., all kinds 
of buckles and bows, 
write to 


Vanity Novelty Works 
913 Gates Ave. 
Brooklyn, N. Y. 





“Just Enough Better To Be Thoroughly Worth While”’ 


BONGIOVANNI BROS. 
Largest Rhinestone Buckle 
Manufacturers in America 

High Class Buckles at Popular Prices 

2927 3rd Avenue N. Y. City 














(lhe mark of ™ 


Good shoc buckles 
ever since 1905 
L. ALTERSON & CO. c 
PHONE FITZROY 0606 


1O2? W 34“ St.. New York City N_Y 





[BEADED 


BUCKLES 
AND NOVELTY 


PARISIAN BEADING WORKS CO. 
1028 Arch Street, PHILADELPHIA. 


here to Buy 
Shoe Illustrations 
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Thayer McNeil Associates 
Flourishing 


The Thayer McNeil Associates are in a 
flourishing condition. In round figures, 
the association during the little over a year 
of its existence has handled over $1,000 in 
funds; benefits to members have been 
about $400. The members pay 25 cents 
a month, and the balance is made up by 


donations from the firm and an occasional 
party. At the Association’s annual elec- 
tion held November 10, Charles E. Holt, 
manager of the women’s shoe department, 
first floor, was elected President; Allan 
Humphrey, Vice President; Emma Bennet, 
Secretary; Albert Schaller, Treasurer; 
Frank B. Clune, Chairman of Welfare 
Committee; Evelyn Bachelder, Chairman 
of Entertainment Committee. 





BROCKTON 


‘*Selling’’ a Name to Employees 


Several Factories Adopt New Plan to Imbue Workers with 
Feeling of Pride in Their Firm 


HOE manufacturing concerns in 
Brockton and vicinity appreciate the 
importance of “selling” their product, 
not only to merchants who actually 
purchase the goods, but to employees and 
fellow-townsmen as well. While the name 
is a by-product, so to speak, of the 
factory, it is none the less important that 
men and women who work in the factories, 


also local folks who come in contact with © 


the concern’s policy, have a feeling of 
good will toward the house. Especially 
in a small city or town this has come to be 
recognized as an important part of the 
shoe manufacturing business. Illustrative 
of this is the fact that several concerns in 
Brockton and adjoining towns now dis- 
play in various rooms of their factories, 
colored posters which advocate, in at- 
tractive form, co-operation on the part 
of the workers with the concern employ- 
ing them. It is expected that in this way 
the factory employees will feel a closer 
relationship with the concern and among 
themselves as well. 
facturing house has posted in its general 
office where a large number of persons 
assemble daily for work, a sign which 
reads: “Protect Our Good Name.” This 
concern has spent many thousands of 
dollars in advertising the trade-marked 
name of its shoes. The management 
consider it of importance to “‘sell’’ the 
firm and its product to the persons in its 
own establishment as a means of en- 
hancing its value to all. 


An Important Factory Department 

The larger shoe factories in Brockton 
maintain purchasing departments with a 
manager in charge, to whom has been 
assigned the duty of buying the factory 
supplies. Illustrative of the importance 
of the purchasing department is that 
maintained by the George E. Keith Co. 
For many years David Perkins has been 
in charge of this work for Walk-Over 
factories, assisted by Sidney G. Sistare. 
There is a stock of some 8,000 items which 
is turned four times a year, consisting of 
everything from pins to broadcloth, 
from carpenter's tools to material suitable 


One shoe manv- : 


for building a modern structure. More 
than a dozen clerks are engaged in filling 
yearly about 35,000 orders from the 
factory. This department plans to 
have on hand all materials when needed 
and to keep these moving promptly and 
evenly through the factories. 


Some Figures of Distribution 


From the purchasing department store 
of Geo. E. Keith Co., during the past year 
there has been distributed to Walk-Over 
factories more than half a million yards 
of top-facing and a similar amount of 
cloth for linings. About 35 tons of tacks 
and nails, fully 28,000,000 eyelets of 
various shapes and sizes, over 13,000 
miles of silk thread were used in Walk- 
Over products, and about 100,000 feet 
of gold leaf were shipped to the embossing 
department. These are a few of many 
items, yet they give an idea of the magni- 
tude of this department and the amount 
of money and material necessary for its 
maintenance. 

A convention of Walk-Over dealers is 
to be held in the Auditorium Hotel, 
Chicago, January 11-12, immediately 
following the National Shoe Retailers’ 
Convention. Arrangements are in hands 
of a committee consisting of Isadore 
Jacobs, New Orleans, Pres.; Milton 
Harper, Philedelphia, Vice-President; 
Sidney Stokes, New Haven, Secretary, 
and Irving Howe of Boston. An attractive 
program has been arranged and a number 
of the executives of the George E. Keith 
Company will be in attendance. 


Good Orders from the South 


Manufacturers in Brockton and the 
South Shore district are receiving for 
spring deliveries, excellent business from 
many Southern cities and towns. The 
prosperity in the South is at this time 
greater than for several years past. The 
advance in cotton has increased the 
value of this crop this year by more than 
$250,000,000, and is reflected in the 
prosperity of the Southern merchants. 
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The farmers in the South, it is under- 
stood, have raised a larger crop at a less 
cost than for many years past and are 
getting prices which are bringing about 
a great revival of trade and industry in 
Southern cities and towns. One Brockton 
manufacturer says: “We have received 
during the past two or three weeks a 
splendid lot of orders from Southern 
points. A noticeable feature of these 
orders is that the shoe merchants in the 
small towns, who formerly were customers, 
and have not for the past two or three 
seasons, owing to financial conditions, 
been ordering, are now coming back and 
placing orders. These are individually 
small, but in the aggregate, make a goodly 
total. We look for the largest business 


from the South that we have had in 
several years, particularly in regard to 
the better grades of men’s and women’s 
footwear.” 


Takes Position as Sales 
Manager 


Clifford C. Dunham of Bridgewater, 
for several years associated with the 
executive department of L. Q. White 
Shoe Co. in that town, has been engaged 
as salesmanager with the Sporwin Shoe 
Co. of Brockton. He begins his new 
duties immediately. His associates of 
the L. Q. White Shoe Co. gave him a 
farewell send off and presented him with 
a sum of money. 





BALTIMORE 


Business Shows Good Gain 


Men Turning Somewhat to High Shoes as Colder Weather 
Comes Closer—-Black Oxfords Good, However 


HE retail shoe business in Baltimore 

has shown a decided improvement 
during the past few weeks and the retail 
merchant is very much pleased with the 
outlook for the winter. The men’s stores 
report a tendency on the part of the young- 
er men to oxfords for winter wear but this 
demand has been gradually decreasing 
with the advance of cooler weather, and 
the demand for high styles is increasing. 

One large retail merchant states that 
the demand for blacks which has been in- 
creasing steadily is now showing a ten- 
dency to decline, but the blacks are selling 
very well in low styles. The ladies’ stores 
and department stores announce sales as 
being excellent with a decided demand for 
satin straps and colonial styles. The 
weather condition during the past month 
has been of a summer nature, but with the 
snappy weather which has arrived in the 
last week winter styles have been in de- 
mand. 

“Baltimore Week”’ was celebrated re- 
cently and the parades and special events 
drew a great many visitors to the city, es- 
pecially from the Eastern Shore of Mary- 
land. These visitors made their purchases 
for the winter at this time and were a fac- 
tor in the general increase of business. The 
celebration, while inaugurated to boost 
Baltimore, its history and industrial ad- 
vantages, proved of interest to thousands 
of visitors as many social events were held 
during the week. 


Imported Hosiery Used in 
Display 
N. Hess Sons’ has had a number of 
unique and attractive window displays 
recently, one of which was a display of im- 
ported hosiery. The window was very at- 


tractively decorated with imported hosiery 
and across the rear of the window, inclosed 
in a large frame, was a miniature ocean 
liner, crossing the Atlantic. There was 
a sign stating‘‘Europe to Us.” Mr. Hess 
states that his window displays have been 
given special attention of late. As a re- 
sult he has noted an increase in sales, 
which he attributes to the displays. He 
also states that the tan demands are ex- 
cellent in both high and low oxfords. 


Basement Department 
Opened 

Julius Gutman & Co. recently opened 
their new basement shoe department with 
an exceptional sale and both the firm and 
the manager, A. Braslau, were the recipi- 
ents of many floral designs expressing 
wishes for success in the new venture. The 
department was very. artistically deco- 
rated and is up-to-date in every way. 
The firm was very fortunate in procuring 
the service of Mr. Breslau, who was with 
Eisenburg’s Department Store for a num- 
ber of years and has many friends in the 
shoe industry and through the east. 


Back from Buying Trip 

Lew Hecker, manager for the new store 
which was recently opened by the Kirschen- 
baum Co., at 314 W. Lexington Street, re- 
turned recently from a buying trip to Bos- 
ton and New York. During this trip he 
purchased the stock for the new store. 
Mr. Hecker was very much pleased with 
the successful launching of the new enter- 
prise. Many floral designs were received 
by the firm and Mr. Hecker wishing them 
success. Mr. Hecker is a new comer in the 
management field and his many friends 
and associates predict for him a successful 
career in the shoe field. 
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Waterproof 
Leather That 
Takesand Ro 
tains a Polish 


Creese & Cook Co. Stn eo 











COATED GEM BUCK 
ADHESIVE BACKING CLOTH 


M Dey Foot Welcing” 

Sheet Rubber Seling 

B. F. CHAMBERLIN 
Mt SOSTON 


Fermerty Walpole Shoe Supply Co 





Beggs & Cobb, Inc., Boston, Mass. 











Cut from the best 
oak feather for 
. pest grade 








T. W. GODSOE, Pres. 
W. G. DONALD, Vice-Pres. 
F. E. JONES, Treas. 


F. E. JONES CO. 


coors MAT KID 


COLORS 
95 South Street, Boston 








New England Wood Heel Co. 
Manufacturers of 
Wood Heels and 
Wood Heel 
Machinery 


93 Essex Street 
Haverhill . . Mass 
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Where to Buy 


Engraving and Printing 
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CARTON LABELS. TAGS, 
SHOW CARDS. 

PRICE TICKETS, FOLDERS. ETC. 
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COLOR PRINTING DESIGNING 


CATALOGUES 
Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 
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ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for details of 
eur Special Printing Service for 
the Boot and Shoe Trade 
201 South Street, Boston, Mass. 
Telephone Beach 4960-4961 











We Ceale ana ‘Pint nati 


TOLMAN PRINT, a 


ESTABLISHED 
1CES avd PLANT 


Where to Buy 
Miscellaneous 


IC TURN TABLES 
Doe ELECTRIC TURK 


Dora axo SELL MORE \ TABLES 
L Rectrie Cost ab ut Scents aday Capacity over 50! Ibs, 


ene CK TON, MASS 























ar iron Clad Guarantee -- Special Price by Mail .2 
ELECTRIC WINDOW SALESMAN (CO. 2m rs} 
Retail Shoe Sales Letters 
Five Copies, All Different, $3.00 


Check with Order 
Your Money Back if Not Satisfied 


F. S. ROOT COMPANY 
Sales Letters Specialists 





6 BEACON STREET BOSTON, MASS. 
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BUFFALO 


October Showed Good Gain 


Fattening of Industrial Payrolls Reflected in Retail Sales 
Increase—Evening Slippers Popular 


Bigenyeey improvement of business 
and the greater earning power of 
was reflected in the 
October sales of Buffalo’s retail shoe 
merchants. Without exception they 
report a volume of trade considerably 
in excess of the corresponding month a 
year ago. 

While affected to a certain extent by 
the country-wide industrial disturbances 
such as the rail and coal strikes it was 
really the street railway strike which 
dealt hereabouts the most 
serious blow. Although the trolley men 
are still technically on strike, service has 
been restored to such an extent that 
traffic on the principal lines of the city 
has attained normal proportions. 


the city’s workers, 


business 


Women Buying Colonials 
Canadian Thanksgiving Day, Novem- 
ber 6th, brought an unusual number of 
visitors from across the border and con- 
verted what is usually a quiet day, Mon- 
day, into a busy one, that compared 
favorably in receipts to many midweek 
days. Colonials, particularly, seemed to 
strike the fancy of the women visitors 
who evidently appreciate the quality of 
American workmanship and design as 
well as the decided difference in price. 
With the theater and fall entertainment 
in full swing, the demand for patent and 
satin slippers has increased noticeably 
while novelties for evening wear are 
meeting with an encouraging reception, 
particularly the brocaded effects. 





ATLANTA 


Wholesale Demand Increasing 


Orders for Holiday Merchandise Growing—Merchants Predict 
Exceptionally Good Business 


HOLESALERS in the Southeast, 

according to reports received by 
the Federal Reserve Bank of Atlanta, 
have experienced a steady increase in 
demand for footwear from retail mer- 
chants the past five months with the 
exception of September as compared 
with the August, this being due to the 


adverse conditions prevailing because of | 


the railroad strike. Sales during Sep- 
tember, however, were considerably better 
at wholesale than during the same month 
in 1920, appearing to have been about 
10 per cent as a whole in money volume, 
which means a_ considerably greater 
increase in sales volume due to the lower 
prices now prevailing. Reports were 
received by the bank from eleven of the 
larger wholesalers, three in Atlanta and 
others in New Orleans, Birmingham, 
Nashville and Knoxville. 


Factories al Capacity 


Most of the shoe factories in the 
Southern field appear to be operating at 
their fullest capacity, and having some 
trouble even in keeping up with orders. 
The market is firm in this section with 
a slight upward tendency if anything, 
though no great advances in prices are 
anticipated. 

Orders for holiday merchandise are 
being received daily in a volume that 
indicates merchants are certain of a big 
season, and especially those in the smaller 
towns and communities. 


Retail sales in Atlanta have held up 
very good all during October and the 
early part of November, though warm 
weather of late is slowing up the volume 
slightly. It will, however, be the best 
fall season by far since 1919 from the 
retail merchant’s standpoint. 


Cotton Prices Higher 


Recent further advances in the prices 
of cotton have elevated the staple now to 
the highest levels that have prevailed in 
the past 40 years outside of war times, 
and as a result there is a greater feeling 
of optimism among southern business 
men, and all appear to be looking forward 
to 1923 as a banner, and even better than 
normal year in all lines of business and 
industry in Dixie. There are many 
merchants and manufacturers in this 
section who believe that 1923 will usher 
in another era of unusual inflation, but 
express the further opinion that condi- 
tions as a whole will be held to a more 
stable basis than they were during the 
inflation period that immediately followed 
the war. And they are not therefore 
looking for any such period of deflation 
as business has experienced in this section 
and other parts of the country the past 
two and a half years. Farmers of the 
South are more optimistic than they 
have been for a long time, and they are 
doing their buying on a considerably 
more liberal basis than at any time since 
the fall of 1919. 
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75e2 IN STOCK 


36 pair case lots only. 
We guarantee their 
satisfaction, but we 
cannot send samples. 





Terms Net 30 Days 


Men’s imported hand turned, plaid, 
everett, full grain leather sole. Sizes Men’s 2602 


6 toll. Case Golo Slipper Company ey ee my and Khaki. Sizes 


129 Duane Street New York 


__/T?)>- Sn oS 
HOTEL 
OPPOSITE SOUTH STATION a5 EX ABSOLUTELY FIREPROOF KO) 


McCARTHY BROS., PROPRIETORS 
400 rooms, 300 baths, $2.00 a day and up. 


The comforts which you seek when travelling are provided at the “Essex.” This leading 
hotel has a reputation for service which has won the patronage of business man and tourist 
from distant parts of our home land and abroad. 


THE ESSEX HOTEL COMPANY 


BOSTON, MASS. 


Are you satisfied with the sewing 
thrcad you are getting? Do-sit 


ictestat esas | |} Kistler, Lesh & Co., Inc. 
MEYER’S 


THREADS COMMISSION 
They are extensively used LEATHER MERCHAN TS 


Yb tea ‘rire bass | fl RINE OAK SOLE LEATHER 
A BELTING BUTTS 


JOHN C. MEYER THREAD CO., Lowell, Mass., U.S.A. 
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GREEEEY’S - No. 32861 Holly Wreath, 


natural prepared, each 


BOUDOIRS BRING ny x $1.25; lasting for 25 years, 
BUSINESS Ny = cost is $.05 per year. 

Bs tees, XMAS CATALOGUE 
No. 32 with illustrations 
in colors of Artificial 
Flowers, Plants, Vines, 
Baskets, Trees, Holly, 
Btech-ted—Bevene and Poinsettias mailed 


Brown— Blue — Pink ’ on FREE FOR THE ASKING. 


FRANK NETSCHERT INC. 
A. W. GREELEY Haverhill, Mass. 61 Barclay Street - - - - - New York, N.Y. 
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Lowest Prices 
Possible for True 
Quality Shoes 
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The Boot and Shee Kecorder will appreciate your mentioning the publication in replies to advertis«ments. 
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No. = assy Women's Black Satin Strap Pump, No. R5988—Women's Black Satin Strap Pump 
McKa to E,-'s to 8. Kid quarter oa No. R5122—Women's White Cabretta Mc Kay, Turned Sole, Brocaded Quarter, and Heel, A to B 
0 00 $3.75 


and Kid Boe k Lining Junior Louis Heel, B to D 


Nationally Advertised Lines OUTING SHOE COMPANY [ 
Send in your orders at once. 530 Atlantic Avenue, Boston, Mass. 


For our full line see our fall catalogue. 
7s ee 
u 


4 


{Earned U-NEE-KO. 


FELT;SLI PP 








Leather Ballet Siigpese 


No. R1001 
No. R 
No. 


q we __ J Women’s “Unico” Felt Moccasins " Cc hild’s White Ballet. 
~ Soft Chrome Sole, Heavily Padded Black Viei Ballet 
a No. R1120—Line, all colors es . Women's 
. Misses’ 


No. R2661—Men's Black Everett. . > No. R272—Line, Navy, Wine, Purple. . . .$0.77% 
No, R2662—Men's Tan Everett. . b Special Black and Gray $0.75 Child's. 





Push these 

Wobst Specials 

for speedy 

turnovers 

at a good 

profit margin In Stock 


They’re volume sel- 
lers. They move fast. 
You can make a better . 600—G: nuine Glazed Kid Guatent Slippers, with Cushion Insoles and 
profit on them— make Rubber Heels. Net. $1.60 
it quicker and with 
smaller in itial + CO —Gousion Glazed Kid Oxford, with Leather Insoles and 9-8 aa" 
outlay—than on — 
most lines. Push 
them 
hard! 


No. 205—Child’s Choc. Side Bal, Lea. Insole, Rubber Heel, 4% Dbl. Sole 
Sizes 84-11. ; ee $2.00 
No. 305— Misses’ as sheen, 11%4-2.... . 


No. 405—Big Girls’ as above. 2! 


Also mad in Black Gland Kid or Gun Metal. Same price 
Delivery in three weeks’ time 411-421 Vliet St., Milwaukee, Wis. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements, 
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(This Department is conducted by Helen M. Haney, Associate Editor) 


Philadelphia Boys Are Live Wires 


Much Interested in Coming N. S. T. A. Convention, Chicago, January 
4-6—President James L. Scanlon in Ring 


HE Philadelphia Shoe Travelers’ 
T Association is always up and doing. 

Just now, the boys are immensely 
interested in the coming N.S. T. A. Con- 
vention, to be held in Chicago, January 
1-6; also in the N.S. R. A. convention, to 
be held in the same city, January 8-11. 
James L. Scanlon, who travels for the 
Lunn & Sweet Co., is the very popular 
president of the association, and Arthur S. 
Raphael is equally popular, as he is the 
esteemed chairman of the publicity and 
educational committee, and is ‘“‘on the 
job” every minute with association news. 
He never “goes to sleep on his task,” but 
is on the alert during each and every meet- 
ing, to make a good report of the same, 
and then rush it off to the trade papers 
and the daily press. We are publishing 
herewith his report to the Recorder of the 
November meeting of the Philadelphia 
boys, with President Scanlon’s photo in 
the ring. 

The regular monthly meeting of the 
Philadelphia Shoe Travelers’ Association 
was held at their spacious quarters, the 
Philadelphia City Club, 313 South Broad 
Street, Saturday afternoon, November 4. 


November Meeting Well Attended 


Members of the association apparently 
appreciate the efforts of the house commit- 
tee, for a large number were present, and 
those attending the one o'clock luncheon 
were served with a splendid meal, for the 
club surely does know how to, and what 
to, serve. 

The meeting was called to order prompt- 
ly at two o'clock. The usual routine of 
business was carried out in admirable 
fashion, President Scanlon in his diplo- 
matic way bringing all interesting ques- 














W. T. Dickerson, Vice-Presi- 
dent of P. Sullivan Co., and 
covering the larger trade of the 
middle west has been very 
active the past weeks as chair- 
man of the N. S. T. A. Style 
Committee. Mr. Dickerson 
represented the National Shoe 
Travelers’ Association at the 
joint styles committee meeting 
of the tanners, retail shoe 
merchants, manufacturers, and 
traveling salesmen, which was 
held on Wednesday, last, Nov- 
ember 15, at the Hotel Astor, 
New York. 





tions to the point quickly and satisfactorily. 
Discussions were “‘a plenty,”’ and the ar- 
guments for the betterment of the associa- 
tion, reasoned pro and con, wére very in- 
teresting. When disputes became too 
heated, Presidertt Scanlon quickly and 
quietly brought peace within the ranks. 


George S. Martin New Member 


George S. Martin of Clementon, New 
Jersey, associated with the Consolidated 
Shoe Co., of Lancaster, Pa., was elected as 
a member of the association. 

The welfare committee gave splendid 
proof of their activities during the past 
month. 

Convention Delegates Elected in December 


Quite a stir was made when the appoint- 
ments of delegates for the coming annual 
National Shoe Traveler’s Convention was 
mentioned, as it appears that many of the 
members will attend that National Shoe 
Retailers’ Association’s convention in 
Chicago, and gave voice to their desire to 
be delegated to the N. S. T. A, convention, 
so as to be right on the ground when the 
N.R.S.A.convenes. Therefore the selec- 
tion of delegates was held over until the 
December meeting, and it now seems a 
possibility that the Philadelphia association 
will have its full quota of delegates present 
in the Windy City, January 4—6, 1923. 

The employment committee reported 
some valuable work accomplished. 
Through that body several exceptionally 
good lines have been obtained for the boys, 
these new lines giving splendid opportun- 
ity for advancement. 

New Show Building Contemplated 

Plans are being constantly submitted to 
the building committee by real estate firms 
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FOR 
who have missed 
SHOE LACING HOOKS 





Lacing Hooks 


Lacing Hooks can be obtained on exclusive For Children’s Shoes 


models of quality footwear. 

Insist on having what you want NY youngster can “lace his 

own shoes’’ with the handy, 
convenient shoe hook! 











SATURDAY EVENING POST 


Saves time, saves temper—and 
helps the children to help them- 
selves. 


sil; HOE hooks can be obtained 
Two and one-quarter million on children’s shoes regard- 
men and women have less of size, style or price. 


been told the advantages Shoes with lacing hooks for 


men, women and children 


of lacing hooks are found te the awe a 
clusive grades of quality 


footwear. 
Insist On Having What You Want 











LADIES’ HOME JOURNAL 
ATTONAL advertising, such as is shown above, has created a de- 
mand tor lacing hooks on men’s, women’s and children’s shoes. 


Complete your shoes with lacing hooks for the consumer who has been 
educated to appreciate their many advantages. 


They give a positive “selling point” to your footwear. 


Tubular Rivet & Stud Co. 


BOSTON, MASS. 
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for a shoe building to be constructed in 
such a way as to house firms wishing to 
job shoes, as well as sales rooms, for the 
shoe representatives. Nothing as yet has 
been definitely decided upon, as the loca- 
tions suggested for such a building are not 
just right. Nevertheless, the future for an 
office building for the shoe man will be a 
realization very shortly, from present in- 
dications. 


Officers Nominations by Mail Ballot 


Within the month, the members of the 
association will receive from the secretary, 
William F. Schoell, a form of blank ballot 
giving members unable to attend the De- 
cember meeting an opportunity to make 
their own nominations for officers of the 
association, in order to give satisfaction to 
all. 

Expressions of Sympathy to Leon Bett 


The association extends to one of its 
members, Leon Bett, President of the Bett 
Shoe Co., Philadelphia, Pa., heartfelt sym- 
pathy in his very recent loss of his wife. 
Mrs. Bett was the daughter of Mrs. Heick- 
lein, who has a very attractive retail shoe 
store in the Kensington district of Phila- 
delphia, is well known by a greater part of 
the association members, as was also Mrs. 
Bett. Brother Bett’s loss is keenly felt 
by all in the shoe fraternity. 


H. David Hertz Has Climbed Success’ 
Ladder 


Quite a “send off’’ was given H. David 
Hertz, a staunch worker within the ranks, 
for it was learned that just 30 years ago to 
the day, David entered the employ of the 
well-known shoe jobbing firm, the George 
H. West Shoe Co., of Philadelphia, and it 
surely was a fitting time to celebrate such 
an occasion. When “Dave” started with 
West’s, he had very little knowledge what 
his future would be, for there was not very 
much to him. As the story goes, he was 
small of stature and says that when he 
swept up one couldn’t see him for dust. 
Then he advanced to errand boy, and like 
all good little fellows kept gradually crawl- 
ing up the ladder, in a consistent way, to 
success. One can really call it that, for not 
alone is he top city salesman, but heis lead- 
ing some eight to ten of the salesmen of 
the organization. His ability as a style 
man is considered top notch, and he surely 
is enjoying the benefits of his well earned 
patience and perseverance. 


A Toast to “Dave” 

One might think that after 30 years of 
constant and active service, “Dave” would 
be approaching three score years, not 
80. Adversity caused him to start 
on his business career quite early in life. 
He is just passing his 42d year and as he 
made haste to mention to your correspon- 
dent he feels just like a boy of 22 years. 

The writer, as well as the association, 
and I am sure Recorder readers, too, join 
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MARY MINTER MILES 


Daughter of E. A. Miles, who travels for the 
Brown Shoe Co. Her ‘“daddv” boosts for “Buster 
Brown,” so i! was very logical thal the young lady 
should insist that her first pair of shoes—Sive 1, 
should he Buster Browns. She is very proud of 
them, too, and wanted the camera man lo see how 
pretty they looked on her little feet. 





in wishing Dave, continued health, happi- 
ness and success for many years to come. 

Let it also be said, that within a short 
time, it is his desire to take his family for a 
tour through the Berkshires in his ‘“‘thor- 
oughly equipped”’ even to snow shoes, 
baby Lincoln sedan. 


An Interesting Meeting 


At 3.45 P. M. someone suggested the 
meeting adjourn. I could mention who 
it was, but really it wouldn’t be just right. 
So the November meeting closed after a 
most enjoyable and interesting afternoon’s 
session. 


Be aggressive, but with it be agreeable. 
—Forbes Magazine (N. Y.) 





Interchangeable Mileage 
Decision Expected Soon 


On November 15, the general 
summing up of the arguments of 
the proponents and opponents of 
Interchangeable Mi'eage; as well as 
oral questioning thereon, was held 
at Washington. On this occasion, 
T. A. Delany, Secretary of the 
National, represented the shoe 
trave'ers of the country. The 
decision of the Interstate Com- 
901901 Commission as to the 
functioning of this law will soon be 
rendered and will be duly announced 


in our pages. 











135 
B. A.T.S.S. Hold Big Meeting 


One of the best attended meetings of 
the year was held by the Buffalo Associa- 
tion of Traveling Shoe Salesmen at the 
Iroquois Hotel on November 4, a number 
of out-of-town salesmen attending the 
dinner which preceded ‘the business 
session, as well as almost a full turnout 
of local members. 

It was decided to send two delegates 
to the convention of the national associa- 
tion in Chicago next January 4-6, but 
their selection was deferred until the 
December meeting. 


Nominations Made for Officers 


Two tickets were submitted by the 
nominations committee which will be 
voted on at the next meeting. Two 
officers, Roland J. McDonald, secretary, 
and Charles W. Reis, treasurer, were 
unanimously renominated for another 
term. The officers to be determined by 
ballot are as follows: President, Fred 
A. Zorn and Charles L. Hahn; First 
Vice President, Thomas Flynn and 
Charles Martin; Second Vice President, 
George Hess and John A. Kirsch; Third 
Vice President, Thomas Furlong and 
Leon Hinkley; Fourth Vice-President, 
Harold Stillman and Edward C. Diffine. 


“Tim” Murphy with Upham 
Bros. 


“Tim” Murphy, who until recently 
traveled for the Lindner Shoe Company, 
has joined the Upham Bros. Shoe Co’s. 
salesforce and will cover his old territory 
of New York, New England, and parts of 
Canada. 


George Lovely, Chairman of 
Hotel Committee 


George J. Lovely who travels New 
England for the Dalton Company, and 


past President of the Boston Shoe 
Travelers’ Association, has been appointed 
chairman of the N. S. T. A.’s Committee 
on hotels, a position formerly occupied 
by the late Charles F. Maxwell. 


Jack T. Jones in Atlanta 
Headquarters 


“Jack” T. Jones, Southern representa- 
tive for the Kropp Shoe Co., of Columbus, 
O., advises that he is planning in future 
to make his permanent headquarters in 
Atlanta, and will shortly move his family 
to this cits. Mr. Jones handles a number 
of big accounts for the Kropp line in 
various parts of the South, many of 
them in Atlanta. 


What’s the matter with the world? 
Ja t the faults of you and me.—Forbes 
Maguzine (N. Y.) 
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REST °F" CURE 


STOCK NO. 817 


$9.90 


Patent Colt Strap. Rest 
Cure Model. One of 50 
styles In Stock Now. 
New Catalog on request. 


WILLIAMS CLARK & COMPANY 


LYNN - = = = = MASS. 
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‘Constant Comfort’ 


**AMERICA’S BEST COMFORT SHOE”’ 








A comfort business 
built ona lineof depen- 
dable quality means 
a steadily increasing 
trade. Think this over 
—and order your siz- 
ing requirements on 
‘**Constant Comfort.” 
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Sa aaa a ee a a eae ee ee 





gg ogo oe oreo oelGeh6 26262022 INN NNN 


ee i ie he ah ss ai ai as a as es he | hs ahs ots | he | en ss | ses ts cts wt uo ues cin Sus ute Vue Ps ees ue Pes es Pees eh 


No. 24R—High Grade Black Kid 7'4-inch No. 490R—Best Quality Black Kid 74-inch No. 200R—Black Kid 64-inch Polish, 98- 
Wingfoot Heel, Stock Tip. 


Polish, 13-8 Wingfoot Heel. Polish, 11-8 Wingfoot Heel, Imitation Per- 
No. 26R Some ly gh with Plain Toe. Both forated Tip, Combination Last. No. 201R—Same Style i in Plain Toe. Both 
in Stock B, C $3.65 No. 492R oD, 1 on with Plain Toe. bay In Stock C, D, E, $2.85 


In Stock B, 


AULT- WILLIAMSON SHOE CO., Manufacturers, Auburn, Maine 


LOS ANGELES OFFICE, 109 E, 8th STREET BOSTON OFFICE, 139 LINCOLN STREET 
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J. A. SHERIDAN 


Who represents the Rubber Heel Saies division of 
the Firestone-Apsley Rubber Company on New 
England's North Shore. 








J. A. Sheridan with Rubber 
Heel Sales Division of 


Firestone-Apsley Rubber Co. 


In January, 1919, J. A. Sheridan 
received his discharge from the United 
States Marine Corps and became affiliated 
with the Goodyear Tire & Rubber Co. 
as adjuster in their Hartford, Conn. 
branch. 

When Goodyear organized a service 
department, Mr. made 
assistant manager of the new department. 
A few months later he was made service 
manager, which placed him in direct 
touch with shoe manufacturers, jobbers, 
retailers and repairmen. 


Sheridan was 


Early in 1921 he became associated 
with the Firestone Tire & Rubber Com- 
pany and for the past year and a half 
he has represented the Company in a 
very productive section of its New Eng- 
land territory. His efforts and accom- 
plishments in this field resulted in his 
recent transfer to the Firestone-Apsley 
Rubber Company and an assignment to 
the rubber heel sales division of this 
progressive company. 

Mr. Sheridan will represent the Com- 
pany in New. England’s North Shore 
territory, calling on the leather shoe 
manufacturers. His experience in the 
rubber industry and his enthusiasm for 
the Firestone-Apsley product will aid 
him materially in this new field. 


Are you a superior worker? Reply with 
results.—Forbes Magazine (N. Y.) 


Let’s Go 


“There isn’t any business,” wailed 
the sad and gloomy man; 

“IT haven’t made a dollar since the 
armistice began,” 

But I couldn’t help reflecting, as I 
heard his story through 

That the hopeful, cheerful hustler 
seems to have a lot to do. 


I’ve been in business places where 
the air was thick with gloom 

And the men were sad and solemn 
like the mourners at a tomb; 

And there wasn’t any business or an 
order coming in, 

And, what’s more, there never will 
be till the fellows start to 
grin. 





“There isn’t any business’’—Aren’t 
you weary of the cry? 





Men have caught the gloomy habit, 
and they sit around and sigh; 

But the hustler, I have noticed, who 
has quit his easy chair 

And is confidently working, seems 
to gather in his share. 


It is time to get the business, it is 
time to hustle out 

With a man’s faith in the future— 
much to long we’ vescattered 
doubt, 

Much too long we’ve sobbed and 
whimpered, much too long 
we've talked of woe; 

Now it’s time for optimism and the 
hopeful phrase, “‘Let’s go.” 


From the Indiana Shoe Traveler 
Live Wire—Charles E. Wilson, 
Editor. 

















Emil J. Unger With S. Water- 
bury & Sons Co. 


Emil J. Unger, who until recently, was 
connected with the Boyden Shoe Mfg. Co., 
has relinquished his connection with that 
firm and has joined the sales staff of S. 
Waterbury & Sons Company of Brooklyn, 
N. Y., manufacturers of children’s, misses’ 
and boys’ fine turns and welts. Mr. Unger 
left for the Middle West November 8. 


Back On the Road Again 


L. D. Revis, of Knoxville, Tenn., who 
formerly travelled in Southern territory 
for the Brown-Ross Shoe Co., of that 
city, but who later went into the mer- 
cantile business in a small Tennessee 
city, has returned to “his first love’’ and 
is back with the Brown-Ross Company 
again, covering North Georgia and 
Western North Carolina territory. 


A. C. GOLDEN 


Who covers New England and all of the cities 

on the main line from “~~ = to New York, with 

the exceplion of — = City, for Ziegler 
ros. Co. 








A. C. Golden Says Business Is 
Fine 

“Business is fine” said A. C. Golden, who 
covers New England and all the cities on 
the main line from New York to Buffalo, 
except New York City, for Ziegler Bros. 
Company, Philadelphia. “I have booked 
my spring business and am having the 
most wonderful trade ever. The mer- 
chants on whom I call all know what they 
want for spring—I cannot conceive of any 
merchant not knowing what to buy. If 
he does not know now, he will not know 
next January. A merchant should study 
the situation. Having made up his mind 
what is good, with the advice of his friend, 
the traveling salesman, he should first of 
all sell himself—and on every shoe that he 
has in his stock; he should next sell every 
one of his retail salespeople—and he and 
his salespeople should sell the public— 
they should put enthusiasm behind their 
stock. 

Have Confidence in Your Goods 


The merchant should have the confide- 
ence of his trade, so that he can tell the 
public what is and what is not good style. 
When Mrs. Blank comes in, perhaps, to 
buy a certain kind of a heel and the shoe 
merchant does not have that kind of a 
heel, because it is not good style, he should 
have courage to tell Mrs. Blank that it is 
not good style, and to sell her the one that 
is good style, provided it fits her foot. 
That is a very important point—and 
counts just as much as does style. When 
I took Ziegler Bros. Co.’s line, I first sold 
myself thoroughly on it before I com- 
menced to sell the merchants.” 
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Nothing in the shoe 
but the foot 


HOE specialists insist that shoes 
built with Crawford Arch Sup- 
porting Shanks are scientifically correct. 
Such shoes relieve fallen arches and safe- 
guard normal feet. They bring health 
and happiness to your customers and 
increased business to you. 


HE Crawford Arch Supporting 
Shank is built right into the shoe 
—fitted between the inner and outer 
sole and locked to the insole. It pre- 
serves the shape of the shoe, giving sup- 
port to the arch and ease to the foot. It 
cannot abrade the skin. 














To boost your business, sell shoes built 
with Crawford Arch Supporting Shanks. 
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United Shoe Machinery Corporation 
Boston Massachusetts 
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B. FRANK GUY 


An Atlanta city representative of the Rice ¢ 
Hutchins Atlanta Company 


J. J. ZENTIS 


ne parts of Ohio and Pennsylvania for 
he Rice § Hutchins Cleveland Co. 











Golden Talks Style 

Mr. Golden’s headquarters are at Room 
50, United States Hotel, where he can be 
found practically three quarters of the 
time, when in.or near the Hub. There he 
devotes one entire room to a display of his 
very beautiful shoes, which he hastily 
(during a recent interview with a Re- 
corder representative for he isa very busy 
man,) enumerated, about as follows: 
“Something new in a cut out oxford, five 
cut-outs on either side of the lace stay, 
with heels 16-8 to 17-8, blind eyelets, in 
black suede, gray suede, a patent, or a 
satin, and in combinations; tongue pumps, 
in the new Van Dyke brown calf, trimmed 
with otter suede, and in combination with 
suede quarters of all kinds to match vamp 
—all wonderful fitting shoes and real sell- 
ers. Leather has advanced some, but our 
prices are right where we started. It isa 
big mistake for makers to raise prices.” 

The Recorder representative noted some 
attractive one and two straps in patent 
leather, Russia calf, dull calf and kid; also 
patents, with 14-8 Cuban heel and a per- 
forated shield tip; there were also some 
snappy 15-8 heel heights in tongue pumps 
—the tongues ‘in medium sizes, not ex- 
tremely long nor very short; some silver 
brocaded vamps with black satin bro- 
caded quarters in tongue pumps were very 
attractive and graceful as to lines. 

Shoe Selling a Profession 

Mr. Golden regards shoe selling as a 
profession; he believes that the merchant’s 
success is his success; and that he is suc- 
cessful, he attributes to his being perfectly 
honest, and fair and square with his cus- 
tomers; in giving them shoes that he knows 
are good sellers. 


L. Smith, Out of 
Shoe Business 

Charles L. Smith, of Knoxville, Tenn., 
who has travelled in Southern territory 
for sometime for a Knoxville wholesale 
shoe house, has resigned his position and 
entered another line of work. 


Charles 





Late Buffalo Notes 


Shoe Stretchers Going Strong 


Shoe lasts and shoe stretchers are 
feeling the development of the country’s 
buying and are moving with accelerated 
speed. Buffalo last factories do not 
furnish many of the big shoe-making 
concerns of the country, but supply the 
findings trade of the nation and a very 
considerable foreign demand for special 
lasts used in other countries. 

But it is not generally known that 
Buffalo produces the best shoe stretchers 
made in the country and the demand for 
their product is a big and rapidly growing 
one in the shoe business everywhere. 
The Buffalo stretchers are the strongest, 
and the best, from a mechanical stand- 
point, made anywhere. 

“Our last trade with the findings jobbers 
of the country has been growing slowly 
ever since the big slump of two years ago,” 
said C. R. Kosters of the Buffalo Last 
Works. “Exchange difficulties have 
bothered our export trade with Central 
and South America for many months 
but we have just begun to get orders and 
inquiries from thdse countries in consider- 
able volume. 

“But out shoe-stretcher business has 
been progressively good now fcr more 


JAMES M. RICHMOND 


One of a family of successful shoemen. Mr. 
Richmond is with the Rice ¢ Hutchins Balti- 
more Company. 








than a year, and has developed into 
the big end of our manufacture and trade. 
Because our stretchers stand up under all 
conditions of use and are mechanically 
right they are selling in ever increasing 
volume. Our present business is about all 
we can do without additional force and 
equipment and promises to be a lot bigger 
in the future.” 


Store to Change Location 


The Potter Shoe Store, situated in the 
Orr Building, Indian Falls, N. Y., ig to 
have a new home in the near future. Mr. 
Potter has purchased the Indian Falls 
Hotel and the store will change its loca- 
tion on completion of alterations now 
being made. 


Up-State Notes 


Griffin & Co., of West Bloomfield, N. Y., 
who have conducted a department store, 
including shoe department, for a number 
of years, have disposed of their establish- 
ment to James Fitzgerald. 


The L. J. Everett Corporation has 
opened a large department store on Main 
Street in Jamestown, N. Y. Its shoe 
department is situated on the second 
floor and carries footwear not exceeding 
$5.00 a pair, for men, women and children. 


John Euler, 56 years old, formerly a 
shoe merchant of Buffalo, who conducted 
stores in dii‘erent locations on the East 
Side from time to time, died at his home, 
464 Payne Avenue, North Tonawanda, 
on November Ist. 
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Significance of Stock-Turn in Retail and 
Wholesale Merchandising 
(Continued from page 83) 


and Total Interest, the expenses for heat, light, and 
power; taxes (except on income and excess profits) ; in- 
surance (except on buildings); repairs of store equip- 
ment; and depreciation of store equipment. In each 
year in each trade for this item a lower average percent- 
age figure appeared in the high stock-turn group than 
in the low stock-turn group, greater variations being 
exhibited in 1920 and 1921 than in 1919. 

Total Expense is made up of Total Selling, Delivery, 
Total Buying and Management, Total Fixed Charges 
and Upkeep, Miscellaneous Expenses, and Losses from 
Bad Debts. In each case this item was lower in the 
high stock-turn groups than in the low stock-turn 
groups. 

In all but one instance the average percentage of 
Gross Profit (the difference between net sales and cost 
of merchandise sold) was lower in the high stock-turn 
groups than in the low stock-turn groups. The one ex- 
ception was in the wholesale grocery trade in 1921, where 
the average gross profit in the fifteen firms with the 
highest rates of stock-turn was 10.1 per cent of net 
sales as compared with 7.7 per cent in the fifteen firms 
with the lowest rates of stock-turn. This exception prob- 
ably reflects the situation of rapidly declining prices 
which the wholesale grocery business faced in 1921. It 
also may be taken to indicate the desirability of a rapid 
rate of stock-turn on a falling market in order to avoid 
the necessity of large mark-downs. In some other in- 
stances, particularly in 1919, the higher average per- 
centages of gross profits achieved by firms in the low 
stock-turn groups, probably indicate that these mer- 
chants through speculative buying profited because of 
appreciating values. The higher average expense per- 
centages shown by the low stock-turn groups of course 
necessitated higher average gross profit percentages if 
any net profit was to be shown. In this connection it is 
interesting to consider how far customary retail prices 
enable retailers with low rates of stock-turn to cover 
their higher operating expenses by higher percentages 
of gross profit. Certainly the exception in the case of 
wholesale grocers in 1921 reflects severe competition 
and rapid decline in prices. The common Gross Profit 
figure for all firms reporting was lower than the average 
figures for either stock-turn group in retail shoe stores 
in 1921 and wholesale grocery establishments in 1920. 

The average percentages of Net Profit (gross profit 
less total expense) in jewelry stores in 1919 and 1920 
were lower in the high stock-turn groups than in the 
low stock-turn groups. This showing, however, was due 
wholly to the higher percentages of gross profit achieved 
by the firms in the low stock-turn groups, since in each 
year the average total expense percentage in the low 
stock-turn group was higher than that in the high 
stock-turn group. In 1921, in spite of the fact that 
gross profit in the low stock-turn group was higher 


than that in the high stock-turn group and also higher 
than that in the low stock-turn group for the preceding 
year, the total expense percentage in this group was so 
much higher than that in the high group that there was 
an average net loss of 11.9 per cent of net sales in the 
low stock turn group as compared with an average 1oss 
of 0.4 per cent of net sales in the high stock-turn group. 
In the retail shoe trade in 1919 average net profit in the 
high stock-turn group was lower than in the low stock- 
turn group, but in both 1920 and 1921 better showings 
were made in the high stock-turn groups than in the low, 
the reasons for these variations being apparently the 
same as in the case of jewelry. In all three years in the 
wholesale grocery trade better average net profit per 
centages were achieved by the high stock-turn groups 
than by the low stock-turn groups. It is to be noted 
that the relations between gross profits and total ex- 
penses were such that the common net profit figures for 
all firms reporting were lower than the average figure 
for that item in either stock-turn group in retail shoe 
stores in 1919, but higher in the wholesale grocery busi- 
ness in 1919 and higher in retail jewelry stores in 1920. 
Also, a common net loss was shown by all firms report- 
ing in the wholesale grocery trade for 1920 as contrasted 
with 0.4 per cent net profit in the high stock-turn group 
and neither profit nor loss in the low stock-turn group. 
Furthermore, the common net loss for all shoe stores 
reporting for 1921 was larger than the average net loss 
in the low stock-turn group, the high stock-turn group 
having made a small profit. These results do not 
strengthen the value of gross and net profit figures as 
standards by which to judge the effects of different rates 
of stock-turn. 


Conclusion 


It appears then that a rapid rate of stock-turn is 
likely to be aceompanied by a larger volume of net sales 
and lower percentages of selling expense, fixed charges, 
total expense, and gross profit (except possibly under 
conditions of severe competition on rapidly declining 
market) than are found with a slow rate of stock-turn. 
Whether higher or lower management expenses are to 
be expected with a fast turnover of merchandise is a 
point that is not clear. As regards net profit, it is not 
apparent that stores with a high rate of stock-turn in- 
variably make a better showing than stores that turn 
their stock more slowly. In fact quite the reverse may 
be true in a rising market. Nevertheless, it is indicated 
that a rapid stock-turn rate in a falling market may 
accompany a readjustment of operating expenses to net 
sales that results in a better net profit showing. It 
should be borne in mind, however, that a high stock- 
turn figure during a period of falling prices may indicate 
merely a high degree of inventory depreciation, close 
adherence to a policy of hand-to-mouth buying, or even 
a serious depletion of inventories. 

Mere volume of sales is not a criterion of an efficiently 
conducted business; neither is the percentage of gross 
profit, and the same is true of net profit so far as it de- 
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pends on gross profit. The surest test lies in the ratio 
of expense to sales. Rapidity of stock-turn is thus 
chiefly significant as accompanying a relatively low per- 
centage of total expense. 

The association of a rapid rate of stock-turn with a 
relatively large volume of sales in no way proves that 
either is the cause of the other; both may be due pri- 
marily to good management. Theoretically, a speedier 
turn-over of merchandise might be supposed to bring 
about a larger volume of net sales because of less depre- 
ciation and fewer mark-downs, but the factors affecting 
different firms during the same year or the same firms 
during different years are so numerous and complex that 
proof of this theory is difficult. Also, though a greater 
number of stock-turns during a period apparently per- 
mits a lower percentage of gross profit, competitive 
conditions may operate to prevent this result, and the 
immediate cause in any case is lower operating expenses. 
Likewise the effects of the rate of stock-turn on the per- 
centage of net profit are similarly indirect, this item be- 
ing determined by the relation between gross profit and 
total expense. It remains to consider how far a rapid 
rate of stock-turn is directly responsible for a relatively 
low total expense percentage. 

Although a lower percentage of selling expense ap- 
parently tends to be associated with a rapid turnover of 
merchandise, it is difficult to prove a direct connection. 
lt seems likely that a large volume of sales permits a 
more effective utilization of salesforce and therefore is 
more directly responsible for a lower percentage of sales- 
force expense than a rapid rate of stock-turn. In the 
case of buying and management expense, low percent- 
age figures seemingly are not always found associated 
with a rapid rate of stock-turn, and the possibility of 
establishing a direct connection probably is even more 
remote than in the case of selling expense. There re- 
main the items of fixed charges and up-keep expense. 
As regards rent, in spite of the exception noted in the 
case of department stores, there is at least a proba- 
bility that in the long run a relatively low percentage 
of rent expense usually accompanies a rapid rate of 
merchandise turn-over. Since the size of the average 
physical inventory bears some relation to rent expense, 
the rate of stock-turn, even when measured in terms of 
value rather than by physical units, presumably has 
some direct effect on this item. The most direct results, 
however, are in the case of interest expense, because 
interest on the average inventory of merchandise usu- 
ally constitutes a material part of the total interest 
charge on the net worth of the business. There is also 
a direct relation between the value of the inventory and 
‘such expense items as taxes and insurance on merchan- 
dise. Whether volume of sales remains the same or 
increases, a faster rate of merchandise turnover re- 
duces the ratio of the average inventory to sales and 
Takes any expense that is governed directly by size 
of inventory a smaller percentage of net sales. 

Although the rate of stock-turn thus directly af- 
fects the percentage of total fixed charges and upkeep 
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expense, it does not follow that a policy of increasing 
the rapidity of stock-turn can be followed without any 
limitations. 1n the first place the desire to achieve a 
rapid rate of stock-turn should not be permitted to in- 
terfere with careful buying; that is, a saving in expenses 
that might be achieved through increasing the rate of 
stock-turn must sometimes be balanced against the 
higher cost of merchandise purchased in smaller quan- 
tities. Furthermore, a merchant cannot pin his faith 
so exclusively to stock-turn that he neglects to main- 
tain an ample range of selection in the merchandise car- 
ried. Frequently, also, a store must have seasonal 
goods, popular style merchandise, or other goods de- 
manded by its clientele, even though these sometimes 
interfere with planned stocks or planned rates of stock- 
turn. And certainly a rapid rate of stock-turn cannot 
take the place of an accurate knowledge of costs and 
a corresponding adjustment of the margin of gross 
profit. 

The effect of stock-turn on fixed charges alone usu- 
ally is not great enough to account entirely for the 
lower total expense percentage that ordinarily accom- 
panies a rapid rate of stock-turn. It is therefore indi- 
cated that a rapid rate of stock-turn is more significant 
as an index of all-round efficient management leading 
to lower expenses than as a factor that will in itself pro- 
duce lower expenses and higher profits. 





Footwear Seen at the Opera 


New York.—The opera season opened here Novem- 
ber 13, with fashionable women and fashionable foot- 
wear, galore. Slippers of gold and silver cloth predomi- 
nated. There were many attractive brocades of metal 
cloth in combination with colors. The hosiery worn 
with the gold and silver slippers in most instances 
matched, but in other cases were “nude.”” Some velvet 
slippers, matching gowns as to color and worn with 
the same shade of hosiery, were in evidence. There 
were also seen black velvet slippers accompanied by 
gold and “nude” colored stockings. 





J. F. Higgins New Buyer for 
Nathan’s, Inc. 


Johnstown, Pa.—J. F. Higgins, formerly located at 
the Hub in Wheeling, as buyer for all of its shoe de- 
partments, is now connected with Nathan’s, Inc., of 
Johnstown, Pa., buying for the men’s, women’s and 
children’s departments; also for the bargain basement. 
Nathan’s Inc., has recently opened a very fine new 
annex, in which, in connection with Nathan’s men’s 
store, there has been installed a modern department 
featuring Florsheim shoes. Mr. Higgins writes that 
the opening business was extremely gratifying and that 
he has every reason to believe that Nathan’s entrance 
to the men’s field will meet with signal success. 
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PROVIDENCE 


Steady Business Improvement Noted 


Both Men and Women Buying Low Shoes—Latter Not Badly 
Bitten by the Colonial Bug 


ITH the beginning of more season- 

able weather, business in most 
lines, merchants assert, seems to be show- 
ing a gradual and steady improvement 
and the shoe men say this also is beginning 
to be reflected in their lines. October 
weather was mild and consequently the 
volume of business in the shoe stores has 
not been quite so good as if cooler weather 
prevailed. Many men in divers lines 
who have been idle for some time have 
recently returned to their jobs which no 
doubt will soon stimulate sales. 

Oxfords in both men’s and women’s 
lines reign supreme with black satin 
and patents in single straps a good bet, 
due, some say, to the new vogue of long 
black dresses. Oxfords, however, still 
continue to be the leaders in women’s 
footwear. Colonials have not taken a 
big hold as yet, although some good sales 
have been made. 


Association Meet Postponed 


The regular monthly meeting of the 
Rhode Island Shoe Retailers’ Association 
scheduled for November 7th, was post- 
poned one week to November 14th, at 
the shoe emporium of Thomas F. Peirce 
and Son. This change, said President 
Fred S. Fenner, was made owing to 
election day coming on the 7th. 


Interchange of Salesmen’ 


Edward J. Burrell, formerly with the 
G. L. Tuttle store of Boston, and Edward 
Smollins, formerly with Roy Whitmore 
at Butler’s Exchange have recently 
become floor salesman with the local 
Gladding’s store. W. T. Kenney, until 
recently with T. F. Peirce and Son, has 
cast his lot with Regal, as assistant to 
Manager M. Casterlin. 


Round Table Meeting 


The second fall Round Table Meet of 
the local shoe retail salesmen was held 
Friday evening, November 10, at the Sul- 
livan Company shoe store. Questions 
from the first half of the sixth volume 
were asked by Inquisitor Robert Lawder. 
A talk on topics of the trade was made by 
President Fred S. Fenner of the R. I. R. 
S. D. A. 


The Ten Dollar Shoe 


“A popular retail price for men’s shoes 
at my store I note is $10-$12,” said Fred 
S. Fenner, president of the R. I. R.S.D.A. 
in speaking of prices. “This figure,” 
he continued, “gives me a very good shoe 


and my customers a price that I believe 
is most popular with them at this time. 
My shoes to retail at $10-$12 are being 
shown in very attractive styles, and 
patrons have a wide choice of lasts and 
patterns. Oxfords are my leaders.” 


More Newspaper Advertising 
Appears 


Newspaper advertising by retail shoe 
dealers of Rhode Island has appeared 
in greater volume in the last week or ten 
days. Such advertising as the higher 
grade merchants are doing refers mostly 
to the exceptional values for the price 
quoted, while a few of the cheaper grade 
stores refer in a casual manner to deep 
slashes in values, which formed the 
basis of their advertising earlier in the 
summer. Appropriations for newspaper 
display space held in reserve by many will 
shortly be let out. 


Atlanta Late Notes 


New Store in Atlanta 


The John Bright Co., ot Pittsburgh, Pa., 
has established a new branch store in 
Atlanta at 107 Whitehall St., in the heart 
of the downtown retail shopping district. 
On the opening day the Atlanta store gave 
away twenty pairs of new shoes to holders 
of lucky numbers. 


Plan Big Department Store 


Construction is to begin the latter part 
of this month on the new million and a 
half dollar department store to be con- 
structed in Atlanta during the coming 
year by M. Rich & Brothers. The store 
is to be located in downtown Atlanta at 
the corner of Broad and Alabama Streets, 
and will be the largest department store 
south of the Mason and Dixon line when 
completed. The Rich company shoe de- 
partment handles the Queen Quality line, 
and is said’to do the largest volume of re- 
tail shoe business of any individual con- 
cern in the southern territory. 


Wholesale Store for Fort 
Myers 

Bryan, Keefe & Adams is the name of 
a new general merchandise company or- 
ganized the latter part of October at Fort 
Myers, Fla., by C. P. Adams and asso- 
ciates, of that city. According to its 
charter the company will engage in the 
general wholesale business of such lines 
as are handled in general stores. Capital 
stock is $25,000. 





Children’s Bootery In- 
corporated 


The Children’s Bootery, which operates 
a retail shoe store for children at Jackson- 
ville, Fla., was incorporated the latter part 
of Octoler under Florida laws with a 
$10,000 capital. Officers named are Jacob 
L. Jacobs, president; H. Joel, vice-presi- 
dent, and Samuel Sawilowsky, secretary 
and treasurer. According to the charter 
application the company also will conduct 
a wholesale business in shoes. 


Want Duty on Hides 


Officials of the Southern Tariff Associa- 
tion in Atlanta advise that the organiza- 
tion is planning a drive to have hides and 
long staple cotton placed on the lists of 
dutiable goods entering this country. 


Association after New 
Members 


Secretary Hohenstein of the South- 
eastern Shoe Retailers’ Association advises 
that several new members have been 
added to the roster the past two months, 
shoe merchants joining in Georgia, Ala- 
bama, Florida, and South Carolina, the 
four states which comprise the scope of the 
asscciation’s activity. The membership 
is now greater than it ever has been and is 
growing more rapidly as business condi- 
tions improve over the southeastern dis- 
trict. Salesmen for jobbers and manu- 
fecturers covering this territory are co- 
operating with the Atlanta headquarters 
in enrolling new members. Indications 
are that the 1923 meeting to be held at 
Birmingham next June will be the biggest 
gathering of shoe dealers ever held in the 
southern territory. 


More Salesmen Are Out 


Evidence of the steady business im- 
provement of late is shown by the registers 
of the larger southern hotels, managers 
advising that more traveling salesmen are 
covering the southern territory at this 
time than in the past three years, and that 
the number is steadily growing as condi- 
tions get still better. Wholesale shoe 
houses in Atlanta, Birmingham, Nashville 
and Knoxville the past month or six weeks 
have found it necessary to add new men 
to their sales forces and there are probably 
more traveling men selling shoes in the 
Southeast at this time than ever before. 
All the salesmen appear to be turning in 
excellent orders, many of them for 90 and 
more days ahead, and are reporting to theif 
houses that the shoe outlook over the 
Southeast is the best it has been in years. 
Also an unusually large number of orders 


_is being received by mail, requesting im- 


mediate delivery of lines dealers found they 
had not stocked sufficiently. This busi- 
ness is principally in novelties and sea- 
sonal styles. 
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Changes in Business 


Current Events in Failures, Suspensions and Activities 
in the Shoe and Leather Trade 

















FAILURES 


Lynn, Mass.—E. F. Arquet & Son, leather rem- 
nants, reported meeting of creditors called for 
November 3, last. 

Mitchell Stain Mfg., Co. shoe stain manufac- 
turers, reported receiver applied fue. Reported 
petitioned into bankruptcy. 

Chas. 0. Timson Shor Co.. shoe manufacturers, 
reported meeting of creditors called for Novem- 
ber 17, last. 

Worcester, Mass.—New England Leather & Shoe 
Finds Co., leather and findings, H. H. Hartwell 
appointed receiver. 

Hot Springs, Ark.—A. J. Klein, shoes, etc., reported 
petitioned into bankruptcy. 

Mineral Springs, Ark.—W. S. Stephens shoes, etc., 
repor petitioned into bankruptcy. 

Danielson, Conn.—Honore W. Marcotte, shoes, 
reported petitioned into bankruptcy. 

Waterbury, Conn.—Max Stein (277 Bank Street) 
shoes, etc., reported petitioned into bankruptcy. 

Atlanta, Ga.—Airhart Shoe Co., shoes, reported 
petitioned into bankruptcy. 

Commerce, Ga.—Williford-Burns-Rice Co., shoes, 
etc. reported petitioned into bankruptcy. 

Pelham, Ga.—A. Orovitz, shoes, etc., reported pe- 
titioned into bankruptcy. 

Aurora, [l].—H. T. Gilbert, shoes, reported peti- 
tioned into Ggahenpter, 

Chicago, Ill.—Peerless Mercantile Co., wholesale 
shoes, reported offering to compromise at 35 per 


cent. 

Lester Rose Co. (N. W. Klawans, Propr.) (S. 
Clinton Street), shoes, etc., reported petitioned 
into bankruptcy. 

Morris Peal (730 Maxwell Street) shoes, re- 

Pittwood, Ill.—George Burkett, shoes, etc., re- 
ported petitioned into bankruptcy. 

Louisville, Ky.—Mandel Bros. & Son, wholesale 
shoes, reported petitioned into bankruptcy. 

Destrahan, La—Destechen Mercantile Co., shoes, 
etc., reported receiver appointed. 

New Orleans, La.—C. Jos Crassons (J. D. Cras- 
sons) shoes, reported ering to compromise at 
40 per cent. 

Detroit, Mich.—Lieberwitz Bros., shors, reported 
embarassed. Meeting of creditors was scheduled 
for November 2, last. 

C. J. King, shoes, reported offering to comp,ro- 
mise at 15 per cent. 

Delano, Minn.—O. C. Damsberg, shoes, ete., re- 
ported petitioned into bankruptcy. 

Minneapolis, Minn.—Harry L. Carlson. shoes, etc., 
reported petitioned into bankruptcy. 

Kansas City, Mo.—Jack Burton Shoe Co., whole- 
sale shoes, reported J. M. Jones appointed ro- 
ceiver. 

St. paula, i wel Set Sten Avenue) 
shoes, repor titioned into bankruptcy. 

Valley City, N. D.—Proples" Co-operative Store, 
shoes, etc., reported assigned. 

Wahpeton, N. D.—Kraus« & Son (W. F. & A. W. 
Krause) shoes, etc., reported petitioned into 
bankruptcy. 

Plattsmouth, Neb.—Clark Gorham Shoe Co. (Alex- 
ander Clark) shocs, reported petitioned into 
bankruptcy. 

Jersey City, N. J.—Benjamin Cohen, shoes, re- 
Ported called meeting of creditors. 

Brooklyn, N. ¥.—Solomon Brown (901 De Kalb 
Avenue) shors, reported assigned. 

Morris Goldstci n(2551Atlan!icAvenue) shoes, 
reported petitioned into bankruptcy. 

Little Polke Shoe Mfg. Co., Inc.. shoe manu- 
facturers, r ted petitioned into bankruptcy. 

Israel Orshan (178 Sutter Avenue) shocs, re- 
Ported meeting of creditors called. 

Nathan Marcus (Sumner Shoe Shop) (54 Sum- 
ner Avenue) shoes, reported closed by sheriff— 

t town. 

East Randolph, N. ¥Y.—Clarence E. Butler, shoes, 
eic., reported petitioned into bankruptcy. 

Jamestown, N. ¥.—Sexe Bros., Inc., shoes, etc., 
reporied offering to compromise at 25 per cent. 
ewburgh, N. ¥Y.—A. Levinson (Newburgh Econ- 
omy Store) shoes, etc., reported petitioned into 
banksupte . . 

New York City.—M. B. Lande Shoe Co., Inc., 
whol-sale shoes, reported offering to compromise 
at 35 per cent. 


Thomas Shoe Co., Inc. (110 W. wey oe 
whol: sale shovs, reported petitioned into bank- 
rupicy. Reported receiver appointed. 

Gustave Cohvn (61 Whitehall Street) shoes, 
etc., reported assigned. 

Isaac Kaplan (160+ Bathgate A venue) shoes, re- 
ported embarassed. 

H. & W. Shoe Lace Mfg. Co. :110 Ludlow 
Street) reported petitioned into bankruptcy. 
Rockaway Beach, N. ¥.—Stein & Lazansky (Pal- 

ace Boovery) shoes, reported embarassed. 

Lima, Ohio.—Quality Boot Shop, shoes, reported 
petitioned into bankruptcy. 

Durant, Okla.—Jenkins Dry Goods Co., shoes, etc., 
reporved petitioned into bankruptcy. 

Enid, Okla.—Reed Mercan ile Co., shors, etc., re- 
ported petitioned into bankruptcy. 

Gotebo, Okla.—Louis Slaner, shoes, etc., reported 
petitioned into bankruptcy. 

O’Keene, Okla.—E. R. Black Mercantile Co., (E. 
R. Black) shoes, etc., reported petitioned into 
bankrupicy. 

Sand Springs, Okla.—D. H. Saar (D. H. Sear Dry 

Store) shoes, etc., reported petitioned into 
pashruptey. 

Sulphur, Okla.—Farmers’ Mercantile Co., shoes, 
etc., reported petitioned into bankruptcy. Re- 
ceiver —— 

Portland, .—Kennard & Adams, shoes, etc., 
reported receiver appointed. 

Columbia, Pa.—Pauline E. Wenger, shoes, re- 
oorted petitioned into boekrentex. 

Eric, Pa.—Essick-Clement-Essick Co., shoes, etc., 

ted petitioned into bankruptcy. 

Philad Iphia, Pa.—James S. Mason, Inc. (212 S. 
Front Street) shoe polish, reported petitioned 
into yy 

Apex Shoe . (Max Gabow) (145 + 


Petitioned into - 


ru > 

ft. Palsky (1220 Pt. Breeze Avenue) shoes, 
etc., vanet eee into bankruptcy. 

Reading, Pa.—Martha F. Geiger, shoes, reported 
petitioned into bankrupicy. 

American Shoe & Dry Goods Co., shoes, etc., 
reported offering to compromise at 50 per cent. 
Reported liabilities, $24,000, . 

Scranton, Pa.—Jos°ph Goldstein (J. Goldstein Co.) 
shoes, etc., reported petitioned into bankruptcy. 

Simpson, Pa.—Benjamin Falik, shocs, etc., re- 
ported petitioned into bankruptcy. 

Charleston, S. C.—Throdore Poppen (Prause’s 
Shoe Store( shoes, reported petitioned into bank- 
ruptcy. 

Cheraw, S. C.—L. M. Evans Co, shovs, etc., re+ 
ported offering to compromise a! 20 per cent. 
Florence, S. C.—H. Werblum (Florence Depart- 
ment Store) shoes, etc., reported petitioned into 

bankruptcy. 

Greenville. S. C.—P. F. Cunningham & Bro., shoes 
etc., reported offt ring to compromise. 

Henry. S. C.—Henry Mercantile Co., shoes, etc., 
reported a te | into bankruptcy. 

Lake City, 8. C.—C. E. Dupont Co., shoes, etc., 

ported petitioned in.o bankruptcy. 
. 8. C.—Flynn neent Shoe Co., shoes, re- 
ported receiver appointed. 

Mitchell, 8S. .—Truli Wright Clothing Sh 
(Cage P. Wright) shors, etc., reported assigned. 

eported offi ring to compromise at 15 p rc nt. 

Memphis, Tenn.—L. Schaffer (No. Memphis Shoe 
Store) shoes, reported petitioned into bank- 


a 4 am 

8 branig, shoes, etc., reported petitioned 
into bankruptcy. 

El Dorado. Texas.—SamEllis(ModclClothingCo.) 
shors, etc., reported petitioned into bankruptcy. 

Ralls, Texas.—Snikes & Hunt, shoes, etc., reported 
petitioned into bankruptcy. 

San Antonio, Texas.—Herman Katz, shoes, re- 
ported petitioned into bankrupicy. 

Texas City, Texas.—Miller & Hermer, shoes, etc., 
r: ported petitioned into bankruptcy. 

Richmond, Va.—Franers Samuel Stein, shoes, re- 
ported petitioned into bankruptcy. 

Besin, Wyoming.—Big Horn Mercantile Co., aboes, 
reported assigned. 

Havana, Cuba.—Jose Catchot, wholesale shoes, 
reported p:titioned into bankruptcy. 

Montreal, P. Q.—The Bootery ey Proprietor 
shors, reported assigned. Re: meeting of 
ereditors called for October 31. 


CHANGES 


Boston.—Guaranty Leath-r Co., Inc., leather, re- 
cently incoporated with authorized capital of 


10,000. 

Maverick Shoe Co., shoe manufacturers, re- 
cently incorporated with an authorized capital 
of $25,000. 

a Silverman, wholesale shors, removed to 
om. 

John F. Landberg (60 South Strest) commis- 
sion leather, Ivft town. 

Gove Leather Co., leather, recenily com- 
menced business and incorporated with au- 
thorized capital of $10,000. 

Georgetown, Mass.—Beaucage-Morris Shoe Co. 
shoe manufacturers, recently commenced busi- 
ness here. 

Haverhill, Mass.—Lillian M. Bradley (wife of 
William C.) counter manufacturers, filed mar- 
ried woman's certificate. 

Jennie Muistrovsky (wife of Jacob), shoes, 
etc., filed married woman's certificate. 

Edward A. Wright, upper leather, recently 
commenced businiss here. 

F. B. Herrick Shoe Co., shoe manufacturers 
recently incorporated with authorized capital 
of $5,000. 

Philli ram Corp., shoe manufacturers, suc- 
ceeded by Phillips Shoe Co. 

Ronsene, Mass.—Jacob Close, shoes, reported 

out. 
_— Marder, shoes, succeeded by Maurice 
ik. 

Odis Zapolsky (wife of Julius) shoes, filed mar- 
ried woman's certificate. 

Lynn, Mass.—Better Shoe Co., shoe manufacturers. 
or incoporated with authorized capital of 


Pittsficld, Mass.—David Mirmow, shoes, etc., re- 
ported sold out. 

Salem, Mass.—Bond Shoe Mfg. Co., shoe manufac- 
turers, recently commenced business and incorpo- 
rated with authorized capital of $50,000 

Springfi Id, Mass.—Dorothy Gorfinkle (wife of 
Bernard) shoes, liled married woman's certificate. 

Atkins, Ark.—Jones & Pinkerion, shves, etc., suc- 
ceeded by W. J. & R. O. Jon-s. 

Los Angeles, Calif.—Cinderella Boot Shop, shoes, 
incorporated with capital of $20,000. 

S. Mazza, shorts, etc., reported sold out to Pash 
Mercan ile Co. 

Mi rz Shoe Co., shoes, incorporated with capi- 
tal of $25,000. 

Sacramento, Calif.—H, Miles Shoe Co., shoes, dis- 
solved partn rship. 

San Diego. Calif.—Gollober & Rosenberg, shoes, 
etc., succeeded by Army Department Store. 

Dani Ison. Conn.—Honore W. Marrotte, shoes, re- 
ported offering to compromise at 10 per cent. 

Douglas. Ga.—Tanner Mercantile Co., shoes, etc., 
adv‘ riising tos Il out 

Shambvrg Mercantile Co., shoes, etc., reported 
sold out. 

Mapleton, la.—Kratt-Colson Co., shoes, etc., suc- 

ed by Geo. Kraft. 

Northwood, la.—Fosholt. & Rushlow. shoes, etc., 
succeeded by Gildn cr Bros. & Bolender. 

Benton. 111.—Paul Hoch shoes, ded by 
L. Hungate. 

a. il.—S. W. Alpert, shoes, etc., reported 

d out. 

A. Anderson (5610 S. Ashland Avenue) shoes, 
reported sold out. 

M. Poysnak (355 N. Cicero Avenue) shoes, re- 
ported sold out to A. Goldman. 

Jacob Secfor (2010 W. Madison Street) shoes, 
succerdéed by S-efor & Lauria. 

Fischer & Quicklsilver (F. & Z. Shoe Co.) 
(3608 West 26th Street) shoes, roported sold out 
to Globe Shoe Co. 

J.P Smith Shoe Co., shoe manufacturers, capi- 
tal increased to $2,000,000. 

Geneseo, I!.—J. Hilak, shoes, reported sold out to 
0. Stavros. 

Madison, Ii.—The Glik Co., shoes, etc., capital in- 
creased to $35,000. 

en Tll.—State Street Store, shoes, etc., suc- 
ceeded by Hoelscher-Seifert Co. 

Rochelle, Ill.—Grace Krueger, shoes, etc., reported 


sold oat 
— Ill.—E. Cohen, shoes, etc., reported 
sold out. 
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Fort Wayne, Ind.—Peoples Store, shoes, etc., 

ported sold out to J. Goldsmith & Son. 

Satlenepelle, Ind.—O'Brien-Smithmeyer Leather 
Co., leather findings, incorporated with capital 
of $15 ,000. 

Lafayette, Ind.—Lafayette Retail Shoe Co., shoes, 
capital increased to $15,000. 

Hutchinson, Kans. S. Farm Sales Co., shoes, 
etc., reported sold 4 

Abbeville, La.—Frederick Bros. & Morton, shoes, 
etc., succeeded by Frederick Bros. . 

Lewiston, Maine.—Pine Tree State Rubber Heel 
Co., rubber heel manufacturers, incorporated 
with authorized capital of $100,000 

Portland, Me.—Star Shoe Stor*, Inc., shoes, in- 
corporated with capital of $10,000. 

Amble, Mich.—Gilbert Olson, shoes, etc., reported 
sold out to A. D. Wise. 

Cement City, Mich.—MacCrvady Bros., shoes, etc., 
reported sold out to Wolf Bros. 

Houston, Minn.—I. P. Gaustad, shoes, etc., re- 
ported sold out to G. J. Me Master. 

kis, Minn.—William R. Baker, shoes, etc., re- 
ported sold out shoe department. 

Cape Girardeau, Mo.—Louis Segal, shoes, etc., re- 
ported sold out. 

N. Tapper, shoes, etc., succeeded by N. Shal- 
tupsky. 

Caruthersville, Mo.—P. C. Coppage, shoes, suc- 
ceeded by Coppage & Cole. 

Charleston, Mo.—Burns Dry Goods Co., shoes, 
etc., re ported sold out to C. E. Barry. 

Kansas Ci Mo.—Sh«lton & Strawn, shoes, etc., 
poate by Shelton, Stout & Egbert. 

Isis Boot Shop, shoes, incorporated with 
capital of $4,000. 

National Shoe Co., shoes, incorporated with 
capital of $2,000. 

Seneca, Mo.—Norris & Norris, shoes, etc., suc- 
ceeded by C. E. Norris. 

St. Louis, Mo.—Boyd-Welsh Shoe Co., women's 
shoe manufacturers, increased capital stock to 
$1,000,000, fully paid. 

Lipschitz-Barack Shoe Co., wholesale shoes, 
succeeded by Barack Shoe Co. 
s yy Shoe Co., shoes, capital increased to 

100,01 

Park , Inc. (1299 Sth Avenue) shoes, 
reported sold out. 

Samuel Pauker (276 6th Avenue) shoes, re- 
ported sold out to Robinson & Brown. 

Strauss Seam|-ss Shoe Corpora’ ion of New York 
ines orporated with capital of $5,000. 

. Benedict, Inc. (724-26 5th Avenue) shoes, 

an ‘of business 

Webb City, Mo.—Sol Goldstein, shoes, etc., re- 
ported sold out. 

Charlotte, N. C.—Henry Nathan, shoes etc. re- 
»orted sold out. 

Ashland, Neb.—Dix’s Clothes Shop, shoes, etc., 
succeeded by P. J. Hold>n. 

Palmer, Neb.—Cole & McConagle, shoes, etc., suc- 
ceeded by ‘ H. McConagle. 

Ocean City, J.—N. C. Smith & Co., Inc., shoes, 
ete., ineee sada with capital of $125,000. 

Passaic, N -Thomas May, shoes, reported sold 
out to John ‘Kue inski. 

Plainfield, N.J .—New Model Dress Shoe, incor- 
porated with capital of $5,000. 

Trenton, N. J.—Capital City Specialty Co., shoe 
Polish, etc., inc ingorperstes with capital of $2,500. 

Auburn, N. ¥.—C. & P. Shoe Co., Inc. , shoes, in- 

corporated with canital of $125,000 

Glen Falis, N. Y.— . Dawley & Co., shoes, etc., 
reported sold a 

Bergen Rindge Shoe Co., Inc., shoe manufac- 
turers, om with capital ‘of $20,000 

Brooklyn, N —A. Schone (941 Third Avenue) 
shoes, etc., succeeded by Schone Bros. 

Samuel Shapiro (532 Sutter Avenue) shoes, re- 
ported sold ou 

Frank coma (3912 Fort Hamilton Avenue) 
shoes, left town. 

Frank Benenati, (3912 Fort Hamilton Ave- 
nue) shoes, left town. 


Cantilever Shoe Shop, Inc., capital increased 
to $200, 

A. H. Goodman, Inc., shoe manufacturers, in- 
corporated with capital ‘of $10,000 

Max Goldberg (4506 18th Ave nue) shoes, re- 
ported sold out. 

Primo Shoe Mfg. Co., Inc., shoe manufacturers, 
incorporated with capital of $20,000 

Stern & Schank (1821 Pitkin Avenue) shoes, 
succeeded by Samuc *l Schank. 

Goldstein & Plotkin (5: 38 Blake Avenue) shoes, 
reoorted sold out. 

Morris Schwartz (391 Watkins Street) shoes, 
reported sold out. 

Jacob B. Goldstein (422 Knickerbocker Ave.) 
shoes, reported sold out. 

Consolidated Shoe Corporation, shoe manu- 
fecturers, incorporated with capital of $10,000. 
Fulton, N. Y.—M. Katz & — shoes, etc., re- 

ported sold out to Gamsee Br 

Jamestown, N. Y.—Johnson & Philblad, shoes, etc., 
reported sold out. 

Johnstown, N. Y.—Kiffney Bros., shoes, etc., re- 
ported sold out 

Monroe, N. Y.—Star Shoe Co., shoes, succeeded by 
Thomas M. Kerr. 

New York City.—Morton Baumritter (1374 Ist 
Avenue) shoes, reported sold out to Louis Engel. 

Barnett Gardner (506 Claremont Parkway) 
shoes, reported sold out. 

Harry L. Jones, Inc., shoe y- ‘'—ccce in- 
corporated with capital of $10,0¢ 

Lightning Shoe Shine Machine Corporation, 
incorporated with capital of $250,000. 

vabury’s, Inc., shoe manufacturers, incor- 

porated with capital of $10,000. 

E. Fiorello (397 Lenox Avenue) shoes, reported 
sold out. 

Hirshfield & Lask, Inc., slipper manufacturers, 
ingepennies with pa "Of $10,000 

Lenox Shoe shoe manufacturers, incor- 
porated with en = of $10,000 

Stone’s Shoe Repair Co., Inc., incorporated 
with capital of $10,000. 

Nyack, N. Y.—H. Rosenberg, 7 ete., suc- 

ceed: by Herre 2 Rosenberg & 

Rochester, . C, Carpenter Co., Inc., shoes, 
etc., capital incre ased to $25, 

Syracuse, N. Y.—Harry L. Jones, Inc., shoe manu- 
facturers, recently commenced business here. 

Cincinnati, Ohio.—Queen City Turn Shoe Co., 
shoe manufacturers, removed to Williamsburg, 
Ohio. 

Desha Falkenstein, shoes, succeeded by Fam- 
ily Shoe Store. 

Columbus, Ohio.—J. W. Zilberman, shoes, etc., suc- 
ceeded by A. Peer. 

Lisbon, Ohio.—C. E. Davidson, shoes, etc., reported 
sold out. 

New Philadelphia, Ohio.—Sam Colier (Coller’s 
pont Shop) shoes, will discontinue January 1, 
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Lave of Okla.—Will Meeker, shoes, etc., suc- 
ceeded by F. I. Cohlmia. 

Oklahoma City, Okla.—Paul & Gregory, shoes, etc., 
Gregory retires. 

Tulsa, Okla.—S. & L. Shoe Co., shoes, incorporated 
with capital of $20,000. 

Silverton, Ore.—Julius Alm, shoes, etc., succeeded 
by Julius Alm & Sons, Inc. 

Bristol, Pa.—Jacob Cohen, shoes, reported out of 
business. 

Philadelphia, Pa.—C. H. Pierson Co., Inc., shoe 
manufacturers, reported sold out to Foster, Ryan 
Shoe Co. 

Schwenksville, Pa—Pennypackere & Bromer, shoes, 
ete., reported sold out to H. Weiss. 

Scranton, Pa.—Orthopedic Shoe Co., shoes, in- 
corporated with capital of $5,000. 

Cookeville, Tenn.—Watson Bros. & Co., shoes, 
te., succeeded by Womack & Snodgrass. 

Hondo, Texas.—H. Hartman, shoes, reported sold 
out. 

Pampa, Texas.—John V. Andrews, shoes, etc., suc- 

by Andrews & Blackwell. 
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Wichita Falls, Texas.—The Howell Store, shoes, 
etec., reported sold out. 

Salt Lake City, Utah.—Christenson Boot Shop of 
Cal., shoes, incorporated with capital of $3,500. 

Mount Vernon, Lr ton.—M. D. Simon, shoes, 
succeeded by W. Carpenter. 

Martinburg, W. = eo. Katz (Katz Depart- 
ment Store) shoes, etc., repor id out 

Parkersburg, W. Va. —Lasky’ s, Inc., shoes, ete., 
incorporated with capital of $250, 900. 

Cedar Grove, Wis.—Cedar pp Shoe Mfg. Co., 
incorporated with capital of $35 

Edgerton, Wis.—Max Swerdloff . a Store) 
shoes, etc., re’ ~~ sold out to M. M. Meisel. 

Fond du Lac, North Side Shoe Stor# (M. 
Herbert) panty ‘Sepestedl sold out to Herbert & 
Dubois. 

Fremont, Wis.—Norman E. Lecy, shoes, etc., re- 
ported sold out. 

Green Bay, Wis.—™M. C. Merar, shoos, etc., re- 
cently commenced business here 

Superior, Wis.—Foot-Room Shoe Store, shoes, dis- 
solved partnership. 

West Bend, Wis.—A. M. Goldbaum (Ohio Shoe 
Store) shoes, etc., changing location of store from 
ee place to 524-26 North Avenue, Milwaukee. 

Wis. Mr. Goldbaum writes that a report which 
has been circulated to the effect that he is going 
out ‘of business is incorrect. He is simply 
changing his location. 

Wauwatosa, Wis.—Rieger & Patzwald, shoes, etc., 
dissolved part nership. 

Perth, Ont.—R. W. Croskery, shoes, etc., suc- 

ceeded by L. H. Kirkland. 

Hull, Wreck i S. Apple, shoes, etc., succeeded by 

tville Bargain oie. 








Two New Shoe Stores 
Opened 


Two new retail shoe stores have opened 
their doors in Atlanta during the past 
few days, and still a third is planning to 
open before the end of November. 

Mackler’s Boot Shop in South Broad 
Street is the first of these, carrying a 
complete line. Chandler’s Boot Shop, 
corner of Whitehall and Alabama Streets, 
is the second, and is under the manage- 
ment of C. E. Hadaway, who has been 
in the retail shoe business in Atlanta for 
the past dozen years; this store handles 
ladies’ shoes exclusively. The Green 
Loan Association, a well-known Atlanta 
loan company, plans to establish a shoe 
store some time this month or the early 
part of next month, though no definite 
location has as yet been secured. This 
store will carry a complete line. 

A fourth store is to open at 41 Peach- 
tree Street and will be a branch of Slater’s 
Boot Shop, which now runs a store at 
Peachtree and Walton Streets. This 
store handles men’s shoes exclusively. 














In Trend with Style 


FOUR EYELET OXFORD 
RUBBER GORE TONGUE 
No. 155—Black Satin, 16-8 heel...... $3.60 


No. 245—Pat. Leather, 16-8 heel, Mat 


Underlay Cutout on Quarter 4.00 


No. 1245—Pat. Leather, 13-8 
Cuban heel, sameas above . $4.00 
No. 55—Brown Satin, 
PET Te 3.35 
No. 255—Black Satin 
(2nd grade) 16-8 heel. . .3.35 
No. 1255—Black Satin, 
13-8 Cuban heel ee 
Hi Grade turns, covered 
heels. 


EMIL LUBLIN, Inc., 138 West Broadway, New York 












R-taile $2.88 5% 
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APPROVED BY 
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PENTLAMIOM «children's shoes 
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Brockton 2133 


for immediate action. 


BURKLEY 
SHOE CO. 
1156 Ne. Main St. 
Brockton, Mass 
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MISCELLANEOUS 





MISCELLANEOUS 


MISCELLANEOUS 








BINDS aswell as SUPPORTS 
The Front Arch 


The common sense principle of 
binding and supporting appeals to 
the Foot Sufferer. 


IT SELLS ITSELF 


Above Trade-Mark is a facsimile of de- 
monstration device we furnish you. You 
will be enthusiastic about it, too, when you 
see how customers are attracted. Write 
for particulars. 

C. R. ACFIELD, Dept. K. D. 1328 Broadway 


New York City ll 








FAMOUS GLASS 
FIXTURES 


Shown ir Catalog G. F. 


Wood Fixtures 
Catalog No. 14 


Artificial Flowers 


Catalog No. 19 


Window Valances 


In Stock —Ask for Samples 
Window Rugs and Plush 
Samples Sent 
The Hecht Fixture Co. 
Medinah Bldg. Wells and Jackson 











Neatest, strongest, lightest and most 
convenient fitting stool on the market. 





Finished Golden Oak or 
Mahogany. 


Carried in stock by all wholesale shoe and 
findings houses. i PR, jobber cannot 
supply you, order direct from us. 
MILBRADT MFG. COMPANY 
216 N. 10th St. St. Louis, Mo. 


For thirty-five years manufacturers of 
Milbradt Rolling Step Ladders. 








SHOE STORE 
CHAIRS 
SETTEES 







WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN CO. 
1181 4th St. CINCINNATI, OHIO 


a 








Where to Buy 
Wanted Styles 


1 Extra Editorial Service to 
“Resorder” readers, free for the ask- 
ing, with authentic information on 
current problems. 








NEW YORK SHOW ROOM 
70 West 36th Street 
Just East of Broadway 


Chicago 














Metal Shoe Fitting Stools 


and Floor 
Mirrors 






No. l41 


Write for 
Catalog 
and Prices 


THE CHICAGO 
WIRE CHAIR CO. 


621 N. La Salle Street 
Chicago, Ill. 




















—— 





Bicycle 
STEP 
LADDESS 


are made 
in many 
styles and 
to fit all 
kinds of 
shelving. 
Send for cata- 
log giving full 
description 
and prices. 
THE BICYCLE 
STEP LADDER 
COMPANY 
67 Randolph St. 
Chicago, ID. 





The Most Popular 
Size Stick 


“VARNUM” 


Trade Mark 


Made in Three Styles, 
No. 1, 2, 3 







With Standard Measures, 
English, French, 
American 


Price No. 3 
$1.50 Each 


“Varnum”’ Size Sticks 
are made of Extra 
Quality Maple Wood, 
with Nickel Plated 
Trimmings. Makes an attrac- 
tive fixture for the store, also 
along wearing and useful one 
as well. 


Write Us Direct if Your Dealer 
Cannot Supply You 


Frank W. Whitcher Co. 


Manufacturers 


‘BOSTON, MASS. 
BRANCH, CHICAGO, ILL. 








Every Shoe Store Needs 


a pair of 


**MANCHESTER” 
(Trade Mark Reg. U. S. Pat. Off.) 
CURVED JAW CUTTING 


NIPPERS 


The only nipper 
made which is just 
the right shape to cut 
out tacks on the in- 
side of shoes. 


*‘Manchester”’ 
Trade Mark Reg. U. 8. 
Pat. Off. 


nope are made of 
hig ade tool steel, 
nickel plated with a 
curved jaw that en- 
ables you to cut the 
tacks close to the in- 
or d specif 
e sure and s y 
Genuine 
“MANCHESTER” 


curved jaw when or- 
dering. 
Write us direct if 
your dealer cannot 
supply you. 

Price, $4.00 


Frank W. Whitcher Co. 


Patentees and Manufacturers 


Chicago Branch 
161 W, Lake St. 








Boston, Mass. 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


OSITIONS WANTED—Four ornta per word for each insertion. 
Minimum amount acorpted, seventy-five ornis. For 
_ .“Want™ advertisements, seven cents per word for cach insertion. 
Minimum amount accepted, $1.25. Ads under this heading will be 
received up to noon oa Tuesday of week 
advertisers desire answers to come in care of thin office, twelve words 
must be allowed in each advertisement for address When advertisers 
desire replies forwarded direct to their address, each word of the 
address muat be counted in the advertisemen. and paid fur accordingly. 
Answers to ads must be sent under leticr postage. 





Payment in advance is required, except when regular advertisers, as amounts are to small to open accounts 


other 


of publication date. When 























SALESMEN WANTED 











SALESMEN WANTED 









SALESMEN WANTED 





ALESMEN WANTED—Georgia, South Caro- 
lina, Alabama and Florida. We have an estab- 
lished trade. Salcsmen must work territory close. 





ALESMEN wanted to sll high-grade ballets as 
side line. Address A. L. Stollak, care Morris 
Lapidus, 26 Bleecker St., New York City. 





Want a salesman to cach state. Libcral n 
sions. Sixty samples. Stock shoes. Advertised 
line. Give detailed references and territory cov- 
ered in first letter. E. J. Ramsey Co., 967 Atlantic 
Ave., Brooklyn, N. Y¥ 


XPERIENCED SALESMAN to cover retail 





-ALESMEN for spevialty branded laties’ silk 
hosiery to handle five styles to the dry gouds 
shoe and i | shops, several territories covered 
and line now handling Address D-557, care 
— and Shue Recorder, 207 Suuth St., Boston, 
ass. 





ANTED—Salesman to carry short line of men's 
*semi-dress welis. A solid line at popular 
Prices. Siraight commission basis. State territory 
covered and experience in first letter. La Crosse 
Boot & Shoe Mig. Co., La Crosse, Wis. 





POSITION WANTED 








and department store trade on strict I 
sion basis. Extensive line, up-to-minute novel.i s 
and staples in ladics’ footwear for at once delivery. 
Only men with a large following need apply. Give 
full particulars and references in first letticr. Ham- 
burger Bros. Shoe Co., 162 Lincoln St., Boston. 


ANTED—Experienced sal sman to represent 





ALESMEN wan « with retail experience. to 

sell on commission to retail and jobbing trade, 
a liae of men's medium priced Goodyear welts. 
Territorivs covered: New York, New Jersey, Texas, 
Mississippi, Ulinois, Ohie and Michigan. Address 
1-562, care Boot and Shoe Recorde., 207 South St., 
Boston, Maas. 


WANTED— Position as foreman of lasting room 
making fine or medium grade of men's welt 
shoes. Have had 25 years’ experience; 10 years as 
foreman. Can get. results. Can handle any kind of 
help, no man knows the lasting room better. Ad- 
dress H. O. Baker, 50 Oxford St., Worcester, Mass. 





leading Rochester women’s shoe 
turer in New York Gy. Box D-584, 623 Powers 
Bidg., Rochester, New York. 


WANTED—A high-grade shoe salesman to s Il 
the exclusive trade in New York City. Apply 
Fluxgold, Apex Shoe Co., 3291 Third Ave., New 
York City. 


ANTED—Two resident salesmen, one for 

Eastern and one for Western Pennsylvania to 

sell the complete line of Daniel Green Comfy 

Slippers, in the small towns, on commission. Can 

be carried in connection with non-conilicting line. 

Address D-579, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


WANTED an active salesman on commission 
basis to handle our in stock line of women's 
ialties for this fall for the following territori s: 

ew York, Eastern Pennsylvania, jorado, Chi- 
cago, Twin Cities, Kentucky, Tenness:e, Intiena, 
Illinois, lowa, New Jersey, Kansas, Nebraska and 
other territories. Sign Westcott Whitmore in stock 
specials in women’s shoes, 21744W. Water St., 


Syracuse, N. Y 


ANTED—Salesman, New York City and 
State, South, Mid.iie Wes', Women’s, infan.’s, 
children’s highest quality Brooklyn turns; 5 ver 
cent commission; possibly better if r.sulis are 
shown. Address alt correspondence to Knicker- 
bocker Shor Company, 238 E. 236th St., New York. 














VVAn TED salesman to represent a Philadelphia 

wholesale shoe house making a sp-cialty of 
women’s and children’s staples and novelties in 
Pittsburgh and surrounding territory. One that 
has experience on this territory . but not 
essential; but applicant must live in Pitishurgh. 
Addr: as D 512, care Boot Shoe Reoorder, 207 
South 5t., Boston, Mass. 


MENZ-“‘EASE” 


Want Salesmen 


for Ohio territory. Established 
Business. Give reference, full 
information first letter. 


THE MENZIES SHOE CO. 


Fond du Lac, Wisconsin 








PROFITABLE side line. Nationally advertised 
golf shoe, offering splendid opportunity for 
liberal commissions. Now s lling fre ly to fine 
trade. Exclusive territories still open. If interested 
act quickly. Addr:ss D-580, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 





/ANTED—Shoe salesmen for high-grade men's 

shoe department where real atulity will r sult 
in an excell nt future. Only those who can handle 
discriminating trade will be considsred. Salary 
and commission. Address H. B. Colgrove, kh. W. 
Watters Co., Buffalo, N. Y. 


SALESMEN 


Wisconsin Manufacturer making a 
side line of men's dress welts to retail 
at $5.00, consisting of five stylish shoes 
and three oxfords, has opening for 


salesmen in: 





Minnesota 
Indiana 


Michigan 


lowa 
Kansas 





Give full particulars and references 
in application. Address 1-578, care 
Boot and Shoe Recorder, 189 W. Madi- 
son St., Chicago, Hl. 











SALESMEN WANTED 


We have the states of Ohio, Pennayl- 
vanw, New York. Virginia, Weat Vir- 
ginia, Ulineis. Missouri and New Eng- 
land States open for bigh grade sales- 
men. De net write us unless you are 
a Go-Getter and can produce. Our 
combined lines. made in Milwaukee, 
consist of men’s high grade dreas shoes 
to retail at $5. 86.and $7. A wonderful 
proposition for the man who wants to 
make big money. Unless you have an 
established trade do not waste any 
time corresponding. We hare the 
shoes and can give real service on de- 
liveries. What we want ix men of high 
caliber and ability to «ellthem. U you 
are the right man write usin detail im- 
mediately. Address D-561. cure Boot 
and Shee Recorder, 207 South St., 
Boston, Maas. 


SHOE buyer and manager. Live wire, 12 years ex 
perience, op n for change. Can do big things ina- 
big way, best references. Addr:ss D-589, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 





OUNG married man desires to connect with 
reliable manufacturer of women’s high grade 
shoes. Have thorough knowledge of the whdlede 
shoe business, having repres:nted one firm for 
eleven years as salesman and have also had full 
: of the style and sample d ment of 
another firm for a numb:r of years, If knowledge of 
style and ability to s:ll is what you want, write me 
at once. D-581, care Boot and } ecorder, 127 
Duane St., New York, N. Y. 


POSITION WANTED—RBy a retail store mana- 
ger, buyer and foot specialist. Bc st of references. 
In present position eight years. D-588, care 

and Shoe Recor.jer, 207 South St., Boston, Mass. 


GALES MANAGER—Due to change in ownership 
of a New England jobbing house its sales mana- 
ger ia open for a similar position. Address D-586, 
care and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 











SHOE BUYER WANTED 


SHOE BUYER WANTED—For a large Wash- 
ington department store. An exceptionally 
position for a capable man who is familiar io 
y ng medium and better grade of men's, ladies’, 
and children’s shors. Only one with buying ex- 
= initiative, personality, and a thoroug' 
nowledge of mrchandising, need apply. A big 
job for the right party. State exp ‘rience, references, 
age and salury wanted. Apply D-583, care Boot 
n0e Recorder, 207 South St., Boston, Mass. 








LINE WANTED 


INE WANTED—Line of Boys’ and youths’ 
shoes for the jobbing trade. Empire Specialties 
Co., 82 Lincoln St., Boston, Mass. 








WINDOW DRESSER 











SHOE SALESMEN ONLY WANTED— 
To carry as side line stitehdowns, 2 to 
5 and 5% to 8. by specialty manu- 
facturer of these sizes. Very good com- 
mission. Territory—Northern Ilinvis, 
Northern Ohio, issouri, Michigan, 
Indiana, Nebraska, Wisconsin, Rocky 
Mountain Section, and Pennsylvania. 
We do not Job. NON-SLIP SHOE CO., 
162] Locust St., St. Louis, Mo. 














Window Dresser 


We have an excellent position fora 
window dresser, capable of dressing 
men’s exclusive shoe windows. ADLER 
SHOE COMPANY, 215 West 125th St., 
New York City. 
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AGENCY WANTED 


WANTED TO PURCHASE 











Attention Manufacturers 
OF 


CHILDREN’S SHOES 
INFANTS’ SHOES 
FELT SLIPPERS 


tahliched. fi jiall 





A well r 
sible Boston concern covering the en- 
tire U. S. amd Canada desires sole 
distributing agency of children’s and 
infants’ shoes and felt slippers. Only 
first-class merchandise will be con- 
sidered. Excellent facilities for carry- 
ing stock. Please write to D-576, care 
Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 














SHOE STORES 
BOUGHT FOR CASH 


Retail or Wholesale Stocks 
Any Amount Write Me 
D. KOCH, 908 Putnam Ave., Brooklyn, N.Y. 








DO YOU CONTEMPLATE 


Retiring or going out of business? 
A. TK. value for your entire or 


es thats ers tane whio ome. 
Eatablished 25 


years. 
I. OLENICK 
413 Broadway, New York. Tel. 9531 Canal 








SHOE DEPT. WANTED 


BASEMENT | SHOE DEPARTMENT 
WANTED-Two shoe men thoroughly ac- 
quainted with retail shoe business are looking for an 
opportunity to lease a basement shoe department in 
a department store or large retail mercantile es- 
tablishment. Plan to feature medium priced mer- 
chandise. References furnished and required. 
Address D-582, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 











TO RENT 


OR RENT—Desirable office and salesroom in 
Marbridge Building. New York City on Broad- 
way side. Present tenant desires to turn over 
lease. Address K-662, care Boot and Shoe Recorder 
127 Duane St., New York City. 


TO LET 


Fifth and sixth floors in the 
Lincoln Building, 66 to 80 
Lincoln Street, Boston—17,000 
feet in all. Apply to MOSES 
WILLIAMS, Trustee, 18 Tremont 
Street, Boston. 











os 
e Po a eth oa uae 
object. 





BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, 


0 Broad cadway Brovkiya 








HIGHEST CASH Fyeces PAID 
for entire shoe stocks. We also buy your 
surplus or slow sellers. Quantities no object. 
Retail or wholesale. Short term leases taken 
off your . Wire or phone us. Corres- 
pondence confidential. Established ‘ 
MAX GLAUBERG 








CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over. 

We will send a representative to investigate 
and make offer upon request. 


Kalter Cerf. Mercantile Co., Inc. 





591 Broadway, New York rr 4 
Phone Spring 5160-5161-516: 




















FOR SALE 


For SALE—Old established shoe business. Best 
located in Iowa City of 40,000. Lease to 1928. 
New fixtures, stock exceptionally low 0$17,000p, 
but in splendid condition—less than a thousand 
dolls , over one year old. Want 90 cents of in- 
voice, $10,000 pot balance terms. An exceptional 
proposition, worth investigation. D-585, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 








OR SALE—Retail shoe store in centre of Phila- 
delphia’s business section. Established 30 years. 
Owner desires to retire. Wonderful opportunity to 
take over large and profitable business. Address 
D-587, care Boot and Shoe Recorder, 1420 Widener 
Bldg., Philadelphia, Pa. 








WANTED TO PURCHASE 


CASH PAID 


for entire shoe stecks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


kIRSCH-BLACHER CO., Inc. 


293 Church St., New York, N. Y. 
Phone Canal 0679 

















THE NEW YORK EXPORT 
PURCHASING CORPORATION 


$96 BROADWAY NEW TORK, N.Y. 
PHONE—SPRING 99 
FOR 


WILL (stow SELLERS 
BUY lEntine stocks )CASH 








Bargaias ia shoes always on hand for special sales and b 











MISCELLANEOUS 








Milbradt Rolling 
Step Ladders 


ST. LOUIS, MO. 
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OF THE RETAIL SHOE MERCHANT BY THE 


BOOT AND SHOE y> ee 
PUBLISHING CO. 
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CAPITAL $150,000 
OFFICERS OF THE CORPORATION 
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PUBLISHER'S NOTICE 


ee yy ey subscription 
tt and Shoe Recorder is $5. 
. ~X. which i 
ae States, 


i Caek ay 

da is $6.00 a year, Saocding postage. 

FOREIGN SUBSCRIPTION—The price to all 
foreign countries except the above is $10.00 
per year, including postage. 
All subscriptions are payable in advance. 


ADVERTISING RATES—Card of 
Rates furnished on 
for Wants, for Sales, etc., see Want 





OFFICES IN 


BOSTON OFFICE: 207 South Street. Corre- 
spondence relating to all departments 
ld be add to the B office. 





oT OFFICE: 224 Moraine St. Geo. 
Ww. il, Manager. Telephone 507. 


CHICAGO OFFICE: 189 West Madison St. 
Telephone Main 1089. B.C. Bowen, Manager. 


1627 Locust St. B. C. 


8ST. LOUIS OFFICE: 
Bowen, Manager. 

NEW YORK OFFICE: Room 101, Graham Bldg., 
127 Duane St. H. Walter Scott, Manager. 
Telephone 2425 Canal. 


PHILADELPHIA OFFICE: 40 1420, Widener 
Building. H. Walter Scott, Manager. 


a ey — pied a Chamber of Commerce. 
Rooms, Haverhill National Bank Bldg. Geo. 
W. R. Hill, , 1. 


CINCINNATI OFFICE: 
Bank Bldg. 


H. M. Bowen, 


810 Second Nationa! 
Manager. Tele- 


~~ OFFICE: 623 Powers Bldg. 
Rossiter cg \ yg York Repre- 





LYNN OFFICE: Fred A. Gannon. 
MILWAUKEE cory Leonard E. Meyer 
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These Are In Stock 


STYLE 371 


NEW THIS WEEK 

STYLE 451 No. 371—Brown Satin Tongue Pump, Checker- No. 432—Patent Lose, Mouse Kid Top, Mili- 

board Brocade Satin Quarter, Full is heel. tary heel, B-D. -00 

No. 451— a my Lace, tip, rubber nos. Turn, A-C. Price $5.00 No. 409——Patent Ease, Dull Kid Top, Military 
Welt. A-D. Pric $3.50 No. 370—Same style; all Bronze Kid, full Louis a. Beh nn 606s grovcencesennces $4.00 
No. 536—Black Kid Lace, low heel. felt. heel. Turn, A-C. Price . $5.00 No. 406—Patent Lace, Gray Buck Top, Mili- 
B-D. Price $4.00 No. 372—Patent Vam Tongue ‘Pump, Black tary heel, B-D. Price -00 
No. 455—_Black Kid Lace, London Toe, tip. Satin —-— —y¥ roca’ epee Full No. 428—Black Kid Lace, —e pages Top, 
Welt. B-D. Price $4.35 Louis heel. Turn, A-C. Price. . 85.00 Military heel, A-D. Price. . . -$4.00 


Style 432 


WE HAVE Bw BOOTS, IN CASE LOTS, THAT ARE EXCEPTIONAL VALUES 
END FOR NEW PRICE LIST OF HIGH AND LOW SHOES 


THE BOARDMAN — COMPANY 
564 ATLANTIC AVENUE... . BOSTON (9), MASS. 











IN STOCK 








No. 4408—Women’s imported bench-made black 
patent leather mule, purple, satin lined throughout, 
celluloid cuban heel 


‘ : q No. 4410—Women’s imported bench-made cab- 
Bs es retta mule, satin lined throughout, cuban covered 
ey e SENS heel, black and red 


SILVER BROCADE, GOLD BROCADE, 
PAISLEY CLOTH, AND SILVER AND We Guaranteé Their Satisfaction But 
GOLD]BROCADE. We Can Not Send Samples 


SILVA & COMPANY . 
208 Willoughby Street Golo Slipp er Company 


BROOKLYN i tt NEW YORK 129 Duane Street - - New York 














The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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T= two extremes of beauty in female dress are represented 

in the all-enveloping, but form-revealing, thin stola of the 
Grecian women of 325 B. C., and the healthful though skimpy 
body covering of our suodoun American maid. 


Through the ages intervening, the costume of women has 
been a series of smothering monstrosities, apparently cut out 
with a jig saw, concealing not only the entire form, but even 
the feet and much of the face. 


Sees mode of the moment that so frankly reveals the lower 

extremities has created a footwear consciousness unparal- 
leled in history, as evidenced by the general demand among 
shoe buyers for such a detail of shoe adornment and utility 
as the Diamond Brand Fast Color Eyelet. 


It is the retailer of superior intelligence who draws the atten- 
tion of his stylish women patron to the eyelet that never 
wears brassy—the Diamond Brand Fast Color Eyelet—found 
in better footwear. 


United Fast Color Eyelet Company 


BOSTON, MASSACHUSETTS 











Sell an Authentic! Golf Shoe! 


Sell scientifically correct golf shoes made 


by the pioneer sport and athletic shoe 
manufacturers of America. 





You're going to sell golf shoes—the 
question is what: kind. . Will you not be 
most successful with a shoe made by 
acknowledged authorities in sport and 
athletic footwear? 


A real golf shoe is a specialty as distinct 
from the development of the street shoe 
as the racing yacht from the tug boat. 
It requires the collaboration of men who 
engage in sports and men who know shoes. 





The golfer must have a shoe that will 
furnish accurate balance, positive fitting 


and adequate support. It must be the 
result of years of patient study of the 
human foot in its relation to the entire 
anatomy. . 


A certain class will demand a sound play- 
ing shoe—another, one that can be worn in 
the club house or on the street without 
changing after the game. The Norman & 
Bennett line will satisfy any and all such 
demands. 


The ‘Pinehurst’ is not by any means 
the only golf shoe made by us—but it 
sums up our fifty years sport shoe making 
experience plus the practical golfing knowl- 
edge of leading professionals and amateurs 


Te ee a 


NORMAN & BENNETT 





ESTABLISHED 
a: & Ft © 


INCORPORATED 
- Ss © 4 


BOSTON 


The “Pinehurst” 
No. 7. model, illus- 
trated herewith, is 
made on a pattern 
of our own special 
esign on which we 
hold the exclusive 
rights. 

tained 

The combination 
tip and ball strap 
gwes that ease and 
comfort so essential 
to perfect playing; 
the added re-inforce- 
ment serving to hold 
the toe firmly in 
place when driving 
and preventing the 
“bite” at the large 
toe joint sometimes 
noticeable in stiff 
toed shoes. 


We discovered in 
producing our 
“* Pinehurst”? models 
that a box toe gives 
better results than 
the more common 
soft toe which has 
a sup- 
posed to be ideal for 


golf. 


The 
Pinehurst 
No. 7 


Patent applied for 
This tip designed 
be ob- 


Heels of “‘Pine- 
hurst’”’ models are 
flanged to give broad 
tread and are slightly 
higher than those on 
a regular street shoe. 
This throws the 
weight of the body 
a bit more upon the 
toes than the heel, 

whereas a low heel tends 
to throw the body back- 
ward and away from 
the ball, also bringing 
an unnecessary strain 
on the tendons in the 
back of the leg. 


We make six differ- 
ent “Pinehurst” models 
for both men and women. 


These come im either 
our ate 
“Pinehurst” sole with 
rubber plugs, or our 
Colombo Crepe Rubber 
Sole which has just 
made its appearance 
and is proving so popu- 
lar among lovers of soft- 
treading shoes for sport. 


Are Carried in Stock 
ly Illustrated Booklet Giving Full Particulars Sent on Request 





Vol. 82, No. 10. Pu every week by the Boot and Shoe Recorder Publishing Company, 207 South St., Boston, 
Mass. Entered as second class matter April 15, 1922, at the Post Office at Boston, Mass., under the Act of Congress 
of March 3, 1879. Subscription price, $3.00 a year. Printed in U. S. A. 
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IN STOCK 


RAPID TURNOVER 


AND 


REPEAT SALES 


To the merchant who features 3 W's 
Lenox Shoes come rapid turnover and repeat 
sales. The line is so thoroughly good, 
strong in its appeal, that parents buy 
unhesitatingly. 

















Child’s Tan Kid Button, Turn, Tip, P Last 
7542—3 to 8. D and E elites 
$138 


7120—I to 5. Re $1.35 
6408—814 to II, Lace $2.25 
pS 8 eee $1.70 
Same in Tan Calf 

7530—4 to 8... . $1.60 

7531—I to 5... . $1.35 

Pony Cut Lace 

7529—4 to 8... . $1.70 





Build your children’s business on a solid foun- 
dation. Get the right kind of footwear at 
the start. We will supply you with both— 
in the form of 3 W’s Lenox Shoes. 


Our In Stock service takes care of all orders, 


quickly and efficiently. Child’s Patent Chrome, Mat Kid Top, Button, Turn, 


Plain Toe. 

7$04— 3 to 8. DandE...............-000- $1.60 
7505—| to5. DandE 

6400—8 1 to I. 


WIRE OR WRITE YOUR NEEDS AT ONCE. ‘ 
7125— 1 to5. Fat Baby, Butt. .............. $1. 


TOL OL L eM OLMIS eniiiiiiiieliiiiiiiteliii 


THNUOUMMOM UOMO OU 


a 





Weimer, Wright 
& Watkin Co. 


35 SOUTH SECOND STREET 
PHILADELPHIA 
PA. 


No. 7856 


Misses’ 3W’s Lenox, —* a1 

Foxed, Field Mouse Kid T 

maar eerie B 

7857—8 }4 to u ‘ . 

7858—8 14 to II. Heel. D 7622—814 to a s 
7859—5 2 & Serine Hea. DandE 7623—5 to 8. D and E Rpgewtiiewn tales . $1.85 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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“Follow the Creighton Line’ 
| ICTCORCYCECIC). NCI 


AO”, 9/0, Cele [ple Cnn 2 CA DADADADL: 



































IN STOCK 





STYLE NO. 423 














Gun Metal Calf Oxford—Goodyear Welt 
8/8 Wingfoot Rubber Heel—Widths A to D 


Price $4.00 


BREAKING ALL RECORDS 


Another large stock of all widths to be ready 
Monday, November 27th 





Boston Office—183 Essex Street 


A.M. (reighton 


ass. 


Fe i ieee? 


Oo 
O oO * °o 








PM 


















































ao -2\S AO 
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Made in Milwaukee Sold all over the World 


VELOURS CALF 


Reg. U. S. Pat. Off. 








SH 


A leather of rare beauty possessing 
the superiorities which are the pride 
of this organization. Stamped with 
the “P & V” trademark, a symbol 
of seventy-four years experience in 
tanning high grade leathers. 


ORCREIRGESEEGRE 
Ss 
PND 


a 








Velours Calf is chrome tanned and 
comes in bright. and semi-bright fin- 
ishes in black. Careful selection of 
raw-materials in the making of this 
leather results in an even texture and 
fine grain, giving a smooth and dirt- 
resisting surface. 


tents 
SS 





Velours Calf in your shoes will give 
to them a character admired by the 
careful buyers of fine footwear who 
want beauty combined with service. 


DIL 





PFISTER «VOGEL LEATHER Co 


MILWAUKEE — WISCONSIN 


M 21 
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IN STOCK WHEN YOU NEED THEM 


High shoes ready to ship right in the height of the selling sea- 
son. ‘314 is one of our most popular numbers,” writes a city 
retailer. Increase your high-shoe sales with this distinctive 
Marion pattern. Mail your order today. Marion’s central loca- 
tion assures you of speedy deliveries. 








GALLUN’S 


BLACK NORWEGIAN 
HEAVY 14 EDGE 
PARAGON LAST 
WINGFOOT HEEL 


$5.35 








314 


IN STOCK 


Ato D 








MARION SHOE CO. 
MARION, INDIANA 





SUC HTTUUATONVTTTOVUNTTNNS LVTLITTTTTINT 














iy) 
a: Last al WESTERN SE pi OEE BIR At | 


a WWNt 


PESEEEREEEESPPEEPEDESES EET EES ETE PPrSe PP Eee Per eee Pee PEPE TET EE EEE ET 
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$o4e. \ 428. 


La 


RACTICAL 

business men 
find aspecial appeal 
in shoes fitted with 
Lacing Hooks. By 
making shoe-lac- 
ing so easy, Lacing 
Hooks save time, 
nerves and temper. 








The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Standard 
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Corn sgo 
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"NATIONAL PARK | 


& PAT OFF. 





“THAT EXTRA PAIR LINE” 


Full Gusset Tongue Flexible Oak Soles 
Keeps Out Dirt Easy on Tender Feet 


9 Pg ey J Eric Calf, Plain Soft Toe, 50 or RoundJEng- 
= — Full Gusset (Tongue Blucher Oxford. Sizes ies 
At 


33504—Black Eric Calf, Plain Soft Toe, 50 or Round English 
Last, Full Gusset Tongue, Blucher Oxford. Sizes mt 


Write for our IN-STOCK Catalogue 


TMK: 
oC SF ‘Shoe \! 


" erry oes =. KSA ASS System 
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| KEWPIETWINS 


REG. U.S. PAT. OFF 





We help you sell them and our 
KEWPIE TWINS Campaign is ready 


for you. 


They are NATIONALLY 
ADVERTISED, have STYLE, FIT and 
QUALITY Supreme. 


10 STYLES IN STOCK 


naan: 3 | Calf % «hoa Inch eB 
lee! 
Sins Bu 11s, Spring Heel, A-D.. 
14324—Nut Brown is % Be 6% Inch - wl 
A 


Sizes 12 - = ar 
Sizes 84%4- ii, ais Med, A-D...:.:..... 


17324— Black Calf % _ 6% Inch Boot. 
Sizes 12 eel, ae ee 
Sizes 8i4- 11, Spring Heel, PPGandecheocs & 


15324—Patent, Calf Top % Fox 6% Inch Boot. 
Sizes 2, “Hee 1, A-D.. 
Sizes 84-11, Spring Heel, A-D.. 


Ask for our IN-STOCK Catalogue 


See our Exhibits at National Shoe Retailers Convention, Booths number 213 and 214 


THE JUVENILE SHOE CORPORATION 


OF AMERICA 


MANUFACTURERS 


CARTHAGE 














MISSOURI 
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Five Splendid Stock Styles 


READY TO SHIP NOW! 


Up-to-date patterns that will appeal to your customers and quicken your turn- 
over. Don’t forget that Ford Stock Service is as prompt and efficient as Ford 
styles are appealing or Ford quality dependable. 





wie: fac Le Lies 


ae = i eo 








aX 


Ke. | ~~ P47 Satin One Stra ae 
243 Last, 14-8 Wood Louis Hi 


$5.35 


~\ 


ya 


No. B-434—Brown Russia Calf Gute, 
Welt, 229 Last, 9-8 Military Heel with 
Rubber Top ues 


Fad 


No. B-498—Black Calfskin Two om g 
Pump, Welt, 244 Last, 12-8 Walking Heel. 


$4.85 


No. B-421—Patent Leather One Gee 
Pump, Welt, 244 Last, 12-8 Walking Heel. 


$4.50 














WRITE OR WIRE 
YOUR 
ORDERS 
IMMEDIATELY 


—+- 


TERMS 
Net 30 Days 


C. P. FORD & COMPANY 


INCORPORATED 


ROCHESTER, N. Y. 


NEW YORK OFFICE: 127 DUANE STREET 


SIZES AND WIDTHS 


No. B-494—Patent erry Two Stra: 
Pump, Welt, 241 Last, 14-8 Cuban Heel. 


$4.85 








aa 
= 





— = 
Ke 2 — 
Prt “a — 


jp 
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— 
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The PARK WAY—In Stock 
Style S-48 + $6.60 


No. 103, Willow Calf [Tony Red] Bal, stitched roll tip, half rubber 

heel, 10-iron single sole. Width AA, sizes 8-11; A, 6-11; B,C,D, 5-11. 

Less Than Three Pairs of a Style from Stock, 20c Per Pair Extra + Stock Goods Net 
Florsheim dealers are selling more and more pairs of Florsheim Shoes 
every season by adding new live styles during the season, and sizing 
up fast selling numbers when their stocks begin to run low. Twenty 
styles in stock for immediate shipment. 


THE FLORSHEIM SHOE COMPANY 


RSHEIM SHOE 


ARABRABAAAAARARIAARIA IEA RIA AAA AAA AAT LTT TTT TT” 




















| 


Manufacturers . Chicago 
eo “Tl 27 
FOR THE MAN WHO CARES 
WWW WW ee oe oe a a ee 
() -_— ~- 
1 
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No. 1493—Smoked Elk - < —, Pac 
Sole, Spring Rubber Heel. Men's 35; 08., 
$3.00; Misses’, 1114-2, $2.35; Culide seat” 
$2.10; Infants’, 5-8, $1.80. 


<a 


No. 710—Children’s Choc. Elk Oxford 
Uskide Sole, Spg. Heel attached, 814-11, en 10. 
No. 810—Lnfants’ Maple Pac Sole, 5-8 W 
Te GE EMER. 1000s d0cceee eeeecess. +s $1 


a 


~Men’'s Choc. Elk Oxford Moc, us 





Sale, Reb. Heel, Munson Last............. 


SOC-0-MOCS 
GUARANTEE 
We guarantee to re- 
without 
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All Soc-O-Mocs 
| Are Genuine 
Goodyear Welts 


These styles are made in 
Fred Rueping Leather 
Company’s Chocolate- 
Smoke-Tan, Coffee and 
Brown Elk. 


We recommend Uskide 
and Maple Pac soles, 
but will furnish on re- 
quest, Oak Bend leather 
soles at the following 
additional prices per 
pair: — men’s, .25; wo- 
men’s and boys’, .20; 
misses’ and youths’, 


childs’, .05. 


uses | SACO SHOE CO., Inc., SACO, ME. 


BOSTON OFFICE, NO. 10.]HIGH STREET 





November 25, 1922 








Pat 


Spring Heel. Men's 
8, 84- li, re Infants’, 5-8,........ $1.80 


a 


No. 411—Wos. Choc. Elk Oxford Moc, is 

Outer Sole, Rubber Heel, Hiker Last. . 

No. 710 M— Misses’, Rex Last, Spring ical = 
$2.35 


LA 


No. 511—Boys’ Smoked Elk Oxford on he > 








Sole, Rubber Heel, Munson Last, 214- -544 
No. 711—Youth’s, Munson Last, 13-2... .. . ‘Sass 








Mp ns Oxford Moc, 
Mises 114-2, $2.35; 
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Spring may be the time to wear Spring SOC-O-MOCS 
—but now is the time to buy SOC-O-MOCS for 
Spring. Do not delay! Buy Now! Then you will 
get your SOC-O-MOCS in time for Spring. 


No. 650 — Men’s 
Brown Elk Golf 
Oxford Moc, 
Saddle Strap, 
Leather ers 
Lining, nob 
Rubber Gat Sole 
and Heel. .. .$4.00 


No. 683 — Men's Waterproof 
Yucatan Veal Golf Boot Moe 
Half Bellows ‘Tongue, W ater- 
proof Rubber Welting, Clico — 
Crepe Rubber Sole. ........- $6.00 










No. 658—Men's Brown Elk Golf Oxford M Leath 
Lining, Saddle Seen. Scafe’s Imported Lenther and Rebbe Gene 
——. CY WU is 0.6400 babhcnenahssdeease¥iese occ $7.50 


\ 


» 659—Men's Scotch Grain Golf Oxford Moc, 
Said Strap, Leather Quarter Lining, Clico 


Ceylon Crepe, Rubbcr Sole and Heel... .. . $5.25 
No. 447— Wos. Brown Elk Scotch Grain Saddle 
Clico!, DGS « shale da tee ueunak de ovad ead $4.50 





440—Wos. Brown Elk Golf Oxford Moc 
Sadidle Strap, Leather Quarter Li , Knob Rub- 
ber Golf Sole and Hed meee $3.60 


SACO SHOE CO., Inc., SACO, ME. 


mice Ceylon Crepe Rubber Sole BOSTON OFFICE, No. 10 HIGH STREET 
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“TONY RED” CALF 


Reg. U.S. Pat. Office 


—_ 
bho 


Has a Powerful Influence 


Upon the Public 


| eatam with the persistent demand for TONY RED 
comes also an ever-growing call for TONY BROWN 
and TONY TAN. 


Our customers frankly tell us that. retailers are demanding 
these other colors because they appreciate the powerful 
influence which the name TONY has upon the public. 


They reason, and rightly, that these newer colors will un- 
questionably ‘‘go” because of the public confidence in the 


name TONY. 


Is your store allied with this Powerful Sales Influence > 


‘“There’s a Whole Tony Family’’ 


TONY RED TONY BROWN 
TONY TAN : TONY BLACK 


CREESE and COOK COMPANY 


TANNERIES 
DANVERSPORT, MASS. 


SAMUEL WOLFENSTEIN 
39 SPRUCE STREET 
NEW YORK CITY 





PLIST MH LOL ee ee SL MLL PLU ele a 
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Holiday Footwear 





No. 527. Price $4.15 0. 530. Price $3.90 
Black Kid Colonial. 13-8 Military Heel—Welt 
Newport Last 
AA to C 





No. 531. Price $4.15 No. 243. Price $4.25 
Patent Norma Two Strap, Imitation Tip, 
Welt, 13-8 Rubber — Newport Last 


AA to D 


le, Newport Last 
AA to C 





No. 373. Price $4.15 No. 538. Price $3.75 
Patent Clarice One Strap, Single Sole, Full 


Baby Spanish wt — Tremont Last 
No. 374. Same in Black Kid. Price $3.90 AA to C 


Black Kid ioe Two Strap, Imitation Tip, 
Welt, 13-8 Rubber ~ Newport Last 


AA te D 
No. 532. Brown Kid. Price $4.40 





Patent Colonial, Military Wood Heel, Single 





Cocoa Calf Norma Two Strap, Tip, 13-8 
Rubber Heel, — Welt, Newport 


These styles all adapted for the 
Holiday trade are carried in stock 
and ready to ship. Your order will 
receive immediate attention and 
shipment. 





No. 391. Price $4.40 
Patent Kathryn Colonial, Single Sole, Full 
Spanish Louis Heel, Euclid Last 


AA toc 





I No. 545. Price $3.90 
Black Kid Clarice One Strap, Imitation Tip, 
Welt, 13-8 Rubber Heel, Tremont Last 


AA to C 
No. 546. Patent. Price $4.15 





No. 387. Price $4.25 
Black Satin Vamp, Brocade Satin Quarter 
Marilyn, Single Sole, Full a Louis 
Heel, Euclid Last 
AA to C 





THOMSON-CROOKER SHOE CO. 


18-26 Station Street = s = >: 











Boston ‘20, Mass. | 
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MOSS ZINE ZX NEES IES 


ME) OE A ES DED EP 
Me Ae a a Ca Ce, i Od a9 


_ 


et ee TO tr. 


ing Ss 





Nite Bripce, Care: 
, » 
SOA REE ARE AOD Oe 


PATENT LEATHERS ARE THE FAVORITES 


The fashionable woman can travel the world in patent 
leather footwear, and be in style wherever she goes. 

All seasons, all places, all occasions still favor Patent— 
but to be sure of Styles of “Sterling” Beauty and Quality, 
the trade is specifying. 


SterliigGolt Sterling Hid 


Sterling 


BRISTOL PATENT LEATHER COMPANY --- BOSTON, MASS. 


SS 











- — 
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The Very Newest 
NOVELTIES 


IN STOCK 


Ready To 


No. 4226—Skinner’s Black satin cross- Ship Today 

strap, 13-8 Mi litary heel, imt. turn, 

French bound. B, . D widths. .$2.85 No. 3505—Patent tongue Colonial, 
No. 4219—Same as above, with 16-8 16-8 full Louis wood-covered heel, 
Louis heel. B, C, D widths... .$2.85 hand turned. B, C, D widths. $4.75 


No. 3506—Same as above, with Mili- 
tary covered heel. B, C, D widths. 


TERMS: $4.50 


3% TEN DAYS 
NET 30 DAYS 




















No. 3204—Black ooze calf, 
No. 1803—Patent two-strap, : patent trimmed, Goodyear 
perforated straps and quar- ire welt oxford, 12-8 Military 
ters, very flexible McKay. heel. B, C widths... .$4.75 


C and D widths... ..$3.25 No. 3203—Same as above, 
No. 1804—Same as above, all toads patent oxford, with black 
Patent Oxford. C and D : suede trim. A, B, C widths. 
widths. ...... . $3.25 ws $4.75 


No. 2509— Patent tongue Co- 
: lonial, 16-8 full Louis heel, 
No. 561—Patent tongue Co- — hand turned. A, B, Cc 
lonial, black suede trimmed, A » Serres $4. 75 
14-8 straight Cuban heel, N 
Goodyear welt. 
widths 











No. 4230—Skinner’s black 
satin one-strap, beaded vamp 
and strap of all steel, 16-8 
Louis heel, French bound. 
B, C, D widths...... $3.50 


Dave W. Saifer Shoe Co. 


37 So. Wells Street 
CHICAGO 
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New Fan 


This Season’s 
READY FOR 


No. 3187 $1.50 per pair No. 3195 $3.00 per pair 


DAVE W. SAIFER 
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ni Tongues 


Greatest Craze 
SHIPMENT TODAY 


$1.75 per pair 
No. 3172 Same size single Fan. .$1.25 per pair 


No. 3172X $1.50 per pair 
No. 3172 without Buckle 1.25 per pair 


ACTUAL PHOTOGRAPHIC SIZE 


TERMS 


3% 10 Days 


Net 30 Days 
No. 3196 $2.50 per pair 


SHOE CO 37 SO. WELLS ST. 
4 CHICAGO, ILL. 








OUTING SHOE COMPANY 530 Atlantic Avenue Boston, Mass. 


These NATIONALLY ADVERTISED lines will be at Booth 96, National Shoe Retailers’ Association Exposition, Chicago, Ill., Jan. 8-9-10-11, 1923. 






































BT Td ele Pal Louis Host Brosated “7 a’ Gellar, ‘Turned ‘Sole, ocaded 
ac! tin, Turn e, is q an id Heel, te le, Full Louis 
Price $4.50 ma It Louis Heel _ 


R5927—Women’s Black Satin. A to D. Women’s “Unico” Felt Juliets. R5626—Women’s Black Satin. A to D. 
Turned Sole. Half Junior leak Heel. R190—Line all colors Price a y! Fy nll Sole. Full Louis Heel... . Price $3.50 
Price $3.25 Special Black and Gray PURER A Fe R5625—Same, except t. Beading on Strap 3.7 


| ‘. ical | ia 





What Makes a Shoe Style? 


Many elements contribute to the manufac- 
ture of a shoe and its ultimate success. 


Leather, however, is a deciding factor in the 
making of a shoe style. 


ATTA BROWN 61 and ATTA RED 71, of 
Brown tannage, have proved their worth as 
style makers. 


a INC. i 
WA 


EXECUTIVE OFFICE AND FA CTORY 
| 


ROCHESTER, N.X. 





aa 


Mt Tm, —_ iam MU 





HT TAAUAUANAA 111414) emu eens TUL PATTAATADRLERAPUOCTTATATTTATATATRAMUD (Pees. 2 cr lltews DIDI aDDPeeerdr camera cares © or MEMIDED S0y-cQUUT py yosiaputhPLUTEAEITP? 7 NEVANEO TEU UTTITRTTT RT ITETNITTITITV 1 eee 





o D. 
arter 


$5.00 
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This i why but one. 4 
new style e Pumps 
which our ein are 

now showing 














Style 500E 


Woman’s Patent Quarter and Vamp 

Radio Pump, Weasel Brown Kid 

Tongue with Patent Underlay, Lau- 

sanne Last, Turn Sole, 21%-inch Pat- 
ent Covered Full Louis Heel. 


Not in stock 
Can make in 5 weeks 
Prices quoted on request 





























The Pleasure 


of selling “Style Shoes of 
Quality”’ and the profit at- 
tained in doing so-is only 
equalled by the pleasure your 
customers will derive from the 
perfect fit and the excellent 
service of these shoes. 


Fascinating in design and au- 
thoritative in design UTZ & 
DUNN shoes may always be 
depended upon for genuine 
goodness in both materials 
and workmanship. 


Graceful lines, lightness — 
and daintiness feature 
our new Spring Samples 
and merchants who de- 
sire up-to-the - minute 
footwear should con- 
sider this line. 


UTZ & DUNN CO., Rochester, New York 


Representatives 
































DENVER OFFICE NEW YORK OFFICE LOS ANGELES OFFICE 

218 Charles Bldg., Denver, Colo. Bush Terminal Sales Buildi 
TIGER & McNUTT 130-132 West 42nd St., Room 1 

S. A. McOMBER, Representative 


709 Forrester Bldg., Los Angeles, Cal. 
1521 G. C. McATEE, Representative 
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To Assure That 
Absolute Exactness 


HERE is more in the science of last- 
making than appears on the surface. 


To secure that absolute exactness which 
is the basis of perfect fit requires an ex- 
perience of many years. 


The United Last Company. has as- 
sembled the experience of the best last- 
making brains this country holds. 


SIX SHOW ROOMS TEN FACTORIES 


BOSTON 
212 Easex St. BROCKTON ROCHESTER 


CINCINNATI 
803 Syracuse St. NEWARK HAVERHILL 


ST. LOUIS LYNN AUBURN 
Adv. -Eiae.. Rm. 303 CHICAGO ST. LOUIS 
Wells Big. fee. 406 NEW YORK MILWAUKEE 
PHILADELPHIA 
331 Arch St. Affiliated Company 
MILWAUKEE United is A ee Ltd. 
10 Metropolitan Bldg. with SEES 


HEADQUARTERS BOSTON MASS. 
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OLOR plays so vital a part in 
shoe fashion that no merchant 
who specializes in fine footwear 


can afford to choose his colored 
leathers carelessly. 


Madame never forgets where 
she obtained those shoes of un- 
usually distinctive hue. 


And that is why so many famous 
shoe shops always insist on Scher- 
er’s colors in ordering their high- 
est grades. 


The variety—the delicacy—the 
warmth and glow of SCHERER 
colors are not obtainable except 
from “‘the master-makers of col- 
ored glazed kid since 1883.” 


OSCAR SCHERER & BRO., Inc. 











BRONZE No. 34 
HAVANA BROWN 
No. 10 


LIGHT BROWN No.8 
BEAUTY BROWN 
NO 


CHAMPAGNE No. 18 
TERRA COTTA No.3 
WINE No. 6 
SEA-GULL CRAY 
No. 23 
MIDNIGHT BLUE 
No, 14 


BELGIAN BLUE 
No. 21 


MAPLE-BROWN 
NO. 12 


BOOZIE BLUE No.38 





Originators of and dgaders in Fancy Coored Kia 


29 SPRUCE ST.,NEW YORK 
Factory at Newark New Jersey 














MAKES BETTER SHOES STILL BETTER 
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Hagerstown Shoe & Legging Co., Inc. | 
HAGERSTOWN, MARYLAND, U. S. A. 








McKAY BOOTS 
MEDALLION PERFORATED 
INCLUDING RUBBER HEEL 


x -2 
a-tn Nat Ok moe co” OO STITCHDOWN 
a m“ year REG. US. PAT. OF FICE 


1.55 $1.80 5-8 8%-l1l 114-2 
$1.80 320 —Tan Lotus Button 7 $1.75 
‘ 320H—Tan Lotus Button, Heel $2.10 


412—Patent Polish, High Cut, Wedge.. 1.55 1.80 385 —Smoke Button 
402—Patent Polish, High Cut, R 385H—Smoke Button, Heel 2.10 


1.80 2.10 
1402—Patent Polish, High Gut, English 
Toe, Rubber Hel 2.10 feten _ 


Sttitee Reh Eat a Me $a Feet Bate 
1.85 300 —Black Kid Button 
416—Black Kid Polish, High Cut, Wedge 1.50 1.75 arg sow 0 tas 
seein Ri ik is 8a: “PE Shes Msi Bet, aa 
nme a ek ie wo BORDA BES, me 








418—Nut Brown 245 —Black Calf Blucher 
%° lish, 245H—Black Calf Blucher, Heel 
408—Nut wn : : 285 —Smoke Blucher 
Polish, 285H—Smoke Blucher, Heel 
265 —Mahogany Elk Blucher 
265H—Mahogany Elk Blucher, Heel 
237 —Tan Lotus Polish 
237H—Tan Lotus Polish, Heel 


° 207 —Black Kid Polish 
re Wa. 207H—Black Kid Polish, Heel 


. Toe 
247 —Gun Metal Polish 
247H—Gun Metal Polish, Heel 




















Style No. 629 


Dark tan Lo- 
tus Calf Blu- 
cher, Kozy 
Last, Goodyear 
Wingfoot Heel. 


Pick your men’s ‘shoes, retailing from $5 to $8, with care. 
Much is expected within this price range. 

Our record of quality maintained for more than a quarter cen- 
tury should have your thoughtful consideration. Weber Union 
Made Shoes will,retain the customers you make with them. 


WEBER BROS. SHOE CO. 
NORTH ADAMS, MASS. 


New York Office: 1328 Broadway, Marbridge Bldg. H. Harris, Rep. 
Rae: co IRS: 


\ 


- 











will appreciate your mentioning the publication in replies to advertisements. 








November 25, 1922 BOOT AND SHOE RECORDER 














CUPPED CUSHION SEAT 


SELF ADJUSTING SHANK 


PERFECT BALL SUPPORT 

















Sells on Sight— Repeats on Comfort 


As far as we know, no shoe has ever received 
so enthusiastic a reception as Truwauk. 
Stylish to a high selling degree. Comfortable 
to a point that makes repeat sales positive. 
Fitting qualities that are perfect. Dr. Lorenz 
says ofthe Truwauk:“AnatomicallyCorrect.” 
Women add: “How very good looking.” 














Many dealers are now making NOW IN STOCK 


turnover “records” on Truwauk. 4 : 
Sales are astonishingly large— Write for Trial Runs 


and several pairs are being bought Black Kid 
by many customers. Women ap- Oxford $ 7.00 
preciate a Comfort Shoe which Black Kidskin 

is strikingly stylish, too. Be the Two-Strap Pump 7.50 
first to tie up with Truwauks in Brown Kid 

your community. Write Today Oxford 7.50 
for details, AAAA to EE 











I. MILLER & SONS, Inc. 


ONE CARLTON AVENUE 
Brooklyn, New York 
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AZTEC CALF 
Norwegian Veals and Calf 
Viking Calf 


“‘Always Standards 
of Excellence”’ 


























Thirty years of uninterrupted service and success is one of the principal 
factors that has made for unqualified confidence in GALLUN’S QUALITY 
LEATHERS on the part of the great retail and manufacturing shoe in- 
dustry of this country. 


Neither manufacturer nor retailer can afford to experiment these days. 
Quality assurance is vitally necessary in the selection of the leathers 
that go into their shoes. Element of risk is entirely eliminated if you 
specify GALLUN’S QUALITY LEATHERS. 


In the great footwear style race 
for Spring 1923 Aztec Calf and 
Viking Calf will as usual’ be 
favorites. They are recom- 
mended for their absolute de- 
pendability, color correctness 
and style leadership. 


The original and genuine Norwegian Veals and Calf will also be repro- 
duced in all desirable colors and black and is easily the leader in brogue 
type of shoes for men and women. 


SPECIFY GALLUN’S QUALITY LEATHERS 
AND YOU SPECIFY THE BEST. 




















A. F. GALLUN & SONS CO. 


MILWAUKEE, WIS. 
A. F. GALLUN & SONS, INC., H. A. Ely, Mgr., 11 East St., Boston. | 
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“AT HOME” 


WHETHER IT’S AN “*AT HOME” OR THE 
DAILY BUSINESS ROUND, THE MAN IS 
PERFECTLY AT EASE WHO WEARS 


“She MAULDIN 
Shoe forNen 
SO PERFECT IS THE WORKMANSHIP, AND 
SO FINE THE MATERIAL AND DESIGN OF 
THIS MEN’S DRESS WELT, THAT MER- 
CHANTS HANDLING IT ALSO FIND THEM- 


SELVES PERFECTLY “AT HOME” WITH 
THE POPULAR DEMAND. 


THEY RETAIL AT $5.00, $6.00 AND $7.00 
QUALITY first, then—QUALITY 


(ev, Maupin & (HAMBERS 


ST. LOUIS, MO. 





The MAULDIN 
ed , Shoe forMen, 
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Many women are 
looking in your 
windows today, 
seeking, not the 
extreme styles, but 
slippers and ox- 
fords that are, at 
the same _ time, 
conservative, 
dainty and femi- 
nine. 


LY. 























Harrisburg Shoe Manufacturing Company 
Shoes for Women and Children 
Harrisburg, Pa. 


**Sane Styles and Sound Values’’ 



































No. 289 No. 288 
—— (Code Connie) 
{, Wine Red Russia Nut Ret, time 


$2:60 $2.60 


A definitely accepted Mock Welt Fall oxford, made of WINE RED RUSSIA or NUT BROWN 
RUSSIA. This number has a well-balanced shield tip, and just enough perforation to make 

it broguish, but still feminine. It is built on our famous Prize last—This last has a narrow heel ~ 
and full ball, and has proven a wonderful fitter. It is a shapely 12-8 rubber heel. We have 
stocked a large quantity of this number. B, C, and D widths. Sizes 3 to 9. 


IN STOCK IN STOCK 
$2.60 $2.60 


No. 311 (Code “‘Anna’’)—Brown Kid Oxford. No. 195 (Code “‘Style”’)—Black Kid. 
**)—Black Kid Oxford. ~ LAG sanyo Ee, a 
trim ‘fords wi sty! , gracef wo strap imi m made on 
Sa on our new Dream last. Flexible and durable. Neat! 
stock is smooth and soft. The trimmed sole , full leather sock lining, and 1 
Cc 


cs . ° rubber heel. ean, smooth, t kid in every pair. 
is in demand. B widths, 3 to 8; Ready to ship to-day. B width, 3to08; Cand D 3to 9. 


SEND FOR OUR IN-STOCK BULLETIN 





Terms 5%-10, 4%-30. Case Lots 7%-10 Prox. 


Harrisburg Shoe Manufacturing Company 


Shoes for Women and Children 
Harrisburg, Pa. 


“Sane Styles and Sound Values’’ 
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As perfect in Geace as the last’ iv 

Only a Vulco-Unit Box Toe can re 
shape of such delicately modeled t 
facturers use the Vulco- Unit B 


APPARATUS 
PROCESS ANO 
PRooUuCcTS 
PATENTED 


Largest Manufacturers of B B 


Chicago, G. W. KIBBY & CO.° St. Louis, OSCAR F. WRIGHT ‘CO. ‘Cincinnati, GEO. A. SPRINGMEIER vo. 
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IVORY HEELS 














IVORY WELTING 














IVORY MID-SOLES 














Trade Mark Registered 











IVORY TOP LIFTING] 














IVORY FIBRE HEEL BOARD 











: 


-  VAUGHAN'SS: IVORY © 
_ °s THE SOLE THAT HAS MADE 
© | © WHITE SHOES STAPLE 


be 
se 
Be a 


MADE BY 
GEORGE C.V) 
- “Tanneries at 


_PEABOO 
MASS. 


» {os aS ee 
" s Of ee ee 


; i Ivory Sole, Heel and Welting 








ae bp 





VAUGHAN’S IVORY SOLE LEATHER 
§ bye serviceability of every white shoe, be it for dress, sport or 

street wear, is lengthened materially when VAUGHAN’S IVORY 
SOLES are used. The moment the sole is laid, all problems of paint- 


ing, spraying and resultant cracking, disappear. Clear whiteness per- 
sists even after the shoe has outlived its usefulness. VAUGHAN’S 


IVORY, at all times, holds its trim, even edge. 
Make it a point to specify VAUGHAN’S IVORY in all orders. 


GEORGE C. VAUGHAN 


TANNERIES AT PEABODY, MASS. 
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uality Shoes far 
Men and Women 


2812 BLACK KID BLUCHER 2810 GUN METAL LACE $8.25 
COMBINATION LAST.. $9.25 S EASO N A B L bE 2710 COCOA RUSSIA..-- 8.25 
STYLES 2711 TAN RUSSIA . 


IN STOCK 


The approaching winter will unquestionably stimulate a call for men’s shoes of the 
highest grade in the styles illustrated here. In the comparatively short time we have 
carried these and several other styles in stock upon which immediate delivery can be 
made, we have learned that shoe merchants having a demand for this class of footwear 
have found it of great advantage. We can assume prompt delivery of your orders. 


JAMES A. BANISTER COMPANY 


370-386 ORANGE ST. NEWARK N. J. 





~oenaera—— 





= SO OOOO OOO OOOO OOO Oi aa i IE a I OO OO OO OOOO OOM OOS 


A BUYER here at the factory 
said: “Gee, that is a fine 
line of Sport Shoes.” 


We certainly do make them 
all sit up and take notice. 


SSS OM OM OX 


Regular trade will all have 

a chance to see them soon; . 

but those who haven’t 

bought them as yet can have Carries “Rajah” 
the chance by just saying oe oe 
soon a card. Are you the 

one? 


The Preston B. Keith Shoe (0., Brockton, Mass. 


Makers of Keith's Konqueror Shoes for Men and Women 
Campello Station 


SLL LL a OOo OOK OKO KOKO OSS SSS OO" 


QSL LL a OR i OO OO OO OO OOOO OOO OOOO 
SS o~D> 


SKS oS 











ooo ~*~ > 
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R682 — With White Stitching and Buttons .. $1.65 
R680 — With Red Stitching and Buttons .. .. 1.65 


Width E. Sizes 3 to 8 














APPROVED! 


The turn shown above has received the enthusiastic 


approval of every merchant who has stocked it since its intro- 
duction to the trade, about four weeks ago. 








You will find this new style, just added to the Helthy-Fut 
line, a ready seller. It carries best No. 1, 8 iron soles. Stock 
is of genuine patent chrome of high quality, snapped up with 
contrasting stitching of red or white with milo buttons to 


match. Spring heel. 


Catch a little extra trade during the Holiday season by 
displaying and selling this attractive and moderately priced 


turn! % 


Sinsheimer Bro. & Co. SINBAC 


211-15 W. Monroe Street 
off 
Chicago, Il. Pate va nee os 
ee 


The Boot and Shoe R jate your mentioning the publication in replies to advertisements. 
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Another Trio of 


Goding Styles 


Here are portrayed some of the features which will characterize the fastest selling 
young men’s shoes in early spring. In the Goding spring line you will find the 
various new elements of style correctness, tastefully combined. And their uniformly 
good construction insures the lasting satisfaction of your customers. 


No. 123 
Rueping’s Tan Calumet Grain 
Calf Oxford—Yale last—shield 
tip, soft box—heavy rope stitch 
sole with gable edge—Wingfoot 
heel (First grade) 


No. 129 
Rueping’s Tan Calumet Grain 
Oxford—New York last—extra 
heavy single sole with heavy 
rope stitch — Wingfoot heel. 
(First grade) 


No. 127 


Rueping’s Black Mohawk Calf 
Sport Oxford with black Calu- 
met Grain apron—Varsity last 
—shield tip—full double sole 
with heavy rope stitch and 
gable edge — Wingfoot heel 
(First grade) $5.65 


Made up for six weeks delivery 
All solid leather construction 


THE GODING 
SHOE COMPANY 


833-855 W. Chicago Ave. CHICAGO 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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” OTE the charac- 
N ter of the fine flat 
grainin Rueping's 
Mohawk Calf—a lea- 
ther that attracts the 
beppy young fellows 
—and their dads, as 
well. 





Nettleton No. L 164 
Buckminster Last 
Black Mohawk Calf 


Quite discernible thru the window is the superior grain and finish of 


Ruepings Mohawk Calf 


: Smooth grain leathers are in strong demand. The finish of 
For instance— Rueping’s Mohawk Calf is highly pleasing to most tastes. The 
sole rieateeton Finn lie 6.500 deep rich black holds its shape through the life of the shoe. 
reve eee Be Nene When a customer takes hold of a Mohawk Calf shoe, the ex- 
a strong window attraction. ©¢¢dingly mellow feel of this leather instantly impresses him 
Destese aaeyenens age with the fact that he is handling a shoe of quality. 
on the unusual number o 
people who, seeing it in the —_[t js decidedly to your advantage, Mr. Dealer, to know and to 
window, walk in and ask for = .,-cify Rueping’s Mohawk Calf. If the shoe travelers calling 


this particular shoe. ; 
If oa ee ee it, write | ©n you don't show samples of the sort of shoes you want, made 


A. E. Nettleton Co. up in Mohawk, write us. 


Syracuse, N. Y. , ; . 
Do you wish swatches? A postal request will bring them 


Fred Rueping Leather Co. 
FOND DU LAC, WIS. 


Boston Cincinnati Milwaukee St.Louis New York 
Chicago SanFrancisco Montreal Northampton, England 


BRANCHES 


FR: 0 RUEPING LEATHERCQ 
CE: NE A ARN EAE AR ES RE IS 


The boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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169—Brogue 


White Buck and 
Brown Shark. | 


AA to D 
$5.65 


Sport |( 


175—Campus “Faithful to the Last” 


Nyrite) cos moll ae tate! 
Brown Shark. 
AA to D 


If you want to turn your stock more 
times than you thought possible, then 
adopt the Nunn-Bush Merchandising 
Plan. Write for the complete details. 


. »* 
. + 
rs > 
Penne ere™ 










Gray Utella. 173—Radio 
AA to D Brown Aztec and 


" Smoked Elk. 
$6.15 AA to D 


$6.10 


109—Marne 
White Duck. 
AA to D 


$4.50 


174—Campus 
Nyrile) aos moll aritate! 


x Brown Utella. 
AA to D 
$5.40 


A 
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= = — 
150—Marne 


Genuine White 


Early showing of good, smart styles, 
every one of them; styles that are 
right. Good through and through. 
Very best materials; highest stand- 
ards of workmanship. A line that 
will satisfy the most critical dressers. 


30 to go days delivery upon receipt of order. 


168—Brogue 
Stic sitta ae tits | 


Nunri-Bish & Weldon Shoe Co. iiiereasaays 


MILWAUKEE, WISCONSIN 


162—Campus 
White Buck and 
Brown Aztec. 


AA to D 
$5.40 


164—Brogue 
A silica siti ae late! 
Smoked Elk. 
AA to D 


$5.65 


161—Marne 


Ad stic me sitla ae tele! 
Patent Leather. 
AA to D 


$5.40 
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“MEY AMAL 


The NOVELTY of NEWNESS 
The ASSURANCE of QUALITY 
The ADVANTAGE of PRICE 


Children’s 
84toll D width $2.40 


a 
Misses 11}3 to 2 GD 75> | gee 
. ee 


C and D widths 


STYLE 411—Cherry Calf, Mouse Brown Top, Full 
Vamp, All Leather Counters and Insoles, Rubber Heels, 
Perforated and Pinked. 


STYLE 409—Patent, Mouse Brown Top, Full Vamp 
All Leather Counters and Insoles, Rubber Heels, Per- 
forated and Pinked. 


-T VIE STYLE 407—Pate at T , ' ! sathe 
STYLE 411 : 1 YLE 407—Patent, Mat Top, Full \ amp, All Leather 
Counters and Insoles, Rubber Heels, Perforated and 


Pinked. 


2 
MEAS raider Ce. 
Exclusive Makers of Best Shoes for Boys, Girls and the Babies 


SEND YOUR ORDERS TO THE FOLLOWING DISTRIBUTING HOUSES 


CHICAGO NEW YORK, N. Y. PHILADELPHIA, PA. 
312 W. Monroe St. 123 Duane St. 51 North Third St. 


ST. LOUIS, MO. PITTSBURG, PA. 
1408 Washington Ave. 923 Penn Ave. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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King of Jobs 


Good Holiday Numbers 


at a Real Saving 
Save 15% to 30% 


All Shoes Sold 
Case Lots 
Only 


{ 





36 prs. to Case 





Men's Brown Vici Everett, Hand Turned, Rubber 
Heel. Good Leather Sole. Cushion Inner Sole. 


Sizes 6-9, 6-10, 6-11, 7-10 


Price $1.65 


Same in Black Vici 


Price $1.60 


Men’s Brown Vici Romeo, Hand Turned, Rubber 
Heel. Good Leather Sole. Cushion Inner Sole. 


Sizes 6-10, 6-11, 7-10 


Price $1.65 


Same in Black Vici 


Price $1.60 





Misses’ Mahogany Hi-Cut Lace, Extra 
High Cut. Perforated Vamp. Medallion 
Tip. Fair Stitched, Rubber Heel. Leather 
Top Facing and Eyelet Stay. 


Sizes 1114-2 
Price $1.55 


in Child’ 
Ladies’ Felt Moccasin with Contrasting Collar, =a e* py 
Extra Heavy Padded Chrome Sole, 24-inch Sizes 8}4-11 


Pompon. * 
os In following colors P rice $1 .40 


No. 500—Old Rose Sizes 





No. 510—China Blue 3-7, 3-8, i Gray Felt One Stra 

- ac oe Beauty 4-7, 4-8. “GneceaGa we le and Heel F 
0. aby Blue : . 

No. 540—Wistaria “ P r = Sizes 2)4-6 Sizes 3-8, 4-8 


Price 70c 


Sold 36 pair case lots only 62) Pe 


One color to case. 


Price $2.00 
4 ROSENBERG & SON 


144 ESSEX STREET BOSTON, MASS. 


; t and Shoe Rec: — + - »— apprecis ite your mentioning the pu blication in > to —— — ents. 


























mse | YOu Can’t Afford to 





oc 


B821—Black -- Steel 
nial 











B823—Same 

cept 148 F 

Heel. Code “Bueno” $4.00 
e as’ po, ex- 

cept Imitation Turn, 1 

S nigh Heel. Code 


xx x x 


<x x x 





$3.50 


B871—Black Satin Theo Tie, Genuine Turn, 
268 Sepatch Heel. Widths A to D. Code 


st gr = spores except 16-8 Full Louis 
$3.50 











<—cxxx x 


Write for 
$3.50 \ New Catalog 7.6 


B777—Same as above, except Genujne », Tom. lat 
16-8 Full Breasted Louis Heel. Widths A to D: Fe a ete 
« . 

B802—Black Satin One Strap, 14-8 ie. Louis 5. 

Heel, Brocaded artes, Leather Lined, Imi- 

tation Turn. Widths B to D $2.85 B769—Same as sbove, except Imitation Turn, 
14-8 Half Louis Heel. Widths B to D. Bead- 
ing on Vamp only. Code “Ivy” 


(ote ecere esses oss see es = = = = = a: 


ee a a a ae a ae ae ae ae ne a ae 


———<—— =< — a 


$3.85 $2.15 


B720—Black Satin One Strap, 16-8 Full 
Breasted Louis Heel, Genuine Turn, Leather ee en ee Wea 8 hn Gu Visas 
Lined, Metal Ornament. Widths A to D. ° “Adra” sais 


Code “Pan’ $3.85 
B730—Same, except l ~ Jr. Full Breasted B791—As above, except with 12-8 Cuban Heel. 
“Pa $3.85 : $2.15 


Louis Heel. Code * 
We'll See You At 


_HANNAHSONS SHOE COMPANY 


_—-—s 
le es 


-----.--. 




















B710—Black Satin One 
Rosette T 


ie, 
16-8 Full 

Breasted 
Widths A to oD Code 


B715—Same 
cept 14-8 Jr. Full B 
Louis Heel. 











————————==—=—— = 
_——— ee a a a a a a 











$2.35 
B755—Black Satin One Strap, Imitation Turn, 
Lea Wi B 


ther Lined, 12-8 Cuban eel. 
D. Code “Martha” 


$2.35 
B760—Same as above, except 14-8 Louis Heel. 
Widths B to D. Code “Susan” $2 





$3.75 Write for 
Eine, Ke Fell Loss en, Cosine Tare = New Catalog’ | 


oar A to D. hove exce 14's Full 5=. 
B83 —Same as a ve pa u reast- 
Widths A to D. $3.25 


B797—Black Satin Fleur de Lis Grecian, Genu- 
ine Bench-made Turn, Leather Lined, 13-8 
Cuban Heel. Widths Ato D. Code“ 


Fo 


—— a a a a a a a a a a ah at ah at at at at ate an at at at ak nh "me "ae ate as ae "nb Tate shat 'ak ah a Tah ahah ak’ uh me” 


i 


$3.15 


B840—Black Satin Colonial, Brocaded Quar 
ter, Imitation Turn, 14-8 Spanish Heel. Widths 
B to D. Code “Avis” $3.1 


$2 85 


B7. sther Lined, 14-8 Two wo Sp. ! janteation | 7. 
B848—Same as above, except Genuine Turn. : Leather Lin 14-8 
Widths A to D. Code “Bunny” $3.85 D. Code “Est $2.85 


Chicago Booth 75 
HAVERHILL, MASS. 


—————————— = 
-_——— 
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A ur § fat =: ‘ok bn in our own 
are selling our sh shoes. at ane de facto profit mar- 
rably more thas ait. ; i 
—with no difficulty. countable for the high standards 
That shows how keen judges of _ of value we are offering you. 
value appreciate what we are giv- 

ing them. 


Style No. 502—Barn- 
et’s Van Dyke straight 
lace oxford. Fancy per- 
foration on quarter, 
outside half wing tip, 
square medallion. Nine 
iron soles. 9-8 Wingfoot 
rubber heel. Widths A, 
B, C, D. 


PRICE 


$3.50 


Style No. 505—Gen- 
uine black kid straight 
lace oxford. Plain per- 
foration on lace row and 
vamp, straight tip. 8 
iron soles. 13-8 Cuban 
rubber heel. Widths B, 
Cc, D. 


PRICE 


$3.15 


Style No. 504—Pfister 
& Vogel’s black gun 
metal blucher oxford. 
Plain perforation 
around quarter, straight 
tip. Eight iron soles. 
9-8 sabpes heel. Widths 


” PRICE 


$3.15 


Style No. 500— J.S 
Barnet’s Ace russia calf 
(medium shade brown) 
blucher oxford. Fancy 
erforation on quarter, 
imitation half wing tip, 
shield medallion. Nine 
iron soles. 9-8 Wingfoot 
rubber heel. Widths, 


oy“ 


PRICE 


$3.50 


Style No. 503—Barn- 
et’s Van Dyke straight 
lace oxford. Fancy per- 
foration on quarter, 
outside half wing tip, 
square medallion. Nine 
iron soles. 14-8 Wing- 
foot rubber heel. 
Widths A, B, C, D. 


PRICE 


$3.50 


Style No. 501—Carl 
Schmidt’s black Eric 
{boarded blucher ox- 
ord. Fancy perforation 
on quarter, imitation 
half wing tip, shield 
medallion. Nine iron 
soles. 9-8 Wingfoot 
rubber heel. Widths A, 
B, C, D. 


PRICE 


$3.50 


TERMS 5%;10DAYS 


MALDEN, MASS. 





Makers of 
GOODYEAR 
WELT SHOES 
for WOMEN 








Retail at $5.20" 


Newest styles are stocked at once. } 
These fancy perforated sport ox- . 
fords of our own exclusive design, !! if 
shown below, are typical of how 
we play the stock game for our 
customers. 


Note Especially The High Grade Standard Leathers We Use 


In Stoch—Now—To Rush 


No less than twelve pair sold of any one width. 


Nathan & White Shoe Co. 
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Let USKIDE Soles Add To The 
Reputation Of Your Shoe 


. OU don’t have to tell me about USKIDE Soles 
any more—I know what they'll do,” is what 
one shoe retailer said recently who last year sold 
more than 100,000 pairs of shoes with USKIDE Soles. 
In appearance—in comfort on the foot — USKIDE 
is the equal of the best of other soles—leather or 
otherwise. 
In length of wear, USKIDE is repeatedly proclaimed 
as being the outstanding superior of any. shoe bot- 
toming on the market today. 
Specify USKIDE Soles on one of your sturdiest lines 
and ask us to show you how to turn them into 
leaders. 


United States Rubber Company 


USKIDE 














Soles 


The Beet and Shee Recorder will appreciate your mentioning the publication in replies te advertisements. 











a 








November 25, 1922 BCOT AND SHOE RECORDER 












































Infant’s bal, lace or button, patent vamp 
with tip, gray buck upper, turn sole, 
spring heel, lined, Sizes, 4 to 8. 


Most Profitable and Quickest Selling 
Shoes on the American market today 


Free advertising material furnished dealers for 
Dr. Adler Scientific Hygrade Shoes creates a 
demand that keeps our dealers selling overtime. 


| are no boots and shoes on the (Q SPECIAL NOTICE 
—e —_— b pny —_ “i so The demand for Dr. Adler’s 
insistently in demand as the complete ee. 
line of DR. ADLER SCIENTIFIC pence tales stapes ben 
nda sg mane gsc pen it necessary to appoint the 
in styles, comfort and wearing qualities 
any shoes you have ever handled. CRESCENT SHOE CoO. 
Dr. Adler Scientific Hygrade Shoes are 159 Duane St., New York 
now made in the largest and most mod- our sole distributors for Greater 
ernly equipped shoe factory in the world. New York and vicinity. They 
These are the only shoes built with the Dr. will carry in stock, at all times, 
Adler Metacarpal Curve, the discovery of a for immediate delivery, a com- 
shoe building genius. They are bench plete line of Dr. Adler Scientific 
made turns and welts; soles of the finest Hygrade Shoes insuring the most 
bend oak, highest class workmanship and prompt service to our friends 
materials. A line that is guaranteed to | who come in to the New York 
you in every way. (wholesale shoe district. 





DR. ADLER SCIENTIFIC SHOE DIVISION OF 


ROSEN WASSER BROTHERS, Inc. 


Makers of ‘‘Babe’’ Ruth Home Run Shoes for Boys 
Factories and General Offices, Long Island City 


This Registered Ni Adlels Every Dr. Adler 


Trade Mark Scientific 


on the sole of * HYGRADE Hygrade Shoe 
SHOES 
RE 5 








| 
































N 


fe 








WHEN you tell your customer 
“it’s made of VICI KID,” 


you are talking in terms that most 
people understand. 


You can still further increase your 
customers. confidence in you by 


peat 


“There Is Only 
There Never Has 











K 


informing them that VICI KID 


is still made—and only made— 


by the house that originated 
VICI over thirty years ago. 





Robert H. Foerderer Inc. 


Sole Manufacturers of Vici Kid 


PHILADELPHIA 


y One Vici Kid 
;|Been Any Other”’ 
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H & E Quick Selling Turns 


—IN STOCK— 


“EVERY SHOE A BUSINESS BUILDER” 


rat sf gf 


No. 160 No. 162 No. 161 No. 159 
No. 160—Black Satin Edna, No. 162—Black Satin Rita No. 161—Black Patent Chrome No. 159—Brown Satin Vamp 
Small Tongue Colonial, Suede 1 Strap. 15-8 Louis Heel. A, Edna, Small Tongue Colonial, Milo Colonial, Brown Brocaded 
Tongue, tin Inlay. 160-8 3-8; B, 2%-8; C, 24-8. Price, Black Suede Tongue, Black Speareee and Heel. Brown Kid 
c 


Spanish Louis Heel. A-C $4.75 Patent Inlay. A-C. Price, >ngue Pogeaded Inlay. A, 
PUB: coccccccccccececs $5.35 Deliveries, Dec. 15th $5.35 3-8; B.2%-8 $5. S 24-8. Price. 


No. 157—Patent Chrome Milo No. 158—Black Satin Milo Co- 
Gore Front Colonial 16-8 lonial. Black Suede Tongs 
Spanish Louis Heel. A, 3-8; A, 3-8; B. 2-8; 

B, 2-8; C, 24-8. Price $5.50 Price 


Cuts of these shoes for newspaper use will be supplied at a nominal price. 


H&ESTYLES ASSURE QUICK TURNOVERS 
SATISFIED CUSTOMERS FOLLOW SALES 


Hopkins & Ellis turns of quality in addition to an up-to-the-minute 
style appeal, possess superior workmanship that makes them ideal 
business builders for dealers who seek to give their customers real style 
and quality at prices that make friends. 


| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 








WESTERN STOCK DEPARTMENT, W. J. CULLY, Mgr., 
CAN SUPPLY THE FOLLOWING NUMBERS AS WANTED: 


157—158—159—160—161—162 


THIS DEPARTMENT WAS ESTABLISHED FOR THE 
BENEFIT OF OUR WESTERN TRADE. MAKE USE OF IT. 














HOPKINS & ELLIS 


FACTORY 
HAVERHILL, MASS. 








—==_— a fe 
— —— ee ee eee eee ee el 
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Mr. Shoe Retailer! 


HE largest element in the making of good white leather 
is time. Time, plenty of it, backed by a thorough 
knowledge of the specific art of tanning white leather. 





We have all the required elements at our control 
except one—time. You can give us that. Please encourage 
your shoe suppliers now on your next white run. 


Tell them now so you can get the benefit of good white 
leather slowly made. You will be financially repaid. 


Be ceriain of satisfaction—specify. 





WHITE LEVOR GRAIN KID 
Cabretta 


For popular priced shoes 








WHITE LEVOR GRAIN GOAT 
Cheverettes 


For exclusive lines 











GLOVERSVILLE, N. Y. 


NEW YORK - BOSTON 


Distributing Force 
ARTHUR S. PATTON LEA. CO. GEO. W. NEWMAN LEA. CO. 
St. Louis Cincinnati 


McGAW & ATKINSON EDWARD ZOHRLAUT 


Chicago San Francisco 
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Shanks Made 
of Tempered Steel 
Self-Adjasting 


Wing-Foot Rub- 


Five More Styles of Menihan Arch-Aid Shoes Carried In Stock— 


We have a very interesting agency plan, the most liberal ever offered to shoe merchants. 
Write for details. 


In 





rT am 


PARCHAID? 


I 





(ROCHESTER, U.S.A] 





No W317—Black Glazed Kid Four- No. W117—Black Kid Blucher Oxford, 
Strap, 13-8 Solid Leather Heel with Si 10-8 Solid Leather Heel with Wing- 
Wingfoot Rubber Top Price, $5.85 foot Rubber Top Price, $5.85 





No. W417—Havana Brown Kid Four- } No. W217—Havana Brown Kid Blucher 
Strap, 13-8 Solid Leather Heel with Oxford, 10-8 Solid Leather Heel with 
Wingfoot Rubber Top..........Price, $6.50 . —1i%to12| Wingfoot Rubber Top Price, $6.50 
—Il tol2 
No. W917—Sterling Patent Colt Four- — to 12 
Strap, 13-8 Solid Leather Heel with al = - 


Wingfoot Rubber Top.......... Price, $6.00 —4 to12 


Shoe Company 


MANUFACTURERS & DISTRIBUTORS 


Rochester VO 
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ROCHESTER QUALITY TURNS 








Ready Holiday Sellers 
IN STOCK 


For Immediate Delivery 


Our Fall catalogue just off the press illustrates 
complete line of flexible turns, sizes 1 to 5, 
spring heel flexible turns, sizes 3 to 5, and 
spring heel turns, sizes 5 to 8. SEND FOR 
IT TODAY. 

Remember, Hapytoz are made for the retail 
trade exclusively, and are guaranteed all 
leather. They will increase your holiday 
business. 





~< 
pe 
ee —— Ng 
% > ¥ —_ 
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= ; A % 
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< 


— ee \ 
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= 
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No. 292-B—Sizes 1 to 5 No. 290-B—Sizes 1 to 5 Q/ 


Mock heel flexible " Mock heel flexible turns. Pat- if} 
ee oe ent leather, white kid. Patent / y) y 
isle 


ent leather, red kid collar. > soe 








—_ 


NY {ANN 
Cossack Boot Cossack Boot ity i) See 
fated 


Price $1.20 per pair a | , \\\ 


Price $1.30 pair \ 
i i y aT ie, Ww 
pil L 


Oe OO ec 








MANUFACTURERS 


ROCHESTER, N.Y. 


: /mpertal Chilorens Shoe Corporation 
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Johnson Bros. “Arch Solace’’ 


Oxfords In Stock 


We are putting in stock these four styles of Orthopedic oxfords that have 
met with quick approval by the trade. Made on the quality basis that 
have characterized this line for many years :: :: Send for Samples 


2B is 


No. 300—Brown Kid Lace yorye 13-8 Goodyear No. 301—Brown Kid Lace Oxford,” 11-8 Goodyear 
Wingfoot Rubber Heel, Metal Arch Support, ~ ee Wingfcot Rubber Heel, — = S435 


No. 303—Same style in Black Kid. = Peery $4.10 


No. 302—Same style in Black Kid...........-. $4.10 


Sizes: AA, 4 1-2 to 9; A, 4 to 9; B, 3 1-2 to 9; C, 31-2 to 9; D, 3 to9 
Sizes 8 1-2 and 9, 25c extra 


Pine Tree State. 


SHOE MFG. CO. 
MAINE _ 
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ARCH PRESE VER: 


yl? 


— 


ties sence Yr 








11 STYLES 
IN STOCK 


Arch Preserver Shoes for Men 
provide genuine comfort at all 
times. Patented features of con- 
struction take%care of that. Yet 
they are stylish enough to be 
worn anywhere—at the football 
game, on the golf links, or at the 
club. 








These two valuable features con- 
stitute the, basic reason why so 
many merchants have made 


money on Arch Preservers. You, 
tock No. 170—B If Oxford. 
too, can sell them profitably. Last. tes Single Sole. Wath aA ee. be 
ce $7.15 


Order a few pairs from stock. Same shoe in nf Brewn Calf, Stock No. - 
Heavy Single Sole Price $7 


E.T WRIGHT & CO., Jnc. Rockland Massil 
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Our Salesmen Are Leaving For Their Territorie 





J & K samples are, as usual, the pace 
makers in style. Notwithstanding the diffi- 
culties we have just passed through, we 
have produced the finest line ever turned 
out of this factory. 


We will positively deliver all orders on the dates 
promised. By January 15th we will be making as many 
shoes as ever before and they will be as good, if not 
better than any shoes we have ever made. 












We regret our inability to take care of the business 
offered us in the past few months. We have been 
engaged in a struggle that has been just as important to 
our customers as to ourselves. Winning this strike has 
meant as much to Retail Merchants as to the Manu- 
facturers. 











Our employees are happy and contented. They are 
giving an honest day’s work for an honest day’s pay. 
They are sure of a square deal and good treatment. 







We appreciate the loyal support of our customers in 
our recent struggle. This co-operation has placed us 
under lasting obligations. We shall show our appreci- 
ation by rendering the best service and making the best 
shoes we are capable of producing. 


The SSULIAN & KOKENGE (Co. 


(Manufacturers of GY Women's Fine Shoes 
CINCINNATI, O. 
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orld «=©60°“F oot Saver” Shoes In Stock 








We have selected ten of 
the best selling numbers 
of Foot Saver Shoes, and 
are placing them in stock. 


















Write for catalog of “‘Foot 
Saver’’ Stock Shoes. 











National Advertising 


Early in the New Year we shall begin 
National Advertising on a larger scale than 
ever before. Pages in Ladies’ Home Journal, 
Woman’s Home Companion and Good 
Housekeeping Magazine, also National 
Newspapers will start the big publicity 
drive. Write at once for particulars as to 
the possibilities in your city. 


The SULIAN & KOKENGE (©. 


(Manufacturers of \@Y Women's Fine Shoes 


Cine ee 
CINCINNATI, O. 
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Automobiling 


Boating 
Canoeing 
Yachting 


Golf 
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Superior 


Larkide makes a most desirable sole for auto- 
mobilists, because: 

The heat from the engine does not penetrate 
Larkide, and the foot does not slip from the 
accelerator. 


Larkide Soles assure the man on the deck that sure- 
footedness so necessary for safety in sport footwear 
during the summer season. To the man constantly 
around a wharf, the non-slipping and firm-gripping 
qualities of Larkide Soles together with their water- 
proof guarantee, make him safe for ail kinds of 
weather. 


Larkide Soles on the Golf Shoe insure more comfort to 
the Golfer because of no uneven surface and furthermore, 
they are non-slipping. Regardless of weather a golfer is 
driving off the tee or walking along the fair-way he is as- 
sured of a firm grip to the ground as Larkide Soles will 
not slip. They are flexible and water-proof and allow the golfer to 
play regardless of ground conditions. And remember! They can be 
worn from the green to the assembly hall and not carry the mud and 
dirt. Furthermore, no matter how warm the day, they will not cause 
foot perspiration. 


Larkide Soles are ideally built for hiking, hunting and fishing. They 
have wonderful wearing qualities and stand up under all conditions. 
They insure absolute sure-footedness and are water-proof. A truly 
wonderful sole for moccasin footwear. Larkide Soles, moreover, are 
unexcelled for children’s play shoes, whether a Goodyear Welt or a 
Stitchdown. 


Larkide Soles for tennis shoes and indoor sports such as basket-ball 
gymnasium and bowling, stand out particularly strong, because ot 
their flexibility, non-slipping, and non-heating qualities. The all- 
around qualities of Larkide add value to the skill of the player by giving 
him a sole that responds in every way to the demands of the exercise. 
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Larkide Soles are particularly adapted for all kinds 
of footwear: Sport shoes, dress shoes and street shoes. 
In each class of shoe will be found the kind of bottom 
which will meet the test of Smart Appearance, Long 
Wear and Comfort. It is NOT like other soling: it is 
ORIGINAL in its manufacturing and very attractive 
in the way it stands out on all the different styles of 
shoes. 

Larkide Soles for the thousands who wear Sport 
Shoes both for street wear and all lines of sports,stand 
above other soles. They make lasting friendship by 
their STURDINESS, their TRIM APPEARANCE 
and those HIGH Grade Qualities of Enduring Soles. 

Where your trade is critical of the values you offer, 
specify on your order --- LARKIDE SOLES---whether 
for Sport or Dress---and you can safely guarantee 
your customer True Value and Satisfaction. 


Remember LARKIDE SOLES for Sport Footwear, Business or 
Dress. The are the SMARTEST and NEATEST SOLE that can 
go on a shoe, and they are Non-Slipping, Flexible, Water-Proof, 
Non-Heating, and Comfortable. 


Specify Larkide Soles on your order for Sport Footwear for 5pring 


LARKIDE 
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The SMARTEST and NEATEST 
SOLE for the SPORT SHOE 
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Nothing in the shoe 
but the foot 






















HOE specialists insist that shoes 
built with Crawford Arch Sup- | 
porting Shanks are scientifically correct. 
Such shoes relieve fallen arches and safe- 
| guard normal feet. They bring health 
| and happiness to your customers and 
| increased business to you. 





Tre caord Arch. Supporting | 
Shank is built right into the shoe 
—fitted between the inner and outer 
sole and locked to the insole. It pre- 
serves the shape of the shoe, giving sup- 
port to the arch and ease to the foot. It 
cannot abrade the skin. 








To boost your business, sell shoes built 
with Crawford Arch Supporting Shanks. 





























United Shoe Machinery Corporation 
Boston Massachusetts 
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Styles Ready To Ship 


“If It’s a Dalton It’s a Delight” 
‘‘Johnnie Walker’’ Last “‘Glengarry’’ Last 













== 






























Stock No. 526—4 Norwegian Bal, Heavy S. S., Wing- 
a A, 7 to 11; B, 6 to 11; C and D, 5 to II. 
eee $6.00 Stock No. 592—Genuine Brown Scotch Grain Hea 


Stock No. 426—As above in Black Norwegian. Same - 
sizes and widths. Ready Nov. 15. Price cs $6.00 S. S., Broad Heel. Widths A to D eeccccccces $6.00 


MEN’S SPORT OXFORDS 


Stock No. 382—Sport Last Smoked Elk Sport Ox- 
ford, Gal. Four Apron, Red Duflex Ribbed Sole and 
32) * 4 “Sere $5.50 
Stock No. 310—Sport Last Tan Box Sport Oxford, 
Tan Box Apron, Red Duflex Ribbed Sole and Heel. 
a ee ete $5.85 
Stock No. 312—Sport Last Tan Box Sport Oxford, 
Brown Cordovan Apron, Red Duflex Ribbed Sole 
and Heel. B to E Wide.................... $5.85 


The Dalton Company, Inc. 
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Makers of Fine Shoes 
BROCKTON, MASS. 


BOSTON NEW YORK CHICAGO 
183 Essex Street 651 Marbridge Bldg. 706 Security Bldg. 
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cA Bigger Kactory— 


Better Deliveries— 
For Fine Turn Novelties! 


b | faba twice the factory space of our former plant, we are 
now ready to give our customers better footwear, quicker 
deliveries and increased service all along the line for the New 
Year and Easter trade. 

We are now manufacturing our famous fine turn novelties 
for women in the modern factory formerly occupied by Hilliard 
& Tabor, this city, and the facilities of this—one of the 
best locations in Haverhill—will give us elbow-room and 
greater enthusiasm to make the “F. & O.” product surpass all 
previous records for output and quality. 


If you’re in Haverhill—drop in and see us. 


Felstiner-O’ Connell Shoe Co., Inc. 


162 Winter Street Haverhill, Mass. 

re SERS RRR ROSS SRR ere R ee Serer rre 
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“SALES STIMULATING STYLES 


TURNS -- IN STOCK -- IMMEDIATE DELIVERIES 


$4.9 


A trial order on “‘C & S”’ Tie to the “C & S’’ line 
turn novelties will be for results. Write us 
assuring that we can your ideas regarding new 
supply styles which bring novelty turns for your 


No. 160 
business and profits. Black Satin One Strap Junior Louis store. 


Heel. In Stock. Widths A, B, C. 
Price, $4.00, less 5% 10 days. 


No. 165 
Same as above, full Louis Heel. 
In Stook. Widths A, B, C. Price, 
$4.00, less 5% 10 days. 


COLLINS & STAPLES 


Factory, Haverhill, Mass. 
Boston Office 


183 Essex Street Geo. H. Lewis 
oom 306 Atlanta, Ga. Harry Newman 
Gene Ricker in charge Southern States Middle West 


of wholesale trade 
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Help Her to Save 


More Lives 
ae year over 100,000 lives 


were saved with the aid of 
Tuberculosis Christmas Seals. Tu- 
berculosis is being controlled. The 
death rate has been cut in half. If 
you and others join the fight, it can 
be stamped out. 


Buy Christmas Seals. When you 
see someone selling them, help the 
fight along by buying all you can. 
Your help, the help of every happy, 
healthy person, is needed; and it 
will count. 


Stamp Out Tuberculosis| 
with Christmas Seals 


THE NATIONAL, STATE, AND LOCAL 
TUBERCULOSIS ASSOCIATIONS 
OF THE UNITED STATES 








IN STOCK 


No. 4408—Women’s imported bench-made black 
patent leather mule, purple, satin lined throughout, 
GUMS CUO Wii scccicseseseccsceevesecescsconscecssnseed $3.25 


No. 4410—Women’s imported bench-made cab- 
retta mule, satin lined throughout, cuban covered 
heel, black and red 


We Guarantee Their Satisfaction But 
We Can Not Send Samples 


Golo Slipper Company 


129 Duane Street - - New York 























Guaranteed Gore 


As Being Used in the Latest Styles 


GROSGRAIN 
AND 


SATIN FINISH 
Trade Mark 


EVERLASTIK, INC. 


Webster and Spencer Aves. 395 Broadway 
CHELSEA, MASS. New York City 
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The Correct 





for all occasions 


URNS IN STOCK 


“The Right Designs For All Times” 


The above illustration shows another new design 
added to our STOCK DEPARTMENT to 
satisfy the demand for a smaller tongue. 


No. 809X—Patent Leather Josephine, 13-8 10 delivery from Newburyport, code “Brownell.” 
Louis heel, 46 last, dime toe, widths AA-C, Price $5.75. 

December 5 delivery from Newburyport, code No. 817—Gray or Calf Josephine, perforated 
“Brunette.” Price $5.10. all around, 14-8 Spanish Louis heel, 38 last, 
No. 810—Dull Calf Josephine, perforated all dime toe, widths A —C, December 20 delivery 
around outside edge of tongue and vamp, 13-8 from Montgomery, code “Dragon.” Price 
Spanish Louis heel, 56 last, quarter toe, December $6.00. 

10 delivery from Newburyport and Boston, code No. 820X—Black Suede Josephine, patent 
“Shuffle.” Price $5. tongue, 17-8 Louis heel, 55 last, widths Ra-c, 
No. 815—Bronze —) Josephine, 14-8 Louis December 20 delivery from San Francisco, code 
heel, 38 last, dime toe, widths AA—C, December “Winky.” Price $5.85. 


‘‘We are making better shoes than ever’’ 


NATHAN D. DODGE SHOE COMPANY 
Newburyport, Mass. 


IN STOCK DEPARTMENTS OTHER OFFICES 
Boston, Mass.—i79 Lincoln St., 416 Chicago, I1l.—19 So. Wells St., 310 Lee 
Kiana Bane Bide Philadelphia, Pa.—929 Chestnut St. 
New York, N. ¥Y.—108-110 Duane St. Montgomery, Ala.—105 Bibb St., Cotton Seattle, Wash.—2716 Warren Ave. 
Francisco, Calif.—770 Mission St., Exchange Bldg. Pittsburgh, Pa.—Hotel Henry 


San . 
Keil Bid Denver, Colo.—Corner Arapahoe and 15th 
~ , Mo.—Ninth and Main Sts.. Sts., Rooms 414-415, Mercantile Bidg. Indianapolis, Ind.—424 Saks Bidg. 


Kansas Ci 
215 Sheid ey Bidg. Newburyport, Mass. Wadsworth, Ohio—College St. 
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EXIT.MUD TRACKS! 


NJ ‘crattyour « you are anxious to make real friends 


of all your customers. Especially the women of Cups and depressions which col- 
lect dirt and mud and leave tracks 


families who play such an important part in 
on clean floors. 


directing their personal trade, their children’s trade 
and their friends’ trade either to your store or to your iA vA [ 
competitors’ stores. 

Wouldn’t it please them to know that you had made yyy PI) rrr) 
a special point to have placed on your shoes rubber yyy Y ff YY ff 
heels that do not track mud into the house? Ansan ALLL 

A little selling point like this would convince them 
that you are interested in their point of view. 

In designing the new heel, Armstrongs decided to 
eliminate the cups and depressions that catch and carry 
dirt and mud. The design is built above the level of the 
heel itself, thereby eliminating places for mud and dirt 
to lodge. 

Point out this mud-free feature about the Armstrong 
Circle A Rubber Heel to some of your customers. It 
will help the sale. 

Perhaps you have not yet seen the new Armstrong 

Mud has no place to collect on 


Heel? State your si le pair will go forward 
to you at pent —_ ee ae the Armstrong Circle A Heel. The 
y » prepaid. surface design is built up from the 


ARMSTRONG CORK COMPANY top level of the heel. 
Shoe Products Division 


Armstrong 
Circle @ H ee / 
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Goodwill Shoes 








For Hard Service and Long Wear 


IN STOCK 
Ready for 
Immediate 


ar Welt Chocolate Elk, Single Leather Sole, 


No. 231—Men's Brown Elk Goodyear Welt Mun- om 
son Last, Chrome Undersole, Stock Gusset, Lea- Solid Leather Heel, at......$2.50, $2.30, $2.05 
_ ther Counter and Box, Half Rubber Heel, at $3.50 


Our complete line of Men’s and Boys’ Shoes, made of the best leathers for Hard Ser- 
vice and Long Wear and priced at lowest possible figures, would give you and your 
customers the best of service and satisfaction. 


All stocks have Full Vamps, Solid Leather Soles, Solid Leather Heels and Grain Insoles. 





Every number in 
stock complete in 
all sizes. Order 
now for your at 


once and future 
needs. 














Terms: 5% for cash within 10 days 
or net 30 days. 


Send for circular and No. 1041—Boys’, Youths’, Little Men's 
No. 491—Brown Full Grain Retan Blucher, Two Full late i-Cut, Two Fu ather 
Leather Soles, Solid Leather Heel. Reg., $2.25, Spec., samples a Solid Leather Heel, at, $2.60, $2.40, 


ARTHUR WILLIAMS SHOE CO. 


HOLLISTON, MASS. 
Sales Offices and Stock Rooms: 15 High Street, Boston, Mass. 
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Evangeline = 


atm Women 


IN STOCK 
Sturdy Oxfords 


for 


Winter Wear 


= )Sil== == 


AMERICAN BEAUTY 
Stock No. 4928 


Women’s Brown Calf Oxford, Shield 
Tip, Foxed Quarter. 11% inch Wingfoot 
Rubber Heel, 95 Last—Goodyear Welt, 
Heavy Sole, Natural Bottom, Stitched 
Bi coriviosclargavcsddneeseoss® $3.60 








Stock No. 4952 
Same as above in Black Calf. .. . .$3.60 


AMERICAN BEAUTY 
yet Stock No. 4879 


Women’s Brown Calf Blucher Oxford, 
Shield Tip, Whole Quarter. 15 inch 
Wingfoot Rubber Heel, 96 Last—Good- 


Send for Catalog | ES ee ee 


‘ . Stock No. 4935 
and Price List Same as above in Black Calf. .. . . $3.60 








MADE BY 


A.H. BERRY SHOE CO. 


BOSTON SALESROOMS, 186 LINCOLN ST. (4th Floor) 
PORTLAND, MAINE 
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DIAMOND BRAND Fast Color 


Eyelets contribute to the practical 
ornamentation of well-made shoes. 


UNITED FAST COLOR EYELET COMPANY 


Boston, Massachusetts 
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600—Black Kid Oxford 
605—Brown Kid Oxford 
610—Black Kid 2 Strap .........seeeeeeeees 4.25 
615 —Brown Kid 2 Strap..........eceeeeeees 4.75 


675—Black Kid Fat Ankle Boot............. $5.00 

670—Brown Kid Fat Ankle Boot............- 5.75 

650—Black Kid Full Ankle Boot............-. 4.75 

660—Brown Kid Full Ankle Boot............ 5.50 
Sizes, 34 to 10, C-EE 

NOTE—To sizes 8% and 9 add 25 cents; 94 and 10 

add 50 cents. 





ALL NUMBERS IN STOCK! 


You can secure the styles listed, at once, and 
begin developing a profitable wide-ankle trade. 
Scores of women seek shoes of the type we manu- 
facture, and nowhere will you find a better 
line than our “Style-Full Over-Sizes.” Each 
number is made from dependable kidskin, is 
equipped with “Crawford Arch Supporting 
S ank” and carries the famous “O’Sullivan 
Rubber Heel.” All are Goodyear Welts. Check 
off your needs on this page, and wire or write us 
for immediate action. 


Anderson-Owens Shoe Co. 
LYNN, MASS. 
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IN STOCK 


No. 82. Men’s horsebutt, felt 
lined, cushion sole 


Sizes 6 to 11 


No. 84. Women’s 
suede, felt lined, 
cushion sole 97 }¢c 
Fawn—Copenhagen 


Fawn—Green lined | 

Gray—Copenhagen lined 

Gray—Old Rose lined 

Gray—Green lined 

Copenhagen —- Copenhagen lined 

American Beauty—American Beau- 
ty lined 


WEZGUARANTEE THEIRISATISFACTION, 
BUT WE CANNOT SENDjSAMPLES 


Terms— Net 30 Days 


Golo Slipper Company 
129 DUANE STREET NEW YORK 





TRICORNE 


A New Exclusive Design 


QNLI-WA FIXTURES are not just “fix- 
tures”—they are silent salesmen. 
have character that impresses the onlooker 
with the character of the footwear which 
they introduce. 


Tricorne plateaux, stands and sign-holders 
splly express the true artistry of Oull- 
a 


Catalog No. 11 shows full sets in Tricorne 
and many other Onli-Wa designs. 


THE ONLI-WA FIXTURE CO. 


1401 Beckel Bldg. Dayton, Ohio 
Originators and manufacturers of our \ 
own wood fiztures 
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For speedy, positive action-- 
the new 


Repco Shoe 
Stretcher 


GHOE stretching is a little art in itself. 

The Repco Shoe Stretcher is designed 
scientifically and stretches shoes easily, 
quickly and without injuring them. 


The Repco Shoe Stretcher contains no 
springs, arrows or other troublesome parts. 


The blocks—shapely and carefully finished 





Repco Shoe Stretchers 
are made in nine sizes— 


No. 000 down to No. 6. 


Each stretcher is packed 
in an individual carton. 
Corn and bunion plates 
come with each stretcher 











—are made of fully seasoned maple and 
held together at the back by a strong steel 
hinge. The toggle-jointed mechanjsm is 
controlled by a square-threaded screw of 
large pitch. 


For up-to-date shoe stretching use the ‘new 
Repco Shoe Stretcher. 


For Sale by Shoe Findings Jobbers. 


UNITED SHOE MACHINERY CORPORATION, Boston 


San Francisco Branch, 859 Mission Street 


J. K. KREIG, 39 Warren Street, New York 
UNITED SHOE REPAIRING MACHINE COMPANY, Boston 
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THE 


WALK-OVER 


INDUSTRY ji 


Fashionabl 


oore+ 
Car 
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The natural straight in- 
side line and toe-free 
outside curve. 





WALK-OVER | 
PRINCESS PAT 


* heel that hugs the ankle 
and snu tti 


Sales to the extent of over three quarters of a million — Ss the 


pairs of the WALK-OVER PRINCESS PAT model, 
are positive proof of its world wide preference. Here is 
authentic style, containing rare comfort and ease, with 
the straight inside normal foot lines and outside toe-free 
curve, meeting every requirement for natural foot health 
and fashionable form. 


Unsuccessfully imitated, the WALK-OVER:PRINCESS 
PAT model still holds its place as the premier perfect 
fitting shoe for women. Our unwavering fidelity to the 
highest shoe making standards has resulted in}the perfec- 
tion of every detail that makes for fit, fashionJand long 
wear. 




















The natural shape last 
with extra width for ball 


Gro. E. KerrH COMPANY pected Ee 
MAKERS OF WALK-OVER SHOES POR MEN AND WOMEN 
CAMPELLO, BROCKTON, MASS., U.S. A. 
Exclusive Agencies in all Important Cites in the United Seates and the 
World Over. Including New York, London and Pans, 
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Since the introduction of Ohio Kaffor Kid its 
success has exceeded our fondest expectations. 


Coming at atime when innovations are the order of the 
day, the distinct features and characteristics of this en- 
tireby new product of leather manufacture met with the 
appreciation and approval of the leading shoe manufac- 
turers of the world. —> —> > —> > > OD 


Ohio Kaffor Kid is superior to any other dress shoe leath- 
er manufactured for appearance,comfort and wear. —~ 


Made in Black and Morro Brown-guarantced a straight 
aniline dyed leather. free from pigments. <> —>.-~ 


Originated and manufactured exclusively by’ 


The Ohio Leather Co. 
Girard ,Ohio 














General Offices 
The Ohio Sefer Go. 
Girard. Ohio 





Boston 


Ohio Lather (orporation 
33 South St. 


Philadelphia 


Ohio Leather (@mpany 
325 Arch St. 


St.Louis 
| Arthur S.Patton Leather. 
1602 Socust St. 


New York. 
Oscar Scherere Bro. 
29 Spruce St. 
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Multiply This Letter by 


5,000 





S Rauh & Co., 
510 Sixth Ave., 
New York City. 


‘Gentlemen: 


Yesterday we placed an order for 
outsizes in Spats. Kincly ship our 
re-order and the order placed yester- 
day immediately, as we are in dire 
need of your goods having found them 
to be far more satisfactory than some 
of your competitors’. 





Very truly yours, 


(NAME UPON REQUEST) 
(Signed) 


“Mandad: 


B:K Committee on Store Planning. 





SPATS | 
Mave wank _ 


| 


Each one of our 5,000 dealers has had the same experience with 
Stunning “STANDARD’’ SPATS—the World’s Quality Standard. 
That’s why they find it pays to feature them. 





This letter tells our ‘‘quality’”’ story. 


Write for samples. 
Sell DRADS as the new and fashionable successor of the Carriage Boot and the 


clumsy Golash—for slipping on over the lightly clad foot in going to and from parties, 
theatres, dinners, or dances as well as for stormy weather. 


S. RAUH & COMPANY 


310 SIXTH AVENUE, NEW YORK, N. Y. 
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A Jazz Market 
With a Classic Background 


Why do we hear of retailers calling styles that are surely recent, old 
stocks? Why is it that new merchandise has been going*dead almost 
before it seemed to have started on its market career? 


There has been a Jazz market. That’s the reason. High notes in 
style thrill and entice patrons with continual changes—something 


new, brilliant, different. 


Flippant style, like cheap music, appeals only as a passing fancy, and 
must necessarily be short-lived. 


The classics of the old music masters are forever new. Their appeal 
is to all mankind, and will live forever. 


In the shoe business today we have the age-old appeal of the classics 
in Educators. Their popularity began twenty years ago, and has 
grown stronger year by year. Like the classics of the old masters, 
their appeal is elemental and continual, and not to passing fancy. 


RICE & HUTCHINS 


INCORPORATED 
BOSTON U.S. A. 
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Will They Forget How to Walk? 


The Automobile Is Making Changes in 
Shoes and Service 


HE traffic problem of any big city concerns more 
people than the police. It is of much concern to 
the merchant whose store is located in the very 

heart of the “jam.” Make a study of Fifth Avenue, 
New York, State Street, Chicago, Woodward Avenue, 
Detroit, Tremont Street, Boston, or in fact, of any 
large town with a tremendous automobile traffic and 
you will find that the practice of moving passenger 
automobiles in jerky sections of traffic means hours 
consumed in slowly making your way along the great 
shopping thoroughfare of your town. 

What it will be ten years hence is something to alarm 
the merchant who has a long time lease and a big in- 
vestment in what is now a central location. The ex- 
clusive shoe store in New York and the exclusive store 
in most any other town are seriously considering the 
more than probable necessity of having a central store 
approachable by pedestrians and some patient automo- 
bilists and branch stores farther out in the same town 
where the carriage trade can buy fine footwear. 

There was a time when location in the heart of the 
shopping district was an immense asset to the store and 
practically guaranteed contact with thousands of cus- 
tomers. Is it not possible that in the future a location in 
the crowded district will be less of an asset-in the selling 
of better grade shoes? 

The automobile has brought new problems to the 
merchant. It has been both beneficial and detrimental. 
To the merchant in a county seat or a smart town con- 
taining movies and an illuminated Main Street, the 
automobile has brought thousands of customers, but 
the little village or hamlet has been made simply a way 
station for staple groceries and the mail, because for the 
articles of style the automobilist has taken the long 
pleasurable ride. 


The advent of the automobile has also “knocked the 
stuffin’s” out of the mail order game, although there it 
has had able assistance in the rapid movement of style 
—a movement so rapid that catalogs cannot be plated, 
typed and printed ere their contents are out of style. 
The farmer who once bought all his shoes “by mail” 
now looks upon the fashion value of shoes for most 
every utility and is willing to travel miles to get them. 
Clever merchants have made it possible also for the 
farmer to get his shoes at very reasonable prices so that 
the odd price figures of the mail order catalog are not 
the successful “bait”? that they have been in the past. 

Many of the suburban shoe stores have done more 
business because the timid automobile driver dares not 
enter the crowded Main Street where parking time is 
limited and the average sales time on a pair of shoes is 
one-half hour. All these factors, therefore, influence the 
purchase of shoes. 

Who can say that styles themselves have not been 
very much influenced by the automobile? Boots for 
both men and women were a necessity when it was 
obligatory that people must walk. But walking today 
is getting to be a lost art. Several business men made a 
compilation of distances covered by them in their daily 
work and found, aside from the inter-office use of their 
feet, that the trains, automobiles and telephones car- 
ried both men and messages so that their total occupa- 
tional walking was limited to a very few miles per 
week. This certainly has its effect upon styles in foot- 
wear and consumption of pairs of shoes per person. If 
shoes were for utility alone the three hundred and thirty 
million pairs of the census of 1919 would seem but a 
small quota of necessary shoes at the rate of three pairs 
per person per year, but it has been estimated that in 
1921 the figures dropped to two hundred and twenty- 
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one millions and at best in 1922 the figures would not 
be much more than two hundred and forty million 
pairs of shoes. 

Look at the light satin slippers and the great develop- 
ment of turn footwear, changing evening types into 
daytime usefulness. That, is one illustration of the 
effects of transportation on his style business. It has 
been left to an Englishman to put into satire, some 
measure of truth for most every modern man or woman. 
He said, “One day | actually did walk for | had deter- 
mined to learn to walk again, though | had almost 
forgotten how. | found it an exceedingly pleasant form 
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most of the sport is enjoyed fashionably from the grand 
stand. We need to stress and develop the “particip:- 
ting” sports. To the shoe man it means much, for wiih 
the reduction in pairage worn for utility, the creation 
of a market on footwear worn for sport enables him io 
serve more customers and make more profit. It is a 
serious item with the merchant as to the pairs per 
person he sells, and to that end, we stress in this number 
actual sport shoes so that the merchant will put more 
effort in that direction. We have seen the grocery and 
drug store take practically all the shoe dressing business 
away from the shoe store because the merchant did not 





of movement. There was a 
sort of natural rhythm in it. 
I no longer felt that I was 
being thrown about by some 
force infinitely more powerful 
than myself, from one London 
borough to another. I could 
paddle on as gently as an old 
dog; I could amble at my ease; 
I could stop wherever I liked 
at a shop window.” 

That last line has a lot in it. 
“I could stop wherever I 
liked at a shop window.”’ For 
to many a merchant’s sorrow 
the traffic cop pulls the car- 
riage trade along the Avenue 
when the inclination might be 
to enter the store if stopping 
were made easy. Possibly 
nothing can be done to change 
the onward movement of the 
automobile and the resultant 
situation already outlined. But 
now we come to the nub of the 
situation. To counterbalance 
the indolence of the automo- 
bile the American man and 
woman have learned that 
through sports come exercise 
and health. There is no coun- 
try on the face of the globe 
that has given the amount of 
attention to sports that we 
have. We have learned the 


absolute necessity of exercise in the outdoors for health. 














“The Greater the Trials — the 
More Glorious the Triumph” 


It is not an easy matter to maintain ideals. 
It is still more difficult to place these ideals before 
profit. 

The RECORDER has ideals. Those ideals are 
the heart and soul of its existence. They are the 
life and the spirit of the loyal staff that maintain 
its production. 

Among the most glorious of those ideals is the 
ideal of service, of service to each and every dd- 
vertiser and subscriber alike—the ideal of unselfish 
cooperation for the common good of a great industry. 

Constant opportunities are offered the RE- 
CORDER to profit at the expense of an ideal. 
Constant efforts are made by well meaning people— 
to induce us to accept advertising at rates lower 
than those published on our standard rate card. 
Insistent altempts are made to influence the 
publication of editorial matter neither of real 
news nor merchandising value to the industry as a 
whole. 

That these matters might remain forever un- 
known except to ourselves and the advertiser have 
no weight in our consideration. That we have 
made many friends by fair dealing and sincere 
association whose confidence we would not lose 
is the barrier erected that these seekers after pre- 
ference may remain. outside. 

As competition becomes keener—as it becomes 
more and more necessary that manufacturers in 
this industry accomplish distribution at the 
lowest possible cost—so will the temptation grow, 
but the RECORDER and the RECORDER staff 
with the RECORDER ideal are bigger, far bigger 
than the temptations, and so we shall endure. 











increasing the sales per person. 
able” should be salable in the shoe store. It is 


like to spoil the appearance of 
his store by having these 
ready sales articles on top of 
every counter. The mer- 
chant put his dressings under 
cover while the drug and 
grocery stores made it easy 
for the public to grab them. 
A similar parallel exists be- 
tween the sporting goods store 
and the shoe store. Here is a 
very significant letter: 

“| have two young sons 
who, like most American 
youngsters, are athletically in- 
clined. For some time past | 
have been receiving bills for 
football shoes, basketball shoe, 
skating shoes, etc., from a 
sporting goods store. 

“ ‘Why,’ I asked the Missis, 
‘are you buying their sport 
shoes from a sporting goods 
store? Why not buy them 
from a shoe store?’ 

“For the simple reason 
that you cannot get them in a 
shoe store,’ was her laconic 
reply. 

“Which set me to thinking.” 

This issue of the Recorder 
should set you to thinking. 
The real fight of the shoe 
store is that of bringing more 
people into shoe stores and 
Everything “‘foot- 


The great games of golf, tennis, baseball and skating are 
social sports and give to the people who enjoy them the 
necessary physical exercise. It is too bad that in football 


for that reason also that the Recorder stresses 


hosiery. 
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Boot and Shoe Recorder CREED 


Getting More Shoes Sold Right: not only ‘“‘more™ but “‘right;”” sold for the right purpose, to 
the right wearer, in the right fitting, for the right price, at the right"profit. This is the great 
problem of the retail shoe merchants. The chief purpose of the Boot and Shoe Recorder is 
to help solve it; for this is the basic problem upon which depends the progress of the 
entire allied industries relating to shoes and leather; their production and distribution. 
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I AM AN ENEMY 


Here’s an article[from Patton’s Monthly which I 
heartily endorse: 

“T am the ruler of retail reverses. 

T am the Lord High Potentate of Failure. 

I am the reason’for that downward slant on the 
profit curve. 

I am the cause of the silent sickness that stills the 
cash-register bell. 

I am the origin of dissatisfied customers and loss of 
trade. 

I am the leaven of uncertainty in the midst of 
certain profits, 

I am the element of chance that turns a winning 
business into a losing gamble. 

I am the fountain-head whence springs the 
majority of the dealer’s trouble and worry. 

I am the key to the problem why more than 
15,000 retailers fail every year. 

I am the why and the wherefore, the direct and 
proximate cause, the germ and the genesis of unsuc- 
cessful merchandising. 

I am the Sticker, the Shelf-Lounger, the Left- 
Over, the nameless child of an unknown father. 

I am the unadvertised product!”’ 
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Profitable sales possibilities can be found 


in many types of athletic footwear. 


Here 


are the soft bottom shoe for gymnasium work 
—made by Stall § Dean of Brocklon—and 
the sturdier moccasin type for out of doors— 
made by the Saco Shoe Co. of Saco, Me. 


Are You Losing Sales by Not Stocking 
Athletic Shoes? 


field for the modern shoe merchant, and Young 

America being the greatest sportsman of them 
all, the place to begin is in sales of athletic shoes for 
young folks. 

It is estimated, in a general way, that at least 10,000,- 
000 Americans are participating in sports these days, 
and this estimate is doubtless conservative, as well as 
general, for 2,500,000 players of golf have already been 
counted, and the number of “‘sand lot’”’ baseball players, 
chiefly “kids” must alone exceed 10,000,000. Besides 
there are football, skating, and tennis, and, also, run- 
ning and jumping and basket ball, handball, bowling 
and gymnasium sports, all of which have a host of 
participants, and all of the participants needing the 
right kind of shoes for their favorite games. One 
sportsman alone, playing several different kinds of 
games, in their season, requires several different kinds 


\ THLETIC shoes offer a large and ever-growing 


of shoes in a year. 
A Real Volume Business 


So there are needed volume as well as variety to 
this new business in athletic shoes, and there may be 
a very good chance to sell another pair of athletic shoes 


to the athlete, when it is impossible to sell another 
pair of street shoes to the business man. 

Doubtless, these figures are sufficient to demon- 
strate that there is a large and growing field for the 
merchant who takes up the sale of athletic shoes. 
But it may be added, by way of good measure, that 
every live school, academy and college in the land 
today has its athletic teams, and that these teams 


“ada 


z ae | 
This illustration, as well as those on the following pages, was furnished 
* hrough the courtesy of the management of the Mansion House, P. 
Pla, Springs, Me. 
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Skating is as‘ nearly uni- 
versal a sport”as there is. 
Most every one who knows 
whal ice is has tried it. 
This attractive boot for 
women is from the line of 
Gregory § Reed Co. of 
Lynn 


need good athletic shoes for their feet quite as much 
as students in the schools need books for their studies. 
The number of boys in athletic games today runs into 
the millions. 


A Big, Broad Sales Field 


The types of athletic shoes, that are selling today, 
are many and varied, and they deserve special study 
by shoe merchants who are broadening their stocks, 
and the field of their sales. Incidentally, it will be 
well worth the while of any shoe merchant to secure 
the services of a young athlete, a college man, or ever 
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For indoor track work, spikes on running 
shoes are neither practical nor permissible. 
Corrugated rubber half soles are attached. 


a high school boy, to aid in the building up of an 
athletic shoe department, for these young fellows are 
chock full of news and information about athletic 
shoes, the same as some youngsters know much about 
radio, to the amazement of their daddies. 

Football shoes are the leading athletic shoes of this 
season, with the possible exception of golf shoes. 
There are two chief kinds of football shoes, one the 
light built shoe, for the ends or tackles, who do the 
running, and heavier shoes for the backs and centre 
men, who do the line breaking. Also, there is a special 
type shoe for the men who do the punting or kicking, 
and, often, these shoes are made on custom order with 
toes that meet the particular requirements of . the 
youthful athlete. Uppers are of kangaroo or calf. 
Soles are of oak and are cleated. Particular attention 
should be paid to the strength with which the cleats 
are fastened on. Cleats are of leather, of course. 
If the shoes were spiked, somebody would get badly 
injured. Football shoes should be fitted with as much 
if not more care than dress shoes. Particular attention 
should be paid to lacing them snugly around the ankle. 


Skating Boots Good Sellers 


Ff Skating boots come next in the order of the season 


after. football boots. Skating boots are light and 
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Practical for hiking are these “* National 

Park Hiking Boots’”—a line made by the 

Juvenile Shoe Corporation of Carthage, 

Mo. The moccasin pattern has been followed 

closely. At the right is a shoe of the Witchell- 
Sheill Co., of Detroit 


flexible, for they are intended for fancy skating, or 
speed skating, or just skating for exercise. Hockey 
boots are heavy type skating boots, and have thick box 
toes and padded uppers. The padding protects the 
foot against blows from the opponent’s stick. 

Skating boots, with skates attached, are popular, 
especially for Christmas gifts. However, some mer- 
chants prefer to carry just boots in stock, and to let the 
customer provide his own skates. He may already 
have a favorite pair. The merchants can attach 
skates to shoes quite as readily as he puts on new heel 
lifts. 

By the way, if skating boots are fitted over common 
stockings, allowance should be made for the wool 
stockings that are commonly worn when a person 
goes skating. The same is true of football, and other 
athletic shoes. 


Shoes for Indoor Athletics 


Athletic shoes, for indoor wear, are of many types. 
There is, for instance, the running shoe, with the spiked 
sole. Some spikes by the way, are imported. But 
running shoes with spikes are forbidden on floors of 
gymnasiums and public halls in which athletic con- 
tests take place. So there is a running shoe with a 
buckskin sole, genuine oil tanned buckskin that looks 
like chamois, that will not slip nor scratch, and, also, 
there is another running shoe that has a tap of cor- 


rugated rubber cemented and stitched to the forepart 
of its leather sole. These shoes are also good for bowl- 
ing or general gymnasium practise. Also, there are 
athletic shoes, both high cut and low cut, for basket 
ball, handball and other indoor games. As for high cut 
athletic shoes, it may be said that the proper height 
is a matter of controversy, some declaring that the 
boot should be high to support the ankle, and others 
declaring that the boot should be cut as low as possible, 
to provide for plenty of free play for the joints and 
sinews of the ankles. 

Other and newer types of athletic shoes are appear- 
ing day by day, and many of them are fine types of 
shoemaking, representing not alone the effort of shoe- 
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Sport 


Types for tennis and basket ball are 


shown here. 





Hood Rubber Products 


Co. on the left and the “‘ Keds’’ line of 
the 


U.S 


makers in the mechanics of shoemaking, but, also, the 
studies of athletic coaches and of physicians, who are 
striving to learn exactly the shoe that is right for each 
game. 

Incidentally, the development of sales of athletic 
shoes helps to keep the store young and in touch with 
the times, for sports are a predominating influence in 
American life, especially as they relate to costumes. 
Remember how the so-called “sport” shirt, not the 
common shirt of men of today, superseded the old 
“boiled” shirt with its starched front. Also, remember 
she remarkable sales of sport style shoes of the past 
season. All of this shows how sports influence costume. 
Furthermore, if a shoe merchant has a good athletic 
shoe department, he also has a large following of 
people who are patrons of the sports, and these are 
among the most liberal shoe buyers of the land. 








. Rubber Co. 'on the right 


Ten million and more people are participating in 
sports these days, and at least half of them are young- 
sters, so the selling of athletic shoes to youngster is 
one of the large and ever-growing fields before the 
modern shoe merchant. 


If You Want to Make Extra Sales— 
Here’s Your Chance 
By LAWRENCE P. DUFFY 
Of Gregory § Read Co., Lynn, Mass. 

The shoe merchant who is desirous of broadening 
his stock and increasing his sales can plant the seeds of 
his endeavor in no better field than that of athletic 
footwear. 

The average American you meet is interested in some 
sport. It may be baseball, football, golf, track athletics, 
rowing, tennis, boxing, bowling, squash, or gym work— 
some interested in all, others in but one. And the 
remarkable feature of it all is that they are interested 
in an active way. 


No Blue Mondays with a Sportsman 


Take the business man on a Monday morning, for 
instance. You may have a proposition to offer him 
that should cause him to give you his undivided 
attention. Approach him with it—and we all know 
that it takes something of decided merit to have him 
allord you any kind of a reception. But ask him how 
h° enjoyed the last game of the World Series, or what 
ne did eighteen holes in his last time out, or who will 
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win the Harvard and Yale game, and right away you 
are given the glad hand, the stenographer is informed 
that he will be busy for some time, and you are sitting 
pretty. 

This all goes to prove the tremendous hold athletics 
has taken on the American public. Think of the 
crowds that you know of in your own particular 
section in the past few years that have been attracted 
by team playing, twilight baseball. Think of the way 
enthusiasts have turned out for golf exhibitions, the 
vast throngs that every Saturday from September 
until December fill the immense structures throughout 
the country when football games are played, the 
increased attendance at tennis tournaments, the 
added thousands each year that go in for gym work 
that they may keep fit, the return to popularity of that 
wonderful form of exercise, ice skating, which last year 
brought back to the open and great outdoors, thou- 








A New 
Golf Shoe 
Pattern 








Combination tip and 
ball strap is said to give 
greater ease and comfort. 
Made with bor toe. 
From line of Norman ¢ 
Bennett, Inc., Boston. 














sands upon thousands who for years had done nothing 
more in the way of exercise than sitting comfortably 
behind the steering wheel of the old jitney. 


What This Means to the Merchant 


Now what does it all mean to you, Mr. Shoedealer? 
Just this—everything that has been said has a direct 
bearing on your business. Every participant in athlet- 
ics wears shoes. Each sport has its own particular 
shoe, and in your own community you should be the 
one to get this business; the door is wide open for you 
to get this added business and in doing so to increase 
your profits. 

This minute—as this article is being written—the 
call for skating boots is unprecedented. The shoe to 
next interest the dealer for big business is baseball. 

How many times you have heard the expression at 
a baseball game: “Gee, he’s fast on the bases;’” or at 
a football game, “Isn't he great in a broken field!” 
And at the boxing show, “Shifty as lightning!” . They 
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all get it because they are wearing the proper shoe. 
So the dealer should show an interest in his local teams 
and in so doing build an addition to his business. 


Sales That are Missed 


lf a man wants suit he goes to the tailor, if he wants 
a hat he goes to the hatter, and if he wants shoes, 
whether they be baseball shoes or dancing pumps he 
should be taken care of by the shoe dealer. Unfortu- 
nately, however, there are thousands of customers 
looking for this sort of footwear that the local dealer 
passes up, and this business gets away from him. 





United Shoe in Agreement with 
Manufacturers 


Boston, Nov. 22—‘‘Out of last week’s conferences 
between officials of the United Shoe Machinery Cor- 
poration and members of the committee of seven of the 
National Boot & Shoe Manufacturers’ Association 
relative to leases of machines has come a basis of 
agreement understood to be mutually satisfactory to 
the company and to the manufacturers,”’ says an article 
in the Boston News Bureau. ‘“‘As one official says: 
‘Everybody is happy.’ The manufacturers have been 
quite as anxious as the Shoe Machinery Company to 
get the whole matter settled up. 

“The committee, which was appointed about a year 
ago, had been withholding its approval of most of the 
new lease forms until certain differences of opinion 
could be cleared up regarding this complicated matter. 
It is now assumed that the committee will make favor- 
able report to the Shoe Manufacturers’ Association 
relative to signing of the leases. This report may not 
be made until the association convenes in January, but 
there is, of course, nothing to prevent any manufacturer 
from signing the leases in the meantime if he so desires. 

“Frank C. Rand, President of the International Shoe 
Co. of St. Louis, has been taking a leading part in the 
negotiations with the United Shoe Machinery Cor- 
poration. With its production of about 125,000 pairs 
of shoes a day, his company is one of the very largest 
customers of the United Company and the under- 
standing is that the agreements reached were satis- 
factory to him. 

“The significance of the whole matter is that United 
Shoe, now freed from the long years of litigation result- 
ing from the old “‘tying”’ clauses in its leases, is working 
to a new basis where by every one of its 325 machines 
will stand upon its own footing. With manufacturers 
manifesting a spirit of co-operation, the new leases will 
result in an increment of earnings for United Shoe, 
although how much of an increase is not yet apparent. 

“The commercial end of United Shoe’s business has 
been picking up sfeadily and at the present time is 
excellent, reflecting the greater activity of shoe manu- 

(Continued on page 98)” 
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The Wheels of Industry Grind Out 
Dollars for Men to Spend 


HERE is more than the weather behind the increase in 
the sale of men’s shoes which the country is now ex- 
periencing. It is more than a strictly seasonal spurt, 
as even a superficial economic investigation will 
prove. Those of us who survived the Harrison- 
Cleveland presidential contest years and years ago, 

will remember the rallying cry of the Grand Old Party—‘‘Give us 


the full dinner pa l.”’ 


And in that same old dinner pail, if we 
will but uncover it, will be found the real 
explanation of why men are buying more 
freely now than at any time since that day 
when the axe fell in 1920. The dinner pail 
is full. Men are employed. Industry is 
going ahead. And more than that, so 
urgent are the demands of industry that 
the country is threatened with a labor 
shortage. Only a few days ago, Associated 
Press dispatches from Washington referred 
to the proposed Immigration Bill, not as an 
attempt to flood the country with cheap 
labor but as a means of making up for the 
lack of men to man the wheels of industry 
and agriculture. 

The United States Employment Service, 
a bureau of the United States Department 
of Labor, in its most recently issued report 
said that industrial employment in all parts 
of the country has been accelerated by a re- 
turn to more nearly normal prosperity and 
by the adjustment of wage disputes, notably 
those in the railroad and coal industries, 
with their broad ramifications. 

According to this report, as of October 1, 
actual labor shortages were reported in 
Vermont, Massachusetts, Rhode Island, 
Connecticut, New York, New Jersey, Penn- 
sylvania, Michigan, Missouri, Wyoming, 
Nevada and California. Some of these 
shortages had developed in the skilled labor 


class and some in the unskilled—some in 
one industry and some in others. Instances 
of a surplus of labor, other than in those 
industries where seasonal let downs take 
place, were very few and far between. 
Greatly improved conditions, ranging from 
‘fair’ to full time and even over time were 
reported from practically every state in the 
union. 

It is interesting to note just how fast a 
national pay roll can grow. Economic ex- 
perts have fixed the average weekly wage 
of skilled and unskilled labor at $21 in 
January of this year—at which time wages 
became more or less stabilized. Let us as- 
sume, for the sake of comparison, that there 
are in this country and were at that time 
25,000,000 men who, if times had been 
normal, would have been working full time. 
But times were not normal then. They 
were about 35 per cent normal—the equiva- 
lent of about 9,000,000 men working full 
time. This figure, multiplied by the weekly 
wage scale of $21, gives us a national indus- 
trial pay roll of $189,000,000 at that time. 
At this time, November 1, industry is 
working fairly close to 80 per cent of normal 
—the equivalent of 20,000,000 men working 
full time, which gives a national industrial 
pay roll of $420,000,000. a week, a net in- 
crease between January 1 and November 1 
of $231,000,000 per week. 
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Here Are 


November 25, 1922 


the Styles You Will 
Need Soon 


Joint Committee of Manufacturers and Retail Merchants Out- 
line What Will Sell for Three Months Beginning January 1 


shelves for the retail selling season beginning 

January 1 and ending April 1 have been outlined 
by the joint styles committee of the National Boot and 
Shoe Manufacturers’ Association and the National 
Shoe Retailers’ Association, the respective chairmen 
of which are John C. McKeon and H. C. McLaughlin. 
The meeting at which the style schedule was drawn up 
was held at the Astor Hotel, New York City, Novem- 
ber 15. 

An unusually important step was taken in the 
passage of a resolution urging all branches of the trade 
to be cautious ‘n their criticism of any style which has 
been selling. ‘Such comments,” says the resolution, 
“are taken too seriously and active styles are pre- 
maturely and unnecessarily disturbed as to their retail 
value.” 

The resolution and the style schedule adopted are as 
follows: 

Don’t Say “‘Dead” Quite So Frequently 


Resolved—That the Joint Styles Committees of the 
allied industries of shoes and leather advise all the 
members of the industry against the habit of unfavor- 
able comments applicable to prevailing styles for 
footwear as frequently with a mistaken idea of pro- 
gressiveness. Such comments are taken too seriously 
and active styles are prematurely and unnecessarily 
disturbed as to their retail value. General retailing 
and general manufacturing are unquestionably stim- 
ulated through the element of new things, but propa- 
ganda tending in any way to weaken the value from a 
style viewpoint of shoes in the retailers’ shelves or in 
course of manufacture is a detriment to the industry 
as a whole. 


Resolved—That the great value and use of color 
cards as distributed to the members of the trade be 
emphasized. The intelligent study and use of this 
information in merchandising shoes and hosiery is 
most important, particularly at this present time 
indicating a tendency towards a more extensive use 
of a variety of colors. 


Resolved—That the future dates of the Styles Com- 
mittees shall be January during the period of the 
N. S. R. A. Convention; April 15th, July 15th and 
October 15th. 


S sieves which the merchant should have on his 


Women’s Styles 
For Selling up to April 1, 1923 
WELTS 


Conservative Welts Subdivided into Strap 
Patterns and Oxfords 


LASTS—Width and shape of toe and height of heel 
during this period will remain unchanged. 


HEELS—8-8 to 13-8 plain. 


Materials—Note—We have not attempted to enum- 
erate the order of importance of these leathers, they 
being determined in this class by the dealers’ location 
or by local demand. Materials involved, however, will 
be plain leathers such as black kid or calf, medium tan 
calf, patents, white fabrics, brown kid. 

IMPORTANT NOTE—Definition of conservative 
footwear. Conservative footwear covers plainer effects 
as noted above in straps and oxfords confined to plain 
leathers and such general types of shoes as are generally 
considered in the non-speculative class. 


FASHION WELTS 


PATTERNS—Straps, small tongue pumps and 
oxfords. 


HEELS—10-8 to 14-8. 


LASTS—Unchanged, with the slighter narrower 
effect confined to the higher heels, and the broader 
effects to the lower heels. Lighter leathers such as kid 
and pale shades of ooze will run towards the more 
narrow of the round toes and the heavier leathers to 
the broader toes of the present prevailing style. 

Materials—Plain leathers in the order of their 
importance are recommended in solid colors, as follows: 

. Tan calf. 

. Patents. 

. Black calf. 

. Black calf with patent trimmings. 
. White fabrics. 


Combinations 


1. Dark or medium beige ooze, with combinations 
or trimmings of medium tan calf and kid to blend. 
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This is the official and accurate styles report on footwear for women, men and 
children issued as a guide to buying up to April 1, 1923—jointly prepared and 
endorsed by the styles committees of the National Shoe Retailers’ Association, 
National Boot and Shoe Manufacturers’ Association and the Tanners Council of 


the United States of America. 


The “Recorder” last week carried the news and facts relative to the interpre- 
tation of materials, colors and styles for January, February and March selling 
approved by the three major associations of the trade. We publish herewith the 
only authentic, accurate and official report of that body properly released by H. 
C. McLaughlin, Chairman of the Styles Committee of the National Shoe Retail- 
ers’ Convention; and John C. McKeon, Chairman of the Styles Committee of the 
National Boot and Shoe Manufacturers’ Association. 


2. Medium gray ooze with combinations or trim- 
mings of gray kid and patent or gun metal. 
3. Black ooze with patent or gun metal. 


SPORT WELTS 


PATTERNS—Oxfords, straps and some tongue 
effects. 

LASTS—Of the prevailing round toe effect, with a 
tendency towards the broadest of the prevailing toes 
for these sport effects. 

HEELS—8-8 to 12-8. 

Materials—1. Medium gray ooze or buck, in com- 
bination with kid to match or blend and plain leathers 
such as gun metal or patent. 

2. Dark or medium beige ooze or buck with com- 
binations or trimmings of kid to match, or blend or 
contrast and also trimmings of medium tan calf. 

3. Medium tan calf, semi-brogue effects with 
straight or winged tips or plain toes and an inter- 
spersing of instep saddles. 


WOMEN’S TURNS 


Conservative Turns 
PATTERNS—Oxfords and straps. 
HEELS—Wood and leather. Heights, 10-8 to 14-8. 
Materials—Black kid, patent, gun metal, brown kid, 
white fabrics and white kid. 


Note—We have not attempted to enumerate the order of 
importance of these leathers, they being determined in this class 
by the dealers’ location or by local demand. 


LASTS—Will continue of the present type. 
FASHION TURNS 


PATTERNS—Straps, moderate size and shape 
tongues will predominate, with a considerable pro- 
portion of plain slipper effects and open work oxfords. 

LASTS—Will continue in keeping with the present 
trend of medium toes. 

HEELS—Height of boxwood heels 12-8 to 14-8; 
height of Louis and Spanish heels, 13-8 to 17-8. 

Materials—Recommended in the order named: 

1. Patent. 

2. Black satin and satin brocades. 





3. Gray ooze or kid, plain or trimmed. 
4. Beige ooze, plain or trimmed. 
5. Black calf or kid. 

6. Black ooze, plain or trimmed. 

7. Brown kid and brown satin. 


IMPORTANT NOTE—In the opinion of modistes and 
creators and manufacturers of women’s outer wearing apparel, 
shades in the light wood browns, fawns, sand and gray class 
will be generally popular during this period. 

NOTE—Height of heel mentioned means finished effect 
measured on side at breast. 

EVENING SLIPPERS 
HEELS—Boxwood 12-8 to 14-8, Louis 13-8 to 17-8. 
PATTERNS—Straps, moderate size and shaped 

tongues will predominate, with a proportion of plain 
slipper effects. 

Materials— 

1. Silver brocade. 

2. Silk and satin brocades and plain satin. 

3. Bronze. 

4. Gold brocades. 


IMPORTANT NOTE—Tongue and buckle effects will be 
freely shown and are definitely in the style trend for the spring 





’ 
Men’s Styles 
For Selling up to April 1, 1923 
LASTS—Conservative, semi-French and brogue. 


HEELS—To remain 7-8 and 8-8 heights. Rubber 


heels recommended. 

Leathers and colors— 

1. Morro (cherry red) calf—not a dark shade. 

2. Gold brown calf. 

3. A sprinkling of lighter shades of calf, according 
to locality. 

4, Black calf, kid and patent are growing in favor. 

5. Brown and tan kid. 

6. Grain and bordered leathers are being shown. 

Light colors are stronger in high grade, with darker 
shades in medium and lower grades. 


Retailers should interest themselves in the cam- 
paign of better dressing for men so that correct styles 
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are worn for the occasion, thereby increasing the sales 
of pairs. 
NOTE—Golf shoes and sport effects in solid colors and com- 


binations will be ready sellers in limited assortments with 
rubber or leather soles. 


PATTERNS—Stitching leads over perforations. 
Plain toes in lace and blucher oxfords are in demand 
in many sections. 





Juvenile Styles 
Misses’ and Children’s Styles 


Broad toes will continue to prevail with orthopedic 
effects predominating. Oxfords, straps and boots. 

For School Shoes— 

1. Tan calf, grain and elk. 

2. Black calf and plump kid. 

3. Patent leather. 

For Dress occasions, leather or materials in the fol- 
lowing order: 

1. Patent leather and kid. 

2. White buck and fabrics. 

3. Patent leather combined with colored kid or ooze. 

4. Medium tan calf and combinations with har- 
monizing colors. 

Low cut patterns will be a reflection of the women’s 
styles recommended. , 

Sport Effects: Straps and oxfords, Winged tips and 
brogue effects. 

1. White and colored buck, elk and fabrics in com- 
bination with tan and patent. 

2. Tan calf. 

3. Patent. 


NOTE—There is a marked tendency for fancy types of Cuff 
Tops and fancy patterns with combinations of material in both 
low effects and laced boots for children in smaller sizes where 
stores cater to style for children. Not generally recommended, 


however. 
BOYS’ AND YOUTHS’ SHOES 


Boys’ and Youths’ shoes follow the trend of Men’s 
shoes. 
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Winged and center perforated tips with perforations 
in general are in much demand. 


N..S.R.A. Action Recalled 

The following resolution was adopted at Eleventh 
Annual Convertion of the N. S. R. A., at Chicago, on 
January 11, 1922, and is again re-emphasized: 

BE IT RESOLVED—That it is imperative for the 
welfare of all branches of the shoe industry and the 
buying public, and we strongly recommend to the 
members of the National Shoe Retailers’ Association 
and all retail shoe merchants, the placing of their 
orders for staple merchandise sufficiently in advance of 
each season to enable. the.manufacturers to produce 
the necessary shoes to supply the country’s needs at 
the lowest economic cost. If orders may be placed 
early the manufacturers can procure their raw material 
without interfering with the law of supply and demand 
by the placing of tremendous orders at a date too close 
to the expectant date of delivery. 


Edward Lane White Dead 

Little Falls, N. Y.—Edward Lane White, a leader in 
the leather industry, died suddenly at one of the local 
tanneries of the Barnet Leather Company, Inc., of 
which he was general manager and director. Mr. White 
was regarded as an authority on all matters pertaining 
to leather. He was the originator of Box, Willow, and 
Ooze calf and was the first man in this country to tan 
chrome leather. 

Mr. White spent much of his time in Boston where 
he had a home at 408 Beacon Street. He was born in 
Winchester, June 25,/1857, and was the son of William 
Henry White, also a leather merchant. 

At the regular monthly meeting of the board of 
directors of the Barnet Leather Company, !Inc., held on 
November 20, at the office of the company, 81 Fulton 
Street, New York City, resolutions of profound regret 
were adopted. 
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Uncle Sam Now Undertakes Education 
of Retail Sales People 


Bureau Already Busy Showing Merchants How to Organize Classes 
and What May Be Expected in the Way of Financial Aid 


dry goods merchant, the department store 
owner and the hundreds of thousands of em- 
ployees engaged in the field of retailing? 

There are hundreds of bureaus scattered throughout 
the government departments, whose legislative pur- 
port is to help the retail merchant, farmer, manu- 
facturer and so on, but our present search is confined 
more directly to one question as to just how the gov 
ernment has been helping and can assist in the future 
the retail merchant in his problems of everyday selling. 


A Class of Over 3,500,000 


In the shadow of the Capitol’s dome there is one 
Federal agency, as a cog in the Federal Board for 
Vocational Education, whose sole duty is the construc- 
tive aid of retail merchants in cities of all sizes and in 
all states. This bureau, with its office directly across 
the street from the Capitol is known as the Bureau of 
Retail Education and is charged directly with the 
education of approximately 3,538,000 sales persons and 
clerks. It is admittedly a rather large class, and a 
gigantic undertaking, but judging solely on its record, 
remarkable strides have been made since the bureau 
was established five years ago and yet there is a hun- 
dred fold amount of work to be done and that can be 
done for the retail merchant. 

With the established fact that there is such an 
agency whose duty is the helping of retail merchants, 
the next practical question is: How? 


What Has Been Done in Canton, O. 


Probably there is no better way to answer the 
question than to cite a concrete example of how 
merchants in one city availed themselves of the Federal 
aid and to what extent they profited. As an example 
out of more than 65 to choose from, the case of Canton, 
Ohio, has been chosen, because of its central location, 
its size and average results obtained. 

In tackling the problem of the best ways and means 
of helping the retail merchant. and department store 
with its problems, and at the same time, assisting the 
hundreds of thousands of people daily employed in 
retail selling, it was first necessary to establish as near 
as possible, the principal “evil” in modern retail 
merchandising. 

To do this a questionnaire was sent to several 
hundred stores. Almost to a store, their answer was: 
“Teach our employes to be salesmen and saleswomen, 
and you will have solved our chief problem.” 


\ N 7 HAT is the government doing to help the retail 


With this as an objective the work of the Bureau 
was begun in 1917 and is being increased year by year, 
with more than ordinary success, considering the 
limitations, due to lack of funds. 


Retail Selling Classes Organized 

In order to make the monies appropriated by Con- 
gress go the farthest possible distance, the expenditures 
are being devoted almost entirely to organization of 
retail selling classes in the states, fostered by the 
state’s educational board, and paid for out of state 
funds. 

During this five year period arrangements have been 
made for the extension of this work in more than two- 
thirds of the states and is being carried on in an inten- 
sive way in 65 cities—all financed by state and Federal 
school funds. 

In addition to this work that is being financed by 
public funds, the bureau, with the aid of state educa- 
tioral officials, has been instrumental in laying its 
plan before merchants in a great many cities, with 
the result that the merchants themselves have financed 
the educational retail selling work in their own com- 
munity and have profited a hundred fold by the 
expenditure. 

Not Confined to Big Cities 


In the larger cities and large department stores, the 
question of educational work among the sales forces 
is easily solved by the employment of an educational 
director whose training is employed in the education 
of that particular store’s employes, but in the smaller 
cities, this has been impossible. It is particularly this 
field that the Federal Government isendeavoring tohelp. 

Just how a small group of retail merchants can take 
advantage of this proffered assistance is aptly illus- 
trated by the case of the Canton, Ohio, merchants. 

Early in 1920 the Retail Merchants’ Association, a 
division of the Canton Chamber of Commerce and 
composed of practically all of the leading merchants, 
learned of the fact that financial aid for a course in 
retail selling could be obtained through the State Board 
of Education. The method to pursue, however, was 
not clear, so the Association arranged for a joint 
meeting of its members with the special agent for 
retail selling of the Federal. Board of Vocational 
Education, and for the State Supervisor of Industrial 
Education in Ohio. 

The meeting was held on April 29, 1920. The Canton 

(Continued on page 97) 
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O many reports on the condition of the men’s business 
were received last week that it was necessary to hold 


some of them until this week. 


They reflect an ever increas- 


ing confidence in the immediate future and many report an 
actual increase already achieved. 


Factories Busy; Outlook 
Is **Great”’ 


Better business in men’s dress shoes. Farmers not 
buying freely as yet. Mostly high black and brown 
shoes. Black kid predominating in better grade— 
brown calf in cheaper. Outlook for business great. 
All local factories very busy.—Lampert Ryder Shoe Co., 
Oshkosh, Wis. 


** * * 


Men Want Better Shoes 
Plainer Patterns 


We are seeing better business than we have been 
getting in the past. They are looking for better shoes, 
but find that they demand plainer styles than we have 
been showing. The college trade are asking for plain 
toes in preference to the heavy-looking brogue. Russia 
calf still takes the lead, with black calf still holding its 
own with a little demand for cordovan. Black patent 
and kid seem to be selling but to a small percentage.— 
Louis Funkenstein, Athens, Ga. 

** * * 
Very Hopeful although 
Car Shortage Hurts 


October shows increased sales men’s oxfords—de- 
creased sales men’s high shoes, making net decrease 
over year ago, partly accounted for by warm weather. 
General business conditions not yet good. Very hope- 
ful for future. High shoe demand largely tan calfskin 
and black kid oxfords, black and tan Norwegian grains, 
broad toe. Farmers not in good shape here and inade- 
quate transportation very harmful to general business. 
—Broadhurst Young Shoe Co., Denver, Colo. 

*_* * * 
“‘We Expect Business to Continue 
to Improve’’ 


Business on men’s shoes showing nominal increase 
due in our opinion to the fact that the public is begin- 
ning to realize that no further decline in prices can be 
expected in the near future—also to the better busi- 
ness conditions generally. Brogue types in medium 


shade tan leathers selling best for young men’s trade. 
Brown kid and black kid in order named selling best to 
more conservative trade. We expect business to con- 
tinue to improve if industry can be spared propaganda 
of the Daugherty type that misrepresents the facts in 
regard to the shoe business to mislead and antagonize 
public opinion.—Chas. Scruggs, Wright-Scruggs Shoe Co., 
Spartanburg, S. C. 
** * * 
Business Outlook Obviously 
Good in Florida City 


No increased demand for men’s shoes yet in this 
locality. Types and leathers now called for are patent 
and brown kid oxfords, high top brown kid, all medium 
broad toes. The demand prevailing now is for medium- 
prices both men and women. Business outlook here is 
good for the next four months.—Charles K. Sheban, 
Standard Shoe Co., Miami, Fla. 


** *& * 


Increase Noted in Shoes 
from $5 to $7.50 


Note increase in men’s shoes over last year. Twenty- 
five per cent increase men’s shoes retailing $5 to $7.50. 
Small increase only in high-priced lines. Tan leads, 
square toe brogues—plainer types than formerly. 
Better outlook, but business slow through October.— 
Joseph W. Clisby, Macon, Ga. 


** & * 


Pair Sales Constantly on 
the Increase 


Pairs constantly increase. Each store’s receipts have 
increased 25 per cent over last year. Constantly 
creating new, exclusive effects in lasts and patterns. 
Using the best material constructed with a mind for 
wear. Price markings based on volume business. We 
are getting and anticipate increase in pairs, which con- 
tinually follows. Proper newspaper advertisements 
scheduled. Concise, convincing copy. Personal atten- 
tion to details in stores as display windows. Morale 
of selling staff. Accurate fitting. Intense supervision 
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by local managers over every salesman’s sales. Seventy- 
five per cent of patrons remove a worn pair of London 
character shoes when purchasing new ones. Light 
shade leathers must be very popular next spring judg- 
ing by past season’s enormous demands. Business will 
continue normal next six months. Expect increase 
pairs right along—Morris Weingarten, London Shoe 
Co., New York City. 
*x* * * * 
National Capital Insists on 
Being Optimistic 

Increase in sales of men’s shoes for Washington too 
small to mention. The broader toes in vogue help by 
giving greater comfort to conservative men. Black 
leathers gaining slightly at expense of tan. Though 
always optimistic, the trade here sees no particular 
reason to expect any unusual gain in men’s shoes for 
six months.—Arthur Burt, Washington, D. C. 


** * * 


A Twelve-Month Selling 
Season Is Coming 


Giving young men style smartness at lower price 
range is opening dad’s purse. Merchants optimistic 
see a twelve month’s selling season rather than merely 
spring and fall. Black and brown leathers running 
neck and neck in the selling race. Broad square toes, 
more stitching, less perforations are youth’s preference. 
Recorder should sound warning that higher-price shoes 
will bring another buyer’s strike. Watch your step.— 
W. E. Brelsford, Topeka, Kans. 


** * * 


Unemployment and Bank Failures 
Discouraging Features 


Business on men’s shoes better in proportion to 
general business, but on better grades—$10 and up— 
demand is small. Smooth Russia calf by far greatest 
seller. Considerable local unemployment, together 
with large amount money tied up in six closed banks, 
give rather poor outlook for next six months.—M. A. 
Condon, Charleston, S. C. 

x* *& * 
Big Gain on Shoes Priced 
from $10 Down 


Fiscal year ends August 8. All figures from that 
date to November 1 (compared with last year) show 
men’s shoes 22 per cent—increase. Figuring oxfords 
separately 126 per cent increase.’ All black leathers, 
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50 per cent increase. Gain only on shoes priced $10 
and less. Gain due general business improvement and 
better values. Grain leathers falling off—sport patterns 
increasing. Expect 18 to 25 per cent gain next six 
months over corresponding period year ago.—Elfird L. 
Hine, Winston Salem, N. C. 
* * * * 
Not Enough Money in Crops 
this Year 


Pair increase has been very satisfactory the past two 
months and we have kept to the better grades only. 
Men haven’t a surplus of shoes and are forced to buy, 
and becoming reconciled as to price. In style shoes, 
broad toes, medium heavy leathers and a good call for 
black. Pessimistic as to future business in this 
farming country; crops not moving, and prices too 
near cost of production.—£. L. Esperance, Rand Bros. 
Shoe Co., Grandfork, N. D. 

* * * * 
Outlook Good; Depression 
Is Behind Us 


No increase noted in men’s sales. Our demand 
mostly medium grade, $7.50 to $10. Higher and 
lower grades less active. Most interest is shown in 
wider English toes. In snappy young men’s styles, 
brown calf high shoes first and brown calf oxfords 
second, with black calf oxfords third. Black and 
brown kids holding own in staple styles as customary 
in the South. Have experienced very little cold 
weather here. Outlook for next six months good. I 
believe the business depression is behind us and men 
have put off buying as long as they can.—A. F. Herden, 
Poe- Herden Shoe Co., Fort Smith, Ark. 


* * * * 


Twenty-five Per Cent Gain; 
Black and Tan Calf Good 


Men’s shoe business much improved. Increase over 
same six months’ period last year 25 per cent. Type 
of shoes called for are black and tan calfskins;-wider 
toes. Seventy-five oxfords—25 per cent high shoes. 
Outlook men’s business next six months good.—E. J. 
Bloom, O’Brien- Kiley Shoe Co., St. Joseph, Mo. 


*x** * * 
Better Grades in Demand 
in Fall River 


Business on men’s shoes increased 10 per cent pairs 
sold since September 1. Tans more popular. Think 
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diversity of styles account for increase. Selling about 
fifty-fitty of high and low. Better grades in demand— 
$7 to $13—strong on $8 to $10. Outlook next six 
months general business encouraging.—D. F. Sullivan, 
Fall River, Mass. 
*x** * * 
Business Will Be Good; 
Better Grades Selling 


Men’s business shows. increase in pairs first six 
months of 18 per cent—last four of 7 per cent. Older 
men buying when needed. Younger men buying more 
freely. Tan calf and kid, 60 per cent black kid and 
calf—40 per cent black calf. French and medium 
broad toe lasts have call. Business for the next six 
months will be good with seasonable weather and good 
grain prices. Better grades selling—$8.50 to $14.— 
Tom S. Folrath, Decatur, Ill. 

** * * 
Men Buying Because They Feel 
Prices Are Stable 


Men’s business is increasing, due to the fact that 
men are convinced that quality shoes will not be 
cheaper. Dark tans continue to be our best sellers and 
the sale of blacks has increased. Some demand for 
brogue oxfords and shoes in Norwegian leathers. Out- 
look for men’s business good.—Milo A. Slade, Elwell- 
Field Shoe Co., Des Moines, Ia. 


** * * 


Outlook Improving; We Are 
Optimistic 
Yes—more business. Economic conditions better. 
Heavier leathers favored. Trend to black. Outlook 
improving. We are optimistic.—Wolcotl’s Walk-Over 
Shop, Billings, Mont. 
** * * 
Business Improving; Will Be 
Still Better 


Men’s business increasing. Will continue to improve. 
Leathers tan calf and Scotch grain. Tendency toward 
lighter shades of brown.—E. D. Gildersleeve, Pough- 
keepsie, N. Y. 

** * * 
Better Business Due to 


Harder Work 


We have experienced better business men’s shoes 
partly due to improved business conditions—partly to 
increased efforts for business. About 20 per cent in- 
crease noted. Medium-priced shoes in latest styles, 
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brown calfskins and black vici kid leathers called for. 
Owing to depressed local conditions outlook for men’s 
business not good unless developed through extra 
exertion.—G. J. Wolfinger, Alamagordo, New Mezico. 


** * * 


Marked Increase Noted; 
Blacks Gaining Daily 


We note marked increase in men’s business, due 
largely to good values offered at $8 at retail, and the 
fact that most men are down to their last pair, which 
fact should assure continuance of good business. 
Catering largely to student trade, 80 per cent of whom 
are buying oxfords. Smooth leathers selling better 
than the rough grains. Blacks stronger each day and 
broad, flat toe styles with few perforations out-selling 
the fancier patterns —W. Hal Stewart, Iowa City, Ia. 


** * * 


Business Better On 
Dress Shoes 


Better business on men’s dress shoes this fall than 
last. Not as good sale in heavy shoes. Business on 
heavy shoes for spring delivery not as good as last 
year. About 85 per cent of shoes sold in mahogany 
color.—B. C. Dinsmore, Belfast, Me. 


* * * * 
Outlook Is Very Good 
for Spring 
We have experienced better business in men’s de- 
partment this fall, owing to crop conditions and price 
of cotton. Change of lasts and snappy styles have 
helped. Increase about 25 per cent. Tan Russia 
leading all leathers. Black calf having some demand 
both in low and high shoes. Outlook very good for 
spring.—I. Kempner § Bros, Little Rock, Ark. 
** * * 
Splendid Increase Until 
Weather Turned Warm 


Have had splendid increase in business this year 
until two weeks ago. Extreme warm weather the cause, 
but still have large gain. Increase for year should be 
20 per cent dollars and cents. Broad brogue last 
made either plain toe, straight or semi-wing, hard or 
soft box, perforated or plain vamp. High shoes out- 
selling low three to one for last 70 days. No more old 
men’s shoes sold. Grandfather, father, and son wear 
same type. Scotch grain or boarded calfskin first. 
Smooth calfs second. Tan and black kids third. Tan 
shoes outselling black five to one. Outlook for next 
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six months best since war stopped. If merchant will 
keep new ideas in shoes coming every sixty days his 
business should increase 50 per cent. If not progressive 
he will tail—Charles P. Brady, Geo. Muse Clothing Co., 
Atlanta, Ga. 
* * * * 
Business Much Better; Further 
Increase Expected 


Men’s business much better. Good increase this 
year over last year because of good general conditions 
here and because we have featured one-price policy on 
main line of shoes and as little variation as possible on 
all lines. Russia calf and brown kid still biggest sellers 
but. an increase is noted: in black leathers. General 
demand on lasts for more rounded toes, young men 
favoring newer lasts. Outlook men’s business very 
good. Oxfords stronger than ever for spring. We 
expect same increase for future.—Vandegrift Shoe Co., 
Los Angeles, Calif. * 

* * * * 
Selling More Shoes Than 
Last Year | 


We are selling more men’s shoes and oxfords than 


last fall. Young men are buying the new styles in 
Brogue effects in pebbled leathers and wider toes, 
while the older men are coming back now because the 
pre-war shoes, so many of them have been wearing, 
have finally given out, and because they realize that 
the prices are as low as they will be for some time. 
When it is known that prices may be higher, they may 
buy more freely. The paper industries of. Holyoke 
have just commenced to do more business, and with 
fuller pay envelopes we hope for a better business 
during the next six months. The demand for tans is 
still stronger than for blacks.—Thomas S. Childs, 
Holyoke, Mass. 





Building an Association of Ideas 


A Bit of Intelligent Sales Promotion is all that is 
Needed to Create Big Hosiery Sales Increase 


Association of ideas plays a large part in buying at 
retail. Department stores recognize and apply this 
principle in many ways. One example is either by 
locating their necktie counter close to that over which 
men’s collars are sold, or by selling them both over the 
same counter. The‘need for one of these items is apt 
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to suggest the need for the other and the store “cashes 
in” on an established association of ideas. 


Similarly, sports goods dealers reap their annual 
winter harvest by selling skates and skating shoes. 
In fact, they have encouraged the association of ideas 
in this case by not infrequently offering both skates 
and boots for a lump sum—skates attached. And shoe 
stores sell rhinestone and cut steel buckles, which, at 
one time, were sold through jewelry stores. 


The same principle can be applied successfully to the 
retailing of hosiery in the shoe store. All associations 
of ideas are merely the results of habits of thought. 
And all habits of thought are the results of education 
of one kind or another. In the case of the retail shoe 
merchant, this education is best conveyed through the 
medium of advertising. 


Shoes and hosiery are two very closely related parts 
of a costume, perhaps the two most closely related parts. 
And the logical thing for a woman or man to do, there- 
fore, is to purchase them at the same place, where the 
suitability of one for the other may be studied and 
tested before the purchase is made. 


Then, too, the question of grade enters in, for the 
retail merchant, knowing the grade of his shoes, is in 
position to supply hosiery of the same grade, whereas 
the customer who buys shoes in one store and hosiery 
in another, may not be so fortunate in his or her choice. 

Merchandising of this kind necessarily involves retail 
salesmanship of high calibre, and every retail shoe store 
with a hosiery department should have, as the presid- 
ing genius of that department, a retail salesman or 
saleswoman capable of matching and contrasting in- 
telligently and with good taste. Moreover, the retail 
salesman in charge should have a knowledge of dress 
styles, as every costume—shoes, hosiery, and gown— 
must be and should be a perfect harmony of color and 
texture. 


But above all in importance is the creation of this 
association of ideas. Hosiery should be given a place 
in all advertising. If shoe style talks are planned by the 
advertising department, hosiery style talks go hand in 
hand. Link them together in all your sales promotion 
efforts and you will find them linked in your sales 
records. 

The association of ideas is logical and right—but no 
association of ideas can grow and become sturdy unless 
the seed is planted and nourished. 

This is the job of the retail shoe merchant. 
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Industry Gains Rapidly; How Goes It 
with the Farmer? 


Even with a Check in the Upward Swing in Prices, There’ll Be an Increased 
Purchasing Power of at Least $1,000,000,000 Over a Year Ago 


By A. W. FULTON . 
Director of the Bureau of Commercial Research of ‘Farm and Home” 


are to be increased one to two billions of dollars 

over the situation of a year ago, if the better 
autumn prices for produce are continued for a time. 
This means, in spite of some checks to the upward 
swing, that the buying power of the farmer looking 
ahead into winter and spring, is that much greater. 
This is the profound thing in the agricultural situation 
at the moment. 

A study of crop and market conditions, of the volume 
and price movement would seem effectually to confirm 
this. The value on the farm of 12 leading crops at 
present is 5,980 millions of dollars, according to de- 
ductions made from November report, Department of 
Agriculture; same 12 crops with estimated farm values 
one year ago 4,705 millions. This notable difference, 
in producers’ favor, is more than a billion and a quarter 
dollars. 


err of farmers for coming expenditures 


Pendulum Must Swing Farther 


It is the difference between then and now. Twelve 
months ago, a slough of despond accompanying the 
drastic deflation in which farm prices were cut in two; 
today, a higher trend in farm prices toward a parity 
with other commodities and labor costs. This pen- 


dulum swing has been helpful, even though it needs 
to go still farther. 
Nor is this all. 


Over half of the three-billion-bushel 


corn crop will be converted on the farm into beef and 
pork; and rightly handled, at an additional profit 
over what would be realized were it all to be sold in the 
grain. 

Meanwhile cotton prices have shown further material 
gains in the past fortnight. Other staple and special 
crops, together with poultry and dairy products, have 
been leaving the farm on an advanced November price 
level. 


Greatly Enlarged “Farm Market” 


Assuming the farm output of 1922 is distributed in 
an orderly manner, at a price level comparable with 
going quotations, it is not out of the way to say the 
farmers will have upward of two billion dollars more 
to spend during the next six months than in the open- 
ing half of 1922, when cereal prices made fair yet 
ragged recoveries. Fortunately for producers, the higher 
prices are obtainable this season early in the year, 
directly benefiting producers; something not always 
realized. 

Alluding to the upward swing which has so dis- 
tinctly encouraged farmers, December Farm and Home 
will say editorially: ‘During the autumn corn sold 
at Chicago at the remarkable advance of 70 per cent 
over the low figures touched on this primary market 
in the autumn of 1921. Comparing farm prices in the 
closing weeks of the year with the distressingly low 
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level of 1921 the changes are so marked as to be almost 
sensational; then corn touched 42 cents, upward swing 
this fall to 72 cents. From the low point oats gained 
45 per cent; barley 53 per cent; corn a plump third; 
hogs 28 per cent, best grades, Chicago market.” 


Moving the Crops 


On the grain exchanges more buying support has 
been apparent, even though accompanied by some 
reactions. Reserves of old corn carried over from a 
year ago are exceedingly small and this means a ready 
welcome for the new crop. Somewhat similar con- 
ditions prevail in wheat and other small grains. Ger- 
many right now advises Reparations Commission it 
will need 2,000,000 tons grain during the coming year 
to feed its people and this must come largely from 
America. 

Apparently much more than half the latest wheat 
crop has been marketed in spite of shortages in freight 
cars; this now somewhat relieved, freight loadings 
over a million cars a week. With country elevators 
well filled and with a prospective freer movement it is 
not impossible these conditions may result in some 
temporary declines in grain prices without affecting 
the general situation. Extreme car shortage in the 
northwest is less intense. 

This survey brings into opposition two schools of 
thought: a, that the business of farming runs along 
in a continuously poor and depressed manner; }, per 
contra, that everything is rosy for the immediate 
future with no pressing necessity of correcting certain 
inherent evils. 


Impressive Farm Facts 


The truth lies somewhere in the middle. Conditions 
in the agricultural field are still short of what they 
should be that a stabilized prosperity among farmers 
may extend in full measure to manufacturers, to the 
industries, to banking. On the other hand the jere- 
miads of certain ill-informed people or certain radicals 
in agriculture are either unconsciously or purposely 
exaggerated, : 

The impressive facts may be lightly sketched in: 
reasonably good crops, barring cotton disaster through 
boll weevil depredations and these may be at least 
partly corrected another season; substantial upward 
swing in farm prices even though these have not yet 
caught up to a parity with high labor, high cost of 
needful purchases, and burdensome taxation; healthy 
discussion of federal aid in securing short time credits 
for financing the once a year turn-over; potentially 
a wide foreign outlet for foodstuffs and feed stuffs even 
though Europe mends so slowly. These things should 
bear their share toward making a broad farm market 
for finished commodities in the months to come. 
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Baby looks like Daddy— 

But he’s so young as yet, 

We will not be disheartened 

Nor broken with regret; 

He has so many years to go, 

This handicap may pass, you know. 


A patient guy was Job—but he never ran 
out of shells just as the ducks started to go 


over. 


Even a minnow may strive to have a whale 
of a time. 


The latest thing in Men’s Clothes is 
Women. 


And now, with longer skirts, a lot of us 
young fellows find we really didn’t need to 
wear glasses. 


Blessed is the auto tire. 
there’ on wind. 


It “getteth 


Other people have prejudices; but we have 
convictions. 


Cornelia Cramer once said a very wise 
thing which should be held at man’s heart: 
“T think the long generations of your fathers 
hold their breath, to see if you do less with 
certainty than they have done with faith.” 


Many a lad who is expected to be an 
example for the world turns out to be merely 
a problem. 
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ERCENTAGES, averages, and a multitude of 
Piitcure bearing upon many angles of the shoe trade 

were brought to light at a special meeting of the 
American Statistical Association at the Machinery 
Club, New York, on the night of November 17. The 
general topic for discussion was “Research Applied to 
the Production and Distribution of Shoes.’’ The meet- 
ing was an effort to develop some constructive thought 
along the line of statistical work as applied to the shoe 
industry, particularly for the edification of a number of 
statisticians. 

Some heavy artillery was brought up from the shoe 
trade to enlighten the statisticians. The “big guns” 
were John C. McKeon, of Laird & Schober, Philadel- 
phia, who spoke from the angle of the manufacturer; 
Louis M. Taylor, secretary of a number of wholesale 
shoe associations, who gave the wholesalers’ viewpoint, 
and John Slater, of J. & J. Slater, New York, represent- 
ing the retail merchants. 


Annual Production More Than $1,000,000,000 


A. H. Melville, of the Nast publications, who has 
done some interesting research work in the shoe dis- 
tribution field, and who is chairman of the statistical 
association’s research bureau, presided at the meeting. 
In his introductory remarks, he gave the statisticians 
a few facts and figures concerning the shoe trade. 
Among these were the information that the shoe in- 
dustry is one of fifteen in this country with an annual 
production of more than $1,000,000,000 worth of mer- 
chandise; that 80 per cent of all the leather tanned 
goes into shoes; that in 1919 the production of shoes 
in this country amounted to 330,000,000 pairs; that 
approximately 7 per cent of the footwear produced falls 
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Statistics Lie Down 
And Die When 


Confronted With 
The Problem 
Of Style 





To the left isa graphic way of showing the relationship among 
the various items embraced in the cost of doing business as 
compiled by John Slater, of New York City. 


in the high-grade class, retailing from $10 upwards; 
43 per cent is medium grade, retailing from $6 to $9 
a pair, and 50 per cent is low priced, ranging from $3.50 
to $5 a pair. Style, he added, was now the chief prob- 
lem of the producers and distributors of shoes. 

Mr. McKeon, the first speaker, supplemented Mr. 
Melville’s sketch with a few more facts; the first set 
showing the wide variance in shoe distribution through- 
out the world. In this coui.try the production averages 
three pairs to each individual annually; in France, 
abo it one pair per capita, and in India, much k ss than 
one pair per capita. Endeavoring to bring home the 
style problem as it is exists for manufacturers, he said: 


Style as an Economic Problem 


“At the beginning of a season the man:facturer of 
women’s shoes will make up from 100 to 150 new 
samples. Later hc finds that the season’s run will 
center on about 20 of these styles.” 

From this he jumped to the question of tre style of 
leathers. ‘“‘Calfskin,”’ he said, “is the easiest leather 
with which the manufacturer can work. The supply 
is fairly constant because it is close at hand; with kid 
leathers, however, the situation is entirely different. 
The source of supply is far away, chiefly in South 
Africa and India. The tanner has to take these skins 
as they come. It is no rare occasion for a manufacturer 
of high-grade shoes to reject three-fourths of a ship- 
ment of kid leather because it is unsuitable for his use. 
When he can’t return it, he has to dispose of it for 
whatever it will bring. The situation in sole leather 
again, is more simple. However, this gives just an 


inkling of what the manufacturer is up against in raw 
materials. It also shows how costs enter into the pro- 
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duction of shoes; about which the general public 
knows little or nothing. if 


Cost Problem a Complex One 


“Having secured the raw materials, the next problem 
is the costing schedule. Here the problem becomes 
exceedingly complex. The difficulty of accurately cost- 
ing the cutting of uppers alone is almost unbelievable. 
In allowing material for cutting, actually there are 
variances from 10 to 40 per cent in the number of 
uppers that can be cut from the same amount of leather, 
figured on oxfords in 50 pair lots. This variation is not 
as marked in the plain as it is in the flesh finished 
leathers which have come into greater use in recent 
years. 

“‘Now this gives only a slight insight into our diffi- 
culties. In our factory we have discarded estimates in 
allowing material for cutting and figure exactly on the 
amount used after the cutting is done.” 


Says Styles Should Be Allowed to Live Longer 


Mr. McKeon then launched into a technical discus- 
sion of style. The main trend of his discourse was along 
the line that manufacturers and distributors are begin- 
ning to feel that styles should now be perpetuated a 
reasonable length of time, in order to get the greatest 
amount of good from them, and not rapidly discarded 
as they are, in many cases, at present. “Lasts,” he 
said, “‘appear to be fairly well stabilized at present, so 
there is not the expense of putting in new lasts every 
season. Patterns, however, shift quickly and this 
means added expense in the production of shoes.” 

He then called attention to the fact that there are 
few American-made shoes sold in England, but than 
in Aukland, New Zealand, much farther away, and it 
spite of a 40 per cent import duty, American footwea- 
is selling freely. Another illustration of the penetrar 
tion of American footwear abroad, he said, will be 
found in France. He stated that while on his trip 
abroad this year he persuaded one of the leading French 
couturiers to install his line of shoes in a new and 
exclusive shop. 


The Solution of Labor Troubles 


In closing he reviewed the labor situation as it exists 
in the Philadelphia shoe factories. “Over there,” he 
said, ““we have no labor unions. We do have an asso- 
ciation of employers and an association of employees, 
with a joint board of arbitration. In 30 years there 
has been no shoe workers’ strike of any consequence in 
Philadelphia. The success of the negotiations of the 
Joint Board is largely due to the personal contact 
between the employers and the employees. The manu- 
facturers do not send representatives to these meetings, 
they come themselves and talk to their men. In our 
own factory, when taking visitors through, they often 
have been astonished to hear some old worker in a 
corner call me “John,” and wonder why I do not resent 
it, and try to instill more dignity into the organization. 
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Now, that familiarity is not a lack»of dignity, but a sign 
of real affection. It explains how we get along with 
our help in Philadelphia.” 

In discussing statistical information from the view- 
point of the wholesaler, Mr. Taylor declared that: 
“In the tremendous development of the industry since 
that period there has been an increasing tendency for 
manufacturers to sell direct to the retailer, but this 
has been to a considerable degree limited to the larger 
retailers in the more prominent cities. There has also 
been substantial development of the chain-store sys- 
tem, both operated independently and by manufac- 
turers who desire to control their distribution. This, 
with the advent of the mail-order house, has brought 
about discussion of the elimination of the wholesaler 
in the scheme of distribution, but those who argue that 
the wholesaler has outlived his usefulness have over- 
looked some important facts. 

“One-third of our population still lives on farms, 
and 67 per cent lives in towns with less than 2500 
population. It is reported that 90 per cent of the 
general stores of the country a majority of which 
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Before you buy, said Mr. Slater, in addressing a meeting of the 

American Staiistical Association, you have to estimate your sales. 

How far apart your estimate and the aciual may be is told by the 
two columns on the right of the chart. 
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earry shoes are in these small towns. There are many 
who have studied the matter who feel that while the 
extension of the rural mail delivery has helped to de- 
velop the mail-order houses, this same factor, with the 
addition of the automobile has brought about a situa- 
tion which may have a tendency to limit the develop- 
ment of the mail-order business in these communities. 


Why there are end sizes. In this chart, referred to by Mr. Slater 
as chart No. 1, are shown that even the smallest run of sizes 
means 40 pairs. 


The desire is as keen in country districts for the same 
style as is demanded by the city dweller and the mail- 
order houses are handicapped to meet this demand with 


the present system of catalogue printed months in 
advance. 


75 Per Cent of Shoes Made in East 


“The country merchants and the vast number of 
small shoe retailers in the cities lack the information 
and capital to anticipate the market as to styles and 
cannot deal directly with the manufacturer economi- 
cally as they depend upon continuous supply and turn- 
over to operate profitably. Over 75 per cent of the 
production of footwear is in New England, New York, 
and Pennsylvania, so the need of wholesale distribut- 
ing centers closer to the retailers supplying these 
communities becomes apparent. 

“The shoe industry has developed comparatively 
little in a statistical way outside of data secured by 
the Bureau of Census. The number of tanners in the 
United States has decreased from 7569 in 1869 to 681 
in 1919, which incidentally showed a reduction of 60 
establishments since 1914. The leather shoe manu- 
facturers averaged about 2000 in number from 1869 
to 1879, but have declined steadily since until 1919 
there was reported 1441 manufacturers of leather 
footwear. It has been claimed that approximately 400 
of the manufacturers represent 90 to 95 per cent of the 
production of the country. 

“While there are no figures available as to the num- 
ber of wholesalers in the country-at-large, prior to 
recent years, the seven principal cities show an increase 
from 204 in 1877 to 242 in 1919. The volume of sales 
shows an increase of average volume for each house 
from less than $300,000, in 1877 to $400,000, in 1897 
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and a million to two million dollar sales from the same 
centers in 1919. 

“It is well known that there has been a large increase 
in numbers of wholesalers in sections outside of the 
centers referred to and today we have approximately 
800 wholesale distributors in the country which from 
the above figures it is fair to assume represent a very 
substantial increase in numbers and volume of sales 
from previous periods. 

“During the war the requirements of the govern- 
ment brought about a demand for information which 
was not available from any source. In an effort to 
establish some information as to the details of distribu- 
tion the National Shoe Wholesalers’ Association en- 
deavored to make a survey of the country and after 
several months’ work acquired data indicating that 
there were at least 50,000 exclusive retail shoe dealers 
in the United States in addition to 100,000 general 
and department stores of which 50 to 60 per cent dis- 
tributed footwear. There were found to be about 90 
exclusive rubber footwear distributors and approxi- 
mately fifty mail-order houses. 

“In 1919, 95,000,000 pairs of rubber boots, shoes, and 
canvas footwear were produced in this country, the 
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And here is the proportionate distribution of sizes of 100 pair 
of sizes of women’s shoes in the store of J. g J. Slater. 


total value being $115,000,000. Of this amount, more 
than one-half was distributed by wholesalers. 

“For the purpose of our organization our survey 
divided the country into certain well-defined districts, 
the figures for which are as follows: 


PER CENT OF TOTAL UNITED STATES 
Retail 
Gen. Shoe 
Pop. Stores Stores 
7 4.5 12.7 
23.5 14.5 
34 38 
30 40 
5.6 8 


100.0 100.0 100.0 100.0 





“These figures show plainly the change from exclusive 
retail shoe stores to merchants carrying general mer- 
chandise, as well as shoes, as wholesale distributors 
reach into less closely populated regions. 
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NUMBER TO 1,000 SQUARE MILES 
Gen. 


Retail 
Shoe 


New England 
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“These figures show that Southern wholesalers have 
fewer exclusive retail shoe stores in their territory than 
any other section of the country, but have stores carry- 
ing general merchandise far in excess of any other sec- 
tion of the same area. 

“It is interesting to know that the Western terri- 
tory has practically as many exclusive retail shoe stores 
per thousand as the Middle Atlantic States and 70 per 
cent more general stores per thousand of population. 
New England exceeds by a substantial percentage all 
other sections for the number of exclusive shoe re- 
tailers per unit of population, while the Pacific Coast 
shows the fewest stores of all kinds, per thousand of 
population. 

“The Middle States stand out strongly in density of 
stores in its territory, which, when compared with 
the figures of stores to population shows that competi- 
tion is keenest in these states. 

“In the recent investigation of the shoe industry by 
the Joint Commission of Agricultural Inquiry we were 
called upon to supply additional data which was en- 
tirely new in some details as research matter for shoe 
wholesalers. This inquiry was intended to develop the 
cost of distribution through the wholesaler, and I quote 
in part from the report made to the Commission: 

“The overhead cost of the wholesaler is somewhat 
higher now than during the pre-war period, although 
surprisingly less than the public at large imagines. One 
of the many reasons for this is the more efficient methods 
of distribution which have been developed during the 
recent period of readjustment. 

‘“**We present figures showing wholesale margin for 
the pre-war period of 1913, inflated period following 
and present basis of 1920-21 figures: 


Average Margin 16.5% 
it) ct) 18. % 


“* 18.7% 


“ “In this same period cost of doing business was as 
follows: 
1913 Average cost of doing business 
1919 “ 77 “ “ “ 
1920 o “ “ “ “ 
Average cost of doing business for period...... . 
“ “Following are concrete figures showing the average 
wholesale cost per pair of distributing footwear during 
this period: 


Average profit of wholesaler 
Average cost to distribute 


09.lc per pair 
40.4c “ “ 
“During this entire period the average markup was 
17.1 per cent with an average cost of doing business 
of 14 per cent, and profit on turn-over of 3.1 per cent. 
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Keen competition keeps the wholesaler ever on the 
alert assuring a maximum of quality at a minimum 
of cost. 


Wherein the Selling of Shoes Is ‘‘Different”’ 


Mr. Slater’s address, illustrated by charts (some of 
which are reproduced herewith) had to do largely with 
the economic problems faced by the retail shoe mer- 
chant. He pointed out, first, the fact that the merchant 
must provide himself with a run of sizes and widths of 
the various styles which he expects to sell and that these 
runs of sizes varied in different localities. Because of 
this, he said, “It is almost impossible to sell out a line 
without ‘left-overs.’ 

“Now we go to that feature of all mercantile busi- 
ness, namely, ‘Style. We must have ‘Style’ or we 
would all die of inertia. I will confine myself more to 
the women than the men. Men’s styles are not a big 
feature in shoes. Our masculine friends are not per- 
turbed by wearing a heavy shoe in summer, or vice 
versa, but in passing, I will say that men as a majority 
do not dress their feet in accordance with their station 
in life or in comparison to their clothes or neckwear. 

“In taking up ‘Style’ for women we are confronted 
with the great rapidity of changes in the past few years 
and | will dwell, for a moment, on the difficulties the 
retailer has to properly merchandise all his sizes -with- 
out suffering considerable loss. 


Rapid Style Changes and Their Danger 


“To emphasize the great importance of ‘Style’ I have 
prepared this illustration: Taking 100 per cent as total 
sales, we find, in 1914, that 64 per cent were boots, that 
in 1921 boots were only 4 per cent, and also do we 
have continual changes in colors and types. 

“These continual fluctuations are most costly for 
they result in continual losses. Percentages show that 
to sell 350—450 pairs must be purchased. Think of it! 
—22 per cent left-over—tying up money and taking up 
room. 

“The great number of reduction sales in New York 
City prompted the statement by a man, well versed in 


This chart shows the flasiuztior in credit s1'es during the last 
4 years in the store @f J. § J. Slater. 
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the shoe business, that 25 per cent of the women of 
this city were wearing shoes purchased at a cost much 
less than their true cost of production. This is due to 
‘Style’ and ‘Style’ changes. 


fot the Merchant's Fault 


“A natural comparison, and, therefore, a reflection 
upon the competence of shoe retailers, may have arisen 
in your minds. 





Graph of estimated and actual daily sales of one sty'e for a period 
of three months. Straigh line, estimated---curved line, aclual. 


“Other merchants have ‘Style’ problems and they 
are overcome ably. Why not the shoe merchants? 

“IL wish to point out that in no other commodity are 
so many sizes and widths dealt in and that shoes are 
unalterable and most inelastic. 

““Now let us consider the merchant who finds him- 
self in the position of where he must purchase. He 
determines, first, the anticipated sales for his coming 
period, he draws his conclusions aided by: First, A 
study of general business conditions. Secondly, Style 
trend. Thirdly, Past seasons’ records. 

“Before the shoes arrive in the store, many factors 
are liable to arise that will interfere with their delivery 
on time, for shoe manufacturing is not easy. For in- 
stance, patterns must be made and approved. Leather 
must be procured, and it is many times not available. 
Labor must be procured, trained and maintained. These 
are merely a few of the evils that he cannot himself 
control. 

“To properly merchandise one’s stock, it is necessary 
to be able to govern it, and when outside and un- 
forseen factors enter into it, the problem becomes not 
only most difficull, but practically impossible. 

“The shoe business has two selling seasons—spring 
and fall. Practically all retailers place their orders in 
anticipation of these seasons (it is natural, on account 
of the rapid changes in¢style, to wait for the last 
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moment), and in so doing the manufacturer is literally 
swamped. 

“Style changes first, and the retailer second, both 
paving the way, as it were, for unfulfilled promises and 
precarious merchandising conditions. 

“Before concluding our consideration of the buyer, 
I wish to point out, that in those stores conducting 
business where charge accounts are used, another very 
important factor enters into the problem. 


Merchandise Credits 


“There is no doubt but unfair advantage is taken of 
merchants—articles being presented for credit, often- 
times six and nine months after the date of purchase. 
It has been my experience that since the war, the per- 
centage of credits has been gradually increasing —this 
graph is one from my business—but from every source 
of information, 1 am led to believe that it can be ac- 
cepted as average and representative. 


High Rentals Don’t Mean High Prices 


“Location and rent go hand in hand. | wish to cor- 
rect the belief that stores occupying choice locations, 
for example, Fifth Avenue, pay tremendous rentals 
and must, therefore, charge exhorbitant prices, but, 
picture for yourself a store dealing only in quality 
merchandise, endeavoring to do business in an ‘out 
of the way,’ and naturally, an inexpensive location. 
What would the sales be? Consider rent in terms of 
percentage and we find that the average cost—l am 
speaking of large and small towns and of large and 
small stores—to be 2.7 of the sales. 


What Should Be Paid for Rent ? 


“Stores doing a business of over $250,000 showed an 
average rental of 3.4 and I do not believe that a study 
of the rents paid, for desirable locations, would reveal 
a cost of over 5 per cent. But—stop for a moment and 
consider the advertising feature—there’s your name 
and business prominently displayed in a busy section 
for the cost of a few tenths of a per cent. 

“The cost of equipping a shoe store is, of course, 
determined by the luxury of its fittings and appoint- 
ments, but a shoe store, attractive and suitable for an 
average class trade, in dimensions, 25 x 100, could be 
produced at a cost of $12,000. A great bulk of the 
shoes sold in the United States come from stores that 
cost only ‘in the hundreds’ to equip. 


Delivery Costs 


“Those stores obliged to maintain a delivery service, 
while endeavoring, naturally, to operate it at the lowest 
possible cost, consider this a splendid means of adver- 
tising and exert every possible method to attract 
favorable attention. 

“The Harvard Bureau of Research compiled figures 
that showed 0.3 per cent was the common cost. This 
abnormally low cost was brought about entirely by 
including in the figures compiled, those given by stores 
of a ‘cash and carry’ nature. 


November 25, 1922 
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Uncle Sam Now Undertakes Education 
of Retail Sales People 
(Continued from page 85) 


Superintendent of Schools was invited to attend and 
through him and his co-operation an instructor was 
secured in promoting the educational work. 

Permission was granted to the merchants to have 
the classes meet in the Chamber of Commerce rooms. 
Canton was the first city in Ohio to adopt the plan of 
having the salespeople attend classes at one central 
meeting place. Such an arrangement made it possible 
for stores employing only a few to receive the benefit 
of instruction for their employees, also which they 
could not have procured if the classes has been held in 
the larger stores. 

The Educational Director arrived the last of August 
and the work of organization was started immediately. 
This was done chiefly by personal calls by the Director 
and with free newspaper publicity. The classes opened’ 
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and improper approach to customers: things to 
be avoided in the display of merchandise; ways to help 
a customer decide; proper ways to close a sale and the 
retaining of the good will of the customer. 

Attention was also given to systems of the various 
local stores, viz.: study of model saleschecks; proper 
way to make out the checks: importance of the sales- 
check in the system of the store. Other important 
subjects taken up included stock work, as to care, 
arrangement and ways to learn the stock. A part of the 
time was devoted to a study of different types of 
customers and methods of handling these types. 


Special Merchandise also Taken Up 


The second term, beginning in February, consisted 
of a study of merchandising for all who had taken the 
previous work and desired to continue. This meant a 
study in textiles for those who dealt in materials; 
special lines of merchandise were studied, the material 
taken chiefly from merchandise manuals prepared for 


Sept. 21, 1920, with a registration of 134 salespeople 


representing twenty stores. 


Course Lasted Five Months 


The classes continued five months, 
At the conclusion of this first 
semester, there was a general meet- 
ing of the Retail Merchants’ Asso- 
ciation to decide whether or not it 
would be advisable to continue the 
classes. Results were tabulated and 
were found to be of such proportion 
that the merchants not only voted 
to continue the classes but con- 
cluded arrangements with the Su- 
perintendent of Schools for the 
extension of the work to high school 
classes in the senior year, thus 
fitting the pupils in their last year in 
high school with something prac- 
tical that they could use in the 
making of a livelihood after they 
had finished their high schooling. 

An extra class was formed con- 
sisting of 13 male and 67 female 
students who were trained in the 
work five days a week and given one 
day’s actual experience in store 
work. 


Subjects Which Are Studied 


The work of the first term dealt 
primarily with salesmanship, the 
matter of approach, appearance, 
tact, topics of store policies, rules 
and) organizations, requisites for 
successful selling. The steps of 
a sale were followed in detail, 
giving and impressing the proper 


salespeople. At this point the selling and talking 
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IN MEMORY OF GEORGE E. KEITH 


At the regular monthly meeting of the Board of Directors of the Walk-Over Club, Monday, 
Nov. 13, Irving B. Howe, representing the committee appointed at the Walk-Over Retail 
Dealers’ Association Convention held in Campello, Mass., in July, 1921, outlined the com- 
mittee’s plans for a memorial to George E. Keith. The memorial is to take the form of a band 
stand and outdoor forum or proscenium. It is to be located on the club grounds north of the 
club house, west of and midway between the tennis courts. 

J. Williams Beal’s Sons, who designed and supervised the erection of the club house and 
the squash courts, are the architects. C. A. Batson will erect the memorial. The foundation 
will be laid at once and the superstructure will be begun in the early spring. 

The band stand is designed along classic lines modified to harmonize with the existing 
Walk-Over Club. The ground plan is that of a semi-circle, 38 feet in diameter. The memorial 
is 23 feet high and the stage 5 feet above the ground, opened along the diameter to allow it to 
be used as a stage for outdoor performances. The base is of cement with a tile and brick 
floor, the pillars of cement, steel and woed. 

President Harold C. Keith and Vice-President Myron L. Keith were invited to the 
meeting and expressed their deepest appreciation of the spirit which prompted the memorial. 

So far as known a presentation of this kind is unique in industry. The donors of the 
memorial are merchants who buy the Walk-Over product and not Walk-Over employees. 
Merchants from all parts of the United States and the various foreign countries where 


. Walk-Over shoes are sold are included. The Dealers’ Committee which has arranged the 


details for the memorial consists of M.G. Harper of Philadelphia, Irving B. Howe of 
Boston and H. T. Conner of Brockton, acting as the executive committee, assisted by I. R. 
Jacobs of New Orleans, E.L. Seaman of New York City, and Sydney Stokes of New Haven. 
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points of the goods received attention, as in the first 
term, but more in detail to show how the merchandise 
knowledge can be utilized in making a sale. During 
the second term another class in the same work as that 
of the first term was given those who were unable to 
work the first quarter. 


No Expense to Merchants 


The cost of the educational work was without expense 
to the merchants. The only expense was for the 
salary of the educational director which was borne by 
the public schools. Time off from work was given the 
student-salespeople, who were shown what increased 
efficiency meant in their own behalf of increased pay. 

The second year of the classes in Canton there was a 
larger number of stores who took advantage of the 
education work and 25 stores had students in atten- 
dance. These included not on!y department stores, but 
also women's specialty shop;, men’s wearing apparel 
shops, shoes, millinery, electrical stores, coal offices, 
stationery and office supplies and 5 and 10 cent stores. 

Following the first yéar course, all of the merchants 
without exception reported increased efficiency result- 
ing in larger sales and more pay for their employees, 
and greater profits for the store. 


Many States Adopt Plan 


What the merchants of Canton, a city of 87,000 
people, did for their sales forces, the merchants of 
practically any other city, having as many as a dozen 
retail merchants, can do. In the following states, 
arrangements have already been made by the Federal 
government with the State Board of Education for 
financial assistance in the payment of an educational 
director: 

Arizona, Arkansas, 
Idaho, Indiana, lowa, Kentucky, Massachusetts, 
Mississippi, Minnesota, Missouri, Nebraska, New 
Mexico, New York, North Carolina, Ohio, Oregon, 
Pennsylvania, Tennessee, Texas, Washington and 
Wisconsin. 

In those states not named, a sufficient demand from 
merchants would in most instances, avail in getting the 
services of a paid instructor to conduct s‘milar classes. 
However, in the event of a failure to secure state funds, 
the cost can be borne by the merchants, pro-rata to the 
extent of the number of students from their store which 
attend the classes and the individual cost is found 
negligible. The cost of the instructor in Canton was 
$2,100, which, if the merchants themselves had paid for 
it, would have meant more than $100 per merchant. 

The work of the National Retail Educational Board 
is being handled by Miss Isabel Craig Bacon, special 
agent of the Federal Board for Vocational Educat‘on, 
200 New Jersey Avenue, Northwest, Washington, D. C., 
and the Board has invited the inquiry of any Retail 
Merchants’ Association, Chamber of Commerce or 
any other civic organization in co-operating with them 
in this work. 


Alabama, Florida, Georgia, 
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Shoe Trades Club Plans New Home 


Boston, Mass.—Photographs and floor plans of what, 
it is hoped, will be the new home of the Boston Shoe 
Trades Club after July 1, 1923, when the lease on the 
present location expires, were flashed on the screen by a 
steriopticon at a well attended meeting of the club 
membership, held November 22. Other and less pre- 
tenteous plfins also were discussed -but the picture site 
on East Street, in the rear of the Essex Hotel, laid hold 
of the imagination of many. 

At the end of the discussion of the proposed new site, 
led by the club secretary, Walter G. Dennison, it was 
voted to refer the matter to the board of governors for 
further investigation—a more complete report to be 


MAJOR CHARLES T, CAHILL 
President of the Boston Shoe Tra tes Club 


made at a later meeting, at which time ways and means 
of raising the money to purchase the site will be 
considered. 

Club finances, as reflected by the treasurer’s report, 
showed the necessity for a special assessment to “carry 
on” until next July and the assessment was unani- 
mously accepted. The report showed an active mem- 
bership of 850; and a membership drive to increase 
this total is among the plans under consideration. 

The meeting was presided over by the club president, 
Major Charles T. Cahill. 





United Shoe in Agrement with 
Manufacturers 


(Continued from page 80) 


facturers. The big Beverly plant is understood to be 
running about 75 per cent of capacity, against about 70 
per cent a month ago. This is a much higher percentage 
than operations earlier in the year showed. With the 
lease situation on the road to settlement it is hoped 
that all departments early next year will be pulling 
strongly.” 
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How Much System? 


T is a question how much “system” a merchant 
I should have in his store: how many records and 
tabulations are necessary to give him a sufficiently 
accurate picture of the business so he will really know it. 
On this page appears an excerpt from a merchant 
who has studied stock records from every angle The 
system of records used in his stores recently won a prize 
in competition with systems presented by other mer- 
chants of his state and yet he 


likewise find himself some day arguing with the 
sheriff. 

Nothing has yet been found that will take the place 
of brains—downright hard thinking and study. True 
it is that a man cannot know too much about 
his business, but he can spend too much of 
his time and too much of his profits in arriv- 
ing at non-essential details. 

A very prosperous mer- 








calls his system “rotten.” 


chant recently said, “I do not 





This merchant is alert, pros- 
perous, well rated and has two 
clean, well kept stores. 

Because he is alert he is 
looking for something better. 
Because he has made money 
by rendering good service to 
his customers, he is anxious to 
make his store more efficient, 
render better service, get faster 
turnover and make more 
money. 

That is the spirit that will 
win. At the time the War In- 


What Is a Good Stock System? 


“There was an article of especial interest 
to us in the October 21 issue of the “Re- 
corder.” This is the editorial on buying 
the right sizes. This is so forcible that it 
has set us to thinking, and to figuring how 
nearly we are on the right tract. 

““We feel that a great many stores have 
what they think is a good stock system, 
while about all it is doing is keeping track 
of the shoes as they come in and go out. 
We have no-doubt that in most cases the 
purpose for which it is intended is lost 
sight of; that is, following in the line of 








need to check off pairs sold 
size by size. I need to know 
accurately the number of pairs 
sold each week of every stock 
number in the house; but a 
composite sizing of my ‘Jack 
Pot, section will show me very 
quickly if my buying schedule 
of sizes or quantities is wrong. 

“Tf I find in that section an 
accumulation of one, two or 
three sizes and a serious short- 
age of other sizes then I know 
I am wrong and I change my 


dustry Board was exercising 
its almost supreme power over 


your suggestions.” 








schedule. 
“Wrong sizes retard turn- 











the business of the nation 
Bernard Baruch, the head of the board, said to a group 
of N.S.R.A. members, “There are too d——d many 
shoe stores anyway,” and then turning to a manu- 
facturer in the group he said, “And the same applies 
to the manufacturers.” 
Hundreds of retail stores have entered the business 
arena since that and many have been knocked out. 
There is and ever will be a place for the store that 
serves best—but the way of the “get-by” artist and 
the “Alibi Ike” is growing harder every day. 

The merchant who entwines his business with a 
lot of red tape or a superabundance of system and 
expects to make money just because he has a lot of 
records is simply kidding himself. On the other band 
the merchant who believes stock records, budget buy- 
ing and accurate bookkeeping are all bosh will 


over and without turnover 
there can be no profit. It is better to miss one sale on a 
seldom wanted size than to miss two sales on an often 
wanted size.”” 





New Store Opens in Lima, Ohio 


The LaFever Shoe Store is the name of the new shoe 


store just opened on the square in Lima, Ohio. Mr. 
LaFever is not a novice in the shoe game, having been 
located here several years ago, but having been com- 
pelled to give up the game at that time on ac- 
count of an expiring lease. He has opened _ this 
new store in the room formerly occupied by Lloyd 
Shoe Store. This shop occupies a good location, is 
very attractively furnished and has a very promising 
outlook. 
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It Doesn’t Always Pay to Accept a 


Compromise Settlement 


Enormous Sums of Money Lost by This Method, Declares Credit Manager 
of Milwaukee Shoe Company—Legitimate Merchants Handicapped 


by indiscriminately accepting compromise settle- 

ments that are being offered by debtors. This 
practice has grown to an immense extent during the 
last few years,” said D. L. Sawyer, credit manager of 
F. Mayer Boot & Shoe Co., of Milwaukee, in discussing 
recently the subject of “Acceptance of Compromise 
Settlements,”’ 

“Many debtors find their way out of such indebted- 
ness by offering a compromise settlement. The usual 
course is for the debtor, or his attorney, to write a 
letter to creditors stating his assets amount to so much, 
his liabilities are so much, and through the aid of 
friends he is able to raise so much money which will 
pay a certain percentage of his indebtedness, and that 
amount is offered for a full and complete settlement. 
In the same letter, a veiled threat is usually injected to 
the effect that unless this settlement is accepted, 
a petition in bankruptcy will be filed, in which case, 
a very much smaller amount will be realized. 


C REDITORS are losing enormous sums of money 


Epidemic Just at Present 


“Creditors have been accepting these offers to an 
alarming extent, and every time one of them is success- 
fully put over, it encourages four or five other debtors 
to get rid of their debts in this manner,” said Mr. 
Sawyer. “Evidently a large majority of these settle- 
ments are accepted without investigation, the creditors 
fearing that they might not obtain that amount if 
bankruptcy ensues. If these propositions are refused, 
the debtor invariably files a petition in bankruptcy and 
offers a composition, which if accepted by a majority 
in numbers and amount compels the others to 
accept. 

“There seems to be an epidemic of this practice at the 
present time, which is caused by the fear that debtors 
are in a worse condition than is shown by the statement 
sent out. It is my opinion that all offers of compromise 
settlements should be refused, and all offers of compo- 
sitions in bankruptcy should be refused. When a 
debtor is in failing condition, the estate should be 
administered through the bankruptcy court or through 
a friendly adjustment conducted by an adjustment 
bureau affiliated with the National Association. 


One Balky Creditor Got 100 Per Cent 


“1 know of one instance,”” Mr. Sawyer said, ““‘where 
an offer of 50 per cent was made, which was accepted 
by all but one creditor. This creditor held off and re- 


ceived 100 per cent on his claim. The debtor was able 
to pay 100 per cent to every one, in my opinion. 

‘Another instance where 50 per cent was offered, one 
creditor held off and finally received 75 per cent, 
whereas it is stated that all other creditors received 
50 per cent. This is not just or fair. This is another 
case, where in my opinion, 100 per cent would have 
been paid if every one had held off. 


One Way to Block the Practice 


“This only goes to show to what an extent the com- 
promise settlement proposition is employed. I have 
seen several property statements recently made by 
merchants who had successfully put over a compromise 
settlement and in nearly every instance the statement 
showed conclusively that the merchant could have paid 
his indebtedness in full, and had his creditors refused 
his composition offer there would have been no loss to 
creditors. 1 feel that. 1 cannot urge creditors too 
strongly to refuse each and every composition offer 
that is made—not only those made by the debtors, 
but also such offers made through bankruptcy. Let 
every debtor, who is in that condition, go through 
bankruptcy and we will make more money in the end, 
for every time a debtor is forced through bankruptcy, 
it will prevent some other debtor, who would like to 
be relieved of his debts from making a composition 
proposition. Let it be known that no compromise will 
be accepted by members of the National Association of 
Credit Men and this practice will soon cease. You will 
have noticed that in offers of composition settlements, 
the debtor’s offer for a stock of merchandise is based 
on the price the stock will bring under the hammer in 
bankruptcy. The debtor is not making his creditor a 
fair proposition, for if the debtor desires to continue in 
business, he should be willing to pay all the stock is 
worth to him in a going business. This, as you know, 
is far in excess of the amount the stock would bring 
under the hammer in bankruptcy. 


Legitimale Merchants Handicapped 


“Every time you accept a compromise settlement, it 
handicaps the legitimate merchant, for the man who 
makes the compromise will then own his stock of goods 
for much less than the man who pays his bills. He can 
throw it on the market and sacrifice it to the detri- 
ment of the legitimate merchant, or he can string it 
along for two or three years selling merchandise at 

(Continued on page 101) 
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He Appealed to the Shoe Travelers— 
And They Came Through 


President of the State Association Describes How Membership Was 
Doubled— What a Real Association Can and Should Be 


ULLDING up a state association of retail shoe 
B merchants is just like building a business. It 

requires, first of all, a plan and a definite aim. 
It requires a director-general who can command the 
confidence and co-operation of other men. It some- 
times necessitates the building of an allied organization 
to work with the parent body, but above all it 
concentrated work and effort. 


Tri-States Association Growing 


When O. S. Poe of Little Rock was elected president 
of the Tri-States Shoe Retailers’ Association at the 
Memphis convention last March he determined to in- 
crease the membership and make the association a more 
efficient organization. 

He knew the merchants of Arkansas, Mississippi, and 
Tennessee needed the association, the contact with 
other merchants, the style ideas, the merchandising 
plans, the buying methods, and all the things that 
filter through these organizations. 


How 84 Members Were Added 


He knew or believed that the merchants of these 
three states were not averse to association activities, 
but that nobody had brought the association idea to 
their door and sold it to them; and that was why the 
Tri-States Association was not larger. 

“For several years,” says President Poe, “‘] have been 
attending Tri-State conventions. 1 have been work- 
ing actively with the association and through it all have 
been impressed with the lack of co-operation between 
the merchants’ association and the shoe travelers. 


Traveling Men Furnish Solution 


“| became convinced that the traveling men, if they 
believed association membership was a good thing for 
the merchants, could and would sell the idea to their 
merchant customers. 

“I talked the matter over with some of my good 
friends among the traveling men and was instrumental 
in getting together all the shoe travelers making Little 
Rock their headquarters. 

“After a temporary organization of travelers was 
formed, 1 outlined some of the reasons why their cus- 
tomers should be members of the Tri-States Shoe Re- 
tailers’ Association, provided them with membership 
application blanks, and the result up to date has been 
the addition of eighty-four members to our association. 


All of our new members sell shoes at retail, but not all 
of them conduct exclusive shoe stores. 


Interchange of Ideas and Methods 


“The object of an association is to make better the 
conditions in the ‘ndustry it represents through the 
interchange of ideas, plans and methods. These things 
are just as important to the man selling other mer- 
chandise besides shoes as to the exclusive shoe merchant. 

“Besides the assistance given by the traveling men 
we have organized local retail associations in several 
towns and will have more before our annual conven- 
tion is held at the Marion, Little Rock, March 12, 
13, and 14. 

“This association is keeping ‘open house’, the latch- 
string is always out and mail is delivered several times 
a day. 

Dues an Investment 


“Membership dues paid into an association treasury 
are an investment, not an expense, and every member 
is entitled to a profit on his investment. 

“It is the intention of the officers of this association 
that every member who puts anything into the organi- 
zation shall get it back with interest. 

“Our by-laws provide for the admission of traveling 
men as associate members. We have five on this list 
and all are welcome.” 

There are many ways of building up a state associa- 
tion and Mr. Poe has hit upon two of the most vital 
principles: 

First, co-operation between merchants and traveling 
men, and, second, giving every member his money’s 
worth. 

The state association that does business but three 
days a year, the convention days, cannot hope to pros- 
per. Look over ihe state associations that are really 
worth while and you will find a coterie of officers that 
are keeping open house all the year round; that dig up 
information for the members when they want it. 





It Doest’t Always Pay to Accept a 

Compromise Settlement 
(Continued from page 100) 
much less than the legitimate merchant can afford to 
do, thus retarding business and injuring the legitimate 
merchant and every creditor who is selling the good 
merchant. Creditors seem to lose sight of these facts,” 
he concluded. 
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Employes of the Juvenile Shoe Corporation, Carthage, Mo. 


Part of the job of F. J. Markert, super- 
intendent of the Juvenile Shoe Corpora- 
tion, is to keep up the morale of his em- 
ployees. And his latest is a prize essay 
contest on why Carthage, Mo., is a good 
place to be. First prize goes to Janette 
Ammerman, whose essay follows: 

“Nestling in among the hills of the 
Ozarks, the Land of a Million Smiles, lies 
the little city of Carthage. With its beau- 
tiful trees, wide streets and thriving busi- 
ness houses it makes an ideal site for a 
shoe factory. Some far seeing man dis- 
covered tnis and so located the Juvenile 
Shoe factory here. The factory is situated 


at the edge of town with a large campus 
surrounding it. Here we have our croquet 
ground and other things for amusement. 
We have a Juvenile Orchestra, Juvenile 
Base Ball Team, Juvenile Basket Ball 
Team and in fact, Juvenile people are 
prominent in all the organizations of the 
town. 

“Look in our smiling faces and you will 
read the secret of our prosperity. Happi- 
ness and contentment are written there. 
The reason for the extraordinary good for- 
tune of this enterprise is the fact that we 
live up to our motto, that our shoes are 
the “Standard of the World’’ and what 








makes this possible is the perfect co-opera- 
tion of both employer and employee. 

“Carthage is located in the heart of the 
Ozarks in Southwest Missouri, and is a real 
manufacturing town, shoe manufacturing 
being the leading industry. The people of 
Carthage and vicinity are very congenial 
and as we do not have quite as many 
attractions as are found in the larger 
cities, the people who work for us are able 
to concentrate their minds on their work 
which enables us to make the very best of 
shoes. We also pay very good wages and 
our employee; are well satisfied which is 
another point in our favor.” 





ST. LOUIS 


Business Is on Upgrade 


Colonials Still in Big Demand—Colder Weather Stimulates 
Business in the City Proper—Oxfords the Best Sellers 


ETAIL shoe merchants throughout 
the down-town “shoe belt” reported 
improved business conditions over the pre- 
vious week’s busjness. Saturday, No- 


vember 11, in most places averaged larger... 


than usual even though many felt the 
effects of the local legal holidays of Arm- 
istice Day, and election day. But 
despite these obstacles, the week forged 
ahead in sales. This has been the first 
encouraging note of business betterment 
that has been sounded in quite a while. 


Big Store Shows 25 Per Cent Business 


Increase 


With colder weather there was a bit 
more briskness in buying. Women 
seemed anxious to have new footwear and 
sales seemed to be made with less effort 
than during the warmer, uncomfortable 


periods. One large and higher priced 
store throughout the week showed a 
twenty-five per cent increase on each day’s 
sales over the same period of a year ago. 
Reports gathered from the smaller out- 
lying neighborhood stores indicate an un- 
healthy tone. The majority of these 
stores suffer because of the fact that it is 
impossible for them to force business with 
advertising. It is more or less a waiting 
proposition for them, until the customers 
decide to buy. 


Bad Report from Merchant in Environs 


One merchant who conduts a very fine 
store in a neighborhood locality that is 
considered one of the busiest corners in 
that section of the city, stated that never 
in the history of his shoe career, has this 
season of the year been as poor as it is at 


present. He offered no explanation as to 
the ailment or the remedy. Weather 
again enters as the element that has been 
holding back business both in the down- 
town as well as the neighborhood stores. 
Up to this time the weather has been any- 
thing but ideal for the shoe merchants. 
It continues to be warm, with an occa- 
sional cold spell such as has been expe- 
rienced for a few days this week. Little 
rain has fallen and this too, is given as the 
reason for the slowing up of the business. 


A Slump in Novelties 


Oxfords have been pronounced as the 
best business getters throughout the week. 
This end of the business has held up re- 
markably well. The slump, has been in 
the novelties and especially those that 
were to hold good for a long while. 
Colonials are selling without a doubt, but 
not in the volume that was anticipated for 
this new pattern. There has not been a 
flurry of sales for this style and already, 
when the vogue is scarcely two months 
old, new patterns are being shown. Some 
stores have played this style rather 
lightly fearing the consequence. 
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Suede Popular in Gray and Beige. 


Suede has come in for some slight in- 
crease in sales and there is some tendency 
for a rather good “‘come-back”’ in this 
particular leather. Gray especially seems 
to charm the fair sex and calls are being 
had for this color in a majority of stores. 
Beige shares almost equal honors with 
gray in the call. 


Motto —‘‘Sell the Salesman”’ 


A very pertinent story was told in one 
of the largest down-town stores. Every 
salesman who sold twenty pair of straps 
during the week was to receive five dollars 
in this particular store. A report on 
Saturday showed that not one salesman 
missed receiving the five dollars. And 
still there are ‘those who have felt that 
straps could not be sold. Sell the sales- 
man and the shoes will be sold. 


Bickel Joins Shoe Specialty 
Organization. 


E. Bickel, for the past five years 
manager of Brandt’s, one of the large ex- 
clusive shoe stores in the retail district 
has left that organization to join the Shoe 
Specialty Mfg. Co., producers of women’s 
novelty shoes. Mr. Bickel has been en- 
gaged in the retail business for the past 
twenty years. He started his career at 
the C. E. Hilts Shoe Company, 6th and 
Franklin Ave., as a salesman. From 
Hilts he went to Brandt’s in a similar 
capacity. Later he was made assistant 
to Frank Ames who was at that time 
manager of that institution. When Ames 
withdrew from the company Bickel was 
made manager of the organization. The 
store has been one of the most successful 
in the retail trade and especially so during 
the past two years. Bickel terminated his 


Home of the National Park Hiking Boot. 


position with the company recently and 
he was presented with a leather traveling 
bag, gift of the Brandt employees who 
have a high regard for him. Miss Goer- 
lich manager of the credit department 
presented the bag. 

Bickel’s new position with the Shoe 
Specialty Mfg. Co. will be that of assistant 
to C. West, manager of the company. 
The business has grown to such volume 
that it was necessary to provide an assist- 


E. BICKEL 
Assistant to Manager C. West 


of the & Speciaity Mfg. 
Co., St. Louis. 


ant to the manager. Also Bickel will as- 
sist in the development of the new in-stock 
department which is being planned by the 
company. Recently the company has 
secured an additional factory at Jefferson 
and Madison which is being equipped and 
will have a capacity of 3000 pairs per 
day. Together with the capacity at the 
Locust Street plant the total production 
of the company will be approximately 
5200 pairs per day. McKays are manu- 
factured exclusively by the company. 


Boyd’s Showing Nice Gains 


A. C. Lewis, manager of the Shoe de- 
partment of Boyd’s stated that business 
since October has shown a nice gain over 


the same period of last year. As the de- 
partment was opened a year ago last 
September, it was impossible to make a 
comparison until October. Increasing 
sales have followed from month to month. 
Lewis was optimistic over the business 
conditions of the future. 


Thomas Educates Sales Force 


W. S. Thomas of the educational staff 
of the Dr. Peter Kahler Shoe Company 
of New York, spent a week in St. Louis at 
the Grand Leader shoe department, the 
exclusive agents for the shoes in St. Louis. 
Thomas devoted his time in instructing 
the sales force as to the proper fitting of 
the Dr. Kahler shoes. He also advised 
many customers as to the proper kind of 
footwear they should wear. After his 
week’s sojourn here he returned to the 
executive offices in New York. 


Shoe Mart to Move 


The Shoe Mart located at 507 Washing- 
ton Avenue has leased the building at 
709-711 Washington, where they will 
move about February 1. The store will 
undergo complete alterations before it is 
occupied. Work has been started on the 
new fronts which will be of the most 
modern type. New fixtures throughout 
will make the store one of the finest re- 
tail shoe establishments in the city. The 
Shoe Mart will occupy the first floor and 
basement. A balcony will be built in the 
rear of the store, where the offices will be 
located. The new store will have ap- 
proximately twice as much floor space as 
the old store. Manager M. M. McCain 
stated that $30,000 would be spent in al- 
terations to make the store one of the 
outstanding institutions in the retail shoe 
trade. 
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St. Louis Retail Merchants 
Meet 


The members of the St. Louis Shoe Re- 
tailers Association held their monthly 
meeting Wednesday, November 15, at the 
American Annex Hotel. President Lutz 
presided and a record crowd was in at- 
tendance. A membership drive was in- 
augurated to increase the membership to 
100. 1t was decided to form a membership 
committee with H. Ryan as chairman, 
who would appoint nine other members 
to assist him in the campaign. 

It was suggested that proprietors of 
large shoe firms bring their executive 
heads into the organization as members. 
Some discussion arose as to the advisability 
of such a move and a committee of three 
were appointed to provide some amend- 
ment to the constitution which would 
bring these shoe men actively into the or- 
ganization. Arthur Ebbs, Chas. E. Wil- 
liams and George Gayou were appointed 
to work out the details. 


State Convention to Be Held in February 


The Missouri State Shoe Retailers’ 
Association was advanced $300 for pre- 
liminary expenses to carry on the pro- 
motional work of the state convention 
which will be held in St. Louis in February. 
It is understood that this money was to be 
repaid immediately after the state con- 
vention. 


C. B. Williamson a Guest 


C. R. Williamson, president of the Ault- 
Williamson Shoe Company of Auburn, 
Maine, manufacturers of women’s com- 
fort shoes was a guest of the evening. Mr. 
Williamson, who is here for the opening 
of his firm’s new branch house in St. Louis, 
stated that he felt St. Louis had one of 
the most aggressive shoe organizations he 
had ever come in contact with. He stated 
that the shoe business was one of the 
hardest ends of the shoe and leather in- 
dustry due to its constant contact with 
the public, who abuse the retail mer- 
chants for all of the ills of the industry. 


Eari Logan Sums Up Conditions 


Earl Logan, Western editor: of the 
Recorder was the principal speaker of 
the evening. Logan epitomized business 
conditions for the next three months. 
While he viewed the situation as one with 
a very unusual complex, he stated that 
business would be decidedly better in the 
early part of 1923 than it was in 1922. 
Logan stressed the fact that labor statis- 
tics recently given out by the Department 
of Labor in Washington, showed one of 
the best reports for employment that has 
been issued in a good many months. This 
should naturally add to the purchasing 
power of the public, it was pointed out. 
Logan stated that the shoe industry was 
facing higher prices. While no runaway 
market was anticipated, and everything 
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was being done to avoid the upward trend, 
still a rise could be expected due to the 
stiffening of the leather market. 

Unless the facts were cleared up in the 
minds of the public, it could not be ex- 
pected that retail shoe merchants would 
be prepared to meet the accusations of the 
public when they might brand them as 
profiteers and other unfair names savoring 
of other days. It was up to the retail 
shoe merchants to instruct their sales- 
men as to the facts, so that they could 
pass this information on to the customer, 
was Mr. Logan’s advice as a remedy in 
combating the possible criticism. How 
the foreign countries may influence a 
downward trend in leather prices after a 
period of time was described. 


Williams Advises Replacement Prices 


After Mr. Logan’s address an open 
forum discussion took place. Chas. E. 
Williams advised all retail shoe mer- 
chants to mark up the price of their 
present stock. He stated that shoes in 
the house should be marked at their re- 
placement value. He cited how many 
had mistakes during the war, and what a 
bad effect it had on their business when 
the crash came. He believed that those 
retail merchants who didn’t mark their 
shoes at the replacement value would pay 
bitterly in the end. 


W. E. Tarlton, Secretary of 


Brown Shoe Co. 


W. E. Tarlton of the Brown Shoe Com- 
pany has been elected Secretary of that 
organization. Tarlton succeeds Wm. 
Krail, former secretary of the company, 
who died recently. Tarlton started with 
the Brown Shoe Company in 1899, where 
his first job was in one of their factories, 
He was then brought into the office where 
he spent much of his time in various de- 
partments. In 1917, he organized the ex- 
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port department which was a new venture 
for the company. While export business 
had always been carried on, it remained 
for Tarlton to organize this division. 
After his plans had been operating suc- 
cessfully here he was removed and placed 
in charge of the credit department, where 
he has remained until his recent appoint- 
ment. 


Ault-Williamson Branch 
House 


The first shoes for the St. Louis branch 
of Ault-Williamson Company, of Auburn, 
have arrived. While the stock is not com- 
plete, it is expected that shortly it will be 
able to supply its customers throughout 
this territory with all their needs. C. R. 
Williamson, president of the company is in 
St. Louis, where he will remain until 
plans are completed for the operating of 
the company. Henry Deidesheimer, well 
known shoe man throughout this territory, 
will manage the branch house. 


St. Louis Plant Not to Be 
Devoted to Shoe Machinery 


It was erroneously reported in news 
dispatches from St. Louis that the new 
United Shoe Machinery Corporation plant 
to be established in that city would be de- 
voted to the requirements of the shoe 
machinery industry. This proves not to 
be the fact. 

It has been officially announced by the 
United Shoe Machinery Corporation that 
the plant will be devoted exclusively to 
the manufacture of supplies necessary 
for the shoe manufacturing trade in that 
section, and not shoe machinery as manu- 
factured at the Beverly plant. 

The factory, located at Forest Park 
Boulevard, includes ground measuring 150 
x 180 feet, the factory occupying 65,000 
square feet of space. It was erected about 


a year ago. 
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Marked Improvement in Business 


Cold, Wet Weather Helps—Better Employment Conditions 
Send More Money to Retail Shoe Stores—Three 
Oxford Types Selling Well 


ARKED improvement is noted in the 
business of Chicago retail shoe stores. 
This applies alike to the loop and the 
outlying trading centers. Weather has 
been a big factor in bringing about this 
condition. Two days of cold drizzly rain 
followed by lower temperature and a little 
wind has resulted in an extra volume of 
business. 
A steadily increasing employment of 
labor in mills and factories in the Chicago 
District has also had a big influence in in- 





creasing sales. With the employment of 
more men, office forces have bad to be in- 
creased, which means the employment of 
more women, and altogether payrolls have 
been increased many thousands of dollars 
This money is finding its way into the 
channels of trade and the shoe merchants 
are getting their share of it. 


Women Buying More Ozfords 


Maybe it was the few days of wet 
weather followed by chill air, or maybe 
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it is just a desire for a change, but any- 
way, women are buying more welt soled, 
lace oxfords than formerly. Fewer straps 
and more oxfords with welt soles seem to 
prevail in all Chicago stores. Three 
general types of oxfords are selling well. 
The low, flat heel, heavy sole brogue type 
is going strong. Medium shades of brown 
boarded leathers and black boarded grain 
leathers, with a sprinkling of patent, make 
up the bulk of sales in this type. 

The otter ooze and dark brown ooze 
trimmed, with calf skin harmonizing in 
shade, heels varying from 10-8 to 12-8, 
but made on the brogue type last, are re- 
ceiving favorable attention. Black ooze 
trimmed with patent in similar style is 
selling well in many of the stores. 


Tailored Effects Best 


The larger volume of business in ox- 
fords, however, is on tailored effects in 
heels ranging from 12-8 to 14-8. Plain 
black calf and plain Russia calf in a 
medium shade of brown together with 
black and brown kid are producing a very 
large percentage of sales in this type of 
footwear. Otter, brown and black ooze 
are also being shown to some extent in this 
type of oxford. Patents are selling fairly 
well, but the bulk of the patent leather isin 
the lighter types of footwear. 


No One Best Seller 


In the lighter types of footwear with 
turn and imitation turn soles and covered 
heels there is no one best seller. Various 
types of straps, big tongues and little 
tongues and one eyelet ties with a Colonial 
tongue are all selling. 

The one best seller depends upon the 
taste and judgment of the buyer and the 
success with which he sells his idea to the 
salesmen. For instance, at Martin & 
Martin’s, who sell very high grade foot- 
wear, one of the biggest selling patterns is 
a one-eyelet tie with a pointed Colonial 
tongue. Buckle or other ornamentation 
can be added to please the taste of the 
customer. A plain one strap with a strap 
coming very high over the instep is an- 
other good selling pattern in this store. 
Very few calls are had for the large, 
elaborate tongues. Neat, tailored oxfords 
produce a large volume of the daily busi- 
ness. 

At Miller’s medium large tongues, plain 
one straps and strap effects that come 
well up over the instep are big sales pro- 
ducers in the lighter types, while oxfords 
in both brogue and tailored effects are the 
big sellers in the heavier types. 

In the State Street Walk-Over Store 
welt sole oxfords are the biggest bet. 
Tongue effects of various types are good 
sellers, but as Mr. Hardabeck, manager of 
the women’s department, put it, ““We are 
not crazy about them.” 
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Spat Business Showing Up 


The fellow who thought spats were dead 
has another guess coming. With only a 
slight chill in the air hundreds of women 
have donned spats for street wear. 

There are probably two good reasons 
for the revival of spat business. One is 
the creation of new and attractive pat- 
terns that give spats a distinctive charac- 
ter. It would be futile here to try to de- 
scribe the various types and ideas that 
have been incorporated into the produc- 
tion of beautiful and attractive spat pat- 
terns. They can roll ’em down or they 
can roll ’em up, and still they look good. 

Another good reason for an increase 
in the sale of spats is the longer skirt. 


‘When skirts were very short there was 


space between the bottom of the skirt 
and the top of the spat which detracted 
very materially from the dress up ap- 
pearance of the spat wearer. Now that 
skirts are longer spats look well and on 
chilly days they certainly feel comfortable, 
and so women are buying spats. 


In the Wholesale District 


Improved trading conditions through- 
out the Middle West are being plainly 
reflected in the volume of business booked 
by Chicago shoe manufacturers and whole- 
salers. 

Merchants are more liberal in buying 
sizes for immediate shipment and also a 


. greater interest is manifested in the future. 


Orders for January and February ship- 
ments are much more frequent than they 
were a few weeks ago. 

Most of the houses have announced 
that prices would be advanced in the very 
near future and in some instances the 
advances have already been made. 

It is probably that increased buying 
has resulted from the announcement of 
these price advances and merchants have 
endeavored to cover themselves on the 
more staple lines of merchandise before 
the advances have been put in effect. 


Chicago Shoe Trades’ 
Association Meeting 


The first meeting of the Chicago Shoe 
Trades’ Association since the election of 
new officers was held at the Great North- 
ern Hotel, November 9. H. A. DeWindt, 
the new president of the association, occu- 
pied the chair. The greater part of the 
time was spent in the discussion of ways 
and means by which the association 
could co-operate with the National Shoe 
Retailers’ Association in making the 
forthcoming National Shoe Retailers’ 
Convention bigger and better. 

By unanimous vote the Dryden-Rub- 
ber Company was elected a member, 
which brings the total membership to 
thirty-eight, well up to the goal of forty 
for which the association has been striving. 
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New Store on the South Side 


Paul Golden opened the doors of a new 
family shoe store at 3223 West Thirty- 
fifth Street on November 18. Mr. Golden 
was formerly with Feltman-Curmex, South 
State Street store. 


An Unusual Shop 


A shoe repair shop need not necessarily 
be: dirty, uninviting, and unattractive. 
Klein’s, 14 N. Clark Street, recently 
opened a shop that is not only attractive 
in its appearance, but has magnetic draw- 
ing power that causes people to enter the 
shop. Individual booths for customers 
who wait for repairing are an innovation 
in this shop. An electric shoe shining 
stand is another of the attractions. 

Much space in Chicago papers is being 
used to advertise the new shop. They 
advertise “‘half soles sewed, only the finest 
leathers used, $1.50 per pair.” ‘“O’Sulli- 
van and Goodyear Rubber Heels, 60c.” 
“The best shoe shine you ever had for 
10c.”’ 


Farewell Party for Mittelman 


On the evening of Armistice Day the 
salesforce of the I. Miller store, with a 
few invited guests gave a farewell party 
at the Auditorium Hotel for M. A. Mittel- 
man, who has resigned after five years of 
successful management of the Miller 
store to enter business for himself in De- 
troit. Over 150 sat down to the banquet 
table. Among those present besides the 
employees of the store were Maurice 
Miller, member of the firm of I. Miller, 
Inc., New York; Lou Girson, factory 
representative from New York, and 
Adolph Goetz, Mr. Mittelman’s associate 
in the new Detroit store. The local Miller 
organization presented Mr. Mittelman 
with a loving cup, the presentation speech 
being made by Mr. Melpzfer, chairman of 
the Miller store employees’ organization. 

Mr. Mittelman in responding com- 
mented upon the loyalty of the Miller em- 
ployees who had made possible the un- 
usual growth of the business during the 
time he had managed it. 

In his new venture Mr. Mittelman 
carries the good-will and best wishes of all 
the employees. 


New Plant in Columbus 


The new plant of the H. C. Godman 
Company is nearing completion and it is 
expected that it will be in operation by the 
latter part of November. This is one of 
the most modern plants in the Middle 
West. No expense has been spared in 
fitting out this plant with all the most 
modern machinery that could be had. In 
building this new plant this company has 
had uppermost in mind the conveniences 
that could be installed for the welfare and 
comfort of their employees. 
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DETROIT 


Business Just Fair 


No ‘Best Sellers’—Buckles Are Moving Well—Merchants 
Anticipating Good Trade on Novelty Arctics 


OMPLAINTS continue to creep into 

the reports of November business. 

In many stores the October business 

showed a slump over that of a year ago, 

but it was expected that November busi- 

ness would make up for it. November is 

dropping behind last year’s record, but it 

must not be forgotten that a favorable 

snow storm during the first of the month 
made things hum. 

There can hardly be said to be a “best 
seller” in Detroit. In one store the report 
is that Colonials have crowded the rest of 
the styles off the map, while in another 
it is found that one-straps are the real 
thing, with Colonials a good second. This 
is perhaps due, in a measure, to the pri- 
vate opinions of the merchant or mana- 
ger, or to the condition of the stock. 
The merchant who stocks Colonials and 
a few one-straps will probably think the 
Colonial the best seller, whereas, if he 
had equal stocks the sales would break 
even. In the windows and interior cases 
a goodly showing of fancy straps is also 
displayed. 

Buckles are a strong seller in stores that 
stock them in quantities. Prices range 
from a dollar upwards, rising as high al- 
most as those found in exclusive jewelry 
stores. 

Goloshes--Old and New 


Great expectations are placed on the 
new styles of winter for milady. The 
Radio boot, the Pavlovo Boot and other 
styles are expected to go well and rival the 
old-time buckled goloshes, especially with 
customers who have a desire for change and 
for some “pep” in their wearing apparel. 
The Astrakan trimmed golosh will prob- 
ably appeal to many. Naturally there is 
some hesitation in proclaiming which 
style will be the most approved, before a 
test has made it possible to speak with 
authority. The extra advertising given to 
the Pavlovo boot may help to bring it 
into greatest prominence. ll these 
styles are being shown but the weather 
man will not drop even a tear. 


Attractive Window Displays 


The windows of the Queen Quality 
Boot Shop present a rich appearance due 
to a large number of gold panels in the 
background. One cannot pass these win- 
dows without being attracted to them as a 
moth to a flame. Gold foil in wrinkled 
effects have been fitted into the panels of 
the ivory background. The floor is cov- 
ered with mottled paper of a blue shade, 
the borders being trimmed with a gilt 
band of embossed paper. The effect is 


extremely beautiful and is heightened by 
the aid of lustrous silks in metallic colors 
draped around some of the pedestals. 

On a plateau stands a tall hammered 
silver vase filled with flowers of orange and 
red shades. Hosiery and shoes are in- 
cluded in the display. Several striking 
show cards are used, not large enough to 
take up too much room, but large enough 
to be promient. These are of mottled 
cardboard to match the floor covering. A 
fancy panel in black is used in the center 
of the card, while a poster landscape is 
shown below it. The lettering is done in 
white. 


Golf School in Fyfe’s Store 


The furnishing and decorating of the 
fifth floor of the Fyfe building for a golf 
school has been completed and the open- 
ing scheduled for December 5. Two well 
known professionals, Ernie Ford and Fred 
Ford, brothers, who bested the English 
professional golfists who toured the United 
States, will be in charge of the instruction, 
while the former will also make golf clubs, 
for which he is internationally famous 
in a shop rigged up on the same floor. 

The golf enthusiast steps from the eleva- 
tor into the very atmosphere of the golf 
course. At the right he sees a view as if 
from a club house veranda, which is fur- 
nished with the usual assortment of easy 
chairs, as well as with tables filled with 
golf journals, etc. Around the walls are 
landscapes depicting enthusiasts on the 
distant links. Here and there are cartoons 
in color that raise a smile if not a hearty 
laugh. , 

Beyond this is the putting green where 
six holes are arranged in the same man- 
ner as they are placed in the actual greens. 
Six inches of concrete were dug out of the 
flooring to sink the cups to the proper 
depth and get this actual golfing condi- 
tion. Usually a plate has to serve for a 
cup on indoor greens. An innovation seen 
at these greens is a gentle roll which is 
being introduced more and more into the 
best out-door courses. 

In front of the elevator a display case in 
which every style of golf shoe and hose 
earried in stock is being displayed, thus 
*he pleasures of the game are brought 
into direct contact with the business end 
of it. 

At the left of the elevator there are 
three driving cages of the most approved 
character. These are divided and hedged 
in with the usual wire netting, but to 
simulate the outdoor effect green awnings 
are used to cover the netting. Green 
valances with the scalloped edges trimmed 
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with white are placed at all windows 
—the true club house style. 

R. F. Barnum, treasurer of the R. H. 
Fyfe Company, has put much personal 
effort into securing one of the best indoor 
golf courses it is possible to arrange and 
construct. Being an enthusiastic golfer 
himself it has been a labor of love. He 
states that from the number of letters 
received endorsing the venture, and from 
the number of comments made to him 
in person it looks as if the golfers of 
Detroit and vicinity are counting on the 
winter sport with a considerable amount 
of pleasurable anticipation. 


Better Lighting 


The Retail Merchants Bureau, the 
Detroit Display Men’s Association and 
the Electrical Extension Bureau held a 
joint exposition of the most modern light- 
ing systems for stores and windows in the 
Tuller Hotel, November 14. R. T. Kann, 
display manager R. H. Fyfe & Co., had 
a shoe display in a mock window which 
was lighted in many ways to show the 
different effects to be secured by the 
various methods of lighting. The display 
included the showing under the old con- 
ditions of drop lights in the window, where 
shadows were mostly prominent, down 
through the history of lighting systems 
and the use of clear lamps to the present 
system of daylight and spotlight systems 
that produce the exact effect the display 
man desires. The display of shoes was 
made up in a color scheme of burnt 
orange and purple. This was shown with 
various colored lamps showing how the 
effect could be marred or heightened 
according as correct or incorrect lamps 
used. 


Changes in Detroit Stores 


The A. E. Nettleton interests have 
acquired the men’s department of the 
McBryde Boot Shop. G. J. Billings, who 
for many years was associated with the 
shoe establishment in its present stand, 
originally as the Rogers Shoe Company, 
and later the McBryde Boot Shop is in 
charge. Extensive alterations will be 
made to the store so that it will be one of 
the most attractive in the locality. 

Thomas J. Jackson has retired as presi- 
dent of the Thomas J. Jackson, Inc., and 
Stuart J. Rackham has been made mana- 
ger. This firm will handle Cantilever shoes 
exclusively. 

Owing to the advancement of Oscar 
Densig to the position of superintendent of 
stores, R. L. Brown, formerly manager of 
the Emerson store at 2321 Woodward 
Avenue has been promoted to the manager- 
ship of the store at 14 Michigan Avenue, 
while R. L. Holman of the Michigan 
Avenue store has been made manager of 
the Woodward Avenue store. 

The opening of Goetz & Mittelman, 
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featuring I. Miller shoes is set for Novem- 
ber 25. The new department will occupy 
the entire second floor of the new Russek’s 
store, one of the finest in Detroit. 


To Discontinue Women’s 
Lines 


The Emerson Shoe store at 2321 Wood- 
ward Avenue has discontinued handling 
women’s lines, these being confined at the 
present time to the Highland Park store 
in this locality. 
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Oscar C. Denzig, manager of the De-— 


troit Emerson stores, has been promoted 
to be inspector of all the Emerson chain. 

The retail merchants of Detroit are 
opposing the move of the mayor and 
council to have the interurban cars re- 
moved from the city tracks. This will 
interfere with the business done by De- 
troit merchants with suburban customers, 
and also with the movement of freight, it 
is said. The Better Business Bureau has 
joined with other similar organizations to 
fight the ordinance. 





CLEVELAND 


Good Business Despite Warm Weather 


November So Far Beats November, 1921—Labor Well 
Employed—Men’s Shoes Make Greatest Gains 


HE weather continues to administer 

heavy blows to the retail shoe business 
in this city. All other retail lines are also 
suffering. It has been years since the 
weather has been so warm and dry. Some 
time ago it was predicted that the coming 
winter would be a severe one, but such 
prognostications are no longer heard. 
November has started out with the weather 
as warm as it was in the previous month. 
It is a common sight to see men on the 
streets without overcoats. 

This is the season of the year when rains 
have in the past helped to move stocks of 
rubber goods, but the rainfall has been 
very slight in September and October. It 
was large in the spring and summer, how- 
ever. The old, old law of averages is at 
work and sooner or later it will be work- 
ing in favor of the merchants. 


A Healthy Condition 


There is plenty of coal here now, and the 
factories are loading up with men and 
women for the fall and winter business, 
and also for the year 1923. Recent bank 
bulletins contained no alarming news, but 
on the other hand forecast a graudal in- 
crease in business. It was predicted that 
the peak had not been reached and that 
that time was some distance in the future. 
The deposits at the banks have been in- 
creasing during the fall and the clearings 
also indicate a healthy condition. 

None of the labor agencies are able to 
fill all the requests for help that are 
made upon them. This is true particularly 
of those making a specialty of male labor. 
Women, too, are well employed. The 
labor situation was not so good a year 
ago by any means. 

The shoe stores are, however, doing 
business. The volume for the first two 
weeks of November is in excess of the 
record for the corresponding period a year 
ago. 

The stores visited reported that the 
greatest gain has been made in men’s 


shoes. A year ago women’s shoes were 
running better than were those of the 
opposite sex. Sales of factory shoes and 
models for wear at common labor are 
running much stronger than a year ago at 
this time. 

Seldom have there been so many special 
sales in shoe stores at this season of the 
year as are now being conducted. This is 
true also of clothing and dry goods stores. 


Volume Sales on Light Goods 


The volume of business is on turns, 
slippers, straps, and Colonials—all light 
goods. Practically no boots are being sold, 
expect those that are passed over the 
counter to elderly women and children. 
These are mostly in black kid. The special 
sales that are being conducted have kept 
the volume of business up to a much more 
respectable figure than would have pre- 
vailed had not stimulants been applied. 

The trade is almost exclusively in low 
shoes, with oxfords still holding the lead in 
sales made. Fan effects are to be seen in 
large numbers on the streets, and here and 
there a Russian boot may be seen. The 
younger girls have taken a fancy to this 
model. Colonials undoubtedly are having 
a good run in this city at the present time, 
the weather favoring them. All patent 
Colonials are popular with the trade, so 
are brown and black satin, with special 
emphasis on the latter. Brown and black 
satin with patent leather trimmings also 
have caught the popular fancy. 


Higbee’s Is Selling Browns 
and Calf Leathers 


At the Higbee store the trade has taken 
a fancy to brown Colonials. Brown satin 
and otter ooze trimmed with suede is a 
good model that has been moving rapidly. 
A brown satin Colonial with a brocaded 
satin quarter, having the Colonial tongue 
arranged in a comb effect with stripes of 
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satin on the brocade, has caught the popu- 
lar fancy. A mat kid with a small tongue 
nad strip panel effect of patent leather has 
gone well. This shoe has full Louis heel 
and may be purchased in black suede, mat 
kid, or otter ooze. 

These shoes that have been described 
are being purchased for afternoon wear 
and for evening functions. For such affairs 
good style as to color and lines is desired. 
The model must be striking in appearance, 
so much so that it will command attention. 


Burns Hack on Second Floor 
of Arcade 


Burns R. Hack, the local representative 
of the Hamilton-Brown Shoe Company, 
one of the best-known men in the trade in 
this city, has moved his offices from the 
fifth floor of The Arcade to the second 
floor of The Arcade, where he may be 
found with his line of samples. The office 
number is 244, and it is one of the most 
accessible in this building, which are the 
headquarters for most of the travelers 
located here. 


Chisholm Bilt-Well Store 
to Move 


The Chisholm Bilt-Well Shoe Store, 
which for 20 years has been operated at 
2041 East Third Street, will be moved 
some time early in the New Year to 2037- 
2039 East Third Street. A new building is 
being erected on the site of the future 
location of the store, and larger and much 
more handsome quarters will be avilable 
after the change in location. 

The new room will have a frontage of 
40 feet and a depth of 150 feet. The 
Chisholms have planned to make this one 
of the best-equipped and one of the most 
attractive shoe stores in the Middle West. 
The store in East Third Street is the 
second of the chain of stores that has been 
established in this city by the Chisholms. 
The first is located at 315 Superior Ave. 
It is a name that has stood so long for 
courteous treatment and quality stock 
that it is a great asset to this city. 

W. W. Cantwell of Cochocton, who says 
he has been in the shoe business in that 
thriving Ohio city for 48 years, counting 
the days when he first entered it as a boy, 
spent a few days in this city in November 
with Burns R. Hack, local representative 
of the Hamilton-Brown Shoe Company. 
He says that the weather has caused trade 
in Coshocton to fall off, although the gen- 
eral conditions are good. 


John Messer in Florida 


John Messer, the local representative of 
the Endicott-Johnson Shoe Company, is 
living like a Nabob down in sunny Florida. 
He is going to remain there until the first 
of the year, when he will come back with 
the usual coat of tan and fish stories. 
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Evidently he isn’t going away because 
business is slack, for it is announced that 
Messer has contracted to double the size 
of his office space in The Arcade by taking 
over Room 234, which is next door. Some 
of the boys here are saying that if he re- 
mained away for a year maybe the sales- 
men working for Messer would make it 
necessary tq take a whole floor in The 
Arcade. 

M. S. Krotts of Endicott, N. Y., is 
here as salesman for the Endicott-John- 
son Company. 


Merchants Say Low Shoes 
This Winter 


For the first time in some years mer- 
chants here visited and some of the keen- 
est in the city were interviewed, are not 
looking forward to satisfactory sales of 
boots during the winter months. They 
say that so many novelties have come into 
the market to take the place of boots for 
winter that it is not strange if the feminine 
fancy does not return to them. 

First came the two-, three-, and four- 
buckle arctic for winter wear over low 
shoes. They were of so many different 
models and so attractive that the women 
seemed to prefer them. This year there is 
the radio boot and the Pavlovo boot, 
both of which can be slipped over the low 
shoe without the unfastening of a buckle. 
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When the women took to the arctics 
they found that their shoes were always 
clean. They found that they could wear 
attractive silk hosiery and display a part 
of it all through the winter by the use of 
the arctic instead of the boot. They found 
the arctic especially valuable for theatre 
and party wear. 

Keen merchants of this city who have 
been studying the psychology of the mat- 
ter are banking heavily on sales of low 
shoes all through the winter months, with 
the arctics, Pavlovos, and radio boots 
moving strongly. One merchant went so 
far as to say that the retail shoe merchant 
must figure that the arctic and kindred 
models for winter wear are here to stay 
and that they cannot be side-tracked. 


Opinions Regarding Boots 


At the May Company shoe department 
the prediction was made that if it should 
get cold and snow should fall for weeks, 
the sales would shift to the heavier oxfords 
and that sales of boots would go up very 
slowly. 

Another merchant stated that unless 
November was a cold month, sales of 
boots were never large. He pointed to 
figures of boot sales that ran far above 
the average, and that the volume sold in 
November in each year was very 
large. 
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Fall Business Exceptionally Good 


Merchants Estimate 80% of Spring Buying on Oxfords— 
Men’s Shoes Selling Well—Price Situation Troublesome 


XCEPTIONAL fall business is re- 

ported by local shoe merchants. Ox- 
fords for both men and women are proving 
heavy sellers, and stocks threaten to be 
low by inventory time. At the same time, 
colonials and straps are selling in steady 
volume, and now approximate 40 per 
cent of the total volume sold. Merchants 
keeping close watch on sales at the present 
time, estimate that 60 per cent of the 
volume business is being done on women’s 
oxfords, 25 per cent in colonials, and 15 
per cent in straps. In the colonials, the 
favored type is the black satin, with 16-8 
heel. Black oxfords are also the most 
popular in their division, with the 12-8 
inch heel featured. Satin straps are very 
good, but are compelled to share the de- 
mand with suede straps, while in the 
colonials the call for suede is not as pro- 
nounced. While black calf oxfords are 
the most popular for women, brown calf 
is rapidly coming into favor and threatens 
to usurp the position of leadership held 
by the black. Merchants estimate that 
80 per cent of spring buying will be in 
oxfords. 


Men's Business Firm 


Sales in men’s shoe stores are holding 
up to expectation;, and at tne present 
time, a very good men’s business is being 
received. Oxfords continue to lead in the 
call, but sales of high shoes are mounting 
daily, being accelerated by the cold 
weather. Stitched effects are leading in 
the sport shoes, and to a certain extent, in 
the conservative types. Excessive decora- 
tion, which characterized the style shoes 
shown here four or five weeks ago is no 
longer popular. Even the “doggy” shoes 
are more conservative. 


Educate the Public 

Milwaukee shoe merchants, faced with 
increased prices from the manufacturer, 
are wondering just how they are going to 
explain the matter to the public. While 
the general increases in shoe prices an- 
nounced by practically all manufacturers 
will have no immediate effect on retail 
shoc prices, most merchants are ‘earful 
of the outcome of a retail price increase 
when such a step becomes necessary. 
“Educating the public” to a true ap- 


preciation of the leather situation and the 
total absence of profiteering by anyone, is 
the dominant thought in Milwaukee. The 
Milwaukee Shoe Retailers’ Association 
is planning to attack the problem by co- 
operative advertising and publicity. No 
definite steps have been taken as yet, but 
if decided upon, the campaign will be 
put under way at once. 


Shoe Credit Men Meet 


“Putting Pep into Collection Letters,” 
was the subject discussed by C. A. Martin, 
secretary of the Edmonds Shoe Co., before 
the regular monthly meeting of the Mil- 
waukee Shoe Credit Men’s Association, 
held November 8, at the Medford Hotel. 
Thirty-two houses were represented at the 
meeting, according to A. J. Schoenecker, 
credit manager of the V. Schoenecker Boot 
& Shoe Co., secretary. Mr. Martin, 
credit manager at Edmonds, was formerly 
manager of the Milwaukee Credit Clear- 
ing House. ———— 

Shoe Company Adding 
Equipment 

The Tomahawk, Wis. Shoe Co. is 
putting in ten new stitching machines at 
its Merrill, Wis. plant, and is also making 
other improvements in buildings and 
equipment. A new welting department is 
being planned, and when added will make 
the Merrill plant a complete unit in itself. 
An extra story will be added after January 
1, giving the company a four story build- 
ing, with floors 50 x 100 ft. The plant is 
operating overtime four and five days 
each week, with a full complement of 
men. - a e 


Improves Store Building 

By adding a 55 x 36 foot addition to the 
department store at Antigo, Wis., the M. 
Krom & Sons Company has completed 
preparations for enlarging the boot and 
shoe department, a step long under con- 
sideration. The shoe department is now 
located in the new addition on the main 
floor. —_——— 
Increases Capital 

The Steven Strong Shoe Co., of Mil- 
waukee has increased its stock to $70,000 
common and $30,000 preferred, according 
to papers filed at the secretary of state’s 
office. —__— 

Pfister & Vogel Building 

A patent leather building 64 x 64 feet, 
built of tile and concrete, will be erected 
at 443 South Virginia Street, South Mil- 
waukee, by the Pfister & Vogel Leather 
Co., Milwaukee. Contracts have been 
let. ae 
Small Merchants Praised 

Speaking on merchandise distribution 
problems at the University of Wisconsin, 
William H. Ingersoll, former watch manu- 
facturer and now president of the Inger- 

(Continued on page 133) 
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Better Grades 


for Stout Women who want only the best 


In Stock 


B232—Black glazed kid “outsize” 
top, 9 in. height, 34 foxed, imitation 
tip, 14-8 leather Cuban heel. Good- 


year welt construction. 
B235—Same as above in Havana 
Brown Kid. 

In Black $6.00 

In Brown $7.00 


Width AA to EEE—Sizes 21% to 11 














While everything bearing a W. B. Coon Co. label is 
fundamentally sound and long wearing, numbers 
232 and 235 are cut from glazed kid of the very high- 
est grade, show touches and a character of shoe- 
making which mean but little from the standpoint 
of wear but a great deal to women accustomed to 
wearing nothing but the best. 


The top is cut on a perfect fitting “outsize” pattern, 
9 inches in height, and the shoe is built over a medium 
recede toe last which imparts a slenderizing effect. 














The numbers illustrated have found 
their way into the stocks of many 
retailers featuring footwear of the 
highest quality. 


Narrower widths are “outsize” 


through the top only. 


Note—Sizes 814 and 9 are 35c. extra, 914 and 10 are 50c. extra, 1014 and I1, 75c. extra. 


a ROCHESTER, N. Y. 


506 Security Building 


Chicago Office: 159 w. Madison Street 








The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Reg. U'S. Pat. Office 





For the Holiday Trade \ 


Socks make charming and practical Xmas gifts. Espe- 
cially these attractive all-silk socks for grand occasions 


780X—Infants’ all-silk half socks in dainty colors: White; sky, pink, yellow, pale 
green, lavender, navy, rose, brown and white, with a variety of plain and 
fancy colored tops, including Roman stripe. 44 doz. boxes (assorted colors). 


Sizes 4-814............ . $10.50 Sizes 9-91%4............. $11.50 


3700—A three-quarter all-silk sock for older children. In the following solid colors: 
Black, white, pink, sky, rose, yellow, copen; also in brown, old rose, navy, 
green, yellow and lavender, with striped tops. White, of course, with as- 
sorted colored tops. 4 doz. boxes (assorted colors) 


Gines 7-10. Per doe... ...ccccocccecccccscocescoccecee SM 

















Emery 6 Beers Company, ine 
Sole Owners and Wholesale Distributors of “Onyx” Hosiery 
Broadway at 24th Street New York 


Sole Selling Agents for 


PAUL GUENTHER, INC. 


Manufaciurers of 


Full-Fashioned Silk Hosiery 
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BROOKLYN 


Spring Orders Extremely Light 


Shoes Going Through for January and February Delivery 
Show Few Changes—Tongue and Strap Effects 
Running Neck and Neck 


FAIR amount of rush business is 
coming into the Brooklyn factories 
at present, but spring ordering has been 
extremely light so far. Shoes are now 











Patent leather oxford trimmed with gray ooze 
from the line of the Triangle Shoe Company, 
Brooklyn 











going through for January and February 
delivery. In most cases these shoes show 
but little change from the styles that 
have prevailed throughout the late fall. 
Tongues and straps appear to be going 


equally well, some manufacturers reporting 
a larger business on straps than on tongues 
while in others the reverse is true. The 
tongued effects are all on the smaller 
tongue order, made principally with the 
goring beneath the tongue. Few orders 
now call for the combination tongue and 
strap effects. 


One of the bright spots in the Brooklyn 
business is the evening slipper trade at 
present. The volume of orders for evening 
slippers has been much larger than a year 
ago, according to reports from most of 
the manufacturers. Plain satins and 
metal brocades are being used as the chief 
materials for evening slippers. So far the 
tongued effects have not gone as well as 
the strapped models in evening slippers 
the manufacturers say. Plain pumps in 
plain metal cloth and metal brocades have 
had a good run and are still in good 
demand. 

Brooklyn factories in a position to 
make welt shoes are pushing them strenu- 
ously, largely because of the labor situa- 
tion. Turn shoe makers in Brooklyn are 
far from plentiful at present and some 
advances have had to be granted these 
workers to keep them. 





LYNN 


Orders for 1923 Comfng Strong 


Boots Continue to Sell Better; Black Is Still a Strong Color; 
Heels Range from 5-8 to 18-8 


RDERS for 1923 are showing up well, 

as the year draws to anend. Indeed, 
a number of salesmen are encouraged by 
the way in which customers are anticipat- 
ing their wants. As some Lynners read 
“The Old Farmer’s Almanack”’ it foretells 
an early spring. Perhaps this has some- 
thing to to with the early buying of shoes 
for next spring and summer. Certain it is 
that orders for spring and summer shoes 
are greater than they were at this time a 
year ago. 

Further increase in the demand for 
boots was the feature of the past week. 
Advocates of boots, who have persistently 
preached a two season year, low cuts for 
summer and high cuts for winter, are 
encouraged by the larger demand for boots. 
Some of them are even foretelling a real 
boot season when the snow begins to come 
down. Boots, selling at the moment, are 
chiefly of black and brown kid, plain 
pattern, 13-8 and 14-8 heels, and of the 
better grades of shoemaking. 


Low Cuts Selling Well 

Among low cuts, oxfords and pumps of 
all sorts are selling, plain oxfords, plain 
pumps, broad strap oxfords, narrow strap 
pumps, oxfords with inlays, or overlays, 
and tongue and buckle pumps. Variety 
continues the life of the Lynn shoe trade. 

Black is a leading novelty leather, in 
shiny, dull glazed and suede finishes. Also 
black satin and some brocade continues 
in use. Brown is staple. There is interest 
in lighter shades of brown, especially for 
next spring shoes. Gray suede is used for 
some winter shoes, and also in spring 
samples. Sport gray, a boarded stock, is 
used for trimming sport oxfords for 1923. 

Heels range, on samples, from 5-8 to 
18-8, the longest run yet. Heels, on shoe 
selling for immediate delivery,average 
about 14-8, that being a popular height 
for street shoes. Yet sport type oxfords 
have heels as low as 7-8 and dress pumps 
have heels up to 18-8. 

Buyers are taking larger sizes, especially 











Where to Buy 


Women’s Shoes 














PHILMALL, Inc. 


THOROUGHLY BENCH 
MADE FOOTWEAR 


FOR THE BETTER TRADE 
Show Room, Room 435 Marbridge Bldg. 
Factory, 147-153 Waverly Place 
W YORK CIT 








The WESTCOTT-WHITMORE CO. 
Syracuse, N. Y. 


In Stock Specialists of 
Women’s Shoes, Party 
Slippers and Novelties 


Write for Catalogue 








BLEECKER STYLES 


Are the last word in footwear 
for stylish women 














Phillips-Cram Corp. 
Makers of 
Women’s Turn 
Slippers 
276 River St., Haverhill, Mass. 


Boston Office 
207 Essex Street 








FERN & POOR CO., Ine. 


Manufacturers 
Mass. 


Women’s Furn 




















E. A. & M.C. Witherell Co. 
Manufacturers 
Women’s Turns 
Boots and Slippers 


Facto 
Haverhill. Mass. 
Boston Office 
Rice Bidg. Room 406 























Makers of 

Hand Turn Novelties 
In All Leathers and Satins, 

and on all the Latest Lasts 
Felstiner-O’Connell 
Shoe Co., Inc. 
41 Washington St. 
Haverhill, Mass. 











WOMEN’S FINE TURNS 
and Nevelties 











Street 
Haverhill, Mase. Od 




















| Where to Buy 


Women’s Shoes 












HAVERHILL, MASS. 
USA 














her to ad 
Men’s and Women’s Slippers 




















Manufacturers “Com/forets” St. Paul, Mine 




















$2.10 per pair and up 


1 MOGUSTIN © 


NEW YORK 


Special in Medium and+ 
IGH GRADE 
2 SLIPPERS 
all styles made of Do 1c and 
lmported Satin Brocadesand Metal Cloths 
LIDS 








Largest manu- 
facturers of 
softsoleleather 
slippers. 

Send for Catalogue 


MAID-RITE SLIPPER CO.. Inc. 
35 York St., Brooklyn, N,Y. 














FELT SLIPPERS 
BLUM SHOE MFG. CO. 
Daneville, New York 








TURKISH SLIPPERS 
IN STOCK AGAIN 
fer Delivery 
i K. M. STONE 00. 








INFORMATION 


for Shoe Merchants 


“WHERE TO BUY” constitutes a 
source of knowledge so that he who 
runs through these pages may read 
—and learn. 
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on boots. One firm is adding No. 9 and 
10 to its run of sizes, and another firm is 
adding fat ankle boots to its production. 
Also, the “New York ankle” has lately 
been mentioned, to describe a slim straight 
ankle, a type peculiar to the New York 
trade. 
Comfort Shoe Business Good 

Business in comfort shoes is good, and 
sales of health shoes show further gain. 
Makers of health shoes stocked boots for 
fall and winter, and some buyers, needing 
boots, are taking them from the health 
shoe lines. 

By the way, there is some talk about 
sole cutters joining in the health campaign, 
the argument being that familiar saying 
“there is nothing like leather.” All 
health shoes have leather soles. Shoes 
worn too thin on the bottoms are breeders 
of colds. Thick soles help to keep the 
doctor away. These thoughts underlie 
the talk about the sole cutters joining 
in the health shoe campaign. 

Sport shoes are expected to sell better 
than ever in the spring of 1923. 


Linings to Match Quarters 


A new idea, for spring and summer shoes 
is quarter linings to match the quarters. 
Said quarters may be of calf, of black, 
brown, gray, beaver or periwinkle blue. 
The split leather man copies the colors in 
his lining stock. He splits his linings to 
exactly the weight that fits the shoe. \., 


Record Week for Boots 


“We booked more orders for boots 
during the past week than for the entire 
period of the previous 18 months.” So 
reports Mr. Gorman, of Murphy, Gorman 
& Waterhouse, Lynn, successors to James 
Phelan & Sons. 

Boots are wanted for immediate de- 
livery, of course so are oxfords, and some 
strap or tongue pumps. Boot orders 
specify chiefly black and brown kid 
leather boots, 814 inches high, with 13-8 
military heels. 

Also, Murphy, Gorman & Waterhouse 
have added two large sizes to their lines, 
or lengths No. 9 and No. 10. And they 
are already getting quite a brisk demand 
for these extra sizes. 

Two new lasts have been added to the 
spring and summer sample lines. One 
shows a 17-8 heel and another an 18-8 
heel. The heels are of wood, and of the 
Louis style. The last is a sort of a modified 
American stage last. Patterns show 
new plain and fancy pumps, including 
trimmed tongue and tongue and buckle 
pumps, and, also, several varieties of 
fancy oxfords for dress, and sport oxfords 
for country club or street wear. 

Materials used for the spring and 
summer samples are of patent leather, 
black and brown suede calf, gray suede 
and buck, bronze, satin, and brown calf in 
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lighter tones than for several seasons. A 
street oxford, for immediate sale, or for 
next spring, presents a combination of 
two tones of brown calf leather. A dress 
oxford, for next spring, is of patent 
leather, with tips and stays of sport gray 
calf, a boarded stock. 


Browne Joins Gardiner Staff 

To guide the process of grading up and 
“styling up’’ the line of the H. K. Gardiner 
Company, Walter L. Browne, a shoeman 
of wide experience, has joined the organiza- 
tion. Mr. Browne was one of the factory 
executives of Williams, Clark and Company 
for 15 years, acted as superintendent of the 
Ault-Williamson plant in Auburn, Me., 
for four years and served with the J. J. 
Grovers’ Sons Company for 11 years. In 
spite of his length of service, Mr. Browne 





WALTER L. BROWNE 
Who has joined the staff of the H. K. Gardiner 
Company of Lynn 


is still a young man. Furthermore, he has 
very definite ideas on lasts and patterns 
which knowledge will be utilized to its 
limit in his new position. 


New Novelty Firm Starts 
Business 


T. J. Sullivan Shoe Co. is starting to 
make flexible McKays, all with wood 
heels, in the building at No. 7 Willow 
street, Lynn. “Billy” Sullivan took the 
sample line of this new firm over to New 
York market the first of the week, to show 
it in addition to his familiar line of welt 
novelties, made by Cruise, Sullivan Co. 
In brief, “Billy” Sullivan is selling the 
output of both factories, Cruise & Sullivan's 
shoes for women, and the T. J. Sullivan 
Shoe Co. shoes for McKays. 

T. J. Sullivan Shoe Co. has taken the 
floor below the floor occupied by Cruise 
Sullivan Co., and has fitted it up with the 
newest equipment of McKay machinery 
from the United Shoe Machinery Co. 
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New samples, made by the firm, show 
novelty pumps and oxfords, made over a 
new “Dime-Toe” last, created by Mc- 
Nichol, Taylor Company Lynn, and. 
carrying heels 16-8 high, of the Louis style, 
Patterns provide for three eyelet oxfords, 
ribbon fastened, with an open throat, and 
plain and colonial pumps as well as 
trimmed oxfords and strap pumps. 
Materials used in samples are patent 
leather, black kid, black calf, black satin, 
brocade, and black and brown suede. 
All linings are of kid. 


Suedes as Staples 


Sales of suede shoes, in black, brown and 
gray, continue in a way that engages the 
attention of both tanners and shoe makers. 
It looks as if suede shoes had become staple 
for winter wear. Yet but a little while 
ago, suede shoes were looked upon as 
novelties, and even tanners of suede 
leather held their breath when womeu 
wore suede shoes in snow storms. Bnt 
they stood the test. 

Durability and economy are terms that 
may be used in connection with shoes of 
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"Gator Skins May Be Used 


Genuine alligator skins have been offered 
to Lynn manufacturers, as trimmings for 
sport shoes for 1923. The skins are each 
about a yard long. They have a fine 
finish, alligator brown in color. They 
come from the gulf of Mexico. 


Busy on Slippers 
Litch Shoe Co. is running to capacity, 
making ““Welturn” slippers of leather and 
felt slippers with chrome soles. 


Attachable Tops the Latest 


Among the season’s novelties are 
attachable tops or “Ankle-Overs” as they 


some suede leathers, though suedes were [¥y 


once upon a time regarded as light and 
fancy leather suitable for ball room wear. 
Evidently, tanners have learned to snuff 
suede leather down very fine, and to treat 
its nap so that it is dirt proof, and water- 
proof, too. 

A pair of suede shoes will wear an 
amazingly long time, without being 
shined, and in this respect there is econ- 
ony in suede shoes, like that of patent 
shoes. 


Lynn Style Show in January 


A style show, presenting new creations 
in women’s shoes, hosiery and apparel, 
will be put on by the Lynn District 
Association of Superintendent & Foremen, 
January 18 and 19. Allen Lister, of the 
A. E. Little organization is general chair- 
man. Sam Stephens, of Goodwin Bros. 
and Edric Taylor, of McNichol, Taylor, 
Inc. are on the styles committee. Craw- 
ford & Wiltse, of Lynn, will direct the 
production. 


Fancy Tongues 


The Lynn Ornament Company makes 
a tongue frame of gold kid, and in to the 
frame sets a piece of dress goods, a cutting 
from a party dress, so that the tongue on 
the dance slipper will match the dress. 

Also this Company is making plaited 
satin tongue, and is setting into them in- 


lays of gold, of silver kid, or studs of - 


bri liants. 

Another new idea is a satin tongue, 
ornamented with brilliants, and the 
brilliants are drawn down in to the tongue 
until they are almost flush with its 
surface. 





Here's the “* Ankle-Over” 


are called. Slipped on the foot, they 
convert the low shoe into a boot, with a 
top of suede, surmounted by a wide 
collar of patent leather, the collar being 
stitched down all around, with fancy cut- 
out. They button with fancy buttons. 
Fred Timson, of the Timson Shoe 
Company of Boston, originated these 
novelties. They are made in Lynn. The 
suedes are of black, brown, fawn and gray. 


A Good Slipper Xmas 

Merrill, Porter & Co. are as busy as 
can be, making slippers for Christmas, 
and, doubtless for next year, too, for the 
orders will carry through January. Time 
was when 90 per cent of the slipper 
production of an average firm was sold by 
retail merchants between Labor day and 
Christmas. But, nowadays, many retail 
merchants sell slippers every day of the 
year. 

Merrill, Porter & Co. will make some 
“Xtra Grade” shoes for 1923. A last, 
now being worked in, presents a narrow 
toe, and a 14-8 heel Patterns provide for 
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Where to Buy 


Men’s Shoes 





PULLMAN TRAVELING a. 


betterthan ever in Quality and fit 
, of Trade Mork Allman’ 


rown 

full sizes 3 toll in Stock 
M. GUSTIN CO. 
WI9® St New York 








Carried Steck 


FOR MEN 








Stock Dept. 5 
‘Is at Your Service 
MTHE STETSON SHOE CO. (inc.) 














HOWARD & FOSTER CO. 


Men’s and Women’s Welts 


Address all communications to the 
factory at 


BROCKTON, MASS. 











L 





FREDERICK S. PECK 
Worcester, Mass. 
Men’s and Women’s 
Sport and College Shoes 


Boston Salesroom 
207 Essex Street 











boots, oxfords and strap pumps. These 
shoes will be carried in stock, in widths A 
to D. All will have rubber heels. 
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Also, Merrill, Porter & Co. are making 
fat ankle boots, in EEE widths, and are 
carrying them in stock. 





NEW YORK 


Retail Trade Is Sluggish 


Swing Toward Small Tongued Pumps Continues—Some Fancy 
Boots Sold but at Prices Which Do Not Spell Volume 


LUGGISH” is the word that many 
retail shoe merchants here use to 
describe the present state of trade. Much 
of the backwardness of the season is as- 
cribed to unfavorable weather, which 
however, has turned colder recently and 
may bring the needed stimulus to the shoe 
and other apparel trades. It may be re- 
marked chat apparel dealers in general are 
voicing complaints along the same lines 
as those given by the shoe merchants, 
which is taken as evidence that the prob- 
lems of the shoe world are not different 
from those of merchants in other lines. 
In the absence of brisk trade, scyle 
trends are hard to define. The swing 


toward the smaller effects in tongued . 


pumps continues, with many retail mer- 
chants taking liberal mark downs on 
stocks of large tongued models. Strapped 
shoes are still selling, particularly in eve- 
ning slippers, where the tongued model 
appears to be making rather slow headway. 


Some Boots Being Sold 

Some high skoes are being sold, mainly 
of the walking type, although the Fifth 
Avenue Cammeyer shop reports fairly 
good sales of fancy boots, particularly 
those with the gaiter top effect. Such 
boots, however, are high priced and 
appeal to only a limited class of customers. 
In the main, retail merchants here are not 
giving boots much consideration. 

In men’s shoes, high shoes appear to be 
selling better than many anticipated. In 
some quarters it is being predicted tha! 
a swing toward men’s high shoes is 
imminent. Retail merchants, however, 
are lightly stocked in high shoes and 
wholesale stocks also are reported low. If 
a good demand for them appears, it is 
likely that many sales will be lost because 
of the lack of ample stocks. 


Another “‘Allied’’ Dinner 
Planned 


New York is to have another Allied 
Shoe and Leather Industries dinner next 
year, if plans discussed at the regular 
monthly luncheon meeting of the Retail 
Shoe Dealers’ Association of New York 
at the Park Avenue Hotel on November 
goes through. The subject of a dinner early 
next year was broached and approved by 
those present. A committee was ap- 
pointed by President Percy E. Hart to 
formulate plans and sound out the pros- 


pects for co-operation from the manu- 
facturing, wholesaling, salesmen and 
leather branches of the trade. The com- 
mittee consists of President Hart as an 
ex-officio member, John Slater, Alfred 
Kohn and A. Gabriel. A report will be 
rendered by this committee at the Decem- 
ber meeting. 

Ben Jacobson, an old time retail mer- 
chant and one of the founders of the asso- 
ciation, was present at the meeting as a 
guest of honor. Mr. Jacobson has been ill 
for some time and the meeting took on 
much the form of welcome to him and to 
Mrs. Jacobson who accompanied. He was 
suitably eulogized by various speakers and 
replied in a written address which was 
read by President Hart. 


New Store to Open Soon 


Another novel shoe store soon will be 
added to the theatrical -district. I. 
Fastenberg, who has stores on Delancy 
Street, Lenox Avenue in Harlem, and 
Pitkin Avenue in Brooklyn, is preparing a 
new store in the old Hotel Claridge, which 
is being altered into a business building. 


Advertising How to Care for 
Shoes 


As part of a campaign of education in 
the interest of longer-lived, better-looking 
shoes, the Griffin Manufacturing Com- 
pany, makers of polishes and cleaners, is 
distributing to its customers leaflets 
headed “The Care of Your Shoes.” Some 
of the points made in this piece of adver- 
tising are as follows: 

Use the proper dressing. Have more 
than one pair of shoes. Change from one 
pair to another frequently. Keep shoe 
trees in shoes you are not wearing or stuff 
them with soft paper. Do not keep shoes 
either in a hot, cold or damp place. Use a 
real cream polish rather than self-shining 
dressings. Ordinary shoe polish gives a 
glassy, stiff, shiny surface. Self-shining 
dressings contain shellac or other gums 
which stiffen the leather. A great many 
liquid polishes contain acid, usually oxalic, 
that rots stitching. 


New Type Goif Shoe Coming 

“Golf players are becoming tired of the 
old styles of golf shoes,” says A. L. 
Slavens, president of the Boyden Shoe 
Manufacturing Company, Newark, N. J. 
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Accordingly the Boyden line has some 
interesting and new models which are just 
being shown to the trade. Over a special 
last, a new pattern has been designed 
which includes a blucher cut, for better 
adjustment, a crimped tongue, cut with 
the vamp and not joined, for better fitting, 
and special long wing tip, which curves in 
the front in three distinctly different ways. 

The Boyden Company also has been 
experimenting with the crepe rubber soles 
and now has a new method of applying 
them. Instead of cementing the rubber 
sole directly to a leather insole, a fairly 
thin layer of crepe is sewn to the welt. 
The crepe sole is then cemented to the 


BOOT AND SHOE RECORDER 


first thin crepe sole, with the result that all 
pulling away of the sole is eliminated. 
Another new idea brought out by the 
company is an improvement in white 
buckskin shoes for summer wear. In the 
new shoe, the quarter lining and tongue 
are of matching tan leather. The tan 
quarter lining soils less easily than a white 
lining and the tongue does not show the 
marks of the lacings as does a white buck 
tongue. The Boyden Company also is 
showing shoes made of an extremely light 
weight calf skin, which can scarcely be 
distinguished from a kid skin. It has been 
given the name of kid-calf and comes in 
both black and brown, pure aniline dye. 





HAVERHILL 


Are ‘‘Flapper’’ Styles Returning? 


Manufacturer Believes They Are and Is Planning Accord- 
ingly; Scents Revolt Against Long Skirts 


“ 


E are anticipating,” said a Haver- 
hill manufacturer of women’s turn 
shoes, “a considerable demand for the 
Spring season, for the so-called ‘Flapper’ 
styles. As a matter of fact we are making 
up and shall show a variety of these styles 
in kid and fabric, in white and colors. 
These will carry 12-8 to 14-8 military 
heels. We consider that the ‘Flapper’ 
styles are not dead. On the contrary they 
are very much alive. The revolt of 
American young women against the 
Parisian decree for long shirts, so far as 
our information is available, is very 
pronounced. Customers inform us that 
they expect a large sale of this low heel 
type of turn footwear and we are making 
preparations accordingly.” 

Cut-out Patterns Good Sellers 


There is considerable demand on the 
part of merchants for cut-out tongues in 
women’s turn footwear. This pattern is 
one which calls for a considerable amount 
of detail in dieing out and stitching. 
Results obtained, however, are such as to 
attract custom to retailers’ stores and 


bring good profits to merchants. The 
cost of producing these cut-out patterns 
is reflected in the prices which must 
necessarily be in proportion. From large 
cities especially, the demand for cut-out 
tongues and vamps continues. Many 
variations of these styles will be displayed 
by Haverhill Manufacturers at the 
Chicago Show in January. 


Shoe Manufacturer’s Bequests 


The late Hazen B. Goodrich, formerly 
of Hazen B. Goodrich Company shoe 
manufacturers, through his will recently 
filed for probate, made several public 
bequests. The Grand Army Post of 
Haverhill is given a series of 30 war 
etchings. Hale Hospital receives $5,000 
for the maintenance of a room and free 
medical and surgical treatment for worthy 
poor patients; North Congregational 
Church of Haverhill is bequeathed $2,500, 
the income to be used for benevolent 
purposes of the church; Haverhill Boys’ 
Club Association, Haverhill Old Ladies’ 





The latest thing is the 
smaller tongue, permit- 
ling the merchant io 
place ornaments there- 
on. Patent and suede 
in a variety of colors. 
From the line of the 
Gorman Shoe Company, 
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Men’s Shoes 
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me and Children’s Shoes 
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“ELAM” 
Flexible Turn Shoes 


Fer the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 


Rochester, N. Y. 
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wards. ‘Also a full line 
of Ladies’ Pump Straps 


NU BABY SHOVE CO., East Lynn, Mass. 











N? matter what policy you may 
pursue in selling to the shoe 
trade, nevertheless, you need the 
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All the Time 








Home, Haverhill Young Women’s Associa- 
tion and Children’s Aid Society of Haver- 
hill each receive $1,000. The residue of 
Mr. Goodrich’s estate is left in trust for 
his granddaughter and after her death to 
her issue. If, however, she should die 
without issue, it is to be divided equally 
among the six last-named charities. 


Shoe Manufacturer’s Son 
an Editor 


Robert Staples, son of U. L. Staples of 
Collins & Staples, Haverhill, shoe manu- 
facturers, is an editor and. publisher. 
Although yet in the High School young 
Staples is publishing and printing a 
monthly magazine called “Pep.” True 
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to its name, the initial number contained 
lively paragraphs on up-to-date topics. 
In fact, the little magazine created a local 
sensation. The boy editor wrote the 
articles and obtained the advertisements 
for his magazine, also printed it on a home 
press. 


Shoe Man for School 
Committee 


Everett Bradley, head of the Bradley 
Shoe Company, Haverhill, who at the 
recent primaries was a candidate for 
school committee, received the largest 
number of votes ever cast for any candi- 
date in a city election. His total was 
8357. 





BOSTON 


Shoe Stores Assuming Holiday Atmosphere 


Show Cases and Windows Bright with Gift Suggestions in 
Shoes, Hosiery, Spats and Buckles—Also Scarfs 


HE retail shoe stores and department 
stores of Boston are already taking 
on a holiday atmosphere, with suggestions 
for Christmas gifts, in the form of buckles, 
slippers of felt and satin, spats, hosiery, 
and shoes; skating shoes have begun to 
appear, with skates attached, as these are 
always good sellers at Christmas time and 
scarfs in brilliant hues. The imported wool 
scarfs such as the Chudda weave from 
India; and browns, grays and blues from 
Scotland are very beautiful. Leather 
moccasins, with and without fur trimming 
make interior cases and window cases a bit 
brighter and ““Christmas-y.” 
The weather has been rather warm for 


brisk selling, but merchants are getting. 


prepared so that they will be all ready with 
seasonal goods when the colder days put in 
their appearance. Oxfords are still the big 
favorites with silk and silk and wool hos- 
iery. One of the snappy numbers recently 
noted at T. E. Moseley Company’s was an 
oxford in black and tan calf at $10; another 
in the same attractive last was featured in 
a tan Scotch grain at $13. Patent leather 
is still a big favorite, especially in straps. 


An Attractive Window Trim. 


One of the very attractive windows of 
the past week was that trimmed by A. C. 
Mullin and G. A. Buckingham, two young 
men, who since last July have been acting 
as business engineers and merchandisers of 
the shoe department of the Shepard, Nor- 
well Company. This window, which has a 
light quartered oak floor, has a display of 
women’s oxfords, wool scarfs, a cane, sport 
stockings and spats, and a woman’s pocket- 
book. The shade of brown predominates. 
A good sized window cards states plainly, 
“An unusual Oxford Value, $7.50.” On the 
vestibule side, the “Answer” shoe was 


featured, in oxfords and boots, some of the 
shoes having rubber heels; spats and stock- 
ings. 

The interior of the store has also been 
attractively renovated, with new display 
cases, mirrors, and new cartons. Christ- 
mas slippers are now on display in at- 
tractive colors and forms. 


Good Sellers—$7.50 to $13.00 


Messrs. Mullin and Buckingham state 
that they hope to be able to put the shoe 
department into the hands of a regular 
shoe buyer by January 1. In the meantime 
they are working on a system of merchan- 
dising of their own, entirely.different from. 
the general run of systems. They want the 
public to feel satisfied that they are giving 
it the very best for their money that there 
is to be had. Mr. Mullin feels that it is not 
a question of price today with the people; 
it is a question of good values. There is no 
difficulty, whatever, he finds, in selling 
shoes from $7.50 to $13.00 the pair. Mr. 
Mullin also states that business has been 
very good considering conditions; that 
Mr. Buckingham and he are optimistic. 
These young men feel that if merchants 
are not optimistic, they are assuming a 
rather foolish attitude. When asked if 
there was anything the matter with busi- 
ness in general, he said that perhaps the 
weather had been a bit unseasonal, but he 
did not think that there was anything at 
all the matter with business. 


Skirts Shorter for Spring 

Asked as to what he thought of the 
return of fancy boots, he said that women 
were going to stick to low shoes this winter, 
at any rate. And as to skirts, he says that 
he has been advised by a New York style 
man that this spring will see a shortening 
up of women’s skirts to 9 and 14 inches 
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from the ground. “The flapper,” said he, 
“immediately flapped from the very short 
skirt into the long skirt, and that is hurt- 
ing things, so that skirt lengths, I believe 
will be shorter with the spring. I am of the 
opinion that strip pumps will be the best 
bet of all for spring. They are good now, 
especially trimmed with buckles. This is a 
period for small tongue pumps—the long 
tongue Colonial is passée. 


Henry H. Dahl Placing 
Spring Orders 

Henry H. Dahl is buyer for the chil- 
dren’s shoe department at Thayer Mc- 
Neil Company. Mr. Dahl is “right on the 
job” every minute with ideas. He recently 
decided to trim up some children’s patent 
leather Colonials for kiddies | etween three 
and six years with tiny cut steel buckles, 
in bow knot and other attractive pat- 
terns. These shoes were put on display 
only recently and have already enjoyed a 
good sale. They are stocked in sizes 5 to 
11. Besides the patent leathers, a line of 
white calf have been trimmed with the 
buckles. 

Mr. Dahl reports that he has been sell- 
ing a great many brogue oxfords and wool 
stockings; he says that little girls’ shoes 
have corresponded as to oxford popularity. 
with the women’s demand and that more 
have been sold this fall than ever before. 
Now that the colder weather is coming, 
Mr. Dahl believes that the little folks will 
take to boots for the most part; it is his 
opinion that misses’ boots will run about 
75 per cent and that children’s sizes will 
run 90 per cent. A high storm boot is a 
good seller to the misses and growing girls. 


R. H. White Has Sole Mould 
Agency. 

The shoe department of R. H. White 
Company has recently secured the exclus- 
ive agency for Boston for the Sole Mould 
shoe made by E. P. Reed & Co. of Roches- 
ter. The principle behind this shoe, ex- 
plained buyer Frank H. Crocker is that 
when a person walks along, let us say, forin- 
stance, in the sand, the foot leaves marks 
or dents on the sand. The innersole on the 
Sole Mould shoe has been so formed that it 
allows the foot to give it the same natural 
impressions. The flexible arch in this shoe 
will not break no matter how great the 
strain to which it may be subjected. Mr. 
Crocker is very enthusiastic over thi: new 
feature of his line. 


An Unusual Hosiery Ad. 


Coes and Stodder, exclusive men’s shoe 
store, at 10-14 School Street, departed a 
bit from the usual style of ad in the 
November 15 issue of the Boston Herald, 
by devoting their entire 8/2 inch, two 
column ad to hosiery. ‘Real Socks for 
Regular Fellows at Right Prices” was the 
heading in large type that was eye com- 


pelling. The prices quoted in “a partial 
list” were from 85 cents, or six pairs for 
$4.75, for “heather” ribbed wool, in vari- 
ous colors to $2.15, or six pairs for $11.50 
in silk and wool, silk, silk clox, full fash- 
ioned, in blue and green. Each price, out- 
side of the 85 cent price, quoted prices on 
three and six pair lots. It was announced 
that mail orders would be filled and checks 
returned if goods were not satisfactory. 


Herbert French and Wife in 
Europe. 


Herbert F. French, well-known certified 
public accountant, and official auditor of 
the New England Shoe and Leather Asso- 
ciation, accompanied by Mrs. French, 
sailed from Boston on the White Star 
Liner “Cretic,” on Monday, November 
13, for a month’s vacation trip abroad. 
Their itinerary will include the Azores, 
Gibraltar, Naples and Genoa, and from 
the latter city they will proceed to Paris 
by train, spending several days there 
sightseeing. Aftervisiting some of the 
famous battlefields of the great World 
War, including Chateau Thierry and 
Belleau Woods, they will sail from Cher- 
bourg, December 6 on the “Majestic,” due 
in New York, December 12. 


A Visitor from Melbourne. 


C. F. Christmas, a leading retail shoe 
merchant of Melbourne, Australia, paid a 
visit to the Boston market last week. Mr. 
Christmas says that American styles are 
very popular in his country and that Aus- 
tralian women as a class are exceptionally 
well dressed. 

One of the details of retail merchandis- 
ing in which he says he believes the Aus- 
tralian merchants excel is window trim- 
ming. He says he believes that Australian 
merchants trim their windows better and 
spend more money on the trims than do 
those in the United States. 

Among the American lines handled by 
Mr. Christmas is that of the Rickard Shoe 
Company of Haverhill. 


Salesmen 
Meeting Date. 


The Boston Retail Shoe Salesmen’s 
Association at its meeting on Monday, 
Novémber 13, voted on two important 
measures—the first being to change the 
wording of its constitution to make its 
quorum 16 instead of 25; as well as to 
change meeting date from the second 
Monday to the first Monday of the 
month. 

The employment 
thoroughly discussed. The talk of the 
speaker of the evening, H. W. Miller, 
employment manager of Jordan Marsh 
Company, who took for his subject 
“Analysis of Shoe Salesmen” was very 
much enjoyed. About 35 members were 
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Where to Buy 


Shoe Ornaments 











D. W. COULTAS CO. 
Manufacturers 
RHINESTONE BUCKLES 
Big Demand 
WRITE FOR SAMPLES, 








PROVIDENCE - - = R. I. 





For tongues, beaded 
or plain, in all leather, 
satins, etc., all kinds 
of buckles and bows, 
write to 


Vanity Novelty Works 
913 Gates Ave. 
Brooklyn, N. Y. 








“Just Enough Better To Be Thoroughly Werth While” 
BONGIOVANNI BROS. 
Largest Rhinestone Buckle 
Manufacturers in America 


High Class Buckles at Popular Prices 
2927 3ed Avenue N. Y. City 











es 
Clhe mark ot 
reFezere shoe buckles 
ever since 1905 
-AL TERSON ¢ » CO. 
NE FITZROY O60¢ 
16? Ww 54> $¢t.. New York City N.Y 


<Ui> 





proposition was. 


PARISIAN BEADING WORKS CO. 
1028 Arch PHILADELPHIA. 


| Where to Buy 


Shoe Illustrations 
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Where to Buy 
Standard Shoe Materials 





























Waterproof 
Leather That 
Takesand Re 
tains a Polish 


Creese & Cook Co. %.2%"" Ez 
Tanneries at Denvereport 








COATED GEM DUCK 
ADHESIVE BACKING CLOTH 
Rubber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 
B. F. CHAMBERLIN 
184 Summer St. 

BOSTON 


Fermerty Walpole Shoe Supply Co 
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oak leather for 
best de 











T. W. GODSOE, Pres. 
W. G. DONALD, Vice-Pres. 
F. E. JONES, Treas. 


F. E. JONES CO. 


coors MAT KID 


COLORS 
95 South Street, Boston 








# New England Wood Heel Co. 


Manufacturers of 
Wood Heels and 
Wood Heel 
Machinery 
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present. Adjournment took place at 9.25 
P.M., after a very pleasant evening. 


A Lynn Factory Moves Here 


The Rialto Shoe Company makers of 
women’s welt and McKay shoes for the big 
city trade, is moving from Lynn to Boston. 
It has leased floors in the fine new factory 
on First and K Streets, South Boston, close 
by the big shoe and leather market of the 
city proper. It will soon be running briskly 
there. 

Henry Weiss is treasurer of the Com- 
pany and his son, Natt is president. A 
fine line of samples for 1923 is being shown 
at the Boston office on Essex Street. 


To Counsel College Men 


The shoe trade is strongly represented 
on the Business Men’s Vocational Board of 
Boston University. This Board has 
elected its members from leaders repre- 
senting every profession and industry in 
New England. The function of the Board 
members is to counsel with senior students 
of the Boston University College of Busi- 
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ness Administration for the purpose of 
guiding them to the fields of endeavor for 
which they have special aptitude and train- 
ing qualifications. As a practical means of 
tying-up college preparation with a man’s 
life work after graduation this plan is a 
pioneer effort and will surely go far to 
attract the best men to places where their 
talents can most profitably be used. 


Roster of the Representatives 

The shoe industry is represented on the 
Business Men’s Vocational Board by the 
following: E. P. Brown, United Shoe 
Machinery Corp.; H. Wendell Endicott, 
Vice-President, Endicott-Johnson Corp.; 
Arthur L. Evans, President, Retail Shoe- 
men’s Institute; Irving B. Howe, A. H. 
Howe & Sons; Ernest G. Howes, President, 
Howes Bros. Company; Charles C. Hoyt, 
President, Farnsworth, Hoyt Company; 
William J. McGaffee, President, Thomas 
G. Plant Company; James F. McNeil, 
President, Thayer, McNeil Company; 
Harry L. Rice, President; Rice & Hut- 
chins, Inc.; Everit B. Terhune, General 
Manager Boot and Shoe Recorder; Harry I. 
Thayer, Thayer-Foss Company. 





PROVIDENCE 


Oxfords Selling Best to Women 


Some Call for Staple Boots; Men Wearing More High Shoes 
than Low 


T the regular monthly meeting of 

the Rhode Island Shoe Retail Dealers’ 
Association, held at the T. F. Peirce & 
Son shoe emporium, Tuesday evening, 
November 14, divers questions pertaining 
to the trade were discussed at length by 
Hollis B. Scates of Boston. ‘ 

Reports from the 40 merchants present 
indicated unanimously that business has 
been good during the present month. In 
women’s footwear, oxfords have been 
moving nicely and are still the go al- 
though lately a demand has sprung up for 
boots in some sections, due mostly to the 
call from older women. 

In men’s footwear, high cut shoes reign 
supreme, the ration being from 80 to 90 
per cent for boots, with the remaining per- 
centage for oxfords. In the rural dis- 
tricts no gain for oxfords has appeared. 


A Unique Contest 


A contest to determine who has the 
most perfect feet in Pawtucket and sur- 
rounding territory attracted much atten- 
tion the week of November 13 at Casey’s 
shoe departments. A representative from 
the New York office of Dr. Scholl, the 
famous foot authority was the judge. 
Pedographs, which are imprints of the 
feet taken with the stockings on was used 
as the basis of the contest. Free shoes 


were offered as prizes. Trade buying 
proved big at the store during the week. 


Panister Shoeman Visits 
Providence 


J. H. Brown, official and road repre- 
sentative of the James H. Banister Shoe 
Company, Newark, New Jersey, was a 
visitor the past week in the Providence 
territory, being a guest of Fred S. Fenner, 
President of R.I.S.R.D.A. Mr. Brown 
said that business with him was very 
favorable, while at the home factory it is 
excellent on men’s and women’s high 
grade footwear. 


Spat Sales Appearing 


In most stores interviewed by the 
Recorder representative, spats have not 
even begun to move, but this is not true 
at the large Outlet women’s sboe depart- 
ment, where for the past ten days Charles 
Marx, Manager of the department, states 
he has been selling some 25 pairs per day. 
This is a good record, says Mr. Marx as 
the weather is more like Spring than Fall. 


for. New Eng- 
and”’ 

The third annual convention of the New 
England Association of Advertising Clubs 
was held at the Hotel Biltmore, this city 


*‘Supremac 
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on November 16—18 with “Supremacy for 
New England” the keynote. The purpose 
of the convention was to give to the men 
and women members of the New England 
Association, as well as New England busi- 
ness men in general, a broader vision of 
New England’s problems and opportuni- 
ties—agricultural, economic, industrial, 
social, recreational—as they relate to civic 
development, transportation, production 
and particularly marketing. Subjects 
discussed by various speakers were “‘Out- 
standing Advertising Successes and How 
Achieved,” by Chester I. Campbell, 
President of the Pilgrim Publicity Associa- 
tion, Boston; “New England’s Unde- 
veloped Opportunities,” led by Leon 
Soper, President of the Hartford Adver- 
tising Clubs as chairman and including 
addresses by Charles Coolidge Parlin, 
Manager of Commercial Research, Curtis 
Publishing Company; Harry Tipper, 
merchandising specialist of the Class 
Journal Company; Phillip W. Blake, 
Development Engineer, Maine State 
Chamber of Commerce. 

Other speakers were Miss A. Frances 
Hanson, Secretary of New England Asso- 
ciation of Advertising Clubs; Eliot Wads- 
worth of the United States Treasury 
Department; Donald K. David, Assistant 
Dean of Harvard Graduate School of 
Business Administration; Irving Paull, 
Commercial Secretary of Joint Congrega- 
tional Committee of Agricultural Inquiry; 
Dr. Tehyi Hsieh, United States Head of 
the Chinese Trade and Labor Board; 
Frank P. Sibley, Boston War Corres- 
spondent; and Daniel A. Reed, Congress- 
man from New York State. 





BROCKTON 


First ‘‘Sale’’ in 25 Years 


Store Celebrates Anniversary by 
Offering Women’s Rubbers 
for One Cent 


The Metropolitan Shoe Store of Brock- 
ton, of which Walter M.Dunbar is 
proprietor, recently observed its twenty- 
fifth anniversary. In that connection the 
first sale ever conducted by this concern 
was successfully put through. Typical 
of the inducements made in connection 
with this sale, which extended over 
several days, was the offer of a pair of 
ladies’ rubbers for one cent to each of the 
first 50 adults who entered the store on the 
opening day of the sale. No other 
purchase was necessary to get these 
rubbers. The store engaged extra clerks 
and with low prices and other methods of 
attracting attention, the store was crowded 
daily from opening to closing hours. 

The Metropolitan Shoe Store under 
Mr. Dunbar’s proprietorship has been 
doing business for twenty-five years in the 
same location on Main Street. During 
all that time it has maintained a high 
standard of service. Mr. Dunbar is one of 


New England’s oldest shoe merchants, 
having been engaged in the business 
continually for fifty years. During 
that time he has seen many changes in the 
methods of retailing footwear. 

“In the old days,” says Mr. Dunbar, 
“there were no cartons. The shoes were 
strung in pairs. When a customer wanted 
a pair of 6s or 7s, as the case might be, he 
put them on and went away. There were 
no feet fitting problems in those days. 
Remarkable strides have been made in 
this direction during the past twenty- 
five years.” 


Unique Insignia for O.C.A.C. 


The unique design shown herewith has 
been officially adopted by the Old Colony 
Advertising Club, and the insignia will 


aL 


yi 


appear on all of the club stationery and 
literature. 

Wilbur Longden of Tolman Davidson 
Press, is the originator of the design. It 
will be observed that Eastern Massachu- 
setts is shown in outline, and the idea is 
surely a clever one. 

The November meeting and dinner of 
this club was held, November 23, at the 
Palace Hotel in Brockton. 


Schools to Study Shoe 


Industry. 


In the neighboring town of Abington, 
Mass., a course of study in the shoe 
industry in the United States has been 
established. By request of the school 
superintendent of that town Arthur B. 
Butman, chief of the Shoe and Leather 
Manufactures’ Division of the U. S. 
department of Commerce, has furnished 
information and statistics for this course. 
The Abington public schools will make 
this study a part of commercial geography. 


Clifford C. Dunham Sales- 
manager of Sporwin. 


Clifford C. Dunham, for many years 
connected with the shoe industry, has 
joined the organization of the Sporwin 
Shoe Company as manager of the sales 
force. Mr. Dunham was for the past ten 
years connected with the L. Q. White 
Shoe Company. His wide knowledge of 
shoe merchandising will enable him to be 
of much service to Sporwin customers. 
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Where to Buy 


Engraving and Printing 














CARTON LABELS, TAGS, 


SHOW CARDS, 
PRICE TICKETS, en ETC. 











COLOR PRINTING 


CATALOGUES 
Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 


DESIGNING 





~ 
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UNIVERSITY 
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ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for details of 
eur Special Printing Service for 
the Boot and Shoe Trade 


201 South Street, Boston, Mass. 
Telephone Beach 4960-4961 





ASK FOR SAMPLES 
We Creale ana ’ Srint most of the m 


TOLMAN PRINT, INC. 


ESTABLISHED 18 


OFFICES and PLANT: BRO orient MASS 


Where to Buy 


Miscellaneous 














Retail Shoe Sales Letters 
Five Copies, All Different, $3.00 
Check with Order 
Your Money Back if Not Satisfied 
F. S. ROOT COMPANY 
Sales Letters Specialists 
6 BEACON STREET BOSTON, MASS. 











DO YOU KNOW? 


that you can buy it—or 
sell h—througb the 
“Where to Buy” columns. 
This feature in its 

ce is a time saver in 
meeting immediate needs. 























If you took a 
knife and sliced 


it through— 
here’s what you'd find 


Not just a shell of rubber and stiffened fabric— 
but the real explanation of the rugged strength 
that gives to “U.S.” Boots extra months of wear: 
First a series of strong reinforcements, from 
seven to eleven layers of rubber and sturdy 
fabric at every point of strain ana wear—across 
the instep, above the heel, about the ankle, etc.— 
A flange shaped sole of one single, solid 
piece of rubber, extending all the way from toe 
to back of the heel— 
Tough, flexible rubber everywhere backed by 
the best grade of heavy, close-woven fabric— 
A special lining that adds stiffness to the upper and 
prevents wearing out from the inside. 
The diagrams on the left show you some of these details. 
Every one means longer wear and greater boot comfort. 
We’ve been making rubber footwear for 75 years. We 
don’t just buy rubber—we produce on our own plantations 
the finest grade that can be grown. Our factories are 
Sta manned by the most experienced boot-makers in the coun- 
ers 





try—craftsmen who know the value of painstaking care. 
And we’re proud of the results—and of the satisfaction U. S. 
Boots are giving to farmers everywhere. 


Other “U.S.” Footwear—all built for long wear 


You'll find every type of rubber footwear in the big U. S. 
line. There’s the U. S. Walrus, the famous all-rubber over- 
shoe—the U. S. Lace Bootee, a rubber workshoe to be worn 
te sage washens Cir pel rub. ype yd over your socks for spring and fall—U. S. Arctics and Rub- 
ber. Kenge shape mcens cand poe ohne Leer ae bers—all the styles and sizes for the whole family. Look for 
outside foxing unites the sole and rubber make this one of the strong- the “U.S.” trademark before you buy—the honor’ mark of 
gee Sear ae game i eat nena the oldest rubber organization in the world. 








“Extra heavy Flange sole 


tue sova—A thick, single layer of 








United States Rubber Company 








THe inster— 4 boot has no lacing in 
front, like a shoe, to give as you walk. 
peer | mile you go, the rubber ys 
uckles 900 times. We've 
series of graduated reinforcing la oon 


into the instep, combining unusual 

Senibiity wish surprising sienghh. THe anaie—Heére’s where so many 
boots sag and crack. The U. S. Boot 
has an extra “collar” that runs all the 
way round the leg, and on top of that 
ts oulcanized a heavy side-stay. 














This advertisement is one of a series on ‘“‘U. S”? Rubber Footwear that is appearing in the most 
important national and sectional farm papers. 
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Prices Higher on Raw Materials Used 
in Rubber Footwear Industry 


ETAIL shoe merchants, and es- 
pecially those who have failed to 
order adequate stocks, are begin- 

ning to show some concern over the ad- 
vancing costs of materials entering into 
rubber footwear and the possibility of 
increases in wholesale prices. Prices have 
already advanced in some lines of rubber 
manufactures, particularly mechanical 
goods. 

Reports from all over the country indi- 
cate that stocks in the hands of manu- 
facturers, wholesalers and retail merchants 
are sub-normal and there is good ground 
for believing that bad weather early in the 
winter will find many retail shoe men with 
stocks so seriously short that manufactur- 
ers and wholesalers will be hard put to it 
to take care of emergency orders. 


Raw Material Prices Advance 


Most of the important materials enter- 
ing into the manufacture of rubber foot- 
wear have already advanced sharply in 
price. Under the weight of a heavy over- 
production, the price of crude rubber 
hovered around the ridiculously low figure 
of 12 and 13 cents a pound during most of 
the present year until a few weeks 
ago. 

Most of the crude rubber grown in the 
world comes from British colonies in the 
far East and these colonies have suffered a 
great deal through the low price of rubber. 
Acting under advice from the Colonial 
Office of the British Government, the 
Colonial Government in the east a short 
time ago announced a scheme of taxation 
which provides for a heavy tax on all ex- 
ports of rubber from the colonies in excess 
of 60 per cent of a normal year’s pro- 
duction. 


Cotton Prices Important 


Just how the restriction measures will 
work out is not yet known, but the success 
of the plan is indicated by the fact that 
crude rubber has already risen to 23 cents 
a pound and the price is firm. The re- 
strictive measures are designed to raise 
the price of crude rubber to a shilling three- 
pence, about 28 or 29 cents under the 
present exchange, and it is expected in 
many quarters that the government’s 
efforts will be entirely successful before 
many months have passed. 

Cotton, the second most important 
material in rubber footwear manufacture, 
instead of remaining at 17 to 18 cents, a 
price which might have been expected to 
prevail for the year, with a normal crop, 
has gone to 26 cents due to a short crop. 
Wool has also sharply advanced. 


What One Man Does With 
High Heel Rubbers. 
By G. B,. WELSH 


About 75 per cent of the merchants 
throughout the country are loaded with 
high heel rubbers, the aftermath of several 
seasons of high Louis and French heels, 
and are at a loss as to what to do with 
them. There will no doubt be a few of 
these goods sold this season, but the num- 
bers will be so few that it will hardly be 
noticeable. 

I have experimented with this style of 
shoe to try and devise some way whereby 
these stocks can be reduced considerably. 

My idea (and I have put it into prac- 





Rubber-soled canvas footwear is always a safe 
bet for the sports season. This shoe from 
of the U. S. Rubber Company 





tice) is to cut off the heel with a sharp 
pair of shears and thus make a rubber 
similar to the foot hold. You can do this 
in such a way that the rubber will fit most 
any style of today, excepting, of course, 
the nature shape shoes. 

I would advise in cutting these rubbers 
that the same be started at the rear of 
heel seat and work forward towards the 
front of heel. On account of the smallness 
of these heel seats, it will be necessary for 
it to be cut about 4 or % inch in front of 
heel and to slope backwards. Try it and 
you will be surprised at the good job you 
can do. 

Of course the merchant will understand 
that this suggestion can or should be 
used, only in case of putting out this style 
of rubber at cut prices, and then only 
when a sale can be made by so doing. 


The United States Rubber Company 
has announced the appointment of George 
Schlosser as General Manager of footwear 
and ‘miscellaneous factories of the com- 
pany, effective immediately. Mr. Schlos- 
ser succeeds Myron H. Clark who re- 
signed to take a position elsewhere. 


the line - 


Mr. Schlosser is one of the oldest em- 
ployees of the Company and is one of the 
numerous high officials of the Company 
who began his career in the rubber busi- 
ness 40 years ago as an office boy. He is 
widely known in footwear circles and is 
generally recognized as one of the out- 
standing figures in rubber manufacture in 
this country. 





Tiny New Shop for Little 
Tots 


Narberth, Pa.—Regina L. Caccia is 
arranging to open a shoe parlor for the 
kiddies in this place, besides children’s 
shoes, a sample line of women’s shoes will 
be carried. It is Miss Caccia’s intention 
to begin in a small way. Her enterprise 
deserves commendation. She has secured 
from a real estate broker, having a suite 
of rooms located in the business section 
of the town, one large room, with heat 
and light in exchange for her services in 
answering the telephone, meeting clients 
in the broker’s absence and doing a little 
typewriting for him. 


Building for the Future 


She writes to the Recorder that she is 
making her shoe parlor attractive to the 
little folks and feels that as she intends 
to feature good shoes at a reasonable 
price, her shoe store will be of much 
advantage to the mothers of the neighbor- 
hood. She states that she intends to 
carry a nationally advertised line of 
children’s shoes, so that she will not have 
to spend much time nor money in ad- 
vertising same to the community. Her 
women’s line she will have selected for 
her by a friend who has been in the shoe 
business for seventeen years and who is 
in a position to pick up the finest makes of 
shoes in sample sizes. 

Miss Caccia intends to operate in this 
way until the spring, when she hopes to 
be able to rent a store at a moderate price 
and then put in a larger stock and more 
attractive fixtures. In the meantime, she 
expects to build up a following that will 
warrant her business expansion. 





New Shoe Store 


New York City.—Ralph Beck, formerly 
manager for the Adler Shoe Company 
for the past nine years and Michael Hall, 
formerly with the Empire Shoe Company, 
opened recently, under the name of the 
Lorraine Bootery at 175 East 86th Street, 
the only exclusive women’s novelty 
bootery in this section. 





BO 


OT AND SHOE RECORDER 


The New 


ARMORTRED “CUSTOM” HEEL 
—-_ “Za” | 





By graduating the heel from back to 
breast (1-2 inch thick at back and 
7-16 inch at breast, as shown above, 
a perfectly flat striking surface is 
afforded. 








This illustration shows how Ar- 
mortred CUSTOM Heel helps to 
give the whole shoe a perfectly flat 
tread. 


This illustration shows how the or- 
dinary heel tends to rise and strike 
at the breast, but not at the top. 





Still Better Values 
for Your Customers 


NCE again we have set the pace in progressive 
rubber hee] development. 


The Armortred CUSTOM Heel is the result of the en- 


thusiasm with which the trade greeted our “Wedge” 
heel for low-heeled “brogue” models. We have car- 
ried out the same principle in our new “CUSTOM.” 

By using Armortred ““CUSTOM” Heels your manufac- 
turer can help you to give still better values to your 
customers—a perfect balance and flat tread that ordi- 


nary heels do not afford. 


Quabaug Rubber Co. 


North - Bey Mass. 


ARMORTRE 


RUBBER HEELS 
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Light native cows, for side u 
Branded cows, for light sole lea 
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Native steers, as used in sole leather, 
harness, eto 
Heavy Texas steers, for sole leather... 


No. 1 buffs, for avy per and ae 


Comparative Leather and Hide Prices 
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Leather Prices Firm; Hide Prices Weaken 


Fair Volume of Business Being Done in Both Upper and Sole 
Leather Divisions; Heavier Grades Scarce 


change from last week, although 

there is a fair volume of business in 
both sole and upper leather. Sole leather 
tanners report a steady business which is 
taking up the receipts from the tanneries. 
There is still a scarcity of heavy leather 
and shoe manufacturers are shopping 
around for sufficient leather of suitable 
weight for their requirements. While 
there is some objection to prices, tanners’ 
figures are being met but it is a question 
how long this will continue on a declining 
hide market. 

In upper leather the volume is not quite 
as large and while there is a good average 
business in calf leather, there is not the 
eagerness to buy which was noted a few 
weeks ago. Prices are still firm, with the 
best selections bringing up to 48c and 50c 
a foot. 


Caasue show relatively little 


Raw Material Market Quiet 


A feature of the situation is the quiet- 
fess in the raw material market. There 
has been but little trading and this is 
believed due to the unwillingness of tan- 
ners and hide buyers to pay the prices 
wanted for hides and skins. The hide 
market is some off in price and with the 


decline in purchasing, it is not improbable 
that lower figures should prevail before 
many weeks. No. 1 raw calfskins are 
still quoted at 16c and 23c per pound and 
heavy native steers from 22c to 23c, as 
compared with 15)4c and 15c per pound a 
year ago. ° 
Fair Call for Calf 

Activity in calf leather is less noticeable. 
The demand is still strongest on the 
heaviest selections and so are firm in 
price. The best grades of full grain calf- 
skin in colors are still selling at 48c to 50c 
per foot on the heavier weights. Medium 
weights bring from 45c to 48c per foot 
and there are still good grades available 
at 40c to 42c. Cheaper selections of calf 
leather are bringing from 30c to38c and 
lower grade leather below 30c per foot. 
Blacks are quoted at a few cents less than 
colors. There is a good business in suede 
calf with the top selections bringing from 
60c to 70c per foot. Women’s weights of 
suede are quoted at 50c to 60c and the 
medium grade leathers from 45c to 50c. 
There is still difficulty in disposing of the 
lighter weights of calf. 


Side Leather Volume Fair 
There is a fair amount of trading in side 


leathers, although the volume is not so 
heavy as a few weeks ago. Prices on‘side 
leathers are still held firmly by tanners, 
with the top’grades of coloréd chrome side 
bringing 28c and 30c per foot. No. 2 
grades are offered at 22c to 26c and No. 3 
20c to 22c. There are a variety of cheaper 
side leathers available at below 20c, 
consisting of snuffed leathers and job lots. 
There is a good call for colored buck, 
prices ranging from 38c to 45c per foot, 
with medium selections offered at 35c to 
38c. Good grades of white buck are selling 
at 35c and 38c. A fair call continues for 
elk, kip and veal, prices ranging from 20c 
to 33c., the latter for the heavy black and 
colored waterproof chrome. 


Patent Leather Active 


There is still an active business on 
chrome patent sides; tanners are still 
behind in their deliveries of patent. The 
better grades of patent chrome kips are 
bringing from 50c to 55c, according to 
tannage and selection. No. 2 leather is 
quoted at 45c and No. 3, 40c per foot for 
sides. There is a fair business in black 
patent sides, top grades quoted at 28c 
to 38c per foot. Cheaper selections are 
sold at below 30c per foot. The best 
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Early “Rubber F ootwear Weather 


has shown many dealers’ stocks 
unprepared for this business— 


Avoid the predicted early winter ship- 
ping congestion by placing early orders— 
Hood Distributors have prepared their 
stocks of winter footwear to take care of 


your needs— 
The far-sighted retailer is protecting his profits by 
carrying complete stocks of rubbers and gaiters — 


and 


especially— 


Hood 


cHaring) Women’s Empress 
STRIP 





Hood 
Kattle King 





LINED Lis 

CLEAR TO | VS 

SOLE es WARS” Hood 
White Rock 


SEMI-ROLLED EDGE ALL RUBBER 
Over and Waverley 


atten iattinas RUBBERIZED CLOTH 
RUBBER COATED CLOTH 
HEAVY BROWN FLEECE 


Hood ‘Rubber Products Co., Inc., Wtertow= 


The Boot and Shoe R der will appreciate your mentioning the publication in replies to advertisements. 
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selections of patent kid are bringing from 
65c to 70c and cheaper grades from 45c 
to 55c. 

Business is quieter in glazed kid, al- 
though there still remains some orders yet 
to be filled. There is no change in prices 
which are quoted below. Some of the kid 
tanners are quite busy, but the business as 
a whole is somewhat below normal. There 
is still some white kid selling, with prices 
ranging from 80c to 90c per foot for high 
grade shoes. There has also been a better 
call of late for colored kid from the West- 
ern shoe manufacturers. Scarcity of cer- 
tain kinds of raw stock is keeping prices 
high on the finer grades. 





Portland Late Notes 


Selling Exclusively to 
Young Men 


The College Boot Shop, at Washington 
near Broadway, which until September 1 
was featuring young men’s and women’s 
sport shoes, is now featuring young men’s 
shoes exclusively. The College Boot Shop 
is an auxiliary of the Knight Shoe Com- 
pany. H. L. Phillips, who was previously 
in charge of the College Boot Shop is now 
manager of the men’s department at 
Knight's, and T. E. Gaines is now mana- 
ger of the College Shop. This shop por- 
tends something that is really very differ- 
net, with all due respect to a word often 
used out of its place. 


New Shoe Being Built 


An attractive modern building, size 
100x200, two stories, is now being erected 
for Theodore Bergman Shoe Company at 
29th and Thurman Street. The Bergman 
Business Shoe, through a persistent adver- 
tising campaign direct to the consumer, 
has now become an important factor in 
coast shoedom. 


New Shoe Store Planned 


The beautiful building on Sixth Street, 
between Washington and Alder Streets, 
for years occupied by Portland’s exclusive 
clothier, Winthrop Hammond, having been 
recently purchased by the Eggert and 
Young Shoe Co. is now being re-modeled 
to meet their requirements. Inasmuch as 
the period for which Eggert, Young may 
occupy the new store is of life-time dura- 
tion, Portland is looking forward to the 
opening date of this pioneer firm in its new 
residence. During their summer removal 
sale, which, by the way, was the first and 
only sale conducted in the 40 years exist- 
ence of the Eggert and Young Co., stocks 
were so thoroughly cleaned out that the 
opening of September found all the shel- 
vings of the huge 3d Street Store abso- 
lutely vacant of shoe boxes, and what few 
pairs of shoes were left hung on wooden 
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racks for easy selection in the aisles. The 
new store will be two stories and basement, 
size 25x100. Fall stocks are arriving at the 
old store, till the new home is in readiness. 





Des Moines Notes 


Industrial Shoe Successful 


Among the large industrial plants that 
Des Moines is proud of is the daylight 
factory of the Rollins Hosiery Mills (form- 
erly the Des Moines Hosiery Mills). Dur- 
ing the Show, which was held at the Coli- 
seum, The Rollins Hosiery Mills installed 
a machine which made men’s hose. The 
demonstration was among the most popu- 
lar at the Industrial Show, and was the 
first time that many people realized that 
Des Moines had such a factory within its 
corporate limits that had been operating 
for over 30 years and with a present daily 
production of 24,000 pairs of hose. 


Younker Brothers Take New 
Lease 


The most important happening for many 
many months in the retail district, was the 
signing of the 99-year lease for the 5-story 
building which covers the quarter block 
immediately west of the present Younker 
Brothers Department Store. With this 
new addition the store will cover the entire 
half block on Walnut Street between 
Seventh and Eighth and will be the largest 
department store in the state. It is the 
present plan of the management to de- 
vote a very large space to the shoe depart- 
ment, with the idea of having the largest 
and most completely equipped shoe stock 
in the state of Iowa. The lease of the pre- 
sent occupants does not expire until Oc- 
tober 1, 1923. 


College Boot Shop Opens 


The latest acquisition to the list of down- 
town retail shoe stores is that of the Col- 
lege Boot Shop at 804 Walnut Street. The 
new store caters exclusively to women and 
has as its feature q brand new idea in 
women’s shoe merchandising in Des Moines 
namely a single standard price of $6. The 
latest styles are shown and novelties of 
all kinds are featured. The new shop is 
carrying a full line of hosiery. The Col- 
lege Boot Shop is managed by Moses 
Arenberg, formerly manager of the Arant 
Shoe Co. 





New Shoe Stores 


Armitage & Peterson, (The Alhambra 
Boot Shop) 9422 Woodward Avenue, 
Detroit, Mich., will reorganize above 
styled boot shop into a store that will 
specialize in juvenile shoes. 

Boyd’s Inc., 416 Main Street, shoe 


‘department, Buffalo, N. Y. 
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Los Angeles Late Notes 


Original French Last Shoes 
Shown 


The Walk Over stores are featuring 
what they designate as the original French 
last shoes, short vamp,LX V heel. very at- 
tractively designed in the newest combina- 
tions of straps and tongues, also in oxfords, 
and Mr. Jesburg states they are having a 
lively call for them. 


“Sonia”’ Oxford Selling 


The Ville de Paris are selling a lot of the 
“Sonia” oxfords. This is an oxford with 
a cuff and comes in various combinations 
of leathers, made by I. Miller Co. Mr. 
Hadley, manager of the shoe department, 
says business is very brisk with them. 
They have recently installed a hosiery de- 
partment, featuring the A. Allen Black 
Cat brand of hosiery. 





Spokane Notes 


Regardless of the inappropriate time, 
sales continue right through the fall sea- 
son. Shuart’s Walk-Over Store offered 
1,500 pairs of strap slippers and oxfords 
at $7.50. The Crescent, at its 33d anni- 
versary sale, offered new stock in women’s 
wear at $6.85 with 10 per cent off on men’s 
shoes. Culbertson’s anniversary sale 
brought out J. & T. Cousins’ shoes at $4.85 
and Utz & Dunn shoes at $6.45. The 
Kane-Stitz store for women’s footwear is 
making $8.85 its popular price. Broken 
lines of Bostonians went for $3.50 at Eg- 
gert’s. 

The Model has tied up with the Arch- 
Preserver Company in running educational 
advertisements on that make of shoes. 

The Hill $5, $6 and $7 store announces 
securing the Spokane agency for the “‘Nail 
File” test hosiery at $1.65. 

Women’s half soles have dropped at the 
repair shops to 90 cents. 





To Specialize on Service to 
Juveniles 


Detroit, Mich.—C. E. Armitage and 
F. O. Peterson, the latter proprietor of 
the Alhambra Boot Shop, 8422 Woodward 
Avenue, Detroit, Michigan, are going to 
reorganize the above styled boot shop 
into a retail store organization that will 
feature juvenile shoes. Tae idea will be to 
specialize on a shoe service to growing 
children. : 





A Business Change 


Princeton, Ind.—The Lewis Shoe Store 
has recently changed management with 
the week of November 13. The business 
will, however, continue to be known as 
The Lewis Shoe Store. 
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ARE YOU A SALESMAN? 
READ THIS! 
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This advertisement is directed at real salesmen—men 
with the proven ability to sell shoes— not men who usually 
answer this type of advertisement. 


If you have a positive, unquestionable record of suc- 


cessful shoe selling on the road — if you know that you can 


go out into any of the following territories and do justice to a thoroughly 
dependable, well known line of shoes— then answer this ad. 


The manufacturer responsible for this ad is not a 


fly-by-night factory but an old, established concern known 
throughout the country as a maker of dependable shoes. 


We have plenty of applications for these territories — 
but we are looking for exceptional men—workers—top-notchers. 


The following territories will be open February 1, 1923. 


Colorado Ohio Western Kentucky 
Iowa West Virginia South Carolina 
Louisiana Virginia Western Tennessee 


Michigan Western Pennsyl- Florida 
vania 


Address: 


D-602, care of Boot and Shoe Recorder 
189 West Madison Street 
Chicago, III. 
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(This Department is conducted by Helen M. Haney, Associate Editor) 


Meet Robert L. Summers * 


He Travels Western Territory to the Pacific Coast for Edwin Clapp & 
Son, Inc.—A High-Grade Salesman 


\ \ 7 HEREVER Edwin Clapp & Son, 
Inc., shoes are sold, one always 
thinks of Robert Lee Summers, 

known to brother travelers and the shoe 
trade in general, as ‘““Bobbie,”’ for Robert 
L. Summers and the Edwin Clapp & Son, 
Inc., line have been one and inseparable 
for some thirty-five years past, and have to- 
gether flourished and grown more popular 
with each succeeding year. “Bobbie’’ is 
in charge of the Western territory for 
Edwin Clapp & Son, Inc. He covers 
this territory right straight through to 
the Pacific Coast; he also has charge of 
all of the Edwin Clapp & Son, Inc. re- 
tail stores. During the first part of his 
connection with Edwin Clapp & Son, Inc., 
he covered the South and co-operated 
with S. Preston Moses in getting business 
from that field. Later, when W. H. 
Anderson left the employ of the House of 
Clapp, Mr. Summers took over the West- 





Chas. H. Miller, New England States; W- 
T. Mitchell, Texas, Southeastern New 
Mexico, few towns in Oklahoma; S. R. 
Murphy, Canada, Chicago, IIl., and large 
cities in Iowa; Harlan Rhoads, Indiana, 
F. M. Samuels, Arkansas, Louisiana, 
Mississippi; H. B. Sanford, the East; Jas. 
P. Swaim, Oklahoma, Kansas, Missouri; 
C. R. Terry, Minnesota and Wisconsin; 
J. J. Walsh, large cities in Alabama, Ken- 
tucky, West Virginia, Tennessee and 
Mississippi, also New Orleans, La.; F. A. 
Werner, England. 


Charles E. Wilson an Arthur 
Williams Shoe Co. Man 


In a recent issue, we stated that Charles 
E. Wilson, the Editor of the Indiana Shoe 
Travelers’ Live Wire, traveled for the 
Ault-Williamson Co. We should have 
said the Arthur Williams Shoe Co., Hollis- 
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ton, Mass. Mr. Wilson writes to us cor- 
recting the error. He also states that he 
has been a reader of the Boot and Shoe 
Recorder for thirty-five years and while 
the Recorder is not his bible, it is the next 
book to it. “No one interested in the 


ern territory. 


Sooas 


A Thorough Business Man ROBERT LEE SUMMERS 


Who is in Soy x of Western territory, straight 

through to the Pacific Coast for Edwin Clapp $ 

Son, Inc. He also charge of all of the in 
Clapp retail stores 


Ta 
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Mr. Summers is a thorough business 
man in every sense of the word. He is a 
man of strong executive ability, a per- 
sistent worker and always on the job. 
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He is considered a connoisseur on men’s 
styles and is a good fashion forecaster in 
footwear for masculine feet. He 
truly typifies the shoes he represents— 
conservative and distinctive—a high 
grade man with a high-grade line. 

Mr. Summers is married, and resides 
in Brookline, Mass. He has two sons 
who are now at “prep”’ schools. 


Salesmen’s Roster of The 
Julian & Kokenge Co. 


The roster of The Julian & Kokenge 
Co.'s salesforce for the Spring of 1923, is 





as follows: L. G. Arens, the West; S. S. 
Brewer, Alabama, Kentucky, Tennessee; 
H. R. Harner, Michigan; C. M. Herring, 
Pennsylvania, Virginia, New Jersey, 
Maryland and Delaware; H. L. Kisker, 
Illinois; Elmer Kokenge, Iowa, North and 
South Dakota; Louis Kull, Cincinnati 
and vicinity; H. N. Lape, large cities in 
Kansas, Missouri, Oklahoma and Denver, 
Colo.; C. F. Mahar, Florida, Georgia, 
North and South Carolina; C. B. Mason, 
California, Arizona, Nevada, New Mexico; 
H. C. Mayers, Ohio and West Virginia; 


shoe business can afford to be without the 
Boot and Shoe Recorder,” said he. 





'To the Shoe Traveler 


By EDGAR A. GUEST 


I would drink a long life and a 
health to the friends 
Who have met him with smiles 
and with cheer— 
To the generous hand that the land- 
lord extends 
To the wayfarer journeying here. 
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Equip Your Shoes With 
Rubber Heels That Bear 
Your Own Name and Trade-Mark 


We are prepared to furnish rubber heels 
in any quantity, made in accordance 
with your individual specifications. Your 
trade-mark on every pair! You can 
have them made up to harmonize with 
the distinctive style and appearance of 
the shoes that carry them. 


Republic’s high quality is well known. 
These heels are worthy of your good 
name and your trade-mark, with which 
you may have us mark them. 


Write us your requirements and we will 
present a definite proposition. 


THE REPUBLIC RUBBER CO. 


YOUNGSTOWN, OHIO 








TIPS: 





FRANK W. WHITCHER CO. 


Guaranteed Not to Come Off 


CONSUMERS APPRECIATE THIS FEATURE OF 


“HUBTIP” “NO-METAL-TIP” SHOE LACES 


“THERE 


= fa <tr 


Made of First Quality, Fast Color Braid from Tip-to-Tip 
Cannot PULL OFF, FRAY OUT or CATCH IN HOSIERY 
DISPLAY A CABINET OF “HUBTIPS”’ 


Easily and Conveniently handled. Packed in Single Pair Cartons, 72 Pair in Cabinet 


TODAY’S PRICE LIST 


27 in. per gro. Laces, $2.00 36 in. per gro. Laces, $2.50 45 in. per gro. Laces, $2.90 63 in. per gro. Laces, $3.70 
30 in. per gro. Laces, 2.20 40 in. per gro. Laces, 2.70 54 in. per gro. Laces, 3.30 72 in. per gro. Laces, 4.10 


EITHER BLACK, BROWN OR RUSSET . 
YOUR FINDINGS JOBBER CAN SUPPLY YOU 


MANUFACTURERS 


ASSORTED CABINETS SUPPLIED 


Boston and Chicago, U. S. A. 
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Interchangeable Mileage to Be Operative About Jan. 1, 1923 


The Shoe Travelers Anticipate that the Interstate Commerce Commission 
Render Decision by December 15 


Will 


The brief which follows is a copy of 
that presented by the National Secretary 
before the Interstate Commerce Com- 
mission, “‘Docket 14104,” on November 
15, on which occasion, the general sum- 
ming up of the arguments of the pro- 


ponents and opponents of the bill was 
made. The National Shoe Travelers’ 
Association is in hopes that the decision 
of the Interstate Commerce Commission 
will be rendered by December 15, and 
that interchangeable mileage will be effec- 


tive by January 1—the exact date cannot 
now be determined, but Secretary Delany 
says that the boys have reached this con- 
clusion from what knowledge they have 
of the case. 





The Brief of the N.S. R.A. 


On behalf of the National Shoe 
Travelers’ Association—whose mem- 
bership embraces traveling salesmen, 
selling footwear to the retail, wholesale, 
and jobbing trades—also in behalf of 
the allied branches of the shoe industry, 
submit the following uae in the above- 
mentioned proc 
1. Shall both os Mileage 

and scrip coupon tickets be issued 
and sold? 

Past experience has taught us 
that a scrip coupon form of ticket 
to be the more convenient and 
profitable because of saving in 
time to both the handlers and the 
holders—the ease with which the 
cost of mileage can be reckoned— 
and one form being used would 
avoid confusion and doubt. 

2. At what rate shall Interchangeable 
Mileage Scrip Coupon Tickets be 
sold? 

(a) The Act (Public No. 281—67th 
Congress) must have had in 
mind some alleviation from 
existant mileage charges. 

(b) The increase in cost of any 
commodity decreases the 
consumption in proportion to 
the increased cost of trans- 
portation; the decreased cost 
of transportation would in- 
crease the purchasing of 
more transportation. 

(c) The many reports coming to our 
attention of the high cost of 
transportation tends to lend 
our belief that a reduction in 
the present cost would incline 
employers of salesmen to in- 
crease their traveling forces. 


Present Tendency and Method 

The present tendency of the em- 
ployers of salesmen to concentrate 
their salesmen in closer territories in- 
clines us to believe that with a reduc- 
tion of present rates more salesmen 
would be placed in these territories. 

The present method of buying on the 
part of wholesalers, compels the com- 
mercial salesman to make more trips 
than was customary prior to the war. 


Changes in styles necessitate more 
trips to show these styles as also to 
meet the demands for new styles. 
These frequent trips have increased the 
cost of selling to the traveling salesman, 





“TIM” E. MURPHY 
Who covers New York, New England, and part 
of Canada for Upham Bros. 





if on a commission basis, and to the 
wholesaler and consumer if the sales- 
man be on a salary basis. 

Many reports come to our atten- 
tion where traveling salesmen have 
abandoned this profession because 
of the present high cost of traveling 
which has, in many cases, eaten up all 
likely profits. 

Comparisons are apparent of special 
rates being extended to conventions, 
excursions, homestead seekers, com- 
muters, employees, and officials. The 
tendency of the trade is to urge and 
encourage buying in all lines, to bring 
back trade as nearly as possible to the 
stability of pre-war times, and we feel 
that the distribution of merchandising 
through transportation is one of the 
most potent means and advertisements. 

Necessary buying trips to the 
markets have been curtailed due to 
the high cost of transportation. 


We feel that as railroads are the 
biggest asset in the opening of new 
fields for settlements and population 
so are they the biggest asset in the ex- 
tension of business—buying begets 
business and business begets prosperity. 

We believe that rates should be as 
near the pre-war base as possible and 
believe a reduction of 33 1-3 per cent 
under those now existant be granted. 
3. What rules, regulations, and condi- 

tions shall attach to the issuance 
and sale of Interchangeable Scrip 
Coupon Tickets to reduced rates? 

We feel that the popularity and con- 
venience of the holders of these tickets 
would help materially for the profit of 
the carriers and purchasers. 

The more convenient these are the 
more purchased and used. 

A large denomination would lessen 
the purchase and consequently decrease 
the revenue to the carriers. 

We feel the carriers should be pro- 
tected in any measure of these tickets 
and are willing to confer and aggist 
against all abuses. 


In Regard to Tickets 


We feel that the tickets should be 

. Non-transferable. 

. That the present baggage privileges 
shall continue. 

. That these tickets be sold at all 
Class 1 offices. 

. That these tickets be acceptable for 
all baggage charges. 

. That these tickets be accepted by 
the conductors. 

. That these tickets should be in de- 
nominations of not less than $100 


gross. 

. We feel that the comparison of 
signature of the purchaser be 
sufficient safeguard for identifi- 
cation. 

We feel that the framers of the Public 
Act 281, 67th Congress had in mind 
the issuance of an Interchangeable 
Mileage Ticket at rates under those 
now prevailing and that the prosperity 
of business needs such requirements. 

Respectfully submitted, 
THOS. A. DELANY, 
Secretary, Nat'l Shoe Trav. Ass’n. 
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DEPT. 5 


Increases Turnover 


EPT. 5 cures small 

turnover. The cure 

is simple. Just order. 

Shoes are shipped the day 

order is received, and 

turnover immediately 
begins to increase. 


Healdarch Shoes 
for 


Men and Women 


are carried in stock in 
Dept. 5—thirteen styles. 
All shown in Stock Book 
No. 31B. It will pay you 
to sell Healdarch shoes. 


It will pay you to order 
them from Dept. 5. 


Sample pairs or case lots. 


THE STETSON SHOE 


Ce COMPANY, Inc. 


So. Weymouth 90, Mass. 
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“J MacMaster 


INFANTS AND CHILDREN’S 
FOOTWEAR 


SOFT SOLES FOR THE 
HOLIDAY TRADE 


&& 





No. B 2167 
Patent and Fo 
White Kid a Top Fishey 
Pearl Button and Tassel, 

i in Black, 

Tan, Gray, er Red Tops. 
Sizes, 0 to 4. 

$7.50 per dozen 


Write for Catalog showing Turn Shoes. In Stock 4 


No. B Ln 
ite Moccasin ith 
ite, Pink 9 "Blue ° Rib- 
French Knot Tan, Gray or Red. Sizes, 
Tri gs. 0 to 4. 
$9.00 a Dozen Pairs $7.50 per dozen 


J -J » Mac MASTEI2 
ROCHESTER ,N-Y. 
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E. B. ARBUTHNOT 


Re-elected Secretary of Pennsylvania State Shoe 
Travelers’ Association 


M. J. KURET 


One of the field representatives of the Rice § 
Hutchins Cleveland Company 








CHARLES A. JONES 
Of Boston, who will travel South Massachuselis, 
Rhode Island, “a. or Nunn, Bus 
‘eldon 





Pennsylvania Boys Elect 
fficers 


At the semi-annual meeting of the 
Pennsylvania Shoe Travelers’ Associa- 
tion, the following officers were elected: 
President, Ben. F. Williams; Vice-Presi- 
dent, A. A. Betts; Secretary-Treasurer, 
E. B. Arbuthnot; Recording-Secretary. 
Louis Shenkan; Directors: George E 
Hanley, Charles G. Sellers, J. M. Nicely 
and Thomas A. Wood. The secretary’s 
office and club rooms of the association 
are at the Hotel Henry, Pittsburgh, from 
which city all of the newly elected officers 
hail. 


Jack Walbenstein in His 
Territory 


Jack Walbenstein, Indiana representa- 
tive Novelty Shoe Company, Chicago, who 
has been ill for three weeks is now back 
on his terrotory. 


Asco Principals Travel 


Apel-Schneider Co., wholesale dis- 
tributors of Asco Quality shoes, with 
salesrooms at 6 North Third Street, 
Philadelphia, and a growing firm, just 
eighteen months old, are reporting a 
splendid business. The members of the 
firm—Horace M. Apel, calls upon the 
trade in Pennsylvania; Edward K. 
Schneider, calls upon the trade in New 
Jersey, while George H. Weber gives his 
personal attention to the inside workings 
of the organization—and some trio of 
business getters they make. 


These boys have been associated with 


the shoe fraternity for a number of years, 
having connected in the past with Bell- 
Walt & Co. of Philadelphia. 

They specialize on women’s, misses’, 
and children’s shoes. They state that 
they find much demand from their trade 
for men’s, boys’, youths’, and little gents’ 
shoes, and are seriously considering this 
addition to their already well selected 
lines. ‘Watch Us Grow,” is the slogan 
of the Asco boys. 





LEWIS E. MOSS 


Of the Rice ¢ Hutchins Atlas Shoe Company's 
aggressive sales staff 





Chas. A. _— with Nunn & 
Bush & Weldon 


Charles A. Jones will travel Southern 
Massachusetts, Rhode Island and Con- 
necticut for Nunn, Bush & Weldon. Mr. 
Joness’ residence is Boston. Frank D. 
Connor will travel Northern Massachu- 
setts, New Hampshire, Vermont and 
Maine, for this house. Mr. Connor’s 
residence is Manchester, N. H. The 
Nunn, Bush & Weldon Shoe Co. write to 
us that its business in the New England 
States has grown very rapidly, which has 
necessitated this step forward in giving 
the trade attention by direct representa- 
tion. The shoes of this house will not be 
carried in stock any more in Boston. 





Branch Factory Established 
in Holbrook, Mass. 


The Brockton Shoe Manufacturing Co. 
have practically concluded arrangements 
for the establishment of a branch factory 
in the neighboring town of Holbrook, 
Mass. The factory to be occupied was 
formerly utilized by Sears-Robuck Com- 
pany. Later, it was leased by the Elite 
Shoe Company but never occupied. The 
plant has a full equipment of machinery, 
and shoes can be produced immediately 
on occupation. It has sufficient floor 
space to enable the Brockton Shoe 
Manufacturing Company to double its 
present output. An ample supply of 
labor is available. Holbrook is one of the 
oldest of South Shore shoe towns, and in 
fact has records of shoemaking dating 
back to early Pilgrim days. 
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Base Your Business on Gardiner 
“Quality Comforts’’ 


If you are contemplating adding an entire new line of Comfort 
Footwear to your stocks, or if you desire to refill on certain 
Comfort numbers, which you already carry, H. K. Gardiner Co. 
can serve you completely. 
We carry In Stock at all times thirty-three ~ Polish Boots, 
Strap Sandals, and Juliets—all numbers ready for instant ship- 
ment. 
Fine kidskins, sturdy sole stock and master workmanship make 
the Gardiner 7 our logical choice., Each number is supplied 
with a rubber heel, and is made over a last of excellent Bittin 
alities. Our new catalogue has just been printed. We wi 
gladly mail a copy upon receipt of your name. 


H. K. GARDINER CO. 


680 Washington Street - - Lynn, Mass. 


Boston Sample Rooms Please address all mail 
134 Lincoln Street to Lynn factory 
Established 1909 


Put NU-LIFE” into 


Your Sales and Profits 


No. 205— KID STOCK TIP BLUCHER 
OXFORD, gray quarter and sock lining. 12/8 


TNO OMNOMMM NOHO 














Ue TTT 


High in Quality : All Sizes in Men's, 
but Not in , w Women’s, Misses’ 
Price a Pg and Children’s 


% Registration of 

trade mark exam- 

ined and passed on =” rnp Standard Shape 
by Patent Office at fo |. TS gam and Nailing 
Washington. ee , 


Hanover Rubber Company 


West Hanover, Mass. 
Boston Office and Salesroom, 10 High St. 
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Smail Merchants Praised 
(Continued from page 108) 


soll Redipoint Pencil Co., New York, 
told students that the small merchant, 
with good trade and good service, is the 
best channel through which to reach the 
public. Mr. Ingersoll is one of a group of 
successful business men who have been 
engaged by the University to address 
students in business courses. 


Set Date for Sale 


Merchants of Chippewa Falls, whose 
community market place and Market 
Day sales have attracted attention among 
merchants all over the Middle West, have 
set November 27 as the date for the next 
event. The Chippewa Falls merchants 
erected a municipal market place at a 
cost of $15,000 and on the first Market 
Day drew a crowd of almost 3,000 persons. 
The city has a population of 8,000 and is 
the home of several shoe manufacturing 
companies. 


“Help Wanted” Signs Out 


Activity in the boot and shoe manufac- 
turing field in Southern Wisconsin is in- 
dicated by the action of the Davies Shoe 
Mfg. Co., Racine, in hanging out the 
“Help Wanted” sign. The Davies com- 
pany seeks the services of stitchers, and 
advertises “Steady work and good pay.” 


Form Advancenient 
Association 


A. J. Gahn was elected temporary 
president of the newly formed Oakland 
Avenue Advancement Association of Mil- 
waukee, at its initial meeting. With the 
formation of this new community body, 
nearly all sections of Milwaukee are or- 
ganized in support of the neighborhood 
merchant. A permanent president will be 
elected at the next meeting, November 24. 


Hires Sale Expert 


The Cut Price Family Shoe Store, West 
Allis, Wis., engaged the services of a pro- 
fessional salesman, A. J. Cleveland of 
Chicago, to dispose of surplus stock at a 
special sale. According to Joseph Sousha, 
store owner and manager, the experiment 
was highly successful. 
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Ladysmith Gets New Store 


Henry Wilson and B. F. Stelzman, of 
Ladysmith, Wis., have entered into part- 
nership to conduct an exclusive shoe store 
in the Wilson building at Ladysmith. 
The partners are purchasing stock and 
expect to open the new store shortly. 

Hosiery Shop Opens 

A new hosiery store has been opened at 
6405 4% Greenfield Avenue, West Allis. Wis., 
by M. Saidel, who conducts a furnishings 
store at 6001 Greenfield Avenue, in that 
city. 


Window Service for 
Merchants 


A new company has been formed in Mil- 
waukee by R. J. Fuellemann to handle 
window decorating for merchants whose 
inexperience or time limitations prevents 
them from doing their own work. The 
Fuellemann concern is also acting as dis- 
tributor of wooden display fixtures. Such 
service is very convenient for the busy 
merchant operating a small store, and is 
now available to Milwaukee shoe mer- 
chants for the first time. 


New Home for 
Breithaupt 


The Breithaupt Co., of Milwaukee, 
handling women’s ready-to-wear, has an- 
nounced the leasing of a 60 x 100 foot site 
at Second and Grand Avenues, and the 
proposed erection of a three story, $250,- 
000 building. New lines will probably be 
added by the company when the new site 
is ready for use. A boot and shoe section 
is contemplated. 


Martin New Secretary of 
Edmonds 


At a regular meeting of the Board of 
Directors of the Edmonds Shoe Com- 
pany, C. A. Martin was duly elected 
secretary. Mr. Martin was formerly con- 
nected with The Credit Clearing House of 
Milwaukee. He officiated in the capacity 
of manager. 

Mr. Martin’s work besides acting as 
secretary will be in the nature of an effi- 
ciency expert in the office and clerical de- 
partment. 





KANSAS CITY 


Weather Unfavorable to Business Boom 


With the Atmosphere a Bit Colder, Merchants Expect 
Volume Selling—Buckles and Hosiery Moving Well— 
Black a Favorite Color 


ONTTNUED warm weather during 
the latter part of October and the 
first two weeks of November contributed 
materially toward slowing up business 
among the retail boot and shoe merchants. 


“Furnace weather’’ has been conspicuous- 
ly absent, which, while not at all de- 
pressing to the average, householder, con- 
sidering the high price of coal is not 
exactly a condition conducive to better 
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business for the shoe merchants. Hence 
the merchants have formed somewhat of 
a sympathetic affinity with the erstwhile 
friendless coal men and are preparing to 
greet the poetically renowned. J. Frost 
and his equally noted grand “‘pappy,”’ old 


J. Hoary Winter, with genuine cordiality. 


Steady Buying 

However, business has not been de- 
pressed. It has only been slowed up a lit- 
tle on account of unfavorable weather. 
Bank reports show conditions to be com- 
ing along nicely and merchants believe 
that business will boom just as soon as 
cold weather sets in. There has been 
steady buying, but not in such volume as 
desired. Despite adverse condition, a 
strong inclination has developed in the 
minds of feminine buyers to the Colonials 
and Colonial effects. Separate tongues 
have had a call and elaborate buckles have 
been in demand. Many merchants have 
been compelled to increase their stocks in 
buckles, and look for further increases for 
the Christmas season. 


Longer Skirts Don’t Affect Hosiery Sales 


Hosiery, too, is being given more con- 
sideration by the merchants, both in their 
displays and in their advertising. Many 
have found hosiery to be a very profitable 
sideline, or rather associated product. 
Stocks of hosiery are also being increased 
in order to meet Christmas demands. The 
advent of the long skirt, which has had to 
compromise with its shorter predecessor 
in Kansas City, has not shown the ten- 
dency to curtail hosiery sales which manu- 
facturers evidently feared. Nor has it 
brought about a tendency upon the part 
of the woman to buy cheaper hose. Hair 
may be a woman’s crowning glory, but 
men usually look at her hose first, which 
raises the time honored question of 
whether women dress to attract men, to 
make other women jealous, or simply to 
please themselves. 


Oxfords Moving Well 

Perhaps the most wanted color in 
women’s wear is black, at least in the 
Colonials, excepting pumps purchased for 
evening wear to match a gown. Oxfords, 
which have had a steady call, seem to be 
wanted in both brown and black, with the 
ratio about even. Strap effects continue 
to be in demand, but now they have been 
supplanted by Colonials as first choice 
among the more stylish buyers. 


Men’s Business Fair 

In the men’s stores business has been 
only fair. High shoes and oxfords run 
along fairly evenly, although the shoes 
have had a little the better of it in sales. 
There seems little choice between black 
and brown, although a slight swing 
toward black has been noticeable in the 
past week. Square toes with extended 
soles seem to be the most popular pattern 
with the young idea. 
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Beautify Your Shoes # 


BY USING 


PERFECTION RIBBONS 


IN MAKING 
RIBBON TONGUES 


AND OTHER 


RIBBON NOVELTIES 





Black 
Ribbon Tongues 
(as illustrated) 
Ready to Attach 

No. 1907 
$12.00 dozen pair 


“PERFECTION RIBBON” SUPPLIED IN 
WANTED WIDTHS AND QUALITIES 


PLAITED (as Illustrated) OR PLAIN 














l Piece, 10 yards Plain Ribbon equals 
3 1-3 yards Plaited 





Per Piece 
hes 10 

... 1.50 
. 2.00 
Per Piece 

ss Perfection Quality All Silk, Satin or Gros Grain, — 
“ “ “e “ 2.38 


Plain Ribbons in 10-yard pieces, 35c per pieces less than 
quoted prices on plaited. 


PLAITED RIBBONS 
1” Popular Brand Black Satin or Gros Grain. .. 
1\4” “ iad ia ia) “e iad “ : 


“ “ “ “ec “ “ 


“ “ “ 





| Buckram Forms for Ribbon Tongues 
Supplied at 50c per dozen pair 





ORNAMENTS FOR RIBBON TONGUES 
Finished in Steel, Jet, Old Silver, Old Gold 


Small, Medium, and Large Sizes 
Price from $4.50—$9.00 dozen pair 


Beautiful New Rhinestone Designs In Tongue Shapes 
Priced $1.50 to $3.00 per pair 


Ribbon Tongues made up in styles other than illustrated, 
$9.50—-$18.00 dozen pair 


We have the materials you require. 


Orders filled promptly. 


W. K. CHANDLER, Inc. ¢ 


125 Summer Street — wensvieh Mass. 
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The Shoe Store 
Service Department 


of the 


Boot and Shoe Recorder 


Chances are you sometimes want cer- 
tain things in the line of store or office 
equipment and don’t know just where 
they may be obtained. You may have 
in mind merely a purpose to be accom- 
plished, without knowing the name or 
exact nature of the article that will fill 
the bill. 


This department has or will secure for 
you the information you want. 


You may be working out plans for 
store arrangement or operation, for 
merchandising, accounting, or what 
not—and might be glad of suggestions 
or data based on the Recorder experi- 
ences of many other merchants in deal- 
ing with similar problems. 


You are invited to consult this depart- 
ment. Its service is gratis to all subscrib- 
ers of the Boot and Shoe Recorder. 


FOR CATALOGS AND LITERATURE CHECK THIS COUPON 


It will supply you with information and suggestions which will 
help enaeneiatiy in making the right selections when buying 
equipment of various sorts. 


0 Store Arrangement 

(€) Store Front Construction 
() Couaters 

C) Shelving 

0) Show Cases 

0 Show Window !Backgrounds 
0) Show Window Decorations 
0) Store Seating 

0) Show Cards 

©) Cash Registers 

©) Cash Carriers 

C) Store Fixtures 

C) Window Fixtures 

() Glass Fixtures 

OC) Metal Di y Fixtures 

(-) Store Ladders 

C) Hosiery 

0 Souvenirs and ‘Premiums 


a) 1 Adding Machines 

oom ccs ae 
a So Cases & Fixtures 
DO X- wry teem ey = 
0 Foot Measuing Devices 
O Repair Equipment 
0) Duplicators 





iment, “Boot and Shoe 


Fill out and mail to Shoe Store Service De; 
llinois. 


Recorder,”’ 189 West Madison Street, Chicago, 
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An expression of opinion by 


batts) lladbveons 


Editor 
BOOT AND SHOE RECORDER 


HE electorates of the two greatest democracies in the 

world—one with a king and the other with a president— 

have proven the truth that the public wants what it 
wants, but does not always know how to get it. The potpourri 
of politics has created a similar scramble in both countries. 
Fits of power will be given little groups who can barter and log- 
roll to get their desires. There will develop a sectionalism in 
legislation infinitely more dangerous than the sectionalism of 
industry. 

The outstanding target will always be the merchant, for it 
is through him that the products of the farm, factory, and 
furnace are distributed. We can see in the prophetic mirror 
of 1923 one thing foretold by the recent election,—half-baked 
legislators are going to appeal to their constituencies with the old 
battle cry, “Reducing the high cost of living,”’ and that, to do it, 
departments of justice, state boards of inquiry, and all the bag of 
tricks of the politician will be called into play. 

There is going to be a vital need for merchants, manu- 
facturers and business men generally to educate the public in 
the cost of producing and distribution. Certainly the public 
is unprepared to grasp intelligently the why of market condi- 
tions and their effect on an increase in prices. There has been 
absolutely nothing done in a national way to acquaint the 
public with the fact that their Easter shoes will cost more 
money. 

‘The irate cattle man who took a member of the Joint Com- 
mission on Agricultural Inquiry to the big Washington hotel 
for dinner and in a clarion voice denounced the hotel for 
profiteering on a small portion of steak billed at $2.75, was 
telling the world that 36 pounds of live animal is equivalent 
in price to that little morsel on a big plate. In a quiet little 
explanation, his guest pointed out the high cost of service all 
the way through from the major-domo to the chef, the fresh 
linen, clean silver and unchipped glass, to say nothing of that 
greatly misunderstood item of overhead, and finally wound up 
by saying: “I can’t understand how they can do it for $2.75 
+; ia wonderful service organization not detailed on the 

ill.’ . 

On the following day, the derby and the sombrero went 

over to Beefsteak Charlie’s, where, for fifty cents, a steak cover- 
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ing the plate is thrown at you. You watch your coat (if you 
have one), and the only music is the symphony of the kitchen. 
As the long-horn customer picked up the paper napkin from 
the sawdust-covered floor, he said: 

“My Gawd, ain’t service grand! Me for Colorado to tell 
the boys the cost of distribution is worth it.” 

If you and I could put every legislator through a similar 
school of economics, we could show clearly that footwear with 
service and fitting and environment and intelligent selection 
is worth the price. There are grades of service in keeping with 
the price paid in every city and town in the United States. 
The Boot and Shoe Recorder is going to make its December 
mission one of preparing the merchant for both legislator 
and cranky customer, and we hope to put in the hands of 
every retail shoestore salesman some ammunition to riddle 
the popular fallacies that shoes cost too much money because 
of a hold-up in all its branches. Therefore look for an in- 
tensely practical presentation of the subject, “American Shoe 
Service,” in the issue of December 2. 


And to bring home more forcibly the platform upon which 
honorable business is done, we will give to the merchant a 
slogan more potent than the one used by the politician forever 
waving his flag, “Cutting the high cost of living.” We give 
him the creed equal to that of Coué, who uses: “Day by Day 


? 


in Every Way, I Grow Better and Better,” as a mumbled 
message to the subconscious mind. Ours is the honored creed: 
“Getting More Shoes Sold Right; not only ‘more’ but ‘right’; 
sold for the right purpose, to the right wearer, in the right 
fitting, for the right price, at the right profit.” 

This is the great problem of the retail shoe mer- 
chants. The chief purpose of the “‘Boot and Shoe 
Recorder’”’ is to help solve it; for this is the basic problem 
upon which depends the progress of the entire allied 
industries relating to shoes and leather; their produc- 
tion and distribution. 

In that issue of December 2 will be a real heralding 
of the great market fair to be held in Chicago at the Coliseum, 
January 8, 9, 10, and 11, under the auspices of the National 
Shoe Retailers’ Association. 

For December 9, the idea of ‘““That Extra Pair.” If the 
shoe factories of this country can in eight months produce the 
shoes of the nation, it is up to the merchant to sell more extra 
pairs of shoes to permit the factory whistle to blow three 
hundred days a year. More work and more wages mean 
more shoes. What we can’t export because of our high costs 
of production and high-living standards, we must endeavor to 



































consume. There isn’t a man, woman, or child that could not 
use an extra pair of shoes, be it for utility or sport. 

This then is our great “Extra Pair” number, and we shall 
tell of the shoe department that sells $65,000 worth of boudoir 
slippers with scarcely any effort and which makes more than 
an opportunity of evening footwear. 

December 16, a number dedicated to ‘‘Anticipation,”’ 
is one worthy of national interest. Consider the plight of the 
salesman whose customer, looking at the April 1 Easter date 
and thinking to himself of the last-minute ordering in January, 
says, “I am ready to buy my Easter shoes. What can you 
recommend that will be stylish then?” On the salesman’s 
decision rests the safety of the business of that merchant in 
his community. If that salesman’s mind is muddled with a 
thousand patterns, can he think straight on a pure-type-style 
in a Colonial, strap effect, oxford and opera pump, for within 
these four classifications lie all salable merchandise. We 
hope to define good taste and to point the way for a proper 
anticipation that will make delivery possible and good shoe- 
making positive. And also in this number, gathering momen- 
tum, we are going to prove to every merchant reader the 
necessity for a trip to market. Getting the shoe merchant 
out of the store after Christmas and on his way to Chicago is 
our duty and obligation, and a real part of his education as a 
merchant. Therefore ways and means will be shown him to 
make him say, “I will—Chicago.” 

Two days prior to Christmas, on the 23d, comes the 
next issue of the Boot and Shoe Recorder—a bearer of a message 
of good faith—a disciple of confidence, and a counselor of 
the ethics for 1923. Industry must keep faith, not only with 
the public but one member with another. We dedicate this 
timely number to that great purpose. There is far too much 
of cancellation and of the polite form of graft where the cus- 
tomer returns a pair and that same pair trickles back to the 
factory with scarcely a blemish—full credit claimed. 

December 30—Convention Number. The thrill that 
comes once in a lifetime is that given to a new merchant who 
sees under one roof the products of an industry from the 
tannery through to the finished shoe in all its classifications. 
We forget the thrill and romance of industry in the everlast- 
ing hunt for the dollar, but it is there nevertheless. The mar- 
ketplace has always been the quest of the merchant. Un- 
doubtedly Joseph in Egypt created a thrill when he showed 
his storehouses to people from many lands. The great Russian 
fairs held yearly at Nizhni Novgorod brought buyers and 
sellers from all the world, and there isn’t a country on the 
































9 of the globe that does not indulge in some sort of market- 
air. 

Industry itself has perpetuated the love of seeing actual 
goods and hearing men praise their wares so that others might 
buy for pleasure or profit. We see in Chicago in the Coliseum 
an industry on display, a market-fair of tremendous im- 
portance because it gives to merchants in little and big places 
an opportunity to see in a comparatively few hours all the 
products of the craft. And what is better, it permits of com- 
parison not only of materials and finished footwear but also 
of values and prices. It will be possible for a merchant who 
contemplates starting a new store to buy in four days every 
conceivable item needed for the footwear service of his com- 
munity, whether it be in Alabama or Alaska, in a hamlet or in 
a great metropolis. Merchants and industry will never out- 
grow the primitive instinct of wanting to see wares on display 
subject to appraisal and comparison so that both buyer and 
seller may join in friendly contact. Thousands of merchants 
will go to Chicago and there’ll be none who will not see some- 
thing worthy of being placed upon the shelves in his store for 
the pleasure of his community and for his profit.. We can, 
therefore, assure you in our issue of December 30 an editorial 
treatment of the great marketplace that ushers in the year 
1923 by the gathering of shoe and leather men and kindred 
craftsmen at Chicago, January 8, 9, 10, and 11, in the Coliseum, 
with the National Shoe Retailers’ Association as hosts. If 
there is such a thing as a yearbook of industry, it is the 
December 30 issue of the Boot and Shoe Recorder which usually 
contains the announcement of practically every representative 
firm in the industry because it serves as an advertising market- 
place and an editorial inspiration to a bigger and better 
new year. 


“The 10,000 Merchant-Power Market” 


CHICAGO BOOT and SHOE NEW YORK 
some RECORDER, irom 


BOSTON 































































































Flower vases are useful in every display—we 
make them to match all of our Period Designs. 
and in all standard heights. 


The Louis XVI Period Design is 
completely described and illustrated in 
our Fixture Book. 


Ask us to mail Fixture Book ‘‘I"" 


It will help you with ideas in display 
fixtures that are successfully used to 
make attractive displays that sell more 
of your merchandise each day. 


? 

Hugh Lyons & Company 
707 South Street 
Lansing, Michigan 
Chicago Office 232 S. Franklin Street 
New York Office 35 West 32d Street 


Boston Office 52 Chauncy Street 
Baltimore Office 1 North Eutaw Street 
































Used in Stores of World Renown 


PITTSBURGH Reflectors are used in shoe stores of world 
renown; many hundreds of shoe displays are lighted the 
PITTSBURGH way—vet not one sold since August, 1916, 
has ever been reported to us as having the backing crack, 
check or peel, or the silvering tarnish. 








Silver Plated Glass Reflectors 
Withstand the Test of Shoe Displays! 


of show window reflectors. 


That never happens to a silvered glass reflector 


Sirs claim that rubber, shoes and other leather goods tarnish the silver plating 


that is properly made. 


discolor, don’t blame silvered reflectors as a class. 


—on the manufacturer. 

The silver plating on PrrrspurcH Reflectors will 
not tarnish or discolor and the backing will not 
check, crack or peel—even under the severest test 
of shoe displays. 

No PirtssurGu Reflector sold since August 1, 
1916 has ever been reported to us as faulty, in 
spite of the fact that PirtspurGcu Reflectors are 
backed by a Five Year GUARANTEE. 

PirtssurGH Reflectors are made of highest 


If silvered reflectors in your show windows tarnish or 


Put the blame where it belongs 


quality crystal glass, clear and sparkling; double 
plated with pure silver, the highest reflecting sur- 
face known; and this reflecting surface is main- 
tained 100% by a secret, exclusive PrrtsBuRGH 
process that lays a thin sheet of copper over the 
silvering. Finished in green enamel, baked on. 


No other silvered reflectors approach them in 
durability; no others equal them in efficiency. 


Write to-day for catalog. 


Pittsburgh Reflector & Illuminating Co. 


401 Bowman Building, Pittsburgh, Pa. 
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MODERNIZE 
YOUR STORE 


Make Your 
Equipment Complete 











WHAT IS THE PRETEXT 
OF ADVERTISING RADIOGRAPHS 


The big factor behind retail advertising— a - 
whether it be newspaper, direct or any ; / 





form—is to bring people into your store. / Lf j 


The Adrian X-Ray Shoe Fitter not only 
aids you to sell shoes satisfactorily—not 
only insures perfect fit—but it also creates 
talk among your customers. It advertises 
your store, and the attention it attracts is 
a form of advertising that unquestionably 

Made with an 


br-ngs results. Adrian X-Ray Shoe Fitter 


/idrian XRay Shoe fitter 


The Adrian X-Ray Shoe Fitter is a most practical and highly scientific machine 
that enables your salesmen to fit feet that are hard to fit. The Adrian X-Ray 
Shoe Fitter makes satisfied customers—makes them happy that they have feet, 
through foot comfort. 

Learn about our plan to make the Adrian X-Ray Shoe Fitter pay for itself. Write 
us at once. 


SORGEL ELECTRIC COMPANY 
138-140 West Water Street :: :: MILWAUKEE, WISCONSIN, U.S.A. 


References: American Exchange Bank—Dun—Bradstreet 
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Holophane R-r (totally enclosing 
Reflector Refractors)—a remark- 
able achievement in combining the 
advantages of direct, and indirect 
lighting. Furnished with or with- 
6ut removable bottom plate as 
illustrated. 


A Suggestion for Increasing Sales 
Volume and Speeding Up Sales 


VERY time you induce a shopper 

to buy who would otherwise have 
passed on; every time you cut a 
minute off the time required to make 
a sale, you are in pocket. 


Many stores are accomplishing both 
these things over and over again be- 
cause of a simple change in selling 
method—a change which can be made 
without any increased expense. 


This change is nothing less than sub- 
stituting good lighting for bad. 


Merchants do not have to be told 
that good lighting helps sales. But 
what ought to be repeated is that 
good lighting need cost no more than 


bad. 


Good lighting is not a matter of how 
much is spent on current, but how 


efficiently the generated light is dis- 
tributed. Time and time again the 
only change needed to make bad 
lighting good is the use of up-to-date 
reflectors. 


When were your reflectors installed? 
In the days of carbon lamps? If so, 
you need new reflectors now that gas- 
filled lamps are generally used. Every 
day you are without them is costing 
you money. 


One of our engineers will gladly call 
on you to tell you how much your 
lighting can be improved. He is the 
representative of a department gener- 
ally regarded as headquarters for the 
science of efficient lighting. There is 
no obligation in asking him to call. 
Will you write us? 


HOLOPHANE GLASS CO., INC. 


Dept. B.S.R. 11—342 Madison Avenue, New York 
Works: Newark, Ohio 
In Canada Holophane Co., Ltd., 186 King St., W., Toronto 


HOLOPH 0. 


ANE C 
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The Last Lap of the Race 


OMLNG down the home 
C stretch on the last lap 
is the most exciting and 
intensely interesting period of 
the race. You fellows who 
have spent the most of your 
days in county seat towns are 
familiar with the half mile 
track at the county fair ground 
that is, if you have any sport- 
ing blood in your veins, and if 
you haven’t you had better 
turn the reins of the business 
over to somebody else because 
you have no business in the 
shoe game. 

It takes red blood pulsating 
through every artery to win 
out in the business race. It 
takes a lot of “‘conditioning,” 
a continuous series of ““work- 
outs” and “rub downs.” A 
green, untrained horse, al- 
though he may show an alarm- 
ing burst of speed on a straight 
away, has very little chance 
against the grand circuit vet- 
eran that knows instinctively 
how to regulate his speed on 
curves and the short turns. 

The business race is much 
the same. A merchant may 
show a lot of speed on the first 
lap, he may put over a big 
January cut price sale, but 
unless he has kept the stride, 
has been continually training 
throughout the year, he is 


By E. C. LOGAN 











Recorder Merchandising Calendar 
for December 


December 4-9 
Be sure windows are clean, bright and well- 
lighted, interior decorated invitingly. Show 
holiday slippers as well as shoes in windows 
and display cases. Keep pushing hosiery 
and suggesting hosiery as holiday gifts. 


December 11-16 

Have you paid State and Federal taxes? Have 
you ever issued a Christmas trading coupon? 
It is a good idea. The donor is relieved of 
worry and the recipient makes his own choice. 
Feature buckles, hosiery, shoe trees and dainty 
satin mules in advertising and displays. 
Monthly meeting of employees—“The Finish 
of the Holiday Rush.” Let's all perk up, 
smile and be happy. 


December 18-23 

The last week before Christmas. A clearance 
sale is not in order, but special emphasis 
should be placed on the values that are offered. 
Newspaper space for one day may well be 
devoted to “‘A Message of Good Cheer,” with 
no mention of merchandise. Do not attempt 
to throw bouquets at yourself. 


December 25-31 
Monday, Christmas. An after-Christmas sale 
is often effective in clearing the shelves of left- 


over holiday slippers and broken lines of © 


shoes at a better price than would be obtained 
in a January sale. Send monthly statements 
of customers’ accounts. Get ready for annual 
inventory. If you take inventory, then pre- 
pare profit and loss statement and financial 
statement. Furnish your banker with a copy. 
This is important. 











most sure to fall down or run 
short of wind when he hits the 
home stretch in December. 


Mighty few horses, unless 
they are “ringers,” in a class 
where they do not belong, ever 
trail the whole race through 
and then forge ahead and lead 
the gang down the home 
stretch. 

The merchant who enters 
the month of December with a 
handicap, shelves overloaded 
with “old bats,” broken sizes 
and left overs, has little chance 
of “lowering his record.” 

But whatever he has of un- 
desirable merchandise can 
usually be sold at a better 
price in December when peo- 
ple are imbued with the buy- 
ing spirit than in January 
when their thoughts are cen- 
tered on bargain sales. Decem- 
ber, 1922, should be a big 
month. It should show a 
burst of speed on the home 
stretch. 

Over the country generally 
weather was warm in Septem- 
ber and October yet some 
stores are well ahead in vol- 
ume as compared with a year 
ago, but in the average store 
this does not seem to be true. 
December, therefore, should 
be an unusually good month. 

(Continued on page 153) 
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Fig. A—Floor plan for a store with narrow frontage 


Modern Store Arrangement Increases Your 
Sales and Decreases Overhead 


" IME and space are limitless,” so we are some- 
[times told. Yet it is by no means rare for a 
growing shoe store to reach a stage of develop- 
ment where the merchant feels that there aren’t enough 
hours in the day nor enough space to turn around in. 
When this comes to pass it is the merchant’s move. 
It is up to him to harness up the available business 
time and space so that he can get more out of them. 
In other words, it behooves him to look well to the store 
arrangement. 








VANE 


Fig. B—A type of sectional, interchangeable shelving and show cases as indicated 


in Fig. A. Note the tiited foot mirror 

The modern store arrangement has four primary 
objects to achieve, viz: 

Provide pleasing comfort and prompt service for 
customers. 

Make the store interior appeal to the eye 
nvit ing. 


make it 


Utilize available space for display, stock, seating 
and office. 

Conserve the time and energy of salespeople. 

This seems a tall order, perhaps. Nevertheless, all 
these much-to-be-desired consummations may be 
effected in no small measure through the proper care 
and foresight in store planning. The arrangement, 
type and design of the seating, shelving and interior 
display have far more bearing on sales, overhead and 
profits then many merchants realize. 


The Seating Plan 

While the necessary seating capacity 
of a shoe store varies widely with differ- 
ent localities and conditions, it is safe to 
assume that about 30 seats are required 
in a narrow front store and 60 or more in 
a wide front store. In selecting and 
placing the chairs, whether interlocking 
or individual, some definite aims that 
should be kept in view are: 

Avoid crowding the customers. 

Make them feel at home. 

Give salespeople ample room to pass 
each other. 

Minimize the number of times they 
must do this. 

Minimize the number of steps to and 
from the stock shelves. 

The chairs should be roomy and restful. If shelving 
and show cases can be so arranged as to permit of it, 
they should be in several short rows, rather than one or 
two long ones, as this produces a more club like effect, 
and in most cases, expedites service as, if the floor planis 
properly arranged, the salesman has less fitting stools 
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to dodge and less distance to cover between his station 
and the stock shelves. 


Shelving Possibilities 


In some instances, it works out well to run low sec- 
tions of stock shelving out on to the stock floor, partly 
boxing in the different departments for men’s sboes, 
women’s, etc.; but in stores of average 
size the plans which have proved most 
satisfactory are more on the order of 
those here illustrated. 

Many a problem has been solved 
through the installation of booth effect 
shelving, which may be installed along 
either or both sides of the store. A big 
advantage of this type of shelving ar- 
rangement lies in its flexibility, as the 
booth effect may be carried along either 
part way or all the way from back to 
front. Further, display cases may be 
built into the ends of the booth shelving, 
which face the chairs. 

Should any be used in the store proper, 
it should not be high enough to intercept 
a clear view of all customers and sales- 
people. A large Chicago department 
store, realizing the mistake of this, recently ordered all 
shelving on the shoe sales floor cut down below the 
eye level. This was a costly step to take, but un- 
doubtedly a wise one. 

It often is possible to add more shelving space in the 
middle of the store, as in the space allotted to display 
cases in the plan for a wide front store—Figure C. But 


fig. D—Modern floor | for a wide swre. 


Iltustrations by courtesy of the Grand Rapids S. 
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unless it is absolutely necessary, this space should not 
be “‘stolen’”’ from the display of merchandise. 

Among leading shoe merchants there is a decided 
leaning toward sectional shelving and show cases of 
standardized size, design and finish, which can be 
installed in series and are readily interchangeable. 
These are made in various units, including hosiery and 


Fig. C—Sectionat shelving in booth effect 


findings cases, and manufacturers specializing in them 
are able to supply them out of stock. 


Interior Display of Merchandise 


Having what people want is one thing. Producing 


Many large stores, in their advertising, 
(Continued on page 153) 


it is another. 


Note the booth effect shelving and thirty-four ae display cases 


Case Co., Grand Rapids, Mich. 
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“Le Amco KlassicOrnaments” 


“FANET TES” 
The Last Spasm 


Every lady wants a real 


No. 6575 
All-silk, satin ribbon three pleat fanette, three 


si “COLONIAL” 


You need ’em ! 


We have ’em! 
We ship ‘em! 


You order ‘em! 


IN 10 DAYS 


Illustrations one-half size of Fanettes 





No. 6991 
All-silk, satin ribbon, four pleats and pretty 


$1.25 per pair 





No. 6987 
Four pleat all-silk, satin ribbon, cut steel and 
jet beaded ornament 
No. 6987 .....$1.50 per pair 


No. 6991 
Elastic at back to slip over strap and a few 
stitches at throat, and you have a real Colonial. 





No. 6985-3 
Wide pleat all-silk, satin ribbon, satin rosette : 4 
| A 4 A complete line of satin pleated oa = 
Ne. 5-3 $1.69 per pair fanettes. Horseshoe three pleat all-silk, satin ribbon 
with imported steel buckle 
m No. 6996....................91.50 per pair 

Colonial tongues 

Beaded, satin 

Brocade 


Patent or Kid 


Colonial buckles . 
Cut steel 
Rhinestone 
Beaded, Metal 
Slipover Ornaments 


Abe Manheimer & Co. 


No. 6595 No. 6686 
Four pleat all-silk, 5 aT imported steel 14th and Locust Streets Wide pleat all-silk, satin ribbon, puffed satin 


$1.50 per pair ST. LOUIS, MO. . $1.25 per pair 











The Beot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Fig. 1—Christmas colors, contrasting with the icicles, produce an effect of genial warmth 


Christmas Window Settings 


Unless Your Plans for Christmas Trims Are ‘‘All Set,’ It Is Now Their Turn 
to Have Your Attention--If There Are Materials to Buy, 
You Must Allow for Slow Delivery 


T is only a matter of a few days until the great 
Christmas selling season will be upon us. Plans 
should be made at once, if they have not already 

been started, to have something in the show windows 
that will attract the people to your store. 

It is at this particular time of the year that the 
greatest amount of business can be done in novelties, 
buckles, ornaments and slippers. They are the most 
appropriate for holiday gifts and all that is necessary is 
to display them amid favorable and harmonious sur- 
roundings to create desire to purchase. 

Every succeeding Christmas selling season sees an 
earlier start. People are being brought to realize the 
importance of shopping early before lots and selections 
have been picked over. Will you be ready for these 
people to make their gift purchases? 

There are a great many ways that the store can be 
made to breathe the Christmas spirit through the fitting 
use of Christmas decorations in the windows and in the 
interior as well. 


Christmas Advertising Copy 


Make your newspaper announcements bright’and 
cheery. Use good illustrations that embody the spirit of 
Christmas. Give plenty of white space to the items 
you advertise so that each item will stand out an ad in 
itself. 

In all your advertising copy mention the advantages 
of trading at your store, of the conveniences that it 
affords and how advisable it is to shop in the early 
morning hours before the mad rush is on. A mighty 
good trade value stunt is to get out a little booklet 
telling about your store, the service and any special 
Christmas items that you desire to bring before the 
people in a forceful manner. Leave a few pages blank 
in the book, with a running head, “Christmas Sugges- 
tions.” On the balance of the pages various heads may 
be printed, such as: 

“Use the Phone—Our No. is——.” 

“Ask about our Gift Certificates.” 
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Fig. 2—There’s good ‘‘action”’ wo this background. It’s simple and inexpensive 


“Ask about our Lay-away Plan.” 
“Make our store your up town headquarters,” and 
similar sayings that may come to your mind. 


Decorations Should Be Ordered Early 


One should never wait in placing orders for Christ- 
mas decorations, because they are generally produced 
upon special order and quick shipments cannot be 
counted on during the holiday rush. 

To save all disappointments, it is wise for you to 
practice what you preach and “Shop Early.” 

Artificial flowers, such as holly, 
poinsettias, evergreen, red and green 


Christmas time. This setting consists of two wall- 
board panels about 18 or 20 inches wide placed at each 
end of the window as is shown. 

Just in front of the panels is placed the platform 
made of light lumber and wallboard. 

The panels and platform are painted white, using 
cold water paint and before the paint becomes dry 
artificial snow is sprinkled over same freely. This gives 
a glittering effect. 

The tops of the panels are finished off with an icicle 
effect. 
How to Make Icicles 





roping, paper bells, made up in the 
form of wreaths, garlands, and fes- 
toons, if used in a judicious manner, 
will do wonders in changing the 
aspect of your store. 

Every display man or shoe sales- 
man who is interested in window 
display work should keep in con- 
stant touch with the advertising of 
the manufacturers of window deco- 
rations. Get their latest catalogs. 
Watch their trade paper ads. You 
will be surprised at the many val- 
uable decorative hints you can 
obtain in this way. 

















Christmas Background Designs 





The icicles are cut from sign 
cloth, painted white and streaked 
with pale green and light blue and 
covered with artificial snow or dia- 
mond dust as explained above. 


Just in front of the panels on the 
platform are placed the conical 
green ruscus trees decorated with 
Christmas ornaments. These little 
trees should be placed in bright red 
tubs. 


‘ The platform is finished off at 
each end with a band of red satin 
ribbon. Just in front of the platform 
on the floor is placed a piece of red 
felt or outing flannel laid on in rug 
effect. 














Figure 1 shows a very simple 
treatment for the show window at 


Fig. 4—A very effective unit which “home 
talent”’ can 


The space in between the panels 
produce is filled in with a pale green drapery 
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An Excellent Lotion Cream 


in a Handy Tube 








Griffin Lotion Cream, in the handy tube, 
is the result of five years of untiring ex- 
perimentation. It is compounded in ac- 
cordance with the same formula used in 
producing the famous bottled Griffin 
Lotion Cream. Retail shoe merchants in 
all parts of the country are acquainted with 
the merits and salability of the bottled pro- 
duct, and can now merchandise profitably 
the compact tube. 


There is but one genuine Griffin In-Er 
Tube Lotion Cream, prepared to dress 
footwear and lengthen the serviceability of 
leathers. It is available in black, brown 
and all shades. 


DURING THE NEXT FEW WEEKS 
WE ARE MAKING A SPECIAL IN- 
TRODUCTORY OFFER: GROSS 
$18.00 — DOZEN $1.55. TO EVERY 
ORIGINAL C.0.D. OR CASH ORDER 
FOR DOZEN OR GROSS LOTS WE 
WILL ADD ONE EXTRA TUBE WITH 


EVERY DOZEN! 


Re-order Through Your Jobber 


deo ¢ GRIFFIN MANUFACTURING CO., Ine. 


67-69 Murray Street New York, N. Y. 


een 











a a 
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Fig. 3—Anyone in the store can make this background out of wallboard 


back, using silk, satin, or silkaline. A double border 
of green oak leaves decorated with Christmas orna- 
ments is arranged on the edge of a board about 12 
inches wide, which is treated in the same manner as the 
side panels. 

The wording “A Merry Christmas” should be let- 
tered on in red. Figure 2 shows a very simple back- 
ground unit which if carried out in the windows will 
make a very pleasing effect and prove an ideal setting 
for the display of Christmas items. 

This setting consists of a large red roping wreath 
which is backed up with a piece of 


Use of Artificial Snow 


On the right end of the setting is placed the little 
green ruscus tree in a bright red tub. Artificial snow is 
sprinkled over the tree to give it a glittering effect. 

Plate Three shows a very simple decorative scheme 
consisting of two side panels of wallboard. The tops 
of the panels are finished off with the icicle drapes. 
The center part of the panels is painted a inidnight blue 
and dotted in white to give the effect of falling snow. 
The base of the panel is painted a pure white and 
sprinkled with diamond dust. 

These panels are connected with a 
border made of wallboard and treated 





white cardboard and the lettering done 





in bright red. 


in the same manner as the base of the 





The wreath is placed on the cornice 
of the window a little to one side of the 
center. 

The arrangement of the green holly 
sprays is clearly shown. Hanging 
suspended from the bottom of the 
wreath are the icicles which are made 
in the same manner as described for 
Figure 1. 

The wallboard setting is reinforced 
on the back with light strips. The set- 





panels, The little decorative Christ- 
mas trees are cut from cardboard and 
mounted on the border in poster effect. 
The trees should be painted green and 
the tubs a bright red decorated in 
silver. 


Artificial Holly also Useful 


A. pale green drapery back fills in 
the space between the side panels. 
This setting may be embellished by 





using artificial holly or evergreen 





ting is painted with cold water paint a 





pale green tone and before the paint 
becomes dry diamond dust or artificial 
snow is sprinkled over it. The plateau 
in front of the setting is made and 
treated in the same manner. 





Fig. 5—An idea for a post decoration 


sprays. 

Plate four illustrates a novel Christ- 
mas unit. This setting is made of wall- 
board and treated in the same manner 
as described. The tops of the side 
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LAST CALL 


HOLIDAY 
DECORATIONS 


Bethlehem Star Spray 
An attractive Christmas decoration. 
No. 1C5764 — Price, $11.20 dozen; 
$112.00 gross 


Red Smilax Branch 


This branch is 28 inches long, and makes 
an exceptionally good piece for corner trims. 
May be had in other colors. 


No. 1C273—Price, $1.10 each; 
$11.00 dozen 


Holly and Foxtail Wreath 


This splendid Christmas wreath may also 
be had in plain white, or a combination of 
Red and White. Diameter 28 inches. 


No. 1C€3127—$6.50 ea.; $65.00 doz. 





ONLY LIMITED 
QUANTITIES 
NOW LEFT. 


FIRST COME 
FIRST SERVED. 











Poinsettia Vine 
Three flowers and ten 
leaves. Length 36 inches. 
No. 1C257—Price, 
$4.80 dozen 
$48.00 gross 
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DON'T DELAY 
YOUR ORDERS. 


If you haven't 
already listed the 


ALLOW PLENTY 
OF TIME FOR 
DELIVERIES 


Take into ac- 
count that our fac- 


decoratives you 
will require 


DO IT NOW! 


tories are rushed 
and transportation 
may be slow. 


Headquarters for Display Shean Service 
Manufacturers and Importers of Flowers and Floral Decorations 


jate your mentioning the publication in replies to advertisements. 
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pilasters are finished off with a band of red satin rib- 
bon from which is suspended the red cord and tassels. 

The base of the unit is.painted bright red. The 
candle effect is made by cutting out the holder from 
cardboard and painting it black. The candle consists 
of a long mailing tube painted white. The flame is 
simulated by painting it on the panel in a metallic 
paint. The light rays are painted on in gold. The 
arrangement of the holly sprays at the sides of the 
panel needs no description. 

Bright red poinsettias should be mingled in with the 
green holly sprays. 


How to Decorate a Pillar 


Plaie Five suggests a decorative treatment for posts 
inside of the store. 

The top of the post is covered with a band of bright 
red mercerized satin lining. The arrangement of the 
green holly sprays and red poinsettias on the light 
strips near the top is clearly shown. Hanging suspended 
from the strips are the red Christmas bells made of 
paper. The strips up the side of the post are painted 
red. 





The Last Lap of the Race 
(Continued from page 143) 


Opportunity should be taken to clear the shelves of 
every possible pair of odds and ends. 

A little extra money and care expended to have 
both the windows and interior of the store profusely 
lighted will pay big dividends on the outlay. Christ- 
mastide is a gala season. At no other time of the 
year are people so light hearted and gay. To get the 
business of the Christmas crowd a store must reflect 
the spirit of the season. 

lt must look bright and cheery. The reception must 
be warm and cordial and treatment of customers 
must be unusually gracious. 

More people are working than at any time since 
1919. Pay envelopes are fatter and December busi- 
ness will be good for the store that goes after it in 
the right way. Let’s go! 





Modern Store Arrangement Increases 
Your Sales and Decreases 
Your Overhead 


(Continued from page 145) 


lay great stress upon wide range of selection. And 
paradoxically, many thousands of customers turn to 
some smaller stores in preference to them because they 
find that the latter really put before them more styles to 
choose from. 

These people constitute a large class, whose trade is 
very favorably influenced by comprehensive displays 
which enable them to select what they want, rather than 
Waiting for a salesman to guess at it. 

Too much stress cannot be laid upon the importance 


BOOT AND SHOE RECORDER 


153 


of ample display of merchandise inside the store. The 
more you show in the cases, the less you need pull 
down from the shelves to make a sale. Customers 
are quicker served and better pleased. The time and 
energy of salespeople are conserved and they are able 
to handle more business in a day. 


Some Typical Modern Plans 


To prepare one floor plan, be it ever so ideal, and 
recommend it for all shoe stores of a certain size, would 
be tantamount to coming forth with a panacea for all 
ills. There simply “ain’t no sich animal.” Still, by 
studying some typical modern store plans a merchant 
may see the practical application of some principles 
which may well be observed .in revising his present 
scheme or in preparing one for a new store. 

We illustrate two plans—Figure A for a narrow front- 
age and Figure D for a wide frontage. 

Figure A shows a most inviting interior. Upon enter- 
ing, the customer is greeted by most inviting displays— 
hosiery and findings to the right and left of him; shoes 
in front of him. As he walks further into the store he is 
greeted by more shoe displays—cases set into the 
sectional shelving along the side walls and at the back. 
Under each of these cases is a tilted foot mirror. This 
type of fitting is shown photographically in Figure B. 
Another noteworthy feature of this plan is the placing 
of the office toward the center at the back, providing 
space for three extra rows of shelving. Note also the 
arrangement of the chairs. Thirty-two people may be 
seated in comfort. There is a roomy aisle in the center 
for customers’ use. Thus the side aisles along the 
shelves are kept open for salespeople, who have only a 
short distance to go from the fitting stool to the 
shelves, to the wrapping desk and cashier. 

Figure D shows a wide store with an arrangement of 
shelving in booth effect in front of the wall shelving. 
In remodeling a store for a plan like this, the old shelv- 
ing along the wall might well be left standing, as it is 
practically concealed. Figure C shows a modern type of 
sectional interchangeable shelving in booth effect. 
Display cases may be placed before them as illustrated 
or set in so that there is no projection. In the latter 
case they will run up to the full height of the shelving. 
They may, at the dealer’s option, be used in front of 
each double row of shelving or every second or third 
row. 

In Figure D the women’s and men’s shoe depart- 
ments are separated by a double row of display cases 
running down the center of the store. There are 27 
seats in the women’s department, 27 in the men’s and 
eight in the children’s. In the front of the store are 
seven display cases for men’s and women’s hosiery and 
findings. The exterior is very attractive—two L win- 
dows flanking an island window and a large wall case. 

Here are two widely different stores. Both have 
interior merchandise displays that sell goods. Beth 
provide comfort for customers and convenience for 
busy salesfolk. 
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—and now 


Mr. Merchant 


Do you know that more than forty per cent of the men accepted 
for service in the American Army in the Great War were suffer- 
ing from foot troubles brought on by poorly fitted shoes? 


Do you know the far-reaching results—the increased sales—the 
almost unlimited amount of satisfaction you can make possible 
by proving without question to your customers that they are 
being fitted with the right kind of shoes? 


Positive Fitting 


becoming more insistent that their children’s 
growing feet be properly fitted. They know 
the importance and ease of mind if their own 
feet are properly shod. 


The correct fitting of footwear—on grown- 
ups—young men and women—and children 
—is daily becoming a more important part of 
the retailer's work. Fathers and mothers are 


Regardless of your experience--you cannot be absolutely certain of the 
fit of a shoe without an IMPROVED FOOT X-RAY. 


Comfort by Measure 


Fallen arches, misplaced bones and foot troubles that 
result from poorly fitted shoes are revealed unmis- 
takably by the Foot X-Ray—enabling you to make a 
positive corrective fitting that will bring constant com- 
fort to the customer and unfailing satisfaction. 


Eliminates Waste 


The greatest menace of your business—returned shoes 
—is practically done away with—fewer shoes are fitted 
to the customer before the sale is made—and fewer 
mistakes, resulting in dissatisfied customers, appear in 
the day’s work. 


Time Saved in Fitting 


Much time is saved in fitting the customer with the 
IMPROVED FOOT X-RAY—making it possible for 
you to serve a maximum number of customers with a 
small, compact force—familiar with the machine. 


Advertising Value 


The advertising value of the machine in your store is 
tremendous. Once your trade is aware of the care and 
precision that mark the fitting of their shoes in your 
store—you will find not only the sale of many extra or 
additional pairs—but you will find new customers. j 


Be the first merchant in your city to take advantage of the greatest development in footwear merchan- 
dising possibility, since the size stick was made available. Write today for our complete plan. How the 
machine will pay for itself—how you can own one and pay as it earns, and how we help you sell the FOOT 
X-RAY to your customers. 





Brock Sales Company 
246 West Water Street 
Milwaukee, Wisconsin 


Without Obligation 


Igam interested in the IMPROVED FOOT X-RAY MA- business. How-it can be made to pay for itself. How it will 


CHINE§ assist me in sellung more shoes and making a better profit. 
e} explain to me how this machine will bring me more Tell me all about it. 





Name City State 
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the lm pat 
Foot_X- 


From the BOOT and SHOE RECORDER Sept. 16, 1922 - - 
“Looking into the future, we see the Foot X-Ray machine that 
shows not only the view of the foot through the top but also the 
lateral view----” 








There is only one Foot X-Ray machine on the market 
that is able to present the bone structure of the foot 
before the eyes of customer and clerk from the side of 
the foot as well as the top—-The IMPROVED FOOT 
X-RAY. 

Almost at the same time that Mr. A. D. Anderson, Editor of the 
Boot and Shoe Recorder, made the above statement, this improvd 
machine was being completed for presentation to the live shoe 
merchants of America—embodying the very points that Mr. 
Anderson's prophetic announcement included. 


We see in the future every store, with its IMPROVED FOOT 
X-RAY, each its own orthopedic authority—fitting well made 
and rightly designed shoes to many comfortable feet—shoe busi- 
ness made better and customers satisfied. 


Brock Sales Co. 


246 West Water St. 


Milwaukee 














the Lateral View” 
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The button in the 
RED LINE BOX APPELBEE & NEUMAN iInc., 


23-25 Greene Street, New York, U. S. A. 











Manufacturers and Originators of 


Rivet Shank BUTTONS for Shoes 
PEARL — IVORY — AGATE, Etc. 


BOSTON: 133 Lincoln St. :: :: ST.LOUIS: Star Bldg. 




















Silver or Gold Colonial 
Pom Poms 











an 
with §= es, WITHOUT 

ORNAMENT [7 MMMEGE a =| ORNAMENT 
$15 K SONNY een $10.25 

PER DOZEN [7 ee Ae PER DOZEN 


o 
om 1 


Satin Pleated Pom Poms, Black or Brown 
In Stock 


Special Discount for Gross Lots 


Write for copy of our new catalogue showing a complete Flaps for Walking Shoes in All Leathers 
line of display equipment 


J. R. PALMENBERG'’S SONS, INC. Write for Samples of Stock Beaded Buckles 
1852—70 Years—1922 
63-65 West 36th Street, New York 
CHICAGO BOSTON BALTIMORE 


Waverly Shoe Trimming Co. 


204 W. Jackson Bivd 26 Kingston Street 122 W. Baltimore St. 151 Vanderbilt Avenue Brooklyn, N. 5, # 

















No. 32861 Holly Wreath, GROPING IN THE DARK 


natural prepared, each 
$1.25 ; lasting for 25 years, Time was when the purchase of advertising space was 
cost is $.05 per year. . ae a dark.” —_s a no oor 

of checking a publisher’s statement of circulation an 
XMAS CATALOGUE often these figures were unreliable. 


No. 32 with illustrations In six years the Audit Bureau of Circulations has 
in colors of Artificial solved this perplexing problem. By a systematic analysis 
FI Plants. Vi of distribution and methods this organization is able to 
owers, f ants, 7 tres, supply just the deta an advertiser needs. The darkness 
Baskets, Trees, Holly, is dispelled and the bright light of verified facts takes its 
and Poinsettias mailed ee on buyers no longer find it necessary to grope 
in the dark. 
FREE FOR THE ASKING. i... no ~—— spots 4. the Bost s06 sg | -* 
corder circulation. r records are audi y the Audit 
FRANK NETSCHERT INC. Buses of Cleeuletions. 


61 Barclay Street - - - - = New York, N. Y. 


_———-— —  » ———— = ee 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Dyanshine is available in the 
following colors: 

Black Cordovan Brown 

Light Tan Nut Brown 

White Kid White Canvas 


Copyright 1922 Barton Mfg. Co. 








RADE Many 


Better Polis 
Better Profits 


-“ 


Sheer merit —doing its work in 
a new and better way has made 
Dyanshine one of America’s “best 
sellers” in shoe polish. 


Dyanshine does things ordinary shoe dressings will 
not do. It takes up its work where others leave off. 


Dyanshine does not just shine and then stop. It goes 
on to preserve the leather, renew the color, bring back 
the faded spots and conceals the scuffs. That’s why 
millions of users regard it as the best polish to put on 
their shoes. 


It does more for the customer—and it does some- 
thing more for the merchant, too. It gives him from 
three to five times the volume on each sale. 


National advertising gets in behind sales and boosts 
the turn-over. A better polish and better profits come 
into your store with Dyanshine. 


Order through your jobber or dire&t from the faflory, designating the job- 
ber through whom you wish it to come. 


BARTON MANUFACTURING CO. 
WACO, TEXAS, U. S. A. 


BARTON’S 


DYANSHINE 


>a FF 
REG u.S- PAT ° 


DOUBLE SERVICE SHOE POLISH 





Additional Profits from 
Hosiery Sales 


ANY progressive merchants are realizing a 
substantial income resulting from the sale of hosiery in 
connection with their shoe department. 


There is perhaps no other department which has proved more 
profitable to the shoe merchant, and there are many instances where 
such a department has completely paid all overhead expenses connected 
with the stock in general. 


The fact that this equipment is sectional and interchangeable and of 
standardized construction, enables the merchant to begin in a small way 
and add to his original installation as soon as sales warrant the expendi- 
ture or as finances will permit. 


Further information concerning our complete line 
of shoe store equipment sent free upon request 


GRAND RAPIDS SHOW CASE COMPANY 


GRAND RAPIDS, MICHIGAN 
Branch Factory: PORTLAND, OREGON, 140-146 N. Sixth Street, Cor. Hoyt 
Licensed Canadian Manufacturers: JONES BROS. & CO., LTD., Toronto, Canada 


NEW YORK CHICAGO CLEVELAND ST. LOUIS. MO. DALLAS 
1465 Broadway at 42nd St. 215 South Market St. 1113-1114 Ulmer Bldg. 410-418 N, 18th Street 705 Insurance Bldg. 
ATLANTA KANSAS CITY MINNEAPOLIS BOSTON, MASS. DETROIT, MICH. 
703-704 Candler Bldg. 606-607-608 Ridge Bldg. 242 Plymouth Bldg. 52 Chauncey St. 528 Detroit Savings Bank Bldg. 











Over 9,000,000 
pairs of Dr. Scholl’s 
Foot-Eazers are 
worn daily by people 
now enjoying perfect 
foot comfort. 





More of Dr. Scholl’s 


Foot-Eazers are sold 


and actually worn 
than all other arch 
supports combined. 


Dr Scholls Foot-Eazer 


This is the most practical appliance ever devised for the instant and 
permanent relief of tired, aching feet, weak, turning ankles, cramped 
toes, weak or broken down arches, callouses on the soles, corns, bun- 
ions, painful heels and rheumatic-like pains in the legs. 


Dr.Scholl’s Foot-Eazer islight in weight,springy, 
yet durable and substantially made. It is made 
of the finest quality silveroid metal and does 
not corrode or rust. It is self-adjusting, equalizes 
the weight of the body by bridging the foot 
from heel to toe and gives the right pressure at 
the proper place. Helps to preserve the original 
shape of the shoe, increases its wearing quali- 


ties and gives a graceful arch to the instep. No 
larger shoes are requi 

No great skill or preliminary training required 
to fit and sell Dr. Scholl’s Foot-Eazer. Decide 
today that you are going to give your trade this 
wonderful foot comfort service. It means pres- 
tige and increased sales and profits. 


Wholesale: $24.00 per dozen Pairs 
Retail: $3.50 per Pair 
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“a Patented Self aqusting reature 
Friction of Foot-Eazer top plate is on under spring 
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DF Scholls 


Anterior Metatarsal 


Arch Support 


This support is made in five designs and is espe- 
cially constructed to take care of those painful cases 
in the Anterior or Transverse Arch. The plates are 
longer than the ordinary supports and are peculiarly 
shaped toconform to the needsof the metatarsal bones. 

This support is the only one that may be thor- 
oughly relied upon to relieve metatarsalgia, painful 
Morton’s toe and severe cramping and pains through 
the ball of the foot. Callosities, cramping of the toes, 
spreading of the foot and sudden cramp-like pains 
between the third and fourth toes are all symptoms 
of a weakened transverse arch. 

Hardly a day passes but what you come in con- 
tact with such cases of foot troubles. To be stocked 
with a full line of these supports and to be qualified 
to fit them correctly means satisfied customers, in- 
creased profits and more business. 

Wholesale: Nos. 1, 2,3 and 5, $30.00 Per Dozen 
Pairs. No. 4, $18.00 Per Dozen Pairs. 

Retail: Nos. 1, 2,3 and 5, $5.00 Per Pair. No. 
4, $3.00 Per Pair. 


THE SCHOLL MFG. CO. 


Largest Manufacturers of Foot Specialties in the World 
CHICAGO NEW YORK TORONTO 
213 W. Schiller St. 62 W. 14th St. 112 Adelaide St., E. 


Branches in all principal cities in the world. 
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oN DeLipp Footwear [ors 


STYLE AND QUALITY 
SELLS THEM IN QUANTITY 


DEGEN-LiPP, Inc. 


NEW YORK OFFICE Makers of FACTORY: 
607 MARBRIDGE BUILDING Women’s Bes: Turn Footwear BROOKLYN, N. Y. 
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ANOTHER LEADER 
4EYELET CENTER LACE IN STOCK 
No. 449—Patent Leather, wa ele Mess Plas 


16/8 Heel ..........$4.25 Turned Opera, Cabretta, 
Kid Lined throughout. 
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No. 1449—Patent Leather, 
ye Cuban Heel .. Om Sain nah ioe 
No. 459—Black Sat in, 


16/8 Heel ..........$3.75 sf 


No. 1459—Black Satin, 
13/8 Cuban Heel . . .$3.75 Sizes 6 to 11 
Hi Grade Turns— 
All French Cord Bound 


EMIL LUBLIN, Inc., 138 West Broadway, New York 





No. 652—Men’s Fine 
Turned Everett, 
Cabretta. Kid Lined 


Wood Soles throughout. 
B d Ah Tan and Black 
oots an oe $7.50 
Full Oil Grain 

Leather, Water- 

proof Sole Leather Sizes 6 to 11 


Counters. High-cut . BS > 
Buckle Shoes $2.25 We Guarantee Their Satisfaction, But 


High-cut Boots $4.25 Cannot Send Samples 
Riemer’s Steel 
Terms—Net 30 Days 


Golo Slipper Company 


and Heel........ 50 
MILWAUKEE, WIS., U.S.A. 129 DUANE STREET NEW YORK 








A. H. RIEMER SHOE CO. 

















GREELEY’S ? 
BOUDOIRS BRING | |} Kistler, Lesh & Co., Inc. 
BUSINESS 
Lowest Prices COMMISSION 
"aul Wea LEATHER MERCHANTS 
PRE ig PEM FINE OAK SOLE LEATHER 
ren as “= BELTING BUTTS 
A.W. GREELEY :: Haverhill, Mass.| [| °2 Sommer St 


———— 











The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertis«ments. 
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“Yesterday and Today in Footwear’’ 


L. S. Ayres & Co. Celebrate Golden Anniversary witha 
Twelve-Day Elaborate Program, Including Style 
Show at Local Theatre 


HOUGHTS of the pioneer shoe mer- 

chants of Indianapolis must have 
drifted back many years this week as they 
viewed the ancient types of footwear ex- 
hibited in the gayly decorated show win- 
dows and the shoe departments of the L. S. 
Ayres & Co. store, which is celebrating its 
50th anniversary as an Indianapolis 
business institution. 

The celebration, which began Novem- 
ber 6 and continued until November 18, 
surpassed in elegance and elaborateness 
anything ever before attempted in the 
Hoosier capital. Although each depart- 
ment in the store had a part in the cele- 
bration, none contributed more largely 
to the success of the event than the shoe 
department under the guiding hand of 
Arthur M. Davis. 


When Indians Were Hoosiers 


Shoes of all types and sizes, portraying 
the history of American footwear from the 
time when Indians were Hoosiers until the 
present day, were included in the exhibits. 
Shoes that were considered stylish in the 
days they were worn hardly appear in that 
light now, and placed side by side, with 
the shoes of the present day, presented an 
odd sight, to say the least. 


Shoes of Fifty Years Ago 


The decorating scheme of the interior of 
the store was of an autumnal hue and was 
worked out by J. R. Patton, the Ayres 
window trimmer. The large display win- 
dows on the Washington Street side of the 
store were transformed into large painting 
effects. Encased in large gold-finished 
picture frames, the windows showed what 
the fashions in shoes and women’s cloth- 
ing were 50 years ago and what they are 
today. Ornamentation of similar design 
was evident throughout the main floor, 
where the displays of gowns and slippers 
of the earlier day and those representing 
the new fall modes, were to be found. 


A “Follies” Fashion Revue 


One of the interesting features of the 
store’s golden anniversary was a style 
show, entitled “Yesterday and Today,” 
which was given at the Circle theater in 
connection with the regular photo play 
program. Although it was conceived and 
directed by the art and musical director 
at the Circle, the shoes, gowns and other 
wearing apparel for the event were con- 
tributed by the Ayres store and L. Strauss 
& Co. 

The show assumed the proportions of 
colorful fashion revues sometimes seen on 


the professional stage—a wonderful shop 
window come to life—and reminded one 
of a Zeigfeld “‘Follies” promenade. Nearly 
three score of people took part in the four 
scenes, two of which were of yesterday and 
the other two of today. It was as far dif- 
ferent from the usual run of fashion shows 
as the picture show of today is from the 
“Nickelodeon” of yesterday, and as much 
more enjoyable. 


Women’s Slippers of 1870 


In a beautiful and quaint costume of 
yesterday, including a pair of women’s 
slippers made about 1870, Miss Florence 
Kinnaird, a soprano, opened the show by 
singing “The Last Rose of Summer.” 
This was followed by a scene at a country 
club of today. The models, strolling about 
the grounds, resting after tennis or golf, 
exercising their dogs or starting on a can- 
ter along the bridle path, displayed fash- 
ion’s latest dictates in shoes and clothing 
for sport and outdoor wear. 


A Touch of Realism 


In this scene the porch of the club house 
and a part of the club grounds were 
shown, and in it the Circle director went 
in for realism. He recruited a number of 
pedigreed dogs from among patrons of 
the theater, and had a couple of horses 
from Indianapolis’s Blue Ribbon stables 
to help in displaying the attractive rid- 
ing boots and habits. ‘ 


Men’s Shoes by L. Strauss § Co. 


In the second part, a stately minuet of 
yesterday was the prelude for a glimpse of 
a modern ballroom, where the models in 
dazzling creations in slippers and costumes 
built for evening wear danced the dances 
of today to the strains of a professional 
jazz orchestra and looked on at an exhi- 
bition of fast stepping by a vaudeville 
team. All of the women’s shoes and gowns 
were supplied by L. S. Ayres & Co. and 
the men’s shoes and suits were furnished 
by L. Strauss & Co. All in all, it was an 
artistic treat and a genuine tribute to all 
concerned. 


Ayres Store Has Big Growth 


Fifty years ago, the institution that is 
now L. S. Ayres & Co., was known as the 
“Trade Palace.” At that time it em- 
ployed 26 salespeople, had eight depart- 
ments, four buyers and operated a one- 
horse delivery wagon. Today the store 
employs 1100 salespeople, has 78 depart- 
ments, 54 buyers and operates a large 
fleet of automobile trucks and delivery 
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wagons. Frederick M. Ayres is president 
of the company, Wiliam B. Wheeler is 
vice-president and Victor Kendall is 
secretary-treasurer. 


Author Contributes to Event 


Another interesting feature of the cele- 
bration was the issuance of a booklet, 
entitled ““No Mean City,” by Kate Milner 
Rabb, an Indiana author, reviewing the 
early history of Indiana and Indianapolis 
up to the present time and devoting par- 
ticular attention to the part L. S. Ayres & 
Co., has occupied in the march of events. 
Congratulatory floral gifts, including 
baskets of roses and chrysanthemums, 
were received from a large number of the 
large mercantile institutions of the city. 


Some “Ancient” Types 


Old types of shoes used in the style show 
were copied from originals by the Ayres 
store’s shoemaker and were made es- 
pecially for the golden anniversary cele- 
bration. The styles dated back to the 
Indian days, when beaded moccasins 
were the vogue. There were men’s shoes 
of the early part of the nineteenth cen- 
tury, with a most pecular toe, and a heavy 
woman’s shoe, similar to the miners’ shoe 
of the present day. 


Children’s Exhibit Interesting 


A number of children’s shoes of an 
early date presented an interesting feature 
of the window display exhibits. Almost 
without exception, these shoes for the 
little tots apparently were made with the 
idea that the wearers would give them 
extra heavy use, and with little idea for 
comfort. These shoes, some of them side 
laced, were tongueless, in addition to 
being short and heavy and formed an 
interesting study in shoe history. 


Forty-two Different Types 


The shoes of today used in the exhibit, 
included white satin slippers, Colonial 
pumps in patents and satins, brown satins 
in brocaded quarters and single straps, 
two-tone sport oxfords, black and white 
sport shoes, tan and black pumps and 
oxfords, and riding boots. Forty-two 
different types and styles were used in the 
display, Mr. Davis said. 


Attractive Bargains Offered 


_ In connection with the golden anniver- 
sary, the shoe department offered some 
attractive bargains in footwear that was 
made and bought especially for the event. 
The response to the sale was even greater 
than the shoe department had anticipated, 
according to Mr. Davis. 


31,000 Opening Day Visitors 
Some idea of the drawing power of the 
celebration may be gleaned from the 
store’s announcement that more than 
31,000 people visited the store on the 
opening day of the anniversary. 
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Changes in Business 


Current Events in Failures, Sus- 
pensions and Activities in the 
Shoe and Leather Trade 


FAILURES 


Boston—Samuel M. Grass & Co., shoe manu- 
facturers, coperted a into bankruptcy. 
Reported liabilities, $78,000. 

Brockton, Mass.—F. Card & Son, leather and 
findings, reporied petitioned into bankruptcy. 
Peabody, Mass.—J Crehore & Co., Inc., tanners, 
— offering to compromise at 50 per cent. 
Marlboro, Mass.—Indian Head Shoe Co., shoe 
" manufacturers, reported petitioned into bank- 

ruptcy. 

- de Leon, Fla.—De Funiak Cash Store, Inc., 
shoes, etc., reported ‘mm pe bankruptcy. 

Birmingham, Ala.—L. lon, shoes, etc., 
reported petitioned ae ruptcy—reported 
receiver grocmees. 

Chicago, il.—Joseph Blumenthal, (3122 West 

a Street), yd eported assigned. 
hop OL L. Leon) (971 N. Clark 
titioned into bankruptcy. 


Leon’s Boot Si 

St.), shoes, reported 

Long Beach, Calif.— is Handleman, shoes, 
reported petitioned into bankruptcy. Reported 
receiver _ 

Momence, . G. Crouch, shoes, reported 
assign 

Albany, Ga.—Golden’s Shoe Shop (J. O. Golden), 
shoes, reported petitioned into bankruptcy. 

Louisville, Ky.—Mandel Bros. & Son, wholesale 
shoes, reported offering to compromise at 20 


per cent. 

Dublin, Ga.—W. Nash, shoes, etc., reported pe- 
titioned into bankru 7, 

Omega, Ga.—Cowart R obley, shoes, etc., re- 
ported petitioned into bankruptc 

De Ridder, —L. Mondella, oes, etc., re- 
ported receiver — Reported offering to 
compromise at 25 per 

oa Md.—The P Quali Shop, shoes, etc., 

report receiver Quality 

Baltimore, Md.—Joseph Brocato, shoes, etc., re- 
ported offering to compromise at 25 per cent. 

Detroit, Mich.—C. J. King, shoes, reported peti- 
tioned into bankruptcy. 

Flint, Mich.—A. M. Barnes, shoes, etc., reported 
petitioned into bankruptcy. 
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Kansas City, Mo.—Jack Barton Shoe Co., whole- 
sale shoes, reported meeting of creditors called for 
November 20, last. 

Cunse City, Neb.—J. G. Carlson, shoes, etc., 

titioned into bankrup pice: 

a a, . Y.—Mrs. Frances Goldstein (2054 
ees shoes, reported meeting of creditors 


Jacob Rubin (921 De Kalb Avenue), shoes, 
reported meeting of creditors called. 

Sciota, N. Y.—Peter A. Fessette, shoes, etc., re- 
ported petitioned into iptcy. 

Lackawanna, N. Y.—P. M. Sawicki, shoes, etc., 
reported petitioned into bankruptcy 

Port All at Pa.—A. C. Dickman, ‘shoes, etc., 

report ol moe to compromise at per cent. 

Staplet rs Silverstein, shoes, re- 
ported BR of creditors called 

Memphis, Tenn.—S. Rosenblum, shoes, etc., re- 
ported petitioned into bankruptc 

Richmond, Va.—Sam Roden YSimon), shoes, 
etc., reported receiver appointed. 

Henderson, N. C.—Henderson Shoe Co., 
reported assigned. 

Dennison, Ohio—William F. Holland, shoes, re- 

ported petitioned into bankruptcy 
Sapu ulpa, Okla.—Bennett & Pitts ‘CQuality Shoe 
tore), shoes, reported petitioned into bank- 


Philadelphia, Pa.—Julius Gross (731 South 4th 
treet), shoes, etc., reported petitioned into 
bankruptcy. 

Wilkes Barre, Pa.—R. Simon (New York Jobbing 
House), shoes, etc., reported petitioned into 
bankruptcy. 

Florence, 8. C.—W. Werblun, shoes, etc., reported 
offerin, ~¢ 4 pomee at 25 per cent. 

Harleyville, ilcox — Co. Ine., 
reported Toe into bankrupt 

Memphis, Tenn.—Carruthers Shoe ‘Co. wholesale 
shoes, reported petitioned into bankruptcy. 


CHANGES 


Lynn, Mass.—Green Bros. Shoe Co., shoe manu- 
facturers, recently commenced business and in- 
corporated with an authorized capital of $50,000. 

Lynn Cut Sole Co., cut sole manufacturers, 
increased authorized capital by $20,000. 

East Bridgewater, Mass.—Four C Shoe Co., shoe 
manufacturers, recently commenced business and 
incorporated with authorized capital of $50,000. 

Sacramento, Calif.—Green Heyden Co., shoes, in- 
corporated with capital of $20,000. 

Anaheim, Calif.—H. fe left town. 

Springfield, Ill.—Fishman’s 5 ng Goods Co., 
shoes, etc., incorporated wi pone FP of $15, 000: 
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Chicago, Ill.—Maher & Westphalen ap Se West 
38th oe Sues). shoes, etc., oe . 
orton Bootery o9 td wit 
pctpiel of $5,000. 
arbor, Maine—Lafayette Sports Shop, Inc., 
a, etc., incorporated with authorized capital 
o 
Anderson, Ind.—Rossman & Schwartz, shoes, etc., 
r ed sold out to Fair Shoe Store 
Portland, Maine—Conway Wood Heel Co., wood 
— | manufacturers, . incorporated with authorized 
tar Shoe Store, Inc., em. incorporated with 
authorized capital of $10,000. 
Lewiston, Maine—Nathan, Morphy & Co., Inc., 
shoe menetoeures, © Nathan retires. 
Begetive. i peer Nan te & Greenberg (1838 
ee BN shoes, succeeded by Irving 


Cosuten Miller (144 Sand Street), shoes, etc., 

succeeded by Globe Outfitters, Inc. 

Long Island City, N. Y.—Five Star Shoe Co., Inc., 
shoe manufacturers, capital increased to $50, 000. 

New York City.—Sam Grundman ae ? Washington 

Street), shoes, etc., reported sol 

Greensburg, Pa.—Morris Miller Miller's Shoe 
Stores), ees, etc., sold out branch store at Mt 
i 

Roslyn, N el voosgm Di Mattia, shoes, removed 
to Hicksville, N 

Taylor, Pa. —Max Ecker, shoes, etc., succeeded by 

er Bros. 

Shamokin, Pa.—A. R. Krieger, shoes, etc., suc, 
ceeded by Eagle Shoe Store. 

Montreal, P. Q.—Maxwell Cummings, Ltd. 
wholesale and retail shoes, incorporated with 
capital of $50,000. 





Selling Shoes for Spring 


Henry Abraham, of the Baltimore Shoe 
House reports business as being excellent 
and orders are being received from spring 
delivery. He states that their salesmen 
are on the field with the styles and there 
seems to be a tendency on the part of the 
retailer to increase on his stock this coming 
season. 








VENTILATOR 
PATENTED 


Retails $2, $3.50 


APPROVED BY 
MEDICAL MEN 


As a sturdy support for the ankles of 
wing children and as a fully venti- 
ted shoe, the Burkley Ventilated Foot 
Souk is unexcelled. Well-known 
surgeons recommend its use. 
Make your stock of 
children’s 


for immediate action. 


1156 No. Main St. 
Brockton, Mass. 


shoes 
by sending 

our order today. 

hone Brockton 2133 


BURKLEY 
SHOE CO. 


“CLIFTON” 
Gem Duck 


Has Stood the Test of Years 


Used with our wet process, it pro- 
duces a perfect innersole, as it is 
easily formed in, and hugs the lip, 
producing strength where strength is 


most needed. 








GROPING IN THE 


a “blind groping in the dark.”’ 
often these figures were unreliable. 


solved this perplexing problem. 





in the dark. 


of Circulations. 





Time was when the purchase of advertising space was 
Advertisers had no means 
of checking a publisher’s statement of circulation and 


In six years the Audit Bureau of Circulations has 
By a systematic analysis 
of distribution and methods this organization is able to 
suppy just the data an advertiser needs. 
is dispelled and the bright light of verified facts takes its 
place. Space buyers no longer find it necessary to grope 


There are no dark spots in the Boot and Shoe Recorder 
circulation. Our records are audited by the Audit Bureau 


DARK 


The darkness 














The Trade Prefers 
‘“‘Clifton’’ Gem Duck 
when once tried 


“Clifton” shoe covering cloths, also 


“Clifton” backing and plumping 
cloths give satisfactory results. 


CLIFTON MFG. CO. 


BROOKSIDE AVENUE, JAMAICA PLAIN 
BOSTON 30, 


MASS. 
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Mild Weather Hurting Business 


Little Change in Style Tendencies Although Big Tongue 
Colonials Have Not Been So Active 


USINESS with the Louisville shoe 

merchants has been rather quiet as a 
result of very mild weather as well as dry 
weather during the better part of October 
and up to the middle of November. On 
November 11, overcoats and wraps were 
generally discarded by those attending 
college football games, which gives some 
idea of just how warm it has been South 
of the Mason and Dixon line. Retail 
merchants report that business has been 
good during cold spells, but as a whole 
it has been quiet. Rainy weather starting 
November 14, followed by colder weather 
has started a better demand. 


More Inquiry for Strip Pumps 


There is very little change in general 
style tendency, except that it is reported 
some of the retailers of women’s shoes are 
getting a better inquiry for strip pumps, 
especially in patent. Such pumps have 
always been in the nature of staple mer- 
chandise, and it is believed they are due 
for a comeback. Colonials haven't been so 
active, due to long skirts catching on 
tongues. However, they look better for 
spring, if the Eastern reports of a return to 
nine-inch dresses or skirts for spring are 
correct. Oxfords in patent and tan calf 
continue very good, while the two tone 
effects in oxfords and one and two-strap 
pumps continue fair. 


Ven Buying Mostly Oxfords 


In men’s shoes demand continues good 
for oxfords in tan and dark brown or 
mahogany, with the semi-brogues quite 
good. Black is a little more active, but 
patent isn’t showing anything. Retail 
merchants predict that men’s high shoes 
will moving better with colder 
weather. Some are of the opinion that 
women’s high shoes may come stronger if 
there is any severe weather, but most 
houses haven't much stock in hand. In- 
dications are for good sales this winter of 
women’s rubbers, if women stick to pres- 
ent light weight low shoes for winter 


start 


wear. 
Retail Merchants Get Together 


There hasn't been any activity in the 
Louisville Retail Shoe Association for the 
past couple of years, although the organ- 
ization generally holds a couple of meet- 
ings in tne fall and arranges for attending 
the national convention. A meeting was 
recently held and plans discussed for 
attending the national meeting in a body 
this season, as was the case for the past 
three or four years. A committee was 
named to make necessary arrangements. 


Good December Business 
Expected 


Louisville merchants are looking for- 
ward to a good December business, as the 
city and state are prosperous. Bank clear- 
ings went over the $100,000,000 increase, 
as compared with last year’s business, to 
November 10. That is a gain of nearly 
$10,000,000 a month in business this year, 
as compared with last year’s average. 
The rural districts are good and busy, and 
getting good prices for crops. The coal 
districts are also busy. There are no labor 
troubles in the state at the present time. 
Construction work is very heavy, and a 
large volume will come out early ‘next 
year, so that it looks as if labor is due for 
steady employment at very fair wages, as 
common labor is getting more money now 
than at the first of the year, as it is in 
greater demand. Transportation condi- 
tions are showing steady improvement, 
and shipments are making very fair time. 


Wool Hosiery In Fair 
Demand 


Wool hosiery has been in fair movement 
in Louisville for women, but hasn’t shown 
much in men’s; and women’s movement 
has been held back by warm weather. In 
fact, chiffon hosiery has been getting the 
bulk of demand. 


CINCINNATI 


To Display Entire 
Line at Chicago 


W. T. Dickerson, vice president of 
The P. Sullivan Co. announced last week 
that he would have his line fully displayed 
at Chicago during the National Con- 
vention next January. The display 
space of the Sullivan Co. in the Coliseum 
is No. 140. They have reserved Room 914 
and 914-A at the Morrison Hotel. They 
will also have their line on display at the 
Palmer House. 

Charles Auer, Eastern Representative 
for the Sam B. Wolf Shoe Co. spent a few 
days last week at the factory, before going 
into his territory for another trip, which 
he expects to complete between now and 
the National Convention in Chicago. 
Mr. Auer reports a very satisfactory 
business. 


D. E. Bullard, formerly with the 
George E. Keith Co. bas joined the sales 
force of the Roth Shoe Mfg. Co. Mr. 
Bullard will cover Kentucky, Tennessee 
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and Alabama with the Roth line. J. A. 
Jaffee, a popular salesman for the Roth 
Co. is now in his territory including 
Michigan, Wisconsin, Minnesota, Cleve- 
land and Toledo and reports that con- 
ditions are daily showing improvement, 
that retailers are in a better frame of 
mind with respect to placing future orders, 
that the recent cold weather in his terri- 
tory has had a decided effect upon retail 
shoe sales. Mike DuBrow of the Roth 
Shoe Co. sales force, having formerly 
traveled Illinois, is now covering Texas 
with the Roth line. 

W. H. Goldman, who during the past 
season did not carry the Roth line, is 
now back with his old selling force, 
covering Mississippi, Louisiana, Arkansas 
and Oklahoma. 

D. B. Goldman is now covering his 
eleventh season with the Roth Shoe Co. 
During this time he has been very success- 
ful. He covers Ohio and West Virginia. 


New Orthopedic Shoe 


The Sachs Shoe Manufacturing Co. 
recently introduced to the trade a new 
Orthopedic shoe of a rigid shank nature, 
called the Arch Triumph Shoe. C. R. 
Weil, Sales Manager, states that with 
their unique plan of marketing this shoe, 
they are enjoying an unusually large 
business. He says that his marketing 
plan which is designed to protect the 
merchant in every instance is meeting 
with widespread approval. 


Kansas City Late Notes 


Small Shops Increase 


Kansas City is now in the midst of a 
building boom—not in the downtown 
section, but in the industrial and residen- 
tial areas. A number of new industries 
are constructing plants in North Kansas 
City, across the river from the main 
portion of town and the sums being put 
into residential building is without 
precedent. 

One notable feature is the great increase 
of small shops out in the fashionable south 
side. At 31st and Troost, one of the lar- 
gest of the soutn side shopping centers, 
two new buildings, each containing a 
number of small shop rooms, have been 
constructed and the shops rented almost 
immediately. Store buildings are spring- 
ing up along Troost from 31st to 48th. 
Another center which has had a remar- 
kable growth and is still growing at 
a surprising rate is Main from 38th to 41st. 


Farm Bloc Gains Strength 


Now that the November elections have 
passed, leaving the great Republican 
majority of 1920 in about the same con- 
dition in which Napoleon’s matchless 








ave 
ican 
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less 
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army returned from Moscow, political 
correspondents of Middle West news- 
papers profess to see the administration 
ready to do about anything in an endeavor 
to placate the farmers of this district. 

The Middle West packs a mighty 
political “wallop,” and when the whole 
section rises up to hit conditions, some- 
thing is bound to happen. The farmer and 
cattleman of the Middle and Southwest 
have had hard sledding for the last two 
years. The farm bloc in congress has 
tried to help him, but without any very 
concrete results. He has nourished the 
belief that the federal reserve system was 
partially responsible for his plight. The 
farmer saw the East getting more benefits 
from the credits than he did. That the 
administration might be in sympathy 
with the farmer and the cattleman, he 
never stopped to reason. Ali that the 
farmer knew was that his returns were 
woefully inadequate and that his taxes 
and necessary implements had not shrunk 
in proportion. What the farmer wants is 
relief. He didn’t get it and hence took his 
resentment out on the party in power. 


Elections Show “ Radical’’ Trend 


The elections show what the East 
would consider a radical trend. The farm 
bloc gained strength. Radicalism, if that 
term is correct, also gained. Political 
observers believe it will continue to gain 
unless something is done to relieve the 
farmer—to shorten the gap between what 
the farmer gets for his products and what 
the ultimate consumer has to pay, and to 
lower the farmer’s costs. And that’s the 
reason why observers expect farm legis- 
lation to play an important part in things 
at Washington for the next two years. 
They expect to see a fight for cheaper 
freight rates. They expect to see more 
marked development of water transporta- 
tion—the Mississippi and the Missouri 
Rivers, and possibly the St. Lawrence- 
Atlantic scheme. 
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WANTED TO PURCHASE 


MISCELLANEOUS 








SHOE STORES 
BOUGHT FOR CASH 


Retail or Wholesale Stocks 
Any Amount Write Me 
D. KOCH, 908 Putnam Ave., Brooklyn, N.Y. 








DO YOU CONTEMPLATE 


Retiring or going out of business? 
I will pay for your entire or 


scare Gove © chert tarm to sun taken over. 
Eetablished 25 years. 


I. OLENICK 
413 Broadway, New York. Tel. 9531 Canal 








We buy quick and highest cash price 
tr oval eat whelendio ctethe ef chu or 
“The $9 youn eur ialty. bens 

and erence. 


BROOKLYN PURCHASING SYNDICATE 


610 AN ° “oe 
Phone Stags 


1757 








HIGHEST CASH PRICES PAID 
for entire shoe stocks. W. 


FAMOUS GLASS 
FIXTURES 
Shown ir Catalog G. F. 
Wood Fixtures 
Catalog No. 14 


Artificial Flowers 


I ‘t Catalog No. 19 


Window Valances 
In Stook—Ask for Samples 
Window Rugs and Plush 


Samples Sent 
The Hecht Fixture Co. 
Medinah Bldg. Wells and Jackson 
NEW YORK SHOW ROOM 
70 West 36th Street 
Just East of Broadway 





Chicago 
































will send a tive to investigate 
baad ve investiga’ 
Kalter Cerf. Mercantile Co., Inc. 





591 Broadway, New York Ci 
Phone Spring 5160-5161-51 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 


$96 BROADWAY NEW YORK, N.Y. 
PHONE—SPRING 9965 
WILL(SLOW SELLERS )FOR 
SURPLUS STOCKS 
BUY (entire stocks )CASH 
Bargains ia shoes atways oa band {or special sales and bargain b at 

















WANTED TO PURCHASE 








WANTED TO BUY 


Immediately black fibre soles in any 
quantity. ill take all in the hands of 
any manufacturer or any one who 
wants to dis of them. Write 
Tomahawk Shoe Company, Toma- 
hawk, Wisconsin. . 











KIRSCH-BLACHER CO., Inc. 
298 Church St-. New York, N. Y. | 








MISCELLANEOUS 











Milbradt Rolling 
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Milbradt 
Manufacturing Ce. 
2416 No. 10th St. 
ST. LOUIS, MO. 
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WINDOW DISPLAY FIXTURES — 


The OSCAR ONKEN CO. 
1181 4th St. CINCINNATI, OHIO 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


p way WANTED—Four cents per word for each imsertion. 

imum amount accepted, seventy-five 
“Want” advertisements, seven cents per 

ee a -25. Ads under this heading will be 


Minimum amount 


9.00 7.50 





Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


received up to noon oa 
Py ap FF KO to come im care 

ust be allowed in each advertisement for address. 
direct to their 


de forwarded 
10.00 address must be counted in the 
. Answers to ads must be sent under 


its. For other 
for each insertion. 


of wa of peaien Sle. When 

this office, twelve words 

When advertisers 

address, each word of the 

Savalas and eel lan anealinatip. 
letter postage. 











SALESMEN WANTED 


SALESMEN WANTED 





SALESMEN WANTED 





7 ANTED—Two resident salesmen, one for East- 
ern and one for Western Pennsylvania to sell 
the complete line of Daniel Green Comfy Slippers, 
in the small towns, on commission. Can be carri 
in connection with non-conflicting line. Address 
D-579, “= Boot and Shoe Recorder, 207 South St., 
ton, Mass. 


GALESMAN—Several territories open. Also 
~ salesman living in Chicago, Kansas City, At- 
— Dallas, Tex., to sell arch support. lary 

commission basis. Great equenrant Appli- 
entiens held strictly confidential. Complete i in _ 
mation essentia). Address D-590, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


wis pated manufacturer of high-grade work 
and sport shoes would like to communicate with 
experienced shoe salesmen to handle line after Jan- 
uary 1, 1923, on 7 per cent commission basis. Fol- 
lowing territories open: Kansas and Nebraska, 
Iowa, Illinois, Me ao and West Virginia, Penn- 
epivenio, New England States, North Carolina and 

th Carolina, Georgia and Florida, Mississippi 
ana Alabama, Tennessee, Indiana, and Arkansas. 
Applicants must have established trade in territory 
for which ey apoly, and be able to show past 
record. Address D-591, care Boot and 5 Re- 
corder, 207 South St., Boston, Mass. 











)ANTED—Live-wire salesmen to handle line of 

high-grade ladies’ and men's hunting and sport- 
ing shoes as side line with non-conflicting line, after 
January 1, 1923, on 7 per cent commission basis. 
Following territories open: Ohio, Illinois (exclusive 
of Chicago), City of Chicago, Virginia and West 
Virginia, North Carolina and South Carolina, 
Georgia and Florida, Alabama and Mississippi, 
Maine, New Hampshire and Vermont, and Massa- 
chusetts. Address D-592, care Boot and Shoe Re- 
corder, 207 South St.. Boston, Mass. 


SALESMAN with selling ability is desirous of 

making connection with live-wire concern. Has 
vast terri and car at his disposal. Best of ref- 
erences furnished. Address K-665, care Boot and 
Shoe Recorder, 127 Duane St., New York. 


GALESMEN —Selling high-grade Southern de- 
partment stores, to carry well-established all- 
year line of felt, leather and satin slippers. Ad- 
dress K-663, care Boot and Shoe Recorder, 127 
Duane St., New York. 


Jjo® rubber and tennis salesman for Kentucky 
and part of Indiana. Experience in above lines 
and territory necessary. Addreas D-600, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 


XPERIENCED SALESMAN for women’s 

high-grade turns, to represent our line exclu- 
sively for the Middle West territory. Also sales- 
man for the Coast. + wey reference as to char- 
acter aad ability. Address K-664, care Boot and 
Shoe Recorder, 127 Duane St., New York. 


WANTED 


Several salesmen to sell on 

















commission complete line of 
Women’s Comfort and Semi- 
dress Shoes. Instock depart- 
ment. Address D 596, care 
Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


Wis at fee to ca a manufacturer's 
a C Pennsylvania-made, medium- wien? 
growing girls’ welts, IN-S 
PROPOSITIO Good territories available. Sule 
salesmen with established trade need apply. Lib- 
eral commission basis. Address D-595, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 





XPERIENCED SALESMAN to cover retail 

and department store le on commission 
basis in the,following States: Illinois, Michigan, 
Wisconsin, Minnesota, and Colorado, to the Coast. 
Line can be carried with another non-conflicting 
line. Give full ticulars and references in first 
letter. Collins Staples, Manufacturers Ladies’ 
Turn Novelties, 118 Phoenix Row, Haverhill, Mass. 





WANTED—For New York State: A salesman 
experienced in selling men's better-grade shoes 
by Chicago factory making a line to retail $7 to $9. 
Must have successful record and a substantial fol- 
lowing in this State. Only men a factory 
lines at the present will be considered rive full 
information in first letter. Address D-593, care 
Boot and Shoe Recorder, 207 South St., Boston, 
ass. 





ALESMEN WANTED Side line men in various 
territories, to sell children’s and Fie nt, oe girls’ 
barefoot sandals to the retail trade. is is a good 
ey to the right men, as we manufacture 
exclusively for the retail trade. We are an old-es- 
tablished, well-rated concern, and we want to con- 
nect with reliable, responsible representatives. 
Please give experience, terri , and references. 
YN eamemeed Oxberry Co., 405 t Mist St., New 
ork. 


W anted 


Two experienced Shoe Salesmen by 
well-known Ch urer 
making high grade line men’s, 
women’s, and College CGirls’ 
dress welt shoes and oxfords, for 
following ygene and 
Southern 
Oregon and Idaho. Only bs quali- 
fied to sell the largest shoe trade in the 
aa towns n apply. Give age, 
full experience and references in first 
letter. Address D 601, care Boot and 
Shoe Recorder, 189 W. Madison St., 
Chicago, I. 




















SHOE SALESMEN ONLY WANTED— 
side line stitchdowns, 2 to 





Mountain Section 
We do not Job. NON-SLIP s 
1627 Locust St., St. Louis, M 








SALESMEN WANTED 


We have the states of Ohio, Pennsyl- 
vamia, New York, Virginia, West Vir- 
nia, Illinois, Missouri and New Eng- 
States open for high de sales- 
men. Do not write us unless you are 
a Go-Getter and can uce. Our 
combined lines, made in Milwaukee, 
consist of men’s high grade dress shoes 
to retail at $5, $6 and $7. A wonderful 
ae tion for the man who wants to 
big money. Unless you have an 
established trade do not waste any 
oo corresponding. We have the 
hoes and can give real service on de- 
Senden. What we want is men of —_ 
caliber and ability tosellthem. If 
are the right man write us in detail — 
mediately. Address D-564, care Boot 
and Shoe Recorder, 207 South St.. 
ton, Mass. 








Resident 
Salesmen 


We still have territory open for a few 


hiiehed 





experienced sal with 
trade, to sell our line of “Cotter’s 
Regulars,” "s popul priced 
welts in stock AAA to E, 3 to 10. Give 
full partioulase in first letter. Cor- 


Sd . 
ial 








COTTER SHOE COMPANY 
Lynn, Mass. 








WANTED 


Sal with blished following, 
to sell to retail trade, a complete line 
of STITCHDOWNS both staples and 
specialties. Send outline of past 
experience and territories covered, 
together with references in first letter. 
Address D. H. & G. H. Bell, Beverly, 
Mass. 























SALESMEN 


To carry a line of juvenile footwear 
earried in  stoc Several choice 
territories open. Give full particulars. 
Strictly confidential. Faust Shoe 
Company, Lees Bldg., Chicago, Ill. 

















POSITION WANTED 


GEEKING A REAL Congas 
seven years’ experience whol —y +s Re- 
cently promoted to sales force after working 
various inside departments. Able corre- 
lent; have initiative, tact, capable assuming 
responsibility. Now desirous connecting with real 
ae — + where [ will have broader ee 
‘or evelopment Opportunity more importan 
than Address K-667, 
ee and Shoe Recorde:, 1 127 Duane St., New 
or’! 
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Genuine Last 


; OB Gumanteas 


NEW & 
Heavy 
TYPE PERFECT WEIGHT 


No hobnails. Both styles come with toe caps 
Regular sizes—Wide widths 





YAY 


This is your opportunity to order the two 
finest work shoes values in America. Send for | case 
of each. Then send in your full order only if the sample 
cases convince you. Soft, pliable and full of solid 


soles. Perfect foot fitters. Guaranteed new 
and perfect. Paste board boxes, 24 pair 
tocase. Size runs 6-10, 6-11, 7-10 

and 7-11. E and EE wide. 

No. 395—Extra heavy 

retan, barnyard proof 

uppers. Clinch rein- 


forced. Grain leather 
insole. Soft ‘ 


$1 pair 


No. 370—Also the gen- 

uine U. S. Army last. 

Wax calf sole Makes 
we insole 

work shoe. 

Rey Pair Guaranteed. 

$] -70 


pair 


WAY 


ITT Frere 








wear. Heavy leather soles. Solid leather in- 


10% with order 





Theseshoes are priced so 
low that a quick cash turn- 
over is essent! Goods 
guaranteed as described 
or check returned. 
24 pr. $1.76 shoes—Deposit $4.00 
24 pr. $1.95 shoes—Deposit $4.50 
Immediate Delivery Guaranteed 


BRADLEY BOSTON CO., Dep. 3 
Boston 17, Mass. 











TO RENT 


FOR SALE 





FoR RENT-—Desirable space, 40x40, in livest 
department store in Southern Illinois, for wo- 
men’s and children’s footwear. For particulars 
gg Carp & Co., 1319 Washington Ave., St. Louis, 
MO-. . 





FOR RENT 


A NEW STORE, adjoining largest 
Department Store in town, CEL- 
LENT LOCATION for a Shoe Store. 
Reasonable rent—must come to see it 
—time too short for corresponding. 
Greenbaums, 300 Market St., Wilming- 
ton, Delaware. 

















TO LET 


Fifth and sixth floors in the 
Lincoln Building, 66 to 80 
Lincoln Street, Boston—17,000 
feet in all. Apply to MOSES 
WILLIAMS, Trustee, 18 Tremont 
Street, Boston. 














FOR SALE 


FoR SALE—To close an estate: First-class men’s 

shoe store in the heart of the City of Detroit, 
Michigan. Lease and fixtures included. Wm. 
= ag .— Samiaitentee, 1545 Cadillac Ave., De- 
rot ich 


KF ) SALE—Shoe store in Southern city of thirty 
thousand. A real bargain. Address D-594, care 
Mac and Shoe Recorder, 207 South St., Boston, 


as 











For SALE—Only exclusive shoe store in Ocala, 

Florida. Stock about $8,000. Spot cash busi- 
ness. Reasons, other business; must sell. $5,000 
cash, terms on balance if desired. Little’s Shoe 
Parlor Ocala, Florida. 





GHOE FACTORY FOR ay ee mod- 
erm equipped shoe factory, 

twenty-five cases of women’s McKay ob ver day. 
Locsted in Beverly. Present owners may take an 
interest with satisfactory parties. Address D-598, 
care and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 





Shoe Sample Case 
FOR SALE 


Shoe sample case, eight feet long, in 
excellent condition, will be sold at an 
unusually attractive price. Upper part 
of case has mirrors in back and lower 
part twelve drawers, designed particu- 
larly by the Derby Desk Company for 
carrying shoes. Removal of our offices 
from present location makes imme- 
diate disposal necessary. 


FREDERICK G. DEWS 
52 Chauncy St. Boston, Mass. 











TO LEASE 


T° LEASE—Shoe department, fully equipped, in in 
leoding department store, about 

miles from Chicago. Department doing an annual 
business of $25,000; entire store doing a business of 
about half a million. Will aid with funds, at reason- 
able terms, if necessary. Store now planning large 
increase of space; real estate has already been 
bought. For further particulars address D-599, 
care a and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 








REPRESENTATIVE WANTED 


ANUFACTURER’S REPRESENTATIVE 

DESIRED. A leading beading manufactur- 

ing concern in the East desires the services of a 

Pacific Coast cepresentative. Must have a very 

intance with the shoe trade. An ex- 

y attractive connection for the right man. 

Write to D-597, ~~, Boot and Shoe Recorder, 207 
South St., Boston, Mass. 
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Keith, P. B., Shoe Co., Brockton, Mass..... 31 
Molden, A. B., Cacg TiRO. . 2... ccc ccccccess 36 
Lilly, Henry, Co., New York City 115 


Lublin, Emil, Inc., New York City... .. 161 


MacMaster, J. J., Co., Rochester, N. Y.... .130 
Maid Rite Felt Slipper Co., Inc 112 
Marion Shoe Co., Marion, Ind. . ite @ 
Marston & Tapley Co., Danvers, Slew. .116 
Martin, A. H., Rochester, N. Y.. ..116 


Miller, I., & Sons, Inc., Brooklyn, N. Y. ~~ 
Nathan & White Shoe Co., Malden, Mass... 41 


Nettleton, A. E., Syracuse, N. Y............ 113 
Neweomb Anderson Shoe Co., Rochester... 116 
Norman & Bennett Co., Boston............ 1 
Nu Baby Shoe Co., E. Lynn, Mass 116 


Nunn, Bush & Welden Shoe Co., Milwaakes, 





Ogden Shoe Co., Milwaukee, Wis...........- 67 
Olenick, I., New York City............-.+++ 165 
Oriental Boudoir Slipper Co., Haverhill, 

B. 6occentncedeneéeseneresesseossaees 5 
Outing Shoe Co., Boston. ............++++- 18 
Packard, M. A., Co., Brockton, Mass........ 113 
Peck, Frederick S., Worcester, Mass... .... . 114 
Peters Branch I. S. Co., St. Louis, Mo.. 3d Cover 
Phillips Cram Corp., Haverhill, Mass.... .. . lll 
Philmall, Inc., New York City............. lll 
Reynolds, Bion D., Brockton, Mass........ . 115 
Rice & Hutchins, Inc., Boston............. 72 
Riemer, H. C., Co., Milwaukee, Wis... .... . 161 
Rosenberg, S., & Sons, Inc., Boston........ 37 
Rosenwasser Bros., Inc., Long Island City, 

Des Wesdiiestcuncdodtoeneceudes vessanannal 43 
Saco Shoe Co., Saco, Me.............++++ 10-11 
Saifer, Dave W., Shoe Co., Chicago, Ill. 15-16-17 
Rs GOI 6 6.60686 bah eKeeneewnensdder 31 
Smith-Briscoe Shoe Co., Lynchburg, Va. .. .114 
Smith, Wm. Sumner, Co., Chicago......... 115 
Stacy-Adams Co., Brockton, Mass.......... 113 
Stetson Shoe Co., So. Weymouth, Mass. 114, 130 
Stockbridge Shoe Co., Haverhill, Mass...... 112 
Stone, K. M., Co., Inc., New York City. .... 112 
Tessier & Bowdoin, Haverhill, Mass. ....... lll 
Thompson Bros. Shoe Co., Brockton, Mass. . 115 
Thomson-Crooker Shoe Co., Boston. ....... 13 
Union Shoe Co., Brockton, Mass............ 114 
United States Rubber Co., New York City 

42, 120 
Utz & Dunn Co., Rochester, N. Y.......... 19 
Wall, Doyle & Daley, Inc., Brockton, Mass. .113 


Weber Bros. Shoe Co., No. Adams, Mass.... 22 
Weimer, Wright & Watkins Co., Philadelphia 2 
Westcott-Whitmore Co., Syracuse, N. Y...111 
Whitman & Keith, Brockton, Mass......... 113 
Williams, Arthur, Shoe Co., Holliston, Mass. 62 


Williams-Clark Co., Lynn, Mass........... 40 
Witherell, EE. A. & M. C., Co., Haverhill, 
on. 4dsin ok bndabeseadeesekenseneatnkat lll 


Wright, E. T., & Co., Inc., Rockland, Mass.. 51 


FINDINGS AND SHOE STORE SUPPLIES 
Alterson, L., & Co., New York City........ 117 
American Seating Co., Chicago............ 148 
Baumann, L,, & Co., Chicago.............. 152 
Bongiovanni Bros., New York City......... 117 
Brock Sales Co., Milwaukee, Wis. ..... . 154-155 
Chandler, H. K., Inc., Boston.............. 134 
Coultas Co., D. W., Providence, R.I........ 117 
Ellis, W. E., Co., Haverhill, Mass........... 118 
Emery & Beers Co., Inc., New York City. ..110 


Grand Rapids Shoe Case Co., Grand Rapids, 
Mich... 


Hecht Fixture Co., Chicago. ............... 165 
Holophane Glass Co., Inc.,New York City .142 


Kahn, Edw. E., Co., Brooklyn, N. Y......... 116 
Lyons, Hugh, & Co., Lansing, Mich........ . 
Manheimer, Abe, & Co., St. Louis, Mo. .... 146 


Milbradt Mfg. Co., St. Louis, Mo........... 165 
Myers, F. E., & Bro. Co., Ashland, Ohio .. . .165 
Netschert, Frank, New York City.......... 156 
Onken, Oscar, Co., Cincinnati, Ohio. ....... 165 
Onli-Wa Fixture Co., Cincinnati, Ohio. .... .. 65 
Palmenberg, J. R., & Sons, New York City. . 156 
Parisian Beading Works Co., Philadelphia. .117 
Pittsburgh Reflector Co., Pittsburgh, Pa... .140 
Rauh, S., & Co., New York City............. 71 
Scholl Mfg. Co., Chicago............... 159-160 


Sorgel Electric Co., Milwaukee, Wis...... .. 





Vanity Novelty Works, Brooklyn, N.Y...... 117 


Waverly Shoe Trimming Co., New York City156 
Whitcher, Frank W., Boston............... 128 
Wizard Lightfoot Appliance Co., St. Louis, 


LEATHER AND OTHER MATERIALS 


Armstrong Cork Co., Lancaster, Pa......... 61 
Beggs & Cobb Co., Boston................ 118 
Bristol Patent Leather Co., Boston......... 14 
Brown, C. D., & Co., Inc., Rochester, N. Y.. .18 
Chamberlain, B. F., Boston.............. 118 
Clifton Mfg. Co., Boston, Mass............ 163 
Creese & Cook Co., Boston............. 12-118 
Dryden Rubber Co., Chicago, Ill. .. Front Cover 
Everlastick Co., Boston.................... 59 
Foerderer, Robert H., Co., Boston... .... 44-45 
Gallun, A. F., & Sons, Milwaukee, Wis...... . 24 
Hanover Rubber Co., W. Hanover, Mass... . 132 
ees Gite Tea Tiss TIO: os ci cncecesescces 118 
Kistler-Lesh & Co., Inc., Boston. ......... 161 
es MS vce ees ccccccecsecees 54-55 
Levor, G., & Co., Inc., New York City. ..... 47 
Ohio Leather Co., The, Girard, Ohio... .. . 69-70 


Pfister & Vogel Leather Co., Milwaukee, Wis..4 
Quabaug Rubber Co., No. Brookfield, Mass. 122 


Rueping, Fred, Leather Co., Fond du Lac, Wis. 33 
Republic Rubber Co., Youngstown, Ohio. . . 128 


Scherer, Oscar, & Bro., Inc., New York City. 21 
Vaughan, Geo. C., Peabody, Mass........... 29 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 


DRESSINGS, ETC. 


Appelbee, Neuman Co., New York City... .156 
Barton Mfg. Co., Waco, Texas............- 157 
Beckwith Mfg. Co., Boston............-..-- 28 
Griffin Mfg. Co., New York City.......... 150 
New , Saaeea Wood Heel Co., Haverhill, oe 
Tubular Rivet & Stud.Co., Boston........... 6 
United Fast Color Eyelet Co., Boston........ 64 
United Last Co., Boston.................++- 20 
United Shoe Machinery Corp., Boston. . . 56-66 


Wiechman Pattern Co., Cincinnati, Ohio. ..118 
Wind Insole and Counter Co., Campello, 


Bins cceiedcsditocecvevsseuscacesocnnen 118 
MISCELLANEOUS 

Atlantic Printing Co., Boston..............- 119 
Brooklyn Purchasing Syndicate........... 165 
Calderwood & Pregg, Inc., Boston.......... 117 
Glauberg, Max, New York City............- 165 
Hooper Printing Co., Boston.............-- 119 
Howard Print, The, Brockton, Mass......... 119 


Kalter Cerf. Merc. Co., Max, New York City 165 





Kirsch-Blacher Co., Inc., New York City. . . 165 
Koch, D., Brooklyn, N. Y..........-.+-++++- 165 
New York Export Purchasing Corporation, 

Bioet Watts GO. co vc Sccccccccccscsccscess 165 
Root Co., F. S., Boston... ........--.+0605: 119 
State and National Tub losis Associ 

GR. ccccccccesaceccedcctsonaseasosidess< 59 
Tolman Print, Brockton, Mass..........---- 119 


University Electrotype Foundry.........-- 

















T YULETIDE SO MANY OF THE LOVELY 
HINGS THAT FLOAT OVER DANCE FLOORS 
ILL HAVE THEIR ONLY CONTACT WITH 
RTH THROUGH FOX SLIPPERS OR PUMPS. 


ND SO MANY SHOE MERCHANTS WILL BE 
AKING UP THEIR FOX FOOTERY ORDERS 
R SPRING. 


HARLES K. FOX, Inc. 
averhill, Matss., U. S.A. 


ton: 54 Lincoln Street. New]}York: Marbridge Building; Broadway 
and 34th Street, Room 632. Chicago: Great Northern Building. 
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“F ollow the Creighton Line” 
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STYLE NO. 428 





Russia Calf Brogue — Goodyear Welt 
8/8 Wingfoot Rubber Heel — Widths A to D 


Price $4.25 


Send for stock catalog 


Boston Office—183 Essex Street 


AA Gaighton 


a 
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KID 


STANDARD 
KID 


GUARANTEED SELECTIONS 
THE Stampany w10 © 
8osTou 


The Foundation of White 
Shoe Value 


With another big white shoe season assured, 
your only problem is how to make every pair 
of white kid shoes you sell give the utmost 
value to your customers. 


The particularly high-grade raw stock we 
use in making White STANDARD KID 


adapts it for the finest grades of footwear. 


For Highest White Shoe Standards call for 
White STANDARD KID in Your Orders. 


THE STANDARD KID CO. 
BOSTON, MASS, 


Branches in New York, Philadelphia, Cincinnati, 
Chicago, St. Louis 


‘“‘For Colors Standard Kid” 


BRONZE FAWN NUT BROWN 
HAVANA BROWN GOLDEN BROWN 
MEDIUM GRAY PEARL GRAY CAMEL 
GREEN RED BLUE 
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“Constant Comfort” 


**AMERICA’S BEST COMFORT SHOE” 


ARE YOU READY FOR YOUR HOLIDAY TRADE 


with complete sizes and widths on “Constant Comfort’’ shoes? Useful and serviceable gifts will be the ten- 
dency this season. “Constant Comfort’? shoes, combining as they do comfort, neat appearance, and long 
pote tT fitting for Christmas offerings. Plan to get your share of this trade, and prepare your 
stoc 


No. 6R—High-Grade Black Kid 7-inch Polish, No.8R—BestQuality Black Kid7 44-inch Wide No. 17R—Best{Quality Black Kid 8-inch Pol- 


12-8 Wingfoot Heel. Ankle Polish, 13-8 Wingfoot Heel. 
No. 13R—Same Style with Stock Tip. In Stock A, B, C, D, E e Ti. a ne 


Both In Stock B, C, D, E $3.50 No. 38R—SamefStyle with Plain Toe. 
Both In Stock A, B, C, D, E. .... $4.25 


No. 22R—High-Grade Black Kid Wide Ankle No. 228R—Black Kid 64-inch Blucher Polish, No. 2R—Black Kid 7-inch Polish, 9-8 Cat's 
644-inch Polish, 12-8 W ngreat Heel. 12-8 Wingfoot Heel. Paw Heel. 
In Stock B, C, D, E, EE vrere ss 83.50 No. 33R—Same Style in Straight Lace. No. 20R—Same rig with Plain Toe. 

Both In Stock B,C, D, E.............. $2.85 Both In Stock B,C, D, E.............. $3.15 


“COMPLETE LINES of Oxford and Strap Sandals Always IN STOCK” 
“For additional styles in boots see page 6, Nov. 11th, issue, and page 136, Nov. 18th issue, of the Boot & Shoe Recorder.” 


AULT-WILLIAMSON SHOE CO., Manufacturers, Auburn, Maine 


LOS ANGELES OFFICE, 109 E. 8th STREET BOSTON OFFICE, 139 LINCOLN STREET - 
Minneapolis Office—Room 10, Loeb Arcade Shoe Exchange, No. 7 So. Fifth Street. 
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OXFORDS in STOCK 


There’s nothing that- so appeals to the hearty young woman as 
comfort and smart appearance in Footwear. Each shoe is made 
of the best selections of leather, solid flexible oak soles, solid 
box toes, counters and inners. 


a as 
OOOO ee 





a aes 1c 
- a. 


ICICI NII INI 3-0 
1 1c a a a a a 11 IC IC 
MIF IOI OSI Oe FOO Oe ee a ge ogo oe oe oe Se oe oe oe oe oe" 


1c 3 3c 








15950 12555 13555 


ee Eric Calf, Golf Pattern, pent Welt Oxford—Sizes ane 
—A to D.......... 


15548-——Patent xan Golf enn renee Welt Oxford—Sizes . 
(' ) ee ...$3.85 


15950—Patent Leather Full taint: a Welt Oxford—Sizes 214-7— 
$3.85 


12555—Black Kid Full Quarter, _ nian ven Welt Oxford—Sizes 214-8— 
$3.85 


13555—Brown Kid Full santa pit ntsed ene Welt Oxford—Sizes 214-8 
are 


In Stock Style Booklet on Request 


See Our Exhibits at National Shoe Retailers’ Convention, Booths* Number 213 and 214 





Manufacturers of Kewpie Twin footwear 


THE JUVENILE SHOE CORPORATION 


OF AMERICA 


CARTHAGE NUPACTURERS MISSOURI 
“The Quality is Stigher than the Price” 
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Trade Mark Registered 


FLEXIBLE ARCH SHOE 
Sor Every Woman 





WHY 
PAY 
MORE? 











The Formative Shoe gives you 


A perfect flexible-arch shoe— 
The best of workmanship and materials— 
Perfect fit, attractive style and ideal comfort— 
Rapid turnover and more repeat business— 
Immediate In-Stock Service on 17 styles— 
STYLE No. 26 Volume sales with moderate prices. 
Black Kid Boot 


$5.7 mn) WHY PAY MORE? 


In Stock 
AAA to E, 3 to 10 


“A Flexible Shoe for Your Flexible Foot’ 


A postal card will bring you the new FORMATIVE Catalog—and circular on 
free advertising helps. 


COTTER SHOE COMPANY 


LYNN MASS. 
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sco sTANWORTH $4.0 


IN STOCK 


Widths A to E 
Sizes 5 to 12 


35585858588003358508508000888 
tte 


~~ SF e 
UERLEREEAODARECCOGEREEETEGEOOTATOEN Et anesecuecens 


DP ie Ne 


SAU! 


We PF, 


ie IF, 
SUE TET EE UB Denn SLLUUEEED TEER UEULCR ETE EEAUER EDGER EE OCHCUUTE SCOR REECE ECCUCEER UU CUR UEUEEEEUEEOECORTEOURTEUDCUOECEEALOREUCUECUEUEAUETELOTEDEPEEOUREREOLEOEODORUAUEORLOGOTERORED EOEUDERSUUGDLIEDOD 


No. 2 
RUSSIA CALF 
Panama Last 


Rubber Heel 


lm ll 


No. 1 
RUSSIA CALF 


No. 4 
BLACK CALF 
Big Four Last 

Rubber Heel 


lA Flin, Ar 


SZ 


STANWORTH SALES ARE INCREASING 


le AP, 


Many retailers are finding it highly profitab'e to use our 
speedy stock service on sizing orders. They report Stanworth 
shoes ready sellers and repeaters. Stores featuring the Stan- 
worth line are getting a quicker turnover and making more 
profit. Every shoe has Oak Bend Outso!es. Full Grain In- 
soles. So'e leather counters and box toes. Stanworth lasts 
will fit the majority of men who come into your store. 





Mn 











MARION SHOE CO. 
MARION, INDIANA 
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SNUG-LERS 


Reg U.S Pat Of 


The first real winter weather brings 
a great demand for hylo Snug-lers. 
The delicacy of color blend, the ex- 
pert workmanship and the superior 
materials make these Snug-lers 
popular favorites and great profit 
builders. 


Have you a well balanced stock of 
Snug-lers*Felt Footwear for women 
as well as the sensible styles for men 


and picturesque models for children? 
United States Rubber Company 
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I. MILLER 
fall Footwear 


SUZANNA 


No. 2010—Patent leather. light welt sole, imitation turn, cut-out ox- 
ford, 17-8 light Spanish heel 


No. 47—Patent leather Colonial pump, turn sole, 16-8 light Spanish 


No. 49—Patent leather medium vamp, turn sole, 17-8 LXV heel. .$6.75 
FANCHON 


No. 46—Patent leather, turn sole, stitched imitation cut-outs, 16-8 
light Spanish heel, specially priced 


LENORE 


No. 28—Black satin turn sole, 17-8 Louis heel 
No. 29—Black satin turn sole, baby Louis heel 
No. 30—Brown satin turn sole, 17-8 Louis heel. . 


THE LENORE 


I. MILLER & SONS 


INCORPORATED 


ONE CARLTON AVE. BROOKLYN, N. Y. 


> 


WI) 5-5 eo Ds oS) 
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Our Latest Fall Colors 


“Bright As A Sunbeam 
Mellow As Moonlight” 


ACE BROWN 


A new medium brown 
Boarded 


ACE LYNNWOOD 


A new and slightly darker brown 
Smooth and Boarded 


J. S. BARNET & SONS, Inc. 


Tanneries Salesrooms, 75 South St. 
LYNN, MASS., U.S. A. BOSTON, MASS., U. S. A. 
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The House of 


UTZ & DUNN 


makers of 


Style Shoes of UTZ & DUNN Co. 
Quality HEEL HUGGER 


HEEL HUGGER 
LINE 


These shoes are the result of long and varied investigations that 
show conclusively the need of shoes that will “Hug the Heel’’ in a 
firm, yet gentle, manner. 








““Combination”’ lasts alone will not answer the purpose. 


The “Heel Hugger” is made over lasts with combination meas- 
urements. These lasts are TRIED and PROVEN, and both lasts and 
patterns are designed especially for the purpose. 


They have ample tread at the ball and base of heel seat, but are constructed 
in such a manner that they HUG THE HEEL and ankle, thus preventing gap- 
ing at the sides or slipping at the heel. 


A cupped heel seat prevents the foot from slipping forward in the shoe. 

A special heel anchor grips the top of the heel at both sides and back, and 
extra reinforcements prevent bulging at points which frequently stretch with 
usage. 

Be the first to feature this line in your vicinity. 


UTZ & DUNN CO. 
ROCHESTER ~NEW YORK 


DENVER OFFICE NEW YORK OFFICE ‘LOS ANGELES OFFICE 


218 Que Bldg., Denver, Colo. Bush Terminal Sales Building 709 Forrester Bldg., Los Angeles, Cal. 
ER & McNUTT 130-132 West 42d St., Room 1521 G. C. McATEE, Representative 
g tt. S. A. McOMBER, Representative 


pms. 
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BEEBE: 


FIFTY YEARS PRODUCING HONEST LEATHERS 























(CHERE IS 
| ONLY ONE 





Al 






































December 2, 1922 BOOT AND SHOE RECORDER 














These styles all adapted for the 
Holiday trade are carried in stock 


Holiday F ootWwear 228s es 


shipment. 


mAh 


lo. 527. Price $4.15 0. 530. Price $3.90 No. 391. Price $4.40 
Black Kid Colonial 13-8 Military Hee Wek Black Kid fete Two Strap, Imitation Tip, Patent Kathryn Colonial, Single Sole, Full 
Newport Last Welt, 13-8 Rubber Heel, Newport Last Spanish Louis Heel, Euclid Last 


AA to C AA to D AA to 
No. 532. Brown Kid. Price $4.40 


No. 531. Price $4.15 lo. 243. Price $4.25 No. 545. Price $3.90 . 

Patent Norma Two Strap, Imitation Tip, Patent Colonial Military Wood Heel, Single Black Kid Clarice One Strap, Imitation Tip, 
Welt, 13-8 a Heel, Newport Last Sole, Newport Last ' Welt, 13-8 Rubber Heel, Tremont Last 

AA to C 


AA to C 
No. 546. Patent. Price $4.15 


No. 373: Price $4.15 No. 538. Price $3.75 jo. 387. Price $4.25 
Patent Clarice One Strap, Single Sole, Full Cocoa Calf Norma Two Strap, Tip, 13-8 Black Sette _ Brocade Satin Quarter 
Baby Spanish Louis Heel, Tremont Last Rubber Heel, a Welt, Newport Marilyn, a ay = Louis 
Heel, Eu st 


AA to C 
No. 374. Same in Black Kid. Price $3.90 AA to C ‘AA to C 


THOMSON-CROOKER SHOE CO. 


18-26 Station Street és = a - Boston 20, Mass. 
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Comfort 


that approximates luxury is enjoyed 
by the wearer of 


the CERTIFIED Shoe 


The Shoe for Gentlemen 





That is one reason why 
they have demon- 
strated such power for 
converting transient 
customers into steady 
patrons for the deal- 
ers who handle them. 





QUUUTAACCEUCONECO CCCP ECOTT OCCA CTTITTTTTTTETT o 


No. R852 


Cui smart Ee ST OQNEFIELD - EVANS 


Edge Sole, Rubber Heel. 


en SHOE CO. 


No. R853—Same as No. 


R852, except Black Eric ROCKFORD -- -- ILLINOIS 
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“Too Good To Retail at $5.9¢ 


A number of our good customers 
are selling our shoes at conside- 
rably more than $5.00 per pair 
—with no difficulty. 

That shows how keen judges of 
value appreciate what we are giv- 
ing them. 


Volume production in our own 
factory—on a small profit mar- 
gin—direct to the retailer—is ac- 
countable for the high standards 
of value we are offering you. 


00” 


Newest styles are stocked at once. 
These fancy perforated sport ox- 
fords of our own exclusive design, 
shown below, are typical of how 
we play the stock game for our 
customers. 


Note Especially The High Grade Standard Leathers We Use 


In Stockh—Now—To Rush 


Style No. 502—Barn- 
et’s Van Dyke straight 
lace oxford. Fancy per- 
foration on quarter, 
outside half wing tip, 
square medallion. Nine 
iron soles. 9-8 Wingfoot 
rubber heel. Widths A, 
B, C, D 


PRICE 


$3.50 


Style No. 505—Gen- 
uine black kid straight 
lace oxford. Plain per- 
foration on lace row and 
vamp, straight tip. 8 
iron soles. 13-8 Cuban 
rubber heel. Widths B, 
Cc, D. 


PRICE 


$3.15 


Style No. 504—Pfister 
& Vogel’s black gun 
metal blucher oxford. 
Plain perforation 
around quarter, straight 
tip. Eight iron soles. 
9-8 rubber heel. Widths 
Cand D. 


PRICE 


$3.15 


Style No. 500— J. S. 
Barnet’s Ace russia calf 
(medium shade brown) 
blucher oxford. Fancy 
perforation on quarter, 
imitation half wing tip, 
shield medallion. Nine 
iron soles. 9-8 Wingfoot 
rubber heel. Widths, 
A, B, C, D 


' PRICE 


$3.50 


Style No. 503—Barn- 
et’s Van Dyke straight 
lace oxford. Fancy per- 
foration on quarter, 
outside half wing tip, 
square medallion. Nine 
iron soles. 14-8 Wing- 
foot rubber heel. 
Widths A, B, C, D. 


PRICE 


$3.50 


Style No. 501—Carl 
Schmidt’s black Eric 
(boarded) blucher ox- 
ford. Fancy perforation 
on quarter, imitation 
half wing tip, shield 
medallion. Nine iron 
soles. 9-8 Wingfoot 
yon ee Widths A, 


" PRICE 


$3.50 


No less than twelve pair sold of any one width. 
TERMS 5%;10 DAYS 


Nathan & White Shoe Co. 


MALDEN, MASS. 


Makers of 
GOODYEAR 
WELT SHOES 
for WOMEN 





. 


Factory 
MALDEN 


MASS. 
U.S. A. 


FP Tey 


So f 


Sa 
Type 
ed 


an ig ere ey! 
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Us. 


ONCENTRATION of our efforts has 
enabled us to offer that which the 
times and the trade require. 


—best quality of Stock with our Standard of Workman- 
ship, at prices lower than could have been accomplished 
in any other way. 


We are also able to give quick deliveries on certain lines. 
But this is not in any way an in-stock proposition. 





: 
: 


Lot No. 250 


Men’s Black Viking Oxford 
824 Brogue Last 
Straight Tip, Pinked 
Also in No. 4 Viking 
Sizes: A 7/11 C 6/11 

B 6/11 D 6/11 


The above is one of the styles 
that can be delivered promptly 











FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH STREET 


Se ee ee ee eee ee ee eee Teenie MUU Mneliiiiientiiiineliiiiiienitiiiien iit titi ite 


: 
: 
' 
= 
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REED STYLES 


No store can 
etall+be business 
in town. So the 
resourcefau merc ant 
aims to get the best 
ben you feature 
REED iat ones 
you attract qua . 
customers and 
increase sales 
Volume for + eir 
aali is,an- 
> ae Thome at the 
price. 
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American Hide 


& Leather Company 
| 


CADET CALF 


A new line of colors in a tannage already 
famous. | 

















Bright and Semi-Bright Finish. 


Smooth or Boarded Grain. 
Popular Shades and Black. | 
The CADET TANNAGE for durability, 


economical cutting value and appearance, 
has always maintained an extremely high 
standing. 






































OFFICES AND STORES 
NEW YORK BOSTON CHICAGO ST.LOUIS’ CINCINNATI 
AMERICAN HIDE & LEATHER CO., LTD., 36 Kettering Road, Northampton, England 


CALF AND SIDE UPPER LEATHER TANNERIES 
Lowell Woburn Chicago Sheboygan Ballston Spa Curwensville 


mi? — 
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a U =>- S55 SS 
































_ 
= 


December 2, 1922 BOOT AND SHOE RECORDER 











“he FLORSHEIM SHOE 





The PATHFINDER—In Stock 
Style S-51 Black + Style $-52 Tan - $6.65 


Cameo Calf {firm, medium heavy, boarded stock} full 14-iron 

single sole, slope edge. Width A, sizes 6-11, B,C, D, 5-11. 

Less Than Three Pairs of a Style From Stock, 20c Per Pair Extra + Stock Goods Net 
A smart Winter weight low shoe — sturdy and comfortable 
— will be worn with wool hose throughout the season. A 
style live dressers want. In stock for immediate shipment. 


- THE FLORSHEIM SHOE COMPANY 
Manufaéturers . Chicago 























ARAARARAARRRRREA RARER AAD Tk ‘WU 


FOR THE MAN WHO CARES 
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THREE SNAPPY NOVELTIES 


Always looking far ahead into the style future, the house 
of Allen, Goller has developed the new effects here shown. 
Lasts, leathers and patterns all exhibit the originality 
of our organization and the resourcefulness of our workers. 
These, plus a liberal measure of paramount craftsman- 
ship, give Allen, Goller Shoes the excellent selling qual- 
ities for which they are widely and favorably known. 








A trial order will prove 

to you that Allen, Goller 

Shoe Co. can secure new 
customers for you. 


























ALLEN, GOLLER SHOE CoO. 
i) 60 K STREET, SOUTH BOSTON, MASS. 





( i) ! 
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JUDGE IT BY ITS USERS ro 




















Heard In The 
_ Buyer’s Office 


“MAM dear boy, don’t try to tell me 
that any other HAVANA 
BROWN Kid is just as good as New 
Castle. 





‘““‘We’ve tried ’em all out and we know 
that New Castle HAVANA BROWN 
has a different shade that distinguishes 
it from all the others—and that the color 
stays put indefinitely. 


“We take New Castle HAVANA 
BROWN as our standard.” 


New Castle Leather 
Company 
New York 


NEW CASTLE KID 


AS’ 


2 
HAVANA Fg a 
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Style 400— Medium Tan Lotus Delivering Satisfaction So 606—Dark Ten Letms 


Calf, Foxed Bal, Envoy Last, a 
7OOC i « » ° Calf, F chy Last, Good 
eee tieeties That is the record of WEBER shoes Winefoot Het. 


for men during over a quarter of a 
century. 

You can find no safer basis for ce- 
menting a constant business with men 
who are ready to pay. 


$5 to $8 
Weber Bros. Shoe Co. 


North Adams, Mass. 
NEW YORK OFFICE 
1328 Broadway, Marbridge Bldg. 
H, Harris, Rep. 





pee 1 =I _** ti]! ] tel yin “1 


CHROMOK 


SIDE LE;A THER 



































“Chromok” makes better medium priced shoes 
because it is specially made for just this grade 


W. D. Byron & Sons Leather Co. 


Williamsport, Md. eo ee ee Boston, Mass. 


Also Makers of 
Famous Oak Tanned Flexible Inner Soles, Flexible Sides and Bends 
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| pDaniel Green) 


V, Slippers ) : 


New York Sales Offices 
116 East 13th Street 


Chicago Sales Office: 
189 West Madison Street 


Boston Sales Office: 
10 High Street 


OMMENCING January |, 1923, 
this company will sell its product 
direct to the retail trade only. 


If the factory salesmen have not called 
on you in the past and you wish them 
to do so in the future, please send us 
your name at once as our route lists 
are now being revised to include many 
towns not heretofore visited by our 
own salesmen. 


Daniel Green Felt Shoe Co. 
Factory and General Offices: DOLGEVILLE, N. Y. 


Genuine Comfys and Daniel Green Boudoirs 
sold only to the Retail Trade 


Daniel Green 


Comfy 


fi 
y 


» 
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A Classic—A Vulco-Unit Reproduction 
As perfect in shape as the last from which it takes its form. 
Only a Vulco-Unit Box Toe can reproduce and retain the 

shape of such delicately modeled toes. Leading shoe manu- 
facturers.use the Vulco-Unit Box Toe exclusively. 
The Genuine “ VULCO-UNIT ” BOX TOE is made and sold only by 


BECKWITH MANUFACTURING COMPANY 
111 SUMMER STREET, BOSTON, MASS. 
Largest Manufacturers of Box Toes in the World 


Chicago, G. W. KIBBY & CO. St. Louis, OSCAR F. WRIGHT CO. — Cincinnati, GEO. A. SPRINGMEIER GO. 


Tidbbitagatel 
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ENDER FOOT 
ARCH FITTER 
: TRADE sot OT ge 








Equipped with a shank that---- 
‘rides like a spring-wagon, not a buck-board” 


Do not confuse Slender Foot Arch- 
Fitters with corrective or orthopedic 
lines, for corrective lasts sometimes 
embody developments which make 
them unsuited to the average run of 
feet. 


Slender Foot Arch-Fitters differ from. 


ordinary lasts only in the instep and 
heel measurements and the variation 
in the ball, instep and heel results not 
only in a satisfactory fit on narrow 
heeled feet, but an exceptionally snug 
arch and heel fit on normal feet. 


And where is the woman who does 
not appreciate a shoe which comes up 
nicely under the arch, draws up snugly 
over the instep and grips firmly at the 
heel? 


The shank used in Slender Foot Arch- 
Fitters is stronger than the average. 
Still it is not absolutely rigid, and it 
rides like a spring wagon, not a 
buckboard. 


Taking into consideration the unu- 
sual size range (2% to 12, AAAA to 
EEE) Slender Foot Arch-Fitters meet 
the requirements of your 


slim heeled customers 


those who require abnormal 
sizes or widths 


women who want additional 
support through the arch and 


that great majority who sim- 
ply want a shoe that fits. 


Merchants who appreciate the value of buying as few lines as possible rarely fail. 


Why not buy this ONE line instead of SEVERAL? 


a ROCHESTER, N. Y. 


506 Security Building 
189 W. Madison Street 


Chicago Office: 





MPUESENAGUUUAULAUAUHUUUUAAAONOOGOOOG00Q800000 CLEA 
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BRANDED OR UNBRANDED 


IN STOCK STYLES - MEN’S FINE WELTS 


To our customers, everywhere, both old and new, we owe a word of appreciation for the volume of 
business given our In Stock Department. You helped us to make it one of the best ever. That it pays 
to use our In Stock Department freely has been proved. The many popular numbers we are featuring, 
combined with prompt shipments, will help you to greater profits om 4 increased sales. 


No. B-888— Men's Square Throat Foxed Oxford. 
Brogue Last. Carl Schmidt's Cherry Red Eric Grain 


=, ete wee $5 
eave ee year Wingfoot .00 No. B-538—Men's Patent Colt Dress and Dancing Oxford, Light 
Heel. Widths A to D. Code Weight Construction, with flexible Sole, Imitation Turn 5 

. 


B-898 — 
Block _Boarded. Widths A to 


As No. 888, only in Edge, Hollow Heel, Peg Top Piece, Short End Box, 
i D. $5.00 Winsor Last. Widths A to D. Code“Crystal.” 
Code “D 
—— No. B-54#—Same as above in Dull Black Calf 
cS Winsor Last. Widths A 5. 00 


“Comet.” 


No. B-939— Men's Genuine 
Tan Scotch Grain Oxford, 
Heavy = —— Braeburn 


Last. 
A toD. Wilh $6. 00 
“Scottie.” 


No. B-847—Men's Oxford, Darby 
Last, Gallun's No. i Heavy 
Single Sole. Goodyear Wingfoot An ? > x 
Heel. Widths A to AAA —— No. B-848—Men's Oxford. British Last. Gallun’s No. 4 
D. Code “Damp” 5. 60 Norwegian year Wi and Top. Heavy Single 
Sole Goodyear ~vwee Heel. Widths 
o. B-947—Same as 847 in Gallun’s A to D. Code “ 

Bine kV ihing. Code No. B-858—As oe 848, only in Gallun’s 

“Duster.” 60 a Norwegian. Widths A to D. Code .60 

rop. 


Send for copy of our latest IN STOCK Style Book 


CHARLES A. EATON COMPANY 


“*The Sterling Shoemakers of New England” 


BROCKTON, MASS. 


BOSTON—207 Essex Street NEW YORK—127 Duane Street ATLANTA—226 Peachtree Arcade 
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a REE ce! 


A POPULAR SHOE WITH PRICE 


INDUCEMENT 








—— 


STYLE No. 3052 
Brown or Black Calf Blucher Oxford 
Goodyear Welt 
Leather Counter, Leather Heel 
Heel 8-8, 9-8, 12-8 or 13-8 Leather or Rubber 
MADE WITH LARKIDE superior 
WEARING SOLE. DRESSY, 
COMFORTABLE, DAMP-PROOF. 
Price $3.75 
Less 5% discount in 10 days 
Quick Delivery Assured 
Please refer to this adv. with your order 
Makers of Women’s Goodyear Welt and | 
Turn Type Footwear 
SALESROOM FACTORY 
10 High Street A and Athens St. 
Boston, Mass. Boston 27, Mass. 









































BOOT AND 


ALL STYLES IN STOCK 


Merrill, Porter & Co.’s 
Men’s Slippers 


dA Style No. 817 


Havana Brown Kid Everett. Wide and com- 
fortable last, leather lined quarter and sock 
lining. In stock, FF, 5-12. Price 2.50 


Style No. 816 


Havana Brown Kid Opera. Shapely last of 

excellent fitting qualities, leather lined through- 

out. In stock, M and F, 5-12. Price... .$2.50 
Style No. 802 c 

Same as above, but of Finest Quality Golden 

Brown Kid. In stock, M and F, 5-12. Prict 0 


Style No. 815 


Havana Brown Kid Romeo. A snug fitting and 
flexible slipper. In stock, F, 5-12. Price, $2.50 
Style No. 800 
Same as above, but of Finest Quality Golden 
Brown Kid and full leather lined. In stock. 
F, 5-12. Price $3.25 


FOR THE HOLIDAY TRADE 


The gift season will soon be here, and people will be seeking good, sen- 
sible presents. They will buy hundreds of pairs of men’s slippers, be- 
cause warm, comfortable footwear for use about the house is highly 
acceptable. You can make excellent profits on Christmas business if 
fou act now. Wire now for a few cases of the numbers shown, and 
eature them. 


During the N.S.R.A Convention, Chicago Coliseum, January 8 


9, 10, 11, visit the Merrill, Porter booth—No. 100. A cordial wel- 
come will await you there. 


Merrill, Porter & Co. 


113 Munroe Street Lynn, Mass. 


GENUINE KIDSKIN ||___| 


SHOE RECORDER 
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QUALITY 
AT A COMMENSURATE PRICE 


Jel-Del quality, at a really commensurate 
price, has become nationally known in a re- 
markably short time. In addition to this, 
our method of guiding growing feet has made 
a material difference in the business of many 
retail shoe merchants. 





Child’s patent colt, 
gray nubuck top, 
perforated vamp 
and tip. 




















STYLE 21—Welt 


Russia Calf Lace. Medium 
Shade. Perforated Vamp. 


2%4- 7. Last 20. AA-D. 
$4.10 


11 6- 2, Last 21, LowHeel. 
-D $3.25 
84-11, Last 21, ri 
ee. eee “508 
6 - 8, Last 21. Spri 
Hed. CE...... $2.76 











Write for our new catalog, just off the 
press, and study our new samples for the 
coming season. 


JEL-DEL 


DE TO GUIDE 
THE GROWING FOOT 


JELLY-DELANEY SHOE CO. 
LYNN, MASS. 








December_2, 1922 BOOT AND SHOE RECORDER 


'962, VA 


oe = 
4 => one ws sat, Tee:, 4 aE Niwa: SS ese Wid Sl ily | a2 
Me Cor Bk Seat ke Sie Sete CBee 


> - ~~ +t aad ot — — 











Ford’s In-Stock Service 


Season’s Best-Selling Numbers Ready NOW for Quick Shipment 





Wire or Post 
Your Orders 


TODAY! 


No. B-431—Black Glazed Kid Oxford, 
Welt, Long Inside Counter, Combination No. B-434—Brown ie Cul Gated, 
Last, 12-8 Heel, Rubber Top Lift. A the Welt, 229 Last, 9-8 Military Heel wi 
following Sizes’ and Widths: A, 4-8; B, Rubber Top_Lift. 


314-8; C, 3-9; D, 3-9; E, $5.00 
$5.00 





No. B-498—Black Calfskin Two Fe No. B-421—Patent Leather One Stra 
Pump, Welt, 244 Last, 12-8 Walking Hee Pump, Welt, 244 Last, 12-8 Walking Hee! 


$4.85 $4.50 





SIZES AND WIDTHS Increase Your Business 
on Ford Style 
and Quality 


, nny B-431) 
TERMS: 
No. B-432—Patent Leather Oxford, Welt, Net 30 Days 
241 Last, 14-8 Cuban Heel. 


$4.50 











C. P. FORD & COMPANY 


INCORPORATED 


ROCHESTER, N. Y. 


NEW YORK OFFICE: 127 DUANE STREET 
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Almost all of the progressive popular-priced lines of 
shoes are showing 


Chestnut Brown 


Cherry Black 
BOARDED {40 8{e} SIDES 


mee vu 8 A 


It is therefore an easy matter to see these new colors in shoes. 
When you see them you will realize why they are so popular. 


C. D. Kepner Leather Co. 


139 South St., Boston, Mass. 
212 W. Lake St., Chicago, IIl. 





Sell Russell’s 
IKE WALTON 


Staunch and Serviceable as a Heavy Sporting Boot 
Flexible as a Moccasin 


Chocolate, chrome-tanned waterproof leather. Its unique 
construction provides four layers of Jeather between the foot 
and ground—more protection than the ordinary street shoe. 
Its light weight appeals to the outdoor man. 


The Russell quality speaks for itself. So does Russell shoe- 
making. 
The Scout Moccasin 


Made of Chocolate elkskin, with soles of flexible, sturdy Maple 
Pac. Natural shape affords every freedom to the foot. 


The ideal of comfort and service in moccasin footwear for dry 
season wear, and a sensible “pal” for the growing lad. Write for Dealers’ Price and 


Catalog 


W. C. Russell Moccasin Ce. 


Berlin, Wis. 
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‘The 

of Qualily 
Manufacturers will 
readily accept your 
specifications of tnis 
heel. 

A complete line of 
sizes and colors for 
men’s, women’s 
andchildren’s shoes, 
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A Tempered and Blended Rubber Heel 


Firestone-Apsley 


RUBBER COMPANY 


Manufacturers of Rubber and Canvas Footwear 
Hudson, Mass. 
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Golf or Yachting 
Oxford 


For years we have specialized in the manufacture of outdoor 
and athletic footwear. 








In order to do this it has been necessary that we employ Made of Schmidt's Cherry Red 
craftsmen who understand what was to be expected of the or Color K. All one shade or 
shoes under actual playing conditions—where they must be with combination lighter or 
flexible—just where they must guide and support the foot. darker saddle. Drill vamp 
lining, leather quarter lining. 
I8 iron Witch-Crepe Sole, 
very light weight, flexible shoe 
weighing only 26 ounces per 
pair, size seven. 


Into the making of these shoes we have builded the knowl- 
edge of their use—the greatest possible quality—and a light- 
ness and flexibility that cannot be surpassed in sport foot- 
wear. 


Your customers will buy them and be satisfied. 


We will be glad to submit samples 


WITCHELL SHEILL CO. 


MFGRS. 
Boots, Outing and Athletic Footwear 


DETROIT MICHIGAN 


( 


Want Volume? 
Want Turnover? 
Want Profit? 
In Stock 


You’ll get No. 600 
all three 











Genuine Glazed Kid Comteet Sippas with bem In- 


. ance ae 
with these 'o. 601—Same as No. 600, except with twostraps. 13-8 
Ww b t Rebber Hoa ine ac Kid Oalrd with Latin. 
602—Genuine Glazed Kid Oxford with Lea n- 
two o s Mice ‘amd 9:8 Rebbes Hak, Net _ $2.00 
No. 606—Glazed Kid Oxford as No. 602, with wer 


Specials {Bye Rubber Hoss Ne 


Special prices on 36-pair case lols 


Child’s Choc. Side Bal.—Lea. Insole—Rubber \ } 

Heel, 44 Dbl. Sole. Sizes 844-11....... $2.00 hoe O 

No. 305— Misses’ as above. at) > Tee obst S e 
-6 2. "85 


No. 405—Big Girls’ as above. 


ee 411-421 Vliet St. MILWAUKEE, WIS. 


Delivery in four weeks’ time 





922 


| 








GIGANTIC “IN STOCK” SALE 


This is our Christmas treat! 


All the shoes here illustrated are in stock ready 


for instant shipment. Every one is a first-class stock number—no “‘rejects'’—no 


“undesirables”. 
plete runs of sizes. 


None but the most approved styles—all in large —— and com- 
@ Many of the largest retailers in New York, C 


icago, Cleveland, 


St. Louis, Indianapolis, the larger cities of Texas and other southern states use our 
tremendous floor stocks to supply their weekly needs. 


Act Now! 


This is a really tremendous selling event in Women’s Staple 
Inspect these patterns 
carefully. You will find them the most popular styles shown 
If you want to see actual samples, wire us. 


Www Vos Gownganay, 


Styles and Desirable Novelties. 


today. 


Rich Patent 
Leather 


$4.15 


Ruskin Lotus 
Calf 


$4.35 


Style A128 


Widths A sizes 34-8; B 
sizes 3-8; C sizes 244-8 


Two of the dressiest street oxfords offered. New Blucher 

pattern so popular everywhere. Perfect-fitting. First 
uality throughout. A shoe that sells wherever shown. 

ented comfortable last. Genuine “*Wingfoot” rubber 
134-inch Military heel. Strong Goodyear Welt leather soles, 

A128—Soft, rich Patent Leather. 

A129—Ruskin (beautiful reddish brown shade) Lotus 

Cc year Welt. 


$6.00 and $7.00. 


Excellent Patent 
Leather with rich 
OysterGray Kid Trim 


$4.60 


Style A174 


Widths A sizes 34-8; B 
sizes 3-8; C sizes 214-8 


New Blucher pattern, termed “The Edson”. Goodyear 
Welt. A truly handsome pattern that has created an 
unusual amount of eountibemant. Best leathers-- 
perfect fitting pattern. New style semi-wing tip perfora- 
tion and “Wingfoot” rubber Military walking heel. 


Soft Black Kid 


Rich Havana 
Brown Kid 


. 


Style D232 and D233 


Widths A sizes 314-8; B 
sizes 3-8; C & D sizes 2-8 


Price and quality combine to make this a “* Record Buy” 
for the interested merchant. Note the dainty pin-point 
perforation; neat-fitting, strong leather soles; Win oot” 
rubber Military heel. 


D232—Soft Black Kid Dressy Oxford. 
D233—Same pattern in Rich Havana Brown Kid. 


A smart and dressy 

oxford of genuine 

Lotus Calf. Good- 
year Welt 


$4.85 


sizes 24-8 


First quality calf, dressy oxford of a rich nut 
brown shade. Strong leather soles; Goodyear 
Welt, insuring smooth insole and perfect edge on 
the outside. “‘Wingfoot” rubber military walk- 
ing heel; perfect fitting pattern. 


This is ‘‘ Sure Fire’’ Quick Action Business 
There are complete lines to retail at $4.00, $4.50, $5.00, 


Send an order now and become a weekly patron of this 
“In-Stock” Service. 


First Successful Shoe Manufacturer 
in St. Louis—Founded 1878 


**The Edson” 
A beautiful walk- 
ing oxford of rich 
sahopene Lotus 

Calf 


$4.50 


Style A177 
Widths A sizes 34-8; B 
sizes 3-8; C sizes 244-8 
One of the most popular, well-fitting patterns featured 
this season in a good, serviceable walking oxford. 
First quality materials used exclusively, including outsole 
of good weight, so necessary in a shoe of this character. 
Goodyear Welt. The most desirable height 1}4-inch 
“ Wingfoot ” rubber top walking heels. 


Patent Leather 
$3.60 


Nut Brown Calf 
$3.60 


Mahogan 
Lotus Calf 


Style D201 
Widths A sizes 344-8; B 
sizes 3-8; C & D sizes 2%-8 
One of the biggest bets of the season is this beautifully 
designed pattern. Just enough perforation to make it 
pleasing but not too plain. Oak leather first selection of 
good weight soles. Heel the popular | 4-inch rubber top. 
D201—A nifty high grade Patent Leather Oxford. 
D231—In smooth Calf of a rich Nut Brown shade. 
D229—Beautiful Brown Boarded Lotus Calf. 


Rich Mahogany 
Calf 


$4.00 
Same in Patent 
er 


$4.00 


Style A124 
Widths A sizes 34-8; B 
sizes 3-8; C & D sizes 2%-8 
Nicely arched and well-fitting oxford in the most adapt- 
able fall and winter leathers. 134 -inch “‘Wingfoot” rub- 
ber topped Cuban heels, Goodyear Welt. 
A124—A rich Mahogany smooth calf walking oxford. 
A82—Same in soft Patent leather. 





Patent Leather 
$4.50 
Glazed Kid 
$4.50 


Style D285 
Widths A sizes 34-8; B 
sizes 3-8; C sizes 24-8 
Our “Radio” Pattern has met with unusual popularity. 
Best quality materials. Expert shoe making. Carefully 
designed patterns and lasts. Louis heels are growing in 
favor and with it these two clever effects. Flexible soles 
of light weight in turn effect. 
D285—Pretty Patent “Radio” Strap. 
D286—Soft, Glazed Kid, same pattern. 


“The Anita” 
Patent Leather 
$4.85 


Style A143 

Widths A sizes 3%-8; B 

sizes 3-8; C sizes 24-8. 

The biggest hit of the season. The “Anita” pattern in a 
very pleasing combination of Patent and Beige Suede. 
Goodyear Welt; edges trimmed as neatly and closely as a 
turn. Made over one of the best fitting lasts, the “Petite” 
designed to carry a 134-inch covered Cuban heel. 


Skinner’s Satin 
Hand Beaded Trim 


$4.75 


Style D287 

Widths A sizes 34-8; B 

sizes 3-8; C sizes 24-8. 

Skinner's Satin, Hand Beaded dainty strap pattern. 
Chic French last. Extremely dainty pattern of shimmer- 
ing Skinner's Satin. Graceful two-inch covered wood 
Louis heel. Unexcelled as a shoe for the dance floor, 
carrying a single, light weight sole in turn effect. 


Soft Black 
Kid 


$4.15 


Patent Red 
Trim 


$4.85 


Style Al41 

Widths A sizes 334-8; B 

sizes 3-8; C sizes 24-8. 

In this well-proportioned pattern, daintily perforated and 
trimmed, the trade has found two well-taking numbers. 
Workmanship and materials of the best. Goodyear Welt, 
constructed so carefully that it can scarcely be distin- 
guished from a turn. 


A141—Soft, glove-fitting Black Kid one-strap, 
A142—Brilliant Patent leather. red trimmed. 


Patent Leather 
$4.00 


Skinner’s Satin 


$3.60 
Glazed Kid 
$4.00 


Style D161 
Widths A sizes 34-8; B 
sizes 3-8; C sizes 24-8. 
Utmost care has been taken to produce this little one 
strap. Junior Louis | 34-inch covered wood heel. The last is 
correct in every detail—a product of our highest grade 
factory. Single sole, light weight turn effect. 
D161—Soft Patent leather. 
D160—The same shoe in all over Black Skinner's Satin 
D162—The exact duplicate in soft Glazed Black Kid. 


Patent Leather 
Two Strap 


$4.35 


Style A139 
Widths A sizes 3-8; B 
sizes 3-8; C sizes 24-8. 
A dainty Patent leather two strap, Goodyear Welt sole, 
finished with the lightness of a turn. This dainty two 
strap is constructed of high grade materials throughout. 
“Wingfoot” rubber heels of the desirable height, 134 


inches. 


“The Wishbone”’ 
Patent Leather 


$4.25 


Style D173 
WidthsA sizes 34-8; Bsizes 
3-8; C and D sizes 2%-8. 
Another pattern that has met with high favor —“ the 
Wishbone”’—in nice, soft Patent leather; single sole; light 
weight, turn effect. 
This very pretty shoe is also made in our high grade fac- 
tory e only the best materials are used. Heel of the 
Louis type, in the desirable two-inch height. 


Patent Leather 
Beige Suede Quarter 
$4.25 


Style D274 
WidthsA sizes 3% -8; Bsizes 
3-8; C and D sizes 2%-8. 
A novel pattern. Amazingly popular. Best quality 
Patent leather vamp, Beige Suede quarter. The dainty 
cut-out pattern and modest perforation ——e placed. 
tend toward creating an unusual demand for this shoe. 
The heel is light weight and covered; the sole a dainty 
turn effect. 
Another Big Winner is D150, a similar pattern developed 
in Black Skinner's Satin vamp with heavy Brocaded 
Black Satin quarter. Price $4.25. 


Skinner’s Satin 
Suede Trimmed 


$4.25 


Style D291 
Width A sizes 3%-8; B 
sizes 3-8; C sizes 22-8. 
Here is a new creation in dressy straps. Made of beauti- 
ful Skinner's Satin, artistically trimmed with a dainty 
strip of black suede. This forms a clever fan effect in the 
shoe and a neat collar around it. Junior Louis 134-inch 
covered wood heel; light weight single sole turn effect. 


Stylish Black Kid 

$4.35 
Quality 

Patent Leather 
$4.35 


Style A149 

WidthsA sizes 34-8; B sizes 

3-8; C and D sizes 24-8. 

A charming two strap effect. Dainty, pin-point perfora- 
tion; perfect fitting last. Excellent workmanship and 
materials; 1!4-inch “Wingfoot” rubber heels; Goodyear 
Welt sewed soles carefully trimmed to resemble turn soles. 
A149—Stylish Black Kid, Goodyear Welt. 

A148—-Same pattern in first quality rich Patent leather. 
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Patent Leather 
Satin Quarter 


WidthsA sizes 314-8; Bsizes 
38; CandD sizes 2%. 
The Last Word in Style Favorites. Patent leather vamp 
with heavy brocaded Black Satin quarter. Unique in its 
beauty; perfect in fit; a shoe every woman will want. 


Dainty, light weight single sole turn effect. Heel delight- 
fully arched to a two-inch height, Satin covered. 


**Pansy”’ Pattern 
Patent Leather 


$3.35 


Style D248 

WidthsA sizes 3'4-8; Bsizes 

3-8; Cand D sizes 2%8. 

A Pretty Patent Strap with beautiful Brocaded Satin 
quarter. Heel of 14 inches covered wood box effect. > 
single soie, turn effect. shoe for social and holiday 
functions that carries an especial appeal in its feminine 
loveliness. 


Black Glazed Kid 
Dainty Sole 


$3.35 


Style D242 
WidthsA sizes 314-8; Bsizes 
3-8; Cand D sizes 24-8. 
A dainty, soft Black Glazed Kid one strap, very stylish. 


A product of our high grade factory, at a very popular 
ice. Materials of the best and made over oe pee and 


asts of perfect my bp mee = Single sole, light weight. 
turn effect. Carries the shapely Junior half Louis heel of 
134-inch height. Must be seen to be appreciated. 


Rich Mahogany 


Black Glazed 
Kid 


) $3.00 
Unequalled 


Style G141-3 

Widths B sizes 3-8 

Cand D sizes 2%-8. 

Genuine Goodyear Welt of materials built for real service. 
Just think of it—only $300 the pair. This clever little 
pattern has met with the hiek f»vor of the schoo! miss for 
whom it is intended. Hee! of the ore-inch walking tvve, 
made with rubber top. An unutua! value, indeed You 
can make no mistake ordering a dozen of each at least. 


G141—Smooth Mahogany Calf Two Strap. 
G143—Soft Black Glazed Kid, same pattern. 










Lustrous Satin 
One Strap 


$3.35 







Style D249 
Widths A sizes 34-8; B 
sizes 3-8; C sizes 24-8. 
A real hit with the young miss. Beautiful, lustrous Satin 
one strap. The very thing for party wear. Made of ex- 
cellent quality materials; last and pattern absolutely right 
for the occasion. The appropriate heel of |}4-inch Satin 
covered wood “‘box” type. Light single sole, turn effect. 
A hint to the wise is sufficient. 





Soft, Rich 
Patent Leather 


$3.35 


Style D241 
Widths Asizes 34-8; 
B sizes 3-8, CandD 

sizes 24-8. 

Really a remarkable value for only $3.35. Built of that 
nice soft Paten leather, ona neat little one strap pattern. 
Workmanship of the best. Made on our “Cora” last, 
one of the best-fitting we have ever produced. This num- 
ber also carries the 134-inch Junior half Louis covered 
wood heel so much in demand. Single sole of light weight 
turn effect. 


Rich Black Satin 
$3.35 


Style D247 

WidthsAsizes3!4-8; Bsizes 

3-8; C andD sizes 24-8. 

A beauty that is creating an enormous demand. Think 
of it—a beautiful high grade Black Satin one strap with 
quarter of Brocaded pattern on an up-to-the-minute pat- 
tern at only $3.35. is number carries the most popular 
heel of 134-inch covered wood box effect. Single sole, 
light weight turn effect. For the party, th- dance, all 
social functions, this shoe fills a long felt need. 


Beautiful 
Patent Leather 


$3.00 
Unequalled 


Style G140 

Widths B sizes 3-8; 

C and Dsizes 24-8. 

Here is an adorable novelty shoe that young girls will 
heartily welcome. Beautiful Patent leather, developed 
in a pleasing two strap effect. Popular inch heel with 
rubber top. A shoe for the young school girl who likes 
the dressy element in her serviceable every day clothes. 
PO oGenuine Goodyear Welt and will stand up with 
the best. 


MAIL YOUR ORDER TODAY! 


*“*The Venetian” 
Satin Colonial 


$3.60 






Style D251 
WidthsA sizes 314-8; Bsizes 
3-8; Cand Dsizes 24-8. 
“The Venetian” Colonial, is a little beauty and one of 
the most desired styles today. It will bring ready sales 
and nice profit. Material and workmanship the best. A 
gotten and last that have proven correct in every detail. 

gle light weight sole, turn effect. Heel of the popular 
height, two-inch, carcfully designed for this character of 
footwear. 





Lustrous Black Satin 
$3.35 


Style D240 
WidthsAsizes3'2-8; Bsizes 
3-8; Cand D sizes 2%-8, 
Very nifty little one strap in the ever popular Black Satin. 
Only the best materials are used in this pattern, made 
by expert shoe-makers. Heel of Junior foes Satin 
covered, 134 inches in height. Very pretty indeed. 
2 for $3.35. It carries a light weight single sole in turn 
effect. 
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Goodyear Welts—Sensational Prices! 


Style G109 


Widths B sizes 3-8; 
C and D sizes 2-8. 


The most popular Goodyear Welt Oxford to be had. 
Blucher patterns in bigger demand thanever. In these 
two numbers the Blucher effect is cleverly worked out 
and will sell on sight. Only the most serviceable ry 
throughout, made Genuine Goodyear Welt at rice 
within the reach of all. These oxfords, while embodying 
the very latest patterns are built for real wear. Heels of 
the most desirable |!4-inch rubber top, Military walk- 
ing type. 

G109—Beautiful Gun Metal Calf Walking Oxford. 
G108—Rich Mahogany Lotus, same pattern. 


Patent Leather 
Otter Suede 
trimmed 
$3.35 
An unusual 
value 


Style G100 


Widths B sizes 3-8; 
C and D sizes 2%-8. 


Very chic, indeed, is this Patent, Otter Suede trimmed 
Sport Oxford. Genuine Goodyear Welt. 

For street or everyday wear this serviceable Goodyear 
Welt Oxford beautifully trimmed in Otter Suede is the 
real value of today. Nice, soft Patent leather. 
serviceable oak outsoles, Goodyear Welt construction. 
One inch rubber top walking heel. A nice profit awaits 
you on this number. 


Glazed Black Kid 
Havana 
Brown 


$3.25 


Style G147-G148 
Widths B sizes 3-8; 
C and D sizes 24-8 


The Choice of All Straps. Extremely popular two strap 
pattern, advancing the newest note in rich, though modest 
refinement. Heel of the dressy 134-inch height and rubber 
topped. ese are genuine year Welts and we offer 
them at sensationally low prices. 


G147—Handsome Brown Kid. 


G148—Soft Glazed Black Kid. 
G149—Rich Patent leather. 


Stylish Brown Kid 
-25 
Black Kid 
Onl 


Style G115-G116 


Widths B sizes 3-8; 
C and D sizes 24-8. 


Best values on the market today. The tremendous sale 
on these two Goodyear Welt Oxfords is sufficient proof. 


Never in the history of shoemaking have such unusual 
values been offered in Genuine Goodyear Welt Oxfords at 
such low prices. Real soft, natured, pliable kid leathers 
only are used. Oak soles of wear-resisting qualities give 
guaranteed satisfaction to the wearer. Lasts and patterns 
carefully designed to please the eye as well as to insurs 

ort to the wearer. Very popular heel of 13-inch 
rubber top Military or walking type. No stor: is com- 
plete without these two unusual values. Write in today 
for at least a dozen of each. Prompt delivery will be made. 


G115—Nice, soft Brown Kid. 
G116—The same pattern in beautiful Black Glazed K id 


Style G118 
ey B sizes 3-8; 
C and D sizes 24-8. 


So many good things can be said for this remarkably low 
priced number, that space alone limits us. Made of 
quality materials, high grade workmanship, in one of the 
latest novelty trim effects of today. Dainty erforations 
complete the pleasing effect. Realize that oe isa 
genuine year Welt and the wonder is chet we can 
produce such a remarkable value at so low a price. 


Havana Brown Kid 


Rich Black Kid or 
Patent 
Leather 

$2.85 


Style G127-G128 
Widths B sizes 3-8; 
C and D sizes 24-8. 


This little pattern is as good today as ever. In fact, the 
demand is growing and you cannot afford to be without it. 
Made of nice, soft Black and Brown Kid and handsome 
Patent leather, soles of real oak tannage that insures 
real wear. 

They are genuine Goodyear Welts with the popular 134- 
inch rubber topped heel—and the price identifies them as 
most unusual values. 

G127—Rich Havana Brown Kid 

G128—Same pattern in Glazed Black Kid. 
G125—Excellent Patent leather. 


WWW Vass Gouna, 


First Successful Shoe Manufacturer in St. Louis—Founded 1878 


Patent Leather 
$2.85 
Rich 
Mahogany 


Style G120 

Widths B sizes 3-8; 

C and D sizes 24-8. 
Smart and dressy oxford style for wintry weather. Patent 
and Mahogany leathers are decidedly comfortable for 
the cold season and these two numbers add the style 
element so essential to the popular shoe demands of today. 
Perfect-fitting at every point, carrying a comfortable 1%- 
inch rubber topped heel; Genuine Goodyear Welt—bear 
that thought in mind—and offered at the amazingly low 
price of only $2.85 the pair. 
G120—Excellent Patent leather. 
G119—Rich Mahogany in the same pattern. 


Patent Leather 


Same Pattern 
Black Kid 


$2.85 


Style G123 

Widths B sizes 3-8; 

C and D sizes 2'2- 
We have yet to see a shoe that competes with these low 
priced high quality, genuine Goodyear Welts. Added to 
their low price and the high quality which we have in- 
sistently maintained, the styles and lasts are the most 
modern and have kept pace with Fashion's latest decree. 
Note the popular inch heel, rubber topped. 
G123—Patent leather, soft, pliable, beautiful. 
G113—Same pattern in a rich Black Kid. 
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D EX 


The Perfect Insole 


ENDEX has played an im- 
portant part in developing 
our line,” writes a very prominent 
manufacturer of canvas and rubber 


soled footwear. 


The same qualities that make KENDEX 


Le Crosse Rubber Mills sey thet KEN- “standard equipment” in the leading lines of 
DEX plays an important part in the suc- Outing and Gymnasium footwear make it 
cess of the WINNER model here ° ; i 

just as ideal for leather shoes. 


pictured. 
KENDEX Insoles are moisture-proof, 
and therefore will not curl, crack, 
shrink or swell. 
KENDEX Insoles are fast color and 
will not stain hose. 
KENDEX Insoles conform readily to 
the feet and thereby eliminate cal- 
louses. 
KENDEX Insoles are non-conductors 
of heat, thus keeping feet warm 
in winter and cool in summer. They 
absolutely eliminate burning and 
stinging of the feet. 


KENWORTHY BROTHERS CO. 
Stoughton, Mass. 


Hood Rubber Company use KE NDEX in Kenworthy Brothers of Canada, Lid. 
their famgus HYSCORE Basket Ball shoe St. Johns, P. Q. 


which is now making remarkable sales 


records. 





Sell Your Customers KENDEX Slip 
Insoles. Order a sample lot, packed 
one dozen pairs, assorted sizes. Your 
customers will take no others after 


they have once tried KENDEX. 











Firestone-Apsley Rubber Company use Converse Rubber Shoe Compan d KE N- 
y fin 
KE NDE X in their popular MECCA shoe DEX ideal for rounding out the quality of 
—as herewith illustrated. In cataloguing their well-known SEASIDE shoe and 
this shoe they lay special yg ory upon its giving it that coolness to the foot which is so 
coolness to the feet. KENDEX Insoles essential in a shoe of this type. 
largely contribute to this particular feature. 


REMEMBER--THE FEELING OF THE FEET IS REFLECTED IN THE FACE--WEAR KENDEX 


The Boot and Shoe R der will appreciate your mentioning the publication in replies to advertisements. 
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In Stock 


No. 745 
A Patent Colt Welt Oxford 


made with perforated imitation 
stitch ti . erforated vam 
and facing .Carries a half 
rubber heel an drawn 
over our new No. 1180 last. 


Sizes 2% to9. 
Widths, AAA toD 


Price #450 net 30 dasra. 
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OORE- AIAFED’ 
_.. ‘°WHOE *MFG*CO° 
~ BROCKPORT. N-Y. U.4A. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Another of 
Johansen’s 
Feeture Arch Shoes 








for Women 








Last, 14-8 Cuban Heel. 


Price $5.00 
AAA 5/9—AA 4/9—A 31,4/9— 


B 3/9—C 3/9—D 3/9 ; 
Still you can take it in your hand and 


Johansen’s Feeture Arch Shoes for women bend it like this. 
have a country-wide distribution. But the Sane ne een Soe An ie 


agency in your locality may still be open. It:is the wonder shoe for women. It 
prevents and corrects foot troubles. 


ohansen Bros. Shoe Co. 


Makers- Womens Shoes Exclusively 
Saint Louis. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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—they are 


Our men .are leaving for their respective terri- 
tories. 





The new line of samples they have to show you 
is full of the latest lasts and patterns. Every 
style has been built with a close adherence to 
our high standard of quality and workmanship. 
One glance will show that the entire line is 
a fitting symbol of the steady progress and 
development that have characterized. the name 
Duttenhofer during the past 34 years. 


Our production problem is solved. Shortly we 
will be making more shoes than ever. Through- 
out our recent struggle, we refused to manufac- 


A 


ARCH 
PROTECTORS 

















THE ORIGINAL 











: Duenr 1888 
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on the way 


ture shoes with other than skilled workmen. 
Consequently, Duttenhofer Quality has never 
varied. 


The demand for Arch Protector Shoes has grown 
to tremendous proportions. Beginning with the 
first of the year we will devote the entire capaci- 
ty of one of our factories to the production of 
this line alone. Merchants now handling Arch 
Protector shoes are enjoying a steady and 
healthy growth. Write or wire and we will 
gladly have a salesman call. 


The Val Duttenhofer Sons’ Co. 


Cincinnati, Ohio 


ARCH 
PROTECTORS 





THE ORIGINAL 
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C Wonderfully Soft : 
Durable Too! 


— the NEw 
LEATHER 


Ohio 


Raffor 





This new leather, created and manufactured exclu- 
sively by the Ohio Leather Company, has been an 
outstanding success in the leather industry. 


Ohio Kaffor-Kid quickly won world wide attention 
because of its distinctive and practical qualities. 
Tanned by a special process which produces a leather 
as soft and beautiful as kid, yet durable as calf—a 
combination of qualities in which manufacturers and 
dealers immediately recognized greater sales possi- 
bilities. 


High grade dress shoes made by some of the largest 
shoe manufacturers are cut from Ohio Kaffor-Kid. 
Ohio Kaffor-Kid is made in Black and Morro Brown. 
It is guaranteed a straight aniline dyed leather—free 
from pigments. 


Write today for sample of Ohio Kaffor-Kid and names 
of manufacturers whose lines include Ohio Kaffor- 


Kid shoes. 


THE OHIO LEATHER CO. 
Girard, Ohio 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Fast Selling 


FOOT~FITIERS 
Cut from 


Kaffor Kid 


The new booklet, “Foot-Fitter Creations,” illustrates the entire “FOOT- 
FITTER” line, including several models in the new leather creation, 
Kaffor-Kid. 

Our sales records show that our Kaffor-Kid models are remarkably fast 
sellers—and Kaffor-Kid is growing in popularity day by day. 

It is soft and beautiful, yet it does not easily scuff or peel. Durable and 
long-wearing as calfskin. 

“FOOT-FITTER” Models in Kaffor-Kid offer wide variety in style. Wide 
toes for those who want a roomy shoe; other models that are pacesetters 
in style, yet equally comfortable. All have the famous “FOOT-FITTER” 
construction features which quickly won the attention of the shoe industry. 
Write today for booklet, “Foot-Fitter Creations.” 


EDMONDS SHOE CO. 


Milwaukee, Wis. 


THE ORTHO 


No. 31—Black Kaffor-Kid Blu. Widths 
AA to E; Sizes 5 to 12. Price, $5.00 


Terms: 5%-15 Days 
Net, 30 


THE BROKER 


No. 22—Brown Kaffor-Kid Blu. 

No. 32—Black Kaffor-Kid Blu. 

Widths AA to E; Sizes 5 to 12. Price, 
$5.00 





The Bout and Shue Kecorder will appreciate your mentioning the publnation in replies to advertisements. 
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2D Satin 
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Teautifoll ang Duraple 


So rich in hue” sang 
Chaucer, father of Eng- 
lish poetry, in the fourteenth 
century. 


In every court of every land 
the whisper of satin has min- 
gled with the whisper of in- 
trigue and love. 


Yet satin, despite its royal 
pedigree, has"always had but 
one virtue—lustrous beauty. 


BOOT AND SHOE RECORDER 


By a radical departure in pro- 
duction methods and materi- 
als, Cedar Cliff made satin 
durable—wearable—practical 
for the real service which 


women expect of satin foot- 


wear today. 


Slippers of Cedar Cliff Satin 
will sell—to the merchant and 
to the public. 


THE LUSTRE LASTS. 


* CEDAR CLIFF 
SILIC COMPANY 


23t -233 


FOURTH AWE. 


NEW YORLIE& 


45 








SHOE SATINS 
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The Shoe Business 


Versus 
The Brain Business 


Are YOU a shoe dealer—or a shoe merchant? 








The shoe dealer is fortunate to make a living. That’s all he expects. The shoe 
merchant is receiving the profits to which any brain-worker is entitled. 


Successful merchants only line up with MENIHAN’S ARCH-AID SHOE proposition. 


Successful merchants by the hundreds have already hitched up for the team work 
that so easily and permanently sells MENIHAN’S ARCH-AID SHOES. 


MENIHAN’S ARCH-AID SHOE offers you Success in great big chunks. 


Just a logical, honest, wholesome plan, carefully studied out, to render a real service 
to the public and to put added dollars into your cash register. 


MENIHAN’S ARCH-AID SHOES are not equalled in quality! 
MENIHAN’S ARCH-AID SHOES are IN STOCK for quick size-in. 





You cannot afford to pass up an investigation—at least. Some one in your town is 
going to come under the wire first. He’ll win the Brown Derby. Will it be 
YOU? 


WRITE for our special proposition—our 50-50, Sound, Sensible, Sane Idea. We’re 
willing that you should be the judge. We are receiving hundreds of applications 
for agencies EVERY WEEK. 


ACTION is the password. Let’s Go! 


Axch-Aid Shoe Company 


MANUFACTURERS & DISTRIBUTORS 


Rochester WDC 
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Two New Spring Numbers 


Exclusively Turns 





ACH style in our 
Spring line is up to 
the minute with 

the novelty touches 
which appeal to the eye 
and gratify the public 
desire for something dif- 
ferent. There are 180 
styles in our entire line, 
making possible a selec- 
tion by you that will go 
big. 





Signify your interest and 
our salesman will call. 


The boys are out and 
will be glad to see you. 











Gray Suede Six Eyelet Oxford. Kid Otter Brown Buck Theo Tie. Kid 
Lined. Brown Kid Cut Out Saddle. 


Lined. Gun Metal Cut Out Saddle. : 
On 83 Last. Spanish Louis Heel. On aS-& a Coles FDS Spa 
ish Louis Heel. 




















Haverhill, Mass. 











The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Men like good shoes for evening wear. The 
lustrous sheen of patent leather pleases 
them and gives them the feeling that they 
could select nothing more appropriate. 
RIGHT FOR Bearing this fact in mind, we have designed 
ANY TIME the Just Wright Shoe.here shown. No 
OR PLACE effort has been spared to make it the best 
we know how, and you will be pleased with 
its fashionable appearance. 
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2, 1999 


I) STOCK 
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Men’s evening shoes consti- 
tute a source of great mer- 
chandising possibilities. You 
should develop the opportun- 
ities offered, right in your 
own store. 


E.T.Wright & Co. 


Incorporated 


Rockland, Mass. 
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Sie 


sys Maat 


—_ SHOE 











No. 460 — Patent Colt Dancing Tie. A 
light flexible insole and outsole. Radio 
Last. Widths AA to D. Price. ...$5.50 


No. 461—Same in Dull Gun Metal Calf. 
PUB ad a pede cvevsetsebatsameneuedend $5.50 













The style shown in the photograph is 
typical of the excellent footwear which 
makes up the entire Just Wright line. 
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TEEPLE 


WELTS # BOYS 


are the right shoes to 
build a reputation on 


In Teeple Mighty Good Shoes you will find all 
those elements of good shoemaking which dis- 
tinguish the better makes of men’s shoes. This 
is of importance to your customers because of 
the added value they receive—and to you be- 
cause of the added prestige and profit. 

















We manufacture for 
the retail trade a com- 
lete line of Children’s 
lexible Turn Shoes. 
Sizes 1 to 5 


Thirty-six numbers 
carried IN STOCK 
for immediate deliv- 
ery. Write for de- 
scriptive catalog. 





No. B 103—White 
= an | Kid, Milo Buttons, 
| Wide Ankle Pattern. 
IN STOC K 4) y/ Sizes 1 to 5 
Style 10 SP 
Broncho Brown Kip Bal 


Style 12 
Broncho Black Kip Bal 


Youths’, 1 to 2, B, &  - .$3. 
Boys’, 244 to 6, B, C, D re 
Little Men’s, 10 ey 13%, Cc, DL E 2.7 
5% Discount 10 Days 
Above prices apply on even dozens 


. No. B= 124—Patent 
One Last— Three Specifications— 3 ‘ Leather, trimmed with 


and that’s the one which, from and these are major specifications of al o hi i 
the standpoints of lasting wear Teeple Mighty Good Shoes! a White, Milo Buttons. 
and comfort, plus good appear- Prime Fine Soles cut by J. F. Nielson ~ Sizes 1 to 5 $1.20 
ance, has proved best by every & Co 4 
test. Dryden Double-Wear Rubber Heels. 
ma ‘. Fred Rueping Leather Co.'s Upper 
Five Styles— Stock. 
% (The tires, spring and body of a shoe for 
and you need no more than high-powered boys.) 
these five to take care of your Good assurance that they’re made of 
boy-shoe trade the right stuff. 


A Sample Case is Convincing— 


TEEPLE SHOE CO. |} “‘2ecueSred'ty 


Maker to Retailer Direct 
WAUPUN, WISCONSIN 
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Evangeline = anergy 


) Women 


IN STOCK 
Sturdy Oxfords 


for 


Winter Wear 
—{—— 


AMERICAN BEAUTY 
Stock No. 4928 


Women’s Brown Calf Oxford, Shield 
Tip, Foxed Quarter. 14% inch Wingfoot 
Rubber Heel, 95 Last—Goodyear Welt, 
Heavy Sole, Natural Bottom, Stitched 
DP cae's cnccdeeenwstyveses oceans $3.60 


Stock No. 4952 
Same as above in Black Calf... .. $3.60 


AMERICAN BEAUTY 
== {== Stock No. 4879 


Women’s Brown Calf Blucher Oxford, 
Shield Tip, Whole Quarter. 15 inch 
Wingfoot Rubber Heel, 96 Last—Good- 


Send for Catalog as mer 
Stock No. 4935 


and Price List Same as above in Black Calf. .. . .$3.60 


MADE BY 


_A.H. BERRY SHOE CO. 


BOSTON SALESROOMS, 186 LINCOLN ST. (4th Floor) 
PORTLAND, MAINE 














The Boot and Shoe R der will appreciate your mentioning the publication in replies to advertisements. 
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No. 048 — Black Vici 
Single Sole McKay. 
Riveted Steel Shank. Spe- 
cial Long Arch Support- 
ing Counter, Cushion In- 
nersole. 12/8 Wingfoot 
Rubber Heel. 


No. 049—Same in Brown 
Vici. 


HIS new comfort oxford by Fisher embodies an important prin- © 
ciple in footwear construction. It is an arch-supporting shoe 
and holds the bones and muscles of the arch in their places. Every effort 
is made to keep the foot in its normal position and give it strength and 
springiness. 


A reinforced steel shank with three strong rivets, together with a 
special long arch-supporting counter, provides the proper support, 
yet the shoe possesses wonderful flexibility. Every part is flexible and con- 
tributes to the wearer’s comfort. 


If you are looking for new business, if you desire to fit your women 
customers surely and satisfactorily, order this number today. We 
carry it In Stock, ready to fill your needs. Get it at once and open the way 
to more patronage and greater profits. 


Chicago Office: 
189 W. Madison St. ° KEN0 pt et 
Security Bldg. tL “SFT, EX ; 


Factory: 264 Broad Street, Lynn, M 
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f\Lynn’s great Factories ? 


The Woman We All Know. 


When she pauses before your show window—a-flutter 
with the excitement of shopping, vibrant with the 
intoxication of styles—down deep beneath it all she’s 
as sensible as the multiplication table—unconsciously 
calculating Comfort, Wear and Price. 


Given opportunity, she buys Lynn-made shoes for the 
brain-power lavished on them—because they appeal to 
her sound sense of values and niceties of construction. 


Other communities make pretty shoes for women. In 


Lynn, an aristocracy of brains makes shoes which are in- 
finitely better than merely beautiful; they are dreamed, 
designed, cut, sewed and finished with intellect. They 
are as comfortable as they are reasonable in price. 


They are pedigreed by generations of the best shoe 
makers the world ever knew. 


Give the Woman We All Know an opportunity to judge— 
in your show case and on your fitting stool—the sort of 
footwear she really wants for the New Year and Easter; 


The Brain-Bred Shoes of Lynn. 


See list of representative Lynn 
manufacturers on the following page 
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Representative Lynn Manufacturers 


BARTLETT, SOMERS CoO. 
Women’s Goodyear Welts 


BENDER SHOE CO. 
Women’s Welts and McKays 


BURDETT SHOE CO. 
Welts and Turns for Little Folks 


COTTER SHOE CO. 


Women’s Welts Featuring the Formative Shoe 


A. M. CREIGHTON 
Women’s Welts and McKays 


CUSHING SHOE CO. 
Stylish Welts Exclusively 


A. FISHER & SON 
Comfort Shoes and Slippers 


GREGORY & READ CO. 
Women’s Fine McKay Shoes 


HARNEY, TRACY, CREHAN CO. 
Novelty Welt Walking Shoes 


HENNESSEY, MAXWELL & HENNESSEY SHOE CO. 
Women’s Goodyear Welt Shoes 


HOAG & WALDEN, INC. 
Women’s Goodyear Welts 


V. K. & A. H. JONES & THOMAS CO. 
Practical Welt Shoes for Stylish Women 


T. J. KIELY & CO. 
Ladies’, Misses’ and Children’s Welt Shoes 


LIPPITT-ALFOND SHOE CO. 
Women’s Novelty Flexible McKays and Welts 


MacLAUGHLIN-CONWAY SHOE CO. 


Women’s Novelty Footwear 





McNICHOL & TAYLOR, INC. = 
Makers of ‘‘Style All the While’’ Lasts a 
J. I. MELANSON & BRO. ia 


ge, Children’s Shoes 
MITCHELL-CAUNT CO. 


Women’s McKay Footwear—Staples and Novelties ( 
RIALTO SHOE CO. 
Welts—A Style Line—McKays ( 


WATSON SHOE CO. 
Women's Fine Novelty Welts and Preventor Shoes 


WILLIAMS, CLARK & CO. 


La France Shoe for Women 





> ene a 






See preceding pages 
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No. 44 


Herman’s Army Shoe 
Vamp, Tip and Top cut from High-grade Rus- 


set Leather. built on the Popular Munson Last. 


Side Seam. Blucher Pattern, Soft Toe (no box), 
Half Double Sole that’s a wonder for service. 
One-inch Heel. 


In Stock: C, 6 to 11; D, 5 to 12; E, 5 to 12; 


EE, 5 to 12 


Cc 














Read ly r 


To “Ring the Bell” 
and REPEAT 


Here are two HERMAN staples— 
shipped from stock—that will keep 
your cash-register playing a “prof- 
it” tune through the comiing winter 
months. " 

The materials in them were con- 


tracted for, long before the leather 
market went up. At today’s mar- 


ket—they represent unusual excess’ 


value. Yet our trade-prices are 
still at the low-water mark. 


Wire your order—and we'll 
“Say It With SHOES’’! 
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No. 851 


Herman’s Navy 
Pattern Blucher 


Regulation Na Pattern on the 
fine —_ et Last. Whole 
Quarter Blucher, made of feed 
quality Gun Metal Calf. f- 
double Sole with Rubber Heel. 


In Stock: D, E, EE widths, ked 
7 009.6 009.7 t09, 6 to 10: 6 to ll 
to 11. 







5 
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JOSEPH M. HERMAN SHOE COMPANY 
MILLIS Gostonr~159 Lincoln StreeE MA SS, 
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“ ‘The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Just As Good As Educators? 


The American public buys what it wants—not what individual sales people think is just as 


good. 


Our files contain letters from consumers from every section of the country, complaining 
that some clerk had tried to sell them something supposed to be “just as good” as Educators. 
These people did not buy the substitute. We serve them either through 15,000 Educator 


dealers, or by direct service. 


Educators have become the Standard of Comparison. They are the pioneer orthopedic 
shoes of America, made for the whole family. They have been on the market for twenty 
years and have given satisfaction to millions of people. 


Public opinion has condemned the “just as good” comparison. That is one of the reasons 
why Educators have the reputation of being the fastest selling shoe stock in the world. 


Persistent and truthful national advertising has told and is telling the story of Educator 
sensibility in every section of the country. 


You, Mr. Retailer, would call an Educator Department your biggest money-maker. Let us 
ship you a small stock at once. A trial will be the permanent convincer. 


RICE & HUTCHINS 


INCORPORATED 
BOSTON U.S. A. 


EDUCATOR 
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Can Cycles Be Harnessed to Business? 


Keep Practical in Your Business and Don’t 
Leave It All to ‘‘Cycles”’ 


HE things that make news are the inconsistent 
"tings of life, such as the fact that in Boston, 

the home of the baked bean, it is known that 
most of them are baked and put up in Pittsburgh. 
Inconsistent as well is the fact that most of the 
“Squares” in New York City are triangles and circles, 
or just junction points. We could cite hundreds of 
inconsistent things of a similar nature. 

A consistent body of statisticians met in New York 
the other night for the purpose of making a study of the 
shoe industry to see whether it could be charted and 
diagrammed like pig iron, stocks and bonds and the 
basic items used as business barometers. The members 
of the shoe industry who spoke that evening apologized 
for the fact that this industry had done so little statisti- 
cal research as to be an exception to the general rule. 

They need not have apologized, for it will be many a 
day before a statistical foundation will be made of that 
branch of the industry that concerns itself with fashion 
in footwear. The whim of a woman for a pretty style 
that is out of the ordinary might throw into hopeless 
confusion every chart showing peaks and valleys of 
business progress. In England today they are putting 
alligator and reptile skins into fancy trimmings in 
women’s shoes. A similar call in this country would 
certainly throw out of gear any factory production 
schedule from the tanner through to the shoe manu- 
facturer. It is difficult to chart an inconsistent subject 
like fashion. The more fashion gets into shoes the more 
difficult will be the setting of rules by means of the statis- 
tical measure. There has been somewhat of a revolu- 
tion in style, in the change from the flapper to the 
stylish lady of the moment. This is best expressed by 
Marshall Field & Company, when they say, “Meeting 
the World with Poise.” “It is poise, after all, that 
enables you to meet so successfully and charmingly all 


the many and varied experiences that come to a woman 
of the world. And poise comes largely with confidence 
in the ‘rightness’ of your clothes.” 

It is such intangible things as these that mean the 
sale of more or fewer pairs of shoes. The.dignity of 
costuming has struck a new note in longer skirts which 
may also have an additional effect upon the industry 
by making shoes less conspicuous. The shoe industry is 
dealing with a high fashion article and in so far as pro- 
duction of that pleasurable and profitable commodity 
is concerned the regulation of the artist by a statistical 
graph is hardly possible. Nevertheless, there are 
statistics.of industry:that must be compiled. Business 
men will want to know the relation of the production 
of shoes to the amount of machinery in factories for that 
purpose, and also the relation of output by factories to 
consumption by the public. These statistics would 
have a great economic value to the trade. Also, it is 
necessary for men in the shoe business to study the ups 
and downs of general business and the inter-relation of 
the shoe and leather business with other great in- 
dustries, 

We are on the eve of a great statistical period of 
business, but it should never be allowed to conflict with 
the artistic development of an industry which is “mak- 
ing beautiful things useful and useful things beau- 
tiful.”’ 

The popular thing to do today is to study business 
from the viewpoint of “Cycles.” There is a new 
organization that is worthy of a tremendous amount 
of study. The work of Babson and the Harvard Com- 
mittee on Economic Research and other universities 
in the charting of business cycles, the peaks of pros- 
perity and the valleys of depression have stimulated 
the curiosity of merchants and manufacturers as to 
their being put into usable form. 
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It has been asked “Can the cycle be caught and 
tamed, can the curve be flattened, can the arch of the 
pendulum be turned and if so what then?” 

We are dealing with the cycles theory in the shoe 
industry in many different ways. The “button” 
people say that the cycle of demand for button shoes 
is not far distant. The same is true of the men inter- 
ested in “boots” and the area of leather. Perhaps the 
return of colonials can be called a cycle movement. 
At any rate, everything from sun spots to weather, 
crops and customer demand has been put into the 
theory of cycles. 

When so many practical men failed in 1920 and are 
in doubt in 1922, some effort should be made to develop 
an economic background of business, to see whether 
there is any such thing as a safe path on the cycle 
theory. The business man is now open minded to the 
point of view of the economist who has given careful 
thought to the ups and downs of business procedure 
in the past. 

The statistician is able to gather facts as to business 
experiences and may be able to give a background for 
many decisions for the future. Methods of research 
vary widely in different businesses. 

The law of supply and demand, however, has some 
relationship in the shoe business to the pig iron trade, 
the building trade and any other “big pay roll’’ indus- 
try. Itis for that reason that the shoe industry is:going 
to put itself in the position of studying the cycle theory 
to see if it proves “buying demand.” 

The best summary of the whole theoretical considera- 
tion of cycles is given by Wallace B. Donham: “The 
business cycle is perhaps more important to business 
men than any other phase of the economic background, 
and economists have been for many years working on 
its phenomena. Notwithstanding this fact, business 
men were almost wholly unprepared for the depression 
of 1920. 

The difficulty is that the studies of the 
economist had not generally been carried far enough 
into the executive problems of specific industries for the 
executive to use the results in his own business, and 
much more work has yet to be done before these results 
will be fully available. Each executive always feels 
that his own business is different from others. To a 
certain extent he is right, for the broad economic forces 
affect different industries with varying intensity and 
at different times, but no industry is immune from the 
operation of these fundamentals. This feeling on the 
part of the executive that his business is different can 
be offset only by economic studies made from his 
standpoint, which are developed to the point where 
each manager may see how his business is in fact 
affected by these forces, and may understand the rela- 
tion of his particular industry to other industries. 

Therefore, the best advice we can offer is keep an 
open mind on “cycles’”’ of business for there is more 
understanding of your own business by an acquaintance 
with the other fellow’s business. 
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The Tax on Coal - 


ND now comes a new state tax. One of the most 
revolutionized decisions has just been handed 
down in a Pennsylvania coal tax law. ‘By this legisla- 
tion, Pennsylvania is capitalizing the advantage 
nature gave her. Each and every ton of anthracite 
coal is subject to a tax of 144 per cent and the value 
thereon can be imagined by the revenué obtainable in 
53,000,000 gross tons. oe 
If a state is permitted to put a tax upon 47 other 
states because of a natural monopoly, what is to pre- 
vent state industries doing likewise. The cotton 
states could pay all their bills by a percentage tax 
penalizing other states not able to raise cotton. Cali- 
fornia could pay all of her bills by a tax on fruits and 
raisins. In spirit, the tax on coal is that of an export 
tax‘and violates the spirit of the federal system of the 
United States in that it levies charges collected by one 
state from other states. 


The Test of Service 


OR more than forty years the Recorder has been 

the leading paper in the shoe field. It has added 
prestige and dignity for every one of those forty years 
and this standing— 

Is our capital stock. 

Over ten thousand merchant subscr:bers to the 
Recorder regard it as a friend. They look to it for 
ideas—for help—for counsel and guidance. The Re- 
corder regards each subscriber more highly than an ad- 
vertiser—although it is from the latter that it gets its 
income—for it is upon the effort “over the fitting 
stool” that merchant, manufacturer, tanner and every 
worker benefits. 

The editorials of the Recorder are written with but 
one purpose—to serve the great retail structure that it 
reaches. They are not designed to serve a purpose for 
any user of advertising space in the paper. 

The Recorder organization is jealous of its reputa- 
tion—is confident of its ideals—is enthusiastically in 
support of its principle. 

The Recorder looks upon the advertising within its 
covers as a service to its subscribers—to make them 
better merchants—to help them do a better business 
and consequently considers well—the right of every 
advertiser to use its advertising pages. 

Every manufacturer whose advertisement appears 
in the Recorder has backed his judgment of the right 
shoe—with real money paid to the Recorder for the 
privilege of showing you the shoe and telling about it. 

Bear this thought in mind. They are paying money 
for the privilege of talking to you through the Recorder 
pages. They have faith in it and in the type of mer- 
chant who reads it—and why? Because they have 
faith in their merchandise. 

The advertising pages of the Recorder contain 
profitable news. You should read them. 
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Boot and Shoe Recorder CREED 


Getting More Shoes Sold Right: not only “more” but “‘right;”’ sold for the right purpose, to 
the right wearer, in the right fitting, for the right price, at the right profit. This is the great 
problem of the retail shoe merchants. ‘The chief purpose of the Boot and Shoe Recorder is 
to help solve it; for this is the basic problem upon which depends the progress of the 
entire allied industries relating to shoes and leather; their production and distribution. 
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Page 
N.S. R.A. Convention Your Opportunity 
to Know What Is What 62 
In these days, when style shoes present most 
profitable possibilities, the big Chicago Show 
assumes tremendous importance. 


Telling the Public 
Facts you should know so that when a cus- 
tomer intimates that you are making too 
much money, you can answer intelligently 
and to the point. 


Make Your Store a Christmas Gift Shop . 68 
There are lots of things other than shoes which 
many of you have for sale. On their proper 
display depends, in large measure, the suc- 
cess of your pre-holiday business. 


What Is Your City’s Health Worth?. ... 


Let's forget shoes for a minule and give some 
real thought to a subject of much more impor- 
tance to humanity. Read this article, please. 


Recorder Ad-Visor Service 
Recorder Hosiery Section, Beginning on 
12 


Prices being kept down by over production. 
Sizes as important in selling hosiery as in 
selling shoes. 
Here’s how the retail shoe salesman can work 
with the hosiery department. 
The story of _—- hosiery department in 
y poem ~~ 2 
ull page o good iery styles. 
Hosvry Ad-Visor. 
How an Iowa merchant runs his hosiery de- 


partment. 
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The men who make the Boot and Shoe Recorder 
are trained to look at every problem from both 
points of riew. 

No man can aspire to become a good newspaper 
man unless he has acquired that mental habit. 

I sometimes think it would be a splendid thing if 
all business men could serve some sort of appren- 
ticeship in the newspaper business. 

Too many men are all one-sided in their point of 
view. They are always right—the other fellow is 
always wrong. Many of the unfortunate misun- 
derstandings between merchant and manufacturer 
could be cieared away if this good habit of studying 
problems from both points of view were indulged 
in a bit more freely. 

It’s a good thing to be in the right, 

It’s a better thing to be big enough to admit the 
other fellow is in the right. 
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From this arch will emerge the models chosen to display footwear on the runway at the N.S .R. A. Convention 
in Chicago 


Your Opportunity to Learn What Is What 


Months of Training and Careful Selection Dominate the Production 
of Correct Footwear Revue 


By E.C. 


ji best theatrical performance you ever at- 


tended was the one in which the actors and 
* actresses portrayed the characters which they 
represented in the most natural, true to life manner. 
It may not have occurred to you that the ease, grace- 
fulness and naturalness was acquired only by day after 
day and{month after month of hard work, application 
and training. Good actors are not trained over night. 
The men, women and children who will appear on the 
runway at the National Shoe Retailers’ convention 
January 8, 9, 10 and 11 are 
trained actors and actresses. 
This does not necessarily 
mean that they have all 
appeared behind the foot 
lights—although many of 
them have had this experi- 
ence—but it does mean that 
each one of them has gone 
through a special course of 
training to enable them to 
correctly display the shoes 
being shown. 


The Men Behind the Guns. 


To produce and stage a 
great style show is not the 


The ceiling beams will be concealed by two-tone drapes—also 
the columns supporting the ceiling 


LOGAN 


work of a minute nor the job of an office boy. One 
of the first acts of the 1923 convention committee 
was to engage Mr. and Mrs. Beck, who staged the show 
last year to again supervise and direct this part of the 
convention program. 

Mr. Beck is production manager of the Orpheum 
Circuit. His years of successful conduct of this vaude- 
ville organization, his experience in training people to 
act, eminently fits him as a producer of style shows. 
His experience last year and his almost constant contact 
with shoe manufacturers 
during the year has given 
him an insight as to how 
shoes can be best displayed 
on a runway; and how a 
runway should be con- 
structed to show the shoes 
to the best advantage. 

All of these things have 
been taken into considera- 
tion in planning the forth- 
coming shoe style revue. 

It is of prime importance 
to select the right models to 
begin with, The one hun- 
dred and twenty-five models 
who will appear on the run- 





December 2, 1922 


way have been selected from approximately eight hun- 
dred applicants. 


Good Feet a Prime Necessity 


Many girls who have spent years as models for gar- 
ment houses had to be rejected because they did not 
have good feet, or because weak arches, metatarsal 
trouble or some other foot ailment made it impossible 
for them to correctly display footwear. 


Artist's drawing of a portion of the stage setting in the Chicago 
Coliseum 


Garment houses in selecting models endeavor to get 
women of pleasing personal appearance, good looking 
face, good form and graceful movements. All these 
attributes, are desirable in shoe style models but more 
is required. 

It takes a model with strong arches and an elastic 
step to show footwear to the best advantage. 

Each applicant who has passed the preliminary tests 
by Mr. and Mrs. Beck has been sent to some leading 
shoe store where a more thorough examination of the 
feet has been made and the correct size of the shoe 
needed has been determined. 

Chicago shoe merchants are co-operating to the 
fullest extent with the local convention committee and 
with the Correct Footwear Revue Committee in deter- 
mining the correct size. 


Personality a Big Factor 


Only a comparatively few shoe manufacturers who 
will show their product on the runway can personally 
come to Chicago and select their model from the applica- 
tions on file. The committee is therefore listing, with 
the name and shoe size of the applicant, certain traits 
of personality. They recognize that a woman to show 
corrective footwear or sport footwear must have certain 
characteristics that will be consistent with the wearer 
of these shoes who will buy them in retail stores. A 
woman to show golf shoes, for instance, must be of an 
athletic type and must know something about the game 
of golf. She must have clothing that is correct for the 
pursuit of the game. 

The same analysis is necessary in selecting the models 
who are to dispay afternoon and evening footwear. 
Even the hosiery manufacturers can rest assured that 
the committee will provide a model well qualified to 
display hosiery of various types. The manufacturers of 
boudoir slippers, the manufacturers of shoe ornaments 
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and the tanners of leather can well leave up to the 
committee the selection of a model to show the product 
that will be displayed on the runway. 


Actual Training in Progress 


The new runway which is being constructed on the 
inside of the balcony and which will extend a distance 
of 700 ft., around the balcony opening. is different from 
any other runway ever built for a style show. 

At intervals of twenty-two feet all around the entire 
length of the runway will be pedestals upon which each 
model will stop and display to the best advartage the 
footwear she is wearing. 

It takes special training to teach the models how to 
properly walk the runway, how to properly mount the 
pedestal and how to properly display the shoes. 

To provide for this training the 1923 Convention 
Committee has taken over the use of a large room at 
117 N. Wabash Ave., where Mr. and Mrs. Beck are 
putting the models through a course of training. 


Goldberg Back from Europe 

Julius A. Goldberg, O’Connor and Goldberg, who is 
Chairman of the Correct Footwear Style Revue has 
just recently returned from an extended trip through 
Europe. He made it a special part of his business while 
in Paris, Berlin, London and other cities of Europe, to 
study the style situation and to study in detail the 
arrangement and production of Style Revues. 

Many of the ideas which Mr. Goldberg picked up on 
his trip abroad will be incorporated in the Style Revue 
at the forthcoming N.S. R.A. Convention. Some 
ideas that are entirely new to American theatrical 
and Style Revue producers will be sprung at this, the 
greatest of all Style Revues. 


A Scene of Rare Beauty 


Last year the beauty of the Style Show and probably 
its effectiveness were marred by the dirty, unsightly 


No expense has been spared to make the convention setting as 
beautiful as a fairy grotto 


appearance of the big beams and ceiling of the Coliseum. 

In order to make the show as beautiful as possible in 
all of its appointments the committee is spending 
thousands of dollars in two-tone drapes for the ceiling 
and columns of the Coliseum. Not a beam nor a spot 
of dirt on the ceiling will appear. All will be covered by 
the drapes tastefully and artistically arranged. 
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No other runway has ever been more brilliantly 
lighted and at no previous show has the decorative 
effects, the backgrounds, the columns, the curtains and 
the stage been so elaborately prepared. 


Salesmanship and the Revue 


Real salesmanship is said to consist of seventy-five 
per cent acting and twenty-five per cent talking. 

The real object of the shoe style revue is to sell the 
footwear shown to the merchants in attendance in 
order that the merchants can in turn sell style and 
especially the styles shown to their salespeople and to 
their customers. 

It would be impossible for a manufacturer through 
any other medium to as effectively sell his style ideas 
and his merchandise to so large a group of progressive 
merchants as is presented by the correct footwear revue 
of the N. S. R. A. Convention. 


Ideas for All 


Likewise, it would be impossible for any merchant to 
get in any other way so comprehensive an idea of the 
style trend, to crystalize in his own mind the styles that 
are good and that will be good for the forthcoming 
months, as can be obtained by watching these trained 
models on the runway. Nor, is there any other place 
where he can get as many thoughts and ideas for his 
sales talk to put over the merchandise on his shelves and 
the merchandise which he has bought as he can get at 
the side of the runway. 

No matter whether he is interested in men’s shoes, in 
women’s shoes or in shoes for misses and children; no 
matter whether he is particularly in shoes for dress 
occasions, for sport wear of for comfort, thousands of 
ideas will be presented for his absorption. 


Carry a Notebook 


Last year many of the most progressive merchants 
were seen sitting by the runway with a notebook and 
pencil busy. All through the year these merchants have 
been referring to that little notebook in the selection of 
their styles, in preparing their advertising copy and in 
outlining talks to their salespeople. 

No man’s memory is sufficiently reliable to carry all 
of the worth-while information which he can assimilate 
during the four days of the N.S. R. A. Convention. 
A few notes jotted down in a little pocket memorandum 
book will provide him with data and ideas that are 
worth thousands of dollars if put into practice during 
the year. And no more important part of the conven- 
tion from an educational standpoint will be found than 
the Correct Costume Revue. 


Why I Belong to the N.S. R. A. 
By F. P. MEYER 
Fourth Vice-Pres. N.S. R. A. 
Eventually we must all come face to face with Truth, 
so “Why not now”? We may kid ourselves, we may 
fool our friends, we may hoodwink our acquaintances, 
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but we never can quite put it over Old Father Fact. 
Truth crushed to earth, even by a political steam 
roller, will ooze out somewhere in spite of all the liars 
and perjurers in the world. 

1 like to imagine that 1 am an altruist. 1 like to 
compliment myself that I do this or that for the benefit 
of the other fellow. That in my every act 1 submerge my 
own interests to further the interests and welfare of 
my fellow men. Sometimes I feel that I have suc- 
ceeded in my efforts at absolute, unselfish, altruism 
or rather should | say that 1 feel that sometimes | have 
succeeded. 

Only One Man ever lived who was a supreme altruist 
and that Man was Divine. 


“T’ve Joined Everything — But This is the Best.” 


For a long time | tried to kid myself that the motive 
which impelled me to become and remain a member of 


F. P. Meyer 


the National Shoe Retailers’ Association was one of pure 
unselfishness — that it was because 1 wished to benefit 
the rank and file of shoe sellers exclusive of myself. 
1 now face the fact and admit the truth.. My impelling 
motive was selfishness, pure and unalloyed. 1 wanted 


to get all that I could for as little as 1 could. And | 


got it. 

More good, both financial and intellectual, has 
accrued for me from my association with the N. S. R. A. 
than from anything that 1 have ever joined and 1 am 
some joiner. The educational advantages offered by 
the conventions held annually are remuneration far in 
excess of the money spent for membership. The oppor- 
tunities there offered to rub shoulders with men bigger 
in the business than 1 am have made me a bigger man. 
Each convention imbues me with greater ambition. 
No man is greater than his ambition. Anything that 
stimulates ambition, be it worthy ambition, is of in- 
calculable worth. What ambition more worthy than 

(Continued on page 70) 
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The latest trim- 
ming in Paris 
is tan alligator 
skin. This style 
in brown glazed 
kid, alligator 
binding and heel 
strip, made by 
Pemgia at a 
price of 350 
francs. 
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From the Paris Office 
Boot and Shoe Recorder 


All Styles in Good Style 


Paris Verifies the Style Condition 


Over Here 


HAT is good style is a matter of conviction 
\ \ on the part of the merchant, transmitted to the 
customer, and always based upon good taste. 

Why is it that many a shoe store sells the majority 
of its stylish footwear on one or two fundamental 
types that are in as good taste today as they were a 
year ago? It is because they are bought right and 
sold with conviction as to their good taste. 

There are but four classifications to all feminine shoe 
styles; namely oxfords, colonials, pumps and straps. 
They are like a team that runs all abreast in some 
stores, but in others some one leading style types may 
run far in advance of the other three. 

Here is where the fine distinction in successful mer- 
chandising comes into play—that merchant who can 
best determine which style is worthy of extra effort in 
buying and selling to insure the sale of more pairs of 
shoes is bound to profit in the long run. 

We feature on this page perhaps the very latest 
thing in footwear. It is the use of reptile skins as trim- 
ming. ‘There is no question but what the shoe industry 
in its effort to get distinctive effects in stylish footwear 
is searching out all the available materials for that pur- 
pose. The garment man has infinitely more variety 
to his selections, whereas the good shoeman strives to 
hold to leather as the best material in general foot- 


wear. 
The experiments to date in fabrics, particularly 


satins and brocades, have been so successful as to make 
positive a long and prosperous future in these materials 
for shoe wear. 

Getting the point of Paris on style is a general habit 
not only in shoes but in all garmentry. It is for that 
reason that an observation by a famous film star has 
its advantage in that it is accepted by thousands of 
women as being a rather accurate observation on her 
part. Norma Talmadge has issued through the Cos- 
mopolitan News Service a rather interesting observa- 
tion on style. It is a printed conclusion that bears a 
very interesting message to the merchant who has a 
store full of styles and who has doubts on most of them. 
It should help him to correct his style viewpoint and 
to emphasize to his staff the fact that the shoes that are 
in stock in his store are salable if sold to harmonize with 
costume and to keep within the confines of good taste. 
Style that does not stand up to this definition can hardly 
be called style. The wrong style is one of the perish- 
able by-products due to errors in buying, and should be 
closed out immediately. 

Here is the message by Norma Talmadge; having 
somewhat of a bearing on Spring attire of the very ex- 
clusive dresses. It should not be literally interpreted, 
but should be adapted to the needs of your com- 
munity: 

“I’m direct from the Rue de la Paix, and the first 

(Continued on page 74) 





BOOT AND 


Ui | Chis spile represents one pair of a size on one style 
|] lustrates the acme of shoe store service ~ 
stocking 119 pairs of shoes to be able to have ready 

width when you call.No other 
? > comes)anywhere near this in 
size and width service. the 
is a 
selection and skillful gr 


and 


precisely s 
apparel mercha 


proper size and wi 


' ' Ss: ' 
RAA | ZAA | 2%AA] SAA 
Size ' ' ' i 
nA 2A ve 3A ” 
' 


' ' ' 
ab 2B 2% 3 nB 


' 12 Siz ' ' 
(Ya, ac Cc c 


i 2 ! ! ' 
' Oo Oo 


S'ZE | Size cze SIZE | SIZE | SIZE 


' ' ’ ' 
Iva EE EE | 2n€E) 3 SvEE| 4EE 


SHOE RECORDER 


December 2, 1929 


" 





anted style on your 
atter of anticipation, 
ney~ 


Have you ever told the public in your window what sizes mean to shoe store service? 


Style Shoes Are Perishable Articles 


Can the Public Be Told the New Status of Footwear Wherein Fashion and 
Sizes Cause ‘‘Spoilage’’. 


out with one or more of his close friends and 

customers, the possible effect upon the public 
mind of any broad movement for an increase in the 
price of shoes at retail. The general comment has not 
been very encouraging. Too often the friend or cus- 
tomer says that the public, represented by himself and 
others, feels that the price of shoes should still go down- 
ward. Try a few test cases yourself in your own com- 
munity, particularly if it is a farming one and see 
where you stand on the possibilities of getting a better 
price at retail. 

Explains Values in Utility 


Mau an intelligent shoe merchant has tested 


The public is absolutely unprepared to accept 
increases on shoe prices and such resistances will be 
made and will assuredly be stronger on the point of 
non-buying than on the outward vocal or the visible 
signs generally expressed through the newspaper 
columns. There has been absolutely nothing done in a 
national way to acquaint the public with the fact that 
shoes at whatever their price, are the cheapest article 


of wearing apparel, wear and utility considered. 
And now comes the factor added to that of service 
and fitting, namely—style. With style in footwear 
comes a complication of merchandising that must 
increase the price of shoes to the public in the year 
1923. The answer comes in the new viewpoint taken 
by both customer and trade in the article known as 
style footwear. Once shoes could be bought with an 
assurance that no matter what happened in the way of 
style changes, it still could be sold at a price of ap- 
proximately that of its initial cost, sometime in the 
future, whether it be one month or three years hence. 
That condition has entirely passed out of the shoe 
game and a shoe out of style is valueless, even for cut- 
up pen-wipers. 

Over 80 per cent of the footwear worn by both men 
and women have style factors within it that makes 
shoes come under the classification of perishable mer- 
chandise. We can now put the shoe merchant on the 
same merchandising level as the butcher and the 
green-goods grocer. Both the butcher and the vege- 
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table merchant realize that rarely can they sell their 
products out to the very last pound or pint. A certain 
percentage has got to be figured on spoilage and lack of 
demand. 

Look at your own shoe business and see a very similar 
situation today. 

When such an eminent merchant as John Slater 
says that he has got to have 450 pairs of shoes to insure 
a sale of 300 pairs, it means a margin of left-overs in 
odd sizes and styles that are put into the unprofitable 
and possibly perishable class. 

Of what value as a sales article today is the 
Louis heel, Moccasin type of fancy footwear which 
were bought by many a merchant and wholesaler a 
year ago this time? The shoes were in many cases 
worthless before they were out of the cutting room; 
the style died before it was born. 


Throws Out “Spoiled Styles” 


Many a shoe merchant in buying that shoe placed 
upon it the average mark-up and figured that if he sold 
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every pair, or 90 per cent of the lot, he would make a 
tidy profit. In the sae of six pairs out of 48, he took a 
substantial loss because he had given himself no pro- 
tection on the sale of that style through an increased 
mark-up. Those shoes in any man’s stock today are 
not worth $1.00 per pair. If the merchant had been in 
any other line of apparel selling, he would have had a 
culling-up value in the goods that would have netted him 
something al least, but in shoes, once unsalable because 
the style is past there can be no alteration and readapta- 
lion of the shoe to a new style movement. It is a fixed and 
permanent object good only to the customer wanting 
that type of shoe and having the proper size of foot to 
fit it. How much of your stock is prec’sely this sort of 
merchandise? If you were a butcher or produce man 
how long would you keep spoiled articles? Do you 
clean up and clear out “spoiled’’ styles? 

Now carry on this very same line of reasoning to 
every wanted type of shoe in your store. What is the 
actual worth of that shoe when the style demand has 


passed? (Continued on page 74) 
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Make Your Store 
A Christmas Gift 


Shop 


By HELEN M. HANEY 


A first cousin of the flapping galosh made by S. Rauh & Co.,of New 


F you have not already published broadcast the fact, 

in clever newspaper @dvertising, in good sales letters 

to your customers, and m other publicity media, that 
many items in your stor¢ other than shoes would make 
practical and desirable Christmas gifts, get busy. And 
in the items enumerated, spats can be featured, with 
many resultant sales, because this year, more than ever 
before, is it true phat no footwear wardrobe of either 
man or woman As complete without them. Already 
spats have beén in unusually good demand. This 
demand can Be strengthened by surrounding spats with 
the Christrnas atmosphere, by attractive cartons, a 
bit of holly, or red ribbon, in store window and interior 
cases. Inother words, make the public thoroughly 
understand that holiday selling, in which spats play an 
important part, is now on in earnest. 


Reason for Spat Popularity 


The reason that spats have taken such a “spurt”’ this 
year can be directly attributed to at least two causes, 
the popularity of low shoes and lighter weight hosiery. 
It seems safe to 


York. Made in the popular otter shade, flaring tops lined with green. 


practical and stylish little companion, the spat. Many 
wide-awake merchants have this year placed the 
spat beside a Jow shoe and stocking in the store’s 
various forms of display. This grouping immediately 
linked up the spat with the low shoe and lighter weight 
stocking in the mind of the consumer who had been 
planning before this combination appeared as to how 
he or she could be thoroughly comfortable and yet 
fashionable during the near-at-hand cold days. For 
there are some few men and many women who will 
stand any amount of inconvenience for sweet style’s 
sake, but the great majority of the American people, 
especially the worth-while trade, have a regard for their 
health as well as for the mode of the hour: they know 
full well that by giving their ankles the proper amount 
of protection from icy blasts they will be enabled the 
longer to have ankles to enjoy. 


Longer Skirts and Spats 


Another possible cause for the popularity of the 
spat with women folks is the longer skirt. For those 
women who have 





say that the low 
shoe and lighter 
weight stocking 
—silk and wool, 
all silk, or lighter 
weight wool, will 
stay with us 
through the win- 
ter and spring; 
and it is equally 
safe to say that 
these two 
“chums” will 
send out a con- 
tinued S. O. S., 
call for their 


, 


A ing of Tweedie bool-lops, sport and dress spat with shoes to correspond; the new 
er lace scarf ond other Chrisimas gift accessories. : 


lengthened their 
gowns to seven, 
eight, or nine 
inches, there is 
now a more 
graceful combin- 
ing of spat top 
and skirt hem 
—the margin of 
two or three 
inches of hosiery 
expanse is in the 
opinion of many 
women not as 
good looking as 
the omission of 
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A dressy street gaiter in fawn with satin stripes at top 


this margin, with the skirt either meeting or just falling 
over the top of the spat. 

All this is for street wear, the man or-the woman 
spat wearer is also keenly alive to the fact that spats 
are very readily removed when in a warm room and 
that he or she need not be uncomfortable with too 
much foot protection—in other words, spats take the 
place of extra heavy hosiery on the street, especially 
when worn with the longer skirt, and offer none of the 
irritant factors of the heavy woolen stockings when in a 
warmer temperature indoors. . 


Spats Preserve Ankle Symmetry 


Another argument for the spat is the fact that it 
gives good sport support to the ankle and helps to 
preserve its symmetry—that is, if it is fitted correctly. 
And spats must be well fitted or they lose their style 
and shape and spoil their value to the retail merchant 
as good sellers. 

Much depends upon the height of the customer’s 
instep and the size of ankle. In a woman’s size, a 6144 
shoe will often take a size 5 gaiter perfectly, but while 
one size under the shoe size is the rule, there are many 
exceptions. Then again, different makes of spats 
differ slightly as to sizes—so to the experienced fitter, 
the size mark- 
ings do not 
amount to very 
much—it is the 
size that fits the 
ankle and the 
lower limbs the 
best. 


An Ad That 
Sold Spats 


_A clever ad 
which recently 
appeared in one 
of: the daily 
papers showed a 


A Christmas gift wardrobe suggestion for men, featuring the spat in medium gray box cloth 
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A sport gaiter in brown, with brown and red plaid top 


ten button spat and a woman’s draped skirt. This 
skirt had the new, uneven, hem line, so that one part 
hung over the top of the spat and the other part per- 
mitted a bit of hosiery display. This ad stated in 
part—‘The fascination of a dainty foot and ankle is 
enhanced by spats that present a custom fit. Our 
spats fit the ankle with that custom-made snugness. 
We have a large assortment for men and women.” 
That ad sold spats. Its theme might be well worth 
repeating by many another retail shoe merchant. 


Popular Sizes and, Sellers 


In women’s sizes, 5 and 6 are popular sellers; in a 
man’s size, 7 is a favorite. As to the most popular 
shade, many merchants find that women like the shades 
of brown, with otter or fawn predominating; grays are 
also good sellers to women and to men too, who usually 
take the darker grays or browns. Men also like black. 
Once in a while a white spat will be chosen by the 
fastidious woman, or man.—and in the latter class, 
we must include the Fascisti premier, Mussolini, 
who we note, recently appeared at the Lausanne 
conference, shod in patent leather shoes and white 
spats. 

The seven or eight button ~- for women, and from 
that height to 
twelve buttons, 
are popular this 
year. Good sell- 
ing prices in the 
best women’s 
grades are from 
$2.75 to $5.00 
for the short 
spats to $4.50 to 
$7.00 for the 
twelve button 
heights. Men’s 
spats range from 
$2.00 to $4.50. 
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Spats For Sport And Dress 


There are many kinds of spats—the full dress spat 
and the sport spat; the plain top and the satin trimmed 
top; the boot top, which makes the shoe and spat look 
exactly like a boot with a cloth or leather top, as the 
case may be. One of the new.spats to make its appear- 
ance is of suede leather, patent leather trimmed at the 
top; there is also the flaring top spat, which doubtless 
received its inspiration from one of the new novelty 
gaiters which have recently made their appearance. 
The flaring top is oftimes lined with red or green, or 
black satin, making a giving touch of color which is 
very pleasing—or for those who like all the same shade, 
the lining of silk.or satin matches the outside of the spat. 

As to the materials used, box cloth is a favorite—so 
are Worumbo, and suedes; broadcloth is used generally 
for the medium priced spats; here and there we see 
satins, and linens in the summer time. The better 
grade the material, the better the spat retains its shape. 
Cheap material in spats does not pay, for it is difficult 
to fit spats made therefrom—and even suppose that 
they are carefully fitted, cloths which are not firm soon 
get baggy, and lo and behold the spat has descended 
from an article of fashion into an unsightly mass. 

It is well to call the attention of a woman customer, 
who may object to the price of a good spat, on the 
ground that some lower grade store than yours may be 
offering spats for $1.50, or perhaps 89 cents, that a 
cheap spat will cheapen her entire costume; that your 
spat will not spoil the appearance of her costume, even 
when she has given it a long period of wear; that it will 
retain its shape and beauty just as long as it may be 
worn, and moreover, that it will wear for a long time; 
that one pair of spats at $3.50 are a better investment 
than three pairs at $1.50. 

And moreover, that it pays the customer to invest 
in a good spat for the reason that it can be easily 
cleaned. Most customers clean their spats themselves, 
in which case, the spats can be placed on a little paste- 
board form, which is readily made with two pieces of a 
paper box the length and width of the spat, a solution 
of lux in lukewarm water and a sponge will make the 
soiled spats as good as new. The merchant could 
supply the two pieces of cardboard if he so wished and 
could have printed some slips giving instructions as 
to the simplicity of the cleansing process. Another 
good cleaner, which can be applied in the same way is 
energine. 

Little Brush Effective Cleaner 


Still other agencies are cleaners which are put up 
by some of the spat people, which can be effectively 
used with a little brush, with stiff bristles, and the free 
hand used for a support on which to rest the spat during 
the cleansing process. In any case, there should not 
be heavy rubbing—light sponging or brushing will be 
sufficient. The entire surface should be covered evenly, 
so as to avoid rings or rims. The spats should be 
thoroughly dried before again wearing. 
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Your Opportunity to Learn What 
Is What 


(Continued from page 64) 


that to be a better business man. By becoming such we 
not only increase our worth to ourselves, but also to 
our family, our posterity and our country. To build 
a better business is to build a bigger nation. 


Growth Almost Phenomenal 


From an incipient infant of organization just a few 
years ago the National Shoe Retailers’ Association has 
grown to one of power and prestige second to no other 
in our nation. We maintain a permanent headquarters 
office in Chicago, which should be a source of pride to 
every shoeman; we maintain legal counsel at our 
national capitol who guards our welfare and protects us 
from inimical legislation. Thus many, many times 
during the World War and the reconstruction period 
was our craft saved from the passage of bills that might 
have brought about ultimate disaster. 

The N. S. R. A pays a retainer of $5000 per year to 
the Harvard Bureau of Business Research. This 
service is open to the smallest as well as the largest 
member of the organization and could not possibly be 
maintained without organization. Here a shoeman 
may get expert advice on any business problem at a 
nominal fee. 1 count it the Big Benefit of The Associa- 
tion and have availed myself of it many times. This 
service to the shoeman is on a par with the service ren- 
dered by the actuary to the insurance company or that 
of the engineer to a company of builders. It points out 
the safest road and makes the going easier. 


What Has Been Done— What Will Be Done 


Here and there, now and then, someone bobs up 
with the cry “What has the National Shoe Retailers’ 
Association done; What is it doing; What does it intend 
to do; Where has all the money gone? Let’s investi- 
gate.”” That’s right—they should investigate. Then 
they will find out what has been done and what is 
doing. About the money; some of it has gone of course, 
which is only as it should be, it takes money to make 
success of anything. But let me say to the inquisitor 
that all of the money is not gone. There is a nice 
little amount in the treasury. And that is as it should 
be. No business is a real business without finance. 
Our National Shoe Retailers’ Association is not only 
business, it is now among that class of business called 
Big Business. 

Investigations are always in order, in business affairs, 
municipal affairs, state affairs and National affairs. 
Some one always wants to know the whys and where- 
fores. And that is right too. . Investigations are the 
balance wheels in the machinery of business operated 
for public or mass gain. But because of them or the 
need of them there can be no possible reason for abolish- 
ment or even disparagement of the business, association 

Sor organization in question. 
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What Is Your City’s Health Worth? 


It Is the Plain Duty of Every Retail Merchant to Heed the Moral of This 
Story—and Then to Act 


of the city of Hamilton sat in the aldermanic 

chamber pouring over the mass of figures dealing 
with the budget for 1922. They were discussing the 
budget of the Board of Health and the Mayor was say- 
ing, ‘“What’s the use of listening to those tuberculosis 
people and their plea for a full-time health officer? 
Old Doc Ward is good enough. He'll do what we went 
him to do and we can get bim for half the money that 
one of those new-fangled health officer chaps from the 
school will cost. Besides. if we don’t put the money 
into the health department, we can have all the more 
to use on roads and pavements.” 

As he finished speaking a stranger with a gaunt and 
hungry appesrance staggered into the room, evading 
for the moment the watchman at the door. He had 
overheard the Mayor’s remarks and in a voice that 
seemed to come almost from the grave, he spoke: 
“Say, Mr Mayor, I'll tell you what’s the use. 1 might 
have been worth a hundred-thousand dollars to this 
here town if you would’ve been on the job ten years 
ago and had had a decent health officer, a decent way 
of preventing tuberculosis, and had told me what 1 
ought to have known. I had a good job, I was beginning 
to produce in large sums for the city and could have 
added a lot of money to its wealth. Look at me now! 
I ain’t worth a nickel and what’s more, you have got 
to keep me. 1 am not an asset. 1 ama liability. Say, 
Mr. Mayor, multiply me with a hundred or more and 
you will see whether it is any use!” 


Have You Given Your Share? 


He staggered out of the room, his message told, and 
the budget committee sat in silence for a few moments. 
A representative from the fifth ward finally spoke: 
“That fellow’s right. It pays to prevent disease and 
when you get right down to brass tacks, boys, the city’s 
wealth is not in its pavements, nor its fire department, 
nor its schools, nor its factories, nor its banks, but in 
the health of its citizens. We have got to provide 
means for preventing tuberculosis, and 1 shall vote for 
a health officer and for all the other things that the 
tuberculosis society wants. 1 am not going to take a 
chance of letting my kids grow up to be a wreck like 
that fellow and 1 don’t think you want to either.” 

This scene in the aldermanic chamber of Hamilton 
shows what a city’s health is worth. 

Take one single disease alone—tuberculosis. Sta- 
tistics prepared by the National Tuberculosis Associa- 
tion show that if this one single cause of death could 
be eliminated we could add 24% years on.an average, 
to every human life in the United States, and we could 


Tor budget committee of the board of aldermen 


add to the wealth of the United States $25,000,000,000. 
In other words, here is a preventable disease. The way 
to control it has been shown by repeated demonstra- 
tion. It is costing 100,000 lives a year in the United 
States at the present time. It means a loss to the pres- 
ent generation of $25,000,000,000. Is it worth while 
to control it? 


Does Your Community Labor Under This Burden. 


Apply these figures to a city of 100,000 and see 
what happens. If tuberculosis could be eliminated 
from a city of 100,000 as a cause of death, what would 
it mean? In the first place, it would mean a saving of 
100 lives a year at the present death rate. 

Then, in the second place, the community would get 
rid of the constant burden of at least 1,000 active cases 
of tuberculosis. Think of 1,000 consumptives in a city 
of 100,000 and that is not an exaggerated estimate of 
the number. It is based on sound experience. What 
are their potentialities for harm in spreading disease? 
What are the sufferings to themselves and their fami- 
lies? What are the losses in doctor bills, nursing care, 
community supervision, and in a thousand other 
ways? 

In the third place, removing tuberculosis from the 
community would add 2% years to every life, or to 
put it another way, it would add to the entire 
wealth a clean $25,000,000. 


A Sample of What Can Be Done 


But the question arises,—can it be done? And in 
answer we may say that it can, and very definitely 
that it can. Here in Framingham, Mass., for example, 
for over five years the National Tuberculosis 
Association has beenconducting special demonstrations 
to show that it can. In that length of time the death 
rate from tuberculosis has been reduced from 121 to 
40 per 100,000, a cut of 67 per cent. What Framing- 
ham has done many other cities can do, and more, for 
without doubt the death rate in Framingham has not 
yet reached the lowest level possible. 


Buy All the Seals You Can 


The national, state and local tuberculosis associations 
of the United States are carrying on with the aid of 
the tuberculosis Christmas seal, a gigantic campaign 
of health, education and organization. The purpose 
of this campaign is to show the people of the United 
States how tuberculosis can be controlled. Every 
Christmas seal that you buy helps to save human 
lives. Buy liberally this year. The need is great, the 
possibilities are greater. 
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STREET --* TOWN 








With women the style appeal is 
always good. It is women who most 
often buy additional articles of 
wear while those they already have 
are usable. 

It takes more than style, though, 
to make men put a thing aside. 
Footwear is an exception. In the 
first place additional purchases in 
shoes do not mean throwing aside 
the old ones. 


What Act Are You in? 


Wherever you go, whatever you do, you 
are playing a part on life’s stage. Where- 
ever you go, whatever you do, opinions are 
formed of you by those with whom you 
come in contact. 

To have it said that you are well-dressed 
is more than just the fact of another’s 
tribute to your taste in picking clothes. 
It is a sign that your clothes are not more 
conspicuous than yourself. The very fact 
that your apparel fits well and feels good 
adds to your poise. You become better 
company. 

Good shoes are of prime importance in 
awardrobe. There are a good many styles 
in our stock today that you'd be better off 
physically and financially for having. 





Men’s interest in. : 
footwear depends — 
in great measure 
upon proper ap- 
peal to their im- 
aginations 
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It’s a Fact They Wear Longer 


“For a good many years I didn’t give 
much thought to shoes, Jim. When I 
needed a pair I just bought them. Went 
to a good shop, and they always had good 
patterns. But the idea is that I never had 
enough shoes. I never felt very keenly 
the need of more than a couple of pair at 
a time—that is until I let the salesman 
talk me into buying several pair. Now 
I get a lot of real enjoyment in shoes, al- 
ways have a fresh pair to put on every 
morning and I don’t know what it is to 
have tired, burning feet. Besides it’s a 
fact, they wear longer. Better try it,” 
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Rather it is based on a logical 
idea, increased wear in_ shoes 
worn —— and therefore an 
economy in the run, not to men- 
tion the unusual satisfaction in 
shoes thus worn. 

A little more ‘‘why”’ in copy is es- 
sential for men are guided more by 
their head than their heart. 


Good Jobs—Good Clothes 


Somehow there’s a connection between 
good jobs and good clothes. Good clothes 
mark one as a desirable business associ- 
ate. They reflect high standards and if 
they’re of good make they show an ap- 
preciation of quality on the part of the 
wearer. 

If you're on the way to the top why not 
let our shoes help you show it to those 
around you? Their quality is unmis- 
takable. It’s something that won’t wear 
off. They're not expensive either, 
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forHis Mind! 
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During the first years of work 
parents keep a close supervision 
over the youngster’s pay envelope. 
. Their interest in the boy's future 
is paramount, yet there is always a 
tendency to forget some of the things 
which mean little to themselves 
but everything to younger folk. 





Right now when your boy is in the 
formative period both mentally and phy- 
sically is the time for you to look out for 
his health. Bring him here often to be 
fitted to his shoes. His feet are growing 
as well as his mind. If his shoes are not 
right neither feet nor mind get a chance 
to grow. 

Moreover, the age when a boy wants to 
wear, “what they’re all wearing,”” means 
that he’s beginning to realize the impor- 
tance of looking“well. Bring that boy in 
today. If he asks for shoes it’s a sign that 
he’s growing up"normally. 


What Are You Doing for His Mind? - 


Clothes conscious- 
ness in boys is one 
cause of diffidence 
—the connection 
between neatness 
in dress and op- 
portunity is a 
vital one 
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Your Name Here- 
Address 











Who Gets the Job? 


The boy who’s hair is well-parted and 
whose shoes shine, we'll venture to say. 

His efficiency shows up in his clothes. 
His neatness will pick him out of the line 
invariably. It’s so all through life. 

That’s the way we feel about it and 
that’s why we make our shoes of manly 
style and good fit. The boy who wears 
our shoes will never feel apologetic or 
bashful. He'll know they look all right. 

He'll do better work. He'll make a bet- 
ter success—all things being equal. 





























Dorit Stifle Ambition 
in Your Boy 


L 


















































Yur Name Here, 


Address 














Selling must be done to the par- 
ents in a manner that will bring 
to their minds the importance of 
what seem little things. 

The youngster will a heart- 
ily. e wants good shthen. A 
talk on standards of dress, and how 
good clothes brighten the spirit and 
ability will give apparel a new sig- 
nificance in the eyes of father and 
mother. 





Don’t Stifle Ambition in Your Boy 


Today your boy’s mind is impression- 
able and inquisitive. He’s beginning to 
explore. His “Castles in Spain” are de- 
cidedly real to him. 

And his feet are just as pliable as his 
mind. If he is taught the lesson of looking 
out for his feet early enough it will save 
him a deal of misery later. 

As a starter why not bring him here 
regularly so that we may take care of his 
footwear needs as they should be. Let’s 
help you develop his ability, magnetism 
and thrift by keeping him well-shod. We 
know our styles will please you both. 
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Style Shoes Are Perishable Articles 


(Continued from page 67) 


Take the subject of sizes and make a study of where 
you are likely to be at the end of sixty days hence on 
certain end and odd sizes, left over because by chance 
no customer came in possessing that size and shape of 
foot. 

All these pointers are simply an emphasis of the ab- 
solute need on the part of the retail shoe industry of a 
“Telling The Public’”’ campaign—does the public 
know that styles are so perishable? 

There are grades of service in every town ranging 
from high style to no style and to fit any size purse. 
The public has been wonderfully served by an adaptable 
and considerate industry striving for public approval 
and patronage, and eager to put in styles wanted. The 
entire industry has got to be lifted up by its boot 
straps to a realization of what style means in the shoe 
business. It means added cost not only to the mer- 
chant but to the consumer because there must be 
waste and spoilage in choice articles in footwear just 
as there are in choice meats and fruits. 


A New Merchant Outlook 


! The industry has got to adapt itself to a new pictur- 
ing of shoe store service. The public’s mind is at least 
ten years behind the industry itself on the subject of 


service which it wants from the trade. The customer 
wants fine shoes in the latest styles at the lowest 
prices and considers neither size not selection in their 
true relationship. When a store has got to have sixty- 
five or more sizes available for instant selection by the 
public on precisely the type of shoe wanted, it is a service 
that has got to be paid for in either higher prices or 
increased volume. 


No Country Seems Better 


We are trying on these two pages simply to scatter a 
few high lights as to shoe store service so that the mer- 
chant can pick them up and carry them on to window 
display and personal explanation to the public as to 
why shoes are worth every cent that is asked. 

In no other country on the face of the globe is a 
similar service rendered at anywhere near this price. 
In England and France there is no such specialization 
and refinement of sizes and lasts. More shoes are 
made on fewer lasts and sizes in France and England. 
to the corresponding advantage of the factory and the 
store. 

We illustrate practical window features educational 
to the public on the subject of sizes. Does the public 
realize that the store has got to keep such a volume of 
sizes available for the use of one customer desiring that 
particular shoe? It certainly is well illustrated on these 
pages. 

We also try to explode the fallacy that the retail 
shoe merchant gets a tremendous profit on the sale of 
shoes to the public. We give the actual chart issued 
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by the Joint Agricultural Committee which you can 
well use in your store window to explain the narrow 
margin of profit that ultimately gets to the shoe mer- 
chant himself. . 

These are striking window features. They are 
worthy of being used. They are but the beginning of 
an unlimited amount of educational matter through 
windows, made possible by a request on your part from 
your factory for a shoe in all its parts that can be used 
as a constant explanation to the public of the fact 
that over one hundred hands and half as many machines 
are needed in the assembling of the materials of an or- 
dinary shoe. 





All Styles in Good Style 
(Continued from page 65) 


thing I’m going to do is tell just what are the latest 
fancies of fashion on that famous Parisian boulevard. 
It’s going to startle you to know that ANYTHING is 
the style in Paris. 

“Parisian women are not slaves to style. They are 
wearing dresses long or short, no sleeves or flowing 
sleeves, big hats or little, just about as they please. 

“French women are slaves to variety. Every woman 
wears what she thinks will become her best and cause 
the biggest sensation. The style in Paris is to be in- 
dividual and to change the style every five minutes. 


“The boulevards aré flaming with colors. There is 
a popularity for barbaric embroidery from Algiers and 
Egypt. They embroider with pieces of tin, bone, wire, 
anything—and in Oriental blues, purples and reds. 

“Leopard skins, snake skins, crocodile skins and all 
sorts of heathen skins serve as shoe leather. Some 
shoes have soles an inch thick. There are sandals of all 
colors and makes with miany straps, buckles and do- 
dads. 

“‘Turbans are fashionable. There are regular schools 
where a woman can go with three meters of silk and 
learn to wind a turban for herself about her head. 
After that she can buy all the silk she wants to, and 
have a new hat every day.” 

The shoeman is getting more and more interested in 
fashion news, and we supplement the above with the 
information from the Dry Goods Economist, that 
the coming Spring will be most colorful. The Econ- 
omist says: 

“Few people appreciate or know of the large ex 
penditure of time and money involved in the prepara- 
tion of designs and colorings expressed in the Spring 
1923 offerings of printed silks. Men of rare taste in 
color and design whose knowledge has become au- 
thoritative by long study in every field of art, have 
passed months in museums where rich treasures of 
Oriental art are assembled for examination. These 
specialists have also visited many places out of the 
beaten track seeking unique expressions of ancient and 
modern art in textiles.” 
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What Comes After Christmas 


A SSUMING that you have bought or at least ordered, all the 


“fixings” which you will need for your Christmas decora- 
tions—both interior and window— it will not be at all amiss 
for you to sit down some quiet evening and think over the various 
special trims which you will need during the first three months of 


the year. 


Prominent among these, in February, of course, is Washington’s 
birthday, but these big national holidays are always before us and 
not so apt to be forgotten as are the local holidays, the local society, 
and sporting events, etc., on all of which you can “cash in” if you 
will only plan ahead of time instead of waiting until the last 


minute. 


One merchant, of whom we know, has made it a habit for years 
of reading the society columns of his local papers, watching for 
society events of enough importance and interest to the class of 
people whom he serves to make it worth his while to recognize 
them in his window trim. Public balls and conventions are the 
most obvious of these. In the line of sports there are hockey in 
some sections, basket ball in all, and many others. Photographs 
of contending teams are not difficult to get, school colors are equally 
easy to have in one’s possession, sport equipment can be borrowed 
from your neighbor merchants who carry them. 


Why not try it out and see what happens? 
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THE WRONG LACES 
IN THE RIGHT SHOES 


Why is it that so many good shoes are ac- 
cepted by you with inferior shoe laces? 


Some shoe manufacturers have long. been 
aware that “CORDO-HYDE” Laces impart 
the final touch of quality. 


The manufacturer from whom you buy will 
agree that care of details count, and your sug- 
gestion to have your shoes come “CORDO- 
HY DE” equipped, deserves acceptance. 


Put on your orders “Equip with Cordo-Hyde 
Laces” and you will then secure for your cus- 
tomers the shoe lace that outwears by months 
ordinary laces, stays tied and never looks 
shabby. 


O.FA. MILLER TREEING MCH. CO. 


Shoe Lace Division 


BROCKTON, MASS. 





The Beet and Shee Recorder will appreciate your mentioning the publication in replies to advertisements, 
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Effective Type of Ready-Made 


Christmas Decorations 


Not How Profuse But How Unique Should Be 
the Guiding Thought in the Use of Decorations 


window have some unusual points of at- 

traction by which it may readily be dis- 
tinguished from all other windows along the 
same street and from the trims of competi- 
tors elsewhere. 

In the accomplishment of this, naturally, 
decorations play a major part. To gain at- 
tention, to be remembered and to cause 
comment, the window should depend, not 
upon a great profusion of small “dewdads” 
such as holly wreaths, sprays, paper bells, 
roping, etc., but rather upon one or two well 
placed appropriate decorative units that are 
out of the ordinary in character. 

Many such are obtainable, all ready to 
use, from the leading : 
artificial flower houses. 

Here are three worthy 
examples: 


|: is particularly desirable that a holiday 


A “Different’”’ Christmas Tree 


The Christmas tree shown above is a novel affair 
and very attractive. The tree being flat, it requires 
very little floor space—a feature of some importance 
at holiday time, when there is so much merchandise to 
be displayed and sold within three weeks. This unit 
is of'wood and composition. The coloring for the tree 
proper is green and white. It is ornamented with me- 
tallic discs in a variety of bright contrasting colors. 
The height of tree and box is 32 inches. It is made 
by L. Baumann & Co., Chicago. se 


A Pleasing Set Piece 


This appropriate background with its candles, holly 
and poinsettias, radiates the Christmas spirit. The oval 
panel is frosted over light green and the frame is silver 
metallics. The candles are pure white, with the light 
rays painted in yellow and red. The base, the plateau 
and the flower holder are dark green. Decorations 

consist of holly and poinsettias. This unit is 
made up in sizes up to 9 ft. long and 6 ft. high, 
by the Shack Artificial Flower Co., Chicago. 


Revival of an Old-Time 
Christmas Decoration 


Here is an original 
background placque 

with the old-time flavor in it 
—altogether new in design. 
A cluster of pine cones tinted 
with metallic colors, about 
which is festooned a holly spray 
in its natural green and red. 
The whole is mounted on ared 
or green satin medallion, fram- 


ed in a flittered scroll from 


which hang two red chenille 
tassels. The size is 14 inches 
wide and 34 inches long. It is 
designed and made. by Adler- 
Jones Company, Chicago. 
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a Feature of the 


Seasonal Window Back 





A Scenic Panel Like this adds charm to the window back 


That is a problem that keeps bobbing up from 
time to time. And sometimes it’s a poser! 

Now, with the winter holiday season just around the 
corner, there’s no dodging it. Something must be done 
about the window backs. There’s none too much time 
to do it in. No matter how simple the decorative 
treatment finally decided upon, it should be decided 
upon now. All needed materials should be carefully 
listed and ordered at once, to allow for possible delays 
in deliveries. 

So two consummations much to be desired, first to 
get right onto the subject of window backs and, second, 
to get some new thought on it, if possible. 

The window back has its limitations, of course—and 
these sometimes loom up so large before a merchant 
as to obscure from his vision its possibilities. Yet its 
possibilities are many. 


Tn. window back—how to get the most out of it. 


Functions of the Background 

At this season of the year (particularly as Christmas 
draws nearer), most shoe dealers find it necessary to 
have their windows rather “heavy”—that is, fairly 
well filled with merchandise. Hence floor space can- 
not be spared for a setting, no matter how attractive, 
which would materially decrease the merchandise 
display space of the window. 


So what must be done at this time is either to dress 
up the permanent back or else set up flat against it a 
temporary back, especially designed for the holiday 
season. Before being worked out in detail, this deco- 
ration, should first be assigned certain functions to 
perform, such as: 

Voice the spirit of the season. 

Suggest the need of seasonal articles. 
Convey an air of quality. 

Attract the notice of people riding past. 
Draw pedestrians from across the street. 





A type of subject particularly appropriate for the Christmas 
season 
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A suggestion for a decorative unit embodying a scenic panel. 


The lattice work is easily made. 


Poinsettias and holly, or other seasonable 


flowers and foliage, may be used in conjunction. 


If it is to accomplish some or all of these things, they 
must certainly be kept in mind when it is planned. 


Enter the Scenic Panel 


This year, in most sections, the first month or so of 
winter has been rather unwintry. Hence there is a 
psychological advantage to be gained in suggesting to 
the mind what should be anticipated. in this line for 
months to come. 

What could more pleasingly convey such a thought 





Another panel well suited to the holiday 
season 


than a beautiful scenic panel portraying the beauties 
of winter? 

Into such a panel can be woven memories of the old 
homestead, reminiscences of childhood days; of events 
and people associated with scenes of the past. Then 
the window, with its appropriate merchandise display, 
further suggests the time and the means for remember- 
ing in a material way the friends of the past and present. 
Thus the scenic panel is particularly well adapted to a 
background designed for the first two of the functions 
listed—voicing the spirit of the Christmas season and 
suggesting the need of seasonal articles of footwear for 
the family’s immediate use. 

Now let’s consider the scenic panel with relation to 
the other functions we have named. The mere fact 
of its being an original painting imparts a quality 
atmosphere to the window. And because it is a size- 
able, colorful unit, it exerts a drawing power on people 
either riding or walking past the store on either side of 
the road. 

Whether the merchant or display man decides to 
put in a special holiday back or to “doll up”’ the perma- 
nent back, the scenic panel can be adapted to the 
scheme. It can be made in any size and shape and in 
colors attuned to the surroundings. Above is sketched 
a suggestion for a simple, inexpensive setting consisting 
of lattice work trimmed with Christmas flowers and 
foliage. Christmas roping extending to the corners of 
the windows enhances the effect. Another method 
would be to set the scenic panel into the wood panels 
in the permanent window back. Again, draperies can 
be employed; letting them hang in folds just over the 
edge of the painting. 

. Photos by courtesy of Schack Artificial Flower Co., Chicago. 
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For speedy, positive action-- 
the new 


Repco Shoe 
Stretcher 





GHOE stretching is a little art in itself. 

The Repco Shoe Stretcher is designed 
scientifically and stretches shoes easily, 
quickly and without injuring them. 


The Repco Shoe Stretcher contains no 
springs, arrows or other troublesome parts. 


The blocks—shapely and carefully finished 





Repco Shoe Stretchers 
are made in nine sizes— 


No. 000 down to No. 6. 


Each stretcher is packed 
in an individual carton. 
Corn and bunion plates 
come with each stretcher 











—are made of fully seasoned maple and 
held together at the back by a strong ‘steel 
hinge. The toggle-jointed mechanism is 
controlled by a square-threaded screw of 
large pitch. 


For up-to-date shoe stretching use the new 
Repco Shoe Stretcher. 


For Sale by Shoe Findings Jobbers. 


UNITED SHOE MACHINERY CORPORATION, Boston 


San Francisco Branch, 859 Mission Street 


) J. K. KREIG, 39 Warren Street, New York 
UNITED SHOE REPAIRING MACHINE COMPANY, Boston 
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The Beot and Shee R der will appreciate your mentioning the publication in replies to advertisements. 
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An Exclusive 
Privilege of High 
Grade Shoes 


Ninety-five per cent of all the foot 
troubles and ineffectiveness of inner ap- 
pliances, as well as of corrective shoes, are 
caused by the use of the usual rubber or 
leather heel, it being responsible for the 
wrong position of the inner longitudinal 
arch in walking. 


The PIETZUCH WONDER ARCH GUIDE 
RUBBER HEEL prevents and corrects all foot, 
knee and ankle ailments, and assists all inner 
appliances and corrective footwear in their desired 
results. Its composition of black rubber, which is 
75 per cent resilient, and white rubber 25 per cent 
resilient, automatically guides the foot in a straight 
inside line, distributing equally the weight of the 
body on the feet as nature desires. 


Manufacturers and retail merchants of high 


grade shoes (only) should write for prices 
and samples. 


PIETZUCH’S 


PRONOUNCED PITS-YOU 


Wonder Arch Guide Rubber Heel Co. 


Station O Cincinnati, Ohio 
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STYLE----QUALITY----BEAUTY 
In W-K-C Shoe Ornaments 


(Special values listed below) 


‘“*FAN-TAN” and NEW TYPE COLONIALS 
Priced from $1.50 to $3.00 per pair 


In Stock for immediate delivery. Let us send you an assortment. 





RHINESTONE STRAP SLIDES---ATTRACTIVE DESIGNS 


$4.50 to $12.09 per dozen pair 
Send $6.50 for assocted dozen 


- K. CHANDLER, INC., Boston, Mass. 
oOorwL 


























Shoe Laces: 
“OLD RELIABLE” Brands 


Mercerized and Cotton 


‘“*RADCLIFFE” Narrow, Flat, Tub, Mercerized 
*““YALE,”’ Round, Mercerized 
“DUDLEY” and “C,” Round 


Your Jobber Can Supply You 


FRANK W. WHITCHER CO. 


Boston, Mass. MFRS. Chicago, Ill. 








The Best and Shee Recorder will appreciate your mentioning the publication in replies te advertisements. 
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The Uery Newest----At Popular Prices----Always 
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Women's Welts and McKays 


DONN D. SARGENT Co. 
SALEM, MASSACHUSETTS. 


FACTORIES BOSTON OFFICE 
407 BRIDGE STREET 195 ESSEX STREET 


Iwo Factories 
Capacity 5500 Pairs Daily 
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The standard Goodyear Wingfoot Heel, made in black, 
white and tan, for men's, women's and children's shoes 
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HE present popularity of Goodyear 
Wingfoot Heels is the direct result of 
outstanding quality and value. 


Goodyear undertook to develop a heel which 
could be guaranteed to outwear any other heel. 


To do this Goodyear Wingfoot Heels had to 
be of highest quality. 


This superiority soon brought popularity. 


So that today production of Goodyear Wing- 
foots greatly exceeds that of any other heels. 


And this immense production has brought 
down costs so that prices on Goodyear Wing- 
foots are now lower than ever before. 


Still quality has been strictly maintained. and 
even improved. 


So more and more people walk on Goodyear 
W ingfoot Heels—more than on any other kind. 


Have you seen the new Goodyear 
Wingfoot wedge-type heel for chil- 
dren’s shoes? Designed right and has 
the same quality there is in Goodyear 
Wingfoot Heels for grown-ups’ shoes 


ENGFOOT 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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‘‘For Fit That Never Fails’’ 


REG. US PAT OFF. TG.P CO 


SSIOLES 


In-Stock, At-Once Delivery 
From BOSTON, NEW YORK and CHICAGO 


LE 


—--—— 


Style 637 Price $5.75 


PATENT LEATHER COURT GORE 
TONGUE COLONIAL 


16/8 Wood Covered Louis Heel 
Turn Sole Cygnet Toe 
AA-D 
Carried In-Stock at 
BOSTON — NEW YORK — CHICAGO 


Order from nearest point for 


AT-ONCE DELIVERY 





Why Not Put TWO 
Good Names Behind 
Your Business? 


The one—your own—established through a 
policy of service founded on courtesy, conven- 
ience, value— 


And the other—the “Queen Quality’’ name— 
established in nation-wide confidence through 
a full quarter-century of style and manufactur- 


ing progress. 


That other good name—*‘Queen Quality”’—in 
your windows and on your shoes, brings not 
only an ADDED reputation for superior fit 
and style on EVERY TYPE OF SHOE NOW 
IN DEMAND—but also service and value 
(that you can pass on to your customers), un- 
rivalled in the women’s shoe field. 


If you want more and better business, we can 
show that the “Queen Quality” way offers the 
brightest prospects of success. 


THOMAS G. PLANT COMPANY, BOSTON 20, MASS. 


Branches: 


NEW YORK: 125 Duane Street 


CHICAGO: 207 W. Monroe Street 


SXEEEEEEREEED CREREEEE CoD. Sees. cue ee eee oAd 
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“For What We Are About to Receive—”’ 


HERE is an old and oft-repeated story of a 
[suet boy and girl crossing a pasture pursued 
by acrossram. As they were approaching the 
fence the ram was gaining on them and the little girl 
said, “Brother, pray.”’ All the prayer the boy could 
think of was part of the “Grace” repeated daily by his 
father, “For what we are about to receive let us be 
truly thankful.” 
At this Thanksgiving season there are a lot of shoe 
merchants who feel that what they have to be thankful 
for is “what we are about to receive.” 


Throughout all of last year, predictions were freely 
made that 1922 would bring a good, prosperous year’s 
business. Some merchants, many of them, in fact, 
have had a prosperous year; they have no kick coming, 
but there are many more who find themselves in about 
the same financial condition and in about the same 
position relative to gross sales and stock inventory 
that they were a year ago. 

Even at that, 1922 has been a better year than 1921. 
Stocks have been liquidated, old bills have been paid, 
credits re-established, fewer failures have been reported 
and business generally is on a sounder footing. 


It took longer to liquidate stocks and get on a new 
basis than was anticipated, but since the middle of the 
year industries of the country have generally been 
forging ahead at a rapid rate. 

Substantial dividends are being earned and paid by 
many concerns in every industry; individuals, firms, 
and corporations have paid off millions of dollars in 
loans to banks and the banks have, in turn, paid off 
their obligations to the Federal Reserve banks. 

A year ago a Chicago shoe wholesaler was called in 
by his bankers and plainly told that he must reduce his 
loans in an amount that at the time seemed to him im- 
possible. He went back to his store, called the sales 
manager, the credit man, and the publicity director into 
a meeting and explained the situation. They each 
worked out a plan that was submitted at another meet- 
ing. Every department got busy and all worked to- 
gether. About two months ago the banker again called 
the wholesaler to his office and said to him in effect, 


“Your loans are too low. Your stock must be too small 
to take care of the increased business which you have 
built up. Indications are that prices will stiffen up 
somewhat. Don’t you think it would be a good idea 
to stock up and borrow money from us to take your 
discounts?” 

This wholesaler has something for which he can be 
“truly thankful.”” He held and added to the confidence 
which the banker had in him and his house. Thousands 
of retail shoe merchants have had this same or similar 
experience. They have gained and held the confidence 
of their bankers and possibly more important, the 
confidence and good-will of the public of their respec- 
tive communities. 

Even though a merchant may not have piled up a 
large surplus in dollars, if he has built up a good name 
for himself and his store; if he has been “true blue” 
and held the confidence of the people in his community, 
then he has a lot to be thankful for and is in position 
to cash in on the good-will which he has established. 

The recent report of the Department of Labor shows 
that more men are employed than at any time since 
1919; it shows that there is an actual shortage of com- 
mon labor in nearly every section of the country and in 
many industries a shortage of skilled mechanics. 

The resumption of coal mining and the settlement of 
the railroad strike engendered confidence and a better 
feeling in every industry and in every nook and corner 
of the country. 

It has taken time for the farmer, the coal miner, the 
railroad man, the automobile workers, the steel workers, 
and the thousands of others who were thrown out of 
employment by the break-down of the industries, to 
recover from the shock and “‘pay for the dead horses.” 
But men are buying shoes for themselves and this is 
the best indication in the world that they are getting 
out of the woods. 1n mills, factories, and offices smiles 
are replacing frowns: cheery words are replacing grunts; 
the general mental attitude is better. Business is 
better. Let us repeat that now famous couplet, “Day 
by day in every way I am growing better and better’ — 
and “For what we are about to receive let us be 
truly thankful.” 
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CINCINNATI 


Strike No Longer Effective 


Factory Output Steadily Increasing and Manufacturers Are 
in Position. to Accept New Business 


HAT the Cincinnati shoe market has 

emerged from the throes of a long 
and wearisome strike is evidenced by the 
fact that the daily output of the factories 
here is steadily increasing, that the mem- 
bers of the Cincinnati Shoe Manufac- 
turers’ Association are soliciting new busi- 
ness and have been for the past four 
weeks, and that the number of union men 
returning to their old jobs is steadily grow- 
ing. All of these conditions have developed 
to such a point that the strike is no longer 
considered or found to be effective. Thus, 
those manufacturers, members of the 
association, who have so vigorously fought 
throughout the entire struggle, today feel 
greatly gratified over the outcome. 

Those who fought through to the finish 
did so with the conviction that their de- 
mands for a reduction of only 10 per cent 
in the shoemakers’ wages were entirely 
justified, and that their activities in this 
direction were not alone for their own 
interests, but for the general welfare of 
the entire industry, including the retail 
branch of the trade. 


Merchants to Reap Benefit 


The winning of the strike undoubtedly 
will mean as much to the retail merchant 
as to the manufacturer, because all reduc- 
tions of wages will be reflected in the prices 
of Cincinnati-made shoes. 

Furthermore, under the new working 
system, where every man gives an honest 
day’s work for an honest day’s pay, the 
manufacturers are already finding that 
they can turn out more shoes per worker. 
Being free from union demands, the 
manufacturer is in a position to have 
each worker put in more hours per day. 
A 50-hour week is now in force. 

And it naturally follows that they can 
now maintain their standard of workman- 
ship with a higher degree of efficiency than 
ever before. Formerly a worker who be- 
came lax and did poor work could not be 
fired without what virtually amounted to 
consent by the union, because if one or 
two were discharged, the other union 
members of the same department would 
walk out. With the open shop arrange- 
ments the manufacturer can hire and fire 
as he sees fit; consequently he is not and 
will not in the future have difficulty in 
getting from each worker the very best 
service he is capable of rendering. 

During the past seven months the Cin- 
cinnati manufacturers have added approxi- 
mately 2,000 shoe workers to this market. 
A small portion of these have been im- 
ported, while the large majority have been 
trained from inexperienced help. This 


number of workers in addition to the 
4,000 union men who were already here, 
minus a small portion of them who have 
left the city, constitute a good healthy 
supply of experienced labor from which to 
draw. It is estimated that those factories 
of the manufacturers in the Cincinnati 
Association are today operating on a 60 
to 65 per cent basis. Their output is 


showing a daily increase. By the first of 
January they expect to reach normal. 
Some of the larger factories predict that 
within the next eight weeks, they will be 
producing more shoes than ever before. 


Godman to Build New Plants 


Fred A. Miller, president of The H. C. 
Godman Company, Columbus, Ohio, an- 
nounced last week that his company has 
plans for an extensive building program, 
which is designed to increase their 
capacity to 50,000 pairs of shoes a day. 
This program calls for the erection of two 
new factory buildings in addition to the 
one just recently completed and known as 
No. 1 factory. This new building is lo- 
cated at Bell and Broad Streets. This is 
the first part of the building program to be 
realized. It covers 4 acres of floor space, 
is constructed of concrete with brick fac- 
ing and is 3 stories high, with a daylight 
basement. The building is entirely fire- 
proof. 

The equipment, such as machinery, etc., 
is of the most modern nature. The 
capacity of this new plant is 18,000 pairs 
of shoes per day. 

The structures still in the planning are, 
a second factory building to be erected 0% 
the site of the old No. 1 plant on West 
Broad Street at the corner of Sterling 
Street and an Administration Building 
which will occupy the corner of Bell 
Street and fit into the right angle, which 
the two new factory buildings will make. 
The company has outgrown its office 
building at 35 N. 4th Street and plans to 
offer it for sale after the larger and more 
convenient structure has been finished. 

The old factory building which is to be 
replaced, will be torn down within the 
next few weeks. Mr. Miller states that this 
building was weakened by the flood in 
1913, and, therefore, its capacity is not 
great enough to meet the demand for 
their product. This is partly due to the 
fact that the building is not adapted to 
up-to-date and heavy machinery. 

The new factory building will be similar 
to the one just finished, will be 3 stories 
in height and will have an exterior finish 
of concrete faced with brick.’ The new 
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office and administration building is to be 
5 stories high, _ 

Work on these new additions to the fe +. 
tory unit will depend upon building conci- 
tions, Mr. Miller said. 

The present capacity of the Godman 
Company is 186,000 pairs of shoes per 
week. 


Better Business in Stores 


The lull in the volume of business done 
at the local retail stores, has, as a result 
of the indications of the past week, about 
passed over. Retail merchants now feel 
that they are going to have a steadier and 
a larger business for the balance of the 
year. The weather in the Ohio valley has 
been unusually mild this fall. This has 
been considered by all the local dealers as 
being one of the chief factors in the poor 
showing made by many during the 
October and the first part of the present 
month. However, the records of the local 
United States weather bureau show that 
the fall of other years during the past 


thirty have been just as mild and dry as 


this one. And according to a statement of 
the Cincinnati weather forecaster the fall 
of 1919 was warmer than this one, but it 
was a wet one. The temperature in this 
section of the country first feli to the 
freezing point this fall on October 19, but 
it didn’t stay there very long. Another 
facter that is playing a more or less im- 
portant part in the curtailment of tlie 
volume business, as pointed out by a 
prominent merchant here, is the fact that 
such a large number of shoes were sold 
during the clearance sale period this year, 
that the styles offered then were not radi- 
cally different from these in the new fall 
lines. One exception to this is the Colonial. 
However, it will be recalled that straps had 
gotten into their variation stage by the 
middle of last summer, therefore, in many 
instances the newer patterns were offered 
in clearance sales and in basement depart- 
ments. Thus to some degree this program 
tended to overshadow the necessity for a 
new pair of shoes when the new fall lines 
came out. So again this merchant em- 
phasized the need for more definite lines of 
demarkation between seasons. 


Small Tongue Colonials Fa- 
vored 


Small tongue Colonials are the talk 
among the retail trade here as the latest 
style development for the immediate 
future. It is believed that these along 
with the newer strap and oxford patterns 
will sell to the ladies in goodly volume 
until early spring. Patent oxfords con- 
tinue to be strong. Brown calf oxfords 
are still very strong in staple lines. During 
the past two weeks felts have sold in large 
quantities. It is noticed, however, that 
the medium grades are claiming the larger 
volume of business. 
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Schmidt's Caramel Brown 
for the Autumn and Winter Season 


Carl E. Schmidt &(., Inc. 


Detroit, Michigan 


“Yanners of the 
Schmidt Calf Leathers 
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\ “ the Vogue Progression \\ 
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Schmidts Giramel Brown ~éric.Boarded.Smooth= 


Reflects the Utmost_Refinement 
in Distinguished Footwear 


| Carl E.Schmidt & Co..Inc. 
Janners of the Schmidt Calf Leathers 
Detroit. Michigan<Boston..Mass. £ 
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Wholesalers Hold Clear- 
ance Sale 


The Merchants and Manufacturers 
Association of Cincinnati, many members 
of which are local wholesale shoe houses, 
held a three-day annual clearance bargain 
sale for retail merchants visiting the city. 
Special inducement was offered to get the 
merchants within a hundred mile radius of 
Cincinnati to attend the sale. This year 
it was well attended, and the wholesale 
shoe houses here report healthy business. 


New Name for J. & K. Fac- 
tory 

The Julian & Kokenge Company last 
week named their factory the “American 
Plan Factory, the place where every man 
gets a square deal.” They placed signs in 
their windows displaying this motif. 
H. N. Lape, secretary of the company, 
states that they have built up an entirely 
new operating force during the past six 
months on the open shop plan, and that 
today they are turning better shoes than 
they ever did. 


How to Sell Shoes 


“The correct and incorrect way of sell- 
ing shoes,” was the subject of the last 
meeting held by officers and employees of 
the Potter Shoe Company. Mr. Hodson of 
the Ladies’ Department acted as chairman 
He treated his subject in the form of a 
series of questions, bearing upon correct 
and incorrect selling. They were as 
follows: 

First—How and whenshould thesales- 
man tell the customer the size and 
price of the shoe? 

Second—Is the sale complete when 
the customer has paid his money? 

Third—How can we sell the customer 
who says: “Well, I haven’t much 
more time, I will look around and 
come back’”’? 

Fourth—Should a customer who 
makes a complaint ever be allowed 
to leave the store without an 
adjustment made? 

With respect to the first question, it 
was pointed out by a number of the sales- 
people, that no definite rule can be fol- 
lowed in deciding when to tell the customer 
the size and price of the shoe. The spirit 
of the dicsussion, however, developed the 
thought that under no circumstances 
should the customer be misled or de- 
ceived with respect to the price or size. 
In the case of men’s shoes, it was pointed 
out that it is always wise to give a man 
the size shoe he asks for. Men usually 
want the same size they have been wear- 
ing. On the other hand in case of ladies’ 
shoes more dipolmacy is required in tell- 
ing them the size of the shoe that is being 
fitted. It was added too, that the price 
should always be quoted at the most op- 
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portune time in the sales talk. In other 
words, a charge customer never should be 
allowed to leave the store without under- 
standing thoroughly the price he is paying. 


When a Sale Is Complete 


Mr. Thomasene of the Men’s Depart- 
ment, stated with respect to the second 
question, that a sale is never complete un- 
til the salesman has invited the customer 
to come back again. One of the older 
Potter salesmen has a unique habit of 
telling each customer as he leaves: “I 
hope you will go on your way rejoicing.” 
The point of courtesy to the customer was 
again emphasized. Small acts such as 
picking up one’s handkerchief or glove, 
wrapping up extra packages with the 
shoes, were stressed as being very im- 
portant by Miss Rind of the Ladies’ De- 
partment. 

Mr. Franklin, in answer to the ques- 
tion: “How can we sell the customer who 
says he wants to look around before buy- 
ing,” stated that in his many years of ex- 
perience, the best thing to do in such 
cases, is to turn the customer over to an- 
other salesman. A new line of approach 
and difference in view point of another 
salesman can often sell this type of cus- 
tomer. Mr. Franklin, however, stated, 
that a whole lot depends upon the humor 
in which the customer happens to be, and 
if the salesman knows him well enough, it 
is often wise not to attempt to force him 
to buy. 

Truth An Important Part 


Mr. Franklin says: “Shoe retailers 
should be plain and frank in their state- 
ments to customers, for in doing so they 
are protecting their own interests. Do 
not let the customer go out with the idea 
that a patent leather is guaranteed to give 
as much wear in snow and ice as ordinarily. 
Some people have the idea that so-called 
waterproof shoes are absolutely guaran- 
teed against leaking. Merchants should 
correct this impression, for we all know 
there is no such thing as an absolutely 
waterproof shoe. 

Harry McLaughlin emphasized the 
point that no salesman should ever at- 
tempt to force a customer to buy some- 
thing -he does not want. Such practice 
will cause hard feeling and reflect against 
the good name of the store. 

Mr. Gordon, Manager of the Children’s 
Department, said that he had found it a 
very good thing to always ascertain the 
nature of the wear a shoe being sold is 
going to have to withstand. This often 
saves the trouble of a later adjustment. 


Adjustments Should Be Made 


The question regarding adjustments de- 
veloped the general opinion that no cus- 
tomer, who has made a complaint, should 
ever be allowed to leave the sotre without 
some sort of an adjustment having been 
made. 
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Mr. Hodson said, that one of the 
gravest mistakes that retail shoe sales- 
men make is to go to the stock and return 
to the customer with a shoe in his hand, 
which he thinks is not exactly what the 
customer is looking for and present it to 
the customer with the words, “This 
isn’t what you would like, is it?’”’ Such a 
statement immediately invites the an- 
swer “No,” and also weakens any sales 
argument that the clerk might advance. 

The Potter Shoe Co. gave one of it’s 
well known seasonal dances at the store 
on Wednesday night of last week. Mr. 
Hodson was chairman of the Dance Com- 
mittee. All the officers and employees of 
the store attended. Those who did not 
dance enjoyed card games. 


“‘Litewelt” Process Installed by 
Julian ¢ Kokenge Co. 


The Julian & Kokenge Co. recently 
installed in its factory the Litewelt 
Process, under lease from the John Fenton 
Shoe Co., Columbus, Ohio. T. J. Butler, 
General Superintendent of the John Fen- 
ton Shoe Co. recently spent two weeks at 
the Julian & Kokenge factory, making 
certain that the process was properly in- 
stalled and also to see that the merits of 
the Litewelt idea showed up as it should 
be in the finished product. 

Mr. Butler was formerly a prominent 
member of the Cincinnati Shoe trade and 
during his stay here he met many of his 
old friends. 


Ohio Valley Convention to 
Be Held in Columbus 


Henry F. Hagemann, Secretary of the 
Ohio Valley Retail Shoe Dealers’ Associa- 
tiém~’announced last week that the 1923 
Convention of the Association would be 
held on March 5th, 6th and 7th at Co- 
lumbus. The hotel at which Convention 
headquarters will be located has not been 
selected. 

Mr. Hagemann is very much pleased 
with the progress The Ohio Valley Asso- 
ciation has made during the past year and 
he believes that their next Convention 
will be one of the most constructive in 
nature that they have ever had. The 
membership of the Association is steadily 


growing. 


R. W. Pogue Made Presi- 
dent 


At a meeting of the Board of Directors 
of The Cincinnati Retail Merchants’ Asso- 
ciation last week, Robert W. Pogue of 
H. & S. Pogue Co was elected President of 
the Association for the ensuing year. 
Chas. G. Brooks, head of the Smith- 
Kasson Co. was made Vice-President. 
Justin Rollman of The Rollman Son’s Co. 
was made Secretary and Edward H. 
Haefner of The Alms & Doepke Co. was 
elected Treasurer. Fred Harries was 





92 


again appointed Managing Director of the 
Association. 

Following the election a resolution was 
passed by the Board to the effect that the 
Association proffer the Officials of the 
city of Cincinnati assistance in whatever 
form desirable, with the idea to join in the 
movement throughout the city to alleviate 
the financial burdens of the city. The 
resolution provided that a committee 
of three members of the Association’s 
Board be appointed to confer with the 
Mayor for the purpose of ascertaining 
what support or assistance the Associa- 
tion might be able to render. This Com- 
mittee consists of Mr. James P. Orr, of the 
Potter Shoe Co., D. C. Keller, and H. J. 
Guckenberger. 


Straps and Oxfords for 
Spring 
J. W. Latham, Manager of the John Shil- 
lito Co. Shoe Department, states that dur- 
ing the past week, his business is improv- 
ing. He reports that during the month of 
October his volume of business was slightly 
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under that for the same month a year ago. 
The first few days of November showed up 
much better but they were immediately 
foliowed by a dull period, which lasted un- 
til about the 20th of November. 

Mr. Latham believes that straps and 
oxfords both are going to be good for spring. 
Small tongue pumps also will play an im- 
portant part. He has done a good busi- 
ness recently in a line of black, gray and 
black and brown, oxfords, all at one price, 
$5.60. 


Arch Protector Shoes Go- 
ing Well 


Stanley Duttenhofer of the Val Dut- 
tenhofer Sons’ Co. reports a very strong 
and steady business on their Arch Protec- 
tor Shoe and states that within the near 
future they plan to devote the entire ca- 
pacity of one of their factories to produc- 
tion of this shoe alone. 

Members of the Val Duttenhofer sales 
force left for their territories the first few 
days in December following a sales con- 
ference at the factory. 
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Wholesale Business Is Spotty 


Merchants Buying Men’s Boots in Good Quantity, However; 
Retail Trade Improving 


USINESS in the wholesale section of 

Chicago is spotty and not the best. 
Some concerns report November business 
as up to expectacions, but few are over- 
joyed with the showing. 

Men’s business has been fairly good, 
especially on boots. One wholesaler’s 
version is that merchants probably bought 
too freely on oxfords and too sparingly on 
boots. While oxfords sold fairly well 
earlier in the season in stores that cater 
especially to young men, on the whole 
the men’s oxford business has not been as 
great as was expected in the average family 
shoe store. Merchants consequently are 
finding themselves short on some wanted 
styles on men’s boots. 


Boots Show Big Gain 


Shopping around in retail stores con- 
firms this opinion. Stores that sold 60 per 
cent oxfords in September and the earlier 
part of October have found the balance 
changing until now sales on oxfords con- 
stitute only 25 per cent to 30 per cent of 
total sales of men’s shoes. 

While all ma‘erials and styles of ox- 
fords are being sold to some extent in re- 
tail stores among the wholesalers the 
oxfords have been sold of the heavier 
brogue type, square toed cut in grain and 
boarded leathers. Tans and browns are 
selling more freely than blacks. Patent 
leather, however, still continues to be good 


in men’s oxfords, in both street and dress 
types. 
Collections Only Fair 

In the matter of collections reports vary 
in different wholesale houses. One con- 
cern, for instance, reports that collections 
are well up to the average for November in 
proportion to sales, while another concern 
which is recognized for its progressiveness 
in a specialized field says that collections 
have been far from satisfactory during the 
last two weeks. 

The fact that sales are not extremely 
large in volume among wholesale houses is 
not alarming as an indication of general 
business conditions because merchants on 
an average replenished their stock with 
merchandise which was received in Sep- 
tember and October and with the excep- 
tion of a few sections in the middle 
West and Northwest where there has been 
snow this merchandise has noi moved 
freely, and as a result merchants are not in 
the market for large quantities of mer- 
chandise to fill in. 


Wholesalers Want a Snowstorm 


As the end of the year approaches the 
average merchant is reluctani to buy any- 
thing which he feels might be carried over 
and would have to be shown on his 
January inventory. 

A year ago, on November 8, the ground 
was covered with snow in Chicago and sur- 








rounding territory; this year, there have 
been a few snow flurries in the air, but 
not a snowflake has lived long enough to 
reach the ground. 

In the matter of collections, however, 
there is little reason for reflection. But 
most wholesalers believe that a little snow 
and slusk will soon deplete stocks in retail 
stores and collections will come along in a 
satisfactory manner. 


Children’s Department 
Busy 


Business for the week in retail stores bas 
been fairly active considering weather 
conditions. While the air has been chill it 
has been dry with the exception of one or 
two days at the beginning of the week. 
Children’s shoe departments have been 
quite busy in most of the stores. The 
exclusive men’s stores selling shoes rang- 
ing from $6 to $9 have been comfortably 
busy, several of them reporting the volume 
of business far in excess of last year, while 
others are doing about the same volume in 
dollars that was registered during the 
corresponding period of last year. This 
means, of course, that they are selling 
more pairs because the price per pair is 
lower. 

In the lower grade stores volume, as a 
rule, is just about on a par with last year 
and the same is true with the more exclu- 
sive high-priced men’s stores in men’s 
departments. 


Special Sale at Walk-Over 
Store 


The State Street Walk-Over Store is 
staging a sale of broken lots in men’s and 
women’s shoes at $6.75. Regardless of 
former price all broken lots are put in the 
sale. It is the idea of Mr. Fliesbach, the 
manager of all the Chicago Walk-Over 
stores that it is easier to clean up odd lots 
now than at the end of the year or at 
the beginning of next year. ~ 


Oxfords Still the Favorites 
for Street 


The demand for oxfords has developed 
far beyond the expectation of the average 
merchant. Sport types are selling exceed- 
ingly well. Black ooze with patent trims 
is one of the favorites. Boarded calf in 
both black and medium shades of brown 
of a brogue type are very good as are 
tailored effects with heels ranging from 
12-8 to 14-8. 


Russian Boot Rubbers 
Selling 


When rubber orders were placed for fall 
delivery Russian boots were quite a rage 
and the various types of overshoes de- 
veloped by the rubber companies along 
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this line were bought quite freely by all 
classes of shoe merchants in the Middle 
West. State street and Halsted street 
alike invested their money in this type of 
footwear as did also the merchants in 
every other city and hamlet of the Middle 
West and Northwest. 

Then came the innovation of longer 
skirts and many merchants got cold feet 
on this type of footwear while the weathe: 
was yet hot. 

Now that cold weather is approaching 
all indications point toward a good sale on 
this type of footwear and the matter of 
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longer skirts has not been pronounced 
enough to cut much figure. One State 
street store says they have sold two or 
three pairs a day of the particular brand 
which they are selling up until Friday, 
November 24, when 21 pairs were sold in 
one day. Since this is a cosmopolitan 
store it is a fair criterion to go by. 

The manager of that store heaved a 
sigh of relief and is now of the opinion 
that before January 1, 1923, dawns he wiil 
probably be scouring the market for 
galoshes and the Russian boot type of 
overshoes as he did on galoshes last year. 
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Big Increase in Retail Trade 


Colder Weather Does the Trick—Women Buying Colonials 
Freely and Men also Indulge in Buying Spree 


T has been a long time since retail 
shoe merchants showed the enthu- 
siasm they did last week in answering 
the inquiry : ““How’s business?’’ They were 
simply bubbling over with news as to the 
business betterment shown throughout the 
week. There are plenty of figures and 
reports from various stores which would 
prove conclusively that their “pep” over 
the improved situation was justifiable. 
The weather included some brisk, cold 
days, with a severe rain storm on Friday. 
Saturday was cold and clear. The week 
was reported everywhere as being way 
ahead in sales over the previous week. 
The early part of the week and the latter 
part were mentioned particularly as being 
big days in most stores. 

One store that does a big business in 
popular priced shoes stated that the 
increase in volume for the week over the 
previous one had been approximately 40 
per cent. This store does a large normal 
business. Saturday was one of the best 
days experienced in a long while. Most of 
the stores were as busy as help would 
permit. The buying of the customers 
was more definite and the forcing that 
salesmen were compelled to use during the 
past month, was absent in most of the 
sales. Not only was the increase ex- 
perienced in the women’s division, but 
the men’s sections of the store were 
equally crowded on Saturday. 


Colonials Best Sellers 


( olonials are still by far the best selling 
style. Black satin holds first place by a 
wide margin. One notable fact of the 
week’s news is that Colonials in suede 
have shown a marked increase. Both 
black and otter were the wanted colors, 
with preference going to the otter shade 
by a large percentage. Some tendency 
toward smaller tongues is already being 
observed, but the patterns showing these 
new effects are few. The large tongue 


patterns are still big sellers and the use of 
ornaments on the tongues is constantly 
on the increase. Cut steel bead orna- 
ments have had an unusual demand 
during the past few weeks, and many of 
the merchants are increasing their stocks 
on this type-of ornament. Fans also are 
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on black, but the bulk of the business in 
this line was brown. Strap pumps con- 
tinue to rise in sales. One store that does a 
big business stated that no less than 100 
sales were lost during the past two weeks 
on strip pumps, because of lack of de- 
liveries. This store states that it is im- 
possible to keep them stocked. They have 
re-ordered a good many times on the same 
number, but the factory trom which they 
are buying this pattern cannot make 
deliveries fast enough. 


Brandt’s Celebrating 
55th Anniversary 


Brandt's, one of the oldest established 
shoe stores in the city, is celebrating this 
week its 55th birthday, which as retail 
shoe stores go is a mighty long time. 
Manager Wright o: thc store stated that 
merchandise with attractive values would 
be featured throughout the week. 


Huettes Have Gone East 


Walter Huette, Sr., and Robert Huette, 
president and secretary of the Huette 
Shoe Company, left Saturday night for a 
week’s trip to the eastern shoe market. 
Some time is to be spent in Boston with a 








The plant of Johansen Bros. Shoe Co., showing administration building in center of group 








holding well and many pairs are being 
sold with black satin and one straps. 

Straps have not lost their prestige and 
all stores report sales on these styles. Of 
course, every one knows that they are not 
as good as they have been. Many predict 
straps to hold fairly well into the spring 
selling. One store where figures were 
available gave the following report on the 
week’s business: 

Colonials selling ten to one against 
straps. Colonials against oxfords three to 
one. 

This store is a high-priced institution 
and usually leads in style. In oxfords in 
this store there was some slight increase 


brief stop-over in New York. Shoes for 
their two stores will be purchased while on 
the trip. 


Hamilton-Brown Declares 
Another Dividend 


Hamilton-Brown Shoe Company on 
November 21 declared another 1 per cent 
dividend, payable December 1 to stock of 
record November 23, and making the 
total declared so far this year 9 per cent. 
The proposed increase in capital stock and 
distribution of a 25 per cent stock dividend 
will be voted on at a special stockholders’ 
meeting on December 26, according to 
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Oscar E. Plochman, secretary of the 
company. The plan is to increase the 
capital from $4,000,000 to $5,000,000. 


“Shoe Horn’”’ Issues Instruc- 
tions on Stock Condition 


Horace Swope of the Swope Shoe Com- 
pany in the November issue of the Shoe 
Horn, the inter-company publication, 
issues some pertinent instructions on the 
keeping of shoe stocks. The article follows 
in part: 

“It is very easy to do this work well 
and without its being a strain—and this 
must be done. Have you ever thought of 
the necessity of stock work as an import- 
ant feature of selling? You can’t sell 
goods if you haven't them at hand and you 
can’t have them at hand if they are not in 
stock instead of being in the stock room. 
Of course, I realize that you do not 
select from your own particular stock only, 
but the golden rule applies very specifically 
here because if you don’t keep your stock 
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in shape how is the other feilow going to 
be able to sell, and if he does not keep his 
stock in shape how are you going to be 
able to sell? 

“If you don’t keep your boxes clean and 
properly lined with tissue paper your 
stock is going to be messy and your cus- 
tomer is not going to be pleased with the 
looks of the merchandise he or she sees. 
If stock is not put into place as soon as 
possible, sizes or single shoes are going to 
be missing and your sale will take longer 
to complete and you will be delayed in 
serving another customer.” 


Famous Featuring “Betty 
Barr” Shoes 


Famous Barr Company, basement 
economy store, is featuring “Betty Barr” 
low shoes, which have been especially 
manufactured for them according to their 
specifications. The shoes were advertised 
at $3.95. The patterns included one- 
strap and oxfords of leather only. 
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Retail Trade Unsatisfactory 


Some Days Are Good—Others Not; Tongue Pumps, Straps 
and Oxfords Running Neck and Neck; Men’s Trade Steady 


OVEMBER was a rather disappoint- 
ing month for the majority of local 
boot and shoe merchants, because of the 
extreme fluctuations from good business 
to poor business and back again. To say 
the least, business was very spotty, and of 
a type whicb does not turn in a satisfac- 
tory cash balance at the end of the month. 
Right now, Colonial effects, straps and 
oxfords are selling about on a par. Prices 
threaten to increase and add further wor- 
ries to the wrinkled brow of the shoe mer- 
chant. Novelty shoes can stand a price 
advance, but in local opinion, some re- 
bellion on the part of the public against an 
advance in staple prices, is likely to be 
beard. 

Although no snow has yet fallen, some 
sales of arctics are reported. The favor- 
ites here this season apparently will be 
those of the Pavlova, Moscow, Cavalier, 
Oh Boy, and Radio types, selling at about 
$4 to $5. Merchants estimate that one 
week of snow will clear out existing stocks. 


Weyenberg in South 


F. L. Weyenberg, president of the Wey- 
enberg Shoe Manufacturing Company of 
Milwaukee, is making a tour of the South- 
west, visiting Lhe company’s branches and 
distributing houses. The company main- 
tains three distinct distributing houses and 
branches in the West and Southwest, to 
which shoes are shipped in carload lots to 
be later distributed to retailers. Robert J. 
Dempsey, credit manager of the company 


and president of the Milwaukee Associa™ 
tion of Shoe Credit Men, is visiting the 
company’s Northwest branch at Portland, 
Ore., co-incident with F. L. Weyenberg’s 
visit to the Southwest. 
Men’s Business Fair 

Men’s shoe stores report business steady 
but inclined to be dull. A stimulation 
which followed the first cold weather, 
has been choked off by another period of 
fine mild weather. Shoe merchants in this 
city are ready to blame the weather for 
most everything this fall, but it is certain 
that fine weather has retarded business to 
a great extent. 


Grigg Now With Brouwer 


J. R. Grigg, former vice-president of the 
Iowa Shoe Retailers’ Association, and 
later associated with the J. W. Thomas 
Company, department store, Minne- 
apolis, as shoe buyer, has accepted a posi- 
tion as buyer for the basement depart- 
ment of Brouwer’s Shoe Store, Milwaukee. 


To Be Represented at Ex- 
position 

The Pfister & Vogel Leather Co, Mil- 
waukee, Holeproof Hosiery Company, 
Everwear Hosiery Company, and the 
Milwaukee Hosiery Company, will be 
represented by exhibits at the Wisconsin 
Products Exposition to be held at the 
Milwaukee Auditorium, December 14 to 
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20. The exposition is designed to graphi- 
cally show the workings of Wisconsin in- 
dustries, and the valve and extent of Wis- 
consin produce. 


Credit Men Meet 


The annual meeting of the Monroe 
County Credit Association was held at 
the Hotel Briggston at Sparta, Wis. 
A. Fix of the Tomah Cash Mercantile 
Company of Tomah, was elected presi- 
dent; Frank Wartman, Sparta, vice- 
president; and J. H. David, Ed. Nestingen 
of Sparta, and W. E. Bossbard, Tomah, 
directors. The association empowered the 
secretary to sue and garnishee on collec- 
tions when such a course was advisable. 


Shoe Leather Industries 
Gain 


The monthly economic report of the 
First Wisconsin National Bank of Mil- 
waukee, shows that the shoe and leather 
industries are among the four highest in 
production and employment gains for the 
past month. The reports says, “Demand 
for leather has broadened, and October 
output was about 20 per cent larger than 
that of September, Milwaukee shoe fac- 
tories are running at considerably better 
than their normal operation.” The hosiery 
plants also gained in employees and pro- 
duction. 


Phoenix Hosiery Recap- 
italizes 


The Phoenix Knitting Works of Mil- 
waukee, has offered to the public through 
Goldman Sachs & Co., & Lehman Bros. of 
New York, $4,000,000 in 7 per cent, 
cumulative preferred stock at $100 per 
share and accrued dividend. All of the 
stock being offered in Milwaukee has 
already been sold. The business was 
founded in 1890 and has grown from a 
small plant to a position where it now em- 
ploys 4,000 people. The company 
started with a capital of $75,000 and with 
the exception of this amount, all of the 
present net worth has been accumulated 
out of earnings. Herman Gardner is presi- 
dent, and John E. Fitzgibbon, vice-presi- 
dent and general manager. Phoenix Ho- 
siery Company is the new name adopted 
by the concern, which is generally re- 
garded as the largest single producer of 
trade-marked hosiery in the world. 


Form Booster Club 


The Atwater Booster Club, composed of 
merchants in the vicinity of Atwater, 
Maryland, and Sborewood Avenues, Mil- 
waukee, has been formed with Norman 
Diamond as president. The district is 
soon to support a bank and several other 
commercial ventures. Several business 
blocks are being planned. 
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Approve ““Boost Milwaukee”’ 
Week 


J. G. .Kissinger, president of the Mil- 
waukee Association of Commerce; Albert 
T. Friedmann, president of the Ed. 
Schuster & Co. department stores, and 
0. A. Hensel, president of the Milwaukee 
Shoe Retailers’ Association, and head of 
the Hensel Shoe Company, and former 
president of the North Avenue Advance- 
ment Association, are prominent Mil- 
waukee business men who have placed 
their approval on “Boost Milwaukee” 
week. The week, as planned by a Mil- 
waukee newspaper, would set aside De- 
cember 3 to 9 as a period in which Mil- 
waukee’s advantages would be told to 
the world. 


To Build Additions 


Bids have been opened by H. J. Esser, 
architect, for the Harsh & Chapline Shoe 
Co., Milwaukee, for the erection of two 
factory additions to be built of brick and 
steel, 4 stories high, 60 x 120 feet in size. 


Plan to Build Factory 


Erection of a shoe faciory at Horicon, 
Wis., is contemplated by E. W. Allen 
and R. A. Spiegel, of Belgium, Wis., 
according to reports from that city. A 
committee of Horicon citizens has been 
named to confer with officials of the Bel- 
gium factory, in an effort to secure the new 
plant for their city. 


Celebrates Anniversary 


Eau Claire’s oldest shoe store—that of 
H. L. Culver—celebrated its thirtieth birth- 
day recently. The store was founded by 
Potter & Culbert in 1892. Marshall 
Cousins also had an interest in the firm 
at that time. Mr. Cousins sold out in 
1907, and was immediately followed by 
Mr. Potter, leaving the business in the 
hands of Mr. Culver. 


Planning Shoe Store 


The Harris Bootery, of Waukesha, 
Wis., is planning the erection of a two- 
store building, to be two stories high, and 
48x 50in size. The bids for building work 
are now being let. 


Entertain Retail Merchants 


Members of the retail division of the 
Green Bay (Wis.) Association of Com- 
merce, were their own guests at a chicken 
supper and smoker held in that city. So 
popular was the idea, that according to 
Frank M. Blahnik, secretary, other meet- 
ings will be held in the future. 


Partnership Dissolved 


A. P. Johnson, active partner in the 
J.& D. Bootery, at Marshfield, Wis., has 
severed his connection with K. F. David- 
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son, and withdrawn from the firm. Mr. 
Davidson has not made any statement re- 
garding disposal of the elaborate shoe 
parlors recently installed by the firm over 
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the McCain-Johnson store here. Mr. 
Davidson is a photographer, Mr. John- 
son being the experienced shoe man of the 
concern. 
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Colonial Models Far in Lead 


Some Merchants Report That They Contribute 80 Per Cent 
of Present Volume 


HE shoe business is showing consider- 
able activity locally. Several new 
stores and departments have just been 
opened in the downtown district, and 
everybody seems to be pleased with the 
situation. Several buyers are now in the 
Eastern market and others have just re- 
turned and all state that their business 
is if anything better than anticipated. 
The demand for Colonials continues 
good; in fact, some of our merchants find 
the call for this style about 80 per cent of 
the present day’s business. Both patents 
and satins form the bulk of these styles, 
with satins falling off a little with the 
approach of the winter season when we 
may normally expect rains. Some thought 
is being given to what styles will follow 
the Colonial, but so far it is not causing 
any loss of sleep in this section. Indica- 
tions are that ties and oxfords will assume 
some importance a little later and some 
of our merchants are watching this trend. 
Here and there appear novelties along 
this line—side ties, and combination tie 
and strap, and the trend will bear watch- 
ing. 


“Exclusive” Note in Store 
Advertising 


The retail business is better now than 
it has been for several seasons. More 
confidence is displayed in buying and a 
greater volume of business is being turned. 
Since the shoe business has become s0 
much like a regular millinery business the 
tendency is towards specializing on certain 
styles; that is, each store is growing more 
and more to take on some particular style 
and make it exclusively its own and push 
it in that manner, usually giving it a 
name and advertising it as their own 
creation. This “exclusive” note appeals 
to the shopper and gives tue store prestige. 


More Novelty Effects in 
Men’s Shoes 


In men’s shoes, the oxford is the rule, 
both in black and brown, and the tendency 
is more towards novelty effects than for 
some time. In some lines buckles and 
straps are being displayed to tempt the 
masculine shopper. The young men are 
seeking something different, and to these 
the “Speedy” shoes shown by Young’s 
appeal. Tnere are five Young Shoe 


Stores and most of their advertising is 
directed to this class of men, who wish 
something a little more “up and coming” 
than the staple styles the older men pre- 
fer, although there are plenty of practical 
creations for those who do not wish to 
put on too much “dog.” Broguish effects 
are taking well in some quarters and the 
soft toe is a good seller. The square toe 
style is very popular also. 


A Shoe Department In the 
New Goodman’s De- 
partment Store 


The new Goodman’s Department Store 
is now practically completed and on Satur- 
day the shoe department opened up on the 
second floor. This department will carry 
a general line of novelty shoes for women 
and children. The store is ten stories 
high and the street entrance is in the form 
of an arcade, with display windows run- 
ning the length of the arcade, and a base- 
ment entrance from the street which will 
contain markets. 

Wetherby-Kayser Featuring 
Hose 

Wetherby-Kayser’s are holding a pre- 
holiday hosiery sale, featuring hosiery up 
to $10 at $3.50 per pair. Mr. Frank Bush 
and Mr. Frederick Kayser are now in the 
Eastern markets buying merchandise for 
their several stores. 


Star Shoe Company Making 
Improvements 


The Star Shoe Company have recently 
acquired more window display space at 


their store at 7th and Broadway. They 
are now occupying display windows form- 
erly used by the drug store on the corner, 
which gives them a large amount of addi- 
tional display space. The short flight of 
steps which leads up to the Star is lined 
on each side with shallow cases in which 
shoes are displayed, and the door is 
similarly arranged. 


Van Degrift’s Moving Into 
New Quarters 


Van Degrift’s have leased a building on 
Hill Street where they will continue their 
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business as before. This change was made 
necessary by their leasing their own build- 
ing to a drug firm for a long period. The 
new location is just back of the old one 
and although in the heart of the business 
district there is no other shoe store in the 
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block. The building is being remodeled 
and will be ready for occupany in a few 
weeks. The Van Degrift store at 3d and 
Broadway was recently remodeled with 
new display windows and new lighting 
fixtures. 





DES MOINES > 
Cool Weather Starts Business 


Colonials 


in Greatest Demand—Men’s Business 


Picking Up 


ITH the beginning of early winter 

weather, the retail shoe business 
has gone into a period of increased ac- 
tivity. There has been no sudden spurt in 
the sales volume of any of the retail mer- 
chants but a good steady business is 
forthcoming each day with good Satur- 
days to help out the days that go below 
the mark during the week. Colonial 
pumps and colonial effects—especially 
silk fan novelties—are in good demand. 
Black suede and satin pumps are having 
a large sale. 

Men’s business is beginning to pick up 
and is increasing to a little larger volume 
each week. The merchants say that the 
season for men’s buying has begun and the 
tendency is towards a large sale of men’s 
shoes with some oxfords being sold. The 
ratio of shoes to oxfords is about the same 
as last year while the sales volume is 
slightly larger. Among the young men 
who are buying winter oxfords a good 
business is being done in silk and wool 
and in pure wool hose in clocked drop 
stitch and plain styles. The color de- 
mand in men’s oxfords is largely toward 
the darker shades of brown. Patents are 
having a good demand and especially is 
this true for dress wear. Young men are 
asking for shoes with the soft Vienna toe. 


Walk-Over Holds Special 
Sale 
The annual. Five Dollar Walk-Over 
Sale began this week. This is about two 
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months later than George Breck, local 
proprietor and manager of the Walk- 
Over Shoe Company, usually holds this 
sale which includes all odds and ends in 
both the men’s and women’s lines. These 
odds and ends are composed of both 
shoes and oxfords in out sizes, and dis- 
continued styles. Though the sale has 
just begun, an excellent volume of busi- 
ness is already reported. 


Dinner for E. C. Logan 


Earl C. Logan, Western Editor of the 
Boot and Shoe Recorder, was the guest 
of the local retail shoe merchants at a 
dinner given in his honor at the Des 
Moines Club this week. He gave a very 
interesting talk on general shoe topics pre- 
ceding the dinner which was well re- 
ceived because it was instructive and at 
the same time enjoyable. 


Price Policy Changed 


The Douglas Shoe Store of Des Moines 
has determined for itself a three standard 
price policy of $6, $7 and $8. These 
prices include both men’s and women’s 
shoes in all styles and is in keeping with a 
new tendency among several shoe stores 
of the city—namely to have one, two or 
three standard prices for all shoes in their 
stores. This merchandising idea has been 
quite successful in nearly all local stores 
in which it has been tried. 


Retail Business Good 


Black Satin Straps Still Leading—Radio Boot Craze Strikes 
City—Hose Selling Well 


LTHOUGH business is not as good as 

it was two weeks ago when our last 
letter was written, retail sales leave little 
to be desired. At least, that is the attitude 
of most o! the merchants, though here 
and there some one will say things are 
quiet. Some of the local stores enjoyed 
the biggest sales two weeks ago that they 
have ever had. There were three real 
red letter days at one well known Main 


Street establishment. At closing time on 
the night of November 11, Manager 
Staiger of Auerbach’s shoe department 
said they had sold as much stuff in dollars 
and cents as they did during all the 
month of November in last year. Most 
of the stores ran right out of rubbers and 
had to get more. There had been nothing 
like this rush here for years. Ordinarily 
November is not a good month for busi- 
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ness here on account of taxes falling due, 
but every one seems to agree that Novem- 
ber this year is not going to be far behind 
her sister months as far as the shoe busi- 
ness is concerned. On our last rounds we 
could only surmise these things; every- 
body without exception, was literally too 
busy to talk. 


Black Satins Selling Well 


Black satins continue to sell well and 
are leading everything. French heels are 
in demand again and there seems to be a 
preference for two straps. Tongues are 
moving slowly according to some of the 
dealers, but here and there one is told 
they are in fair demand. Good looking 
oxfords are selling and there is a demand 
for suede and patent leather straps. Com- 
binations are also moving. But satins are 
the Big Thing as they have been for a long 
time now. 


The Radio Boot Craze 


Several local stores are featuring the 
radio boot which seems to have become a 
craze. The Hunter-Thompson people 
sold 94 pairs of these in a few hours re- 
cently. Some of the firms are reported 
to have placed very large orders to be de- 
livered in the immediate future. There 
are those however, who regard them as 
something in the nature of a fad and are 
ordering few, if any. Art Bolton says he 
has done mighty well with Russian Cos- 
sacks. 


Galoshes Also Selling Well 


Auerbach reports a brisk demand for 
galoshes this season, much greater than 
for some time. The writer asked Mr. 
Staiger, manager of the department for 
the reason. He answered with one word: 
“Flappers.” 


Salt Lake News Briefs 


The “Deseret News” has a little sketch 
of J. C. Bacon, accountant at Hunter- 
Thompson’s. The gentleman is Mr. 
Thompson’s father-in-law and came to 
this city about a year ago. He was born 
in Michigan in 1856, and for nearly thirty- 
five years made his home in Bay City. 

The Chamber of Commerce has warned 
housewives to beware of door-to-door can- 
vassers who offer women’s hose at a fancy 
price and demonstrate its “wonderful 
value” by the file trick. Hosiery sales- 
men and saleswomen—for both sexes seem 
to be interested—are increasing and some 
of them appear to be honest in every way. 


Hosiery Selling Well 


Hose is selling well in those stores that 
feature it and there are three or four good 
stores here now that regard hose «as a 
worth-while adjunct to their business and 
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something to be pushed. T. P. Hunter 
of the Hunter-Thompson Company seems 
to think hose is more than an adjunct to 
the shoe business, however. He regards 
it as important as shoes themselves. 
He said, in a recent conversation with the 
“Recorder” correspondent: “A shoe store 
is not complete without hose any more 
than it would be without bedroom slip- 


pers. It is an integral part of the busi- 
ness.” The Hunter-Thompson Company 
has an attractive hose department at the 
front of the store and all those stores that 
are selling this line seem to be glad they 
decided to put it in. Real good black hose 
and chiffon seem to be in greatest demand 
now among women purchasers. Men are 
buying wool in mixed colors. 





COLUMBUS 


Children’s Business Is Very Brisk 


Cooler Westher Makes Better Demand for Stout Oxford 
Types—Boots Moving Slowly and Mostly at 
Bargain Prices 


HOSE retail merchants who sell 

children’s shoes find that this part 
of their business shows much activity. 
Almost all the merchants report that their 
children’s business during October and 
the first part of November, exceeded in 
both dollars and pairs, the same period 
of last year. A wide range of sizes and 
styles is offered the public in all the lead- 
ing stores handling children’s footwear. 
The junior departments of the downtown 
shoe stores are very attractive; the 
atmosphere of the little folks’ shoe sections 
is such that they can not fail but be very 
attentive while being fitted with their 
shoes. Then, too, several of these de- 
partments have hosiery sections, showing 
all the latest styles of little folks’ stock- 
ings. These hosiery departments have 
been very renumerative, helping the 
business of the children’s departments. 


For Dress and Street Wear 


With the advent of cooler weather a 
demand is developing for the stouter 
walking oxfords in tan, black and patent 
leathers, while for dress occasions the 
demand still continues for straps, in 
satins, suedes and patents. There has been 
quite a demand for the Colonial mode 
in the better grade of footwear of satins 
and suedes, the latter being featured in 
many shades and with the spanish heel. 

The sale of boots in the women’s 
departments have been very few, most 
all sales made of this type of shoe have 
been sold at bargain prices. 


Inquiries as to New Galoshes 


Many merchants are now featuring the 
newer styles of galoshes and report many 
an inquiry as to price and kinds. They 
expect a good season on this style of 
overshoe, should the weather cortinue to 
remain cold, or get slushy. 


Men’s Business Inproving 


Men are buying more freely than usual 
at this stage of the season, due to the 
weather conditions. Sales of men’s 


footwear is about 50-50 in oxfords and 
boots, the majority of sales being in brown. 


C. & E. Salesmen Sending 
“Rush” Orders 


Salesmen for C. & E. Shoe Company 
are sending in many orders for at once 
rush shipments, and are also getting their 
spring business as they go along. At the 
rate the orders are now coming in for 
spring this concern will be kept busy 
filling them for several months after the 
fall season for footwear is closed. 


Preparing for Spring Business 


The Riley Shoe Company and The 
John Fenton Shoe Company are two other 
local plants that are making preparations 
for taking care of their spring business, 
after the present season has slowed down. 
Both these concerns are now working full 
time on immediate orders, and will con- 
tinue to run at capacity for a month to 
come. 


“Bill” Harding in Retail Field 
Again 


After several years absence from the 
retail game, W. E. (Bill) Harding again 
enters the retail field as General Manager 
of Dunlaps, one of this cities leading shoe 
stores. “Smiling Bill’ as he is known to 
his many friends, will again greet his 
many customers and will endeavor to 
show them, that while he has been absent 
from the retail end of the game,: never- 
theless he has gained many a fine point 
in merchandising while traveling for 
several well-known factories during his 
absence. 


Retail Merchants Meet 


The first regular evening meeting of 
The Columbus Retail Shoe Merchants 
was held the first part of the month at 
The Chittenden Hotel. This being their 
first dinner meeting many members 
were unable to be in attendance, but 
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When You 
Buy on Prices 
Alone, You 
Take Chances 


What is your ideal? “Cheap 
Shoes” or “good shoes cheap?” 


A good shoe may be made today 
at moderate prices, but prices 
alone will not build a permanent 
trade. 


The man who wins an order by 
price cutting must do one of two 
things—cheapen his product or 
lose money. 


You can not afford to do either 
if you expect to stay in business. 


You must make guality the solid 
foundaticn of your trade build- 
ing. 


“Rock Oak”’ sole leather is always 
priced in accordance with its 
value. 


Dependable, always backed up by 
our reputation for integrity and 
fair dealing. 


Do you want to make a test? 
Write or phone our nearest office 
and get samples. Compare with 
other brands and see why quality 
manufacturers use Rock Oak ex- 
clusively. 


The AMERICAN 
OAK LEATHER 


COMPANY 


CINCINNATI 


Boston St. Louis 


Chicago 
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what this meeting lacked in attendance, 
was made up in enthusiasm by those 
present. Henry Hageman, and John J. 
Baird were the chief speakers of the even- 
ing. Both stressed the fact of the coming 
convention of the Ohio Valley Retail 


BOOT AND 


Shoe Dealers’ Association which is to be 
held in this city the first part of next 
year. Plans for this convention were 
discussed by those present, which will be 
brought up at another meeting and com- 
mittees appointed for this gala event. 





FORT WORTH 


Heavier Types Selling Better 


But Sheer Hosiery Continues to Enjoy Favor Nevertheless; 
Demand for Tongue Pumps Increasing 


ITH .the advent of cooler weather, 

comes the demand for heavier grades 
of footwear. One merchant. expressed his 
surprise at the oxfords being sold, while 
chiffon hosiery still retains milady’s favor. 
Tongue pumps have been shown in a 
limited way for some time, but the de- 
mend for tongue pumps for afternoon and 
evening wear is steadily increasing. Mer- 
chants who were stocked up on straps have 
been able to rid their shelves of large 
quantities of these before the real vogue 
of tongue pumps infected the general 
trade. Many strap pumps in kids and 
sport effects still are being called for. 
During the month of September and the 
earlier weeks of November, satins have 
proved to be the predominating sellers. 
It is expected that tne oxfords and utility 
shoes will gain in sales and continue their 
popularity until spring. 


Children’s Business Good 


Children’s shoes are being sold in large 
quantities at the present time. Due to the 
continued warm weather, many mothers in 
this section wait until November to buy 
the heavy school shoes. The merchants 
who are stocked up with school overshoes 
are able to make a number of sales in this 
type of merchandise when school shoes are 
purchased. 

The sale of men’s shoes seems to be on a 
steady increase. The demand for high 
shoes far exceeds the demand for oxfords. 
In color browns in both light and dark 
shades take precedence over blacks. A 
number of merchants are selling quite a 
few dress shoes at this season. Debutante 
parties and dances are demanding proper 
evening apparel. 

Stores and departments carrying lines 
of high boots are beginning to feel an in- 
crease in this type of footwear. 

The pre-Christmas trade bids fair to be 
active. A number of stores are showing 
attractive lines of boudoir slippers in 
satins, felt, and leather. 


Exclusive Shop to Be Opened 
Soon 

The Taylor Footwear Supreme Shop 

will be opened soon. The Taylors are well- 

known shoe men. W. B. Taylor was 

formerly manager of the shoe department 


of Sanger Brothers and H. K. Taylor, Jr., 
was assistant manager. W. B. Taylor was 
with the Sanger Bros. store of Forth Worth 
for more than seven years and his brother 
served in the capacity of assistant mana- 
ger for about three years. 

The exclusive shop of the Taylor broth- 
ers is located at 414 Main Street. Exten- 
sive renovations are under way and the 
entire shop is being re-decorated. The 
shop will be distinctive among Fort 
Worth shops in the decorative and artistic 
effect for no cartons are in sight and the 
entire shop gives the appearance of an 
attractive drawing room. Grays and blues 
have been chosen as the predominating 
colors. The windows are so arranged and 
equipped as to give an unusual advantage 
in window displays. 

Five lines of women’s shoes will be car- 
ried. Particular attention will be devoted 
to the newest, most exclusive modes. 

At the time of writing this letter no suc- 
cessor has been chosen to fill Mr. Taylor's 
place at the Sanger store. His leaving is 
considered a distinct loss by the personnel 
of his department. 


Unusual Display of Evening 
Footwear 


A brilliant and attractive showing of 
modes particularly suited to evening wear 
is to be seen at the shoe department of 
The Fair Store. Gold and silver brocades, 
combinations of silver and black satin, 
brocades in various colors, in jade, henna, 
and turquoise are particularly attractive. 
Adequate display cases and window deco- 
ration display this type of merchandise to 
advantage and accelerate sales. 


Souvenirs Draw Large Crowd 


Every boy and girl buying. shoes at 
The White Shoe House, during the early 
weeks in November, was given a whistle 
balloon or small toy. A most interesting 
display of Buster Brown Shoes attracted 
the attention of many small patrons. Pic- 
tures of Buster and the well-known Tige 
were in evidence. This store has a special 
department for the kiddies. There are pic- 
tures on the walls, toys to be played with, 
and salespeople who know how to fit 
children. 
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“Live Wire” Sale at Gilbert 
Store 


Special prices are offered on all styles of 
shoes at Gilbert’s during the live-wire sale. 
Many new and attractive models are be- 
ing featured. Among the leaders are the 
lattice tie, made of patent with dull kid 
trimming and a smart new oxford of 
beaver buck with tan trimmings. 


Attractive Hosiery Display 


An unusual hosiery display and sale 
took place at the Washer Bros. Boot Shop. 
High-class hose of Italian glove silk, drop- 
stitch hose, in blacks and browns were pre- 
sented. Special holiday displays of hose 
are being planned by a number of Fort 
Worth retail merchants. All kinds and 
colors are to be offered as holiday sug- 
gestions. 


Ground Gripper Store 
Moves 


McKee’s Ground Gripper Boot Shop, 
successor to J. J. Fontius & Sons has 
moved to their new home at 404B Houston 
Street. The new shop is very attractive 
and well equipped to meet the demands of 
their patrons. The local Ground Gripper 
shop is doing an especially gratifying mail 
order business in addition to their regular 
business. 


Goodspeed’s Shop is showing a particu- 
larly good line of men’s oxfords. A special 
offer is being made in their introductory 
sale of smart winter oxfords, the gift of a 
pair of wool hose with each pair of oxfords. 





Northwest Iowa Enthuses 
Over Foot Specialist, 


Donovan 

A very inestimable service is being 
rendered the people of Northwest Iowa, 
and in general throughout the State, 
along the lines of foot corrective work by 
W.J. Donovan, M.D., noted foot specialist 
of Fort Dodge, Iowa, farmer and army sur- 
geon of Camp Gordon, Atlanta, Georgia. 

Dr. Donovan’s method of treating the 
the feet is by means of a flexible, adhesive 
bandaging; using in extreme cases an 
appliance of felt pading. The bandaging is 
done in such a scientific and expert 
method as to alleviate the most extreme 
cases of.fallen arches or severe metatar- 
salgia. And the specialist has in a most 
exemplary manner attained results in 
relieving countless numbers of foot 
sufferers. 

In concordance with the bandaging of 
the feet, the specialist advises the patient 
to wear corrective last shoes, round toes, 
absolute straight lines, rigid shank and 
flat or military heels. 
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B821—Black Satin, Steel 
nial 


B823—Same 
cept 148 Full 
Heel. Code “Bueno” $4.00 


B825—Same as above, ex- 
cept Imitation Turn, 148 
tS) nish Heel. Code 
“deal $3.25 


$4.00 


IN STOCK 


Immediate 
Delivery 


How Are Your Satin Sizes? 


Now is the time to 
go over your stock 
carefully and see that 
it’s in shape for 
Christmas business. 


Don’t wait until tomorrow— 


Do it today. 


Send your orders 
for sizes you need to 


HANNAHSONS 


IN STOCK—IN STYLE 








B-770—$3.00 


Remember 


Booth 75 
at Chicago 





B-755—$2.35 





yt gy Satin One Strap, Side Lace and 
Ornament, Imitation Turn, 14-8 a. Louis 
Heel, Widths B to D, Code “Vesta”.... $3.00 


ge as above except 12-8 Cuban Heel, 
Code ‘*Vulcan” $3.00 


B755—Black pam One Strap, Imitation Turn, 
“ee Lined 8 Cuban eel. Widths 


B760—Same as above, i mak 14-8 Louis Heel 
Widths B to D. Code “Susa $2.35 








They’re 
In-Stock 








B-790— $2.15 
Black Satin One Strap, Cons Lined, 
eel. Widths D. 


B791—As above, except with 12-8 Cuban Heal 





B-778—$3.75 


B778—Black Satin Colonial Strap, Leather 
ed, 16-8 Full Louis Heel, Genuine Turn. 
Widths A to D. Code “Iris”.......... $3.75 


B887—Same as above, except 14-8 Full Breast- 
6 Segth Hot. Widths A to D. Sk 


Hannahsons Shoe Company, Haverhill, Mass, 


—— 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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DECEMBER 


Dec. 13—ORDNANCE 
MATERIALS — Mor- 
gan Depot, South Am- 
boy, N. J., Auction. 
For catalog write Phila. 
Dist. Ord. Salvage 
Board, Frankford Ar- 
senal, Philadelphia, Pa. 


Dec. 13—ORDNANCE 
MATERIALS — Rock 
Island, Ill., Sealed Bid. 
For catalog write Com- 
manding Officer, Rock 
Island Arsenal, Rock 
Island, Ill. 


Dec. 15—Q. M. SUP- 
PLIES — Philadelphia, 
Pa., Auction. For cat- 
alog write Q. M. S. O., 
Ist Ave. & 59th St., 
Brooklyn, N. Y. 


Dec. 19—ORDNANCE 
MATERIALS — Mid- 
dletown, Pa., Auction. 
For catalog write Phila. 
Dist. Ord. Salvage 
Board, Frankford Ar 


senal, Phila., Pa. 


The Government re- 
serves the right to 
reject any or all bids. 





SEND FOR CATALOG | 








SELLING PROGRAM 








In deference to the 
Christmas holiday “rush,” 
which imposes a peak 
load on virtually all busi- 
ness, the War Depart- 
ment has scheduled no 
sales of surplus materials 
between December 20 and 
the new year. 


Beginning early in 1923, 
however, there will be in- 
stituted a series of auction 
and sealed bid sales of 
tremendous importance 
to buyers in both the mer- 
chandise and industrial 
fields. These sales will 
present quantities of the 
same substantial com- 
modities that featured 
War Department offer- 
ings during 1922. 


The booklet illustrated 
herewith, “War Surplus,” 
gives a splendid idea of 
the wide range of mate- 
rials to be sold in the new 
year. Time passed in 
perusing your copy of the 
booklet will be time most 
profitably spent. 











SEND FOR CATALOG 
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u|Dzraw More Than Crowds 
With These Bar§ains 
Every dollar yiel ds ifs profit 


h 





Sa 
WAR 
SURPLUS 
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Send for this booklet, 
The Story of War De- 
partment Sales 





aS 








= 





T has generally been found good business to 
take a loss on a few items in order to draw 
trade for other lines. But it’s better business 

if you can draw the trade and not take the loss. 


And still better if each item in the sale yields an 
actual profit. 


Thousands of retail stores in all parts of the country are 
doing business on that basis today, thanks to the oppor- 
tunity opened by the Government’s Surplus Property 
sales. The savings made possible by the War Depart- 
ment sales enable you to offer irresistible bargains and 
make big money out of them. ‘They cover a wide range 
of merchandise, so your offerings need not have the 
limited appeal that features most retail sales. 


Your business paper describes the sales, their location 
and date. Watch for them, and write to Major J. L. 
Frink, Chief, Sales Promotion Section, Office, Director 
of Sales, Room 2515 Munitions Building, Washington, 
D. C. 
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and 
ruc Starbuk 
No. 42 No 45 No. 40 No. 23 
HAZEL PANTHER MALACCA BEAVER 
No. 29 No, 50 No. 35 No. 33 
TEAK CATHAY FILBERT BOBOLINK 
No. 20 No. 31 









BEIGE NUDE 





The variety of color effects and combinations afforded the designer of smart 
shoes by these two splendid leathers is almost without limit. And the 
price range is such that pleasing economy is offered your customers. 






Tolman, Dow & Co., Inc. 


174 Lincoln Street, Boston, Mass. 













ROCHESTER, N. Y CINCINNATI,OHIO GREATERN., Y. ST. LOUIS, MO. 


Mr. Charles L. Kirk | Mohr- Holters’Sales Co. New Castle Leather Co. T. M. Fitzgerald § Co. 
22 Andrews St. 202 E. 7th St. 100 Gold St. 1602 Locus! St. 








Donkey (olt and Starbuk in Artistic Combination 












Lunn & Sweet (0. 
of 
cAuburn, Me. 






To see this shoe is to real- 
ize how effectively DON- 
KEY COLT aud STAR- 
BUK may be combined. 










are showing this model in 
their Spring sample line 
with marked success. 





























The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Comparative Leather and Hide Prices 
Upper Leather (Price Per Foot) 


; 


October, 1921 
$0.65 .75 $0. 
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Sole Leather (Price Per Pound) 
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Activity in Leather Less Pronounced 


Talk of Higher Prices Fades as Raw Materials Market 


leather market although prices are 

firm and quotations are being met 
buyers of leather. The hide market has by 
been easing off for the last two weeks, 
especially in country hides. There is not 
much change in the values of packer hides, 
however, although there has been no im- 
portant trading for two weeks. It was 
known some months ago that hide and 
skin values were advancing somewhat out 
of proportion with current prices of lea- 
ther and shoes. The general activity, 
however, in business seemed to have a 
tendency at that time to push up prices of 
raw material. 

Even on today’s prices of raw material, 
leather is yielding no more than a rea- 
sonable profit and had hides continued at 
the high prices which they reached, lea- 
ther would have inevitably shown a fur- 
ther advance. On the other hand, there 
has been a tendency to lower production 
of shoes of late, although most shoe fac- 
tories were quite busy during the fall 
months. Tanners maintain that the lea- 
ther now in warehouses, and coming 
through the tanneries, must bring asking 
prices for leather to show a profit. Shoe 
manufacturers and other leather buyers 


\ CTIVITY is less pronounced in the 


Eases Off Somewhat 


are holding off somewhat in their pur- 
chases and object to paying the more re- 
cent advances in upper leather. There 
can be no recessions on shoe prices while 
the present leather quotations are main- 
tained. 
Sole Leather Firm and Active 

The sole leather market is sold well 
ahead of tannery receipts, and there is a 
fairly active market with selling prices 
well maintained. There is still an up- 
ward tendency on sole leather now com- 
ing through the tanneries which is made 
from high cost of hides. Fairly large 
quantities of sole leather are being cut, 
both by shoe manufacturers and sole cut- 
ters, and deliveries are regularly being 
made on contract. Green hide sole lea- 
ther is quoted at 32c. to 34c. per pound 
for heavy No. 1 oak sides; No. 2, 30c. to 
3lc. per pound. Sole cutters are cutting 
large quantities of union backs and prices 
are strong. Packer steer backs, tannery 
run, are bringing 55c. per pound for heavy 
and 50c, to 52c.for light and medium. Oak 
sole has not been so active for the past 
few weeks. The tanners are making reg- 
ular shipments on former contracts. 
Packer hides No. 1 heavy are bringing 
58c. to 60c. per pound, bends 70c. to 80c. 


Upper Leather Buyers Holding Off 


The upper leather market is not showing 
the same activity as formerly. Tanners 
anticipate a good business, however, after 
the holiday season. They look for a con- 
tinuance of present conditions for the re- 
mainder of this year. Buyers of leather 
are resisting the present prices of calf and 
side leather which represent. advances 
made on most upper leathers a few months 
ago. Tanners, figuring on the cost of raw 
stock from which their leather was made 
cannot see replacement values on any- 
thing under their present quotations. 


Calf Leather Less Active 
The present call for calf leather con- 
tinues on the plump weights which keeps 
tanners of this grade of leather fairly busy. 
Light and medium weights are still drag- 
ging but where the orders for heavy calf 
leather cannot be filled certain amounts of 
medium and light weights are taken. The 
top selections of chrome colored calf still 
bring 45c. to 50c. per foot, 45c. for second 
selection, and 40c. for third. Blacks 
bring from 3c. to 5c. less. Culls and 
cheaper calf range from 20c. to 30c. per 
foot. There is still a good call for ooze 

(Continued on page 107) 
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HERE is no doubt about a 

real winter this year. Weather 
prophets agree. Snow—slush, and a 
great demand for overshoes. 


Take this opportunity to stock the 
best—‘‘U. S.’’ Overshoes. Order to- 
day, before the rush begins. Delay 
may mean a loss of sales. 


**U. S.”’ Overshoes are superior in 
every way. Absolutely waterproof— 
snug fitting, with a last to match 
every type of leather shoe. 


United States Rubber Company 
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Don’t Neglect Indoor Athletic Shoes 


The Football Season Is Over—Gymnasium Work Now Required by Colleges 
With More Aggressive Methods, Merchants Can Sell More 
Rubber Soled Shoes—Also Wool Socks 


HE official football season ended 

with the big Thanksgiving Day 

games. Now that snow has already 
arrived in some parts of the country and 
that colleges in general require students to 
begin their gymnasium work with the first 
of December, there is a good opportunity 
for the retail shoe merchant to make added 
sales by letting the school boys and girls 
of their communities know that their stores 
are headquarters for shoes for basket ball, 
volley ball, indoor baseball, hand ball, 
and all-round gymnasium use. 


Good Field in Sport Footwear 

While the retail merchant may argue 
that the sporting goods houses have agents 
in his town or city whoare already actively 
in touch with the principals of the schools, 
or the captains of the various teams— 
nevertheless, there is no reason why the 
merchant should feel that he is eliminated 
from the competition. His rubber shoe 
manufacturer or wholesaler will help him 
in the way of stocking the required sizes, 
as the producers of these athletic 
goods would naturally like to have 
the retail shoe merchant sell more 
of the product of their plants; and 
the fact that he cannot, perhaps, 
buyinaslarge quantities as someof 
the sporting goods houses need not 
be a bar tothe merchant’s progress. 
There is always the young man or 
woman gymnasium devotee who 
does not belong to a school which 
the sporting goods house has 
covered; and, too, there is, always 
the professional basket ball player, 
or volley ball expert, who is a pos- 
sible customer of any retail shoe 
store which proves that its per- 
sonel is alive to his needs. 


Big Chance for Little Merchant 


The merchaat in the little town 
has fully as good a chance in this 
direction as the one in the big city, 
if he will but let the young folks in 
his town know that he has the kind 
of athletic rubber soled shoes that, 
for instance, the famous coach of 
this university, or that, has re- 
commended; or, the very shoes, 
which the members of the big 
State College champion basket 
ballteam, have worn. Itis not neces- 
Sury to carry a tremendous stock, 
~an ordinary run of sizes and 
kinds of indoor rubber soled ath- 
le‘ic shoes is sufficient;-and the in- 


stock departments of your rubber shoe 
manufacturer or wholesaler, will do the 


rest. 
Educate Boys and Girls 


One very important point, however, in 
the sale of indoor rubber soled athletic 


A high grade shoe for basket ball—made by 
Converse Rubber Shoe Co. 


shoes is to let the public know that you 
can supply its wants—in other words, 
make known the facts that your store spe- 
cializes in rubber soled shoes for gymna- 


The “Varsity” Woolen Sock, snug fitter at the ankle and just long enough 
to show above the basket ball shoe or can be turned down over the shoe 
about one inch in a neal manner—sold by Converse Rubber Shoe Co. 


sium work. See the manager of the local 
basket ball, or indoor baseball team; or 
send him a personal letter, and tell him 
that you know you can supply his team 
with the proper shoes—show him a sample 
or two; then send his name to the rubber 
shoe manufacturer and wholesaler and they 
will co-operate in the way of convincing 
literature. 

There are many things that you can tell 
the boys and girls of your community 
about basket ball; there are changes in the 
tules of play for 1922-23 which Dr. Walter 
E. Meanwell, Member of the Joint Rules 
Committee, University of Wisconsin, tells 
about in the new “Converse Basket Ball 
Year Book.” A line from you to this 
cubber shoe manufacturer will bring this 
book to you. There are other rubber shoe 
manufacturers who have other special 
helps. There are pictures of prominent 
basket ball teams which are obiainable 
from the rubber shoe manufacturers or 
wholesalers, which make fine window dis- 

plays—you can also with profit 
have the captain, or the team 
of your home high school or 
college, equipped, of course, with 
the shoes which you have sold to 
them, the subject of a picture prom- 
inentiy displayed in your window. 


Care of Feet for Basket Ball 


The care of the féet in basket ball 
is most important. In this con- 
nection, it is necessary rhat proper 
socks be worn. The following is 
an excerpt from an article by 
George W. Levis, of Indiana Uni- 
versity in “The Converse Basket 
Ball Year Book.” 

“The old idea of long stockings 
with feet attached is becoming ob- 
solete. Cotton inner socks have 
been on the market for some time 
and are still used by many schools 
and players. That they are un- 
suited for such use is easily 
recognized when one considers the 
properties of their texture as com- 
pared to the new wool inner 
sock. 


Cotton Socks Not Good 


Cotton does not absorb the 
moisture excreted by the foot in a 
basketball shoe. It holds the per- 
spiration to the foot and keeps 
it in a damp, heated condition. 
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“Same Day” Service to You! 


Weare all ready to care for your 
footwear needs FAST. 


Your order goes out the same 
day we receive it. 


Service stocks are near you— 
see list below. All you need in 
both “Hi-Press” Heavy and 
“Straight-Line” Light Goods. 


It means sure-fire profit to sell 
Goodrich. Its superior service is 
sure to bring back the customer 
for more of the brand with the 
Red Line’round the Top. Don’t eT 
disappoint him and yourself sizes of 4-buckle 


e e - Cloth Top Gaiters 
with an inferior make. are filled. Be ready 


for the cold snaps. 
Our national advertising campaign 
Our Men’s Rail- for the Fall season is bigger and better 
= a is than ever. Millions of prospects are 
‘OL . . . . 
There is a good thinking Goodrich. Be ready to cash- 
market for this in on the big drive. 


shoe. 
THE B. F. GOODRICH RUBBER COMPANY 


New York Boston Akron Minneapolis 
Chicago Kansas City Denver Seattle 


GOODRICH 


“HI-PRESS and STRAIGHT-LINE 
RUBBER FOOTWEAR 
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The foot will burn and often blisters will 
develop through the use of the cotton 
stocking. When not in use the cotton 
stocking will dry out and become hard and 
stiff. It is apt to have creases on the bot- 
tom and when again worn these creases 
will irritate the ball of the foot and cause 
a skin breakage which soon develops into 
a blister. 

The wool sock, on the other hand, fur 
nishes the foot with a soft cushion that 
takes up the moisture and prevents that 
burning and rubbing so disastrous to the 
foot. 

Care of the Wool Sock 

When removed from the foot the wool 
sock should be stretched out and beaten 
once or twice against the wall and hung 
up to dry. About every three days it 
should be washed out in cold water. The 
player can take his socks into the showers 
with him or can soak them in cold water 
while he is bathing. Before he starts 
dressing he should wring them out thor- 
oughly, beat them against the wall a few 
times and then hang them up to dry. The 
sock: can be darned easily without creat- 
ing a lump or uneven patch. It should not 
be worn with holes appearing in the toes or 
heels. Such holes often cause irritations to 
the skin which develop into sore spots that 
will give the player much trouble. A pair 
of wool socks thus cared for will outlast six 
pairs of cotton stockings and will prove 
much cheaper in the course of a basket 
ball season. 





Activity in Leather Less 
Pronounced 


(Continued from page 103) 
calf in the fancy colors. The best selec- 
tions are quoted all the way from 55c. to 
70c. per foot. 
Side Leathers Volume Smaller 

Business is only fair on side upper lea- 
thers. Prices continue firm which has a 
tendency to delay trading. The ag- 
gregate is large enough to keep tanners 
fairly busy. The top grades of chrome 
colored side of the best tanners are 
quoted at 27c. to 28c. per foot; 26c. for 
medium—and 20c. to 22c. for the lower 
grades. Snuffed stock brings below 20c. 
according to tannage and quality. Some 
makers of heavy shoes are busy and are 
buying considerable quantities of the 
heavy leathers including kips, veals, elk 
and waterproof chrome. There is also 
fair call for white and colored buck, the 
prices ranging from 32c. to 43c. per foot. 
Makers of turn shoes are still using con- 
siderable buck in combination with patent 
leather. 

Fair Business on Patent 

While there is a fair business on patent 
leather the activity is less pronounced 
than a few weeks ago. This has been one 
of the best years, however, that the 
patent leather tanners have ever had. 
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Japanners are still busy and have suffi- 
cient orders to keep them busy for some- 
time to come. Prices are firm on top 
grades of patent chrome, sides bringing 
50c. per foot, 45c. for No. 2, and 40c. for 
No. 3. Other selections range from 30c. 
to 40c. per foot. Patent kips bring from 
50c. to 55c. 


Glazed Kid Improves 


Glazed kid has shown some improve- 
ment of late although the business is 
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somewhat spotty. Shortage of raw ma- 
terial of good quality still has the effect 
of keeping prices of glazed kid high. The 
leading tannages of colored chrome kid 
are still quoted at from 75c. to 90c. per 
foot and some of the choice selections of 
white bring ever more. Medium grades 
of kid bring from 35c. to 55c. per foot and 
tanners report a good outlook for the 
next six months. There is also a fair 
trading on cheaper grades of kid below 
30c. per foot. 





BALTIMORE 


Novelty Footwear Selling Best 


Rhinestone Buckles Fast Becoming the Rage—General 
Business Conditions Good 


HE exceptionally warm weather 

for this time of the year has had its 
effect upon the retail shoe business 
and the reports from the dealers are of a 
varied nature. The large department 
stores report excellent sales during the 
past week, while the smaller stores have 
noted a decided drop off in business. 
Novelties are the best sellers and this is 
attributed to the weather conditions. 
Patent straps and Colonial styles are 
also in demand while some of the stores 
report satins as selling exceptionally well. 
Most of the stores report an increase in the 
demand for brocades. 

Rhinestone buckles are fast becoming 
the rage and all of the stores report an 
increasing demand especially for the 
medium size. Special show cases dis- 
playing buckles have been arranged in 
most of the stores and it is the opinion of 
most dealers that this season will far 
exceed any season of the past for this class 
of goods. S. Halle Sons Company, job- 
bers of buckles report that the demand 
exceeds the supply at the present time. 


Satin Boudoirs Selling for Xmas 


With the holiday season coming on, 
sales on satin boudoir slippers are in- 
creasing and many of the stores are now 
pushing them to the front. The men’s 
stores report trade conditions as being 
very good and the demand for oxfords is 
still heavy. .This condition one dealer 
attributes to the advances made in the 
manufacturing of woolen hose which has 
increased the demand materially. One 
dealer stated that he has had numerous 
calls for light weight summer styles and 
has sold some of his stock carried over 
from the past season. Blacks are selling 
well and most of the shoe men predict an 
unusual season for both high and low 
styles. 

A general canvass of the retail stores 
resulted in the following general report— 
business conditions are good and high tan 
styles are the best sellers.§ Blacks in low 


and high styles stronger than in the past. 
Low styles selling better than anticipated, 
perforated styles dropping off while the 
demand is increasing on stitched patterns. 
Findings are running a little back, but 
hosiery sales are fine with a good demand 
for silk and wool patterns. The local 
Regal store reports business as being very 
good with blacks selling well. Patent 
styles are in demand and there seems to be 
a slack up in low styles. It is the opinion 
of this store that this will be a big black 
season. 
Collections Reported Slow 


“Business fine” is the report of the 
Chesapeake Shoe Corporation which is a 
new company and manufactures chil- 
dren’s and misses’ turns. This firm, 
however, reports collections as being very 
slow. 

“Novelties are selling well,” says Ned 
Hess of the N. Hess Sons Company. 
Turned sole oxfords for both street and 
dress are moving nicely. Brocades and 
medium rhinestone buckles are in de- 
mand. 

Joel Gutman Company have recently 
opened a Dr. Kahler store at 128 N. 
Eutaw Street which is in charge of 
Charles Winters who has been connected 
with the firm for some years and it is the 
opinion of his many friends that he will 
make the new store a success. Announce- 
ment was also made by this firm that they 
had secured the services of W. J. Evans 
who has been associated with N. Hess 
Sons Company. Mr. Evans is assistant 
manager of the new store. The company 
has not spared any expense on the new 
place which is furnished very luxuriously 
and is up-to-the-minute in every way. A 
very noticeable thing about the new store 
is that there is no stock in sight, a sepa- 
rate room being assigned for stock in the 
rear of the building. A full line of hosiery 
is carried at this store and Mr. Winters 
reports business as being good. This firm 
has the exclusive agency for Dr. Kahler 
shoes in this city. 
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Not to Be Compared! 


The Duson Adjustable Shoe bears 
no relationship to any orthopedic 
shoe made. A minute’s inspection 
reveals this fact, and its undis- 
putable superiority as well. , 


It is of inestimable value to a dealer to 
know that he can adjust the Duson to fit 
any foot. The one fact that the arches of 
the Duson Adjustable Shoe can be raised 
or lowered to conform with the needs of 
the wearer, is the greatest assurance of 
absolute fit-perfection ever discovered. 


Write for salesman and details regarding 
exclusive representation 


€- 


DUGAN & HUDSON CO. INc. 


Shoemakers for over 40 Years 


ROCHESTER,N.Y. 
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Merchants Unprepared, Says Salesman 


Fears Many Will Be Caught with Inadequate Stocks When 
Consumers Start Buying in January 


“TT is time to ring the alarm clock for 

1923,” exclaimed a Lynner, a salesman 
home from a trip to partake of his Thanks- 
giving turkey. “It is time for buyers to 
wake up to the realization that a new year 
is at hand. 

“Preparation is half the battle of busi- 
ness, as has oft been told,”’ continued the 
salesman. “But many shoe merchants are 
not prepared for 1923. I saw this on my 
trip. 

“Two distinct advances in trade are 
coming early in 1923. The first will be the 
January boom, when real winter weather 
sets in, and people want shoes to keep their 
feet protected against the cold. Soon after 
that will come the buying for Easter, which 
comes early, or on April 1. 

“As I have said before, many merchants 
are not prepared for these new advances 
in trade. They haven't the stock on hand, 
the shoes selected with careful forethought, 
to satisfy their customers. So I am saying, 
that when the better business comes, as it 
invariably comes with the new year, some 
merchants will be short of good shoes.” 

“True enough, there are always shoes 
of some sort to be had. But they may not 
be, indeed, often are not, the kind of shoes 
that a merchant wishes to sell to his cus- 
tomers, for the purpose of enhancing his 
reputation, let alone that matter of pro- 
viding his customers with the sort of shoes 
they wish to wear.” 


“Grover’s Garden of Shoes” 


J. J. Grover’s Sons have a sample line 
for 1923, which the salesmen are pleased 
to call ““Grover’s Garden of Flowers,”’ for 
the names of the styles are taken from the 
garden variety of flowers, and, by the way, 
some may add that familiar remark, that 
the shoes are as pretty as the flowers of a 
garden in June. 

The Orchid, the Iris, and the Verbena, 
the Primrose, the Dahlia and the Azalea, 
all are among these samples for 1923, and 
the pretty names, suggestive of pleasure 
from shoes, well applies to the pretty shoes. 

Patterns of these shoes, named for the 
flowers, are of the plain, strap, and tongue 
styles, and oxfords, too. Leather are of 
patent and suede, kid and calf, and there 
are fabrics, too. 

For “bread and butter” shoes (the sales- 
men have some other titles to show qual- 
ity and service which they hesitate to ex- 
press), J. J. Grover’s Sons have on hand, 
ready to ship immediately on receipt of 
the order, a large stock of boots, of sterling 
Grover standard quality, built for winter 
wear. Among these boots are smart models 
for street wear, pretty models for house 


wear, and those faithful, long esteemed 
“Soft Shoes for Tender Feet.” 


M. & C. Plans for 1923 


At the factory of Mitchell, Caunt Co., 
Lynn, James Morris Caunt is preparing 
to retire from active business, and Reuben 
H. Mitchell and his associates are prepar- 
ing plans for 1923. The firm will go on 
under its familiar name, making its line 
of McKay shoes that are well and widely 
known under the name of the “M-C Kay 
Line.” 

New samples show wood heel novelties, 
snug shanked, and close trimmed on the 
forepart for dress wear, these shoes being 
of shiny patent, satin and black kid and 
the suedes, And for street wear, there 
are medium and low heeled shoes, with fair 
stitched edges, and uppers of calf and kid. 
The line recalls the phrase “Catchy Crea- 
tions,” which Joseph Caunt Co. used for 
many a year, and with a deal of success,too. 

James Morris Caunt, was one of three 
brothers, who came to Lynn along in 1883, 
started to work in Lynn shops, and eventu- 
ally started in the shoe manufacturing 
business themselves. Joseph Caunt built 
up the Joseph Caunt Co., makers of 
“Catchy Creations’ and in its time a 
producer of 10,000 pairs of shoes daily, the 
largest production for any one firm in the 
records of Lynn. Joseph Caunt is now a 
banker in Pasadena, Cal. Arthur Caunt, 
who was superintendent of the factory of 
Joseph Caunt, is now manager of a shoe 
business in Leicester, England. James 
Morris Caunt, who was associated with 
Joseph Caunt, and Reuben H. Mitchell, 
formed the firm of Mitchell, Caunt Co., 
and took the factory and the business 
which Joseph Caunt conducted, and they 
have since carried it on, with success to 
themselves and with satisfaction to shoe 
buyers, who are glad to be among their 
friends. 


Some Bartlett & Somers 
Shoes 


At the factory of Bartlett & Somers 
they are making oxfords of many kinds, 
for immediate delivery. One of them, a 
blucher, of Scotch grain leather, has brass 
eyelets. It is stitched around the heel, 
and its heel is 7-8 high. Also, it is making 
other patterns of oxfords, and some pumps, 
of patent, black and brown kid and calf, 
and suedes. 

“It is difficult,” said Phil Bartlett, “to 
name any particular shoe as a best seller. 
Style selections are spread out pretty thin 
as the orders come in. Indeed, it must be 
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true, as some of our merchandising friends 
tell us, that women are, these days, buying 
a greater variety of shoes than ever be- 
ore.” 

Spring samples, in the Bartlett & Somers 
line, show smoked elk sport oxfords again. 
Some of these sport oxfords have elk vamps 
and quarters and tan saddles, while others 
have tan vamps and quarters and smoked 
elk saddles. Soles are of leather. Also 
oxfords dress and pumps are in the line. 
Combinations of gray suedes and patent 
leather, and of gray suede and dull calf, 
look very promising for spring. 


“A Message to Millions” 


“If you are one of the millions of 
women,”’ says the Cooter booklet for 1923, 
“‘who long for a shoe which offers smart 
style and ideal foot comfort at a moderate 
price, you can find it in the Formative 
shoe, built for every woman. 

“The Formative Combination lasts give 
special narrow heel measurements, snug 
fitting around the top, full ball room and 
gracefully shaped forepart. The most ex- 
acting requirements of fit can be met with 
the Formative complete range of widths 
from AAA to E, sizes No. 3 to No. 10. 

“Your foot is flexible, and nature never 
intended it should be bound up in a stiff, 
unyielding shoe. The Formative shoe gives 
perfect flexibility of the entire shoe from 
toe to heel. Its flexible shank, which bends 
up but never down, fits every arch, high 
or low, and allows perfect freedom of the 
arch muscles.” 

Formative boots and low cuts, as well 
as Cotters “Regulars” are selling freely 
from the stock of the factory of the Cotter 
Shoe Co. Also, the firm has new adver- 
tising matter, booklets for distribution to 
customers of the store, as well as signs and 
price tickets, all ready for distribution 
among merchants. 


New Kiely Shoes 


At the factory of T. J. Kiely & Co. they 
are working on some new models of sport 
shoes for 1923. They will make sport 
welts, for women, misses and children, in 
combinations of smoked elk and tan calf. 
Some of them will be bottomed with elk 
soles, having a suede, non-slip surface, 
and some will be bottomed with oak or 
union leather. 

Also, novelty welts, in oxford and pump 
patterns, will be shown in the 1923 sample 
lines. 





New Shoe Stores 


Henry Chazan, 6305 Greenfield Avenue, 
West Allis, Wis. August Debougk, 
Marcoe Building, Fond du Lac, Wis. 
The L. J. Everett’ Corporation, (Moses 
Arenberg, Proprietor), Main St., James- 
town, N. Y., shoe department. College 
Boot Shop, 804 Walnut Street, Des 
Moines, Ia. 





BOOT AND SHOE RECORDER 
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Women’s Shoes 





PHILMALL, Inc. 


THOROUGHLY BENCH 
MADE FOOTWEAR 


FOR Tas Be BETTER TRADE 


Show a. rbridge Bidg. 
erie g Waverly Place 
YORK CITY 








The WESTCOTT-WHITMORE CO. 
Syracuse, N. Y. 
In Stock Specialists of 
Women’s Shoes, Party 
Slippers and Novelties 
Write for Catalogue 








BLEECKER STYLES 
Are the last word in footwear 
for stylish women 














Phillips-Cram Corp. 
Makers of 
Women’s Turn 
Slippers 
276 River St., Haverhill, Mass. 


Boston Office 
207 Easex Street 








FERN & & POOR CO., Inc. 
ee eer ‘tho 


Women’s Furn 











E. A. & M.C. Witherell Ce. 
Manufacturers 
Women’s Turns 
Boots and Slippers 

Fac 
Haverhill, 


Boston Office 
Rice Bidg. Reem 406 











Makers of 
Hand Turn Novelties 


and onall the Latest Lasts 
Felstiner-O’Connell 
Shoe Ce., Inc. 








WOMEN’S FINE TURNS 
and Nevelties 


One of our nowest models. 
Hand Turn kid lattice work 


—in all fiasse 
quarter eee 
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Business Is Pretty Fair 


There Are a Few Exceptions to the Rule, with Much Activity, 
Rather Than the General Quiet 


HE general report as one visits the 
retail shoe stores and wholesale es- 
tablishments of the city is—‘‘Business is 
Pretty Fair.” When the question is asked 
why trade is not more active, the reply is 
“Oh, 75 per cent weather; the other 25 
per cent is because the public is in the mood 
of not buying unless it absolutely feels 
obliged to do so.” 

Credits are a problem with some of the 
stores—the wealthy folks having charge 
accounts taking their time about paying, 
with the idea of putting off the payment 
of as many bills as possible until after the 
holiday season, or even later periods, be- 
cause this money is tied up in investments. 
Cash customers are looking around for 
quality goods at a low price, and in many 
cases the charge customers, also. 


Quality Goods at a Price 


It is reported at a high grade, exclusive 
shoe store that whereas not so long since, 
a customer would buy six to eight pairs of 
shoes at one sale, now it is one to three 
pairs. Good footwear at a low price seems 
to be the slogan of the multitude; women 
no longer boast about the fact that they 
paid $20 to $35 for a pair of shoes. Neither 
do men, although they in the past fought 
a bit against high prices. Now, however, 
the great majority of the people act as if 
they were unanimously of the opinion that 
their purchases of today must be a price 
proposition. 


Uncertainty As to Spring Styles 


In the wholesale shoe lines, there seems 
to be much confusion as to styles; buyers 
do not know what they want for spring— 
The wholesalers are not sure themselves 
what will be good for spring. The whole- 
salers find that the price proposition is the 
dominant factor. They report that a 
staple line of oxfords in black and brown 
kid is selling well; also some straps; pa- 
tents, they say, are falling off a bit in pop- 
ularity. Some few of the cut-outs and 
fancy stuff is selling, but the wholesalers 
hesitate before they stock much with the 
novelties. As one of the leading whole- 
salers put it—‘‘A high class shoe can be 
copied in a cheaper shoe inside of a week.” 
Just as soon as a snappy shoe appears in 
the windows of a high grade store, the 
other merchant, who caters to the $5 trade, 
has his manufacturer or wholesaler get 
busy. The young girls or women who buy 
the novelty stuff do not think very deeply 
as to the fitting merits, so the cheap goods 
sell readily, and are a mess. To my mind 
nothing is better for a woman’s foot on the 
street, than a nicely fitting oxford in a 


black or brown—it has a clean cut and trim 
appearance, and is in every way desirable. 


“Oh, for Sensible Styles” 

“If we could only get down to a good 
staple proposition, I would certainly be 
glad. And as men set the stylesfor women, 
why should we not give the ladies sensible 
styles? It would be much better for our- 
selves. 

“The wholesale shoe trade, however, is 
not the only line that finds itself per plexed 
as to the style situation, for the dry goods 
folks say that a similar condition prevails 
in their lines; with them, as with the shoe 
people, buyers want their goods in a hurry; 
and there are now really no seasons. 

“As to heels, the Louis look svery favor- 
able to the jobbers, even on oxfords.” 


Jones, Peterson & Newhall 
Talk Merchandising 


A recent call at the high grade, exclusive 
shoe store of Jones, Peterson & Newhall 
Co.’s resulted in a very interesting inter- 
view with Fred S.-Billings, buyer, with 
C. H.. Peterson, of women’s shoes. Said 
Mr. Billings — “We are getting our share, 
with our prices $2 to $3.50 lower than com- 
petitive stores. The fact that corner stores 
and bargain basements are busy on cheap 
merchandise we consider a very healthy 
condition, because it means that the pub- 
lic is soon to be back to better grade 
shoes—the cheaper varieties will soon 
wear out. It takes salesmanship and good 
merchandising today to sell goods. It 
may seem a bit annoying now to find the 
public bargain-hunting, but it may prove 
a blessing in the long run. A man who 
cannot take the bitter with the sweet is not 
worth while—in other words—‘The man 
worth while is the man who can smile, 
etc.’ Now is the time to sell felt slippers, 
boudoirs, buckles, hosiery, and spats— 
and we are selling them. 

Sales of Boots Surprising 

“And here is something that may sur- 
prise you — The sale of high shoes with 
9-8 to 13-8 heels is better with us than it 
has been for two years,—and I believe that 
this is due partly to the fact that we have 
the goods and sizes. New England is not 
a flapper city—it is conservative—so we 
carry a very strong line of sensible foot- 
wear—in oxfords, pumps and boots. Louis 
heels, are good on dress pumps in 13-8 and 
also the Spanish Louis—up to 17-8 
heights.” 

Mr. Billings explained that his state- 
ment does not mean boots are the biggest 
sellers—that their sales run about 75 per 
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cent on oxfords and 25 per cent on boots. 
Mr. Billings also said that men do not buy 
boots as much as do the ladies—in other 
words that more oxfords are sold to men 
than to women. 


Big Children’s Business 


Mr. Billings stated that their children’s 
and misses’ business this fall has been the 
largest in the history of their store—and 
they have been in business 20 years the 
coming April; he attributes this success to 
the store’s good quality and fair prices, 
also to the fact that they do not try to 
make their percentage of profit on chil- 
dren’s shoes, they consider them simply 
business builders. This store makes Sat- 
urday its Children’s Day and features its 
“normal flexible arch shoes, with all the 
pliant features, which stand up well under 
hard wear.”” A recent ad stated among 
the reasons for their children’s big business 
that: “high grade shoes were featured at 
fair prices; that all misses’ and children’s 
shoes were on the street floor, with no ele- 
vator or stairs to climb; that there is a 
separate department for men and boys; 
that their shoes are made on lasts for ac- 
tive little feet.” Their children’s shoes 
are made of solid leather and the price 
range is $4.50 to $8. 


A Five Pair Sale 


To illustrate that his store was doing 
good business, Mr. Billings cited a recent 
five pair sale that he had just made—a tan 
oxford, black oxford, gray sport oxford 
with rubber sole, black brocaded evening 
slipper, and a pair of English box cloth 
gaiters, leather re-inforced, in a fawn 
shade. 

Just at the present time, this store is 
selling a few riding boots. 


Mother Goose at Gilchrist’s 


The shoe department of Gilchrist’s, 
Fred W. Small, buyer, had a Mother Goose 
Day on Monday last at the original home 
of Mother Goose. For it is true that here, 
ever so many years ago, lived the famous 
Elizabeth Goose, whose son-in-law, printer- 
poet immortalized her by his witticisms 
in the form of jingles which are known 
everywhere as “Mother Goose’s Rhymes.” 
This stunt was announced in the Globe of 
Sunday and the parents were invited to 
bring their children and visit Mother 
Goose herself, who would appear at the 
“old Homestead” on November 27. The 
kiddies responded well to the invitation. 
One little tot proved that he had a good 
memory and before an admiring audience, 
not the least interested of whom was his 
mother, recited many of the rhymes 
while looking at the realistic pictures 
which adorned the walls. A tiger, a teddy 
bear on a horse, and other toys, made 
Mother Goose Day in the Educator De- 
partment of Gilchrist’s a memorable event. 
The Mother Goose publicity “stunt” re- 
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ceived its inspiration from the Gilchrist 
shoe store location, and is being used with 
good effect in other big cities. 


A Novel Window Display 


On Monday of this week, R. L. Upton, 
shoe window decorator and assistant 
shoe buyer of R. H. White Company, 
arranged a unique display of the new 
Sole-Mould Shoe, for which shoe, theR. H. 
White Company has recently secured the 
agency. This window appeared on Mon- 
day, only, and well exemplified the lines 
from Longfellow —‘Footprints on the 
Sands of Time.” There was a strip of 
sand with actual footprints made by the 
Sole-Mould Shoe. These footprints in 
the sand illustrated that the innersole of 
the Sole-Mould had been moulded to 
conform absolutely to the curves and the 
soles of the feet, just as nature intended. 

Bordering the pathway of sand was 
green grass, and oak trees with foliage in 
summer hue, except on the large tree in 
the center, which had a large garland of 
autumn, colored leaves. There were pic- 
tures and literature on easels, also plaster 
of paris casts of feet, and those of the 
foot’s impressions in a soft surface—all of 
which effectively and convincingly told 
the story to the many window observers, 
who seemed genuinely interested, al- 
though no shoes were displayed. The 
shoes themselves went on display Tuesday, 
November 28. 


Attractive Buckles in Rich 
Settings 


The R. H. White Company’s shoe 
department, has some very attractive 
buckles in rhinestones, cut steel and 
ornaments—and have placed the glittering 
beauties in very rich “houses.” For in- 
stance, in the slipper department an 
especially constructed table of mahogany 
has a gold velour mat, and on raised 
purple satin flutings, in its two section 
display case, the shoe department’s 
“gems” sparkle bewitchingly. This table 
has a glass covering and it would be 
indeed difficult for the “light-fingered” 
to remove any of the contents. A larger 
corner case, also of mahogany, appears 
near the entrance to the slipper depart- 
ment. The buckles in this case rest on the 
fluted folds of purple satin—no gold 
velour effects being used. The light is 
well reflected in both cases. 


Window with Theatrical 
“Flavor” 


C. F. Hovey Company’s window last 
week featured the I. Miller & Sons, Inc., 
shoes, in connection with the picture of 
Madge Bellamy, a film favorite, and the 
announcement that Madge was then 
appearing in “Lorna Doone” at Gordon’s 
Olympia and wearing I. Miller shoes. 
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AND 


Straps and Colonials were displayed, 
also some attractive buckles and a bit of 
tissue added also an _ additional 


gold 
touch of brightness. 


Coffin Shoe Co. Occupies 
Factory with a “History” 


On Longwood Avenue, eight minutes 
ride from Park Square on the Huntington 
Avenue car line and in close proximity to 
the educational center of the city, is the 
factory of the Coffin Shoe Company. 
The building covers an area of half an 
acre. The company uses all the space 
shown in the accompanying photo; on 
the street in the rear, there is a five-floor 
mill which it is proposed to rent. 

In addition to the above facts, the new 
home of the Coffin shoe company has 
other interesting “historical’’ an*‘ece- 
dents. When the Massachusetts Brewers 


The new home of the Coffin Shoe Company, on 
brewery. 


Corporation voted to liquidate, this 
building was the last piece of property 
sold. In other words, it was known as the 
King Brewery, where King’s Bohemian 
Beer was brewed for 50 years. 


Building Strongly Constructed 

In the building shown in the photo- 
graph which is the part occupied by the 
Coffin Shoe Company, was formerly 
stored 38,000 barrels of beer constantly. 
The floors containing vats that went to the 
ceiling were formerly used to age the beer 
and to keep it dark and cool. It had no 
windows, and in transforming it to a shoe 
factory, it was necessary to put in 70 and 
to cut through 34 inch walls, for ic was 
a wonderfully strong construction with 
steel “I’’ beams placed close together and 
steel uprights. 

The Coffin Shoe Company is a close 
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corporation consisting of A. J. Mahoney, 
president and George E. Coffin. Mr. 
Mahoney was formerly connected with 
the P. J. Harney Shoe Company on the 
selling end. Mr. Coffin is well known as a 
shoemaker through years of experience 
and they make a good combination. The 
output of the factory is sold by John 
Hoben and Mr. Mahoney. 
Moore Leather Co. Secures 
Schwarz Bros. Agency 

The Moore Leather Company has been 
given the agency of the Schwarz Bros. 
Company of Harrison, N. J., who are 
operating two tanneries manufacturing 
lines of patent horse, cordovan butts, 
Norwegian calf, suede calf and satin calf. 

It is claimed that all cordovans manu- 
factured by Schwarz Bros. Company are 
hand made throughout, hand shaved, 
hand colored, and are made wholly with. 


—4 7 Avenue, Boston. Once part of a famous 
goods 


ut consists of *‘dry’ rather than wet 


out pigment or coloring of any kind, 
which process makes a very superior 
cordovan and an unusually handsome 
shoe. 

The Moore Leather Company report 
that it is doing a fine business on the 
above-mentioned cordovan butts. 


Moving Innersole Cutting 
Machinery 


The American Hide & Leather Com- 
pany is moving its Innersole cutting 
machinery from Binghamton to Ballston 
Spa, N. Y., vacating the plant recently 
sold. This new location of the flexible 
innersole factory at one of the firm’s 
largest side leather plants is a great con- 
venience and economy. Messrs. Blanch- 
ard and Loeffler of the Innersole Depa:t- 
ment, were in Boston last. week. 
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A Clemenceau Window 
In honor of the visit of Clemenceau to 
the city, November 23, William Filene & 
Sons Company decorated its shoe window 
with French posters. Parisians clad in 


present day costumes of the French 
capital gave the window the appearance 
of a Paris thoroughfare. A young boy 
was seen with a tray full of little busts of 
the “French Tiger.” 





NEW YORK 


Sales Volume Unsatisfactory 


Despite Colder Weather, Consumers Are Not Buying as 
Freely as It Was Hoped They Would 


EY crcan colder weather, the volume 

of retail shoe business here was lag- 
ging toward the close of November. The 
lower priced lines appeared to be suffering 
more than the higher priced lines. Efforts 
to stimulate any large increases in con- 
sumer buying by price reductions were re- 
ported to be unsuccessful by the few mer- 
chants who had offered price reductions in 
liberal advertising and window displays. 
The situation, it is explained by the shoe 
dealers, is not alarming, but it means that 
constant hard work is necessary to keep 
stocks moving. 

The Fifth Avenue merchants, in the 
main, report fair business. A few of them 
are doing exceptionally well, particularly 
those that have a large, established clien- 
tele. Increase in the charge accounts are 
a reflection of this condition. 


Lower Priced Lines Slowest Movers 


The medium and lower priced lines move 
slowly. “This condition,”’ said Percy E. 
Hart, of Cammeyer, “undoubtedly is due 
to the fact that the middle and lower class 
purchasers are not yet well supplied with 
money, despite the increase in employment. 
Undoubtedly many of these people had 
back debts that will have to be paid before 
they can come into the market for new 
shoes. I know many merchants in other 
lines, apparel, etc., who report much the 
same conditions that prevail in the shoe 
field. With a continuation of good em- 
ployment there should be a good volume 
of business in shoes later on.” 

Small tongued models continue to hold 
the center of the style stage at present. 
Satin is increasing in popularity, according 
to the merchants, with brocaded satin 


being bought for general street wear in 
many cases, particularly in brown and 
black. 

The cut out oxfords and those decorated 
with zebra stripes are going well in certain 
sections, but have not reached a large vol- 
ume as yet. This style is thought to be a 
“comer” for spring. It seems to sell best 
in brown ooze, according to several re- 
tailers. 

Straps Still Good Sellers 


Straps are still selling in good quantities 
and lately there has been an augmented 
demand for oxfords in brogue and plain 
effects. Despite the fact that wing tips 
on men’s shoes are passe, women are still 
demanding them. Black oxfords in both 
kid and calf skin are selling fairly well at 
present. 

The sales of boots have surprised some 
of the retailers, but only a scattering de- 
mand is being registered for fancy boots. 
Those that are sold are mainly of the staple 
walking style in nine -inch lace tops, prin- 
cipally in brown calf. 


Men’s Business Also Lags 


After a fairly good early season, the 
men’s shoe business also has shown a lag- 
ging tendency of late. The weather has 
not been sufficiently cold to create much of 
a demand for high shoes. Many retail mer- 
chants believe that high shoes will sell 
well if inclement weather sets in. There is 
some evidence that well dressed men are 
becoming a bit tired of oxfords for Winter 
wear and it is being predicted here that 
next winter will see a much larger propor- 
tion of high shoes sold to men than has 
been the case for the past two winters. 





BROOKLYN 


Factories Fairly Well Sold Up 


Now Taking Orders for January and February Delivery; 


Merchants Buying Wide Variety Including Small Tongue 
Satin Pumps, Walking Oxfords and Cut-Out Oxfords 


ROOKLYN factories, in the main, 
are well supplied with business to 
the end of the year, and are now taking 
orders for January and February deliveries. 


A few of them are so well sold ahead at 
present that late January and early Feb- 
ruary are the earliest deliveries they can 
promise. 
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A wide variety of shoes is being bought 
by the retail merchants for immediate and 
nearby selling. The small tongued pump 
is still going strong, particularly in satin, 
which in many factories has edged out 
patents from the position of first place. 
Practically all factories report that the call 
for patent is diminishing slightly and that 
satins are growing in strength. 


Brogue Walking Oxfords in Demand 


Another development that came about 
somewhat unexpectedly, was a rush call 
for walking oxfords in brogue styles, with 
wing tips and heels running from 10 to 
11-8 in height. ‘The quick demand for 
oxfords,”’ said one manufacturer, “has 
arisen as a result of the retailer overlook- 
ing these styles when making fall pur- 
Fancy shoes appear to have 
crowded all idea of oxford from the minds 
of the retail merchants. The public, how- 
ever, is buying them in good quantity and 
we have been called upon to fill this de- 
mand quickly.” 

Some of the manufacturers here believe 
that oxfords will be big sellers in the spring, 
both in the plain tailored welt styles, and 
in the fancy turn soled styles. 


Cut-Out Oxfords Good 


“‘We are doing an interesting amount of 
business on cut out oxfords with covered 
13-8 to 17-8 heels,” said an official of I. 
Miller & Sons, discussing the oxford busi- 
ness at present. ““They appear to be selling 
well in most parts of the country. Along 
with these oxfords is a continued strong 
call for strapped models in new effects and 
a steady flow of business on one strapped 
models, with a strap slightly more than 
a half-inch in width. The latter appear to 
have become staples.” 
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Brocades Going Strong 


Steady calls for evening slippers are pro- 
viding the Brooklyn factories with con- 
siderable business at present. Factories 
equipped to make them are running strong 
on brocades. One new model that has 
attracted considerable attention is a silver 
brocade tongued pump, decorated with 
thin straps of patent leather. 


Bright Colored Leathers for 
Trimmings 
Bright colored leather trimmings, un- 
derlays and inserts will be shown in many 
of the spring models put out by Brooklyn 
manufacturers, according to present in- 
dications. 


20 Manufacturers Going to 
Chicago 

Brooklyn will be represented by 20 mem- 
bers of the Shoe Manufacturers’ Board of 
Trade of Greater New York, at the style 
show in Chicago in January. Plans are 
being made for the Brooklyn delegation 
to leave in a body on January 6, for the 
style show. The manufacturers in this 
section who already have engaged space 
are as follows: J. Albert & Son, Algier Shoe 
Manufacturing Co; the American Shoe 
Company, George W. Baker Shoe Com- 
pany, the Baker-Chandler Company, John 
Cramer & Son, Degen-Lipp, Inc., A Gar- 
side & Son, Andrew Geller, Griffin- White 
Shoe Company, Gred A. Eyre & Com- 
pany, I. Grissman, Inc., Horn Shoe Manu- 
facturing Company, Kozak & McLouigh- 
lin, J. J. Latteman Shoe Manufacturing 
Company, Morse & Burt Company, Inc.., 
Pincus & Tobias, Strassburger-Stiles, Inc., 
and S. Weil & Company. 





ROCHESTER 


Retail Business Continues Spotty 


Still Depends, Apparently, on Vagaries of Weather; Men 
Buying High Shoes in Preference to Heavy Oxfords 


USINESS in local shoe stores has 
been both good and bad during the 
past week—good when the weather was 
seasonable, and poor when the sun shown 
clear and bright as it did early in the week. 
In the women’s stores, tongues con- 
tinue to be the best bet. For afternoon 
wear, a new Colonial in bronze is meeting 
with great favor as are Colonials in silver 
brocade for evening wear. Plain pumps 
in patent leather, dull calf and satin are 
also big sellers and their popularity has 
materially stimulated the sale of orna- 
ments—cut steel buckles, steel beaded 
tongues, etc. 
In the men’s stores, reporis indicate 
that the men are buying high shoes rather 
than heavy oxfords, and as a result mer- 


chants who stocked oxfords thinking that 
they would have a big run are finding it 
necessary to re-order again and again on 
men’s high shoes to keep their stocks up 
to meet the demand. 


Utz & Dunn Announce 
New Shoe 


The Utz & Dunn Co., makers of 
women’s fine footwear, have placed on 
the market a new shoe which they call 
“Heel Hugger” and which they plan to 
push vigorously. 

In announcing the new shoe, Merlian 
Smith, sales manager of the Utz & Dunn 
Co., stated that they have felt for some 
time that there was a need for a shoe 
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that would actually hug the heel, and 
that they were convinced that a com- 
bination last was not the solution of heel 
slipping troubles. The lasts and patterns 
of the Utz & Dunn Co. “Heel Hugger” 
are designed to prevent slipping at the 
heel, and have been tried and proven 
satisfactory. By means of a heel anchor 
which grips both sides and back of the 
shoe, and a cupped heel, the heel is beld 
firmly in place and as a result there can be 
no slipping or bulging of these shoes 
when they are properly fitted. 


New Shoe Store on Main 
Street 


Fred L. Myers, proprietor of Myers 
Shoe Store on Front Street, has leased a 
store at 379 E. Main Street, where he 
will open another shoe store as soon as 
alterations are completed. The new store 
will be called the La Salle Boot Shop, and 
men’s and women’s novelty footwear at 
$5, $6 and $7 will be featured. 


Big Realty Sale in 
Down-town Section 


Property at the corner of Franklin and 
North Streets has been acquired by the 
Sibley, Lindsay & Curr Co., who will 
erect an addition to the Mercantile Build- 
ing it is expected, some time next spring. 


Wholesalers Address Retail 
Meeting 


The weekly meeting of the Rochester 
Retail Shoe Dealers’ Association, held at 
the Chamber of Commerce on Tuesday, 
November 14, was given over to the dis- 
cussion of rubber service. 

Frank Hahn, of the F. J. Hahn Com- 
pany, and William Porter of the United 
States Rubber Company, addressed the 
meeting and explained the position of the 
wholesaler in the matter of rubber service, 
and both speakers urged the retail mer- 
chants to place orders for their immediate 
rubber requirements so that they would 
not find themselves caught without suffi- 
cient rubbers with the coming of the first 
snow storm. 


W. H. Dunn at Atlantic City 


William H. Dunn, treasurer of the Utz 
& Dunn Co., is enjoying a well-earned 
vacation at Atlantic City. 


John J. Madigan Dies 


John J.Madigan, secretary and treasurer 
of John Kelly, Inc., died at his home here 
on November 12. Mr. Madigan wasa 
well known figure in the shoe industry of 
Rochester and has been connected with 
John Kelly, Inc., for many years. Mr. 
Madigan entered the employ of John 
Kelly, Inc., as credit manager and through 
diligent work and close attention to busi- 
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ness, worked himself up to the position 
of secretary and treasurer of John Kelly, 
Inc., which he held at the time of his 
death. 


Another John Bright Shoe 
Store 


The John Bright Shoe Stores Com- 
pany, a chain store organization selling 
men’s shoes, has opened a second Roches- 
ter store at 9 Franklin Street. The new 
store, which was recently remodeled by 
the owners, has two entrances, one on 
North Street and the main entrance on 
Franklin Street. Men’s shoes are featured 
at the one price of $3.50. 


J. J. MacMaster on Trip 


J. J. MacMaster, manufacturer of chil- 
dren’s shoes, left the factory week before 
last to call on trade in the Middle West. 
Mr. MacMaster reports that business is 


Infant’ t-sole bootee made by J. J. MacMaster 
nfant’s soft-sole r ‘ac. of 


picking up materially in children’s foot- 
wear, and that he finds his customers 
ready to place large orders, both for im- 
mediate and future delivery. 


New Arch-Aid Catalog 


Appreciating the demand from mer- 
chants for shoes that have style, and yet 
are built to correct foot faults, the Arch- 
Aid Shoe Company has published a new 
catalog illustrating the 20 Arch-Aid styles 
carried in stock. The catalog illustrates 
14 patterns in oxfords and 6 high shoe 
styles. 


Only Slight Drop in Retail 
Prices to Come 
Speaking before the Rochester Associa- 
tion of Credit Men on the “Present 
Financial Outlook,” Dr. Edwin W. 
Kemmerer, of Princeton University, stated 
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that retail prices may be expected to drop 
between 5 and 10 per cent more before 
they will stabilize themselves at a level 
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which will remain more or less permanent, 
but that they would not go down to the 
pre-war level. 





HAVERHILL 


Prompt Delivery Makes Good Shoes 


At Least, That’s the Theory One Haverhill Manufacturer 
Has; Says Merchants Want Shoes When They Want ’Em 


si OODS which are delivered to the 

merchant on time,” remarked a 
Haverhill manufacturer, “look much 
better to him than the same shoes which 
get into the store a week or two later 
than promised. If the shoes arrive when 
wanted they are at once salable and can 
be displayed to the immediate advantage 
of the merchant. An instance of this kind 
occurred in our factory not long ago. On 
a lot of shoes which we were to ship to a 
customer, a part of the work on the upper 
pattern was overlooked until the last 
moment. It was done in a hurry, and in 
my opinion was a mighty poor job. How- 
ever, the shoes were shipped according to 
schedule. I expected to get a kick from 
the customer regarding the appearance of 
the work. My partner made a call to this 
store at later date. When he returned to 
the factory I asked him if the customer 
complained about those shoes. My part- 
ner came back with the statement made 
to him by the customer -that the latter 
didn’t even see the shoes. They arrived 
at a time when much needed, were put 
into the show window, attracted imme- 
diate attention and were cleaned out of 
the store in a few days. As I said before, 
shoes that arrive on time are good shoes.” 


Have You Bought Your 
Men’s Slippers? 


A feature of men’s shoe merchandising 
which has been overlooked by many 
merchants is the sale of men’s slippers. 
This class of footwear is one which, in the 
minds of a majority of merchants, is iden- 
tified only with the Christmas or so-called 
holiday trade. At this season, retail shoe 
store windows show in company with 
other lines of footwear, liberal displays of 
men’s slippers in various patterns. These 
are purchased for Christmas gifts, and the 
purchasers are principally women who 
buy these slippers for men relatives and 
friends. 


Year Round Men's Slipper Sales 


The fact that men’s slippers of medium 
and high grade have for many years and 
are now being produced in Haverhill, 
makes this trade a feature of importance 
to the city. In the opinion of manufac- 
turers of men’s slippers there are neglected 
possibilities for all the year round retail 
merchandising of this class of footwear. 
Window displays of men’s slippers at 


practically all seasons of the year, par- 
ticularly in the larger cities and towns 
would bring steady retail sales. Compara- 
tively few merchants have followed this 
plan, yet those who have done so find it 
profitable. Thousands of merchants who 
now confine their men’s slipper trade to 
the period of Christmas shopping could, 
according to local manufacturers, spread 
this display and sale over 12 months in 
the year, with corresponding additional 
sales and profits. 

A Haverhill concern which has been 
making and selling men’s high grade 
slippers for more than a quarter of a cen- 
tury is Hazen B. Goodrich & Co., one of 
the oldest New England shoe manufac- 
turing houses. This line of men’s turn 
slippers is carried in stock in opera, 
Everett, Cavelier and other patterns which 
at this season are inf extensive demand 
from retail shoe merchants for the Christ- 
mas trade. Orders are in so large a volume 
at this season that the concern is con- 
stantly renewing the stock carried at the 
factory to insure prompt shipments. 


A Busy Publicity 
Department 


One of the largest and most active 


_ publicity departments of a New England 


shoe manufacturing concern is that of 
Hannahson’s Shoe Company, Haverhill, 
with R. T. Mills in charge. It maintains 
its own printing plant and regularly pub- 
lishes ““The Hannahson’s News” as a 
means of disseminating among its thou- 
sands of customers, detailed information 
regarding the Hannahson’sline of women’s 
footwear. Also, it periodically distributes 
to a list of 75,000 retail shoe merchants, 
illustrated folders describing the latest 
and most desirable styles of Hannahson’s 
shoes carried in stock for immediate ship- 
ment. A large force is employed in pre- 
paring and mailing these folders. Another 
unique and practical feature of this de- 
partment is subscribing to daily news- 
papers in 15 leading cities of the United 
States. These papers are scrutinized by 
Director Mills and his assistants for ad- 
vertisements of retail shoe merchants. 
These ads are clipped and filed as a means 
of reference regarding the demands for 
various styles of women’s novelty shoes 
in different centres of the United States. 
By this novel means of keeping in close 
touch with customers and the trade in 
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general, the Hannahson Shoe Company 
emphasizes timeliness in stocking the 
various lines and readiness to serve the 
trade intelligently and promptly. 


Haverhill Man Granted 
Patent 


Ralph A. Wentworth of the Slipper City 
Wood Heel Company, has secured a 
patent on wood heels. His invention is 
designed to overcome the tendency on 
the part of high wood heels to break at the 
narrowest point. In Mr. Wentworth’s 
invention a pair of metal dowels are in- 
serted in the heel from the tread face end, 
at each side of the middle, beneath the 
top lift, and extending into the base por- 
tion of the heel. These towels are so 
arranged that they extend from the tread 
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end into the base of the heel and as they 
are tightly fitted in the wood, they not 
only effectively strengthen the weak 
“waist’”’ portion, but also in case the 
tread end should become broken, or 
cracked, will prevent this tread end from 
turning around and slipping off the 
dowels. The Slipper City Wood Heel 
Company has been for some time market- 
ing these heels. 


Form New Corporation 


The Irvington Shoe Company in the 
neighboring city of Amesbury, Mass., has 
been formed with a capital of $12,000 to 
deal in hides, leather and footwear. The 
incorporators, all Haverhill men, are: 
Charles Felstiner, Frank A. Chandler, 
Harry W. Felstiner and John T. Felstiner. 





BROCKTON 
Shoemen Get Together at Banquet 


Manufacturers Guests of Advertising Men at Meeting of 
Old Colony Club 


LARGE gathering of shoe manu- 

facturers and advertising managers 
of shoe manufacturing firms representing 
enterprises in Brockton and the Brockton 
district, were in attendance at the regular 
November meeting of the Old Colony 
Advertising Club, held November 23 at 
the Palace Hotel in Brockton. 

Harold S. Messenger of the Churchill & 
Alden Co., chairman of the meeting, 
acted as toastmaster and introduced 
the speakers. Among the speakers were 
John S. Kent of the M. A. Packard Com- 
pany, Frank S. Erskine of the W. L. 
Douglas Shoe Company, Alfred T. Dono- 
van of the E. T. Wright Company of 
Rockland, Councillor-Elect E. T. Wright, 
F. W. Gibson of Boston, Frank Black of 
Boston, vice-president of the Associated 
Advertising clubs of the World; T. A. 
Delaney, president of the National Shoe 
Travelers’ Association, and George B. 
Hendrick, sales manager of the W. L. 
Douglas Shoe Company. 

During the evening a pleasing enter- 
tainment was given. One of the popular 
numbers of the program was a selection 
by the “Glove-Grip” Banjo Orchestra of 
Rockland. A black faced comedian act 
was given by John Sheehan assisted by 
John J. Feeley, pianist. 

Assisting Mr. Messenger on the com- 
mittee were Louis Hayden of the Shoe 
Retailer, and Fred Spollett of the Boot 
and Shoe Recorder. 


New Shoe Corporation 
Formed 
The Homestead Welt Shoe Company 


of Rockland, Mass., has been formed with 
a capitalization of $100,000. It will 


manufacture the line of shoes implied by 
its title. 


Shoe Shine Parlor Still Sells 
Shoes 


A barber and a shoe shiner were in the 
Superior Civil Court in Brockton, recently. 
The barber, Aved Avedisian, filed a bill in 
equity asking that the shoe shiner, John 
Kajalan, be restrained from selling shoes 
in the shine parlor. The barber and the 
shoe shiner have been occupying the same 
store as different merchants, although the 
entrance is used by both the barber and 
shoe shine patrons. The barber com- 
plained that the shoe shiner, by selling 
shoes, injured the barbering trade; tbat 
people didn’t want to come into his barber 
shop while the shoe shiner was fitting 
shoes to fussy customers on the other 
side of a thin partition. The barber de- 
clared that he added a line of shoes to his 
shoe shining trade to make a living. He 
couldn’t see that selling shoes on his side 
of ihe partition could in any way injure 
the barbering trade on the other. In fact, 
he had gained permission from the owner 
of the block, to broaden the scope of his 
business. The judge couldn’t discover 
that the barber had been injured. The 
petition was dismissed. 


Purchase Holbrook Factory 


The Brockton Shoe Manufacturing 
Company has purchased from Sears- 
Roebuck Company the factory in Hol- 
brook, Mass., formerly occupied by that 
concern. The plant will be fitted com- 
pletely for the production of men’s welts 
and occupied as soon as possible as an 
accessory to the Brockton plant. The 
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The ‘One 
Waterproof 
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Creese & Cook Co. Sx" ree 














COATED GEM DUCK 
ADHESIVE BACKING CLOTH 
and Leether 
a Feot Welting 
Sheet Rubber Soling 


B. F. COAneBenL re 
Summer St. 











Beggs & Cobb, Inc., Boston, Ma s: 
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95 South Street, Boston 
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New England Wood Heel Co. 
Manufacturers of 
Wood Heels and 
Wood Heel 
Machinery 


93 Fesex 
Haverhill . - Mass, 
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Where to Buy 


Engraving and Printing 


The HOWARD PRINT Sac 3 


AMPELLO NMA Cae ees 
ss. 


PBROCKTON 
CARTON LABE Ls. S, TAGS, 
SHOW CARDS, 
PRICE TICKETS, FOLDERS.ETC.. 














COLOR PRINTING DESIGNING 


CATALOGUES 


Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 
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ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for details of 
eur Special Printing Service fer 
the Boot and Shoe Trade 
201 South Street, Boston, Mass. 

hone Beach 4960-4961 


Telep 








} 
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(Grhn: s 


ABELS 


ASK FOR SAMPLES 
We Creale apa ’ Sp “pe most of tix m 


Toma} I PRINT. INC. 


Where to Buy 


Miscellaneous 




















Retail Shoe Sales Letters 


Five Copies, All Different, $3.00 
Cheek with Order 
Your Money Back if Not Satisfied 
F. S. ROOT COMPANY 
Sales Letters Specialists 
6 BEACON STREET BOSTON, MASS. 








latter produced and shipped last week 
nearly 16,000 cases on men’s welts. With 
the two plants in full operation it is 
planned to more than double the concern’s 
production. 


Top Notch Shoe Production 


L. Q. White Shoe Company with plant 
in the neighboring town of Bridgewater, 
is producing at the present time, approxi- 
mately 10,000 pairs daily of the men’s 
popular priced shoes made by this concern. 
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This output sets a new record of produc- 
tion by the White Company. 


New Corporation to Make 
Shoes 


The Four C. Shoe Company, in the 
neighboring town of East Bridgewater, 
Mass., has been incorporated with a capi- 
tal of $50,000. The incorporators are: 
Orlando W. Charles of Bryantville and 
Allan L. Shirley, John K. Alexander and 
Edmund L. Reed of East Bridgewater. 





BUFFALO 


Pre-Holiday Business Delayed 


Window Shoppers Numerous but Real Buyers Are Not Yet 
Out in Force 


HILE the retail shoe trade of 

Buffalo is in a very sound general 
condition, healthier, probably than at 
at any time since the war period, it is at 
present feeling the seasonal quietness 
which always comes just before the begin- 
ning of real winter weather. As the mild 
season has been unusually prolonged, the 
influence of cold days has not yet made 
itself felt in shoe lines, but that is just a 
matter af season. 

Although the shopping district is 
even more congested than usual by pre- 
holiday crowds, the women folks seem 
disinclined to enter stores while condi- 
tions both overhead and under foot are 
so conducive to strolling about, and they 
are confining themselves largely to win- 
dow gazing. Or perhaps they are trying 
to make up their minds just which one 
of the many varieties of footwear to 
purchase. 


Low Heels Still Selling 


With the passing of the sport novelties 
early this fall most dealers gave it as their 
opinion that the last of low heels had 
been seen for a long time. They counted 
without the flapper, however, for a line 
that is enjoying a big run with the frivo- 
lous type and the high school girl just now 
is a black calf, squared-toe oxford with 
low heel. Suede effects in a similar model 
are likewise in good demand. 

There has been no wet weather to 
stimulate the rubber sales, but in spite of 
this fact, a suggestion when shoes are 
purchased, by a smart salesman that rub- 
bers might be required is making an 
appeal to those who have no objection to 
being prepared for the wet weather 
which is sure to come. 


New Shoe Department 
Opened 


With the acquisition of the store next 
door, Boyd’s Inc., 416-418 Main Street, 


women’s apparel house, has opened a shoe 
department in their spacious basement. 
They will carry up-to-date shoes for 
women, misses and children at moderate 
prices, including a full line of novelty 
footwear. M. Yellen, who has had five 
years’ experience in serving the shoe- 
buying public, both in and outside of 
Buffalo, is the manager of the new 
department. ° 


Would Stabilize Rubber 
Prices 


Unfair trade practices in regard to the 
sale of rubbers was the principal topic of 
discussion at the November meeting of 
the Buffalo Retail Shoe Dealers’ Associa- 
tion held at the Iroquois Hotel. Discus- 
sion brought out the fact that wide 
discrepancies exist in the retail price of 


’ rubber footwear, that where for instance 


the leading stores were selling men’s rub- 
bers for $1.50, others were advertising 
first grade rubbers for from $1.35 to $1.45. 
Inasmuch as rubbers being sold at the 
latter figure were not all of first grade, 
some of the speakers asserted, deception 
was being practiced and an effort should 
be made through the association, where 
possible, to discourage this practice. 

The following prices were declared to 
be fair for first grade rubbers: men’s, 
$1.50; boys’, $1.25; women’s and small 
boys’, $1.00; misses, 90 cents; children’s, 
75 cents. These prices prevail in the 
majority of the high-class stores. 

Inasmuch as the December meeting of 
the association will be the annual gathering 
C. H. Barton, Frank Deline and R. Euler, 
were named a committee to submit to 
members nominations for the new board_of 
directors. 

The national convention in Chicago 
was touched upon informally and a num- 
ber of those present signified their inten- 
tion of attending unless something unfor- 
seen happened in the meantime. 
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Win Winter Trade by 


Selling Satisfaction! 


IGHT now is the time to look over 

your stock of rubber footwear and 

fill it up with the best-known, most widely 

demanded line you can buy! These cold, 

snowy days are certain to send customers 
into your store. 

You can be mighty sure of turning a 
visit into a profitable sale if you’re stocked 
with Lambertville Snag-Proof Rubber 
Footwear. This popular footwear has 
been known and preferred for over fifty 
years. It always gives the greatest dollar 
for dollar satisfaction in fit, wear and 
comfort. 

There are numbers to meet every 
pocket and preference. Boots in thigh and 
hip lengths — water - and - weather - proof 
shoes in different heights—and arctics 
from one to six buckles. 

The retail price—and your profit—are 
both right! 

Don’t take chances on cheap footwear 
sold at a price. Your customers know— 
and will buy—Lambertville Snag-Proof 
Rubber Footwear. Write us for price- 
lists and full particulars. Prompt ship- 
ments on all orders. 


LAMBERTVILLE RUBBER CO. 
Lambertville, New Jersey 


Makers of the highest grade rubber footwear 
for over half a century. 


ae 
N pa + x ~ Re 3 99 Haverhill,| Mass. Rice Bldg., Room 406 
S P OF pl GEORGE RULE 
ic Coast Representative 
Francisco, Calif. 


Rubber lootwear 
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New Saddle 
Tongue Pump 


Combination of Patent Leather 
and Gray Suede 


The above illustration shows 
one of our latest styles. It 
will prove an important factor 
in your season’s sales. We 
cannot too strongly advise its 
purchase without delay. 


Witherell 


TURNS 
Haverhill 


grade one constuction 


are values that will gain stea- 
dy business for you at most 
favorable prices. An order will 
prove the satisfaction with 
which our turns can be sold. 





We shall exhibit at the N.S. R.A. 
Convention at Chicago, Booth No. 309 











E. A. & M. C. Witherell Co. 


Factory: Boston Office: 
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(PekagySwves | DeLipp Footwear / DONOREATES / 


WILL BE ON DISPLAY AT CHICAGO CONVENTION IN JANUARY 











WITH THE BROOKLYN GROUP OF THE SHOE 
MFRS. BOARD OF TRADE 
DEGEN-LIPP, Inc. 
NEW YORK OFFICE Makers of FACTORY: 
607 MARBRIDGE BUILDING Women’s Best Turn Footwear BROOKLYN, N. Y. 
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LHOUMTOUNOM 
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Ask for Catalog-Pricelist Showing Complete Lines 


Hagerstown Shoe & Legging Co., Inc. 
HAGERSTOWN, MARYLAND, U. S. A. 


McKAY BOOTS STITCHDOWNS 
Boots & Romeos 


IN STOCK NOW 

















SECOND QUALITY GUN METAL PONY LACE Men’s Rubber Heel Romeos 
SS 861143 30 BrownJKid Romeo, Double Sole ..............:. $2.10 
2410 Wedge Heel, wide Toe........ $1.15 $1.30 31 Black Kid Romeo, Double Sole...... Sia eke oak 2.10 
2410H Heel, Wide Toe...... bs 1.30 $1.50 
OPPOSITE SOUTH STATION Gs SEX ABSOLUTELY FIREPROOF 
| T McCARTHY BROS., PROPRIETORS 
400 rooms, 300 baths, $2.00 a day and up. 


The comforts.which you seek when travelling are provided at the “Essex.” This leading 
hotel has a reputation for service which has won the patronage of business man and tourist 
from distant parts of our home land and abroad. 


THE ESSEX HOTEL COMPANY 


BOSTON, MASS. 
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CHASE EROS 


ARCHSULAL 


| SHOE 























Popular Orthopedic Oxfords 


READY TO SHIP 


These four Johnson Bros. “Arch Solace” oxfords are popular with the 
trade that looks for honest quality merchandise at moderate prices. Send 


for Samples 


v is 


No. 300—Brown Kid Lace Oxford, 13-8 Goodyear No. 301—Brown Kid Lace Oxford, 11-8 
Wingfoot Rubber Heel, Metal Arch Support, ne ‘118 Wingfcot Rubber Heel, Arch Support, 123 Lone $4.35 


Ae aes ieebee ees Seeetebensd Se. style tn Black Kid.............0410 
No. 302—Same style in Black Kid............. $4.10 





Sizes: AA, 4 1-2 to 9; A, 4 to 9; B, 3 1-2 to 9; C, 3]1-2 to9; D, 3 to9 
Sizes 8 1-2 and 9, 25c extra 








jate your mentioning the publication in replies to advertisements. 
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“Trene Pattern’’ 


IN STOCK 


For Immediate 
Delivery 


Liberal Ball 
page sengg ood Modified French Last, 
Beet Connfast 17-8 Spanish Heel. 
BROOKLYN 


- ein — nt Sabie TURNS 


Black Satin, Black Suede Trimming 

Brown Satin, Brown Suede Trimming 

Boo $5.50 Patent Leather, Mat Kid Trimming 
Sizes 36 on 10, C-EE Color D Gray Suede, Patent Leather 
Trimming.. 


NTE To cine 106 anes All White Kid, will be in stock Dec. 15... fe . 7.25 
add 50 cents. 





SEND YOUR ORDERS AT ONCE 
Orders will be shipped in rotation 


SINGLE PAIRS 25c. EXTRA 
TERMS: 5% 10 DAYS F.0.B. BROOKLYN 


Mutual Shoe Co. 


235 Powell Street Brooklyn, N. Y. 


600—Black Kid Oxford, 
#4. 
605—Brown Kid Oxford, 
610—Black Kid 2 Strap, 
615— Brown Kid 2 Strap, 
$4.75 








Fitting women who have wide ankles 
can be converted into a continual source 


of profit. By selecting wisely a few good 
shoes, with the proper last measurement | He Chooses The Martinique 


you will be fully prepared to comply with fered with a chace? 


THIS és the WAY 


WE will assign him to one of our well 
furnished, airy rooms on an upper floor. 


any request of such women customers. 


A t H : : We will see that he tastes the delicious 
mong he quality specifications of club breakfasts we serve at 45c to $1.00 and 


Anderson-Owens “Style-Full Over-Sizes” | - — tthe Phas daner & $75 
f an . . 


Genuine kidskin throughout; Good- it We will ask him to look out of his bed- 
> ee -" P room window to see that he can almost touch 
year Welt; “Crawford” Arch Supporting the great manufacturing and wholesale district. 


. “oy * ” If he says sheatre, we'll suggest that the 
Shank; O Sullivan Rubber Heel. ! short walk up Broadway to all theatres is soo 


short and too interesting to take a taxi. 
And when he has finished his stay and 


Check off the numbers you need, and finds that his room has cost as little as $2.50 
a day without bath, and $3.50 with bath, we Across the 


then sehd for a few pairs on approval. i} know that next time his choice is certain to be ‘Heal Mc Alpie 
and under the same 
management. 


Anderson-Owens Shoe Co. | MARTINI UE 


LYNN, MASS. | Broadway at 32™ Street, New York 


Frank E Jego ~ Resident Manager 
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SIDES KIPonaCALF 
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THE OHIO LEATHER CO. 
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Vw 
UXOR IATENT /EATHER variiti 


C A Leather of Merit and 
feputation with the same high 
standards of Quality possessed 
by all LUXOR products. 


Cirovided with the Exeptional 
facilities our Most Modern Tannery 
Affords, the Experts Employed 


Contribute the Knowledge and 
Experience of years into making 
LUXOR Patent a dependable i 
product of Highest Quality 

and Maximum Results. VAAN 


LUXOR PATENT (LUXOR PATENT 
KIP SIDES SIDES 


LUXOR PATENT 
CALF 


All strictly Full Grain . 


TANNERY & GENERAL OFFICES 


THE OHIO LEATHER CO. 
GIRARD, OHIO. 


BOSTON, 
THE OH10 LEATHER CORPORATION 
33 SOUTH ST. 


PHILADELPHIA 
THE OHIO LEATHER COMPANY 


325 ARCH ST. 


WASHING N D.C, 
MILTON H MAIER 
10 & C-STS., Mw. 








Boot and Shoe Recorder -  Hosiery—Section Two December 2, 1922 


HOSIERY 


A Departmentof the 
BOOT and SHOE 


RECORDER, | 


7" 
rd * 
r: . ® 


etting More Hosiert 
“Sold “/: ight | / 








HOSIERY SECTION 





Boot and Shoe Recorder ¥ 































Five Years 
Ago —Today an 
Unheard of— Acknowledged 
Leader! 









































Feet are Feet! Why not sell 
stockings as well as shoes? 


AN RAALTE has built a profitable hosiery depart- 
ment for many retail shoe merchants. Are you one 
of them? 


Van Raalte will be glad to outline for you the neces- 
sary amount to invest, just what to handle to get the 
biggest profit and the quickest turnover, and how to 
merchandise hosiery so that the department will ac- 
tually pay the rent of your store. 


Van Raalte carries a nationally advertised line of full- 
fashioned silk stockings, in staple and fancy styles— 
also plain and novelty glove silk numbers. 


Van Raalte Company, 295 Fifth Avenue, New York 


VAN RAALTE 
Silk Stockings 


Also makers of Van Raalte Veils, Glove Silk Underwear, 
Silk and Suede Fabric Gloves. 
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Direct from Mills 
to Retailer 


FULL 
FASHIONED! 


m HE difference between two full 

2 fashioned makes of stockings is 
apt to be a more serious consid- 
eration than the difference between a 
full fashioned and a semi-fashioned 
number. 





It is by no means sufficient to say that a 
stocking is full fashioned. This merely 
classifies it and proves nothing about its 
worth. 


There are different grades of silk and there 
are different grades of fashioning. 


How is it full fashioned? There’s the ques- 
tion, 


Make it a point to look at Pat-Knit and 
Mutual-Knit hosiery. Examine the seams 
—the shaping—the clean, tidy finish of them. 
So perfect that buyers instinctively use this 
hosiery as the quality standard. In refer- 
ring to other lines they ask—“How do they 
compare with Pat-Knit or Mutual-Knit?” 





MUTUAL - KNIT 
Stockings are Full 
Fashioned to Fit. Made 
in all weights from the 
ever-popular chiffons 
to the wear-defying 12 


strand silk. All styles AT-KNIT  Stock- 





made with 4 ply foot 
with toe and heel extra 
reinforced by extra long 
staple Egyptian cot- 
ton.- Seasonable shades. 


ings are Full Fash- 
ioned to Fit of pure dye 
ingrain Silk. Wonder- 
fully lustrous and bal- 
anced in weight. Ex- 
tra elastic tops. All 
seasonable shades. 


PATERSON KNITTING MILLS, INC. 
a 1140 BROADWAY, NEW YORK CITY 


Ee 
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Made Different 
Looks Different 
Fits Different 
Wears Different 
Is Different 
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Allen Slosiery Compang 


23rd Street and Allegheny Avenue 
Philadelphia, Pa. 
Sales Offices and Stock Rooms: 
NEW. YORK CITY PHILADELPHIA BALTIMORE DALLAS 
295 Fifth Ave. 1009 Filbert St. 100 Eutaw St. 2103 Magnolia Bidg. 
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HERE is real satisfaction for the 

merchant in selling wool hosiery 
that pleases the customer, as is the 
case with Gordon Wool line. 

Gordon Wool Hosiery is reliable 
without fail. Made by experts, it ex- 
cels in style. It proves that you can 
have the very newest in mode and 
pattern, combined with real quality, 
if the wool hosiery is knit by experi- 
enced weavers. 

We offer both English and domestic 
goods under the integrity brand of 
“Gordon,” for men, women and chil- 
dren. 

As in the Gordon silk line, we give 
instant attention to rush orders, and 
speedy shipments. 








ordon 
HOSIERY 





B ROWN DU RRE L L COM Pp LW 7), Essebished 1872 
Gordon Hosiery - Forest Mills Underwear 
New York Boston 
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HOSIERY SECTION 


Here's a New Booklet 
Chat Actually Sells 


Hosiery 


NEW idea in hosiery merchandising is the 
a | Corticelli Style Booklet, just off the press. 

Hosiery dealers are given an assured means 
of creating a lively interest in Corticelli Silk 
Hosiery. 

The sixteen pages of this booklet give the con- 
sumer authentic and detailed style information 
which she can confidently use in selecting her 
hosiery. She is told what Paris is wearing and 
well-dressed American women will wear and which 
color and style in Corticelli Hosiery is correct for 
each shoe, costume and occasion. 

The booklet is charmingly illustrated and is 
written in a newsy, interesting way that carries 
the reader to the last page. 

Here at last is a merchandising idea which will 
actually help the hosiery dealer sell more hosiery— 
more Corticelli Hosiery. 

As one woman so truthfully said, “One might 
as well be dead as out of style.” To the 
average woman, style is as vital as life itself. Her 
every instinct seeks what will make her look her 
best. Her success in life depends so largely upon 
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her appearance that she is eager to learn what is 
correct and to follow advice which she knows is 
authentic. 


The reader is given specific recommendations 
in Corticelli colors—is told which Corticelli color 
is correct for each shoe, costume or occasion. 
Naturally she goes to the store where she can ob- 
tain these Corticelli stockings which she knows 
are correct for the purpose she has in mind. 


To give an idea of the completeness of the in- 
formation given and the interesting style in 
which it is written we are giving extracts below. 


Interesting Style Notes from the Booklet. 


“With an oxford suit or dress or with the suit 
trimmed with any of the becoming grey or silver 
furs such as squirrel, oppossum or a silver fox 
scarf the well dressed woman chooses a sheer 
stocking in ‘Smoke’, in ‘Pilgrim Grey’ or in 
‘Pussy Willow’. ‘Smoke’ is the next lighter tone 
to ‘Gun Metal’, and has, like ‘Gun Metal’, the 
effect of a very sheer black hose when worn. 
‘Pilgrim’ is a beautiful warm deep grey tone sug- 
gestive of the deeper toned grey furs—very smart 
with the new caracul wraps of grey, while ‘Pussy 
Willow’ has a warm cast that suggest mole fur. 


““Mouse’ is one of those betwixt and between 
shades that are the despair of imitators. It ex- 
actly matches those shoes of suede that take the 
best of tan and the best of grey and blend them un- 
til the result is a soft neutral tone that one does 
not call either tan or grey. ‘Mouse’ stockings 
are also an excellent daytime choice for black shoes 
trimmed with steel buckles. 


“The greyer tones should invariably, be chosen 
when steel buckles trim one’s shoes, the tan tones 
when there is a hint of brown in the costume or 
accessories. ‘Cinder’ is that lovely tone of pale 
grey that suggests fox fur and is beautiful with 
suede shoes and steel buckles. It is too light for 
any but formal afternoon wear. ‘Nickel’ is a 
darker tone and a little colder than cinder. . . . ” 


You Can Have a Supply. 


This new sales promoter is supplied to dealers 
free of charge. Write the Corticelli sales office 
nearest to you for booklets, for details on Corti- 
celli Silk Hosiery or for a stock of hosiery. The 
Corticelli Silk Company, Chicago, New York, St. 
Louis, Cincinnati, Boston, St. Paul, Philadelphia, 
Baltimore, San Francisco.—Aao. 
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Getting More 
Hosiery Sold 
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Prices Kept Down by Over- Production 


URING the last few weeks there has been 
1) considerableactivity in hosiery lines, parti- 
, cularly full-fashioned silks, for holiday sell- 
ing. Were it not for this seasonal activity the 
market might be described as dull. The hosiery 
market has been dull for such a long time now 
that the condition is becoming chronic. Sellers 
have counted confidently on the fall season. to 
bring a genuine revival of business. A fair spurt 
of activity did indeed arrive with the opening of 
the season; but it has died down again. 

Sellers profess to be at sea about the reason for 
this. There is, however, an obvious reason, 
which if not the right one is at least a plausible 
one. It is simply over-production. After all there 
are a hundred-odd millions of people in this 
country who continue to wear hosiery every day, 
even if the market is dull. And if the volume of 
hosiery moving into consumption during recent 
months could be computed exactly and compared 
with the volume moving into consumption during 
what used to be considered a normally active 
period, the comparison would probably be aston- 
ishing. 

Plants Expanding Nevertheless 

The market, as they say, is dull. But every 

other day one reads of new hosiery plants being 


erected or eStablished plants being enlarged. One 
hears in the market that about 100 full-fashioning 


machines a month are being shipped by the 
domestic makers or imported from abroad. It 
seems only a few months since there was an 
actual shortage of full-fashioned silks. But now 
full-fashioned silks are as plentiful as cranberries 
in autumn. One hears that the plentiful supply of 
full-fashioned silks is responsible for the dullness 
of seamless goods. One hears also that seamless 
goods are dull because they are being supplanted 
by silk-and-fibre goods or by lisle and mercerized 
goods. And so on without limit. The plain con- 
clusion being that the reason there is too much of 
one thing is because there is too much of every- 
thing else. 

Evidently there is too much hosiery being 
produced for the normal needs of the consuming 
public. This means a mercilessly competitive 
market, with prices far below what they ought to 
be on the basis of raw material and production 
costs. Such a situation we have with us right now. 
It will be solved eventually by the survival of the 
fittest and the elimination of the weakest. The 
mill which has the organization, the resources, the 
reputation and the connections can effect economies 
in production cost, can’ stand losses and can make 
sales where its competitors cannot. Even now one 
may go around the market in New York or 
Philadelphia and meet many mill executives or 
agents beaming happily in the consciousness that 
their lines are well sold for some months ahead, 
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A “jewel” of a hosiery department in a shoe store setting. Between the east and the west doors of the store, Daemicke Bros., 

63rd Street, Chicago, placed this magnificent hosiery section. It compels attention in a shoe shop, go feet wide and 120 feet 

deep, which is equipped with carpet, opera chairs and wicker lounges. It’s worthy of a city centre, but as a matter of fact, is 
ten miles from the Loop. 


while some of their competitors are wondering 
how long they can stay in business if things con- 
tinue as they are. 
Beware Of Substitution 

All this may seem to be of no immediate impor- 
tance to the retail buyer. But it is, in fact, of con- 
siderable importance. In a market where competi- 
tion is very keen and it is difficult if not impossible 
for manufacturers to sell profitably at current 
prices there is. always a great temptation to 
substitute—to get out an inferior article under the 
guise of a superior one. And _ substitution is 
particularly easy in hosiery, because there are so 
many ways in which it can be done without making 
any apparent difference, except to an expert eye. 
Thus one hears to an increasing extent of 9-thread 
silk being represented as 12-thread silk, ingrain 
silk being represented as pure dye silk, silk-and- 
fibre hose or silk-plaited hose being represented 
as pure silk hose, and so forth, The manufacturer 
is frequently not to blame for these misrepresenta- 
tions. Very often they are the fault of others. 

This is a subject to which the retail hosiery 
buyer should pay very careful attention, because 
the practice of substitution, especially in silks, is 
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getting to be an obtrusively vicious feature of 
the market. Many of the common forms of mis- 
representation are extremely difficult to detect by 
the average buyer, and particularly by the inex- 
perienced buyer, who is far from having an expert 
knowledge of hosiery. A hosiery buyer naturally 
should learn all he can about hosiery, about the raw 
materials and manufacturing processes, about the 
accepted technical terms and their meanings. In 
this way he can protect himself against substitu- 
tion tosome extent. But his best protection probably 
is to deal only with absolutely reputable houses. He 
should confine his dealings exclusively to such 
houses, and not be tempted away by the vision of 
bargains elsewhere, except he knows himself to be a 
thoroughly competent judge of hosiery. Inferior 
goods are never a bargain, even though they may 
look it. The retailer who buys goods under a mis- 
representation himself must inevitably misrep- 
resent them to his customers. And the net result 
to him will be a black eye for his store. 


Full-Fashioned Silks Active Sellers 


But to get back to the market: Full-fashioned 
silk hosiery, as already noted, is fairly active. 
(Continued on page 141) 





Boot and Shoe Recorder 


HOSIERY SECTION 


Sizes as Important in Selling Hosiery 
as in Selling Shoes 


Lost Sales ‘Result from Too Few Sizes and Le  ft- Overs 
Result from Too -Many 


HE matter of hosiery sizes is often a very 

troublesome one to inexperiencedbuyers, and 

it is a matter that should be given the most 
serious attention, because directly or indirectly 
it has an important effect on the profits of a hosiery 
department. In many ways the shoe man has an 
advantage over his competitors of the department 
and speciality stores, because he is more familiar 
with the feet of his customers, so to speak, and 
because the proportion of shoe sizes in his stock 
furnishes a good general 


Size 814 can be worn comfortably by a woman 
who wears a number 4 shoe, and it is worn also to 
some extent by women who take a 4% shoe. But 
for a foot that takes a 41% shoe size g in hosiery is 
preferable. This is easily the most popular size, 
and it will probably outsell all others by a wide 
margin in the average store. Comparatively few 
women wear larger than 9% in hosiery. The bulk 

of men’s hosiery is sold in sizes 10 to II. 
Buying the right proportion of sizes, however, 
is neither so difficult nor, 





guide to the proportion of 
hosiery sizes he ought to 
carry. 


Get This Across to Your (ustomers 


in the long run, so im- 
portant as giving your 
customers the right sizes. 


Hosiery sizes, of course, 
do not correspond exactly 
to shoe sizes, but there is 
a sufficiently close corres- 
pondence to keep thehosiery 
buyer from going too far 
wrong on the proportion of 
sizes in his purchases. He 
may realize, for example, 
that if he does not carry 
extra small or extra large 
sizes in shoes he should not 
carry extra small or extra 
large sizes in hosiery. Most 
stores, in fact, confine them- 
selves to sizes from8}% to 11, 
and some do not carry any- 
thing smaller than 9g. 





Many a good pair of hose is prematurely ruined by 
the injudicious use of these useful contrivances. It is 
@ very common practice for women who find their hose 
a little too short to stretch them up by tightening their 
supporters. This involves a ruinous strain on the 
hose and is a frequent cause of runs and holes. Also, 
women with short or slim legs take up the slack in their 
hose by tightening their supporters. No hose, and es- 
pecially no sheer hose, can stand the grip of a very 
tight supporter. When the stockings are a bit short, a 
woman can adjust her supporters to a comfortable 
length. When the stockings are too long or too loose, 
she can double over the top, so that there will be two 
thicknesses of the fabric to stand the grip of the short- 
ened supporter. In no case should supporters be 
tightened up to an extent that will unduly stretch 
the stockings. It is doubtful if most women realize 
how much the proper adjustment of their supporters 
means to the life of their stockings. And in this, as in 
other matters affecting the wearability of the mer- 
chandise he sells, the merchant should try to educate 
his customers. Otherwise they will blame him for what 
is really their own fault. 








Yet practically no attention 
is given to this subject in 
the average store. The 
salesperson simply asks the 
customer what size she 
wears, and hands her that 
size without further ques- 
tion. Now the average 
woman knows well enough 
what size she wears, but she 
does not know what size she 
ought to wear. And it is up 
to the merchant to educate 
her. 

It is very short-sighted to 
take the attitude that it isa 
woman’s own business what 
hosiery size she wants to 
wear. It may be her own 


Extreme End Sizes Undesirable 


A store may have an occasional demand for the 
smaller or larger sizes, but it is not worth while 
carrying stock to meet an occasional demand. 
Any amount of large and successful shoe stores 
catering to a medium class trade do not carry very 
narrow shoe widths, such as AA, or in many cases 
even A. They have some demand for these 
widths, but the demand is not sufficient to make 
it worth while stocking them. The same principle 
applies to hosiery. 

It will probably be found as a general thing that 
the majority of women wear sizes 9 and 9% in 
hosiery, corresponding to sizes 4% to 6 in shoes. 


business but it is the merchant’s business also. 
Distinctly his business. The success of his store 
depends upon satisfaction to his customers, and the 
satisfaction of his customers depends in turn upon 
the comfort and wear they get out of the merchan- 
dise they buy. If a woman finds a pair of hose 
unsatisfactory, it they cause discomfort to her feet 
or do not give her proper wear, she does not trouble 
to investigate the cause.. Her mind simply registers 
the fact that a pair of Stockings bought in Such- 
and-Such’s store were unsatisfactory, and she 
acquires a prejudice on that account against Such- 
and-Such’s store. 


Probably every woman realizes that if she buys 
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her stockings too large they are apt to sag at the 
ankles and give a generally sloppy appearance. 
But as a rule she does not realize the evils of buying 
Stockings that are too small. In the first place 
they are bad for the feet and are apt to cause 
various forms of foot discomfort. In the second 
place they will not wear well. Obviously a stocking 
that is stretched very tightly over the foot and leg 
will be subjected to a severe Strain. Even the most 
sedentary people walk a lot, or at least move their 
feet and legs a lot. And this involves an almost 
constant strain on tight hose through the move- 
ment of the joints and the expansion and con- 
traction of the foot and leg muscles. 

It is very difficult, of course, for a salesperson 
to advise customers, especially women customers, 
concerning the hosiery sizes they should wear. 
Women are apt to be touchy on this subject, as 
every shoe salesman will realize. But without 
telling them directly that they should wear a 
certain size the salesperson can tell them some 
things that will make them think about the subject. 
Many women deliberately buy hosiery that is too 
small, as they buy shoes that are too small, just 
out of sheer vanity. But the majority of women 
buy the wrong sizes simply because they don’t 
know any better. And they should be taught better. 

A salesperson can always mention to a customer 


Winter Sports means hosiery of wool and of silk and wool for both participants and observers. 
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that very tight hosiery will harm the feet and will 
not give satisfactory wear. If she shows any 
interest he can enlarge on this theme and then give 
her a few more facts she ought to know. For 
example, the fact that a long slim foot should take 
a larger size than a short broad foot of the same 
nominal size. Many women with long feet and 
slender ankles buy their hosiery to fit the ankle and 
not the foot. They should buy their hosiery to 
fit the foot. The slack in the ankle can be taken 
up by adjusting the hose supporters. That is one 
reason why hose supporters are made adjustable. 

Another thing, which a shoe man at least ought 
to know, is that hosiery which may be large 
enough for the foot when the customer is sitting 
down may be too small when the customer is 
standing up. Very many people have elastic 
arches. When they are sitting down—or in other 
words when their weight is off their feet— the arch 
has a high curve and the foot is comparatively 
short; but when they stand up and put their 
weight on their feet the arch is flattened and the 
foot is longer. This is an especially important 
consideration with people whose work requires 
them to stand on their feet a lot. Such people, as 
well as those who do a good deal of walking, 
should wear larger sizes than office workers and 
others who lead more sedentary lives. 


Get your 


share of this profitable Mid-winter business. 
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Here’s How The Shoe Salesman Can Work 
With The Hosiery Department 


By MISS L. 


Is it better to 
have customers 
brought to the 
counters or to al- 
low shoe clerks to 
make sales. I say 
it is better, by far, 
having the cus- 
tomer brought 
over by the shoe 
clerk and having 
the actual selling 
done by the 
hosiery sales 
force. 

Why? Because 
if you have effi- 
cient help in the 
Hosiery Depart- 
ment having the 
customer right in 
your hands to 
work with, you 
can show her more interesting points in hosiery 
than the shoe clerk. In the first place, if buying 
a colored hose to match shoe, in many cases you 
can induce her to buy two pairs by telling her 
that the shade may be difficult to obtain if she 
wants them again. 


What's a “Fair” Price? 


Some people think $2.00 a fair price to pay for 
hosiery in a plain silk, but if you can sell them a 
much better hose at $2.50 it doesn’t cost you any 
more to sell that $2.50 hose than the one at $2.00 
the overhead being the same, and furthermore it 
is a great deal more profitable to sell the better 
merchandise. 

It is advisable to offer an extra compensation to 
the shoe clerk who is instrumental in selling 
hosiery as it tends to make him more interested 
in the selling of hosiery. And asa matter of fact, it 
is no effort for him at the close of a shoe sale to 
say: 

“Mrs. So and So, or Madam, we have a very 
good representative line of hosiery and no doubt 
you will need a color to match your shoe.” 

In this manner the salesman can bring her to 
the counter and keep her from going out of the 


LEOPOLD 


Hosiery Manager of the Potter Shoe Com- 
pany Store, Cincinnati, Ohio. 


MISS L. 


LEOPOLD 


Store and wearing herself out trying to match her 
shoes some place else. 


Greet "Em with a Smile 


Personality is an important factor in business. 
Always greet your customer with a smile, making 
it easier for yourself and her also. Don’t be afraid 
of suggesting. Don’t hesitate to show merchan- 
dise. Make friends with your customers. Be 
tactful. 

Never buy too many lines of hosiery. Fewer 
lines, good qualities and mark them close, espec- 
ially on the hosiery you do your volume of business 
on. Those are my maxims. 


What to Tell a Customer 


Pure dye hosiery always gives better service than 
ingrains because of no loading. Always suggest a 
customer washing her hosiery after each wearing. 
The water feeds the silk and prolongs the life of a 
silk stocking. From the amount of silk hosiery 
sold today, I judge that silk hosiery has come to 
stay and that women will stick to them until they 
are thrown into the waste basket. 

Long skirts are not interfering with the sale of 
wool hosiery. They are being bought daily, 
and I know now they are going to be as good as 
last season. Brown, camel, black, dark and 
medium grays in silk and wool, plain and clocked 
effects are the predominating styles. 

There are not very many new Styles shown in 
silk hosiery at present, other than lace, drawn 
clocks and chiffons, which are selling well. The 
otter shade has been exceptionally good. Gold 
and silver will play their part as usual for evening 
wear. 


‘Novelty Stocking Selling Better, 
Especially Laces 


Novelties in hosiery, which have been com- 
paratively neglected so far this season, are sharing 
to some extent in the revival of interest due to the 
Christmas holiday althoughithey cannot be described 
as particularly active. Of the novelty lines, laces 
are most in favor, while clocks are not living up to 
expectations. This applies, of course, to women’s 
hosiery. In men’s hose, clocks are very good al- 
though they are, perhaps, being overdone. 
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Mrs. Clinton M. Hafford, Hosiery Buyer at 
Baker Bros., Shoe Store, Brockton, who says: “KE very 
piece of merchandise must go through the mind of 
the buyer—it must first be thought of by the buyer; 
next considered from every standpoint and its mer- 
chandising planned; in fact it must be sold before 
it is bought. Hosiery for a shoe store is a high class 
specialty, more so than ever before. From a general 
business in the old days, the years have brought with 
them the finer grades and a higher class stock. A 
hosiery department is really a specialty shop within a 
shoe specialty shop.” 


The “Hows” of Hosiery Selling 


Baker Bros., Brockton, Quadruples Business in Ten Years by Complete 
Stock of Quality Goods, Clever Buying and Good Salesmanship. 


By HELEN M. HANEY 


back to 1872, and one of the fine exclusive 


was in the right, Mr. Baker, with Mrs. Hafford’s 


D hack BROS. Brockton, Mass., dating publicity methods and a firm conviction that he 


shoe stores in New England, are pioneers in 
hosiery selling. It was in 1907 that Lee Baker, 
proprietor, decided to install a complete hosiery 
department with a buyer in charge. “Because,” 
as he explains—“‘T felt that it was essential for a 
customer to buy stockings at the same time she 
bought shoes and have the proper facilities at 
command in the way of harmonizing effects. I 
believed that by so doing I would be rendering an 
added service to the public.” 


Hosiery Is a “Woman's Business” 


Recognizing that hosiery is essentially a ““wo- 
man’s business,” and that women buy, not only 
their own and their children’s stockings, but 
ninety per cent of their men folks’ hosiery, Mr. 
Baker chose a very efficient woman buyer and 
manager, then Miss Mae B. Dion, now Mrs. 
Clinton M. Hafford, to inaugurate the hosiery de- 
partment of Baker Bros.’ shoe store. Mrs. Hafford 
had previously had a wide experience as hosiery 
buyer with a Brockton dry goods house and she 
Started out in earnest on her life’s work. 


Good Publicity Methods 


Brother merchants watched Baker Bros.’ hos- 
iery department with much interest and not a 
new misgivings as to its success, but by good 
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assistance, has made good and is now doing four 
times as much hosiery business as was done ten 
years ago. “For,” said Mr. Baker, “as a mer- 
chant increases his sales of shoes, so do his sales 
of hosiery increase—at least that has been my ex- 
perience.” 


How the Salesforce Was “Sold” 


When Mr. Baker had fully decided to inau- 
gurate a hosiery department and had chosen his 
efficient woman buyer and manager, the next 
thing he did was to advertise the fact that he had 
a hosiery department. He devoted a generous 
space in his windows to a hosiery display; he ad- 
vertised in the daily papers that his store sold 
hosiery. And most important of all, he “‘sold”’ his 
salesforce on the proposition, so that when the 
hosiery department was officially opened, every 
man in the store was “‘on his toes” to boost that 
department. The salesmen were not allowed to do 
any hosiery selling, but they “blazed the trail” 
for the sale. The salesman who introduced the 
largest number of customers to the hosiery depart- 
ment within a month received a prize of $10; the 
salesman who introduced the second largest number 
received a prize of $5.00; the salesman next in the 
contest received a prize of $3.00. There was much 
rivalry among the salesmen as to who should win, 
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The entire section is in American walnut and plate glass, 
classified as indicated above, for service facility. The front 
of he hosiery department is bounded by two large display 
cases with Scotch marble bases. In the center is the cash 
register and bundle counter, the front of which is. some- 
times used for the display of a few boxes of specials. The 
display in the front cases is, this week, mainly devoted to the 
diagonal waves, displayed again in the window. There 
were also some Faccard patterns, hand embroidered silk 
clocked English wools and silk and wools also lisles in fawn 
and shaded effects. In one of the display cases, three racks 


for color valuer 
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of men’s cravats at either side, a few buckles, a silver button 
hook and a shoe horn or two, emphasized the “added service” 
idea. 

The top of the display case lends itself to artistic decoration 
and a few signs of some‘of the well-known brands carried. 
For a bit more illumination when matching shades, a daylight 
lamp has been placed in a favorable location. Nor must we 
forget the telephone, which has been placed at the extreme 
right of the department for the convenience of customers. 
Read the story of the Baker Shoe’s Store hosiery department 
on the opposite page. 
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not so much for the intrinsic value of the prize, but 
for the popularity idea. 


Customer Introduction Contest 


So keen were the salesmen to bear away the 
honors in this customer introduction contest that 
they invited people to visit the store who did not 
buy a dollar’s worth of shoes, but Mr. Baker had 
figured that twenty per cent of the public who go 
into a Store do not buy, anyway, and he considered 
hosiery advertising through his salesmen a good 
paying investment. Moreover, in this way a cus- 
tomer’s list was obtained, as the name of each 
customer introduced was written by the salesman 
on a slip of paper beside his name and then this 
slip was dropped into a little box which had been 
placed on the hosiery counter. When the cus- 
tomer was brought to the hosiery department, she 
was shown an especially priced piece of mer- 
chandise—in the majority of cases she bought, 
and in the meantime, looked all of the merchan- 
dise over and made a mental note of prices 
and quality. 


For Hosiery Advertising One-Half of One 
Per Cent 


Thus the hosiery department of Baker Bros. 
having made a glorious beginning, public interest 
was not allowed to lag for an instant. One of the 
big factors in trade stimulation was the daily 
paper ads. A review of this hosiery advertising 
reveals the fact that about seventy-five per cent of 
the store’s yearly appropriation was devoted to 
hosiery. For his shoe advertising, Mr. Baker 
spends one and one-half per cent of his previous 
year’s sales; for hosiery advertising one-half of 
one per cent—making a total of two per cent for 
footwear advertising. 


An $8,000 Stock For 106,000 Prospects 


Mrs. Hafford believes in newspaper advertising 
that is educational—of a distinctive and different 
nature. She feels that not only must the public 
be educated as to the lines carried, but also to the 
fact that they are the right styles for the vogue in 
men’s, women’s and children’s apparel—for a com- 
plete line of hosiery-—for the entire family—an 
$8,000 stock—is sold at Baker Bros. hosiery de- 
partment. Mrs. Hafford makes a study of each 
customer—and from her fifteen years’ experience 
at this store, she knows a great many of the 
106,000 persons who compose the population of 
the great shoe city and its environs. It is her 
opinion that it is poor policy to try to sell a pair 
of high-grade silk stockings to some one who ob- 
viously wishes this merchandise for hard wear; 
on the other hand, after she has explained the 
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purposes for which the merchandise is intended 
she allows the customer to suit herself. 


A “Friendly” Sign on Silk 

A silk hosiery sign prominently displayed 
States that “silk hosiery worn or tried on will not 
be exchanged or replaced.” Mrs. Hafford says 
that she has been obliged to have this sign prom- 
inently displayed in self defence and she often- 
times wishes there were “no such animals’ as 
guarantees, as in the last analysis the “‘fairness of 
the customer” is apt to be a bit one sided. But 
she has found that any reliable manufacturer will 
make good a just claim, but surely a claim is not 
just where a silk stocking comes in contact with a 
rough surface of perhaps a poorly made shoe. 
She states that there can absolutely be no guaran- 
tee on the heel and toe of a silk stocking which 
shows a break, even after one day, as the pers- 
piration from some people’s feet is so full of acidity 
that a hole can make its appearance after twelve 
hours of wear. Under these conditions, cotton or 
lisles Stand the strain much better. 


Hosiery Repairing a Big and New Feature 


One way of adjusting claims made by customers 
is through a new feature which has made its ap- 
pearance—namely hosiery repairing. When a 
Stitch drops in the leg, for instance, the stocking 
can be sent to the manufacturer, who will put it 
in perfect condition. 

Another new service to customers employed ex- 
tensively at Baker Bros.’ hosiery department is 
the dyeing of silk hose to a desired shade. The 
hosiery to be dyed is sent to a manufacturer and 
it is back at Baker Bros. within three or four days. 

At Christmas time, all purchases of $1.00 or 
over are given to the customer artistically ar- 
ranged in folders that are attractive as to color 
and design. 

It is by quality, in-Mrs. Hafford’s belief, that 
a shoe Store hosiery department is to win in these 
days of keen competition in hosiery merchandising. 
For, be it known that between 66 Main Street, the 
location of Baker Bros.’ shoe store and Belmont 
Street, a Stretch of less than half a mile, there are 
eighty-two hosiery departments, and so there 
must be a sharp line drawn between the class who 
want regular merchandise and that of good 
quality, and those who are not particular and who 
buy irregular merchandise—seconds and cheap 
grades. 


Booking in Advance—A Full Assortment 


“Such merchandise as a buyer feels reasonably 
sure that she is going to need should be booked in 
(Continued on page 14!) 
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For skating time when you sell boots and skates, be sure to include wool 
hosiery—the styles shown are imported from England, of Shetland wool in 
light tan with fancy collar. 


The Fashionable folk imigrate Southward with the birds—so 

look for golf and sport business in the south-temperature belt 

between Virginia and California. This pictured combination 

is of shoe store interest, Fuvenile Shoe Corporation shoes and 

hosiery by Notaseme Hosiery Co., Philadelphia in a silk and 
wool sand colored hose, brown clocked. 


Hosiery to contrast and to give the depth of color to offset light 
woolen shades in garments is shown in this setting. The ribbed 
hose, in wool, by Marshall Field & Co., Chicago. 


The shoe store is coming to the front as the lead- 
ing merchandiser of fine hosiery for every occasion 
in quality, selection and fitting sizes and especially 
in harmonizing values. 
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A Timely Argument Sells Hosiery in he 
te 

the Shoe Shop 
The rush of holiday shopping is Gold Seal full-fashioned silk 

on. During this period the shoe stockings open the way to repeat sO 
shop that also carries hosiery has business of the most desirable th 
an effective argument in the time- class of custom—the people who Fi 
and effort-saving convenience of will pay for lustrous beauty, flaw- m 
using one salesperson’s services for less quality and long wear. do 
as many purchases as possible. No. 73, for instance, wins loyal Wi 
. OV 
Seed ciemediie eit ah o friends for the merchant who fea- a 
ns ., tures the Gold Seal Line. An 4 

customer the first pair of silk jngrain, full-fashioned stocking, b 
stockings. Good stockings will medium weight silk, plated heel 2 
bring her back for more. and toe. Offered in all colors. lin 
cot 
Philadelphia Knitting Mills Company the 
Sixteenth Street and Indiana Avenue pr 
PHILADELPHIA fut 
New York Office—1270 Broadway for 


GOLD SEAL Silk Stockings | § 


Quality first since 1889 
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Prices Kept Down by Over-Production 
(Continued from page 132) 


Sheer hosiery is still the feature of the movement. 
Demand for this type of hosiery has until recently 
been confined almost exclusively to the larger 
cities, but it seems to be spreading to the smaller 
communities. Lisle-topped silks share the leader- 
ship with chiffons—they sell in greater volume, of 
course—and they too seem to be in increasing de- 
mand. Black is still easily the biggest selling 
color. In fact its popularity seems to be growing 
at the expense of the other colors. Next in favor 
are the staple browns, such as African brown and 
cordovan. The new brown shades, like cocoa, 
cinnamon, mandalay and otter are also selling well, 
although they are not nearly so big as the more 
Staple colors and not perhaps so big as they were 
expected to be. Colors like graphite and gun metal 
are being bought a good deal in sheer hose for 
wear with black shoes as well as with bronze 
shoes. They are favored by many women be- 
cause they give the effect of a very sheer black— 
a more sheer effect than even the thinnest black 
hose can give. Dark gray is selling to some ex- 
tent, but the lighter colors are not active. 


Silk and Wool for Holiday Trade 


Fine numbers of silk and wool mixed hose are in 
some demand for the holiday trade. Otherwise 
the market for wool hosiery is very dull just now. 
Fibre mixtures are still very active, especially in 
men’s lines. Men’s pure silk hose are in the 
doldrums at present. It would appear, by the 
way, that the production of fibre mixtures is being 
overdone and that the market on these lines will 
suffer a setback before long. The same old story! 
A very large business on staple cotton hosiery has 
been done within the last couple of months and 
many of the leading mills are sold up on these 
lines as far as they are willing to go. Prices on 
cotton hosiery are unjustifiably low, considering 
the ruling level of raw cotton, and they are 
practically certain to be advanced in the near 
future. Silk hosiery ought to register an advance 
for the same reason, but until current stocks are 
more thoroughly liquidated the market is not 
likely to show much change. Fine lisle and mer- 
cerized hose are in some demand and seem to be a 
good bargain on the present market. 





The Hows’ of Hosiery Selling 
(Continued from page 138) 
advance, with a clause in the contract that should 
the market fall, the merchant will get the benefit 
of the reduction,” says Mrs. Hafford, and she also 
thinks that in conducting a business of any size, 
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it is necessary to have a full assortment of cer- 
tain well-known lines, as so many women know the 
name of the different brands and call for the mer- 
chandise by their trademarked names—thus is a 
regular clientele eStablished from the very be- 
ginning. 

Men Like Shoe Store Atmosphere 

Mr. Baker was emphatic in another statement— 
namely—that a man has no place whatever in a 
hosiery department, unless it is in a strictly men’s 
shoe store. One of the reasons is that so many 
women hesitate to buy an outsize or an especially 
“slim” model from a man. It is true that a few 
men buy their own hosiery and women’s hosiery, 
especially at Christmas time, as gifts, but even 
then they prefer to buy these from a woman who, 
they feel, knows just what the other woman would 
like. 

A description of the arrangement and display 
of “the good things” of the hosiery department 
may be in order. This is pictured on another page 
of this issue and as “footnotes,” we will further 
delineate: The very first display is made in each 
of the two big windows—it is a liberal display— 
the men’s hosiery is placed in the window con- 
taining men’s shoes and the women’s hosiery in 
the window containing the women’s shoes. In 
the latter showing, diagonal wool plaids with a 
caramel brown shade as a base stood forth prom- 
inently; the sport significance of these stockings 
was further emphasized by a pair of tan oxfords 
with heavy soles. 





Unique Hosiery Repair Service 


There’s at least one woman in New York who 
owns two hundred pairs of hosiery. At least she 
did own that number because she recently took 
them for repair work to the office of the Lenox 
Hosiery Repair Company, 3 East 38th Street, 
New York City. 

This is an unusual service in hosiery circles. 
Runners are repaired in a way which makes the 
hose as good as new. It is impossible to detect 
where the run has been. Many New York depart- 
ment and shoe stores, as well as stores far afield, 
have taken advantage of the work done in this 
shop to inaugurate for their customers a repair 
service. Expensive hosiery is many times well 
worth repairing. Many times, also, women will 
return to a store after having purchased hosiery 
with the complaint that it must have been im- 
perfect as a runner has‘developed. Depending on 
the circumstances of the case, the merchant can 
offer to have it repaired free of charge or, if ob- 
viously the customer’s fault, can sell her on the 
idea of having it repaired and paying the sum 
charged, which is not exorbitant. 
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Stockings that make the shoes you sell 


more satisfactory 


Your first aim is to sell shoes that give satisfaction—that’s your bread and 
butter. Then comes hosiery which is also foot-wear and intimately associated 
with shoes. Hosiery helps decidedly in building up profits—cuts down over- 
head—in many stores it pays the rent. 


Burson Hose are ideal for shoe stores because they give real value and help 
to a marked degree in satisfying your customers with their shoe purchases. 
It is because Burson Hose are shaped perfectly in the knitting. No seams 
to walk on and rub at the heel, nor are there any bulky wrinkles in the foot. 
“Burson” are smooth and snug-fitting, thereby enabling women to wear a 
little smaller shoe with comfort. 

Do not confuse “Burson” with ordinary seamless stockings; they are as 
different as day is from night. “Burson” are full-fashioned, only they are 
knitted to the shape of foot, ankle and leg on improved patented machines 
instead of the old method of getting the same shape by knitting a flat piece 
and sewing up with seams. 


Burson Hose are made in Silk, Lisle, Mercerized, Cotton, and Sport Heathers. 
Sold through the leading Jobbers. Nationally Advertised. 





Burson Knittinc Company, Rockrorp, ILLINOIS. 
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RURSON 


FASHIONED HOSE 
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eAdvernsing 


The Hosiery Department 








Making Shoe Ads Sell 
Hostery 


Illustration has a great deal to do with 
creating a demand for hosiery in the shoe 
store. 

Once you get your public to thinking of 
shoes and hosiery at one and the same 
time the greatest problem is solved. 
Perhaps one of the best ways to do this is 
to display as a new idea the cause for 
much footwear dissatisfaction originating 
in hosiery. 

There is something to talk about in this. 
It is a logical idea, and true in more cases 
than is realized. 
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cA Winter Combination 


Cold weather will have no terrors for those 
who wear this smart, seasonable calf oxford 
and its companion warm woolen hose with 
he silken “feel.” 

Are you prepared for “Old Fack Frost’. 
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Your Name Here 
Street - = Town 











The Trouble Zone 


Will that pair of shoes fit? Will they be 
comfortable? 
If the hosiery doesn’t fit, NO! ! 
It simply goes to prove, men, that you can’t 
get absolute foot comfort unless you buy 
FOOTWEAR at the store that specializes 
in FIT. Fit in hose as well as shoes. 
To most men a sock is just a sock. But 
with us it’s different. We've seen too many 
painful welts across toes, too many cases of 
ingrowing toenails that needed the surgeon’s 
knife to relieve them, totake any chances on 
slighting fit in hose. 

We haven't a pair of hosiery that isn’t 
built for satisfactory wear. 
And think of the time you'll save in the bar- 
gain. Shoes and Hose at the same store. 
“Some service!” say our men friends. 


In the ads shown here we have tried to 
give you something that you may adapt 
to your own immediate use with little or 
no change. 

The wave of corrective styles now sweep- 
ing the country is not built on fancy, nor 
is it growing because of a brilliant idea. 
It serves a need; the need for greater 
care in fit of shoes, and the shoe store 
which goes a step farther in the matter 
of fit is traveling in the right direction. 
The importance of fit as well as harmony 
in hosiery can be made the theme for 
many an interesting and resultful ad in 
the opinion of the Recorder. 

We'll be watching for adaptations of the 
ad ideas on this page. 


cA Painful Question 
Answered 


A new pair of hosiery may be all that’s 
needed to give you comfort if you're being 
worried with a “bite” at toe or heel. 

A few minutes will tell the story. Let us 
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Your Name Here 
Street’ - + . Town 








look into your shoe or do it yourself tonight. 
Then drop in here in the morning or at 
lunch. There’s no need of suffering from 
a little bothersome footache while we're here 
to help you. 

You see, if there’s any question of fit, we 
can solve it while your shoe is off. Can you 
get that sort of service at the dry goods 
counter? 

















Have these “Hosiery signs” reproduced and 
run them in every ad on shoes. It’s a good 
way to carry hosiery publicity into all 
advertising. 
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Hosiery in the Morrow Shoe Store is attractively displayed against a backgronnd of checkered black and white 


How I Run My Hosiery Department 


By W. E. MORROW 


Manager and Owner of the Morrow Shoe Store 
of Moulton, Iowa. 


N opening our hosiery department I selected 

a good dependable line of hosiery, also one 

that had a very efficient in-stock department. 
The stock is sized up every Monday morning. 
Sizes in which we are short or low we reorder im- 
mediately. These goods are always received in 
time for Saturday’s business. Because of the 
prompt shipment of the manufacturer to us, there 
is no necessity for us to carry a large reserve Stock 
which means a large saving in invested capital. 
It is because of our small stock which is however 
very complete, our concentration on a single line 
of hosiery and the quick turnover that we have 
that has made us a good profit. 

“In our own case we feature our hosiery line 
almost as prominently as our shoes in all advertis- 
ing and window displays. In various parts of the 
Store we have hosiery displays and price tickets 
are marked plainly on each style. 


Special Sale Once a Month 


“About once a month we have a special sale 
and we try to arrange this sale so that it will im- 
mediately precede a holiday if there is one during 
the month. In this sale we use certain numbers 
as leaders. Our sale always includes any slow 
moving styles or colors. This keeps our stock 
clean and up-to-date, besides increasing the vol- 
ume of our total sales. A few weeks ago we put 
in a special hosiery window trim using exact re- 


productions of an advertisement that appeared 
that week, in the Saturday Evening Post, advertis- 
ing the same line of hosiery that we were handling. 
This trim brought good results in immediate sales 
but further it let the local people know that we 
were selling a brand of hose which was recognized 
nationally. 


Quick Turn—Quick Profit 


“We push hosiery sales. It gives us a quick 
turning stock and a good profit. It also keeps up 
the volume of store sales because hosiery sells 
good twelve months in the year. 

“Our selling talk is essentially on quality and 
service, not price, and our customers know they 
buy nothing except the better class of merchan- 
dise at this store.” 





cA New Hosiery Booklet 


A brand new idea in hosiery merchandising 
service is being furnished free of charge to retail 
shoe stores carrying Corticelli hosiery, in the form 
of a little booklet issued by the Corticelli Silk 
Company, Florence, Mass., to be distributed in 
turn by the merchants to their customers. 

The book is entitled “The Correct Colors in 
Hosiery for Every Shoe and Costume.” The text 
gives the buyer of hosiery authentic and detailed 
information which can be used in buying. 


Issue of December 2, 1922 




















HOSIERY SECTION Boot and £hoe Recorder 


mer, 
Tey 


sas ‘ 


a acwee el 
' BoD ee 


Se 


ee 











Reg. US.Pat. Office 


geil 
)\ 
¢ 


AN 
ee 


~~ 


eas 


6S x 


Ms 


For the Holiday Trade 


Socks make charming and practical Xmas gifts. Espe- 
cially these attractive all-silk socks for grand occasions 


780X—lInfants’ all-silk half socks in dainty colors: White, sky, pink, yellow, pale 
reen, lavender, navy, rose, brown and white, with a variety of plain and 
ancy colored tops, including Roman stripe. 44 doz. boxes (assorted colors). 


Sizes 4-814 $10.50 Sizes 9-914 


3700—A three-quarter all-silk sock for older children. In the following solid colors: 
Black, white, pink, sky, rose, yellow, copen; also in brown, old rose, navy, 
green, yellow and lavender, with striped tops. White, of course, with as- 
sorted colored tops. 14 doz. boxes (assorted colors). 
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Emery 6 Beers Company, inc 
Sole Owners and Wholesale Distributors of “Onyx” Hosiery 
Broadway at 24th Street New York 
Sole Selling Agents for 


PAUL GUENTHER, INC. 


Manufaciurers of 


Full-Fashioned Silk Hosiery 
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He’s in the right mood— 
Keep on selling! 


¥) JHEN your customer says, “‘All right, 
I'll take these shoes’”—then you’ve 
got him going. 


Don’t stop! 


While he’s in a buying mood show him some new 
hosiery to match his shoes. ‘Tell him that you can 
give him as good a fit in hosiery as in shoes—that 
the combination will make his feet more com- 
fortable. 


With a little gentle urging you can make another 
big sale and another big profit—instead of only one. 


Hosiery helps sell shoes—and vice versa. The com- 
bination builds a bigger business. Every shoe 
store should sell hosiery too. 


Interested in starting a hosiery department? Or 
in making your present department pay more? 
Write for our free booklet of selling suggestions. 


EVERWEAR HOSIERY CO., Dept. B, 
Milwaukee, Wis. 


Chicago Office, Textile Bidg. Boston Office and Stock Room 
Wells and Adams St. 110 Summer Street 


San Francisco Office and Stock 
Room 
130 Bush Street 


osiery 


Send for some of these 
staple numbers 


No. 24X—Women’s 18-inch silk boot, 240 
needle, fine gauge, 1l-thread silk. Colors: 
Black, White, Beige, Zinc, Cordovan, Ma- 
hogany, Russian Calf, Suede, Navy, Silver, 
and Nude. Price, per dozen $9.50 


No. 23—Women’s silk hose, semi-fashioned. 
Snug-fitting ribbed top. Sizes, -10%. In 
Black, White, Cordovan, Mahogany, Russ 
Calf and Suede. Price, per dozen $12.00 


No. 270—Women’s 22-inch silk boot, 240 
needle, fine gauge, 12-thread silk. Colors: 
Black, White, Beige, Zinc, Cordovan, Ma- 
hogany, Russian Calf, Suede, Navy, Silver, 
and Nude. Price, per dozen $13.00 


No. 55—Men’s 11-thread silk hose, 240 needle, 
Colors: Black, Navy, Smoke, Pearl, White, 
Cordovan, Mahogany, Champagne. Price, ves 


No. 5—Men’s 220, fine mercerized lisle. Colors: 
Black, Navy, Smoke, Pearl, White, Cordovan, 
Mahogany, Champagne. Price, per dozen, 


en Pam Ce, fot eet em Get te ey 


Everwear Hosiery Co., Dept. B, 
Milwaukee, Wis. | 
| Send me, at regular discount, quantities of 
hosiery checked below: [ 


and advertising material. 


| Store 


Name 


Address 
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Beautiful Ipswich Heathers Retailing in Big Volume at a Dollar 

















Ladies’ drop stitch, heather stockings in the season’s fashionable 

shades. 

On a weight just right for all-year-round selling. 

With ankles that fit perfectly and tops that are wide and comfortable. 
If you are interested in big volume selling ask your jobber 


for Ipswich Style 5000. Write us if he cannot supply you 


IPSWICH MILLS 


IPSWICH ESTABLISHED 18622 MASS. 
Oldest and one of the largest Hosiery Mills in the;United States 


LAWRENCE & CO. 


Sole Selling Agents 
BOSTON NEW YORK CHICAGO PHILADELPHIA ST. LouIs SAN FRANCISCO LONDON, ENG. 


PSWICH WOSIERY 


Jor Wen Women and Children 
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(This Department is conducted by Helen M. Haney, Associate Editor) 


Shake Hands with ‘‘Lou” P. Motley 


A Field & Flint Company Booster—Has Covered Southeast 


the Southeast with “‘Korrect Shape” 

“Anatomik” and Field’s Unit shoes, 
has been with Field & Flint Co. for 17 
years. Except for five years’ retail shoe 
experience, all of Mr. Motley’s business 
life has been spent with the company 
with which he is now connected. 


Five Years of Retail Experience 

Four years of his retail shoe store life 
were spent with Charles Hann, The Shoe 
Man, in Birmingham, Alabama.The other 
year was with Bowers & McGuire Shoe 
Company of the same city. This latter 
concern has been out of business for some 
16 years. 

Widely and Favorably Known 

Lou Motley is a native son of the Sunny 
South, having been born in Tuskegee, 
Alabama, July 1, 1880. 

Mr. Motley is widely and favorably 
known to the shoe trade from Washington 
to Key West. 


Val Duttenhofer Men Leave 
for Trips December 4 


The members of the Val Duttenhofer 
Sons’Co.sales force are leaving for their ter- 
ritories December 4: Chas. Mulvihill, part 
of Ohio; M. B. Murray, Oklahoma, Ar- 
kansas and New Mexico; Charles P. Osier, 
Chicago, Illinois, Northern Indiana, North- 
ern Illinois and Milwaukee, Wisconsin; 
E. H. Rand, part of Iowa, Nebraska and 
Wyoming, part of Colorado, Montana, 
Idaho and Utah; J. G. Ridout, all of Vir- 
ginia, North and South Carolina; W. T. 
Shipley, all of Alabama, Georgia and 
Florida; Chas. L. Smith, Pittsburgh and 
Philadelphia, Pennsylvania, and New 


| OU P. MOTLEY, who travels in 


For Seventeen Years 


York City; W. H. Thompson, part of Iowa 
and part of Nebraska; J. P. Lucas, Michi- 

gan, Southern Indiana, part of Illinois and 
part of Ohio; E. M. Daniels, Kansas and 
Missouri; J. L. Frederick, New England, 
Ohio and Western Pennsylvania; Ed. 
Kohlman, all of Louisiana and Southern 
Mississippi; Jesse MacDonald, Cincinnati, 
Ohio, Covington, Kentucky, part of In- 
diana and Kentucky; James Straub, all 
of Delaware, Middle and West Virginia, 
Eastern Pennsylvania, Washington, D. C., 
and Maryland; Clark Browning, part of 
Washington,part of Oregon and California; 
A. M. Figenbaum, North and South 
Dakota, Minnesota, part of Wisconsin; 
W. A. Barney, all of Texas. 


“Ed” Keene with J. E. 
French 


Edward W. Keene, one of the best 
known men in shoe selling of the Brockton 
district has been signed up by the J. E. 
French Co. of Rockland, to sell their welts 
for men and women in New York and 
Philadelphia. Mr. Keene will have a 
sales office in the Marbridge Building, 
34th Street, in New York. 

““Ed” Keene has been selling shoes for 
some time for Nunn, Bush & Weldon 
Co., of Milwaukee. He has had a wide 
experience and before signing up with the 
Milwaukee concern, carried Brockton- 
made welts to thetrade. He isa brother 
of Robert Keene of the Colonial Theatre, 
Brockton, Mass. 


“Bob” Taber Celebrates 50th 
Anniversary 

“Bob” Taber of Brockton, Mass., is a 

veteran salesman of shoe blackings and 


stains. He is one of the real “Old Timers” 
and everybody in the shoe trade in the Old 
Colony District of New England knows: 
him and holds him in the highest esteem. 
He recently celebrated his golden wedding 
at his home on 14 Fuller Street, Brockton,. 
Mass. 


Williams-Kneeland Sales 
Roster 


The Williams Kneeland Co., salesmen 
and territory covered are asfollows:Charles 
H. Poole, Pacific Coast; Tony E. Johnson, 
Missouri, Iowa, Kansas, Nebraska, Okla- 
homa, Colorado, and Northern Texas; 
Harry W. Modlin, Chicago, Wisconsin, 
Minnesota, North and South Dakota: 
Thomas H. Meade, Jr., Illinois, Indiania, 
West Virginia, part of Ohio and Pennsy!- 
vania; P. F. Sullivan, Washington, D. C., 
Maryland, Ohio, Pennsylvania and Can- 
ada; Benjamin F. Hill, Kentucky, Tennes- 
see, Alabama, Mississippi, Louisiana and 
Southern Texas; R. P. Vroom, Virginia 
and Atlantic Coast States, South; W. B. 
Robinson, New York State and Michigan; 
E. L. Agrati, Greater New York and New 
Jersey; Mellen H. Pingree, New England 
States. 


Charities Drive Successful 


Buffalo's retail shoe dealers did nobly 
in the Joint Charities Drive which was 
held from November 14 to 21. With John 
Leader of Eastwood’s as captain of their 
team, assisted by C. H. Barton, Fred 
Kimball, C. I. Lanich, R. Cloak, J. S. 
Meyer and O. F. LaReau, the shoemen 
exceeded their quota of $4,500. 
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Manufacturers Are Featuring 


~~ 


A few more things you 
should know about 


CLICO 
CLICO Soles are made in 


gauges from one-eighth inch 
up to three-eighths inches. 


All heels are furnished sep- 
arately—not molded as a part 
of the sole. We are the only 
manufacturers who thus 
make a separate wedge heel. 
Another exclusive feature is 
the special adhesive we apply 
to the cementing side of the 
sole. This insures a perfect 
cementing job. Manufac- 
turers of women’s shoes al- 
most entirely prefer CLICO 
Single Unit Soles which are 
cemented and _ stitched 
through to the suface. This 
single-unit sole is also a favor- 
ite. with volume production 
manufacturers on account of 
its greater economy. There 
are many manufacturers of 
men’s shoes, also, who prefer 
the single unit. 

CLICO Two Unit Soles are 
made in two parts. The first 
unit is cemented and stitched 
to the leather slip sole; the 
second unit is cemented to 
the first unit. The only ad- 
vantage over a single unit is 
that the stitching does not 
show on the surface. 

Printed specifications for ce- 
menting and stitching gladly 
furnished. For best cementing 


results we recommend our 
special CLICO Adhesive. 


a 
Merchants Are Specifying 


CLICO 


Currorp cone 


en 


The Ultimate Sport Sole 


Made of Pure Geylon Grepe Rubber 
For Men, Women and Children 


Because 


Clico has a fine, firm, close grain, which not only looks 
better, but also permits perfect cementing and stitching. 





Clico is not thick, bulky, or clumsy looking. 
Clico will not come off the shoe when worn. 
Clico will not “‘squash out”’ or curl around the welt. 


Clico is 60 per cent lighter than common rubber soles— 
30 per cent lighter than leather, and will float. 


Clico is made in single or two units. 


Clico is the longest wearing—most resilient sole ever 
produced. 


Don’t Delay Ordering 


The demand for CLICO is so great that no 
time should be lost if you want to have the 
very latest improvement in sport shoes to de- 
light your trade next spring. 


The Clifford Company 


Also Makers of Ace Rubber Heels 


185 SUMMER STREET M 
ass. 


Boston Opp. South Station 


St. Louis Representative: R. M. HEUCHAN, 1627 Locust Street 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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LACOSTE EVANS 
Who covers North and South Carolina for Field 
¢ Flint Co. 





LaCoste Evans with Field 
& Flint Co. 


LaCoste Evans whose “happy home” 

is in Cheraw, S. C., has recently become 
connected with Field & Flint Co. in the 
capacity of salesman for the new, line of 
Field’s Unit shoes, in the territory of North 
and South Carolina. 
& Mr. Evans is an experienced shoe sales- 
man; well acquainted in what he is pleased 
to call the “kingdom of Tarhelia.” He 
fully believes in Evans, Field & Flint Co. 
and Field’s Unit shoes and he has the en- 
ergy and enthusiasm to convert others to 
his beliefs. . He has already demonstrated 
that he knows how to explain a good pro- 
position to shoe merchants as is evidenced 
by the orders for Field’s Unit shoes which 
he has been sending in. 


John B. Clark Traveling with 
“The Boss” 


John B. Clark, of Chicago, who travels 
for the J. J. Grover’s Sons Co., Lynn, is 
on a month’s trip to Chicago, St. Louis, 
Omaha and other cities West. He is ac- 
companied by Lyndon V. Grover of the 
firm. 

Said Mr. Clark: 

“Mr. Grover is out just to learn what 
leading merchants think of trade prospects 
of 1923, it being the policy of his firm to 
keep in close contact with merchants, to 
learn of the changes in fashions, and store 
methods, and improvements in the fitting 
of shoes, and especially to learn of the ever 
changing whims and notions that guide 
women in their selections of shoes. 

“For more than 50 years have the 
Grovers been making shoes for women; 
and all the while, it is worthy to mention, 


Rounding Reports Novel 
Publicity “Stunt” 


James R. Rounding travels New 
England for J. J. Grover’s Sons Co., 
of Lynn, Mass. While in New 
Haven, Conn., recently, on a visit 
to one of the firm’s largest New Eng- 
land customers, the Boston Branch 
Store, he found that his customer 
had put on a novel stunt to adver- 
tise Grovers. 

Mr. Rounding reports that the 
Boston Branch Store had hired a 
professional clown, or sandwich 
man, to walk about the streets and 
grounds of Yale University, walk- 
ing apparently on his hands with 
his feet towards the stars, for one 
week, five hours a day, advertising 
“Grover Soft Shoes for Tender 
Feet.” 

“The newspapers,” said Mr. 
Rounding, “gave splendid write-ups 
of the ‘stunt,’ and mixed consider- 
able fun into it. At times, the 
police had to control the crowds that 
followed the clown. 


A Record-Breaking Sale 


“Some of us who still have in 
mind the dignity and exclusiveness 
which are supposed to have charac- — 
terized our lines of shoes since 1865, 
cannot bring ourselves to believe 
that such a thing as a’ clown walk- 
ing around Yale grounds has actually 
happéned. Just imagine that clown, 
with his big feet in the air, walk- 
ing around on his hands, or, at least, 
apparently so, and proclaiming the 
merits of Grover shoes on the cam- 
pus of the learned university. As 
L. K. U. would say, ‘O tempora, 
O mores!” Or as Lev. might add, 
‘Well, I'll be d——dl’_ But it is un- 
gracious to scold, for the Boston 
Branch Store had a record breaking 
sale of shoes.” 


























they have kept their eyes constantly on 
the customer, or the women who wear 
their shoes, and have judged their busi- 
ness by expressions of opinion had from 
such customers.” 


C. G. Slade at New R. & H. 
Dallas Sample Room 


C. G. Slade, Texas sales representative 
of the Rice & Hutchins St. Louis Com- 
pany, is in charge of the new sample room 
which this company has recently opened 
at 1003 Commerce Street, Dallas, Texas. 
Mr. Slade will here have on display com- 
plete lines of the various Rice & Hutchins 
brands of footwear, for men, women and 
children. 


E. 8. LEINBERGER 
Who operates out of the Rice § Hutchins New 
y 


Y 


York Compan: 





Morris Rosenston Visits West 
Coast 


Morris Rosenston, sales manager of the 
Novelty Shoe Company, of Chicago, says 
that the West Coast is a good place for the 
shoe business. 


Anyway, Mr. Rosenston has just left 
Chicago for a trip that will include Den- 
ver, Salt Lake, San Diego, Los Angeles and 
on up the West Coast to Vancouver, B.C. 

Last summer Mr. Rosenston covered 
practically the same territory on a vaca- 
tion trip, and opened up so many new ac- 
counts for his house that he’s decided to 
make an intensive and extended sales 
tour of the coast cities. 


E. H. Talbot Is Dead 


E.H. Talbot who had been representing 
C. P. Ford & Co., of Rochester, N. Y., for 
a good many years, with office in the 
Graham Building, New York City, died 
November 22. Mr. Talbot had been ill for 
quite a while. He had a large circle of 
friends in the shoe trade of New York 
State, and especially in Greater New York. 


Horace Murray on the Road 


Horace Murray is on the road with a 
line of samples from Brophy Bros. Shoe 
Co., of Lynn. Just before leaving the big 
shoe city Mr. Murray had a chat with a 
Recorder representative, and stated—‘I 
am certainly taking out with me some 
beautiful novelties, such as tongue, strap 
and plain pumps, of patent, satin and fine 
black kid, all with wood heels.” 
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Serviceable and Comfortable 
GOLF SOC-O-MOCS FOR SPRING 


ee 





The Clinging Clico Ceylon Crepe Cushion Sole makes 18 Holes shorter. 
No. 659—Men's Scotch Grain Golf Oxford Moc, Sadie Strap; 
ho. See eee Lining, Cleo Caylen Crepe, Rubber Sole. and 
No. 447—- Wos. Brown Elk Scotch Grain Saddle Clico Sole... ..94.50 


Seafe’s sole has the firmness of leather with the yoyo sy — 
— are moulded to a rubber middle 


No. 658——Men's Brown Elk Golf Oxford M Leather 
bination, Golf fizep, Scafe’s Imported Lea ther’ 


All Soc-o-mocs 
Are Genuine 
Goodyear Welts 


“Twice Around” is a pleasure with a comfortable, 
sturdy So-co-moc, 


No. 650—Men’s Brown Elk Golf Oxford Moc, 
Saddle Strap, Leather Quarter Lining, cae a 


ber Golf and Heel “Bend like Birch Boughs”’ 


No. 683—Men's Waterproof 
foenten, es gt —~-?. Moc, 


Ceylon Crepe Rubbe 
[oe $6.00 


SACO SHOE CO. 


SOC-O-MOCS 
(Pat. Pending) 


A light, pliable, easy Soc-o-moc will help the adies on 
“distance.” 


No. 440—Wos. Brown Elk Golf Orford Moc, 
Saddle 


ber Golf Sele and Heel poe ccccecccccoceces am 


- Saco, Maine 


BOSTON OFFICE, 10 HIGH STREET 
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“Gagey” Is Visiting in New 
ork 


A. S. Gage, the beloved “Gagey”’ of the 
shoe travelers, who sells the ballet line of 
the Kendall Shoe Co., left Boston on 
Monday, last, for a month’s vacation, in- 
cluding Thanksgiving and Christmas, to 
be spent at the home of his daughter in 
New York City. While in New York, 
“Gagey”’ will spend a part of his time in 
calling on some of his old friends in the 
shoe trade, and expects to be kept pretty 
busy entertaining and being entertained 
during his sojourn in the big metropolis. 

Complex Conditions Should Soon Clear 


Asked as to his opinion in regard to con- 
ditions in the shoe trade, “Gagey” said 
that he believed the retail shoe merchants 
were on the eve of a change in merchandis- 
ing methods. “Merchants have been buy- 
ing styles all the time,” said he;“they must 
now go to work and get in something that 
is staple. They must for the good of all 
concerned stop buying from hand to 
mouth, and stop buying so many different 
styles. For instance, some have been buy- 
ing something about all the time, or per- 
haps every two or three weeks, and many 
have now begun to find an accumulation 
of odds and ends, which they should at 
once dispose of and then get down to a 
more sane order of things. I believe that 
the situation will clear up a bit now that 
the report of the joint styles committees has 
been issued, and will further clear up after 
the N.S. R. A. Chicago convention. 


“Boots Will Come Back.” 


“T believe that boots will come back 
again—not this winter, very much, but 
that they will come back eventually. A 
sign of their coming back is in the fact that 
buyers have been on here looking for 
boots. I know a man in this building, 
183 Essex Street, who, three months ago, 
had ten cases of welt boots with Cuban 
heels left out of a larger lot, which he 
would have been glad to get $1.50 the pair 
for, remembering the fate of Louis heel 
boots, made to sell at $8, $9 and upwards, 
which owners were glad to dispose of for 
75 cents the pair; this man was visited the 
other day by a buyer who readily bought 
the ten cases at $3.50 the pair. The sales- 
man is now sorry that he did not have 
more to sell. 


Women want “Something Different’’ Always 


“I believe that many women will ask 
for boots this winter just as soon as the 
colder weather comes—it is not for the 
men folks to decide—the ladies will decide 
for themselves. I think that oxfords and 
pumps will be the biggest sellers this win- 
ter, but boots will sell in larger proportion 
this winter than last. A woman wants 
something different all the time and after 
a style has been dead for a few years it in- 
variably comes to life again.” 
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A Book Awakens Old Memories 


Then the conversation drifted to the 
book which is now becoming famous, be- 
cause there are so few copies of it, and so 
many of the men whose biographies ap- 
peared therein have now passed to the 
great beyond. This book is “Recollections 
of Sixty Years in the Shoe Trade” by the 
late Joel C. Page, portraits and biographi- 
cal sketches by A. W. Gage. Mr. Gage 
stated that he was reviewing its pages the 
other day and noted with muchsorrow that 
six out of every nine men whose photo- 
graphs appear on the thirty-six or more 
illustrated pages were dead. And four 
of these veteran shoemen, friends of 
Gagey’s, made their last long trip during 
the past two months—namely, Charles F. 
Maxwell who traveled for Hurley Shoe Co. 
and Reynolds, Drake & Gabell Co.; James 
A. Wood, of New York, who traveled for 
Field & Flint Co.; Frank Quinn, who trav- 


A. 8. GAGE 


Who represents the Kendall Shoe Company, with 
office at 183 Essex Street, n 


eled for the Boyden Shoe Mfg. Co., and 
Mr. Hill of Hill & Green, who had been 
out of the shoe business for a good many 
years. 

To All a Merry Christmas 


These old friends of Gagey’s, both the 
living and the departed ones, are ever 
very much in his mind. He says that he 
will pay a silent tribute to those friends 
whom he has “‘loved long since and lost 
awhile,’” on Christmas Eve, to those 
who are living he extends through the 
columns of the Shoe Traveler Department 
of the Recorder a very Merry Christmas. 


“Bon Voyage” 


But “Gagey” is going to New York to 
spend Thanksgiving and Christmas—and 
he is all pleasurable anticipation just now. 
All of the boys, both old friends and new 
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friends, wish him Godspeed and the best 
holiday ever. 


“Syd” Curry Home for Holi- 
days 

“Syd” L Curry, vice-president of Ord- 
way Clark, Inc., who calls on the 
larger trade in the principal cities from 
Boston to Chicago, has recently returned 
home to spend the holidays, after having 
made a speedy trip through the Middle 
West and New York. “Syd” reports busi- 
ness as “particularly good”’ and that the 
tendency of the trade seems to be toward 
fewer frills and more staples. Kid oxfords, 
he says, are good—also plain strip pumps, 
and these patterns are selling very strongly. 
Stocks are low and merchants who have 
been awaiting style developments will soon 
have to buy. 


“Billy” Noll on the Job 
Again 

William Noll, the faithful and efficient 
Secretary-Treasurer of the Boston Shoe 
Travelers’ Association, known to them 
and to all the rest of the shoe trade as 
“Billy”’ Noll, is now on the job again sell- 
ing Catspaw rubber heels, after a ten days’ 
illness, which necessitated the postpone- 
ment of his Middle Western trip.. A bad 
cold, which the unseasonable weather ag- 
gravated, was the cause of Mr. Noll’s ill- 
ness. There is an old saying—‘It is hard 
to keep a good fellow down for long,”’ and 


9.99 


this has proved true in “Billy’s’’ case. 


Edward St. John Travels 
Southern New England 
for Field & Flint Co. 


Edward St. John, whose home is in New 
Haven, Conn., has become connected with 
Field & Flint Co, as salesman in Southern 
New England territory. 

Mr. St. John (who, by the way, pro- 
nounces his name “Singen”’) hails from 
the land of Harry Lauder and oatmeal. 
He was born in Edinburgh in 1875 and 
was educated at the King Edward VI 
school. 

For fifteen years he was salesman for 
Crosse & Blackwell, the big preserve and 
pickle concern in London, England. 

Coming to this country, Mr. St. John 
became a nephew of Uncle Sam by taking 
out citizenship papers. During the war 
he served the government with distinc- 
tion in the Ordnance Department, for 
which he received two service medals and 
a diploma. 

At the. expiration of the war he went 
back to selling, representing the Sterling 
Products Corporation of Cleveland, manu- 
facturers of paint. 

He came with the Field & Flint Co. Sep- 
tember 1, and is already demonstrating 
that given a good product, the salesman 
who is willing to put his whole energies 
into his job is sure to produce business. 
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Men’s Leather House Slippers 
For the Holiday Trade 


NOW READY 
ROMEOS, EVERETTS, OPERAS 


TURNS ONLY 


Grades 
$2.00 $2.25 $2.50 


(CASE LOTS ONLY) 


Wire Your Order. We Guarantee Satisfaction. 














The L. B. EVANS’ SON CO., = Wakefield, Mass. 





The Doctor Says: 


‘‘We all know that the 
big ideas are usually 
simple ideas.”’ 


The idea behind the Doctor Shoe, “Toe-in and 

walk straight,” is simplicity itself. But when 

you grasp its significance you will appreciate 

what a really big idea it is. 

We tell you all about it in a plain, common-sense TOE-IN—WALK STRAIGHT 
way, and picture the Doctor Shoe in “The Doc- 

tor and the Shoe Man.” If you are always on 


the outlook for big ideas, you will tell us to send THE 
you a copy. There should be a charge for it— 
but there isn’t. ) SH OE 


JOHN MEIER 


ho wa hi 

SHOR COMPANY oe Men si syst om 
SAINT LOUIS 

Good Shoes for Men Since 1874 The DOCTOR Jr. for Boys 
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Max Levy Leads Friedman- 
Shelby Sales Force 


Max Levy represents the Friedman- 
Shelby Branch of the International Shoe 
Company in Western Pennsylvania. Al- 
though this section is in a territory quite 
a distance from the St. Louis market, Mr. 
Levy bears the distinction of leading the 
entire sales force of the Friedman-Shelby 
Branch of the International Shoe Co. 
This branch of sales comprising 140 
salesmen. Mr. Levy’s good work will be 
of much interest to his customers, among 
whom he has built up a very large business 
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Wendt, Chicago; Sam Gutman, Cuba and 
Central America. 


Jac Sacks Men and Territories 


The Jac Sacks Company, manufactu- 
rers of spats and bathing shoes, is increas- 
ings its sales force. Three well-known men 
are now on the road for the company, as 
follows: John W. Nolan, who covers the 
New England States; Harry Freeman who 
covers Southern Ohio, Pennsylvania, New 
York State and Missouri; “Ed” Friedman 
who covers New Jersey, Pennsylvania, Del- 
aware and New York State. Sales mana- 








MAX LEVY 


Who leads the entire sales force of 140 salesmen of the Friedman-Shelby 
Branch of The International Shoe Company. His territory is Western 
Pennsylvania 








on Red Goose and other Friedman-Shelby 
specialties. 

There probably is no man selling shoes 
who has a more thorough knowledge of the 
shoe business, nor who gives more careful 
attention to the requirements of his cus- 
tomers than does Mr. Levy. 


Burdett Shoe Co.’s Men 


The following salesmen represent the 
Burdett Shoe Company, of Lynn :“Hap” 
Burdett, New England and Middle West; 
“Len” Burdett, Southern States; Charlie 
Quimby, Atlantic Coast and New York 
State; R. K. Bennett, Pacific Coast; Fred 


ger Al. Rosenthal, who covers Philadel- 
phia, Baltimore, Washington, Virginia, 
Chicago, Northern Ohio and Michigan. 


Ellwood Adams Covers South- 
ern Illinois 
Ellwood Adams, who has represented J. 
P. Smith Shoe Company of Chicago in Mis- 
souri, is now covering the southern part of 
Illinois, heretofore covered by E. E. Wood- 
ward. 


Crooker & Morse Salesmen 


Croker & Morse, Inc., have lined up, 
the following men: W. J. Walters, Pacifi 
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Coast; J. G. Brown, Minnesota, Iowa, Wis- 
consin and Dakotas; L. R. Record, Illinois, 
Missouri, Kansas and Nebraska; J. T. 
Winsor, New England and New York; R. 
S. Maclean, Pennsylvania, Ohio, New Jer- 
sey and Maryland; L. G. Gaffney, Michi- 
gan, Indiana and Kentucky. 


“Dan” Sundell Represents 
J. P. Smith in Northern 
Illinois 


“Dan’’ Sundell, who has been represent- 
ing J. P. Smith Shoe Company of Chicago 
in Wisconsin, is now representing his com- 
pany in Northern Illinois territory, for- 
merly covered by E. E. Woodward. 


Preston B. Keith Sales Roster 


The sales force of the Preston B. Keith 
Shoe Co., and territories covered areas fol- 
lows: Wallace D. Baker, New York State 
and portions of Pennsylvania; Chester E. 
Bleckey, New England States; L. B. Cub- 
bison, Indiana, Illinois, Iowa and part of 
Ohio; R. A. Gilbert, Oklahoma and Texas; 
W. Gillespie, Illinois, Missouri, Michigan, 
Minnesota and Wisconsin; S. Gutman, 
Cuba and West Indies; L. E. Heaton, New 
Jersey and part of New York City; J. F. 
Jones, Pennsylvania, West Virginia and 
parts of Maryland and Ohio; W. W. Leav- 
itt, North and South Carolina, Georgia, 
Florida, Alabama, Mississippi, Tennessee, 
Kentucky, Virginia and some accounts in 
Maryland; J. M. Leichstag, New York 
City; M. May, Pennsylvania and some 
accounts in New Jersey and Delaware. 


The Pilling Salesmen’s Roster 


The Pilling Shoe Co.’ssalesforce and ter- 
ritories are as follows: F. W. Yelland, Bos- 
ton and vicinity; W. F. Miller, New Jer- 
sey; J. J. Flanagan, Maine, New Hamp- 
shire and Vermont; H. D. Scovelle, In- 
diana and Illinois; E. R. Clark, Maryland 
and Virginia; Sam G. Levy, New York 
City; H. G. Hubbert, Western Pennsyl- 
vania; R. C. Major, Michigan; B. R. 
Chambers, Ohio; M. M. Dallas, Eastern 
Pennsylvania; W. A. Remke, Minnesota, 
Wisconsin and the Dakotas; H. C. Cooke, 
Long Island and Brooklyn. 


McElroy-Sloan Sales Force 


With the opening of the fall, 1922, season 
several additions and changes were made 
in the McElroy-Sloan Shoe Co.’s traveling 
force. Some adjustment of territory was 
made as well as extensions, and among the 
new names on the sales roster are the fol- 
lowing: Thomas Buche, Michigan; Bates 
McGowan, Chicago; Wm. Pennington, 
Northern Alabama; C. T. Harkrader, 
Northern Kansas; Herman Nelson, North- 
ern Illinois; J. H. Lively, Northern Iowa; 
J. M. Hockmuth, Ohio; H. Blackmon, 
Northeastern Mississ ippi. 





N our new pure aniline dyed 

(non-pigment) calfskins we 

have given the trade what they 
have long been wanting— 


An absolutely permanent finish. 


An unusually beautiful color. 


Other Popular Colors Lawrence Leathers 


are 


No. 53—RUSKIN RED A. C. LAWRENCE 


No. 73—TEAZEL TAN 
No. 75—BENGAL BROWN 161 SOUTH STREET 


No. 82—BAYWOOD BROWN NEW YORK PHILADELPHIA 
ROCHESTER CINCINNATI 
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Lawrence (non-pigment) Colored Calfskins 


Grain 


gure that attracts every- 
‘|and most popular color 


-TAN 


Calf) 


OW we have produced a 
most attractive boarded 
pattern—BEVERLY GRAIN— 
in our particularly popular 
TENU—TAN color. 


All who have seen it show their 
appreciation of BEVERLY 
GRAIN by ordering on the spot. 


Are Reliable Leathers’’ 


LEATHER COMPANY 


BOSTON, MASS. 


CHICAGO ST. LOUIS 
MILWAUKEE 
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In our advertisement which ap- 
peared on the front cover of the 
Boot and Shoe Recorder, issue 
of November 25, the words 
“Butter Cup Pattern” were used 
erroneously in describing a cer- 














tain type of Dryden Sport Sole. 





TTT a ae ea a oe een ee ene en Poe eT ee ee Tek ee eT Pee Te Te Tee eT Te Pa Tee ToT eT PPL 


The words should have been 
Button Cup Pattern. 


noo 69092929260 929 e 6252525 Sc 


DRYDEN RUBBER CO. 
CHICAGO 


BOSTON—DETROIT—ST. LOUIS 














eee eee era oreo eo eo argo oe Seo Se Se 52S eS25e52 5252525252525 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements, 
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IN STOCK 


No. 82. Men’s horsebutt, felt 
lined, cushion sole 


SEM cx canece $1.25 
Sizes 6 to 11 








‘ . | No. 84. Women’s 
COPLEY 4 | r 
. | suede, felt lined, 
Spee | \ | cushicn sole 97% 
Fawn—Copenhagen 
lined 
Fawn—Old Rose 
lined 
Fawn—Green lined 
Gray—Copenhagen lined 
Gray—Old Rose lined 
Gray—Green lined 
Copenhagen — Copenhagen lined 
American Beauty—American Beau- 
ty lined 


“OX / WE GUARANTEE THEIR SATISFACTION, 
 Cwreal PAR BUT WE CANNOT] SEND, SAMPLES 
New YORK 
. Terms— Net 30 Days 


Golo Slipper Company 
129 DUANE STREET NEW YORK 


Freon STrerry. 


Eowarp C. Focc. 
MANAGING DIRECTORS. 


We shall be pleased to send 
illustrated booklet on request 



































PHLEXOPEDIC | | 
SHOE 





We have received so many No. 3 
requests from our customers Women’s Black Kid 
that we have decided also to Lace Oxford 
No. 611 feature a ladies’ Black Kid Phlexopedic 
mh ' Phlexopedic oxford—as illus- A B 414.8 
ae " “KENMORE” trated Stock No. 3—in addi- C D 34-8 “PROM” 
id . tion to our men’s Black Kid 
Phlexopedic Blucher—Stock No. 611. Sam- 
BC D 6-11 ple pairs of both styles on 
request. 


In Stock Now 


We shall be very glad to quote 
prices and delivery on Phlexo- 
pedics made to order men’s 
and women’s styles in kid, 
kangaroo or calf. 


M. A. PACKARD COMPANY 


BROCKTON, MASSACHUSETTS 
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YOU DECIDE 


And If The Judges Agree With You— 


YOU EARN $100.28 


R over a year we have been experimenting with Men’s Shoes that would em- 
body every possible corrective and arch support feature, and yet retain the 
appearance of a stylish shoe. 


? ~ foot and its action have been carefully studied. Where strength and sup- 
port were needed, where free action was necessary, all were taken into con- 


sideration. 


T= RESULT has been the achievement of the seemingly impossible. A 
corrective shoe disguised by style—a comfort shoe of style—and a shoe 
to suit the taste of young as well as old. 


T= shoe will fill a long-felt need. It is destined to meet with instant and 


enthusiastic approval from men everywhere. 


|S pet of all, this shoe has been developed to sell at a popular price. While 
there may be shoes with some similar qualities, we believe our shoe will have 
a most ready market on account of the combination of so many features—including 


a price for the masses. 


V TE have the shoe but not the name; therefore we are offering everyone con- 
nected with the trade an opportunity to win this $100 prize for a name suitable 


for our product. 


HE name should embody all the outstanding features as well as the fact that 
it is to be sold at a popular price. The only condition involved is that the name 
must be registerable in the United States Patent Office. In the event that more 
than one person submits the winning name, the prize will be awarded to the first 


contestant rendering same. 
Contest closes December 9th. All answers should be in before that date. 


JupcEs 


I. WENDELL GAMMONS ARTHUR D. ANDERSON 
Treasurer—The Shoe Retailer Editor—The Boot and Shoe Recorder 





Address your suggestions to 


LOUIS W. GORDON CO., Inc. 
Men’s Fine Shoes 
110 DUANE STREET Phone, Worth 1825 NEW YORK, N. Y. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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RENCH.SHRINER & URNER 


MENS SHOES 











All You Need to Know 
- - - About Shoes 


If a shoe bears the French, Shriner & 
Urner trade mark—that’s all you need 
to know about the shoe. That trade- 
mark guarantees you that the workman- 
ship is perfect, that the materials used 
are the best and that the style lines are 
the most correct yet designed. 


Men who know and wear good shoes 

Th recognize in French, Shriner & Urner 
e shoes the best values they can buy in 
Custom’ comfort, service, and style. This makes 
French, Shriner & Urner shoes an easy 


Medium Round Toe, source of profit. 


Slight Spring, Broad 
Heel 


gre tae a Immediate Deliveries 


One-half Double Sole. 
No. 110—Black Kid Bal. from Stock 


Single Sole. 














FRENCH, SHRINER & URNER 


Factory and Salesrooms: 63 Melcher Street, Boston, Massachusetts 














Not Rubbed On - 


The Beet and Shee Recorder will appreciate your mentioning the publication im replies te advertisements, 
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RACTICAL 

business men 
findaspecialappeal 
in shoes fitted with 
Lacing Hooks. By 
making shoe-lac- 
ing so easy, Lacing 
Hooks save time, 
nerves and temper. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Ge Shoos You Order 
7 | Are the Shoes You Gol 











Black Suede Calf Oxford, 
with Gun Metal Calf Sad- 
dle, tip and Back Stay. 22 
Last—Black Suede 13-8 
Covered Cuban Heel. Close 
No. 1 Edge—Turn Effect. 


























IN STOCK NOW 


TOBER-SAIFER SHOE CO. 
1312 Washington Avenue 
ST. LOUIS - - - - - MO. 


If this distributor does not cover your territory, write for name 
of nearest wholesaler who does. 

P. J. HARNEY SHOE CO. is constantly on the alert for new 
salable style effects. Every shoe leaving the factory combines 
characteristic HARNEY craftsmanship, with the use of quality 
materials in every part. 

The above number possesses a light-weight sole with turn edge 
appearance—a feature seldom found in welt footwear outside 
our line. 

This style has a strong appeal—try it out for your customers’ 
satisfaction and your profit. 











 D.J.HARNEY SHOE C0.; 


af MASS. 






































& 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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GLOVE ~GRIP SHOES 




















BOOTH ite BOOTH 


Chicago ) aie Chicago 
Convention IN STOCK Convention 


NEW ENGLAND GROUP Model S-467—Men’s “Glove-Grip” Panama Com- NEW ENGLAND GROUP 
bination. Made of Glazed Kangaroo. Carries 9-8 
rol ny = 8 -. ame AAAA-A, 7 to 11;4 AA-B, 6 


Price $7.10 


Model S-468—Same as above in Tobasco Brown Kid 


Price $7.50 











The store most likely to experience the greatest Men and womeh are buying shoes by name— 


success is the one that sells more than merely on their merits. Merchants hear talk like this: 


“shoes.” In offering your customers “Arnold rr ‘ - 
Glove-Grip” shoes you give them a good shoe Can you show me ‘Arnold Glove-Grip’ shoes? 


from every standpoint—Quality—Style—Service | see them advertised. The manufacturer’s 
—and in addition the comfort and superior fit claims appeal to me. Experience with other 
that only the “Glove-Grip” feature can give. shoes proves Arnold’s story to be plain common 
Your customer has only to try one pair to be sense. I want to try a pair.” 

convinced of this fact. 


SEND FOR STOCK STYLE CATALOGUE “S” 

















M. N. Arnold Shoe Co. 
North Abington .. .. Mass. 


Boston Office: Room 801, 10 High Street 
The above is our “Glove-Grip” bottom-finish, a distinctive 


New York Office: 127 Duane Street gacture of one men’ ent es and ania 2 . Gere Geio rip” pchoes. Mes Mens. 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 








Goodrich Quality Turns 


Immediate Delivery —— Twenty-four Hour Service 


“Imitation is sincerest flattery.” There is no footwear so comfortable as a 
TURN shoe, and when properly made, none more serviceable. Anticipate 
your requirements and insure your supply of this merchandise. Orders 
filled consecutively as received. Every style illustrated is a real business 


builder. 


No. 109—Price $5.75 Net No. 110—Price $5.50 Net 
Patent Leather “Mayflower” il Black Satin sugGower 
Modern in construction, a reminder of Colo- } ny, aaa 16-6 Louis LXV Heel, Me- 
nial Days, Black Satin Inlaid Tongue, 16-8 ‘3 


LXV Heel, Medium Toe. No. 115—Black Satin “Virginia’’ Gore 
No. 114—Patent Leather ‘“‘Virginia’’ Gore Colonial 
Colonial 


Same as above. 
Same as above. 


ANCHORED ARCH STEEL SHANKS, A PERFECTLY ADJUSTED 
SUPPORT FOR THE FOOT, A SHAPE PRESERVER FOR\THE SHOE 





SIZES 
AA—4 -8 
A —3'%8 
B +3 -8 
C —2%8 
Less than 3 
pair 25c extra 











No. 111—Price $6.00 Net No. 108—Price_$5.75 Net 
Black Kid *‘Alsace”’ Patent Leather ‘“Triangle”’ 


Gun Metal Beaded, 15-8 LXV, Medium Black Ooze Insert, 14-8 Spanish LXV 
ound Toe. Heel, Round Toe. 


HAZEN B. GOODRICH & CO. 


Turns Exclusively 


HAVERHILL 
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Nothing in the shoe 
but the foot 


HOE specialists insist that shoes 

built with Crawford Arch Sup- 

porting Shanks are scientifically correct. 

Such shoes relieve fallen arches and safe- 

guard normal feet. They bring health 

| and happiness to your customers and 
increased business to you. 


T's Crawford Arch Supporting 
Shank is built right into the shoe 
—fitted between the inner and outer 
sole and locked to the insole. It pre- 
serves the shape of the shoe, giving sup- 
port to the arch and ease to the foot. It 


cannot abrade the skin. 








To boost your business, sell shoes built 
with Crawford Arch Supporting Shanks. 











United Shoe Machinery Corporation 
Boston Massachusetts 


‘The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Kistler, Lesh & Co., Inc. 


COMMISSION 
LEATHER MERCHANTS 


FINE OAK SOLE LEATHER 
BELTING BUTTS 


332 Summer St. BOSTON, MASS. 





Are you satisfied with the sewing 
thread you are getting? Does it 
have the smoothness and strength 
desii No thread has t 

smooth, firm finish possessed by 


MEYER’S 


THREADS 


They are extensively used 
by shoe manufacturers 
and repairers because 
they work t on power 
sewing machines. 


Write for samples. 


JOHN C. MEYER THREAD CO., Lowell, Mass., U.S.A. 








GREELEY’S 
BOUDOIRS BRING 
BUSINESS 


Lowest Prices 
Possible for True 
Quality Shoes 


Black—Red— Havana 
Brown— Blue — Pink 


A. W.AGREELEY :: Haverhill, Mass. 
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nr ee en ae 


IN STOCK 


LARGE SILK 
POM —POM 


RUBBER HEEL 


No. 500 
Women’s Bright Cabretta, Genuine Turn 


Sole, Keystone Rubber Heel Boudoir, 
Large Silk Pom Pom. 





36 Pair Case [Lots” Only. 
Sizes: 3-7, 3-8,'4-7, 4-8, 5-8 











Terms 5%-10, 2%-30, F. O. B. Cincinnati 


Altman & Minces 
CINCINNATI, OHIO 


cen ete mnie meee ele 


APPROVED BY 
MEDICAL MEN 


. “ = . ae 
Asa sturdy support "for! the anklesfot 
wing children and as a fully venti- 
ted chee, the Burkley Ventilated Foot 
Developer is unexcelled. Well-known 
surgeons recommend its use. 
Make your stock of 
PENTI LATION children’s shoes 





plete y ng 
our order today. 
*hone Brockton 2133 
for immediate action. 


BURKLEY 
SHOE CO. 
1156 No. Main 


Retails $2, $3.50 Brockton, Mass. 








Time was when the purchase of advertising 
space was a “blind groping in the dark.”’ Ad- 
vertisers had no means of checking a pub- 
lisher’s statement of circulation and often 
these figures were unreliable. 


In six years the Audit Bureau of Circula- 
tions has solved this perplexing problem. By 
a systematic analysis of distribution and 








GROPING IN THE DARK 


methods this organization is able to supply 
just the data an advertiser needs. The dark- 
ness is dispelled and the bright light of veri- 
fied facts takes its place. Space buyers no 
longer find it necessary to grope in the dark. } 


There are no dark spots in the Boot and Shoe 
Recorder eirculation. Our records are audited 
by the Audit Bureau of Circulations.} 








The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Cold Weather Badly Needed 


Warm November Has Hurt Retail Trade Considerably; Men 
Buying Many More Highs Than Lows 


HAT the retail shoe dealer ‘in 

the Southern territory needs right 
now, more than anything else is cold 
weather—or at least weather that is 
considerably colder than that exper- 
ienced to date—for until that change 
comes about, the fall season will continue 
to demonstrate the earmarks of the sum- 
mer lull. Atlanta and southeastern shoe 
dealers are making no bones about the 
falling off their trade has experienced 
the past two or three weeks because of 
the exceptionally warm weather, and all 
are agreed that the present lull is almost 
certain to carry on until the more wintry 
blasts are prevalent. In fact, the south- 
east has so far experienced one of the 
warmest Novembers in many years, 
though at this writing the weather appears 
to have turned slightly colder, with a 
promise of still colder days to come. 

In men’s shoes the ratio of highs to 
lows still is about 75 per cent for highs 
and 25 per cent for lows, whereas a year 
ago at this time it was about 10 to 1 
with the highs leading. Volume of busi- 
ness in men’s shoes—that is, money vol- 
ume—is somewhat less than at this time 
in 1921, and November will probably be 
the only month of the year outside of the 
first two in which the volume will fall 
below that of the corresponding month 
last year. Sales volume, however, is 
slightly better than last season due to the 
difference in existing prices. 

Women Still Buying Novelties 

The retail outlook in men’s shoes is 
very promising, and once the colder 
weather does set in, it will witness a sud- 
den influx of buying in this section that 
will keep dealers busy, and partly make 
up for the unusual lull of the past few 
weeks. 

In ladies’ footwear there is still the 
persistent demand for novelties with the 
strap effect, and almost anything that is 
pretty or unusual in this type can find a 
ready market. There is a correspondingly 
better demand for women’s shoes at this 
time than for men’s—that is, the warm 
spell of weather is not having as serious 
an effect on the female trade. It is having 
an effect, however, that is very notice- 
able, and November volume is falling con- 
siderably below that of October. As com- 
pared with the same period in 1921, how- 
ever, most dealers report ladies’ shoes 
slightly better in money volume, and 
considerably better in sales volume. 


Wholesale Trade Not Very “Peppy” 


The extraordinary lull the retail trade 
has been lately experiencing is also being 


felt to some extent by the wholesale 
houses, and is most noticeable in a falling 
off of the number of hurry-up orders by 
mail. A month ago dealers were finding it 
necessary to replenish many items in their 
stock of which they had not previously 
purchased in sufficient quantities, and 
were sending these orders by mail. Re- 
cently, however, the lull in retail sales 
has been affecting this business con- 
siderably, and mail orders have fallen off 
steadily the past two or three weeks as a 
result. Wholesalers are looking for them 
to pick up again almost immediately, 
though, for the Christmas rush will be on 
in another week or ten days, and once 
more dealers are going to find themselves 
short of some items. The wholesale out- 
look for the next few months is generally 
regarded in this district as better than it 
has been in the past three years. 


Getting Ready for Big 
Convention 


Preparations are already going for- 
ward in Atlanta under the direction of the 
Atlanta Association of Credit Men, of 
which nearly all the retail shoe dealers in 
the city are members, for the big national 
convention of the association that is to be 
held in this southern city next June. More 
than 2000 delegates are expected to 
attend, and Atlanta business men are 
planning to make the convention one 
that will be long remembered in the 
history of the association. This will be 
the first time the credit men have ever 
held their national meeting south of the 
Mason and Dixon line. 


Crop Prices Register 
Another Gain 


Practically all of the important agri- 
cultural products in the various southern 
states have continued to advance in 
price the past two or three weeks, further 
swelling the buying power of the southern 
farmers, which bankers here now believe 
is at as high a point as it has ever been, 
considering the fact that southern growers 
had piled themselves up with debts during 
the depression period, and are just now 
getting these debts liquidated. Cotton 
has continued upward and is holding 


above the 25 cent per pound mark, which’ 


is the highest price level it has reached in 
more than 40 years exclusive of war times. 
It will bring southern growers this year 
many millions of dollars more than last 
year, while all southern crops at present 
prices, and based on this year’s produc- 
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tion as compared with that of 1921, are 
valued at considerably in excess of one 
billion dollars over and above the total of 
last season. It is this that is having so 
favorable a moral effect on southern 
business, and that will keep things 
humming in the demand for seasonable 
merchandise when the cooler weather sets 
in. It is also this that is serving to im- 
prove collections all along the line, and 
both current accounts and old standing 
accounts are being promptly settled up. 
In fact, most wholesalers and retailers in 
this section now are enjoying better 
collections than they have at any time in 
the past three years. 


New Store for Winter Haven, 
Florida 


The Citizens Supply Company has been 
organized and incorporated at Winter 
Haven, Fla., with $10,000 capital, and 
will open there shortly a general depart- 
ment store, handling dry goods, shoes, etc. 
At Frostproof, Fla., the Clinch Mer- 
cantile Company has been organized and 
incorporated and will also establish a 
general department store in that city. 
Capital is $10,000, with J. J. Meyers 
named as president. A general store will 
be opened at Clearwater, Fla., by the 
Hughey-Turner Company, organized and 
incorporated with $25,000 capital; Frank 
A. Hughey, president. 


To Increase ““Ad”’ 
Appropriations 


One certain evidence of business im- 
provement in the South of recent months 
is the report by large advertising agencies 
in Atlanta that practically all companies 
in this district who conduct national adver- 
tising campaigns, or are extensive ad- 
vertisers in certain sections, are planning 
next year to greatly increase their ad- 
vertising appropriations. Among the 
largest sectional advertisers in this dis- 
trict are the J. K. Orr Shoe Company and 
the Kiser Shoe Company, manufacturers 
of Atlanta, who carry on considerable 
advertising over the entire South in the 
various daily newspapers. Atlanta also 
boasts the largest individual advertiser 
in the world,—the Coca-Cola Company. 


Retail Shoemen May 
Organize 


There has been some talk of late among 
Atlanta retail shoe merchants about the 
advisability of organizing in the city an 
association of the retail shoe men, similar 
to the organizations that have been suc- 
cessfully functioning at Birmingham, 
Ala., and at Macon, Ga., where the deal- 
ers get together once in a while for a good 
time, or for a business meeting to discuss 
trade conditions or exchange merchan- 
dising, sales and advertising ideas. How- 
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ever, no one seems to want to take the 
initiative and therefore the organization 
still is only a promise. Recently, however, 
the druggists of Atlanta have set the 
example by organizing and since then 
some of the larger shoe dealers have been 
discussing the idea. Why not? The 
retail shoe business in Atlanta is as strong 
financially and otherwise as any other 
line of trade, and the city probably has 
more shoe stores than any other in the 
South. If organized it would be a part of 
the Atlanta Retail Merchants’ Associa- 
tion, and come largely under the direction 
of C. V. Hohenstein, who is secretary of 
the Southeastern Shoe Retailers’ Associa- 
tion. It is likely that the plan will ma- 
terialize within the next few weeks. 


J. W. Bramlitt Made 
Manager 


The Newark Shoe Stores Company 
announces the appointment of J. W. 
Bramlitt, formerly of Atlanta, as mana- 
ger of the Atlanta Newark store at No. 5 
Peachtree Street. Mr. Bramlitt has 
lately been on the road as a traveling 
salesman, but prior to that time was 
manager of the Newark store in this city. 
He is a graduate orthopraxist. 


Jacobs Back on Road 


After a period of illness extending over 
several days, E. D. Jacobs, traveling for 
the wholesale shoe department of the 
An-Du-Var Company of Knoxville, Tenn., 
has resumed his duties on the road. L. A. 
Stutts, a traveler for the Murray Dibrell 
Shoe Company of Nashville, Tenn., also 
has been off the road recently because of 
illness, and was able to resume his duties 
again the latter part of November. 


R. P. Whitehead Promoted 


Daniels Brothers Company of Atlanta, 
has named R. P. Whitehead as assistant 
manager of the retail shoe department. Mr. 
Whitehead has been in the shoe and 
clothing business in Atlanta for the past 
15 years. 


Polish Company 
Incorporated 


In order to obtain additional capital 
needed to greatly enlarge the capacity of 
its plant at Charlotte, N. C., the Aiken 
Manufacturing Company, 728 East Seventh 
Street, that city, advises that it has in- 
corporated under North Carolina laws with 
a capital stock of $100,000. This company 
has been successful polish manufacturers 
for some time, putting out a line of liquid 
polishes extensively sold in southern 
territory. As soon as the stock issue has 
been taken up the company will start 
enlarging its plant. L. S. Sloop is named 
president of the company and G. W. Lefler, 
vice-president. 
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Remodeling Endicott- 
Johnson Store 


Extensive alterations to the store’s 
interior and to the window display space 
of the Endicott-Johnson Shoe Company, 
Atlanta store at Peachtree Street and 
Edgewood Avenue, are to be made 
before Christmas, the investment in- 
volved to be about $10,000. The work will 
be finished in plenty of time for the holi- 
day and Christmas business. 


Savannah Has New Store 


A new wholesale and retail business has 
been recently established at Savannah, 
Ga., under the name of the Kirschner 
Company, capital stock of $25,000. 
Jacob Kirschner, Rose Kirschner and 
Milly Kirschner are named as the incor- 
porators. The company is handling a full 
line of men’s furnishings, including shoes 
and small findings. 


New Chattanooga Store 


Headed by Frank Mason, of Chatta- 
nooga, Tenn., the Smith-Hall Dry Goods 
Company has been organized and in- 
corporated in that city with $250,000 
capital. The company’s location is at 104 
East Eleventh Street, Chattanooga. 


Several New Stores Open 


Other new stores recently established 
in the Southeast are the Owen-Cureton 
Mercantile Company, a department store 
at Greenville, Ala.; Naifeh Brothers, a 
department store at Tiptonville, Tenn.; 
E. A. Goddard, a general store at Butler, 
Ga.; R. B. Adams, a general dry goods 
and shoe store at Hiddenite, N. C.; J. R. 
Rogers, general store at Stanley, N. C.; 
H. W. Davidson, a general department 
store at Munford, Tenn.; Charles C. 
Lampley, a shoe and dry goods store at 
Norwood, N. C.; and Frank Eddleman, a 
department store at Winston-Salem, N. C. 

Jones Clothing Company 

Changes Hands 


The Parks-Chambers-Jacobs Co. has 
been organized and incorporated at 
Macon, Ga., with a $40,000 capital stock, 
and has purchased the clothing and shoe 
store of the Jones Clothing Company, 
operated in that city for some years. 


Store Damaged by Fire 


The Burt Shoe Store, 11 Whitehall St., 
Atlanta, after having been closed for two 
weeks because of a fire which swept the 
block in which the store is located, opened 
for business again the latter part of Octo- 
ber, offering a $60,000 shoe stock at excep- 


tionally low prices. Smoke and water 
caused considerable damage to some of 
the stock in the store and it was taken over 
by the salvage companies. The Burt com- 
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pany estimated its total damage at about 
$75,000, due principally to a bursting of 
the sprinkler system pipes during the fire. 


New Store for Asheville 


S. Lapinsky & Sons, of Asheville, N. C., 
are planning the construction in that city 
at a downtown location on Haywood 
Street, of a new department store that will 
be one of the largest in the two Carolinas 
when completed. The building will be 
five stories high, provide about 62,500 
square feet of floor space, and cost, it is 
estimated, about $500,000. The site will 
be 100 by 125 feet. 





Late Baltimore Notes 


Grout Made Assistant 
Manager 


Hutzler Brothers Company announces 
the appointment of Edward W. Grout 
as assistant manager of their shoe depart- 
ment. Mr. Grout comes to his new posi- 
tion from the Walkover stores, having 
been associated with them for the past 
eight years. This firm has recently opened 
an up-to-date Foot Comfort department 
and has been very fortunate in securing 
the services of Solomon Dantzic as mana- 
ger of this new corrective footwear sec- 
tion. Mr. Dantzic comes from the R. S. 
Sumner & Co. Limited, of Liverpool, 
England, manufacturers of surgical or- 
thopedic appliances, with whom he has 
been associated for the past nine years. 

N. J. Manes formerly with the Hub will 
open a new shoe store at 3516 Eastern 
Avenue in the near future. 


To Build Rubber Heel Plant 


The Holtite Manufacturing Co., manu- 
facturer of rubber heels plans to erect an 
addition to its plant which is to be of brick, 
one story in height and will be 50 by 155 
feet. The new addition will double the 
company’s output. The firm has been 
growing in leaps and bounds and is fast 
becoming one of the country’s leading heel 
industries. 


Halle to Move Soon 


S. Halle Sons will move into their new 
quarters at 102 Hopkins Place about De- 
cember 1, and the firm remodeled the en- 
tire building. Their floor space will be in- 
creased materially. 

Geo. T. Mills & Co., jobbers, have re- 
cently moved from 102 Hopkins Place to 
their new location at 37 Hopkins Place. 


New Shoe Stores 


A. J. Levesque, 65 Franklin Street, 
Lawrence, Mass. Petot Store, 730 
Euclid Avenue, Cleveland, Ohio. Co- 
operative Shoe & Service Co., Inc., 
Glendale, Calif. Stroudsburg Fair Store, 
Stroudsburg, Pa., shoe department. 








170 BOOT AND 


Changes in Business 


Current Events in Failures, Sus- 
pensions and Activities in the 
Shoe and Leather Trade 


FAILURES 


Boston— Morris Becker, shoes, reported petitioned 
into bankruptc 

Morrill- Masset Co., wholesale shoes, reported 
Robert A. Jordon appointed receiver. 

Alberta, Ala.—J. H. Pearce, shoes, etc., reported 
petitioned into bankruptcy. 

Sen Francisco Calif.—The Bargain Spo:, Inc. 
(I. Ichelson) shoes, etc., reported petitioned into 
bankruptcy 

Waterbury, Conn.—Harry L. Faffel, shoes, etc., 
reported petitioned into bankruptcy. 

Athens, Ga.—Martin Bros., shoes, etc., reported 
asking general extension. 

Atlanta, &a —A. Tesler, shoes, etc., reported peti- 
tioned into bankruptcy. 

Pelham, Ga. aad Gots, shoes, etc., reported offer- 
ing to com at 30 per cent. 

Quincy, Il.—S. Sa $. Shoe Co., shoes, reported peti- 
tioned into bankruptc 

Wichita, Kas.—E. 8. C en (Golden Eagle Cloth- 
ing Co.), shoes, etc., reported petitioned into 
bankruptcy. 

+ Mich. y William H. Rosenberg, shoes, etc., 

eported petitioned into bankruptc 

Mid land, Mich.—E. A. Bendalt. (Family Shoe 
Store), shoes, reported offering to compromise at 

25 per cent. 

Tupelo, Mich.—S. B. Hinds, shoes, reported peti- 
tioned into bankruptcy. Reported offering to 
compromise at 25 per cent. 

Cape Girardeau, Mo.—C. C. McSpadden, shoes, 
etc., reported petitenes fete penis 

St. Louis, o.—Rose Blumberg "(Bluraberg’ + 
Bootery), shoes, reported petitioned into bank- 
ruptcy. 

Atlantic City, N. J.--Jacob Rubenstein (Anna), 
shoes, etc., reported offering to compromise 

Plainfield, N. J.—Morris L. Abrams, shoes, reported 
petit ioned into bankruptc 

Brooklyn, N —Mack SI oe Co (436 Fulton 
Street), shoes, reported petitioned into bank- 
- 

flecca Shoe Co., Inc., shoe manufacturers, re- 
ported petitioned into bankruptcy. Reported 
receiver appointed. 

Quality Shoe Lace & Braid Mills, Inc. (261 
Classon Avenue), shoe lace manufacturers, etc., 
reported petitioned into bankruptcy. Reported 
receiver appointed. 

Sam Schank (1821 Pitkin Avenue), shoes, re- 
ported meeting of creditors called 

New York City—M. B. Lande Shoe Co., wholesale 
shoes, reported petitioned into bankruptcy. 

Philmall, Inc., shoe manufacturers, reported 
asking ge’ ~neral extension. 

Morris M. Weinberger (117 E. 125th Street), 
shoes and repairing, reported assigned. 

Rochester, N. Y.—Perfection Shoe Co., shoe manu- 
facturers, reported offering to compromise at 3314 
per cent. 

Stapleton, N. Y.—Sam Silverstein, shoes, reported 
petitioned into bankruptcy. 

Cleveland, Ohio—Faflik Shoe Co. (4103 Clerk 
Avenue), shoes, reported offering to compromise. 

Dennison, Ohio—William F. Holland, shoes, re- 
sorted meeting of creditors was scheduled for 
Rew mber 29, fast 

Massillon, Ohio— Rethen Kassin (Peoples Store), 
shoes, etc., reported petitioned into bankruptcy. 

Scranton, Pa. osevh Goldstein (J. Goldstein Co.), 
shoes, etc., reported offering to compromise at 
30 per cent. 

Wilkes Barre, Pa.—Shetler Stores, Inc., shoes, etc., 
reported receiver appointed. 

Camden, 8. C. io Uodinane. shoes, etc., reported 
petitioned into bankruptcy. 

Charleston, S. C.—Theodore Poppen, shoes, re- 
»orted meeting of creditors scheduled for 

ovember 27, last. 

Summerton, 8S. C.—C. M. Davis Son & Co., shoes, 
etc., reported meeting of creditors scheduled for 
osentar 2 28, last. 

Memphis, Tenn. Mayer Fedder, Jr. (Fedder's 
Sample Boot Shop), shoes, reported petitioned 
into bankruptcy. 

San Antonio, Texas—Cockrell’s, shoes, etc., etc. 
reported petitioned into bankruptcy. 

Janesville, Wis.—S. Finberg (Boston Sample Shoe 
Shop). shoes, reported offering to compromise at 
25 per cent. 

CHANGES 

Lynn, Mass.—Rialto Shoe Co., shoe manufacturers, 
removed to South Boston. - 

Rockland, Mass.—Homestead Welt Shoes, Inc.. 
shoe manufacturers, recently commenced busi- 
ness, and incorporated with an authorized capital 
of $100,000. 

— Mass.—Kane-Hammond Innersole Co. 
»orated for $5000, with John P. Kane of 
ndolph, yy T. Hyslop and Robert Camp- 

ar of East Milton as incorporators. The firm 
is to deal in —~ 4 and leather substitutes for 
inner and outer ~~ omg 

Rockland, Mass Homestead Welt Shoes, Inc., 
capital, $100,000; incorporators, Louis Verdone, 


Forrest C. Mann and Lawrence Verdone, all of 
Rockland. 

East Bridgewater, Mass.—Four C ee Co., capi- 
talized for $50,000, with Dr. w. Charles, 
former! of Bryantville, Allan L. Shidley, John K. 
Alexander and Edmund L. Reed of East Bridge- 
water, as incorporators, recently commenced 
business. 

Brockton, Mass.—‘‘Mal” Barry Shoe Co., foot- 
wear; capital, $20,000; incorporators, Malcolm 
F. Barry, May L. Barry, Thomas Barry, Thomas 
J. Barry, George A. Bean and Richard J. Renn, 
all of Brockton. 

Motley, Minn.—J. O. Johnson, shoes, etc., out of 


business. 
a Neb.—C. J. Broman, shoes, etc., reported 


out. 

Ashtabula, Ohio—Loeb & Young (Globe Clothing 
Co.), shoes, etc., dissolved partnership; suc- 
ceeded by David Loeb. 

Sheridan, Wyoming—L. Jacobs, shoes, etc., re- 
ported selling or sold out. 








MISCELLANEOUS 
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WANTED TO PURCHASE 





SHOE STORES 
BOUGHT FOR CASH 


Retail or Wholesale Stocks 
Any Amount Write Me 
D. KOCH, 908 Putnam Ave., Brooklyn, N.Y. 








DO YOU CONTEMPLATE 


Retiring or going out of business? 
I will pay value for your entire or 


stock 
nee re © hat tam to can Galen ove. 
Eetablished 25 years. 


I. OLENICK 
413 Broadway, New York. Tel. 9531 Canal 





2416 No. 10th St. 
ST. LOUIS, MO. 








SHOE STORE 
CHAIRS 
SETTEES 


WINDOW DISPLAY FIXTURES 


The OSCAR ONKEN CO. 
1181 4th St. CINCINNATI, OHIO 








tar rtall and whcleals tose lsh e 
SG faa alae 
idl. 


BROOKLYN PURCHASING SYNDICATE 


610 THGlO Besadwag. Beookiy= 
Stagg 1757 








HIGHEST CASH PRICES PAID 
for entire shoe We also 








Kalter Cerf. Mercantile Co., Inc. 
591 p Becodwar, New York 
Phone Spring 5160-5161-51 








THE NEW YORK EXPORT 
PURCHASING CORPORATION 


596 = aa NEW YORE N.Y. 
PHONE—SPRING 9965 


WILL sow SELLERS )FOR 
BUY (Entire stocks )CASH 


Bargains ia shoes always oa hand for special sales and barr. 























WANTED TO PURCHASE 








WANTED TO BUY 


——— black fibre soles in any 
quantity. ill take all in the hands of 
any manufacturer or any one w 
wants to dis of them. Write 
Tomahawk Shoe Company, Toma- 
hawk, Wisscnsha. 








CASH PAID 


Sp anee Boe Sade & es ae S 
other merchandise. Any quantity. 
| ke ES 


KIRSCH-BLACHER CO., Inc. 





293 Church St., New York, N. Y¥. 

















MISCELLANEOUS 


Bicycle 


STEP 


LADDERS 


are made 
in many 
styles and 
to fit all 
kinds of 
shelving. 

Send for cata- 
log giving full 


description 
and prices. 





THE BICYCLE 
STEP LADDER 
COMPANY 
67 Randolph St. 
Chicago, Il! 
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MISCELLANEOUS 








The Most Popular 
Size Stick 


“VARNUM” 


Trade Mark 


Made in Three Styles, 
No. 1, 3, 8 


With Standard Measures, 
English, French, 
American 


Price No. 3 
$1.50 Each 


“Varnum”’ Size Sticks 

are made of Extra 

Quality Maple Wood, 

with Nickel Plated 
Trimmings. Makes an attrac- 
tive fixture for the store, also 
along wearing and useful one 
as well. 


Write Us Direct if Your Dealer 
Cannot Supply You 


Frank W. Whitcher Co. 


Manufacturers 


BOSTON, MASS. 
BRANCH, CHICAGO, ILL. 











Every Shoe Store Needs 
a pair of 
**MANCHESTER” 
(Trade Mark Reg. U. S. Pat. Off.) 
CURVED JAW CUTTING 


NIPPERS 


The only nipper 
made which is just 
the right shape to cut 
out tacks on the in- 
side of shoes. 


**Manchester”’ 
Trade Mark Reg. U. 8. 
Pat. Off. 


are made of 
higher ade tool steel, 
nie plated with a 
curved jaw that en- 


Be sure and specify 
enuine 
“MANCHESTER” 
curved jaw when or- 
dering. 

Write us direct if 
your dealer cannot 
supply you. 

Price, $4.00 


F rank W. Whitcher Co. 


Patentees and Manufacturers 





Boston, Mass. 161 W Lake St. 





BOOT AND SHOE RECORDER 


HALT! gests 

EveryFair GuaranteedAbsolulely New é[erfect 

Goodyear Welt, “Hand Sewed.” CtFr to Case 

Genuine Oak Leather Outersoles. 95 

Also Oak Leather Innersoles. Aros. 

Leather Trimmed. ontan 

Guaranteed Counters. 

Heavy Canvas Drill Lining. 

Live Rubber Heels. 

White Damp-Proof Middle Soles. 

Rich Mahogany Calf Uppers. Army 

Officers’ Plain Toe. 

TERMS—10% with order. Price the same for 
1 case or 100. We invite you to order only 
1 case first. 


SIZES—AIll wide widths, 6-9, 6-10, 6-11 and 
7-11. Sample pair sent for $3.20. 


Immediate 
Delivery 


REFERENCES — Brookline Trust Co. and Beacon Trust Co. of Boston. 


Bradley Boston Co., Boston 17, Mass. 





MISCELLANEOUS MISCELLANEOUS 





FAMOUS GLASS 
FIXTURES 


Shown ix Catalog G. F. 


Wood Fixtures 
Catalog No. 14 


Artificial Flowers 


Catalog No. 19 


BINDS aswell as SUPPORTS | 
The Front Arch 


The common sense principle of ff 
binding and supporting appeals to 
the Foot Sufferer. 


IT SELLS ITSELF 


monstration device we furnish you. You ff 
will be enthusiastic about it, too, when you | 
= how customers are attracted. Write | 
e or | 
The Hecht Fixture Co. nC. R. ACPIELD, Dept. K. E. 1328 Breodway 


Medinah Bldg. Wells and Jackson New York City 
NEW YORK SHOW ROOM 
70 West 36th Street 


I'f 


Window Valence 


In Stock—Ask for Sam 
Window Rugs and "Plush 


Samples Sent 





Chicago 








East of Broadway 











Metal Shoe Fitting Stools 


and Floor 
Mirrors 


it, lightest and most 
pone Be fitting stool on the market. 





No. 141 


wre fe THE CHICAGO 
ot bret WIRE CHAIR CO. 


621 N. La Salle Street 
Chicago, Ill. 


Gassted tn stock: by all wholesale shoe and 
findings houses. if your soubor conmet 
supply you, order 


MILBRADT MFG. COMPANY 
2416 N. 10th St. St. Louis, Mo. 


For thirty-five —y of 
Milbradt Rolling Step Lad 
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December 2, 192 





issue: 
Space l time 7 times 
lin : ; $3.50 
i 8.00 7.00 
12.00 10.50 
16.00 14.00 


Recorder rates for space less than one-eighth page per 


13 times 26 times 52 times 
$3.00 $2.50 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


OSITIONS WANTED—Four cents per word for each 


Minimum amount 
6.00 5.00 advertisers 
9.00 7.50 
12.00 10.00 





Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


Minimum amount 
“Want” advertisements, seven cents per word for each 
Ads under thi 


received up to noon oa Tuesday of week of publication date. 
i desire answers to come in care of this 


|, seventy-five cents. For 
» $1.25. this heading 


twelve words 














SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





TANTED—Salesmen who cover their territory 
close to carry a Guaranteed-Not-to-Rip line 
of popular-priced play and school shoes in the fol- 
lowing States: Virginia, West Virginia, Oklahoma 
and California. Short line, liberal commissions, and 
established accounts. In first letter give territory 
covered in detail and references. Ramsey's, 967 
Atlantic Ave., Brooklyn, N. Y. 


ALESMAN WANTED for territory outside New 
York City to represent Brooklyn firm manufac- 
turi ladies’ high-grade turns. Address D-608, 
care Boot and Shoe Recorder, 207 South St., Bos- 
ton, Mass. 








£, 


*ALESMEN—We have some desirable territory 
open for real live-wire salesmen who can carry 
our line of soft soles, infants’ and children’s turns in 
connection with their present line. Our line is well 
known, nationally advertised, and we will consider 
applications only from men with well-established 
trade, with a past record as producers, and who can 
devote sufficient time to our line. State territory 
covered and give full particulars in first letter. 
J. J. MacMaster, Rochester, N. Y. 


GALESMAN WANTED to sell high-grade ladies’ 

turns as a side line in the South or Middle West 
and the Coast. Septum Shoe Co., 176 North 4th 
St., Brooklyn, N. y. 








EAL SALESMEN WANTED—We m I 

ture a complete line of infants’, children’s, 
and misses’ growing girls’ turns; also a short line 
of women’s turn Comfort slippers. An unusually 
strong line. Six per cent commission weekly on 
goods shipped previous week. Stock proposition on 
all numbers. few territories now open. Newton 
Shoe Co., Inc., 156 Duane St., New York City. 


MILLER & SONS need capable shoe men for 

Saturday afternoons. Good compensation to 
men who can sell. Call or write. I. Miller & Sons, 
Inc., 562 5th Ave., New York City. 








WISCONSIN manufacturer of high-grade work 
and sport shoes would like to communicate with 
experienced shoe salesmen to handle line after Jan- 
uary 1, 1923, on 7 per cent commission basis. Fol- 
lowing territories open: Kansas and Nebraska, 
Iowa, Illinois, Virginia and West Virginia, Penn- 
sylvania, New and States, North ina and 
i gia and Florida, Mississippi 
ana Alabama, Tennessee, Indiana, and Arkansas. 
Suolcante "eae ae  enneiaees —_ in territory 
lor which they apply, le to show past 
record. Address D-591, care Boot and geen Re- 
corder, 207 South St., Boston, Mass. 





ALESMEN WANTED—We have an ope 
ior several reliable salesmen with establish 
trade. Popular-priced infants’ and children’s turn 
shoes. Sizes 1 to 11. To carry as a side line on a 
commission basis, to be sold to the jobbing trade 
and chain stores only in New England, Western and 
Southern territories. Address D-604, care Boot 
and Shoe Recorder, 1420 Widener Bldg., Philadel- 

phia, Pa. 


ALESMEN WANTED—Men with established 
trades. One for State of Connecticut and one 
for Hudson River Towns, to carry full line of wom- 
en's, misses’ and children’s shoes, well known to the 
trade. Excellent opportunity for right men to con- 
nect with a high-class concern. Give references and 
full information. Address K-670, care Boot and 
Shoe Recorder, 127 Duane St., New York. 


ANTED—High-grade men to sell quality 
line men's nailed service and TL Goodyear 
welt dress shoes in territory south Ohio River 
and States of Texas, Oklahoma, Arkansas, Louisi- 
ana, Eastern Ohio. Short line. Commission basis. 
Men selected must be producers and used to selling 
quality merchandise. Address D-607, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 











NE of the best-known manufacturers of novel- 
ties and specialties in accessories for shoe stores, 
will need another salesman January 1st—territory 
probably West, selling to wholesalers and retailers. 
Only a thoroughly capable business getter who can 
ive good references will he considered. Address 
)-605, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 


ANTED—Live-wire salesmen to handle line of 
high-grade ladies’ and men’s hunting and sport- 
ing shoes as side line with non-conflicting line, after 
January 1, 1923, on 7 per cent commission basis. 
Following territories open: Ohio, Illinois (exclusive 
of Chicago), City of Chicago, Virginia and West 
Virginia, North Carolina and South Carolina, 
Georgia and Florida, Alabama and Mississippi, 
aine, New Hampshire and Vermont, and Massa- 
chusetts. Address D-592, care Boot and Shoe Re- 
corder, 207 South St.. Boston, Mass. 


SALESMAN with selling ability is desirous of 
making ion with live-wire concern. Has 
vast territory and car at his di . Best of ref- 
erences furnished. Address K. , care Boot and 
Shoe Recorder, 127 Duane St., New York. 


WANTED—Salesmen to a manufacturer's 
line Pennsylvania-made, medium-priced 
misses’ and wing girls’ welts, IN-STOCK 
PROPOSITION. Good territories available. Only 
salesmen with established trade need apply. Lib- 
eral commission basis. Address D-595, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 


ANTED—For New York State: A salesman 

experienced in selling men’s better-grade shoes 
by Chicago factory making a line to retail $7 to $9. 
: ust news ay ogg = and a a fol- 
lowing in this State. y men representing fac 
lines at the present will be considered. "hive full 
information in first letter. Address D-593, care 
Boot and Shoe Recorder, 207 South St., Boston, 

















Salesmen Wanted 


We have several choice territories which 
are now open for Go-Getters. Among 
these territories are New England, New 
York City, Pennsylvania, Virginia, 
Ohio, Texas, Oklahoma, Washington, 
and Oregon, and several other Al terri- 
tories. Our line consists of men’s high- 
grade dress welt shoes to retail at $5, 
$6, $7, and $8. Prefer men with estab- 
lished trade. Several numbers carried 
on the floor for immediate delivery. 
Address D-610, care Boot and Shoe Re- 
eorder, 207 South St., Boston, Mass. 








SHOE SALESMEN ONLY WANTED— 
To —- as side line stitchdowns, 2 to 
5 and 5} to 8, by s ity manu- 
facturer of these sizes. Very com- 
mission. bag . 
Northern Ohio, » Michigan, 
I » Wisconsin, Rocky 
Mountain Section, and P. lvania. 
We do not Job. NON-SLIP SHOE CO. 


1627 Locust St., St. Louis, Mo. 


SIDE-LINE SALESMEN to carry classy little 
line of infants’ soft soles in Chicago, New Jer- 
sey, New England, and Pennsylvania. 

cent commission on all orders and re-orders. 
dress D-615, care Boot and Shoe Recorder, 2 
South St., Boston, Mass. 


SUCCESSFUL SALESMEN WANTED—To sell 

as a side line Robertson high-grade slippers in 
felt, leather, and fabric. Territory east of Indiana. 
Large floor stock. Liberal commission. Robert- 
son Shoe Co., Minneapolis, Minn. 


ANTED experienced successful shoe salesmen 

"" for Texas, Oklahoma, Arkansas, Louisiana, 

Kentucky, Tennessee, Mississippi, and Alabama, 
for well-known line of men’s shoes. Extensive stock 
department. Liberal commission. Give full de- 
tails of your experience. Address D-613, care Boot 
= Shoe Recorder, 189 W. Madison St., Chicago, 











SALESMAN & MANAGER 


ANTED—Salesman and manager for shoe de- 

partment. Must be a and willing to as- 
sume responsibility to qualify in both. Stock about 
$12,000, in North Central State. Salary $40 to $60 
per week. Address D-611 care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 








MANAGER WANTED 








Manager Wanted 
We have an excellent position open for 
a live-wire shoe man, over 30 years old, 
who can sell shoes and is capable of 
taking full charge of a large New York 
family store, which is open evenings. 
Must have thorough experience, pleas- 
ant personality, and be a fluent speak- 
er. Replies will be held strictly confi- 
dential. Address K-668, care Boot and 
er R der, 127 De St., New 
ork. 

















OFFICE MAN WANTED 


OFFICE MAN to supervise stock records in retail 

shoe organization. Must be quick, accurate, 
and able to produce results. Address I. Miller & 
Sons, Inc., 562 Fifth Ave., New York City, atten- 
tion of Mr. A. A. Livers. 








POSITION WANTED 








SALESMEN 


To carry a line of juvenile footwear 
earried in stock. veral choice 
territories open. Give full particulars. 
Strictly confidential. Faust Shoe 
Company, Lees Bidg., Chicago, Ill. 








Young Man Ready for Job 


Six years I have been preparing for 
sales job with good shoe manufacturer. 
Learned shoes in factory; learned sell- 
ing in retail stores. Good record and 
references. 24 years old. Been to col- 
lege. Ready to start at once. Harry T. 
Van Pelt, 1791 Lockwood Ave., Cleve- 
land, Ohio. 
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BOOT AND 


Price SMASHED! 


Solid, full ofwear. Over weight leather soles 
Heavy leather insoles. Guaranteed counters 


Genuine U.S.ARMY 


Munson Last Shoes. Guaranteed 
New and Perfect. Tan Army 
Color. 
7-11. E Wide Only. 


Immediate ;A few 
Delivery cases 
Guaranteed run6-9E 


SS eee 


170 


24Pr 
TERMS: TO 
Send $4.00 for Each 


Case Ordered CASE 
BRADLEY BOSTON CO. 


DEPT. 20 BOSTON, MASS 


Sizes 6-10, 6-11 and 





POSITION WANTED 


FOR SALE 





HOE BUYER and manager or assistant, a capa- 
ble retail executive desires to connect with a 
ive firm, where honest efforts and conscien- 
tious work will bring advancement. Have initiative 
and personality. Can handle help and form a con- 
crete organization. Have original sales ideas. 
Knowledge of merchandising and quick turn over 
of stock. Well acquainted with all shoe markets. 
Highest credentials. Address K-669, care Boot and 
Shoe Recorder, 127 Duane St., New York City. 


SHOE BUYER 
or MANAGER 


Having five years’ department store ex- 

perience. om at present employed 

but would like to make a change. Have 

handled high-grade as well as medium 
de merchandise. Middle West pre- 

omer Address , care Boot and 

— Recorder, 207 South St., Boston, 

ass. 

















LINE WANTED 


INES WANTED for New Orleans. Complete 

lines of men’s, women’s and children’s shoes. 
Must have life to the lines and be cheap in price. 
Commission is, with small drawing account. 
Address D-606, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


DURING — ~ { have sold $200,000 worth wo- 

and semi-dress shoes in Michi- 

For good r~" explainable reasons I am mak- 

wae a change. Prefer a similar line for Michigan. 

Address D-614, care Boot and Shoe Recorder, 189 
. Madison St., Chicago, Ill. 











REPRESENTATIVE WANTED 


Two established shoe departments for sale in 
Peoria, Illinois, and Jackson, Michigan. No 
dealers. Apply fifth floor, 316 South Wabash Ave. 
Chicago, I 





TO LEASE 


T? LEASE—SHOE DEPARTMENT. Can pro- 
vide first floor, or second floor space for men’s, 
boys’ and women’s shoe department. Store sells 
men’s furnishing .goods, boys’ clothing, and wo- 
men’s ready-to-wear. Do a business of nearly a 
million dollars a year. Have been established for 
over thirty years. Store caters to nigh-orece and 
medium-priced merchandise. in Western 
city of 50,000 population, 200 miles from Chicago. 
Address D-603, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 


T° LEASE—Shoe department, fully egsipped. i in 

leading department store, about 

miles from Chicago. Department doing an annual 
of $25,000; entire store doing a business of 

o- halfa million. Will aid with funds, at reason- 








" For fur further particulars address *D 599, 
Gn8 Ep ans ise Eeaeae, 207 South St., Bos- 
ton, Mass. 





TO RENT 








TO LET 


Fifth and sixth floors in the 


Lincoln Building, 66 to 380 
Lincoln Street, Boston—17,000 
feet in all. Apply to MOSES 
WILLIAMS, Trustee, 18 Tremont 
Street, Boston. 











MADESIRED. A tee REPRESENTATIVE 
ESIRED. A leading beading manufactur- 
wp 8 desires the services of a 
Pavifie Coast representative. Must have a very 
— with the shoe trade. An ex- 
attractive pomp for the right man 
Write to D-597, one Boot and Shoe Recorder, 207 
South St., Boston, Mass. 





FOR SALE 


FOR 7 gm of exclusive shoe store in Ocala, 

Florida. about $8,000. Spot cash busi- 
ness. ay other business; must sell. $5,000 
cash, terms on balance if desired. Little's Shoe 
Parlor, Ocala, Florida. 


GHOE FACTORY FOR SALE —“Up to date, mod- 
era ipped shoe factory, 
twenty-five cases of women’s McKay — per day. 
Located in Beverly. Present owners may take an 
interest with ay parties. Address D-598, 
Boot and Shoe Recorder, 207 South St., Bos- 














OPPORTUNITY 


de 








Fully equipped shoe factory a 
few miles from Boston, output 
20 cases Women’s, Misses’ and 
Children’s welt shoes, operated 
under open-shop conditions, of- 
fers splendid proposition to man 
to interest himself financially, 
either as superintendent or fi- 
nancial man. Plant, equip- 
ment, etc., modern and up to 
date and clear of all debts. Ad- 
dress D-612, care Boot and Shoe 
Recorder, 207 South St., Boston, 


Mass. 
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Boot and Shoe Recorder 


PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT BY THB 
BOOT AND SHOE RECORDER 
PUBLISHING CO. 

(Incorporated under Massachusetts Laws) 

CAPITAL $150,000 
OFFICERS OF THE CORPORATION 


CHARLES G. PHILLIPS, President 
EVERIT B. TERHUNE, Treas, and Gen Mg. 
GEORGE W R. HILL, Ist Vice-President 
H. WALTER SCOTT, 2d Vice-President 
ARTHUR D. ANDERSON, Secretary 


SWAIN, CARPENTER & NAY, Counse 
78 Cornhill 
ARTHUR D. ANDERSON, Editer 


&. C. LOGAN 
OWEN A. THOMAS 





PUBLISHER'S NOTICE 
eT subscription price of the 


Republic Honduras, Ni ms "El Sal iaigne 
ic, » Nica v 
Argentina, Bolivia, eg I, Colon 

Peru, Uruguay, The Balearic Islands 
and the Canary 


ee — ~ SUBSCRIPTION — Tip peice te 2 
fereign countries except the above is 
per yeas, including postage. 
All subscriptions are payable in advance. 


ADVERTISING RATES—Card of Agjvertiins 
Rates furnished on 
jy L, -, 4 ~~, 8, ty 





OFFICES IN 


BOSTON eure 207 South Street. Corre 
to departments 
be to the Boston office. 

BROCKTON OFFICE: 224 Moraine St. Gee. 
W. R. Hill, Manager. Telephone 507. 

CHICAGO OFFICE: 189 West Madison %. 
Telephone Main 1089. B.C. Bowen, Manager. 

ST. LOUIS OFFICE: 1627 Leoust & B. C. 
Bowen, Manager. 

NEW YORK OFFICE: Room 101, Graham Bidg., 
127 Duane St. H. Walter Scott, Manager. 
Telephone 2425 Canal. 

PERLADELPRTA Qurtce: Suite 1420, Widener 
Building. H. Walter Scott, Manager. 

ee oppace: Chamber of Commerce. 

ai National Bank Bldg. Geo. 
vk. Manager. 

CINCINNATI Eu 6 810 Second Netigns! 
Bank Bidg. . Bewen, Manager. 

a me hg OFFICE: My J rywes Bidg. 
sentative. M lophone Male Main 969." 

LYNN OFFICE: Fred A. Gannon. 

a eo: OFFICE: a8 E. Meyer 
Ricphone Recntucy 3 ” ‘ 

wagers OFFICE: William L. Daley, 

26 Jackson Place, N. W. 

PARIS OFFICE: 2 Rue des Italiess. L. Hub- 

bard, Manager. 


LONDON OFFICE: John C. Stoaegee, 
Il Haymarket, London B.W.1, Eeclen 


AUSTRALIAN OFFICE: 
Melbourne. G. Jervis Man 


CONTINENTAL OFFICE: William Salaman, 
Manager, Wasagasse 2, Vienna, Austria. 

ARGENTINA: Buenos Aires, Rivadavia, 2721, 

P. Sabazzini. Gerente. 

BRAZIL: _Gerente. S&S 88 Ree 
General Camara, 88 Sob. > Hire 

CHILE: ee eh Soe ee 1123-1127. Otte 

CUBA: Mr. H. Gomes, Corrales, 2A Havana, 

JAPANESE OFFICE: Yokohama. J. F. Wagen, 
Manager. 


SPAIN: Gerente, Leoncio de Miguel, Librere. 
Editor, 20 Fuecarral, Madrid. 
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BOOTS AND SHOES 


Alden, C. H., Co., Abington, Mass 
Allen-Goller Shoe Co., So. Boston, Mass... . 
Altman & Minces, Cincinnati, O 
Anderson-Owens Shoe Co., Lynn, Mass... . 
Arch Aid Shoe Co., Rochester, N. Y 

Arnold, M. N., Shoe Co., No. Abington, Mass.164 
Ault-Williamson Shoe Co., Auburn, Me... . 


Barry, T. D., Co., Brockton, Mass 
Bartlett-Somers Co., Lynn, Mass 
Bates A J., Co., Webster, Mass 
Bender Shoe Co., Lynn, Mass 

Berry, A. H., Shoe Co., Portland, Me....... 51 
Bleecker Shoe Co., New York City 
Blum Shoe Mfg. Co., Dansville, N. Y 
Bradley Boston Co., Boston 
Briggs-Hutchinson Co., Boston 
Brockton Co-operative Shoe Co 
Brown Shoe Co., St. Louis, Mo.... 


Burdett Shoe Co., Lynn, Mass 
Burkley Shoe Co., Brockton, Mass.......... 167 


Chipman, Harwood & Co., Boston 
Churchill & Alden Co., Brockton, Mass., 


4th Cover 
Cc slapp, Edwin H., Co., E. Weymouth, Mass.112 
-, Co., ot, % | 
, Lynn, M 
Craig, Reed & Emerson, Ine 
Creighton, A. M., Co., Lynn, Mass 
Cushing Shoe Co., Lynn, Mass 


Degen-Lipp, Inc., Brooklyn, N. Y 

Doyle, Mu lins, Broc M 

Dugan & Hudson Co., Rochester, N.Y 
Dutterhofer, Val, Sons Co., Cincinnati, 0.40, 41 


Eaton, Chas A., Co., Brockton, Mass 
Endicott-Johnson Shoe Co., Endicott, > F 
‘3d Cover 
Edmond Shoe Mfg. Co., Milwaukee, ve. . 43 
Elam, F. S., Shoe Co., Rochester, N.Y.....115 
Emery & Marshall Co., Haverhill, Mass.... 47 
Ensign Shoe Co., Belfast, Me 
Evans, L. B., Son Co., Wakefield, Mass 


Fox, Chas. K., Co., Haverhill, Mass 

Fr Thomp Shoe Co., St. 
Minn 

French, ‘Shriner & Urner, Boston 


Golo Sli r Co., New York Cit 
Goodrich, B. F., Rubber Co., Akron, O 106 
Goodrich, Hazen B., & Co., Haverhill, Mass.165 
«cordon, Louis Shoe Co., ‘Inc., New York 
City . 160 
Guile. A. W., & Co., Haverhill, Mass...... 
Green, Daniel, Felt Shoe Co., Dolgev le, 


N. ” 23 
Gregory & Read Co., Lynn, Mass.. 56 
Gustin Co., M., New York City ili, 113 





Hagerstown Shoe & Legging Co., Mague- 
town, Md .120 

Hannahsons Shoe Co., Haverhill, Mass. 

Harney, P. J., Co., Lynn, Mass. . ee 

Harney, Tracy, Crehan Co., Lynn, “Mass.... ! 

Herman, Joseph, Shoe Co., Millis, Mass.... 

—* vepeneen & Hennessey Shoe Co., 
Lynn, 

Hoag & Walden, Inc., Lynn, Mass. . 

Howard & Foster Co., Brockton, Mass. 


Jelly-Delaney Co., Lynn, Mass 

Johansen Bros., Shoe Co., St. Louis, Mo 39 
Bros. Shoe Mfg. Co., Hallowell, ‘Me.121 

Johnson & Murphy, New York 112 

Jones & Thomas Co., Lynn, Mesa’ 

Juvenile Shoe Corp. Carthage, Mo. 








Kiely, T. J., & Co., Lynn, Mass 


Lambertville Rubber Co., Lambertville, N. J.119 
Lily, anere New York C ity 114 
Lippitt-Alfond Shoe Co., ay 
Lund-Williams Shoe Co., * 

Front Cover 
Lynn Shoe Manufacturers 54, 55, 


MacLaughlin-Conway Shoe Co., Lynn, Mass. » 
Maid-Rite Felt Sli r Co., Inc. ll 
Marion Shoe Co., Marion, Ind. 

Marston & Tapley Co., i on Mass 

Martin, A. H., Rochester, , 

McElroy-Sloan Shoe Co., a. Louis, = 


MeNichol & bingy * Inc., Lynn, Mass. . 
a eng ae Eo any Lynn, Mass 
Meier, John, Since Go ., St. Louis, Mo 


Merrill & Porter Co., Lynn a 
Miller, I., & Son, Inc., , N. 
aed Shoe Mfg. = Brockport, ss 


Nathan & White Shoe Co., Malden, Mass. . 
Nettleton, A. E., Syracuse, N 
Newcomb-Anderson Shoe Co., Rochester. . 


Olenick, I., New York City 


17 
—— Boudoir Slipper Co., Maver, 


Packard, M. A., Co., Brockton, Mass. . 
sesh. Frederick S., Worcester, More 

ps-Cram Corp., Haverhi ass. 
Philmall, Inc., New York City 
Plant, Thomas G., Co., Bos’ 


Reynolds, Bion F., Brockton, Mass 

Rice & Hutchins, Inc., Boston.... 

Reed, E. P., & Co., Rochester, N. Y 

Rialto Shoe Co., Lynn, Mass 

Russell, W. C., Moccasin Co., Berlin, Wis. . 


.112, rm 


Smith-Briscoe Shoe Co., Lynchburg, 
Smith, Wm. Sumner, Chi 

Stacy-Adams Co., Brockton, 

Staud Shoe Corp., Rochester, N 

Stetson Shoe Co., So. Weymou mouth, Mass 

Stoc Shoe Co., Haverhill, Mass 
Stone, K. M., Co., Inc., New York City.... 
Stonefield, Evans Co., Rockford, Ill 


Teeple Shoe Co., W: 
mpson Bros. Shoe Co 
Thomson-Crooker Shoe Co., 


Union Shoe Co., Brockton, Mass 113 
United States Rubber Co., New York y., 


Utz & Dunn Co., Rochester, N. Y 

Wall, Doyle & > ——" puociten, Mass. .112 
Watson am 56 
Weber * mg Shoe Co., Ne. yo Mass. . 
Westcott-Whitmore Co., Syracuse, N. Y. .. 
Whitchell-Sheill Co., Detroit, Mich 


Williams, Clark & Co., Lynn, Mass 
——— E. A., & M. C., Co., ——ae . 


Wobst Shoe Co., Milwaukee, Wis 
Wright, E. T., & Co.. Inc.. Rockland, Mass. 

48, 49 
' HOSIERY SECTION 
Allen Hosiery Company, Philadelphia, Pa. .128 
Burson Knitting Company, Rockford, Ill. .142 
Brown-Durrell Company, New York -_ 
——— Silk Company, The, New York -_ 
Emery & Beers Co., Inc., New York a .146 
Everwear Hosiery Co., Milwaukee, Wis. ....147 
Fay Hosiery Mills, Inc., Philadelphia, Pa. ..144 
Ipswich Mills, Ipswich, Mass 
._ Knitting Mills, Inc., New bess. 
Philniciphia Knitting Co., Philadelphia. . 
Van Raalte Company, New York City 


FINDINGS AND SHOE STORE SUPPLIES 


Acfield, C. R., New York Cit 
Alterson, L., & Co., New Yok City 


Bicycle Step Ladder Co., Chi 
Bongiovanni Bros., New York 


Chandler, W. K., Inc., Boston 
Chicago Wire Chair Co., Chicago 
Coultas Co., D. W., Providence, R. I 


Electric Window Salesman Co., Boston 
Ellis, W. E., Co., Haverhill, Mass 


Hecht Fixture Co., Chicago 
Kahn, Edw. E., Co., Brooklyn, N. Y 


Milbradt Mfg. Co., St. Louis, Mo 


Miller, O. A., Treeing Machine Co., 


ton, Mass 
Onken, Oscar Co., Cincinnati, O 
Parisian Beading Works Co., Philadelphia. .116 
Vanity Novelty Works, Brooklyn, N. Y 
Whitcher, Frank W., Boston 


LEATHER AND OTHER MATERIAL 


American Hide & Leather Co., Boston 
American Oak Leather Co., Cincinnati, 0... 97 


a J. S., & Sons, Inc., Boston 

be, Lucius, & & Sons, Boston 

Cobb Co., Inc., Boston 

ee! W. D., & Sons, Leather Co., Boston. 22 
Cedar Cliff Silk Co., New York City......44, 45 
Clifford Company, gay ... 150 
Chamberlain, B. F., Boston. . 
Creese & Cook Co., Boston 


“> 


Dryden Rubber Co., Chicago 
Firestone-Apsley Rubber Co., Hudson, Mass. 31 
Goodyear Tire & Rubber Co., Akron, “~ 


Jones Co., F. E., Boston 

Kenworthy Bros., Stoughton, Mass 

Kepner, C. D., = ton 

Kistler, Lesh, Inc., 

Lawrence, A. C., Leather Co., Boston. . 156, 157 
New Castle Leather Co., New York City.... 21 
Ohio Leather Co., Girard, O 42, 123, 124 


Pietzuch Wonder Arch Guide Rubber Heel 
Co., Cincinnati, O 82 


Rubber Heel Co., Cincinnati, O 

Schmidt, Carl E., & Co., Inc., Detroit, Mich. 
Standard Kid Co., Boston rs 
Tolman-Dow & Co., Boston 


MACHINERY, LASTS, MFRS. SUPPLIES, 


DRESSINGS, 
Beckwith Mfg. Co., Boston 
Meyer, John Co., Thread Co., Lowell, Mass. 167 


‘ ~ = England Wood Heel Co., Sees, 


Tubular Rivet & Stud Co., Boston......... 


United Fast Color Eyelet Co., Boston 
United Shoe Machinery Corp., Boston. .80, 166 


Wiechman Pattern Co., Cincinnati, O 
bs Insole & Counter Co., Inc., Campello, 


Calderwood & fe 
Copley-Plaza Hotel, 


Glauberg, Max, New York City 
Hooper Printing Co., Boston 

Hotel Essex, Boston 

Hotel Martinique, New York City 
Howard Print, Inc., Brockton, Mass 
Kalter Cerf. Co., Max., New York Cit 
Kirsch-Blacher Co., Inc., New York 
Koch, D., Brooklyn, N. Y 


New York Ex Purchasing Corporation, 
New York City 170 


Root Co., F. S., Boston 

Tolman Print, Brockton, Mass 
University Electrotype Foundry 
War Dept., Sale Div 
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Bates In-Stock Service on Smart 
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— shoe store in America sells high shoes the year round-—— 
and makes money on them. High shoes are staple a/ways. 
They are “bread and butter” stock in every store in every city 
and town. Customers who like high shoes will wear nothing-else. 


So don’t forget high shoes! 


The Bates line of high shoes for men is one of the strongest in 
the country. For variety of smart, new patterns and lasts and 
popular colors of leathers, Bates boots are recognized as leaders. 
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Check your store stock of high shoes 
and let us fill the gaps at once, before 
you begin losing sales. 
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No. 6300 
“Brogue” Last. Soft 
Toe. Made of Black 
Grain, Rubber Heel. 


$4.60 


a ha at, 





No. 6110 } 10 NEW SALABLE STYLES 
Made of Carl Schmidt's OF BATES BOOTS READY 
“Eric” Black Boarded FOR SHIPMENT TODAY 


Calf. $4.90 
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A. J. BATES COMPANY | 
WEBSTER, MASSACHUSETTS 
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The Beot and Shee Recorder will appreciate your mentioning the publication in replies te advertisements. ' 
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DIAMOND BRAND Fast Color 


Eyelets contribute to the practical 
ornamentation of well-made shoes. 


UNITED FAST COLOR EYELET COMPANY 


Boston, Massachusetts 


The Beet and Shee Recorder will appreciate your mentioning the publication in replies te advertisements. 
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No. 4296-R—A Masterpiece 








Only One 
Of Eleven New 
In-Stock Styles 


No. 4296-R pictured above is 
but one of eleven new styles 
added to the Grover “Soft 
Shoes for Tender Feet.” In- 
cluded are strap slippers, ox- 
fords, and boots of both welt 
and turn construction on regular 
and combination lasts. 

Built with an eye to comfort 
without neglecting the all-im- 
portant edicts of Fashion. Every 
one new but every one of a style 
which has proved itself more 
than a passing fancy. Shoes 
that sell and sell and sell again. 








By GROVER 


A brand new oxford—designed with an eye to 
today’s style and made with the thoroughness 
characteristic of all Grover shoes. Notice the 
line of the instep—the gracefully rounded toe 
and the roominess of the entire forepart and 
see if it isn’t a masterpiece. 

No frills—no fol-de-rols. Just a smartly con- 
servative street shoe built for comfort and 
service. 

Fashioned of Paris kid on Number 864 last. 
Kid-lined quarter — perforated tip — medium 
weight flexible welt sole carrying a 1 3-8 inch 


heel with rubber top. 
AA to EE 
IN STOCK $5. 35 


J. J. GROVER’S SONS CO. 


Soft Shoes for Tender Feet 


LIS PEI ERIE LEP PELE OILED IO GREY VRE OTIS ER NINERS RET 
nd Sh rder Publishing Company, 207 South St., Boston, 
Entered as second class matter April 15, 1922, at the Post Office at Boston, Mass., under the Act of Congress 
Subscription price, $5.00 a year. Printed in U. S. A. 
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AZTEC CALF 
Norwegian Veals and Calf 


Viking Calf 


“Always Standards 
of Excellence’”’ 


























Thirty years of uninterrupted service and success is one of the principal 
factors that has made for unqualified confidence in GALLUN’S QUALITY 
LEATHERS on the part of the great retail and manufacturing shoe in- 
dustry of this country. 


Neither manufacturer nor retailer can afford to experiment these days. 
Quality assurance is vitally necessary in the selection of the leathers 
that go into their shoes. Element of risk is entirely eliminated if you 


specify GALLUN’S QUALITY LEATHERS. 


In the great footwear style race 
for Spring 1923 Aztec Calf and 
Viking Calf will as usual be 
favorites. They are recom- 
mended for their absolute de- 
pendability, color correctness 
and style leadership. 


The original and genuine Norwegian Veals and Calf will also be repro- 
duced in all desirable colors and black and is easily the leader in brogue 
type of shoes for men and women. 


SPECIFY GALLUN’S QUALITY LEATHERS 
AND YOU SPECIFY THE BEST. 




















A. F. GALLUN & SONS CO. 


MILWAUKEE, WIS. 
A. F. GALLUN & SONS, INC., H. A. Ely, Mgr., 11 East St., Boston. 


The Beet and Shee Recorder will appreciate your mentioning the publication in replies te advertisements. 
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SELL MORE MEN'S SHOES 


Lead the Style Parade in your city with this Wonder Oxford. 
Our popular Varsity last. Overweight single sole. Wingfoot 
heel. Live-wire retailers featuring new and snappy styles for 
men are reporting increased sales for the last month. 


A DOMINATING STYLE OF THE SEASON 
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IN STOCK 


A to D 


$4.65 














MARION SHOE CO. 
MARION, INDIANA 
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French Last, Mahogany, “Stee, : 7 
Style 55, Black,Style 550. Ree —) C —. poole i? , hae 
a oe Style 230. Widths A to 
a D. Price. 
$3.45 


SESS ALL 
STYLES = IN STOCK 
Ato D 


French Last, M: 
Style 5, Black Style 50. 
idths A lo D. Price 


$3.50 
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Three of the ten reasons why FREEMAN SHOES have become 
the Recognized Standard of Quality in popular priced dress shoes. 


Added Quality without Added Cost through Standardized Production. 


FREEMAN SHOE CoO. 


BELOIT, WIS. 


VOMDDINDDAADADUDDOUALONOODIONDIHN) 
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National Park 
Skating Boots 


Manufacturers of ‘‘KEWPIE TWINS’’ Footwear 





A real skating boot is a specialty—as 
distinct in manufacture of other foot- 
wear—as is the development of a 
wooden sabot from the style shoe to- 
day— 


And it requires a knowledge of just 
what the shoe is to do under actual use - 
just where it must give support and 
where it must be flexible. 


The National Park Skating Boot is 
made by men who understand every 
demand of this kind of footwear. 





Your customers will appreciate its com- 
fort and service. 


See Our Exhibit at 
The National Shoe Retailers’ Convention 
Booths 213-214 


THE JUVENILE SHOE CORPORATION 


OF AMERICA 


CARTHAGE —(ANUFACTURERS MISSOURI 
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The New 
ARMORTRED “CUSTOM” HEEL 


Allows the Shoe to set flat 
as il J and tread flat 
By graduating the heel from back to 
breast (1-2 inch thick at back and 
7-16 inch at breast, as shown above, 


a perfectly flat striking surface is 
afforded. 











This illustration shows how Ar- 
mortred CUSTOM Heel helps to 
give the whole shoe a perfectly flat 
tread. 


This illustration shows how the or- 
dinary heel tends to rise and strike 
at the breast, but not at the top. 


Drage se : 


ve 
aaa -” 


Still Better Values 
for Your Customers 


NCE again we have set the pace in progressive 
rubber heel development. 

The Armortred CUSTOM Heel is the result of the en- 
thusiasm with which the trade greeted our “Wedge” 
heel for low-heeled “‘brogue” models. We have car- 
ried out the same principle in our new “CUSTOM.” 
By using Armortred “CUSTOM” Heels your manufac- 
turer can help you to give still better values to your 
customers—a perfect balance and flat tread that ordi- - 
nary heels do not afford. 


Quabaug Rubber Co. 


North Brookfield, Mass. 


ARMORTRED 


RUBBER HEELS 














22 





Vw a 








December 9, 1922 BOOT AND SHOE RECORDER 7 


















































| A Limited Number In Stock =| 


Style B 590K 


Woman’s Black Satin Quarter and Vamp, Vic- Bae 
toria Pump, Lausanne last, turn sole, 2-1/8 = s: 
inch Satin covered full Louis heel. aes 
AA 4% to8 E 

A4 to8 mere 

B4 to8 


Price $6.00 Net 30 days. 





















Immediate shipment can be made of the Black Satin Turn 
Pump illustrated above. 


Built from Satin made especially for shoe purposes, this par- 
ticular number will wear exceedingly well. It also has a Satin 
covered heel and for appearance it cannot be excelled. In fact, 
it is a high grade Utz & Dunn Shoe in every respect. 





Get your order to us at once as we have but a very limited 
number of them in Stock. 


esl 


203 Charles Blédg 


Tiger oMeNait 











a i SS a * ” « 
bine oe ¢ * = taal gee l gken bcp y ge  yatag? SCORE Pe se tone ak Se 
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Early “Rubber Footwear’ W eather 


has shown many dealers’ stocks 
unprepared for this business— 


Avoid the predicted early winter ship- 
ping congestion by placing early orders— 

Hood Distributors have prepared their 
stocks of winter footwear to take care of 
your needs— 

The far-sighted retailer is protecting his profits by 
carrying complete stocks of rubbers and gaiters — 











| } 

















LINED 
CLEAR TO 


SOLE - Wiss PB 
SEMI-ROLLED EDGE pos, quaeen White “ 


EXTRA HEAVY SOLE 


RUBBERIZED CLOTH Over and Waverley 


RUBBER COATED CLOTH 
HEAVY BROWN FLEECE 


an ' 
| en 
\} aHOODe 
\\be CHAFING Wentieat ~ —— 
\ “35 STRIP 
‘ menihe S iiee 


OTWE>> 
Hood Rubber Products Co., Inc., Wtertow 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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MNO OU NON 
POLL ULOLLUC Ue LEE OLLLLLULU LU LULL E LULL 


Added Profits To 
Merchants Who Feature 
3 W’s Lenox Shoes 


The 3 W’s Lenox Line is designed for children. 
Lasts and leathers are conducive to absolute foot 
comfort and good fit and appearance. The prices 
at which you can offer the numbers shown will 
quickly win the gratitude of parents and bring 
more sales to your store. 





For your convenience, we maintain an efficient 7529—4 to 8... .$1.70 
In Stock department. Here your needs are taken 

care of promptly and satisfactorily. Mail your 

order today and capitalize the coming holiday 

trade. 





An experienced salesman with an established trade and driving his 
own car will find an unusual opportunity in handling the in stock 
3 W's Lenox shoes in the following 12 counties in Pennsyloania: 
Blair, Cambria, Indiana, Armstrong, Butler, Beaver, Lawrence, Child’s Patent Chrome, Mat Kid Top, Button, Turn, 
Mercer, Venango, Clarion, Jefferson, and Clearfield. Plain Tee. 











6400—8 14 ° 
TOTO LOLOL PLL Lert 7125— Ito 5. Fat Baby, Butt. 


Weimer, Wright 
& Watkin Co. 


35 SOUTH SECOND STREET 


PHILADELPHIA 
PA. 





Ne. 7856 


Misses’ 3W’s Lenox, McKay, Fair Stitch, Patent 3 i 
Foxed, Field Mouse Kid Top, Pony Cut Lace. May tor Hol Foot Fora Aa | 
7856—1134 to 2. Rubber Heel. DandE.... 8400—214 to 8. 

7857834 to 11. Rubber Heel. DandE. ... 7620—1134 to2. DandE 
7858—8 16 to 11. Spring Heel. D and E 7621-814 to 11. DandE 


7859—5 to 8. Spring Heel. D and E i 
8420—Women’s 244 to7. CandD....... $3.10 we & » Goi 


g Heel) 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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“TONY” RED is our big | 
selling number this season 
and has actually outsold all 
previous runs. 


That is the gist of a recently received statement from a noted 
maker of men’s fine shoes --- Read the whole quotation --- it’s 


interesting and typical of a demand for TONY RED that 


apparently will not “down” 


—_ 
—) 


‘Frankly we were not prepared for the amount of 
business we have received on TONY RED, nor did 


we think this color in particular would repeat this 





season. As a matter of fact it is our big selling num- 
ber this season and has actually outsold all previous 











runs. We have not made our plans this season early 


enough to cover our needs.”” 


There’s a moral in the above --- Don’t underplan your require- 


ments of TONY RED CALF ---. | 
“There's a Whole Tony Family” 


TONY RED TONY BROWN 
TONY TAN TONY BLACK 


CREESE and COOK COMPANY 





The Boot and Shee Recorder will appreciate your mentioning the publication im replies te advertisements. 
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“Faithful to the Last” 





y ) 

LS 

T'S because NunnBish shoes bristle Ye fi : 
with style that makes dealers send co 

in rush repeat orders to keep up with 

their rapid turnover. 





*COMMUINUUUSUUTSAR USL TUT LD 





CUTAN | 


ben 


<7 
fir ~e 
IETS IS ey PS e | 


1117—Cam pus—$4.95 


Black Eric Calf. 
Flange Rubber Heel. 
In Stock. 
AtoD 











a Nunri-Biish & Weldon Shoe Co. 


MILWAUKEE, WISCONSIN 





The Boot and Shee Recorder will appreciate your mentioning the publication in replies to advertisements, 
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100% Shoes for Boys 


Staunch, Sturdy! All Solid Leather! 


Sole Leather Counters and Inner Soles! 


Full Vamp Rubber Heel 


A Regular 
marching 


shoe for 
Regular 
Boys 


U. S. Army Blucher, Goodyear Stitched. 
-~t 7 : , all solid 


B 
St hg the regular Munson Last, Soft 
a 
Men 


on 
t. 
at) SP ee eee $2.50 
™ 5} )' Serre 2.85 


WeAeS raidoyCo- 


Exclusive Makers of Best Shoes for Boys, Girls and the Babies 
SEND YOUR ORDERS TO THE FOLLOWING DISTRIBUTING HOUSES 
NEW YORK, N. Y. 
123 Duane St. 
sT. 
1408 Washington Ave ——— 


Annville Palmyra 
Lebanon No. | Pennsylvania 





The Boot and Shee Recorder will appreciate your mentioning the publication in replies to advertisements. 
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LAST CALL FOR HOLIDAY FOOTWEAR 


These styles ready to ship at once 
All very appropriate for Holiday business. Send order now 





No. 528. Price $4.50 
Black Suede Colonial. 13-8 Military Heel— 
Welt Newport Last 


AA to C 
No. 529. Same in Otter Suede. Price $4.50 


Ng, 527. Price $4.15 
Black Kid Colonial. 13-8 Military Heel—Wek 
Newport Last 


AA to C 


No. 531. Price $4.15 hein Qian Step, Sing nr Sele, Fall 


Patent Norma T Imitation Ti 
Welt, 158 Rubber Hee N ~ Pongs Patent Calo Mitr od Hes Single Baby Spanish aoa Soemet 
AA to C No. 374. Same in Black Kid. Price $3.90 


THOMSON- emaneenian’ SHOE CO. 
18-26 Station Street As = Boston 20, Mass. 











The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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CH RELIEF SHOES 


“Comfort in Beautiful Footwear” 
on 
























































Women who walk—whether for business or pleasure—are the most discriminat- 
ing purchasers of footwear. 


They patronize the shoe store where they can be certain to purchase shoes that 
give them a maximum of comfort and style as well as good wearing qualities. 


They represent the great bulk of the American women. They are the “buying 
public” whose needs and demands keep up a steady stream of business in the 


live shoe stores. 


No. 6005—In Stock, Bleck Kid 
Arch Relief Oxford. Goodyear Welt, 
13-8 Rubber Heel. Combination 
set No. 131. Price $4.50 


Same as above, Brown 
$5.35 


RILEY ARCH RELIEF 
SHOES will readily meet with 
their enthusiastic approval for 
they combine the features or 
corrective construction with the 
most appealing design. 


Close lasted so as to fit with 
snug neatness over heel and arch, 
on a combination last that in- 
sures plenty of toe and ball free- 
dom—they make satisfied cus- 
tomers out of the one-time buyers. 


The two styles illustrated are carried 
in stock on our floors ready to ship to 
live retailers who are letting no oppor- 
tunity pass to supply foot satisfaction 
to this great market. 


We will ship your order 
the day it is received. 


No. 6011—In Stock, Black Kid 
Arch Relief Oxfor: 

12-8 Rubber Heel 

iget 


No. 6010—Same as above, et 
Se PDs cc cebosneehsisee 


The RILEY SHOE MFG. CO 


COLUMBUS, OHIO 
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OLOR plays so vital a part in 
shoe fashion that no merchant 
who specializes in fine footwear 


can afford to choose his colored 
leathers carelessly. 


Madame never forgets where 
she obtained those shoes of un- 
usually distinctive hue. 


BOOT AND SHOE RECORDER 


And that is why so many famous 
shoe Shops always insist on Scher- 
er’s colors in ordering their high- 
est grades. 


The variety—the delicacy—the 
warmth and glow of SCHERER 
colors are not obtainable except 
from “the master-makers of col- 
ored glazed kid since 1883.” 


OSCAR SCHERER & BRO., Inc. 


Originators of and dgaders in Fancy Cao 


29 SPRUCE ST.,NEW YORK 


BRONZE No. 34 
HAVANA BROWN 
No. 10 


LIGHT BROWN No.8 
BEAUTY BROWN 
NO & 


CHAMPAGNE No. 18 
TERRA COTTA No.3 
WINE No. 6 
SEA-CGULL CRAY 
No. 23 


MIDNIGHT BLUE 
No. 14 


BELGIAN BLUE 
NO. 21 


MAPLE BROWN 
No. 12 


BOOZIE BLUE No.38 





Factory at Newark Kew Jersey 





MAKES BETTER SHOES STILL BETTER 
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ROCHESTER QUALITY TURNS 
Ready Holiday Sellers 
IN STOCK 


For Immediate Delivery 


Our Fall catalogue just off the press illustrates 
complete line of flexible turns, sizes 1 to 5, 
spring heel flexible turns, sizes 3 to 5, and 
spring heel turns, sizes 5 to 8. SEND FOR 
IT TODAY. 


Remember, Hapytoz are made for the retail 
trade exclusively, and are guaranteed all 
leather. They will increase your holiday 
business. 
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No. 298B—Sizes 1 to 5. Motk Ta 

, . Cossack — boot heel, flexible turns. White ’ f/}//) 
Sizes 1 to 5. Mock heel, flexible washable kid, patent leather bi 
Price collar. Perforated. Black | 
buttons. Price per pair, $1.20 a 

/ 
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MANUFACTURERS 





Smperial Childrens hoe Corporation 


ROCHESTER, N.Y. 


“ 
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“Too Good To Retail at $5.00 


A number of our good customers 
are selling our shoes at conside- 
rably more than $5.00 per pair 
—with no difficulty. 

That shows how keen judges of 
value appreciate what we are giv- 
ing them. 


Volume production in our own 
factory—on a small profit mar- 
gin—direct to the retailer—is ac- 
countable for the high standards 
of value we are offering you. 


Newest styles are stocked at once. 
These fancy perforated sport ox- 
fords of our own exclusive design, 
shown below, are typical of how 
we play the stock game for our 
customers. 


Note Especially The High Grade Standard Leathers We Use 


In Stoch—Now—To Rush 


No. 502—Barn- 8s No. 
evs Van Dyke straight = 


500 — J. 8. 


Barnet’s Ace russia calf 


lace oxford. Fancy per- 
foration on uarter, 
outside half wing tip, 
square medallion. Nine 
= soles. 9-8 Wi _y 
nee Widt 


PRICE 


$3.50 


Style No. 505—Gen- 
uine black kid straight 
lace oxford. ain per- 
foration on eee row ‘nd 
vamp. straight ti 

iron sol es. 13-8 Cuban 
spbher heel. Widths B, 


’ PRICE 


$3.15 


Sw >. i. SP ries 
& Vogel’s ck gun 
metal blucher oxford. 
Plain perforation 
around y= ht 
tip. Eight 

9-8 rubber heel. | Widths 
Cand D. 


PRICE 


$3.15 


(medium shade brown) 
blucher oxford. Fancy 
perforation on quarter, 
imitation half wing tip, 
shield mogeree: ine 
iron soles. 9-8 ‘oot 
rubber heel. Wi ths, 
A, B, C, D 


PRICE 


$3.50 


Style No. 503—Barn- 
et’s Van Dyke straight 
lace oxford. Fancy per- 
foration on quarter, 
outside wing tip, 
square medallion. Nine 
iron soles. 14-8 Wing- 
foot rubber heel. 

Widths A, B, C, D. 


PRICE 


$3.50 


Style No. 501—Cari 
Schmidt’s black Eric 
foosrdat blucher ox- 

d. Fancy perforation 
on quarter, imitation 
half “aes ‘Re Y 
> a. 2 ine iron 
eat wine 
~. Rey Widths A, 
B, C, D. 


PRICE 


$3.50 


No less than twelve pair sold of any one width. 
TERMS 5%;10 DAYS 


Nathan & White Shoe Co. 


MALDEN, MASS. 





Makers of 
GOODYEAR 
WELT SHOES 
for WOMEN 
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lea i NEW SMART STYLES 


In Big Demand Today 
Shown by TOBER-SAIFER 
For At Once Delivery 





STYLE NO. 666 


$4.50 


irr yt a tee of ty ight rr tied 1 
" — aac ’ ov ve i fe * 
SEWN selling. A, B, & C widths, 234 to 8........ 
MANUFACTURERS 
Novelty Footwear in Stock 
1312 Washington Ave St. Louis, Mo. 
HOH OR OOOO 


. [8 say ee G, Mth ik Ah ‘| | | 
ws Setting The Style Pace \ Ni 


| 
Atta Brown 61 and Atta Red 71 are today setting the 
style pace in the race for supremacy in novel footwear 


creations. 


: 
: 





eT eT ee MU nemmimiienin st tt ett tic 








S 


i) 


l i 


Brown’s famous calfskins have always enjoyed an 
excellent reputation tor durability and appearance. 


Once you have seen sample cuttings of the two newest 
leathers, you will want your shoes made up from them. 


. D. BROWN & CoO. INC. , 


EXECUTIVE OFFICE AND FACTORY (} 


SS 


czaedDooarametl 
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A Clean-Up of 
Discontinued Styles 


—ALL MADE BY RAMSEY’S 
PATENTED PROCESS 





Bal Lace School Shoes—Best Bend Oak Soles 


Regular Prices CLEARANCE PRICES 
Spring Heels Spring Heels 


58 BGI 1134-2 5-8 Biel 11342 
$406—Cherry Ooze Bal..........-. $1.20 $1.40 $1.60 $. 90 $1.00 $1.15 


a, a oo er 1.60 1.80 2.15 1.30 1.50 1.80 


8412—Cherry Elk Bal........<...- 1.60 1.80 2.15 1.30 1.50 1.80 


Button School Shoes—Best Bend Oak Soles 
8604—Black Ooze Button, Best Bend 


Oak Outsole............. $1.20 $1.40 $1.60 — 1.00 1.15 
8606—Cherry Ooze Button........ 1.00 | 1.15 


Fe 


Jey hey MS STITCHDOWN 


TRI PLE on WELT. 


sane. 1s 


967 Atlantic Ave. E. J. RAMSEY CO. Brooklyn, N. Y. 
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Nothing in the shoe 
but the foot 


HOE specialists insist that shoes 
built with Crawford Arch Sup- 
porting Shanks are scientifically correct. 
Such shoes relieve fallen arches and safe- 
| guard normal feet. They bring health 
| and happiness to your customers and 
increased business to you. 








Crawford Arch Supporting 
Shank is built right into the shoe 
—fitted between the inner and outer 
sole and locked to the insole. It pre- 
serves the shape of the shoe, giving s 
port to the arch and ease to the foot. It 
cannot abrade the skin. 














To boost your business, sell shoes built 
with Crawford Arch Supporting Shanks. 

















United Shoe Machinery Corporation 


Boston Massachusetts 
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This is the mark 
in the advertising 





This is the mark on 


the Shoe 





< 
— 
Xx 


TRADE MARK 


%) w 
FOUNDATION FOS 


Endorsed by 20,000,000 Women 


The Women’s Foundation for Health correlates the 

The only shoe health activities of fifteen of the largest National 
endorsed by the Women’s Organizations with a membership of twenty 
) million women. In its program of positive health, it 

omen Ss has undertaken the solution of the shoe problem for 


F oundation American women. 


for Health With large laboratories at their disposal, with the 
best of medical resources and the combined expert 
advice of America’s foremost shoe designers, they 
have at last produced health shoes of style and com- 
fort unsurpassed in American shoemaking. 


“The greatest dealer proposition ever offered shoe 
merchants” said the buyer of one of the largest stores 
in the United States. 


Each of these twenty million members of these various 
organizations alone is a potential customer. ‘There 
is a sufficient membership in every city to build a 
real shoe business for the dealer who is fortunate 
enough to get the Trail Blazer franchise for his city. 


The dealer who carries the line of Trail Blazer Shoes 
has an immediate market created for him. The force 
behind this shoe is tremendous—the dealer franchise 
is a veritable “turn-over” insurance policy. 


= - . A complete line of Trail Blazer Shoes will 

Health ; be on display at our booth, No. 47, at the 

sa National Shoe Retailers’ Convention at 
and Chicago, Fanuary 8th to 11th, 1923. 


Beauty 


Combined Taal * Ti The Foundation Sales Corp. 


341 Classon Ave. Brooklyn, N. Y. 
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PATRIOT AND 
SHOEMAKER 


Neal Dow —1804-97 


From the shoemaker’s craft 
have come men prominent in 
peace and war. Neal Dow 

ined prominence in both. Like 

ittier, a fellow New Eng- 
land shoemaker, he was reared 
a Quaker. But the Civil War 
made him a er. He raised 
a regiment was its colonel. 
Lincoln made him a general. 

After the War, Dow's out- 
standin ing a ability made him a 
leader in political movements, 


MAKERS OF W 5, 


There is Science in the Making 
of Rubber Heels as well as 


in the Making of Shoes 


“U.S.” Spring-Step Rubber Heels are scien- 
tific rubber heels. 


They are made by the oldest and largest 
rubber organization in the world. 


A company that grows more of its own 
rubber than any other manufacturer in 
the country. 


A company that knows rubber. That 
has technical laboratories where every phase 
of the rubber problem for every practical 
use is worked out in the light of scientific 
knowledge. 

+ * * 
“U.S.” Spring-Step Heels are everything 
that quality rubber heels should be. 


Test them in any way you like. Appear- 
ance. Wear. Comfort on the foot. 


Small wonder that more and more shoe 
manufacturers—shoe dealers—shoe wear- 
ers are expressing a preference for the rubber 
heel with the “U. S.” trade-mark on it. 





SPRinG-sTEP 


Rubber Heels 


United States Rubber Company 


ROYAL 


CORD TIRES 


Transplantine young rub- 
ber trees on United States 
Rubber Company planta- 
tions. 
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KEEPING FAITH 
“Sal? 


There is no secret of the fact that during 
recent months we have been unable to ac- 
cept all the business offered us. 


However, production problems have been 
and are improving. In fact, so favorably 
are they shaping themselves in this plant 
in particular that we anticipate being able 
to meet every requirement of all Krippen- 
dorf-Dittmann customers. 


Consequently, we are in a position to as- 
sure reasonably satisfactory deliveries on 
spring merchandise, and maintain, as al- 
ways, the KD standard of quality. 


Our representatives are now in their re- 
spective territories. 


We are confident the new styles for spring 
which they are exhibiting, will receive your 
enthusiastic approval. 


THE KRIPPENDORF-DITTMANN COMPANY 
CINCINNATI 
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INFANT'S AND CHILDREN’S 
FOOTWEAR 


HOLIDAY TRADE 


No. B 2167 
Patent Vampyand Fox, 
White Kid Top, Fisheye 


No. 
x Pearl putea ond Tassel, 
Also furnished Black, 


Blmas8 
id Moccasin 
tg, Pinko Blue Ribbon 
ri an aa Tan, Gray; ex Red Tops. 


$7.50 per dozen + 


Write for Catalog showing Turn Shoes. In Stock 


in 
Tan; Gray or Red. Sizes, 
0 to 4. 
7.50 per dozen 


Trimmin, 
* $9. 00 a Dozen Pairs 


J -J - Mac MASTER 
ROCHESTER .N-Y. 
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PLUS ORDERS MAKE 
LARGEST PROFITS 





7 J MacMaster | 


SOFT SOLES FOR THE 





tte the plus orders that 
make the big profits. 
Dept. 5 insures plus 
orders. 


Our most progressive, 
most prosperous, cus- 
tomers use Dept. 5 fre- 
quently. They admit it 
is the greatest aid to in- 
creasing sales. 


Thirty-one attractive 
models—Men’s and Wo- 





at 











men’s—carried in allsizes 
and widths ready for im- 
mediate shipment. 


All styles listed and illus- 
trated in Stock Book No. 
31-B. If you have it, use 
it; if you lack it, write 
for it. 


THE STETSON SHOE 
- COMPANY, Inc. 
So. Weymouth 90, Mass. 
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“whe FLORSHEIM SHOE 





COMBINATION No. 14—In Stock 
Style S-58 + $6.60 


Black Kid Bal, full ball, narrow instep and heel, 10-iron sole, 

half rubber heel. Width AA, sizes 8-12; A, 7-12; B, C, D, 5-12 

Less Than Three Pairs of a Style From Stock, 20c Per Pair Extra. Stock Goods Net 
For the man with the narrow heel and low instep Florsheim Combina- 
tion Last shoes give that snug fit not obtainable in ordinary shoes. One 
of a wide variety of special styles designed to meet the individual needs 
of different types of feet. Twenty styles in stock for immediate shipment 


THE FLORSHEIM SHOE COMPANY 
Manufacturers « Chicago 


FOR THE MAN WHO CARES 


VevyVryY 





MUNN ee ee ee ee 
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The ‘Famous 


Shoe for. fs 


The Same Old Time Value, Dressed in Smartest Styles 
Weber Shoes are first of all, Satisfying Values. 


That part of them never varies. 
Styles always those of the moment. 


$5 to $8 at Retail 


aati Weber Bros. Shoe Co. 


yg ge North Adams, Mass. 

ox T 

MALE Wine YOR GALE New York Office: 1328 Broadway, Marbridge Bidg., H. Harris, Rep. 
EDGE 

















cms (())\ () = 


Size in on “Ford’s” Smart Stock Shoes 


Black Calf Patent Brown Russia 


No. B-498—Black Calfskin Two Strap No. B-494—Patent Leather Two-Stra No. ye Ri 
er Welt, 244 Last, 12-8 Walking Pump, Welt, a 14-8 Cuban H Heel. eed oe les. 9-8 Milnes Hea ond 
ubber Top Li 


$4.85 “$5.00 


c= rem], P, FORD & COMPANY [== 


INCORPORATED tn 
ROCHESTER, N. Y. SEND 
NEW YORK OFFICE: 127 DUANE STREET arias wall 
































ee = 
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Skinner's 
Shoe Satin 


: Newest styles in women’s footwear show 
| satin the leading material in evening slippers 
and all turn shoes. 





Skinner’s Shoe Satin is the result of special 
study we have given footwear needs. It is 
( made extra strong, to withstand wear. Im- 
l mediate deliveries on all grades. 


*‘Look for the Name in the: Selvage’’ 








™) 
“ie 


WILLIAM SKINNER & SONS Established 18486 


NEW YORK, CHIGAGO, BOSTON, PHILADELPHIA, MILLS — HOLYOKE, MASS. 
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Here's a Fair— 


and 


—Square Deal 


Old-time shoe dealers used to spend idle moments prying into their competitors’ 
affairs—wondering how they could get the “‘other fellows’ ” trade. 

Today the wiseacres forget the other fellow—save to wish him well—and attend to 
their own knitting. 

That keeps them busy. 

Any shoe man who is exactly satisfied with his stock—his store—his turnover—is a 
lucky person. ; 

It isn’t just luck because several hundred brainy shoe merchants have found a new 
and better way to Sales and Success by the route of MENIAHN’S ARCH-AID 
SHOE and MENIHAN’S ARCH-AID SHOE SALES PROPOSITION. 

This double-barrelled idea—a wonderful shoe backed by an equally wonderful selling 
plan—is just naturally appealing to good merchants everywhere. 

MENIHAN’S ARCH-AID Selling Proposition presents a fair—and square—deal. 
It’s not one sided, or simply in our favor, but a real 50-50 plan, by which you are 
enabled to actually merchandise more specialty shoes—MENIHAN’S ARCH-AID 


SHOES—at a better profit, with a quicker turnover, with more satisfaction to you 
and your customers, than ever before. 


WRITE ; 

and get first-hand information as to the Shoes (MENIHAN’S ARCH-AID SHOES 
are Carried in Stock), as to the Plan—and Samples if you desire. 

We’ll take our chances on your decision. 

That’s where we are safe! 

Step aboard. 

















MANUFACTURERS & DISTRIBUTORS 


Rochester WIC 
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THREE BOUQUETS 
__. FROM RETAILERS 


“We are pleased to report that the sample pairs of Arm- 
strong Heels have been given thorough tests, not only on the 
shoes of the writer, but on those of several members of our 
firm and salesforce. 

“In every instance Armstrong Heels have given remark- 
able wear, much greater than we expirienced with any other 
make. In addition, they have not caused the trouble we found 
with other heels of slipping on wet or smooth surfaces.” 

Wetherby-Kayser Shoe Co., 
Los Angeles, Calif. 








“Have worn Armstrong Heels for some time now. I find 
them better than any other make of rubber heels that I have 
ever worn. They show very little signs of wear, and they 
seem to save shoe leather. You can rest assured that from 
now on I will specify Armstrong Heels.” 

Hugh J. Crossland, 


New Kensington, Pa. 


“IT have been trying out Armstrong Rubber Heels, and 
find that they do not slip on wet sidewalks. I am going to 
have them put on some of our new shoes as soon as possible.” 

F. A. Brennan, 
George E. Strong Co., 
New London, Conn. 


SN’T it because Armstrong Circle A Heels, being 
made of the very highest quality of raw materials, 
possess certain special advantages in wear, resiliency, 
and non-slipperiness not equaled by any other heel, that 
hundreds of letters, like the above, have been sent in 
unsolicited by enthusiastic shoe retailers? 
State your size and color and a sample pair will be 
sent to you. 


ARMSTRONG CORK COMPANY 
Shoe Products Division 
Lancaster, Pa. 


“Armstrong 
(anes Heels 
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While They Last! 








McKAY 


Gun Metal Pony Lace—Wide Toe 


SECOND QUALITY 
5-8 8%-ll 114-2 


1.30 $1.50 


Order Now 


STITCHDOWN 
Men’s Rubber Heel Romeos 


31 Black Kid Romeo, Double Sole................... 2.10 


Hagerstown Shoe & Legging Co., Inc. 
HAGERSTOWN, MARYLAND, U. S. A. 














TIPS:— Guaranteed Not to Come Off 


CONSUMERS APPRECIATE THIS FEATURE OF 


“HUBTIP” “NO-METAL-TIP” SHOE LACES 


Made of First Quality, Fast Color Braid from Tip-to-Tip 
Cannot PULL OFF, FRAY OUT or CATCH IN HOSIERY 
DISPLAY A CABINET OF “HUBTIPS” 


Easily and Conveniently handled. Packed in Single Pair Cartons, 72 Pair in Cabinet » 


TODAY’S PRICE LIST 


27 in. per gro. Laces, $2.00 36 in. per gro. Laces, $2.50 45 in. per gro. Laces, $2.90 63 in. per gro. Laces, $3.70 
30 in. per gro. Laces, 2.20 40 in. per gro. Laces, 2.70 54in. per gro. Laces, 3.30 72 in. per gro. Laces, 4.10 


EITHER BLACK, BROWN OR RUSSET *.. ASSORTED CABINETS SUPPLIED 
YOUR FINDINGS JOBBER CAN SUPPLY YOU 


MANUFACTURERS 


FRANK W. WHITCHER CO. _ Boston and Chicago, U. S. A. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
































December 9, 1922 


BOOT AND SHOE RECORDER 


—_ wv 1TH 


KE sas tenements 


HE student of our early American history is 

familiar with the story of Pocahontas, the beauti- 

ful Indian maid who lives in our history, poetry, 
and prose by saving the life of Captain John Smith, the 
early Virginia Governor. It has fallen to the pic- 
turesque. mountain town in Virginia to be named after 
this Indian beauty. 


HIRTY-FIVE years ago Mr. L. Magrill, pro- 
LT rrietor of Magrill’s Quality Shop of Pocahontas, 

came to America from Moscow—-an artisan in his 
trade as a fine tailor. Twenty years later he came to 
Pocahontas from New York and opened a tailor shop. 
In the ten years that followed he made by hand suits 
for many of the most prominent men in the country 
who came to this coal field to speculate and develop 
the “black rocks” that iay hidden in the mountains. 


IRED with a determination to succeed, Mr. Ma- 

grill walked over rough mountain trails from one 

place of coal operation to another, taking orders 
for hand-tailored suits that to this day are still talked 
of as the work of a master workman. 


UT with the development of the rich coal fields 
from little hole-like mines to great modern under- 
ground workings, came the opportunity through 

discarding his trade to make big money in the retail 
game. Mr. Magrill’s first stock was only $2,500, but 
it was $2,500 worth of nationally advertised mer- 
chandise such as Kuppenheimer Clothes, Stetson and 
Mallory hats, Crosset Shoes and Manhattan shirts. 


FINE trade resulted from mine operators and 

men Who bought the best in spite of those who 

always give the man of wide vision “six months 
to last.” Mr. Magrill carried from his tailor-shop days 
the desire to give the best at a close margin of profit 
and today Magrill’s Quality Shop is known throughout 
the Pocahontas coal fields as one of the few places 
where the best in men’s and women’s shoes, clothing, 
and furnishings can-be bought. 


R. M. MAGRILL, the junior member of the 

firm and manager, through his shrewd buying 

and managing has helped in a big way to build 
up the fine business enjoyed. 


N auto accident six weeks ago in which the senior 

Magrill was injured has incapacitated him for 

six months. This has caused the detraction of 
both of the Magrills from their business, so— 


ELLY SERVICE was called upon to take charge 
kK of business. Both the Magrills report the fol- 
‘lowing results—the firm has been boosted ahead 
four months in volume of business in dollars and cents, 
and every obligation against the store has been cleaned 


up. 


internationally known service did in their store 

and they will tell you in an unbiased manner 
the value they place in the new customers that have 
beer. served during their recent campaign. 


IM internatio will be glad to tell you what this 


DVICE from you as to the size and nature of 
A your stock will bring full details of Kelly Service 
as it will operate in your store. No obligations. 





®@ 





TK MINNEAPOLIS-MINNESOTA 


-S.A. 


re U 
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H & E Quick Selling Turns 


—IN STOCK— 


“EVERY SHOE A BUSINESS BUILDER” 


rat A sf 


meme mm em cm 





No. 160 No. 162 No. 161 No. 159 
No. Sp —Sied, Sete Edna, No. 162—Black Satin Rita No. 161—Black Patent Chrome Ne 3g0—Beogn Sa Satin Vamp 
Small Tenges Colonial, Suede i #5", 15-8 Louis Heel. A, Edna, Small Tongue Colonial, Colonial, Brown Brocaded 
Tongue, in Inlay. 168 2-8; C, 24-8. Price, Black Suede Tongue, Black and Heel. Brown Kid 
Spanish . AS Patent Inlay. A-C. Price, Brocaded Inlay. A, 
ptdhneoeteghdasedte $5.35 Deliveries, Dec. 15th 35 3-8; B. 244-8; C. 24-8. Price. 
At once delivery At once delivery $5.75 
At once , BR 
No. 157—Patent Chrome row} No. 158—Black Satin Milo Co- 
Gore F Black Ti ’ 


At once delivery . At once delivery 
Cuts of these shoes for newspaper use will be supplied at a nominal price. 


H&ESTYLES ASSURE QUICK TURNOVERS 
SATISFIED CUSTOMERS FOLLOW SALES 


Hopkins & Ellis turns of quality in addition to an up-to-the-minute 
style appeal, possess superior workmanship that makes them ideal 
business builders for dealers who seek to give their customers real style 
and quality at prices that make friends. 





WESTERN STOCK DEPARTMENT, W. J. CULLY, Mgr., 
316 PAXTON BLOCK, OMAHA, NEB. 
CAN SUPPLY THE FOLLOWING NUMBERS AS WANTED: 
157—158—159—160—161—162 
THIS DEPARTMENT WAS ESTABLISHED FOR THE 
BENEFIT OF OUR WESTERN TRADE. MAKE USE OF IT. 
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Send for Stock Style Catalogue 


HOPKINS & ELLIS 


FACTORY 
HAVERHILL, MASS. 
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The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Since the introduction of Ohio Kaffor Kid . its 
success has exceeded our fondest expectations. 


Coming at a ttme when innovations are the order of the 
product leather manufacture met 
and approval of the leading shoe manufac- 


turers of the world. —> -> -» —> > > > 
Ohio Kaffor Kid is superior to any other dress shoe leath- 
er manufactured for appearance,comfort and wear. —~ 


Made and Morro Brown-guaranteced a straight 
alte wat tele free from pigments. > ~~ 
Originated and manufactured exclusively by’ 
The Ohio Leather Co. 
Girard,Ohio 











General Offices 


The Ohio pather 
Girard, Ohi 


Boston 


Ohio Leather (prporation 
33 South St. 


325 Arch St. 


St.Louis 


Arthur $. Patton Lather @. 
1602 {ocust St. 


New York. 
Oscar tereratane 
29 Spruce St. 
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$3.75 


B778—Black Satin Colonial Strap, leather 
lined, 16-8 full Louis heel, genuine turn. 
Widths, Ato D. Code, “Iris”’....................$3.75 
B887—Same as above except 14-8 full breasted 
Spanish heel. Widths, 43° D. Code, “Class.” 





BOOT AND 


$3.00 


B770—Black Satin One-Strap, side lace and 


ornament, imitation turn, 14-8 Jr. Louis heel, 
.. $3.00 


Widths, Bto D. Code, ‘ ‘Vesta’ 


B771—Same as above except 12- 8 Cuban heel. 
$3.00 


OO pe SESS EIS 
B772—-Same ennigt with 16-8 Half Louis Heel. 
$3.00 


SHOE RECORDER 


ata." 





$3.15 


B840—Black Satin Colonial Brocaded Quarter, 
imitation turn, 14-8 eee heel. Widths, 
B to D. Code, “Avie... 2. oe ccccscsecessseeeee BoD 
B848—Same as above except Genuine Turn. 
Widths, A to D. Code, “Bunny”. $3.85 





Satins Will Be Good All Winter 











$3.75 


B782—Black Satin Turn One-Strap, 16-8 full 
breasted Louis heel, genuine steel beaded vamp 
and strap. Widths, Ato D. Code, “Becky.” 


B769—Same as above except igltatice pera 
14-8 half Louis heel. Widths, B to D. Bead- 
ing on vamp only. Code, “ ‘Ivy” win sube $2.85 


In Stock 


turn. Widths, 


Code, * 





$2.85 


B802—Black Satin One-Strap, 14-8 Jr. Louis 
heel, brocaded rn leather lined, imitation 
$2.85 


*“Size-in’’ Now 


You don’t have to worry 
about your satins, say the 
sharpshooters, for they will 


be good all Winter. 


The continuation of the 
Galosh and Overshoe fad 
makes their prediction a 
certainty. 














$3.00 


B865—Black Satin Colonial Strap, imitation 
turn, 14-8 ae heel, Widths, B to D. 
Code, “Rae’ $3. 

B857—Same as above except 16-8 half Louis 
heel. Width, C. Code, “Minerva”’........ $3.00 


In Style 


$2.85 | 


B750—Black Satin Two-Strar, imitation ome 
leather lined, 14-8 Louis heel. Widths, B 32 e 


Same as above except Genuine Turn, Code, “Esther”... 


B777. 
16-8 full beamed Louis heel. — A to D. 
Sarah”... . Pe * 


Hesiiiliaas Shoe Co., Haverhill, Mass. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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High Gear—Low Speed 


What's wrong here? Good car, plenty of gas, high gear but only low speed. The going 
would be swift and easy if it were impossible to skid, but— 


Isn't that sometimes the trouble. with a shoe business that ought to be successful? 


Easy riding and swift progress to success do not always depend on the finest equipment, 
the cleverest salesmen, or a cash tank of large capacity. 


A shoe merchant’s success depends largely on how well he knows the demands of his cus- 
tomers, and how closely he comes to giving the majority what they want. 


Millions of men, women and children demand Educator Shoes, because they give perfect 
comfort and greatest all around satisfaction. Fifteen thousand retailers are today profit- 
ing by the Educator grip on the American buying public. 


If you would choose a sure road to success—pave the way with Educator stocks. 


RICE & HUTCHINS 


INCORPORATED 
BOSTON U.S. A. 



































The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements, 
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The Shoe Store Doesn’t Serve Enough 


There Is More to Profit Making Than 
‘Single Sales” of Shoes 


every other merchandising shop taking in, at full 

cash register speed, money that comes through 
holiday spending. In general, the shoe store does not 
fit very strongly in the money-making season of De- 
cember. If you in your store and in your community 
have experienced that lull that comes ten days be- 
fore Christmas, you are suffering from a habit cul- 
tivated by the shoe man of letting the customer take 
it for granted that the shoe store serves in shoes alone. 
The customer puts off shoe-buying knowing the clear- 
ances and cut-prices will follow in January. 

Why is it that the shoe store to be attractive has 
got to forget the merchandising values of an open dis- 
play of everything from slippers and buckles through 
to dressings and shine kits? Why tuck every little 
sales article under glass? 

Why is it that the drug store stands out as a con- 
spicuous selling depot for all sorts of Christmas sup- 
plies? Has the shoe trade taken the dignity of glass 
tops too seriously? What is there in error about mak- 
ing a profit? If the profit is small on shoes alone, what 
about the extra profit on the accessories and utilities 
of footwear? 

The Recorder has had so many letters from mer- 
chants complaining about the competition of other 
stores on commodities ranging from bathing shoes to 
perfumed shoe polishes, that we just re-emphasize the 
subject a few days before Christmas, in the hopes 
that more merchants will get a thought on making 
the profit wherever it can be made. 

Shoe stores of this country have only scratched the 
resources of their location and importance to the 
public in footwear. First the shoe store has got to re- 
discover the profit in articles other than shoes, ranging 
from foot supplies to hosiery. Second, actual shoes 


[: IS a bitter lesson to a shoeman to see practically 


for utility are a small portion of the business to be done 
in shoe stores if the merchant hopes to continue suc- 
cessful. 

One of the shoe departments in New York City sells 
$65,000 worth of boudoir slippers, felts and mules in a 
year, with comparatively little effort. In the same de- 
partment, evening slippers show a tremendous volume 
of sales because effort is placed upon “selling that 
extra pair.” 

Many a merchant with a small capital will say that 
all of the above suggestions are well enough for him 
who hath money, but the truth of the matter is that a 
turnover on shoes alone is smaller in dollars and cents 
than on the wide range of shoe store “salables,”’ plus 
shoes. 

Manufacturers of shoes themselves who might be 
selfish in wanting the store to concentrate its efforts 
on the sale of shoes of leather, see a broad-minded path 
of progress in having more customers buy more ar- 
ticles in shoe stores because the merchant by his profit 
becomes a safer customer and the manufacturer ac- 
tually sells more shoes in that store by the increased 
number of customers per day who enter its doors. 

But for the novelty departments in department 
stores, the standard dress goods section would show a 
loss to the store; but for the articles placed upon 
counters in drug stores, the prescription department 
would show a loss. Every little dollar taken in makes 
its little profit. The shoe merchant should learn the 
lesson of the holiday season—more sales per person. 


Don’t Let Novelties Accumulate 


HE women’s end of the shoe industry has al- 
ways been a fickle one, so much so that many 
retail merchants prefer not to sell women’s shoes. 











54 


The economic waste in the women’s shoe game is 


great. 

Of course, one might say that the retail mer- 
chant should secure a sufficient profit margin on his 
women’s styles to cover any loss which might come to 
him, due to changing styles, and consequent merchan- 
dise depreciation. But there is a limit to this—the 
point where the people cannot afford to and won’t 
stand the strain. There is a tendency all over the 
country to merchandise women’s shoes in lower 
grades. 

Those who have changed their merchandise 
policy into medium priced lines have found their vol- 
wme increasing, their turnover vastly improved, and a 
larger profit at the end of the season. When prosperity 
lifts its head in your community the swing is usually 
upward—so watch carefully the money barometer, for 
it means quality and styleful footwear. 

On the manufacturers’ side of the question: Com- 
petition forces the shoe manufacturer constantly to 
develop new styles. His experience in the past three 
years with merchandise depreciation, and unsalable lines, 
however, has impelled him to operate on a new basis. 
It might be called “playing safe.” He plans to de- 
velop a new style, push it hard for ninety days, and 
get out just as quickly as he can. This process is 
similar to that of the stock market pool which plans to 
get out of certain stocks while the unsuspecting lambs 
are getting in. Of course, the manufacturer finds him- 
self with some lagging merchandise when playing this 
game, but his means of disposal are vastly more 
numerous and superior to those of the merchant. 
The sound manufacturer warns his customers of any 
extreme break in the style game which might affect the 
merchant. The style situation right now is plainly 
a stalemate. The retailer is loaded with styles which 
the public apparently is not buying freely. The manu- 
facturer is beginning to feel the lack of orders from his 
customers, and, all in all, it is an unhealthy condition. 
One brisk month of selling may change it—but the 
present outlook is as stated. What should Mr. Mer- 
chant do to protect himself and come out of the jam 
with a whole skin? The answer is the usual one:— 
sell safe numbers, if possible, then sell them some 
more. 

If they do not move at six, sell them at five; if they do 
not sell at five, move them at four. The path of safety 
never is very profitable—but it is safe. The truth of 
the entire matter is the customer is the ring-master 
of the style circus. If the retail merchant could keep 


BOOT AND SHOE RECORDER 


December 9, 1922 


pace with the development of styles by the manufac- 
turer—if he could sell out his stock just as quickly—if 
there were co-ordination of operations between the 
manufacturer and the retail merchant, then the present 
situation would not have developed so acutely. Again 
we say, the answer is, Do not allow your stock of 
novelties to accumulate. 





What Is Your Guess? 


HE general manager of a chain of shoe stores re- 

cently called a conference of store managers 
representing nine large cities in the Middle West. 
During the conference several matters relative to future 
buying were discussed. Among other questions was 
the prominence of various materials for early spring 
selling. 

The question was put in about this way: Suppose 
you had no shoes on hand and were going to buy an en- 
tirely new stock to be opened up February first, what 
proportions or percentages of various materials would 
you wish that ideal stock to contain? 

Each manager wrote his answer on a slip of paper 
after which all answers were tabulated with the fol- 
lowing result: 


ie. cus i assasiaiamedalacnaicual 18% 
RI NOUR, jsivsn cediicnisenibtns, 4.5 
| SR et eee 16. 
kt RS eee eee 14.3 
Tan Calf. . onitiiadatee taeda ae 
Ooze (all eclens).:. S Aree | 
Satin (all or CeONy Fae 


waar 


No attempt was.made to classify the various styles 
that should be purchased in each of the materials, al- 
though patterns and lasts were discussed at great 
length. 

How does this lineup look to you? Take your pencil 
and figure it out. 

The widest variation among these managers’ figures 
was on Tan Calf. Several of them were of the opinion 
that tan calf would be a big bet through the spring 
season while others were of the opinion that last year’s 
experience would be repeated; and while tan calf 
would be good during the first two months of the year 
its popularity would wane with the approach of warmer 
weather. 
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Boot and Shoe Recorder CREED 


Getting More Shoes Sold Right: not only ‘‘more™ but “right ;” 
the right wearer, in the right fitting, for the right price, at the right profit. 


sold for the right purpose, to 
This is the great 


problem of the retail shoe merchants. The chief purpose of the Boot and Shoe Recorder is 
to help solve it; for this is the basic problem upon which depends the \progress of the 
entire allied industries relating to shoes and leather; their production and distribution. 
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Selling the Extra Pair By Suggestion...... 56 


Four pages of practical ideas on how to sell 
your customers something more than just the 
one pair they feel they need at the moment 


Chain Stores As An Investment. . .. 0 


A critical a of the chain ume é as oper- 
ated in this country by a man who knows 
what he is saathing beat. What of their future? 


Here’s the Shoe Mecca of the U. S...... 61 
Just a few hints of what you can gain in the 
way way of knowledge and experience by attending 

S. R. A. convention at Chicago 

House-to-House Canvassers a Menace to 

the Hosiery Industry. ...................:0000+ 63 


It’s up to the retail merchants of the country to 
le from buying merchandise 

from evry gr, woman, bo man who, 
Srtaltycanftled for the job and lured by tales of 

big pref, , wants to peddle hosiery from door to 


From One Room to Three Stores. . . 69 


The remarkable story of progress echieed ty 
the Stone Shoe Gompany of Cleveland, O. 


Ideas on the Selling of —, Rubber 
Boots and Overshoes. . ie . 91 


News of the Leather Market............... 93 
What the Shoe Travelers Are Doing. ..... 95 
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Do You Read And If So What? 


There are two classes of business men—those who 
think for themselves and those who let their com- 
petitors think for them. 

In these days, when the grinding wheels of com- 
petition are working overtime, it’s a safe bet that 
the man who does his own thinking—who knows 
how to create—who is not afraid to take the initia- 
tive—is the one who is going to survive and WIN. 

Knowledge is the principal factor which makes 
men creators. And knowledge can be acquired in 
several ways. 

The retail shoe merchant who reads and studies 
the Boot and Shoe Recorder every week has a big 
advantage over his non-reading competitor. He is 
acquiring real, constructive knowledge all the time. 
He is learning what. to do and how to do it. He is 
well on his way to the top of the heap. 
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Recorder Ad-Visor Service 
Sell the “Extra Pair” by Suggestion 


Pick a style a day—concentrate on it as part of the day’s extra selling. 
Plan newspaper advertising to attract the type of buyer who will be most 


likely to purchase and assemble all talking points on that style. 


to show it and talk it. 





Be ready 


Vn. 
+ 














Sportsman 


Each new season brings its thrills. 
Talk equipment and he’s interested. 


Weel Durability Fit 


Warmth 
Efficiency Manufacture 








Smart Dresser 


The merchant who has his patronage 
is the one who sets the style. Always 
on the lookout for the latest. Appeal: 
Authentic Last 

Service 


Finish 
Reputation 


Workman ' 


Wears old shoes-on the job. Wrong 
idea, but up with it. Has money 
and will i fsten to sensible argument. 


Healt 

































































Ves Name Here 


Address 























“I take the Tan 


Ones, Goo,’ 
Saves lime ano Expense 


+2. 
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Your Name HERE 
Town - + Street 



































Tot Your Shoes 
' Dry Out Slowly! 
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Your NAME HERE 
ADDREW 
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If you’re an outdoor enthusiast SEE OUR 
DISPLAY OF SPORTSMAN’S FOOT- 
WEAR 
All the niceties of manufacture that mean 
so much to you when engaged in playing 
or tramping—when a boot is put to the 
test of weather and endurance—are in 
them. 
Full bellows tongues to keep out gravel or 
snow. Perfect last measurements to pre- 
ves 8 friction—no callouses result. Double 
Waterproofed soles and up- 
vchinfich tops and low tops. 


We've checked up, here at the store, to 
whether TWO PAIRS OF SHOES AT A A 
TIME is a fad or not. 

It’s a fact, it’s on the increase. Our cus- 
tomers know they save money by doing it. 
The custom made model in b an calf with 
new broad toe and heavy stitching is just 
heavy enough for stormy weather. It’s 
made of selected material, lasted on the 
latest style lines. 

Take a tan one too, see how firm and wea- 
ther proof they'll stay. You'll never get 
tired of wearing the same old shoes either. 


You can’t abuse your tools and do good 
ae dane 

ae Se vers We ee your shoes 
either. Two pairs of these tough, ea 
built work boots will see you through th 
winter without any more expense. 
The soles are tanned to resist moisture— 


by proper tanning. 
But you know how snow penetrates and 
rots even the best leather—many shoes 


crack while there’s of wear still 
in them. Wont tno panaheseaitery. 
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Your advertising must be a plain exposition of facts to stimulate not 
merely a desire for shoes to replace those worn out, but to make the reader 
want the enjoyment of having a few choice pairs of shoes as well as several 


hats or waists. A hat or waist never has 
for favor. Decide on appeal that will i 


selling talk. 





to depend upon its utility alone 
nterest customer and build the 








Outdoor Girl 

The virile type. Given to hobbies and 
has a good idea as to how best to en- 
joy them. Demands right togs. Ap- 


A aptability Authority 
Comfort Ability Grace 








Business Girl 


A ee Level-headed, g~ still 
gui y feminine instinct. Appeal: 
Fit Popularity 
Style Newness 

Price 








Smart Dresser 


You'll know her by her striking dress. 
Capers means much to her. Ap- 


Poxury 


Exclusive 


Protection 
from commoa 
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Dont Miss 

4 +» Any Good 
‘limes This Vinter 
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ress 


Your Name HERE 











Change to these 


after Business hours . 







































































Your N ame 
Address 
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Scrrr-r-i-s-h—a_ shout—and off again’ 
across the pond. All the cosmetics in the 
world cannot equal those ruddy cheeks 
Nature so bountifully gives the girl who 
skates—or skis or tramps through the 
wood. .. 
You can’t consider your wardrolie com+ 


plete without a pair of skate and a, 
ir of boots for tramping and skjing. ||, 
Don't wait until it’s too late. ready 


now for those exciting days when you! 
know you'll need the right shoes, Come, 
in and let us help you make a satisfactory 
selection. 


Feel tired every afternoon? Then change 
into these smart strap pumps when you 
home every evening. 

eel right height for smartness. Com- 
bination of brown ooze with tan calf 
trimmings is a winning one. 
It nem es just the change your feet need 
to keep you at top-notch efficiency. 
Have you ever thought of it in that way? 
Sovak pairs of shoes worn alternately 
give you more style, more comfort, more 
energy they wear longer. 


For special occasions. For the times when 
you wish to appear at your best—wear 
SATIN SLIPPERS. 
There’s no substitute for their richness. 
It is true that some time or other one is 
sure to regret NOT having a pair, so why 
don’t you come in to be fitted now? 
Our display of luxurious satin slippers is 
one that will give the woman of taste the 
—_ which comes with seeing beautiful 
ngs. 
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HE few things men- 
tioned here will suggest 
many other little points 
of interest in a subject 
that is full of interest 
not only to the salesman 
but to his customers. 

A proper knowledge as 
to the actual usability of 
the shoes one is selling is 
essential in the matter of 
serving your trade well. 

Such knowledge while 
not of vital importance 
as regards each little in- 
stance nevertheless pro- 

vides the bulwark upon which successful selling is be- 

coming more and more dependent. 

Diffidence, doubt, cynicism and many other traits 
present in customers may be overcome and turned to 
interest and desire if a salesman knows something con- 
vincing to say at a critical time. 

Knowledge begets confidence in oneself, and confi- 
dence (not superiority) in oneself is usually the spark 
which ignites a sympathetic vein of confidence in the 
customer. 

And that is what business grows strong on—Con- 
fidence. 


Keep in Touch with Local Spring 
Events 


Before running newspaper ads on sport footwear, be 
sure your men are well posted on the advantages of 
fresh air and out-door exercise during the winter when 
homes are heated. 

A talk with your local doctor on benefits of out-door 
life in preventing disease will provide authentic sales 
material. 

Or procure a book on out-door exercise and out-door 
life from which selling ideas may be gained. Schedules 
of all local athletic events might be posted in the win- 
dows. When the games are played photographs of the 
winners could be displayed along with the scores of 
games as a sport shoe window trim. If you have the 
type of shoe worn by the players on sale, label them, 
“THIS SHOE USED BY WINNING HOCKEY 
TEAM IN LAST SATURDAY’S GAME.” Another 
window card idea, “GET INTO A PAIR OF THESE 
AND TAKE THE HEALTH AND HAPPINESS 
THE GREAT OUT-DOORS OFFERS YOU.” Or, 
“ICE IS GOOD AT SO-AND-SO—BETTER TAKE 
A PAIR OF THESE DOWN AND ENJOY YOUR- 
SELF—KEEP FEET WARM AND DRY,” or 








“SKATES ATTACHED TO SHOES FREE,” as a 
timely bit of service. “TICKETS ON SALE HERE 
FOR SATURDAY’S GAME AT HIGH SCHOOL.” 

All this preparation is essential in selling sport shoes 
as “extra pairs.’"” Remember while your ads on heavy 
winter footwear for tramping and skating boots are 
running, every one who comes into the store must be 
shown a pair of boots in addition to their regular pur- 
chase and the foregoing sales arguments used. Forget 
the boot itself until you’ve won interest in the ad- 
vantages and fun of getting out of doors. A simple de- 
scription of the shoe will suffice once you’ve aroused a 
desire for the shoe. 


The customer should never be “pestered.”’ A very 
few minutes while change is being made, perhaps, is 
sufficient to get them thinking about their health, if 
proper preparations are made in advance to have 
something worthwhile to say. 


Selling Two Pairs to Men 


Classify shoes of different qualifications in “pairs,” 
that is, for every shoe the customer selects have an- 
other to show for the “extra pair’’ sale. 


When the smart dresser makes a selection of business 
shoes its patent leather companion for evening wear 
should be shown and the attributes of fit, quality, 
workmanship and pleasure mentioned. 

First, there is the fact of the time the customer will 
save through immediate purchase of another pair of 
shoes because the question of fit is already settled. 
The similarity in ‘lasts can be mentioned between the 
business and the formal dress shoe. 

The pair you intend to sell your man should be 
placed in his hands without a word while the shoes are 
being laced up. This-will give him time to examine 
them and to know something about them before the 
first pair is sold. 

The window should hold shoes. of similar lasts in 
various styles from smart, youthfl'imodels to more 
conservative ones and ones for formal wear. The win- 
dow card should read something like this: ‘‘Satisfac- 
tion in Footwear Means the Right Shoe at the Right 
Time,” or, “Our Shoes Wear So Long It Pays to Have 
Several Pairs for a Change.” 

The man of careful taste will buy if shown the right 
type of shoes and given reasons why it is to his interest 
to have those shoes in his wardrobe. 

When your advertising advocates the buying of two 
pairs of shoes at a time your windows and your sales- 
men should be ready with reasons. This coordination 
of effort will naturally start customers thinking along 
the right lines—open their minds to suggestion. 





22 


cr + Oo OS @ 4] & 


_ 


i, | 


December 9, 1922 


BOOT AND SHOE RECORDER 


The Recorder Ad- Visor 


Sell The “Extra Pair” by Suggestion 





HEN the advertising is 
supported by the window 
and the window by the 
personal selling, the sell- 
ing chain is completed. 

When a shoe is adver- 
tised, the selling points 
and the selling ideas that 
go to make up the ad 
should be rehearsed by 
those who perform the 
actual selling. 

The shoe advertised 
ought to be the one on 
which the “extra pair” 
selling is done, for more 

than likely the one advertised is selected for the ad 

because of some special feature having to do with the 
weather, a holiday or some other element which makes 
it a timely one to give publicity. 

A selling talk that starts and ends with the cus- 
tomers’ needs is sure to sell. Real information based on 
research should take the place of the words “quality” 
and “service” for those words are poor substitutes for 
ideas that feed customers’ imaginations and lead them 
to feel values. 

Close coordination between advertising and personal 
selling is of prime importance. Little things sell shoes 
—hbits of useful knowledge for use at the psychological 
moment. 











Selling the Business Girl 


Style is the first essential with the young woman in 
business, price follows closely, and style is the very 
thing to talk about in selling the second pair. 

In conjunction with the ads featuring stylish shoes, 
place importance on the absolute need for a change in 
footwear as a means of enjoying style. 

“Seven out of ten women do not really enjoy style,” 
might be used as a card for the window and feature 
low heeled straps on one side with the card saying, 
“Work in These,” under them. 

Under heavy-soled, low-heeled oxfords place a card 
saying, ““Walk in These,” and under the French-heeled 
styles place a card reading, “Play in These.” Another 
card would say, “The Stylish Woman Selects Her 
Shoes for Occasions.” 

The salesman should stress increased enjoyment of 
work and play through right selection of shoes. One 
shoe strengthens one set of muscles, another shoe 
brings unused meuseles into play and relieves any bone 
pressures that might in time cause pain, thus with 
changes of shoes the feet retain their youthful supple- 


ness. The feet never bother which bring into the sell- 
ing argument poise, self-control, charm, style, every- 
thing that interests the eternal feminine. 


Selling the Workman 


Economy is the important sales argument. The 
negative side argument might be used. 

When the advertising features ““Don’ts” the window 
should supplement it and make the connection that 
bridges the gap between advertising and the store. 

Procure an old cracked shoe and display in with a 
card reading: “ONE NIGHT UNDER THE STOVE 
SPOILED THIS SHOE.” “ARE YOU SHORT- 
ENING THE LIFE OF YOUR SHOES BY MAK- 
ING ONE PAIR DO THE WORK OF TWO?” 

The tendency of men to wear their old dress shoes 
on the job is another thing that brings the problem 
of health up as a selling idea. “WET FEET MEAN 
LOST WORK—WEAR THESE AND KEEP DRY 
AND WARM.” The salesman can say no shoe can 
dry out right after being in the wet all day. That is 
one thing to work on in the selling of an extra pair as 
an economy. 

The simpler the argument the more forceful. Sug- 
gestion if founded on fact sells extra pairs. 





Big Shoe Convention to Be Held in 
Montreal 


Footwear Industry Will Get Together January 
15, 16 and 17, Following N.S.R.A. Show in Chicago 


Montreal, Dec. 4—Arrangements are being made for 
a shoe trade convention to be held in Montreal on 
January 15, 16 and 17, 1923. Instead of independent 
annual gatherings as in the past, the associations of 
shoe manufacturers, retailers, wholesalers and travelers 
are participating this year in a joint convention which 
is expected to attract shoe men from all parts of the 
Dominion. 

Each branch of the trade will hold its own business 
sessions, but a joint session to consider problems of the 
trade will be held on the afternoon of January 16, 
which has been designated as “Co-Operation Day.” 
On the evening of the same day there will be a joint 
banquet which will be attended by shoe men and by 
representatives of the allied trades. 

In connection with the convention there will be a 
representative display of manufacturers’ and whole- 
salers’ samples. : 

All the sessions will be held in the New Mount Royal 
Hotel. 
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Chain Stores as Investments 


The Essentials for Success—The Factor of 
Increasing Competition 


By HARRY R. WELLMAN 
Professor of Marketing, Amos Tuck School of Finance, Dartmouth College 


HE chain store idea is not new. In fact it goes 
(ke to 1859 when the Great Atlantic & Pacific 
Tea Co. was formed. This early chain was fol- 
lowed by Woolworth in ’79, Hanan in °85, and the 
Kresge Co. in 1897. Chain stores as we know them 
today, however, started about 1900 with the opening 
of the United Cigar Stores, followed by Penny, Liggett 
and hosts of others. 
The modern chain store came in and was successful 
largely because of poor merchandising by local 
merchants. The early 


For the sake of having the picture clear, let us enu- 
merate the recognized advantages a chain store may 
have: power in establishment; best locations, “‘come to 
stay” at any cost. Low operating costs, rapid turn- 
over, taking trade discounts, do not deliver goods, 
small unit cost in buying, little waste, small stocks, ac- 
curate accounting, credit collections, little advertising. 
Purchases at lowest prices, can afford leaders and has 
distinct price appeal. Standardizes stocks, equipment, 
and selling methods. Combination advertising for all 

stores. Financial strength. 





cigar stores multiplied like 


Builds market for own brands 


the well-known rabbit. Any 
hole in the wall large enough to 
partly conceal a showcase was 
big enough for this type of 
merchandising effort. The 
rapid turnover possibilities of 
these outlets soon attracted 
large amounts of capital— 
some of it furnished by the 
manufacturers themselves, and 
the number of stores rapidly 
increased. 

Naturally enough, the drug 
field was the first to be widely 
exploited. Here musty, time- 
honored methods, stocks as 
ancient as the science of medi- 
cine and windows protectively 


An Authority on Retail 
Merchandising 


Mr. Harry R. Wellman, author of this 
article, is a recognized authority on mer- 
chandising. He has been successively As- 
sistant Secretary of the Boston Chamber of 
Commerce; Assistant to the Chairman, 
Boston Port Directors; Men’s Advertising 
Manager, Wm. Filene’s Sons Co.; and Vice- 
President in Charge of Sales and Advertising 
of the Walter M. Lowney Co. Upon his re- 
turn from the service, Mr. Wellman accept- 
ed the Chair of Marketing in the Amos 
Tuck School of Finance at Dartmouth Col- 
lege. Mr. Wellman continues his business 
interests, being Merchandise Consultant 
for many well known manufacturers. 

This article on chain stores is reprinted 
with permission from Barron’s, the weekly 
financial publication edited by C. W. Barron 


and can move slow stock to 
different locality. 

Without going into this list 
in too much detail, we may 
accept the fact that the only 
real advantage the chain store 
has that cannot readily be se- 
cured by the local store, is 
quantity buying with a re- 
sultant lower price. However, 
buying associations among the 
small retailers are beginning 
to be effective in neutralizing 
even this advantage. 


Too Much Competition 


The chain store then suc- 
ceeds because of location, meth- 


colored by layers of dirt, of- 
fered the widest possible op- 


of New York. 





od and physical arrangement 
that attempts to bring about 








portunity for modern methods 

of merchandising. So the new type of chain store came 
in and with new methods—plus a broom—made an im- 
mediate dent in the merchandising of the country. 
There is not an appreciable difference between an or- 
dinary store well run and a chain store. Both outfits 
try to have the merchandise when it is wanted, where 
it is wanted, in the right amount and at the price the 
public is willing to pay. By working out a careful 
method of merchandising, by selecting the right loca- 
tion and by paying attention to the physical layout of 
the store, the chain store usually comes nearer to 
meeting these ideals. The nearer it comes, the more 
profit, as it means less investment, greater turnover, 
lower general expense and a definite, figurable, low 
overhead. 


almost perfect co-ordination 
between the buyer and the seller. Merchandising units 
of this type would, at first thought, seem to be nearly 
ideal and to occupy an almost impregnable position in 
the selling field. That was the case through the year 
1915. Shortly after this date, however, the inevitable 
happened; there were too many chain stores, using the 
same methods and competing along the same lines. 
“Greek had met Greek” and, in accordance with the 
usual custom, they avoid the tug-of-war and start a 
fruit store! 

The first outward evidence of this condition came 
with the beginning of consolidation of chains. This 
movement was well under way when the war came on, 
and with it nearly enough business to again operate the 

(Continued on page 64) 
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Here’s the Shoe Mecca of the U.S. 


N.S. R.A. the Great Magnet That Will Attract Merchants 
to Chicago in January 


they pray—when they want helpandinspiration. 

For the shoe merchants of America (and that 

includes Canada, Mexico and Cuba, as well as the 

United States) who want help and inspiration to face 

their business problems, Chicago will be the Mecca to 

which they will turn and to which they will journey the 
week of January 8, 1923. 


"Tite Moslems turn their faces toward Mecca when 


Visiting a Market Place as Well as a Convention 


The great Coliseum will be the temple and in it will 
be the shrine. From this shrine will flow the knowledge, 
the enthusiasm, zeal, earnestness and inspiration that 
will smooth the pathway of business progress during 
the forthcoming year. 

However great and helpful may be the lessons 
learned at this great shrine; however valuable may be 
the merchandising suggestions, the style ideas and 
price information, the Coliseum is only a very small 
spot on the map of Chicago. Do not forget other parts 
of the city in your quest for knowledge and ideas that 
can be converted into cash assets. 


The City of Achievement 


From a settlement in a_ wilderness to the world’s 
fourth city in a century—this is the history of Chicago 
in a sentence. Situated in the very heart of the world’s 
most fertile and prosperous valley, at the natural cross- 
roads between the industrial East and the agricultural 
West, the ore-producing Northand the cotton-producing 
South, possessing the cheapest water transportation on 
earth and the finest railway facilities in the world, it 
was inevitable that Chicago should grow and it is 
equally inevitable that it will continue to grow. 


Natural advantages and geographical location would 
have counted for naught without a progressive spirit 
and a whole-hearted determination on the part of 
Chicago’s leading citizens. It is the “I Will” spirit, 
bred and born into the natives of the city and incul- 
cated into the newcomers, that has made possible the 
rapid strides in industry, in education, in science and 
art and in other various activities of the city. 

It is largely through organized effort that these great 
things have been accomplished for the great Middle 
West metropolis. Largely through the spirit of organ- 
ized effort you are coming to Chicago, to the greatest 
of all trade conventions, January 8 to 11, 1923. In the 
city of Chicago outside the Coliseum you can profit 
beyond expectation. 


The Great Central Market 


Chicago is a world market. In its marts of trade you 
can find almost anything you wish to buy. The normal 
output of its manufacturing zone is $6,500,000,000. 

It is the greatest distributing center of the United 
States. Its whole trade is estimated at around 
$6,000,000,000 a year. 

Shoes and leather make up a goodly portion of this 
vast amount of business. Twenty busy shoe factories 
and over 50 wholesale houses, tanners, leather houses, 
constitute the city’s activities in the leather and shoe 
industry. 

Quality .Shoes A Feature 

The shoe manufacturers of Chicago have always 
bended their efforts toward the production of dependable, 
high-class footwear. Through adherence to this prin- 
ciple they have achieved a distribution that includes 
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practically every city, town and hamlet in this country 
and not a small distribution beyond the borders of the 
U.S. A. 

Chicago-made men’s shoes have pioneered the way 
for the other lines and have established a reputation for 
quality that made the going easier for the manufactur- 
ers of women’s shoes and children’s shoes. 


Chicago Factories Busy 


While factories in other sections of the country have 
been shut down or limping slowly along, Chicago fac- 
tories have continued on an active production basis. 

Quality plus style has made a product that is desir- 
able. Fair, honest and co-operative methods of Chicago 
factories have cemented friendships between Chicago 
shoe manufacturers and thousands of merchants 
throughout the country. 


The Great In-Stock Market 


The term “In-stock” has within recent years become 
synonomous with instant service. 

No other city in the country is so well equipped with 
rail and water transportation to give that instant 
service as is Chicago. 

Over 2500 merchandise cars leave Chicago daily. 
The Chicago “package car’”’ scheme provides a means of 
rapid transportation for less than car lot shipments. 
This service reaches every nook and cranny of the 
country. 


Style Goods On the Floor 


The shoe wholesalers have learned to buy their 
stocks with State Street and Michigan Avenue mer- 
chants in mind, which is equivalent to saying that 
styles must be right and up to the minute 

It means that price must be on a parallel with 
quality and that service must be of the highest order 
because State Street and Michigan Avenue merchants 
are discriminating buyers. 

Every merchant in the country who buys of Chicago 
manufacturers and wholesalers reaps the benefit of 
this condition. The wholesale houses of Chicago 
naturally come under one or the other of two general 
divisions: 

First, the general line houses that aim to supply all 
the footwear needs of the merchant conducting a 
family shoe store. In this class are some of the oldest, 
best-known and most reliable houses in the Middle 
West. Then there are the specialty houses that confine 
their efforts to some particular phase of the business. 


A Store Equipment Market 


No city in the country outclasses Chicago as a market 
for store equipment. Some of the largest producers of 
window fixtures and interior store furniture and 
decorations are located in the city and nearby cities. 

Stores in New York, Boston and other eastern cities, 
as well as stores in the far West come to Chicago for 
store furniture, seating, window. fixtures, valances, 
flowers, vines and other decorative materials. 
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Findings and Supplies 


Several large establishments with wide reputations 
are devoted to the distribution of shoe store supplies 
and shoe findings. In fact, there is not a shoe store 
need that a merchant cannot supply himself with when 
he comes to the great N.S.R.A. convention in January 

Many of the merchants who will be in Chicago the 
second week of January, 1923, will be looking for mer- 
chandise other than shoes and shoe store supplies. In 
wearing apparel for both men and women, Chicago has 
forged ahead faster than most cities. 

From all over the country merchants’ come to 
Chicago for women’s dresses, wraps and suits, for 
millinery and for corsets and lingerie. As a market for 
dry goods, Chicago has long been recognized as a leader 
and has well maintained its prestige. 


Chicago Supplies All Needs 


When you come to the great shoe convention bring 
with you a memorandum of all your merchandise 
needs of every kind. 

At the Coliseum or in the great Chicago market you 
will be able to check off every item and go home with 
the feeling that you are in position to fill the wants of 
your customers as never before. 

You will know more about styles, more about prices, 
more about sales methods, more about handling your 
store records, more about your inventory, more about 
conditions in the shoe industry and vastly more about 
the general business outlook. You will, in short, be 
better equipped to cope with the problems that confront 
you and more intelligently and more profitably conduct 
your business. 


See How the Other Fellow Does Ii 


Charles G. Phillips, the managing head of the 
Dry Goods Economist and a large group of business 
papers, and who has traveled extensively over this 
country and in every country of Europe says: 

“No other city in the wide world compares with 
Chicago in the way of artistic, expensive and beauti- 
fully trimmed show windows. 

“No other city has gone as far in beautifying the 
interior of the store or in displaying merchandise in an 
attractive and artistic manner. 

“In no other city in the world can a merchant glean 
as many valuable and practicel'ideas on making the 
store beautiful, attractive and harmonious as he can in 
Chicago. 

“In every city there are some beautiful stores. Here 
and there a store stands out in a class by itself. This is 
true of New York,of London, of Paris andofother large 
cities. But in Chicago, artistically arranged stores are 
the rule rather than the exception. 


A Lesson in Achieving Beauty 


“If a merchant is contemplating building a new store 
or remodeling his present store; if he contemplates 
(Continued on page 65) 
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House-to-House Canvassers a Menace to 
Hosiery Industry 


Unfair Competition Must Be Fought, and Fight Should Be 
Begun by Retail Merchants, Says National 
Association Secretary 


HE hosiery industry is face to face with a serious 

menace from nondescripts. who are entering the 

business as house-to-house canvassers, lured by 
reports of extravagant profits, according to John 
Nash McCullaugh, National Secretary of the 
National! Association of Hosiery & Underwear Manu- 
facturers. 

“Our Association has been conducting a thorough 
investigation of a number of concerns that have 
cropped up overnight,” said 
Mr. McCullaugh, “and from 
the information obtained, 
there is no doubt but that 
the trade generally must 
take drastic steps to curb 
the highly unethical methods 
being employed by the ma- 
jority of these new con- 
cerns. 

“While manufacturers and 
jobbersare, of course, affected, 
the direct damage is being 
felt by the retailers of the 
country, and it is up to the 
merchants’ associations and 
merchants individually to 
take up this fight against 
unfair competition. 


Canvassing Concerns Not 
Qualified 

“We had occasion recently 
to call attention to one con- 
cern, organized a few months 
ago for the purpose‘of selling 
by the bell ringing method, the executives of which 
were an auctioneer and a bartender. While not seeking 
to disparage these individuals, there is nothing in their 
training that warrants their entry into such a highly 
specialized field as selling hosiery. Another example 
that has come to the notice of our Association is-that 
of a firm of engineers and contractors in Oklahoma 
writing to one of our members, a mill selling nationally 
advertised merchandise to the retail trade and known 
throughout the country, asking our member to sell 
them merchandise in order that they might peddle it 
from house to house. 


Elaborately embroidered designs in bright colors are among 
the season’s hosiery novelties 


From An Engineering Concern 


The letter to our member reads as follows: 


OKLAHOMA BRIDGE COMPANY 
Engineering and Contracting 
Oklahoma City, November 23rd, 1922. 
Gentlemen, 

We are seeking the state agency for Oklahoma on a 
line of silk and silk-wool men’s and women’s hosiery. 

We want an all-silk arti- 
cle as well as silk with mer- 
cerized top, heel and toe. 

It is our idea to conduct 
this business along the line 
adopted by some other mills, 
i.e. hose to be sold from door 
to door by salesmen, who 
collect $1.50 commission 
when they secure an order of 
three pairs selling for $5.00, 
and for cheaper and better 
grades in proportion. These 
orders are transmitted by 
the manager to the mill on 
which a commission, 50 cents, 
is allowed. The goods are 
mailed to the ‘purchaser 
C.0.D. for the balance due. 
Manager’s commission may 
be paid semi-monthly. 

We are anxious to secure 
Oklahoma _ because it is our 
home and has been for 12 
years. Should the business 
develop sufficiently to war- 
rant same, we would likely want additional states in 
this section. 

If interested in the above, we would appreciate reply 
from you, and if not, kindly hand the letter to some 
one handling your product who is conducting a business 
along these lines. 

Thanking you, we are, 

Yours very truly, 
(signed) C. F, Scott. 





(The Recorder will appreciate knowing what its readers 
are doing, if anything, to combat this evil_—Ed. Note.) 
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Chain Stores as Investments 
(Continued from page 60) 
stores at a profit. Not quite, however, and we found 
some of the chains closing unprofitable stores both in 
New York and Boston. 

So consolidation on a large scale waited until 1919 
when the United Retail Stores took over and began 
operating the United Cigar Stores, Gilmer’s Inc.,—a 
dry goods chain in the South—the United Retail Candy 
Stores Co., and, finally, a large interest in a mail order 
house, Montgomery, Ward & Co. 


Effect of Shrewd Shopping 


Personally, I believe the years 1922-1923 will see 
further consolidations with the consequent elimination 
of some of the unprofitable outlets. In many of our 
cities we are now at the point where chain stores over- 
lap and where business must be secured by price wars 
and by the use of loss leaders. While the chain store 
was a novelty, loss leaders—standard merchandise at 
less than the established price—were good advertising. 
This method did get people into the store and with ex- 
cellent selling plans to guide them, the clerks did sell 
other merchandise. Now, however, with chain stores 
as numerous as other merchandising outlets, the wise 
customer is shopping, and is buying loss leaders at each 
of the chain stores and very little else. This, of course, 
ceases to be advertising and appears in the red ink 
column. 

In order to fully appreciate the above statement we 
must keep in mind that there are today over 10,000 
chains of stores, each operating over two stores. These 
chains are widely varied. There is the straight chain 
store, dealing in merchandise which it purchases, in 
part at least, in the open market. There are the well 
know 5-and-10-cent chains. Then there are the manu- 
facturers, chains which serve as retail outlets. A fourth 
type is the Rexall chain which, properly speaking, is 
not a chain at all but agents for the United Drug Co., 
and run on a co-operative stockholder basis. Besides 
chains of this type we have Nyal, a co-operative buying 
chain, and others too numerous to mention. Thus the 
field has become fairly full of ‘ideal’ units competing 
with each other. 

The Self-Service Idea 


A second upsetting factor in general chain store opera- 
tions, has been the introduction of the self-service type 
of chain store, which goes its worthy parent one better. 
It not only uses all the methods and betterments of the 
earlier chains but reduces expenses still further by mak- 
ing the customer help himself. The self-service store 
idea is feasible and is now appearing in the smaller 
towns, even where the Atlantic & Pacific chain enjoyed 
complete supremacy. This would seem to be carrying 
the idea far enough, but there was still another phase, 
slowly developing out in the Middle West: ““Lockwood’s 
Store at Your Door.” This store simply took a self- 
service outfit, set it on a truck and went to your door 
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where you could make your own selection, paying the 
driver as you came out. The driver secured his supplies 
fresh each morning from the wholesale grocers and 
market men. He carried a minimum stock and by 
changing his routes daily, tried for almost a daily turn- 
over of his merchandise. Whether or not the salary of 
the driver and the investment in equipment will finally 
eat up the profits, it is an interesting experiment and 
has found many backers. 

It might be interesting to observe at this point, that 
the modern “store at your door”’ is simply the return of 
the old Post Road peddler, newly equipped with rubber 
tires and auto power instead of horse power! Just for a 
moment, too, think of the thousands of manufacturers’ 
small show cases of merchandise, placed in the retail 
stores on consignment but rent free, labor free and loca- 
tion free. Tiny chains, but generally effective. 


Manufacturers Must Choose 


The third factor that makes the going a little harder 
for the chain stores, is the fact that manufacturers are 
faced with a pretty definite problem today. With the 
growth of chain stores and mail order houses, and with 
the resultant hostility of the local merchants, it has be- 
come necessary for the manufacturer to decide whether 
he will tie up his product. through these outlets and take 
a chance on the distribution they can and will give him, 
or whether he will build up his own local stores to be 
good enough merchants to compete with these newer 
retail outlets. It is a nice problem. With the chain 
store as an outlet, he has a prompt cash market, no cost 
of selling, a very small advertising expense and a small 
but certain profit. As he disposes of more and more of 
his product through these channels however, he feels 
he is entirely at their mercy as he has lost his contact 
with both the local merchant and the consumer. 

So the manufacturer hesitates and, while hesitating, 
usually sells the chain store and mail order house and 
at the same time begins to build up his own retail out- 
lets. Probably at no time in the history of this coun- 
try, has the manufacturer spent as much time and 
money as he is spending today, to teach his merchants 
modern methods of merchandising. It is highly signi- 
ficant and now appears as a real factor in the chain store 


fight. 
When Chain Systems Are Manufacturers 

You will probably say, “Yes, but this situation is 
more than offset by the fact that many chain stores now 
manufacture their own goods.” Up to a certain point 
you are right. These facts must be kept in mind, how- 
ever: Over several business cycles, the department 
store, chain store and mail order house, will manufac- 
ture for themselves at a profit only when (1) labor is’ 
cheap and (2) the cost of material is low. With these 
two items high, the greater volume of the national man- 
ufacturer enables him to manufacture the same articles 
for less money. This is one of the fundamental reasons 
why you will find trade-marked, nationally advertised 
lines in the department stores at one time and not at 
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another. There are other reasons, of course, but this fun- 
damental keeps on working whether they are conscious 
of it or not. 

Moreover, if the chain store does manufacture, it is 
apt to run into warehousing and transportation costs 
that prevent it reaching its own stores at a lower price 
than the national manufacturer can make to his average 
retail outlet. 

There is a further disposition on the part of the large 
manufacturer, to try to arrive at a “one-price’’ basis 
for his wares. Many of the larger manufacturers have 
reached this point and are today making one price to 
chain store and local store alike. With the resumption 
of good business, this. tendency will increase. With 
business conditions sub-normal as at present, the manu- 
facturer will continue his present policy. 


Danger of Being Too Complete 


Perhaps the worst enemy of the average chain store 
is the chain store itself. Founded and operated at a 
profit on the principle of small-unit, rapid-turnover mer- 
chandise, it is developing a tendency to turn itself into 
a department store, stocking anything it thinks it can 
sell and disregarding oftentimes the necessity of turn- 
over for its success. There are chain drug stores in 
New York, handling everything from hair nets to 
aluminum ware. They also serve lunches and occa- 
sionally sell a few drugs. Some of the stores have al- 
ready felt the pinch of capital tied up in inventory and 
are beginning to try to weed out slow moving merchan- 
dise that should not have been stocked. 

Experiments have proven conclusively that turnover 
merchandise is required if a chain store is to be suc- 
cessful. Take the grocery chain, for example. The 
housewife calls almost daily for some article: in the 
drug field the rate of call is about three times a week, 
while in the hardware store, one call a month would be 
high. Therefore, it is not hard to see why the hardware 
store per se could not expect to succeed to the same de- 
gree as the stores enjoying greater frequency of calls. 

Finally, it should always be borne in mind that 
whether a chain store performs the warehouse and 
transportation function, or whether it is performed by 
a manufacturer, jobber, or other middleman, it always 
has to be paid for. When chain store warehouses reach 
the point where surpluses are carried over and where 
the cost of transportation out and in, and from store 
to store, reaches the same cost that the jobber meets, 
the chain store had better get out from under and let 
the merchandise move in its usual course. 


The Perfect Chain Store System 


lf then we figure profits in terms of cost of selling, 
(quick turnover) cost of storage and cost of transpor- 
tation, we will arrive at a model outfit built about on this 
plan: A chain of stores operating in one city, or string 
of nearby cities, served by one warehouse, requiring 
the minimum amount of transfer charges and no double 








transfer charges, located in a busy comm unity where 
chain store competition is not over keen and handling 
daily or as near daily as possible, wanted m erchandise 
of standard, honest grades. Such an outfit may still 
perform the actual service to the community that the 
original chains had in mind, such stores can and should 
operate at a profit. 

When we go beyond this field, however, we should 
carefully scrutinize the investment in the light of con- 
ditions today, not being influenced in the slightest by 
the conditions and profits of.the early chains. The 
idea is sound, the methods are fair and above board. 
Moreover, the chain store must be credited with bring- 
ing better methods of merchandising into this country, 
and of lowering the price to the consumer. However, 
it is quite possible to reach a point in merchandising of 
this type, where competition of units equally as good 
and general conditions in the manufacturing field 
make further investment in chain stores decidedly 
unprofitable. 

Near Saturation Point 


In the October Monthly Review issued by the Federal 
Reserve System the following statement appears: 

“An increase in the number of chain stores during the 
past year caused a gain of 11 per cent in August sales 
by the systems that report to this bank. Average sales 
per store declined 11 per cent. 

“Grocery concerns, which have opened more than 
2,000 new stores during the past twelve months, re- 
ported a gain of 16 per cent in total sales, but indi- 
vidual store sales showed a loss. Five-and-ten-cent 
stores reported increases in sales per store as well as 
in total sales. Smaller gains were recorded by apparel 
and drug-stores.”’ 

Until a few more consolidations are achieved and the 
consequent closing of unprofitable stores and lines is . 
accomplished, we seem to have reached a situation 
closely approaching saturation. 





Here’s the Shoe Mecca of the U.S. 
(Continued from page 62) 
doing more business by making his store more attrac- 
tive; if he wishes to get a vision of what beautiful stores 
really are—then it is worth his while to spend the 
necessary time and money to go to Chicago for this 
purpose alone.” 


Chicago Merchants Will Keep Open House 


Chicago merchants are proud of their stores. They 
are glad to welcome visiting merchants and show them 
through their stores, answer questions, make sugges- 
tions and render assistance to their brothers from out of 
town. 

During the convention week the shoe merchants of 
Chicago will be hosts to the shoe merchants of the world 
and will extend the hospitalities of their stores as a 
host would extend the hospitality of his home, 











BOOT AND SHOE RECORDER December 9, 1922 


EVANGELINE Shoes for Women 


(REG. U.S. PAT. OFF.) 


IN STOCK 


Sturdy Oxfords for Winter Wear 


AMERICAN BEAUTY 
Stock No. 4928 AMERICAN BEAUTY 


Stock No. 4879 
Women’s Brown Calf Oxford, Shield 
Tip, Foxed Quarter. 1% inch Wingfoot Women’s Brown Calf Blucher Oxford, 
Rubber Heel, 95 Last—Goodyear Welt, Shield Tip, Whole Quarter. 154 inch 
Heavy Sole, Natural Bottom, Stitched Wingfoot Rubber Heel, 96 Last—Good- 


Stock No. 4952 
Same as above in Black Calf J Same as above in Black Calf 


Send for Catalog and Price List 





Welcome to 186 Lincoln Street 


We are now located in our new Boston Office at 186 Lincoln Street and we 
extend a very hearty invitation to all buyers to inspect our new quarters 
where our Mr. G. H. Sperry will be in charge. 

We will carry a complete In Stock Department of all numbers and with 
our added off ice and shipping facilities we can take care of your orders very 
promptly. 











MADE BY 


A. H. BERRY SHOE CO. 


BOSTON SALESROOMS, 186 LINCOLN ST. (4th Floor) 
PORTLAND, MAINE 
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Where’s Your Findings 
Department ? 


% INDINGS should be put off by themselves, in some part 
EF: the store where they will naturally be seen by the cus- 
tomer,” says a successful retail merchant. “This means 
near the center of the store’s activity or immediately in front of 
the entrance to the store. I do not mean outside of the store, but 
just inside the. main entrance. Don’t try to display everything 
at once in the same case. Get the idea of the completeness of 
your findings line across gradually by featuring first one thing, 
then another. Try buckles—then hosiery—then foot appliances— 
then polishes and cleaners—then something else. 


“There are dozens of ways in which you can connect up between 
your shoes and your findings in your advertising. Don’t forget 
that when a customer buys shoes, he is not buying shoes alone. 
He is buying service. He will want the shoes to look as well eight 
weeks from the day he bought them as on the day he bought them. 


“Advertise them in your local papers just as you advertise 
shoes. If you are advertising pumps, say something about the 
beauty of the buckles in your store and the greatly enhanced 
beauty of pumps worn with buckles. 


“If you are advertising white shoes, say something about the 
superiority of the cleaning preparation you have to go with them, 
and the sheer beauty of the white silk hose you have just received 
from the manufacturer. 


“If you are talking institutionally about the foot fitting service 
in your store, say (if you can say it honestly) that your salesforce 
have been educated to detect foot troubles and that, if a properly- 
fitted shoe will not correct the trouble, you have foot appliances 
which will.” 
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Men’s department on the first floor of the downtown store of the Stone Shoe Co., 
Cleveland, O. 


From One Small Room to Three Stores 
Since 1863 


Back in 1863, when N. O. 
Stone established a one room 
store in lower Superior Avenue, 
Cleveland was a small city. 

The store which Mr. Stone es- 
tablished was in keeping with the 
small city and it was not a very 
large one. N. O. Stone was a 
shrewd business man, he knew 
the shoe business and as the city 
grew in wealth and population 





E. A. CLARK , 
President and Manager of the his stock kept pace with the 


— community developments. To- 


day Cleveland is a city of nearly a million population. 
That one room store which Stone established has grown 
into three stores, all of them busy and prosperous. 
The down town store of the Stone Shoe Company 
which is on Euclid Avenue is one of the largest and 
finest stores in the country. Few stores in the country 
do as large a business annually. Three large floors are 
required to take care of the thousands of customers 
who visit this store daily. Mr. Stone lived to see a re- 
markable growth in his company. He died in Decem- 
ber, 1912. He was succeeded by F. J. Fontius as 
president, a corporation having been formed to take 
over the business. Another era of progress followed 
and when Mr. Fontius died in 1916, Mrs. Fontius, a 
woman of fine business acumen followed him in office 
as president. She was succeeded by E. A. Clark, as 
president and general manager. Mr. Clark has been 
connected with this company since 1902. Other officers 


of the Stone Company are E. E. Frey, vice-president 
and treasurer and G. S. Mouat, secretary. 

This company has a history of 60 years, probably 
one of the oldest shoe retail companies in the Central 
States. It has seen Cleveland change from a country 
town to one of the great cities of the world. It has seen 
a complete change in the business district of Cleveland. 
When Mr. Stone started his store in 1863, lower Supe- 
rior Avenue was one of the best shopping districts in 
the city. A stand with a string of shoes attached stood 
along the sidewalk in front of the store. There was 
plenty of parking space along the white rail fence of 
the Public Square, and shoppers on emerging from a 
tour of this business center were never confronted with 
a “pink tag” inviting a call to police headquarters to 
explain why the team was left hitched to the rail more 
than six minutes. 

For nineteen years the Stone Shoe house continued 
in business in this lower Superior Avenue section and 
then the business crossed the Public Squace and located 
way out at 318 Euclid Avenue. This was considered 
a great ways out in those days. It is the location of the 
headquarters of the company today and it has been for 
the last forty years. 

The rapid growth in the past few years of this busi- 
ness has so exceeded the facilities for expansion at the 
main store that two branches have been opened. This, 
despite the fact that the main establishment is now re- 
garded as one of the largest in the Central States, 
with approximately 30,000 square feet of space. The 
first branch of the Stone Company was opened in the 
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Make It Easy For 
People to Shop 





In passing on the street—people must slow 
up as they come near your windows before 
they can turn and enter your store. 


By stopping them with attractive display, 
the first that will induce the desire to pur- 
chase has been made. 


You have gained their ATTENTION, and as you 
wish them to retain a favorable impression of your 
merchandise, think then, how your merchandise is 


displayed. If it is placed in the r line of 
vieton—just where the eye eatabellly ¢ rops when 
looking in the window, it is easy for suaghe to grasp 
the good points of your merchandise. 

By — flat display and ye | elevations in 
pad ine of vision, the value of your window 
displays will soon be proven. 

Good reliable window display equipment attractively 
designed and properly made pays the best returns. 
We have been making reliable display equipment 


No. 2802—Window Table f * to: : 1886 
18” high 16x 28” top or progressive stores since ° 


No. 2807—Double Top Shoestands 





Our latest shoe folder may contain a few 
stions of value. All designs illustrated 


The Chippendale Design in Fixture Book I. Yours for the asking. 


Treo 


No. 2810—Window Table No. 2814—Plateau 
18” high 12x 24” top No. 1912—Card Holder 12” high 12x24” top 


| | | | Hugh Lyons & Company 
Lansing, Michigan 


New York—35 W. 32d St. 

















No.f2813—Bench Chicago—217 W. Jackson Blvd. 
18’ high 12x24” top 8” arms Boston—52 a 
Baltimore—1 N. Eutaw St. 








The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Women’s department, downtown store, Stone Shoe Co. 


spring of the present year. It is located in the heart 
of the theatrical district of the city and is considered a 
gem, so far as furnishings, equipment and the range of 
models and quality of stock are concerned. 

The second branch was established in August at 
Euclid and East 105th Street. There are two entrances, 
one from Euclid Avenue and another from East 105th 
Street. Here again may be found tasty decorations, 
refined finishings and excellent furniture and stock that 
is up to the Stone standard. 

The quality of the stock handled plays the dominant 
part in building up an organization and in this case 
the name “Stone” has been a great factor in building 
the business to its present day proportions. “Stone” 





The Playhouse Square 
Store of the Stone Shoe 
Co. in Cleveland, Ohio. 








is a name to Cleveland shoe consumers that stands for 
quality and fair dealing. 

The down town store has three floors. On the main 
floor there are two sections, one section for women’s 
shoes and the other for men’s shoes. Each department 
is as large as the average shoe store in Cleveland. On 
the third floor may be found a most completely 
equipped juvenile department with the decorations 
and finishings in harmony with what should be found 
in such a department. The lower floor is given over to 
$5.00 shoes for men, women and children. 

It has proven to be a great business getter to the 
Stone Shoe Company. 





Uniformity of decora- 

tion lends dignity and 

that indefinable atmos- 

phere in which women 
like to shop. 
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For speedy, positive action-- 


the new 





GHOE stretching is a little art in itself. 

The Repco Shoe Stretcher is designed 
scientifically and stretches shoes easily, 
quickly and without injuring them. 


The Repco Shoe Stretcher contains no 
springs, arrows or other troublesome parts. 
The blocks—shapely and carefully finished 


Repco Shoe 
Stretcher 








Repco Shoe Stretchers 
are made in nine sizes— 
No. 000 down to No. 6. 
Each stretcher is packed 
in an individual carton. 
Corn and bunion plates 
come with each stretcher 











—are made of fully seasoned maple and 
held together at the back by a strong steel 
hinge. The toggle-jointed mechanism is 
controlled by a square-threaded screw of 
large pitch. 


For up-to-date shoe stretching use the new 
Repco Shoe Stretcher. 


For Sale by Shoe Findings Jobbers. 


UNITED SHOE MACHINERY CORPORATION, Boston 


San Francisco Branch, 859 Mission Street 


J. K. KREIG, 39 Warren Street, New York 
UNITED SHOE REPAIRING MACHINE COMPANY, Boston 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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SEE 


An Excellent Lotion Cream 


in a Handy Tube 


Griffin Lotion Cream, in the handy tube, 
is the result of five years of untiring ex- 
perimentation. It is compounded in ac- 
cordance with the same formula used in 
producing the famous bottled Griffin 
Lotion Cream. Retail shoe merchants in 
all parts of the country are acquainted with 
the merits and salability of the bottled pro- 
duct, and can now merchandise profitably 
the compact tube. 


There is but one genuine Griffin In-Er 
Tube Lotion Cream, prepared to dress 
footwear and lengthen the serviceability of 
leathers. It is available in black, brown 
and all shades. 


DURING THE NEXT FEW WEEKS 
WE ARE MAKING A SPECIAL IN- 
TRODUCTORY OFFER: GROSS 
$18.00— DOZEN $1.55. TO EVERY 
ORIGINAL C.0.D. OR CASH ORDER 
FOR DOZEN OR GROSS LOTS WE 
WILL ADD ONE EXTRA TUBE WITH 
EVERY DOZEN! 


Re-order Through Your Jobber 


67-69 Murray Street 


sie GRIFFIN MANUFACTURING CO., Inc. 


New York, N. Y. 





~~ 





—— 





oe 
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WHEN you tell your customer 
“at's made of VICI KID,” 


you are talking in terms that most 
people understand. 


You can still further increase your 
customers confidence in you by 


“There Is Only 
There Never Has 


The Boot and Shoe R d jate your mentioning the publication in replies to advertisements, 
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KIQ 


informing them that VIC] KID 
is still made—and’ only made— 
by the house that originated 
VICI over thirty years ago. 





Robert H. Foerderer, Inc. 


Sole Manufacturers of Vici Kid 
PHILADELPHIA - - PENN. 


One Vici Kid 
Been Any Other’’ 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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The Clarice 
A Tongue Pump made in 





Black Satin with Black Ooze 
tongue and VAM collar 
inset with Blac satin. 
Drawn over#i03 turn last 
ER of our be —— for 
urn um . arries a 
\6/g Sha sol Doe hice f. 
Not in stoc k beit can 
bemade onorder in 5 weeks. 
Price*5.40 5% 30days. 


MOORE- AHAFER’ 
‘AIOE ‘MFG *CO° 
NBROCKDORT. N-Y. UA. 


NEW YORKAOF FICE 545-547-549 MARBRIDGE BLOG.BWAY AT 347! ST. 
. _ JACK E. JESTER, MGR. 
7 w 
os 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Great National Sho 





Interpretation Depends on Personal 
Viewpoint 


so, you hear news, concerts or whatever is 
broadcasted from a station with which your 
instrument is in tune. 

Did it ever occur to you that from all the mass of pages 
you read, you absorb only that which your mind is 
“in tune” to receive, and then what you do absorb is 
interpreted to a great extent in the light of your own 
personal viewpoint? 

All this is apropos of a number of letters which we 
have received, commenting 


M AYBE you have a radio outfit in your home; if 


“We do not attempt to tell a woman that she must 
have this particular style or that particular material or 
she will be out of style. We endeavor to meet her ideals 
of style and materials, and we give her merchandise 
worth the money. 

“I have been playing this kind of a game for over 
twelve years and never have I approached the end of a 
year with as clean a stock as 1 now have.” 

A merchant who sells only men’s shoes recently said: 

“1922 will be the biggest year in our history. We 

havenot tried to getrichoneach 





on an editorial in the Novem- 
ber 11 issue of the Recorder, 
under the caption “Do Unto 
Others.” 

We are printing excerpts 
from two of these letters; one 
from a prosperous retail mer- 
chant in a very large city, the 
other from a vice-president of 
one of the largest shoe manu- 
facturers in the country. 

There are several hundred 
retail shoe merchants as well 





Prosperity 


P rogress is advanced by a state of mind! 

R eason this out carefully, and you'll find, 

O ur way of thinking makes the world seem bright ; 
S uccess is sure when we do “what is right.” 

P RINCIPLE, the asset and foundation, 

E ffecting every one in our nation, 

R eflects God’s image, each and ev-ry day; 

I nspires “‘right thinking” in the U.S. A. 

T he “Golden Rule” for ev-ry thing you do, 

Y ou’re doing, as you would they do to YO U. 


sale but set out to get a volume 
of business on a short profit, 
quick turnover basis. 

“We realized that if we got 
volume we would have to get 
it by having what men wanted 
at prices they thought were 
reasonable. We got the busi- 
ness and are not complaining 
of the profits. It has taken 
work but hard work kills very 


few people.” 
A manufacturer making wo- 








as retail merchants in other 

lines who are having mighty hard sledding. The same 
is true of a lot of manufacturers and at the same time 
there are hundreds of merchants and many manufac- 
turers who are busy, comfortably prosperous and have 
little to complain of. 

A retail merchant who sells only women’s medium 
and high grade shoes told me a short time ago that un- 
less something unforeseen should occur, his business in 
dollars and cents would be 40 per cent larger in 1922 
than in 1921. 

When I asked for an explanation he said, ‘There is 
nothing phenomenal about it. The floor men, the sales- 
men and myself all keep our ear to the ground to find 
out what the women who come into this store want in 
merchandise and in service, and then we do our durndest 
to comply with their wishes. 


men’s style shoes of medium 
high grade who is pleased with the volume and char- 
acter of his business said he attributed the business to 
three reasons. 


Reasons for Good Business 


First: His shoes were profit makers for the merchants 
who merchandised them rightly. 

Second: His salesmen were sold on the shoes and had 
confidence in the integrity of the house. 

Third: Shipments were always made on time or else 
customers were notified of an exact later shipping 
date. 

All of these reasons could be sammed up into one 
short sentence— 

Intelligent service that considers the other fellow. 

Here are the two letters: 





BOOT AND 


A Manufacturer’s Viewpoint 


“The article you wrote in the Boot and Shoe Recorder, 
issue of November 11, has been carefully read, and 1 
congratulate you on the stand you have taken, and I 
believe that the slogan in handling matters of this kind 
should be: “Do unto others ‘as you would have others 
do unto you.’ 

“‘We have found that the majority of merchants are 
reasonable men, and when this question has been put to 
them on that basis, they readily acknowledge their er- 
ror, and in many cases we could show you on our books 
where we have been successful in reducing the amount 
of returned goods by handling it in that way. 

“In our business we are analyzing the return of mer- 
chandise and handling it on a basis of equity, as we see 
it. lf a man’s returns are excessive or abnormal, we 
make it very hard for him. If he is a good customer 
and his returns show he is not in the habit of imposing 
on us, we are liberal. We have adopted a policy, when 
we feel that a customer is imposing on us and his re- 
turns are reaching the stage that makes his business un- 
profitable, to write him and ask him to either reduce 
the amount of his returns or buy his shoes else- 
where. 

“As 1 see it, some merchants get into the habit of 
returning goods and act too hastily in many cases. We 
have on record cases where customers have returned 
goods to us by express or freight and they wired us 
before the goods arrived to return them to them im- 
mediately, as they needed them. 

“We believe that the merchants very often do not 
realize the seriousness of their offense and what a loss 
it entails upon the manufacturer when they return mer- 
chandise. You will appreciate the fact that we, as 
manufacturers, are perfectly willing to take back mer- 
chandise that is not right if it is our fault—even if we 
are at fault in shipping late; but when merchants 
keep goods on their shelves for an indefinite period and 

- then return them in order to settle their bills because 
the Credit Department has been behind them strong, 
then we say that we have a kick coming, and we feel 
certain you will agree with us.” 


A Merchant’s Viewpoint 


“On page 101, November 11 issue, of the Boot and 
Shoe Recorder, there is a very commendable article, 
written by Mr. E. C. Logan of your staff, under the 
caption ‘Do Unto Others’—that should be read and 
digested by every man in our industry. 

“This editorial being printed on November 11, makes 
it stand out more forcibly as an armistice, and the re- 
establishing of a principle with interest reflecting a 
spirit that was the foundation of our country, when 
George Washington fathered ‘a square deal’ in our con- 
stitution. And this article so ably expressed is indeed 
very timely, and the sequel of the ‘way to prosperity.’ 

“Right thinking is necessary to establish ‘a state of 
mind’ to bring about real co-operation. 
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PROSPERITY 


P rogress is advanced by a state of mind! 

R eason this out carefully, and you'll find, 

O ur way of thinking makes the world seem bright; 
S uccess is sure when we do “what is right.” 

P RINCIPLE, the asset and foundation, 

E ffecting ev-ry one in our nation. 

R eflects God’s image, each and ev-ry day; 

1 nspires “right thinking” in the U. S. A. 

The “Golden Rule” for ev-ry thing you do, 

Y our doing, as you would they do to You. 
“Permit me to express my appreciation of having 
read this constructive editorial.” 


November Thermometer Above Normal 


CHICAGO, Dec. 5—The weather report for the 
month of November shows that with the exception of 
1902 and 1918 the November just past shows an av- 
erage of three degrees higher temperature than any 
other November since the weather bureau has been 
doing business. 

A prognostication by the same authority is to the 
effect that December will also be warmer than the 
average and that Christmas will be warm and wet 
but New Year’s will be still warmer. 

Writing in the Chicago Tribune, this authority, Selby 
Maxwell, says: 

“A prognostication is here given as to the weather 
we will experience in December. Weather forecasting 
is still too new to be an exact science, but if you will 
save this table and compare it with the weather as each 
day passes, you may test its general accuracy: 

Ave. 

Tempera- 
Wind. Weather 
N. Cold and cloudy. 
N.W. Cold, clear. 
N.W. Clear, raw. 
W. Hazy, moderate. 
Ww. Hazy, moderate. 
S.W. Increasingly cloudy. 
N.E. Raw, damp. 
N. Raw, clear. 
N.W. Cold, clear. 
Ww. Moderate, cloudy. 
S.W. Moderate, cloudy. 
N. Freezing at nightfall. 
N. Cold, hazy. 
N.W. Moderate, hazy. 
W.-N.E. Cloudy, moderate. 
N. Clear, cold. 
N. Clear, cold. 
N.W. Raw, hazy. 
Ww. Cold, hazy. 
S.W. Cold, cloudy. 
N.W. Clear, -cold. 
N.W. Clear, cold. 

(Continued on page 79) 
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Display of Martha Washington Comfort shoes in color in the Gimbel store, Milwaukee 


Injecting Style and Beauty into Comfort 
OeS 

Gimbel’s in their Milwaukee store recently an- 

nounced the first showing in America of Martha Wash- 


ington Comfort Shoes in colors. 
One and two-strap slippers and a distinctive new 
side gore pattern are offered in a choice of four delicate 


CHARLES COLLAR 
Shoe buyer for Gimbel’s Milwaukee store 


pastel shades. Periwinkle Blue, Lipstick Red, Bur- 
gundy Wine and Bobolink Gray are the colors in 
which ‘Gimbel’s are showing these pretty comfort 
shoes. 


The F. Mayer Boot & Shoe Co. announces that these 
slippers are also being made in Pigeon Gray and Gold 
Pheasant. 

Charles Collar, who has charge of Gimbel’s shoe de- 
partment, when interviewed had the following to 
say: 

“Of course, we were glad to be first with this new idea 
in comfort footwear. We feel that the popularity of 
these Martha Washington Comfort Shoes in colors is 
bound to grow by leaps and bounds because the idea 
back of them is absolutely sound. 

“‘Women today regardless of age and regardless of 
whether they are on the street, in the ballroom or in 
the home demand attractive apparel. While in the 
past the average woman has had to be ashamed of the 
shoes she wore around the house, she can now display 
her household footwear to the casual caller with a sense 
of genuine pride.” 





November Thermometer Above Normal 
(Continued from page 78) 


W. Cloudy, cold. 

S.W. Cloudy, raw. 
Cloudy, moderate. 
Clear, cold. 
Cold, hazy. 
Moderate, hazy. 
Moderate, hazy. 
Moderate, cloudy. 
Cloudy, changing. 


“Christmas will be warm and wet and New Year’s 
will be warmer.” 
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MILWAUKEE 


Retail Trade Still Spotty 


Factories, However, Are Abnormally Busy and Just Barely 
Able to Take Care of Orders On Hand 


POTTY business” is being recorded 

here, and is a source of some aggra- 
vation to local shoe merchants. No 
reason apparently exists why the public 
should not be buying steadily and in good 
volume at this particular time of the year. 
The weather is uniformly cool, prices are 
firm with rising tendencies, and the in- 
dustrial condition of the city is all that 
could be desired, Despite this, however, 
the public fails to respond to the offerings 
of merchants in any but the most in- 
decisive manner. Fall business, will 
therefore, be little more than fair. 

“It has been the hardest season I’ve 
ever put in,” remarked one veteran of 
many seasons. “The public is querulous 
—doesn’t seem to know what it wants. 
We have had to sell every pair of shoes 
that left our store. I have never before 
spent so much time out on the floor 
trying to satisfy patrons.” 

Sales now are mostly confined to gen- 
eral lines, black suede, in oxfords, pumps, 
and straps; black satin in Colonials and 
straps; patents in straps, lace oxfords and 
Colonials, and the staple brown and black 
calf oxfords. Some black and brown kid 
in oxfords are also sold. Various novelty 
effects are bringing high prices, and meet- 
ing with fair success. 


Plainer Shoes for Men 


The manufacturer and merchant have 
at last succeeded in weaning the male 
population of Milwaukee away from the 
heavily perforated styles, and into the 
plainer models. The French last con- 
tinues good. Patents are showing un- 
expected strength, and have been con- 
sistently good for some weeks. Low and 
high shoes are selling about half and half 
now. Men are demanding cheaper shoes 
and refusing to buy if they don’t get them 
—this of course applying to the poorer 
classes. The average man is buying more 
expensive, better shoes. The best price 
in a department store is between $5 and 
$8. In specialty stores and exclusive shoe 
stores the most popular price range is 
about $6 to $10. 


Manufacturers Are Busy 


Excessive activity still prevails in the 
shoe manufacturing and leather industries 
of Milwaukee and Wisconsin. Factories 
are working at top speed, and find them- 
selves barely able to cope with orders. 
Proof of manufacturing activity is found 
in the numerous announcements of factory 
and company expansion, both in the 
leather and shoe industries. 


Tomahawk Company 
Expanding 

Production in the Merrill plant of the 
Tomahawk Shoe Company has been 
doubled, and the working force increased 
by 30 hands, as a result of a flood of 
orders recently received by the company. 
The city of Merrill is now taking steps to 
deed the building in which the plant is 
located, to the company, because all 
promises regarding employment have 
been kept. About $30,000 in preferred 
stock will be placed on sale soon, the 
additional capital to be used in making 
improvements at the Merrill plant. A 
welt department will be one of the new 
installations. 


Novel Window Display 

The H. L. Culver Shoe Company, Eau 
Claire, co-operating with a local movie 
theatre, placed a huge red candle in its 
window, along with a display of the latest 
shoes. The candle was lighted, and the 
public asked to figure its length of life. A 
pair of shoes, “‘choice o’ the house” was 
given M. C. Johnson who figured most 
correctly, namely, five and one-half days. 
Hundreds of people registered their 
names, and spent much time at the win- 
dow. 


Rubber Heels Favored 


“Madison walks on rubber heels” is the 
announcement of shoe merchants and 
repairmen of tbat city. More than 75 per 
cent of repaired shoes are equipped with 
rubber heels and about 70 per cent of the 
new shoes sold are so equipped. Men use 
more rubber heels than women, the-sur- 
vey shows. High heels account for this 
trend, but most of these are equipped with 
a thin layer of rubber on the bottom and 
can be rightfully called “rubber heels.” 


Wage Level Lower 


The average weekly wage of Wisconsin 
workingmen during the first half of 1922, 
was $24.55, according to figures compiled 
by the workmen’s compensation bureau. 
This is 54 cents lower than the average 
weekly wage for the latter part of 1921. 
Figures for the latter part of this year, 
however, will equal or exceed those of the 
first six months, it said. . 


Wausau Factory Enlarging 


Plans are in progress at the Marathon 
Shoe Company of Wausau, for the erec- 
tion of a three story building, 50x120 in 
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that city. No definite announcement 
concerning date of erection of the factory 
has been made, but it is presumed that 
work will start soon. 


Change at Everwear 


Officials of the Everwear Hosiery Com- 
pany, Milwaukee, announce that pending 
appointment of s salesmanager and ad- 
vertising counsellor to succeed Carl 
Huntley, resigned, the work will be taken 
care of by Mr. Huntley's assistants. 
Fred M. Hanson of the Everwear Com- 
pany expects to make the new appoint- 
ment soon. Mr. Huntley is now with the 
Interwoven Company. 


Phoenix Changes Name 


An amendment to articles of incorpora- 
tion has been filed by the Phoenix Knitting 
Works of Milwaukee, changing the name 
of that concern to the Phoenix Hosiery 
Company. The company now has a 
capitalization of $5,875,000, of which 
$875,000 is common stock, $4,500,000 
cumulative preferred, and $500,000 second 
cumulative preferred. 


Kieckhefer Floats Bonds 


A bond issue of $1,000,000 first mort- 
gage, 6 per cent gold bonds, is being placed 
on the market by the Kieckhefer Con- 
tainer Company of Milwaukee and 
Camden and Delair, New Jersey. The 
proceeds will finance a permanent plant 
at Delair, where operations at present are 
in leased quarters. 


Buys Out Alrick 
Irving Bower of Whitewater has pur- 


chased the interest of Clarence Alrick in 
the Alrick Shoe Company of that city. 


* Together with Joseph Dunham, Mr. 


Bower will conduct the store on the same 
policy as heretofore. Mr. Alrick will 
retire from active business life. 


New Shoe Factory 


Cedar Grove, Wis., is to have a new 
shoe factory. The new plant will do busi- 
ness under the firm name of the Cedar 
Grove Shoe Manufacturing Company. 
It is capitalized at $35,000 and will manu- 
facture shoes, boots and other leather 
goods. The incorporators of the new 
company are M. J. DeMaster, Ben Huen- 
ink, Wm. Huenink. John B. Huenink, Ira 
Lubbers and F. L. Riebau. 


Addresses Credit Men 


J. Warren Slote, credit manager of the 
Howard Severance Company, Chicago, 
addressing the Milwaukee Association of 
Credit Men on “Who and What is a Credit 
Man,” told the members that a “‘credit 
man should have a good disposition, 
appearance and unusual analytical power.” 
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These are primary assets and must be 
complimented by the requisite technical 
knowledge. 


Manitowoc Firm Dissolved 


The firm of Houfek & Lonsdorf, shoe 
merchants, Eighth and Buffalo Streets, 
Manitowoc, Wis., has been dissolved, 
effective December 9, and the business 
will be continued by Mr. Lonsdorf. The 
retiring partner, Mr. Houfek, will join a 
local wholesale house as traveling sales- 


man. 


Honorbilt Band Makes Debut 


The Mayer Honorbilt Band, a new 
military band organized among employes 
of the F. Mayer Boot & Shoe Company, 
Milwaukee, which employs “Honorbilt” 
as a trade mark, made its first public 
appearance on Thanksgiving Eve, Novem- 
ber 29, in Plankinton Hall of the Audi- 
torium. Employees and their families 
and friends were guests. A dance followed 
in Engelmann Hall. Ernest Renz is 
conductor. 


Leather Business Sold 


Oscar Foster has purchased the leather 
goods and harness business of the late 
Frank C. Stevens of Beloit, Wis., who 
established the business 32 years ago at 
310 State Street. Mr. Foster will remodel 
the store, install new fixtures and enlarge 
his lines of trade. 


Superior Gets Kinney Store 


The G. R. Kinney Company has 
opened the 115th store of its chain in 
Superior, Wis., occupying a building at 
1226 Tower Avenue, the principal 
thoroughfare. The store is under the 
management of H. B. Owens. 


Store Name Changed 


The Boyden-Wernham Company, Chip- 
pewa Falls, Wis., has changed its name to 
the Boyden-Waterman Company. B. H. 
Waterman, principal owner of the Water- 
man-Ehrhardt Company, Menomonie, 
Wis., has acquired the interests of G. T. 
Wernham in the Chippewa Falls business. 
Although W. J. Boyden, founder of the 
store, died recently, his name will be per- 
petuated by being retained as part of the 
corporate style. Both concerns conduct 
large department stores including boots 
and shoes. 


Opens His Own Business 


Sam Skippon, formerly associated with 
several boot and shoe stores in Sturgeon 
Bay, Wis., as head repairman, has leased 
the Starr Building and is opening a new 
repairshop in connection with which he 
also intends to stock a line of popular 
priced shoes for the family. 
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Ray Ripple Honored 


Raymond J. Ripple of Joseph L. Ripple 
& Co., boots and shoes, 1217 Vliet Street 
was elected a director of the Up-Town 
Milwaukee Association, composed of 
business men in the community centering 
at Twelfth and Vliet Streets, atthe recent 
annual meeting. 


Organize Credit Bureau 
Retail merchants of Superior, Wis. 
have effected the organization of the first 
credit association in that city, which has a 
population of over 40,000. All of the 
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leading boot and shoe merchants have 
taken memberships. The name of Mer- 
chants’ Credit Bureau of Superior has 
been selected. S. W. Lightbody of the 
Lightbody-Wingate department store is 
the first president. 


Recovers from Operation 


F. A. Ruplin, of the Moss Shoe Store at 
LaCrosse, Wis., underwent an operation 
at Grandview hospital on November 20 
and is now making a rapid recovery. He 
expects to be back at his duties in time to 
help with the holiday rush. 
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Business Continues to Improve 


Favorable Weather Brings Real Buying and Retail Merchants 
by Decrease in “Shopping” 


NOTHER gain was noted this week 

over the previous one. The im- 
provement is moving along at a rapid gait 
and more than general satisfaction is 
being expressed by all merchants over the 
business situation, especially during the 
past fortnight. There’s plenty of “pep” 
being displayed in all stores, both by the 
selling forces, as well as the buying public. 
The weather has been favorable—cold, 
and enough frost to force people into the 
stores to buy heavier footwear. This has 
reflected in the sale of oxfords. No stores 
reported losses during the week and many 
added that it also was ahead of the same 
week a year ago. A walk up and down the 
aisle of any store also found many cus- 
tomers buying spats and high shoes; this 
of course applies to the women’s division 
of the business. 

But November this year will, in most 
stores, fall behind the record for the same 
month of last year. There may be in a few 
stores a 5 per cent increase and the 
severest loss reported will probably be less 
than 5 per cent. 

The only unusual gain reported was in 
one store where the figures showed an 
increase of 35 per cent over last year’s 
record. The store is not a popular priced 
store, but caters to a rather fine class of 
trade. However, there are some factors 
connected with this report, which if re- 
vealed would account for the phenomenal 
gain. 

Xmas Shoppers Not Yet in Force 

There is a smattering of Christmas 
shopping being reported. No particular 
effort has been made at this time to make 
an appeal for this business, but most stores 
announced that next week would find new 
windows and displays, which would savor 
of the holiday spirit. Some calls are being 
had for felts and house slippers in leathers. 

One thing which is encouraging at this 
time to most merchants is the absence of 


the “shopping.” While the stores are 
showing nothing new at present, women 
seem to have a definite idea as to what 
they desire when they step into the store. 
Colonials still lead any style shown. 
Satins have the biggest following in this 
field. Suede Colonials with the coming of 
cold weather show an increase. Otter is 
the favorite color with black second. 
Gray also is gradually becoming more 
popular. It is one of the few shades on 
which retail shoe merchants are a little 
shy. 
Gray Nezt Spring 

Rumors have it that spring will find a 
big revival of this color. The new patterns 
that are expected for the middle of 
December selling will show a decidedly 
smaller tongue on the Colonials. Just 
what effect this will have on the large 
tongue patterns is not known. However, 
two or three merchants have expressed 
themselves, as not being pleased with 
the early introduction of the smaller ton- 
gues, especially in view of the fact that it 
has only been recently since the large 
tongue effects made their bow. It was the 
opinion of some that it would have been 
better to hold off for a while the showing of 
the smaller tongues. Quite distinctive 
styles have been seen this week in some 
pump patterns. Long narrow ribbon 
effects trimmed with steel cut beads 
ornamented these styles very attractively. 
Straps continue to slip, but there are not a 
few who hold firmly to the belief that they 
are not through. 


Vanes Makes Bid for Xmas 
Hosiery Business 

Vogue Boot Shop is sending to its list of 

customers both in the city and out, a 

specially prepared leaflet, in which prices 

and styles of hosiery are listed. A message 

of the holiday[variety accompanies the 
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leaflet and stresses the practibility of 
giving hosiery as Christmas gifts. 


Brown Shoe Company Sales, 
$27,191,697.93 for 1922 


The annual report of the Brown Shoe 
Company just issued, reveals the fact that 
sales for 1922 amounted to $27,191,697.93 
a gain over the previous year of approxi- 
mately $6,000,000. These figure are up to 
October 31, 1922, which ends the fiscal 
year of the company. The net sales for 
the first six months were not quite as 
large as the last six months. Sales for the 
first half of the year amounted to $12,391,- 
007.51. The last half of the year showed a 
$2,000,000 increase over the first half and 
the sales recorded were $14,800,690.31. 
While the sales for the six months ending 
October 31 were $2,000,000 more. the 
proportion of profit was considerable 
greater than the six months ending Apr‘l 
30, 1922. Officers and ‘directors of the 
company are highly elated over the ex- 
pansion of the business, as well as the 
surplus that has accrued during the fiscal 
year. 


Federal Reserve Reports 
Largest. Buying Since 
1919 


The Federal Reserve Report for the 
eighth district just issued reports general 
business throughout this district during 
the past 30 days has been marked by con- 
tinued growth in confidence and activity. 
Despite an advancing tendency in prices of 
many important lines of commodities, 
buying has been on an impresive scale, 
while the aggregate volume the largest for 
this particular season since 1919. Some 
complaints were heard of backwardness in 
the movement of certain goods, due to 
unusually warm weather, but these were 
mainly from the retail branch of dis- 
tribution and by no means the general 
rule. Price advances in the textile mar- 
kets have had the effect of arousing 
greater interest among merchants in 
future supplies and they are anticipating 
their requirements to a greater extent 
than heretofore. While buying is still on a 
very cautious and conservative basis, it 
noted that there is more of a disposition to 
fill out and balance stocks which is taken 
as an indication of broadening in the call 
for merchandise by ultimate consumers, 
also stronger faith in business prospects 
during the next few months. Rather 
generally among reporting manufacturing 
and distributing interests there is ex- 
pressed dissatisfaction with the rising 
trend of commodity prices, especially of 
manufactured goods which they seem to 
think is progressing more swiftly than 
fundamental conditions warrant. _Appre- 
hension is felt that if the upward move- 
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ment proceeds much further it may result 
in a cessation of buying. This feature is 
pointed out as the chief menace existing 
at present to the continuance of business 
activity. 

In virtually all leading manufacturing 
lines, production during the past month 
showed gains over the preceeding 30 
days and the corresponding period of a 
year ago. Among the lines in which in- 
creases were particularly marked were 
iron and steel, furniture, flour, boots and 
shoes, lumber and hardware. Several 
manufacturers reported that slight de- 
creases during October under September 
in their total sales were not due to lack 
of orders, but to physical inability to turn 
out the goods. A number of plants have 
disposed of their prospective outputs 
through the balance of this year and have 
booked substantial orders for delivery 
through the first quarter of 1923. 

The report on boots and shoes is as 
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follows: “Orders received by leading 
interests continue in excess of ability to 
ship the goods, though factory operations 
are at capacity and several of the larger 
companies are turning out more shoes 
than ever before. October sales of the 
1l reporting concerns were 7.6 per cent 
larger than for the same month last year 
and 21.6 per cent in excess of September 
this year. As was the case during the 
preceeding 30 days business in men’s 
wear is relatively better thanon women’s 
shoes, due to the uncertainty relative to 
styles in the latter classification. Price 
changes were confined to special numbers 
and varieties, but the general trend is 
upward, in both raw materials and 
finished goods. Orders received from 
salesmen who, are out to sell spring lines 
were very satisfactory during the first 
half of November, and indicate a con- 
tinuance of the gains recorded during the 
past several months.” 
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December Opens Up Well 


Thanksgiving Holiday Sales Showed Good Increase over 
the Same Period Last Year—Expect Still Further Increase 


HE last week in November in this 

city, which was featured by the dis- 
missal of schools for the Thanksgiving 
holidays brought forth a good volume of 
business in shoes for school children. 

The public and parochial schools were 
dismissed on Wednesday, November 28, 
and did not re-open until the fourth day 
of December. Friday and Saturday, De- 
cember 1 and 2, were extra good days for 
the shoe merchants. All the other retail 
stores, particularly those dealing in dress- 
goods, also reported excellent sales on these 
days. 

The old, reliable boot and the overshoe 
were strong favorites of the mothers, who 
seized the holidays to flock to the shoe 
stores, as well as to the dentists and doc- 
tors, to get new shoes for their children, 
and to have aching teeth and run down 
systems cared for. 


Holiday Sales Good 


But the children also were supplied with 
the radio boots and Pavlovos in great num- 
bers. In fact, many of the dealers found 
it difficult to meet the demands for the new 
fangled rubber models. There ought to 
have been a good lot of mail orders sent 
infrom this city after the stores closed, and 
there probably were. 

The sales in the Thanksgiving holidays 
were considerably better than they were 
in the corresponding period a year ago, 
and in fact most of the merchants assert 
that the November business this year is 
ahead of the record for the same month a 
year ago. 


The merchants look forward to the fu- 
ture months with optimism. They base 
their outlook on the fact that local facto- 
ries are still running at top speed and that 
there are plenty of orders to keep going far 
into the new year. 


New Manager for Wm. Taylor 


The William Taylor Sons & Co., shoe 
departments are under new management. 


* The company recently brought to this city 


two men who are very well known to the 
trade in Toledo and, in fact, Northern 
Ohio, which is their particular field. 

One of these men is A. R. Callahan, 
whose title is merchandise manager. He 
was with the H.M.&R. Haskin ShoeCo. 
at Toledo, in a similar capacity before he 
came to this city. Fred Nearing of Toledo 
who also was with the Haskin Company, 
is here as assistant merchandise manager. 

The business in this department in the 
last two weeks was booming. In fact, the 
volume of trade the last two weeks in 
November was three times what it was in 
the same period in 1921. The trade is not 
so exacting as it has been in the past, and 
is taking models that are tried on, be- 
cause never were the ranges of models so 
wide. 


Peters Office Is Moved 


The Cleveland representatives of the 
Peters Shoe Co., Diamond brand, have 
moved from the sixth floor of The Arcade 
to the second floor of the same building. 
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The new location is room 253, The Arcade, 
where the quarters are more commodious. 
It is also much nearer the great volume of 
traffic that passes in and out of The Arcade 
each day. This is one of the very first 
Arcades to be built in America, and it has 
been patterned after by architects all over 
the world. Representative of shoe houses 
have considered it one of the best locations 
in the city, and it is the unofficial head- 
quarters of shoe salesmen, and has been for 
many years. 


Taylor with Stone Shoe Co. 


The children’s department of the Stone 
Shoe Co., also has a new buyer and mana- 
ger in Clyde K. Taylor, who came here 
recently from Detroit. Mr. Taylor is ac- 
counted one of the shrewdest and keenest 
men in the children’s line in the middle 
west. He likes the Forest City, and the 
business connection which he has with 
this firm, one of the oldest and most re- 
liable to be found anywhere. 


Women Buying Heavy Low 
Shoes 


The season has advanced far enough in 
this city to indicate just what the demand 
is going to be for the winter. 

Until the recent cold spell the models of 

lighter weight and of the dressy styles were 
in greater demand. When the thermo- 
meters registered lower figures and rain 
and snow came, instead of turning to boots 
as had been the custom several seasons 
back, the trade was in the heavier grades 
of low shoes. 
* There is no doubt in the mind of the 
keener merchants here but that this is to 
be a big season again for oxfords. Of 
course some boots will be sold, but most 
of the merchants are relying on school 
misses to take care of the stock of high 
shoes they have on their shelves. 
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That this is true was demonstrated 
when business picked up on account of 
drops in temperatures. Practically 80 
per cent of the demands for boots came 
from school girls. Another 10 per cent of 
the demand for boots came from elderly 
women, who wanted something warm to 
keep out the wintry blasts. 

Black kid and gun metal in oxfords were 
the best sellers during the middle of No- 
vember. Models without rubber heels 
were out of luck. The trade wants the 
rubber because of the easier walking and 
the light tread. 


Buckle Business Good 


The run on buckles—fancy ones—has 
not abated in this city. Merchants are 
figuring on a healthy run of business into 
the holidays on this line. The buying of 
buckles has been good practically all year. 
In fact, some of the merchants find it dif- 
ficult at times to keep up with the sustained 
demand. 


Hamilton-Brown Offices 
Moved 


The sales managers of the Hamilton- 
Brown Shoe Co., of St. Louis, are sending 
to their trade the following letter: 

“Tt gives us great pleasure to announce 
a change in the location of the Cleveland 
sample room of the Hamilton-Brown Shoe 
Co. The new address is 244 The Arcade. 
In this new location we have more spacious 
quarters, and we are much better equipped 
in every way to serve you. Mr. Burns R. 
Hack, who has done such splendid work 
for us in Cleveland will continue in charge. 
We have just opened another new factory, 
which makes our ninth great specialty 
factory and we invite you most cordially 
to visit Mr. Hack and look over his line.”’ 

Hack traveled for a number of years and 
is well known to the trade in the east as 
well as in the middle west. 
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Shoe Factories Speeding Up 


Middle West Manufacturers Booking Business in Good 
Volume; Retail Stores Comfortably Busy 


ITHIN the last four or five weeks 

the shoe manufacturing business in 
practically all its branches and in every 
center in the Middle West has received 
the stimulant that will carry if well into 
the early part of 1923. 

Either merchants are actually selling 
more work shoes or else they are buying 
in anticipation of a largely increased 
business in the future because the work 
shoe factory of Milwaukee and other 
manufacturing centers of Wisconsin are 
working as they have not worked for 
many months back. 


Bigger Production of Men's Dress Shoes 


The production of men’s dress shoes 
has also been increased in practically all 
the factories in Wisconsin, in Chicago, St. 
Louis and other Middle West centers. 

The factories in Chicago making men’s 
shoes as well as those making women’s 
shoes and the ones devoted to the produc- 
tion of children’s shoes are all working to 
full capacity of the help on the payroll. 

Almost without exception the present 
factory production is to fill orders for 
immediate shipment, although quite a 
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sizaeble volume of orders have been 
booked for shipment in February and 
March. This is true in both men’s fac- 
tories and misses’ and children’s factories, 
but does not obtain in women’s style foot- 
wear to any great extent. Most of the 
Chicago factories making women’s stylish 
footwear are confining their production 
as well as their orders to shipments pre- 
vious to January first. 


Wholesale Shipments in Fair Volume 


To a great extent shipments in the 
wholesale district are confined to fill in 
orders on numbers previously bought or 
else to a particularly new novelty pattern 
with which the merchant expects to 
sweeten up his stock for holiday business. 
This naturally is to be expected so near 
the close of the year because the average 
merchant is anxious to have his stock at 
the lowest possible point at inventory 
time. 


Children’s Shoe Business 
Active 


Among the houses specializing on 
children’s footwear business has been 
quite good during the last week as it has 
during the entire season. 

One prominent children’s house reports 
the largest volume of shipment for the fall 
of 1922 that has ever been recorded in the 
history of the house. This business 
represents also the greatest number of 
orders ever booked. Many of them are 
repeat orders on numbers which were 
bought at the early part of the season 
which would tend to show that business 
in retail stores is getting on the more 
healthy and satisfactory basis. 

The merchant who buys a fair volume 
at the beginning of the season and then 
sizes up week after week adding here and 
there a new number occasionally to keep 
the stock attractive to the consumer is 
looked upon with much greater favor by 
the average wholesale house than the 
man who buys large quantities at the 
beginning of the season and fails to size 
up in mid-season. Contrary to the ex- 
perience of the house mentioned above, 
that believes the retail merchant is in a 
more healthy condition financially is the 
statement of another concern which says 
that in pre-war times 75 per cent of the 
accounts on his books paid their bills 
promptly in 30 days and nearly 65 
per cent of these took the 10 day dis- 
count, while today only about 25 per cent 
pay their bills promptly in 30 days and 
only about 10 per cent take advantage of 
the 10 day discount. So there you are. 


Retail Stores Comfortably 
Busy 
The last week of November, although 
broken up bythe Thanksgiving holiday, 
has been quite satisfactory to most of the 
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live wire progressive merchants. There 
are always some kickers, some that seem 
content to trail along behind, but the go 
getters as a rule have been comfortably 
busy. Very little complaint is heard 
about prices since retail merchants have 
not as yet found it necessary to raise 
prices to their customers. . 

Practically no change is noted in the 
merchandise that is sought by the public. 
In men’s shoes, boots are selling 65 to 75 
per cent against 25 to 35 per cent of low 
cuts. Between black and colors all blacks 
combined run around 35 to 40 per cent, 
while the remaining percentage covers a 
wide range of colors and materials. 


Trend Towards Shorter Vamps 


In women’s, satins and patents are the 
big bets in the lighter weight patterns, 
while black and brown kid, black and 
brown calf and black ooze are all going 
across in good shape. 

In the lighter types of footwear there 
is quite a decided tendency towards 
slightly shorter vamps and somewhat 
rounder toes. Contrary to the expecta- 
tion of some merchants, straps are still 
being sought after of good taste and good 
style ideas. 


Sales Managers’ Service 
Takes Well 

Any rightly handled enterprise which 
genuinely serves is bound to grow. 
Among those which are growing fast is 
that of The Weekly Shoe Sales Bulletin, 
“dedicated to the man who keeps the 
smoke. stack smoking” and published by 
Charles A. Dickens, formerly sales mana- 
ger of the Edmonds Shoe Company of 
Milwaukee and now in business for him- 
self at 551 W. Washington Street, Chicago. 

The Weekly Shoe Sales Bulletin goes to 
shoe manufacturers, keeps them posted on 
current conditions in the shoe industry 
and gives them ideas usable in almost 
every department which has to do with 
the distribution of shoes at wholesale. 
Material for this bulletin is gathered from 
100 shoe sales managers in all parts of the 
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country and is passed on to the bulletin 
subscribers. 

In addition to the bulletin proper, there 
are separate sections devoted to personal 
letter suggestions including paragraphs 
from sales managers’ letters handling 
difficult situations; country correspon- 
dence containing model paragraphs cover- 
ing opening of new accounts, inability to 
fill mail orders promptly, securing addi- 
tional business, size revisions, etc.; 
advertising, including reproductions of 
copy and descriptions of new and original 
letter and carton enclosures, special forms 
for combination letter, folder and order 
blanks, original ideas in follow-up on 
consumer and trades publications; credits 
and collections including reproductions 
of successful letters covering acute situa- 
tions; forms and systems including repro- 
ductions of practical forms covering selling 
and handling of shoes on the road, as well 
as in factory and office; sales manuals 
including new methods of presenting rules 
and regulations, governing discounts, 
ratings, rebates, cancellations, guarantees, 
exclusive accounts, quotas, blanket orders, 
production charts, etc.; and the business 
situation, including condensed excerpts 
from leading authorities concerning status 
of territories, price changes in materials, 
labor, overhead, etc. 


Changes in Management of 
Thomas G. Plant Stores — 


Several changes in management of 
Thomas G. Plant stores in the territory 
under the direction of the Chicago Office 
have recently taken place. 

F. E. Fowkes, formerly with O’Connor 
& Goldberg’s State Street store and more 
recently with the Chicago Hanan stores 
has recently taken the management of 
the Queen Quality store, Pittsburgh. Earl 
Holden, until recently in business for 
himself at 4818 South Ashland Avenue 
under the firm nam eof the G & H Shoe 
store, has been made assistant manager of 
the Pocock-Wolfram store at Cleveland, 
Ohio. 
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Lighter Footwear Selling Best 


Good Demand for Two-Tone Pumps and Oxfords—Buckles 
and Other Shoe Ornaments Popular 


HE weather continues to be pleasant 

and the sunny days are creating quite 
a demand for the dainty pumps and ox- 
fords, in two-material effects, which cat- 
erers to women are now featuring. The 
Hanan Shoe Store has an entire window, 
showing the new cut-out oxfords in black 
suede with patent trimming, black satin 
with black ooze, otter ooze with trimming 
to match, gray suede with patent trim- 


ming and other combination effects. 
Rosenthal’s Inc., finds that 60 per cent 
of the present demand in the women’s de- 
partment is for the two-tone effects, in 
different combinations of brown ooze, kid 
and satin, black and gray. Black satin 
is holding its own at Rosenthal’s Inc., as 
it is elsewhere. 

The demand for buckles and trimmings 
of a jewelry natureis very strong. The 
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White House has just installed a striking 
window devoted to featuring beautiful 
French-trimmed footwear. The trimming 
consists of the latest buckles and ornaments 
from Paris. 


Canvass Nets One Hundred 
New Members 


More than a century of new dealers 
signed up as members of the California 
Shoe Retailers’ Association, as the result 
of the membership campaign, undertaken 
by Chester Herold, of San Jose, President 
of the organization and Louis Weggenman 
of San Diego. The association regards 
this number as a good omen. It wants its 
membership to be 100 per cent of the trade, 
in this territory. 


Fashion Models Mostly Wore 
Colonials 


The Reliable Shoe Company, in the 
Sidney Kahn Store, shod all the models 
in the recent Fashion Review at Loew’s. 
Warfield Theater. They mostly wore 
satin Colonials with fluted and beaded 
tongues and buckles. Cloth of silver and 
patent-and-silver combinations were 
shown for evening wear, in plain silver 
metallic and brocaded silver. Some of 
the models wore all-black satin with 
French ornaments. 


P. A. A. Promotes Amateur 
Sport 

Al Katschinski, of the Philadelphia Shoe 
store, has just been elected Vice-President 
of the Pacific Athletic Association. The 
organization largely controls amateur ath- 
letics amongs clubs, universities, schools, 
etc., and is quite an educational factor on 
the Coast. Mr. Katschinski is a great 
rooter for the baseball! organization of 
former President Orr, of the National 
Association. Whenever a likely player 
shows .qualifications for fame, Mr. Kat- 
schinski begins to test him out as possible 
timber for friend Orr. This is now so well 
known that, whenever Mr. Katschinski 
makes particular inquiries regarding a 
player, sporting editors sit up and take 
notice. 


Gibson Takes New Assistant 

J. M. Peterman is now assistant to man- 
ager Harry Gibson of the White House. 
Mr. Peterman, who has been with the 
White House for the past seven years, is 
assistant in the men’s, women’s and chil- 
dren’s departments. Mr. Gibson left for 
the eastern factories on the26th inst. He 
expects to attend the national convention 
in Chicago. How long into January his 
trip will be prolonged depends, he says, 
on styles, for they will determine the 
length of his stay. 
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’ CINCINNATI 
Holiday Buying in Fair Volume 


Retail Trade More Active as Result of First Snowfall; Felts 
and Hosiery Being Pushed by Retail Shoe 
Merchants 


EVELOPMENTS during the past 
two weeks have been of such a 
nature that the retail shoe merchants of 
this vicinity are far more optimistic than 
they were a month ago. Last week the 
Ohio Valley section had its first snow fall. 
This came virtually a month later this 
year than it did last. In some quarters, 
retail shoe merchants had begun to 
wonder whethcr this section would see 
any real winter weather at all before the 
first of the year. 

Thanksgiving formally ushered in the 
Christmas shopping season. As usual the 
Cincinnati shoe merchants are making a 
strong bid for their share of the seasonal 
volume. Felt slippers in numbers of pairs 
stand out strongly as the leading seasonal 
item of sale. Hosiery at the shoe stores is 
taking on greater importance as a profit- 
able merchandising factor. Merchants 
here are realizing that the shoe store is the 
logical place for hosiery to be handled. 
Business in better grades put up in special 
Christmas cartons for gift purposes is 
already showing signs of being very good. 
Welt Oxfords Lead in Women’s Business 

In the meantime, the volume of shoes 
sold is holding its own better than has 
been the case for many weeks. In women’s 
lines, welt. oxfords generally are in the 
lead. Patent leather continues to be very 
good. Satins have fallen off some, but retail 
merchants feel that they will again be 
strong early in the year. The small tongue 
Colonial—combination black satin and 
brocade—is about the newest in the realm 
of style at retail. Ribbon ties in the higher 
grades are taking on more importance. 


Saies Demonstration at Potter 
Store 

The regular Tuesday morning meeting 
of the officers and employees of the Potter 
Shoe store last week was characterized by 
a model selling demonstration. Mr. Hod- 
son, of the ladies’ department, was the 
salesman, while Mrs. Rich of the same 
department took the part of a fastidious 
customer. After concluding the sale in 
which Mr. Hodson according to his own 
judgment met every objection, the various 
members of the organization were called 
upon for criticism and suggestion. 

Harry McLaughlin pointed out that in 
the sale the name of the house should be 
emphasized more than the trade-mark 
name of the shoe being sold. He added 
that a store that has been in business 
since 1866, surely during that time should 
have built up an enviable reputation and 


one that could well be capitalized and 
perpetuated by continuous efforts in 
selling the public on the service and qual- 
ity that stand back of that name. He 
also stated that hosiery should be men- 
tioned to every customer and that at this 
time of the year, evening slippers should 
never be overlooked. He informed them 
that in reference to the latter, tinsel is 
now in vogue. 


Soften Counter When Selling 


Among other things J. P. Orr added 
that in selling a shoe the counter should 
always be softened. That if a customer 
has a narrow heel and a wide fore part, to 
make certain and fit the foot properly 


with a combination last. He suggested 


also always to measure the customer’s 
foot, for in so doing, his confidence is 
gained. He said that it is always a poor 
policy to mention the name of lines of 
shoes not carried in stock. 

Mr. McLaughlin added later that this 
is to be a season of colors, from scarlet to 
gray and pastel shades and that every 
salesman should not hesitate so to inform 
his customer wherever possible. Mr. 
McLaughlin also finds that the better 
dressed people are wearing spats at this 
time. They are being sold in the lighter 
shades. 


J. P. Orr Heads “Drive” 


At the monthly meeting of the Board of 
Directors of the Cincinnati Community 
Chest Council last week, James P. Orr, 
head of the Potter Shoe Co. and well 
known throughout the shoe industry, was 
appointed chairman of the next Commun- 
ity Chest Drive, which will take place 
next spring. In accepting the office Mr. 
Orr stated: “It is with the keenest sense, 
both of duty and pleasure, that I accept 





85 


the position conferred upon me. With the 
unlimited support and co-operation which 
I am confident will be given me by the 
people of Cincinnati, the success of our 
coming campaign is assured.” 


W. A. Julian “Some Golfer’ 


W. A. Julian, President of the Julian 
& Kokenge Co. had the honor last week of 
being the first of the season to register a 
hole in one on the golf course at Pinehurst, 
N. C., where he is spending his winter 
vacation. He sank his drive on the 18th 
hole of the No. 1 course at the end of a 
match with B. H. Kroger, owner of a large 
chain of retail grocery stores in the 
Middlewest. 


To Be at Chicago in Force 


The Sam B. Wolf Shoe Company an- 
nounces that elaborate preparations are 
being made for their exhibit at the 
twelfth annual convention of the National 
Shoe Retailers’ Association at Chicago 
next January. Their space at the Colise- 
um will be number 141. In addition to 
this they will have rooms at the Sherman 
Hotel, numbers 831, 832, 856, 857 and 859. 
The following members of the sales force 
will attend the convention: Myron Wolf, 
Dave Wolf, Sam B. Wolf, Jr., Charles 
Auer, George Aftel, E. Peck, Edgar Peck, 
William K. Harrison, George W. Posey, 
L. Richards. Sam B. Wolf, Sr. will drop 
in at the convention for a day to meet his 
old friends in the trade. During the con- 
vention the Wolf Company will feature 
their American Girl line. 


Marathon Executive Visits 
Cincinnati 

J. E. Everston, Sales Manager of the 
Marathon Shoe Co., Wausau, Mich., dis- 
played his line at the Havlin Hotel here 
last week. Mr. Everston states that his 
business has been splendid and that they 
are now planning to double the output 
of their factory with the addition of a new 





DETROIT 
Thanksgiving Business Better 
Merchants All Set for a Big Christmas Trade 


OVEMBER business has been much 
a tseee than that of October, but 
even so, it is still very much below the 
mark the Detroit shoe dealers would be 
satisfied with. A few snow flurries a week 
before Thanksgiving started business with 
an “old time” rush, but when the threat- 
ened winter did not materialize the public 
settled down into the former apathy 
towards buying. 


While the selling was good there was a 
large demand for Pavlowa boots, radio 
boots, galoshes and similar winter cover- 
ings. The scribe tried to secure an opinion 
as to which was the best selling style, but 
was unable to do so with any degree of ac- 
curacy. One thing was indicated, however, 
in the investigation, and that was that 
there will be a continued favor shown the 
buckle arctics, although the novelties will, 
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in a measure, curtail the sale of them in 
some quarters. From all indications there 
will be a splendid run on these lines if the 
weather ever becomes favorable. There is 
also a sinister indication that merchants 
are “ready to cut the prices to get from 
in under” should the weather not develop 
early in December. . 


Style Trend Discussed 


The introduction of the small tongue 
into the samples for spring is looked at 
with considerable interest by some of De- 
troit’s shrewdest managers of women’s de- 
partments. There is a general feeling that 
the short tongue will not have a large vogue 
due in a measure to “the uncertain fitting 
qualities,” as one dealer expressed ®. 
Others have already purchased “‘trial’’ lots 
and are giving them a work-out. Oxfords 
are looked upon by some as coming again 
to the most favored position. 

An innovation in men’s dress shoes is 
being placed upon the market by the F. C. 
Pingree Shoe Company. 
oxford laced on the inside. The opening 
is on the inside and there are four eyelets 
on each side of the opening. This is being 
offered to take the place of the gored ox- 
ford because of the uncertain wearing 
qualities of the goring. Everett Pingree 
stated that there was a reluctance on the 
part of the dealers to stock the gored styles 
on account of the loss that would arise 
should the goring “go bad” while on the 
shelves, but that he believed this new style 
would give the same general effect of an 
unbroken front without the chance for 
loss from bad elastics. How the style will 
go is still to be found out, as it is being of- 
fered at the date of this writing for the 
first time. 


Forty-Year-Old Shoes 


While visiting at the R. H. Fyfe & Co. 
store the following incident was mentioned, 
that should interest the trade in every part 
of the country. A pair of women’s shoes 
were sent in to be stretched—a daily inci- 
dent, of course. But these were different. 
They were made of French kid. They had 
square toes, not the broad squarish toes 
of recent square toe styles, but the square. 
square toes of forty years ago, for they 
were purchased from C. R. Baxter about 
the year 1882, and during the intervening 
years Mr. Baxter has become a member of 
the firm. 

One of the peculiar features of this old 
pair of shoes was the fact that they carried 
the name of R. H. Fyfe in facsimile 
stamped in gold in the heel lining. The 
Fyfe name has been constantly, for over 
half a century, impressed upon the cus- 
tomer’s mind. R. H. Fyfe has always ad- 
vertised and sold “Fyfe” shoes, and no 
other name is associated with his, no mat- 
ter what the make. Query: Has this not 
got a great deal to do with the success of 


It is a patent — 
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a business like Fyfe’s? At any rate, the 
name “Fyfe” for use on shoes to be sold 
in the middle states would be worth a mint 
of money. 

This emphasis on the name “Fyfe” is 
carried out in every possible manner, even 
to the show cards used in the windows. 
One reads: “Fyfe shoes leave nothing to 
be desired.” 


Store Has Golf School 

Detroit is getting to be quite a sporting 
center. The Golf School recently opened 
to the public by R. H. Fyfe & Co., is 
an indication of the popularity of golf. 
This firm also sells a large number of pairs 
of riding boots, for men and women, in 
both black and brown. Carrington, Inc., 
and other dealers also, find a ready sale 
for riding boots as there are a number of 
riding clubs in Detroit. The boot-hook 
and boot-jack have also become “regular” 
stock in these stores. 


Felt Slippers One Cent a 
Pair 


The Bartlett store with a shoe depart- 
ment handling popular priced ladies’ shoes, 
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offered to the Detroit public felt slippers 
for one cent a pair—with a string to them. 
Purchasers were required to buy a pair of 
shoes first. 


Recent Changes inShoeStores 


W. S. Dowler, who had charge of the 
‘men’s department of the new Hanan Shoe 
Store has become manager of the men’s 
shoe department of S. L. Bird & Sons. This 
department is one of the largest exclusive 
men’s departments in the city. 

The Fair, Gratiot Avenue, is advertis- 
ing a close-out of its shoe department. 

“Old Hutch,” known to many of the 
older shoe men of Detroit, recently re- 
newed his acquaintance with them. Mr. 
Hutchinson visited Detroit as a commer- 
cial traveler half a century ago. He is now 
with the Walk-Over store, Portland, 
Maine. 

L. L. Shaffer, for the past four years 
manager of the shoe department of the 
Parisian Company has joined the forces of 
Goetz & Mittleman, the new Detroit 
representatives of I. Miller, style shoe 
manufacturers. 





DES MOINES 


Business Shows Steady Gains 


November Figures Show Increase over Same Month of Last 
Year—Wage Scales Lower 


OWA weather during the past ten 
days has been very much like that of 
California and though this has been much 
enjoyed by the people of the city gener- 
ally it has not been conducive to heavy 
shoe sales. Colder weather is predicted 
for next week and when this comes the 
merchants who have been advertising 
rather extensively and intensively, with- 
out much effect, should obtain results. 
With the records of November sales 
now complete it is the general report of 
the stores that total business of this year 
exceeded that of last year in all instances. 
One manager of one of the largest popular 
priced shoe stores of the city said: 
“Business in this store has shown a slow, 
steady increase during practically every 
month of this year. Wages of the laboring 
men have been reduced and the price of 
foodstuffs has gone down. Along with 
this there has been a decline in the price 
of shoes. If the equilibrium which has 
at last been established can be maintained 
the country can look forward to a fairly 
general business prosperity at least, despite 
foreign conditions. However, if we have 
another price rise the second slump will 
be the worst we have ever experienced.” 
Nearly all local stores are devoting a 
part of their window display space to 
Christmas gift suggestions in the way of 


slippers and hose. In comparing the 
prices for both of these articles with that 
of last year there is noticeable about a 
20 per cent drop in prices. This is prob- 
ably one of the reasons that already a com- 
paratively large number of sales are re- 


‘ported. Though slippers, in both felt and 


leather, are holding their own those stores 
that are featuring hosiery as the ideal gift 
are getting the lion’s share of the business. 


Successful Children’s Shoe 
Sale 


C. Hafner, buyer and manager of the 
children’s department of the West Panor 
Shoe Store, said that his annual shoe sale 
for this November month end was the best 
he has had in several years. The best 
style number proved to be little girls’ 
Cossack boots. Patent combinations were 
also in strong demand. 

Mr. Hafner is having several hundred 
pairs of children’s shoes made up accord- 
ing to a new pattern that he himself made 
up. The new pattern is a cuffed oxford to 
be made in various two tones such as has 
been so popular with the women of Des 
Moines. The manufacturers have pro- 
mised Mr. Hafner a new hat or a box of 
cigars if his new children’s style proves 
popular with other retailers. 
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H. Kelsey Allen Sale a Success 


Tbe Seymour Shoe Store, which is one 
of the oldest shoe stores in the city, being 
forced to quit business because of an ex- 
piring lease, is doing a very good business. 
Various novelties are being used to attract 
the people, among which the one which has 
caused the most interest is that of Colonial 
satin slipper on a satin cushion, which was 
advertised for a week in the papers and 
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their display window, as going to the Cin- 
derella whose foot it should fit perfectly 
on the day which is to open their final 
closeout. 


Business to Be Divided 


C. M. Hegg brought an action this week 
in the District Court for a division of the 
business of the Ground Gripper shoe stock 
of which he is part owner. 





LOUISVILLE 


Colder Weather Brings Better Trade 


Biggest Increase Noted in Men’s Business—High Shoes 
Assuming the Lead 


TARTING the middle of November 
colder weather in Louisville has cre- 
ated better demand for shoes, while start- 
ing November 20, some under freezing 
temperatures created a much better de- 
mand for men’s high shoes, and just a 
little better demand for women’s shoes. 
Wool hosiery has also started- moving bet- 
ter as a result of the oxford or pump not 
feeling especially pleasant for men, or 
women of more mature age. It is believed 
that within a very short time the men’s 
business will have switched over almost 
entirely to high shoes, but the long and 
fine period of weather created a big de- 
mand for oxfords throughout the fall. 
From about an even demand for low and 
high shoes, it is claimed that about three- 
quarters of the demand is for high shoes 
for men now. Children’s shoes are es- 
pecially active. _ 


To Discontinue Women’s 
Lines 

Announcement has recently been made 
by Crutcher & Starks, to the effect that 
the big men’s house will discontinue hand- 
ling women’s shoes with the close of the 
present season—about March 1. In the 
meantime the company will handle a few 
sales and reduce stocks, but is still taking 
on some merchandise, principally stock 
ordered earlier in the season. Manager 
F. B. Koehler, of the shoe departments, 
stated that it was the plan of the company 
to materially enlarge its boy’s departments 
and give the space now occupied by wo- 
men’s shoes to boys. The bouse will con- 
tinue handling women’s hoisery, but on 
the first instead of third floor. 


To Handle Hanan’s Women’s 
Shoes 


The Boston Shoe Co., operating a big 
general shoe store, has arranged to take 
on the line of Hanan’s women’s shoes 
which has been dropped by Crutcher & 
Starks. The latter house will continue 
handling the Hanan’s line of men’s shoes, 
which has been its leader for years. C.M. 


Thomas, women’s representative of the 
house of Hanan & Son, Brooklyn, ar- 
ranged the deal. 


Use Chart to Sell Shoes 


Byck Brothers, during the week of No- 
vember 20, put on a $2.50 sale of women’s 
shoes, mostly broken lines and small sizes, 
including values formerly sold at from 
$6 to $10, including pumps and oxfords. 
“Small Feet Will Be Lucky This Week,” 
was a phrase of advertising which was 
played up. A chart of the sizes included in 
the sale was made up and published. 

Merchants Oppose Street 

Widening 

Louisville merchants and the city fathers 
are having a hot argument over a plan 
backed by the Mayor for widening Fourth 
Street from Chestnut to Guthrie to Broad- 
way or York. It is claimed by some that 
no one wants it but the Mayor, as it would 
injure the merchants for months, while 
that section of the street was torn up, and 
the costs would be heavy. The Louisville 
Retail Merchants’ Association is fighting 
the plan. Chopping 15 feet from the 
front of stores on the east side of the 
street and making the people on the west 
side pay for the alterations is the plan that 
has been discussed, but it is being blocked 
by some of the merchants. 


Six Months’ Wear 
Guaranteed 


Jake Ades, Inc., 708 West Market 
Street, who for years has featured work- 
men’s shoes, is featuring a $3 pair of rail- 
road shoes, with a guarantee of six months 
wear or a new pair, which is about as much 


as anyone could ask for a pair of work ' 


shoes. The shoes offered on this basis are 
strongly made, with heavy soles and heels. 


Advertising “‘Foot Fitters’’ 


Levy Brothers are advertising the fact 
that the house bas the exclusive agency 
on the Edmonds’ Foot Fitter line. 
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Kansas City Notes 


PREVIOUS report told of Kansas 
City’s unprecedented building boom. 
Estimates based on the 11 months thus 
far of 1922 tend to show that the total 
amounts to be expended in construction 
work here this year will exceed $23,000,- 
000. 
A zoning law, passed by the city council, 
is now before the State supreme court on a 
test case. If the law is upheld, prophets 
look forward to a continuance of the boom 
as many potential builders are awaiting a 
decision before going ahead with their 
plans. 


Exhibition Building Dedicated 

Kansas City’s bid for supremacy in live 
stock fields—the new $500,000 exhibition 
building at 23rd and Wyoming Streets— 
was fittingly dedicated recently when the 
American Royal Live Stock Association 
held its 25th annual show in the new 
structure. 

The show was well attended and many 
sales of high bred animals and machinery 
were reported when the week’s display 
ended. The new building is the largest of 
its kind in the United States, larger even 
than the Chicago building where are held 
the International exhibitions. It has a 
seating capacity of 14,000. 


Casco Tanning Co. Plant Sold 


Portland, Me—The Casco Tanning 
Company has sold its plant to Frank B. 
Converse & Co. of Boston, well-known 
leather and hide dealers. It is reported 
that the price paid was in the vicinity of 
$150,000. It is also reported that the 
Converse Company will operate this 
tannery on an enlarged plan. 


Tyer Rubber Co. to Manu- 
facture Footwear 


At a meeting of the directors of the 
Tyer Rubber Company, of Andover, 
Mass., held November 13, Myron H. Clark 
was elected as president and Walter E. 
Piper as treasurer. The Tyer Rubber 
Company, founded in 1856, now manuiac- 
tures druggists’ sundries and automobile 
tires, and will also go into the manufacture 
of footwear. 

Mr. Clark was formerly factory mana- 
ger of the Goodyear India Rubber Glove 
Mfg. Co., and the Goodyear Metallic Rub- 
ber Shoe Co., both of Naugatuck, Conn., 
and later was general manager of the Foot- 
wear and miscellaneous factories of the 
United States Rubber Company. 

Mr. Piper was formerly manager of the 
Boston Rubber Shoe Company factories 
located in Malden and Melrose, Mass., 
and during the war was located at Wash- 
ington, D. C., in charge of purchasing 
rubber footwear for the United States 
Army. 
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Popular Orthopedic Oxfords 


READY TO SHIP 


These four Johnson Bros. “Arch Solace” oxfords are popular with the 
trade that looks for honest quality merchandise at moderate prices. Send 


for Samples 


se 


No. 300—Brown Kid Lace Oxford, 13-8 No. 301—Brown Kid Lace Oxford, 11-8 Gi 
Wingfoot Rubber Heal, Metal Arch Arch Support, Ro, 8 ug Wingfoot{Rubber,Heel, Arch Support,:123 Last 


No. 303—Same style in’ Black_Kid............. $4.10 


~~ 


Sizes: AA, 4 1-2 to 9; A, 4 to 9; B, 3 1-2 to 9; C, 3 1-2 to9; D, 3 to9 
Sizes 8 1-2 and 9, 25c extra 


Tree State. 


SHOF MEIG.CO. 


MAINE: 2 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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An Immediate Hit Wherever It Is Shown 





Give the “plain people” a 


real arch support shoe at a. 


price they can afford. 


That’s Archlobe--an honest, good- 
looking and extra comfort-bringing 
shoe you can retail at $6. 


Get ARCHLOBES into your store now. 
Every day you delay means so much loss 
in VOLUME SALES and VOLUME 
PROFITS. 


Ask Your Wholesaler 





ARCHLOBE 


Genuine Goodyear Welt 
Solid Leather Throughout 
Black or Brown Kid or Calf 


To Retail 


6,20 







GLOBE SHOE COMPANY 


Makers of Wr omen’ s Goodyear Welt Shoes at Popular Prices 


Chelsea - 


Boston Sales Office at 207 Essex Street 


- Mass. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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HERE is. no doubt about a 

teal winter this year. Weather 
prophets agree. Snow—slush, and a 
great demand for overshoes. 


Take this opportunity to stock the 
best—‘‘U. S.’’ Overshoes. Order to- 
day, before the rush begins. Delay 
may mean a loss of sales. 


**U. S.”’ Overshoes are superior in 
every way. Absolutely waterproof— 
snug fitting, with a last to match 
every type of leather shoe. 


United States Rubber Company 
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Rubber Shoes Good ‘‘Extra Pair’’ Seller 


Suggestions for Newspaper Publicity Offered 


HE storm of last week, which ex- 
T vcoaca from the Great Lakes east, 

and big storms in other parts of the 
country, notably that on Armistice Day, 
at Salt Lake City and Denver, made fhe 
public think in most favorable terms of 
rubber footwear. This year there is a 
wider range of styles than ever before to 
offer the customers in your community. 


in ‘‘Ad-Visor Service’”’ 


Good window displays help—so do news- 
paper ads. It is with the idea of assisting 
the merchant a bit in the preparation of 
his rubber footwear ads that we are fea- 
turing “Rubber Ad-Visor” this week. 
Rubber shoes, for men, women, and chil- 
dren, make acceptable Christmasgifts, and 
should be given the holiday atmosphere in 
window, interior and newspaper publicity. 


As an added argument to rubber shoe 
purchasing, it might be suggested that 
during October and November there 
was but little precipitation—so according 
to the law of averages, there should be 
much snow or rain during December and 
January. Hence the need of extra foot 
protection and. the opportunity of extra 
pair business from rubber shoe selling. 
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Your Name Here 
Street- -- Town 


Father's rubbers—Sister’s smart cuff. 
—Mother’s sensibte buckled arctics—A 
-weather hi 
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rubbers in the you 0 
enjoy life. They're the sort of folks you'll always 
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A well-fitting pair of arctics will take the sting out 
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Sor a pair. Remember 
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THE JUDGES GIVE TIME! 


“True to form,” as it were, the Judges in the Gordon Contest for a Name have 
decided to give more time! 





And their decision is well advised, we feel. 


For it is hard to say which has caused the greater enthusiasm and interest— 
the $100.00 prize we will give for a suitable christening name, or the actual arrival 
of the long-needed new Gordon-Comfort shoe for men! 


And so the Judges have extended the closing date of the contest to 


December 18th, Next. 





Remember! A great name for a great shoe is wanted—and if your suggested 
name (which must be original, so as to be registerable as a Trade-Mark) is the 
winner, you earn $100.00. 


You should know the pedigree of this wonderful new Gordon shoe. Here 
it is—aside, of course, from the specially designed arch-fitting features which took 
more than a year’s study to develop—the construction material is as follows: 


BENZ BROWN KID SPECIAL COLOR HEAVY TWILL L 

SURPASS BLACK KID ALL-CALF QUARTER LININGS. TOP SI STA AYS AND 
CARL SCHMIDT’S AND BACK STAYS 

PFISTER & VOGEL’'S CALFSKINS ' FAST COLOR EYELETS 

10 1-2 IRON “A” GRADE BACK SOLES EXTRA bapa FELT Sve TE LININGS 

8-IRON INNERSOLES pnt ay iS MPERED ENGLISH STEEL SHANKS 
OVERSIZE LEATHER COUNTERS OSULLIVAN R RUBBER HEELS 


This is the aristocratic shoe, bred from a remarkable blending of supreme 
quality and unsurpassed style, and embodying, as it does, positive though hidden 
arch-fitting features, that will bring you $700.00 if the Judges approve the name 
you suggest! 


You will be naming a shoe destined to become nationally known—a popular 
shoe with men, in the real sense of the word! 


We invite rated dealers to inquire of us for an exclusive agency in their locali- 
ties. Think of this superlative Gordon Shoe costing the dealer but $5.50 for 
Oxfords in all leathers, and $5.85 for Boots. And the dealer’s help in advertising 
which we are now preparing—awaiting only the christening. 


_Popular prices? Indeed, yes, when you ponder what is customarily asked for 
ordinarily, so-called “orthopedic” shoes—ungainly to the eye as they are! 


Whether you are interested in an agency, or whether you have the right 
name—don’t delay! 


LOUIS W. GORDON CO., Inc. 
Men’s Fine Shoes 
110 DUANE STREET Phone, Worth 1825 NEW YORK, N. Y. 








Tne Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Comparative Leather and Hide Prices 
Upper Leather (Price Per Foot) 
Pre-War Peak October, 1921 Today 
Calt, suede Lop grade...» --+++0-+ $0.32@$0.35 $1.40@$1.50 $0.65 15 $0.65 @$0.70 
aie... 26s tet 2:33 “23 
Seecsc bes ests 88 Bee 
Genuine buck............. roe 145@ .50 1.40@ 1.60 65 80 [70@ :80 
nT ecmieateenpnecetin Ge Mi tx am © o Ge ib 
Kids, colors, best fancy...-............ 35@ -40 1.406 1.65 -80 -90 80@ -90 
Kid black top grece ncnstedscsoodees’ dae 1.35@ 1.50 :60 °70 [65@ .75 
Kid, medium, pe 20 24 .70@ 1.10 35 55 35 55 
Kid, medium, black............+s+++++ 18 22 -60@ 1.00 30 50 35 50 
PGND, 060cae cocesepnceceedaceoce .06 -12 -20 36 on 18 es 20 
sides and kip .......... 25 30 -85@ 1.05 45 4 4 55 
DEED ED 06 cc cdccoscccgdsecoocéoes ” os 1.40@ 1.60 70 80 65 75 
Sole Leather on Per Pound) 
CE San er $0.32.9$0. 38 M .. $0. 3490.36 
fidiidemminenestenckeodeseties ad 6 50 32@ .55 
abe cred tem ance .38 "55 "58 "55@ .60 
No. 1 oak bends, shoe mirs.’ use........ 6 “a “Bg "60 ; 65 BE: 
No. 1 oak bends, finders’ use........... oe 1. 115 1 3 [70 80 15 85 
Raw Hides and Skins (Price Per Pound) 
(1913 Av.) 
ie ap a2 ant tee ‘ 18% $0.52@$0.55 1444 $0.22 .23 
Heavy Tesas visors, for solo loathe. °° SQ": NIGH. 89 tie 2084 ‘3 
—laohtitatan. 1a aa “2a oe oe 
Reo. 3 ate, for Reavy soar ond ade lee. oe et 45 50 07 .08 7h 15 
No. 1 Chicago City for fine calf 
ly boc 90 gp ceseosecedbeceoaosese 28 at - 1. $296 of 574 183 ct 
ax Sides ter cole tentiws............. 1@ .30 142@ .26 [14K@ 115 J Bly 














Leather Market Less Active 


RADING has been quiet the past 

week and the leather market has 
lacked the snap of a few weeks ago. 
In spite of dullness, prices remain firm 
and some tanners report sizable sales at 
market quotations. The better grades of 
calf and side upper leather have shown 
little or no decline in price and with hides 
and skins at present values there is not 
much chance of lower priced leather. 
Buyers are waiting for it, however, and 
think that the slight break in hides should 
give them some advantage. 

On the other hand, tanners have the 
losses of the two past years too freshly in 
mind to sell leather without a profit. The 
stability of the market is further assured 
by the fact that the bargain stocks for- 
merly held by the banks are out of the way 
and that was the most disastrous type of 
competition that the trade ever exper- 
ienced. 


Sole Leather Firm and Active 


The situation in sole leather continues 
healthy and deliveries are going forward 
steadily on regular contracts. Prices 
are well maintained and receipts from the 
tanneries are well cleaned up. There is no 
expectation of lower prices and tanners 
state that sole leather is now selling at 
prices below what it could be made for 
from present cost of hides. Heavy native 
steer hides which go into sole leather and 


are quoted at 22)4c. to 23c. per pound were 
bringing l6c. a year ago. Texas steer 
hides bring 20)4c. as against 16c. a year 
ago and tanners are holding aloof from 
the market and buying hides and skins 
sparingly, ignoring slight concessions. 
Sole leather prices show no change but 
they continue firm. 


Calf Leather in Good Call 


Upper leather is less active although 
there is a fair amount of business. Trad- 
ing has been better in the men’s shoe cen- 
ters on calf leather. Heavy weights are 
wanted. The top selections of colored 
chrome calf still bring from 48c. to 50c. 
per foot. The medium and light weights 
sell at from 40c. to 48c. Cheaper selec- 
tions are quoted at 30c. to 40c. per foot. 
The aggregate of business is fair. Suede 
calf is in brisk call with the leading tan- 
nages, bringing from 55c. to 60c. and 65c. 
per foot. Medium grades of ooze calf 
are quoted at 45 to 50c. and lower selec- 
tions from 30c. to 35c. 


Fair Volume in Side Upper 


Some good sales of side leather were re- 
ported. The general volume has been 
smaller, particularly in the women’s shoe 
centers where colored buck was selling 
more heavily a month ago. The factories 
making heavy shoes for the industrial, 
agricultural and mining sections are fairly 


busy. and purchasing good quantities of 
kips, veal, elk and waterproof chrome. 
Prices range from 22c. to 36c. per foot on 
heavy chrome sides for colors and blacks. 
Colored chrome commands from 28c. to 
32c. per foot for top selections. Colored 
buck is quoted all the way from 35c. to 
45c. White buck brings from 35 to 38c. 
Snuffed leathers sell at around 20c. up to 
24c. and 26c., according to quality. 


Patent Sold Ahead 


Tanners are still ‘sold ahead on patent 
chrome sides. Some large sales have been 
reported the past week to be delivered on 
a regular weekly basis. In some shoe cen- 
ters the sale is off according to conditions, 
but the popularity of patent keeps up. 
Top grades of patent chrome sides bring 
48c. to 50c. and patent tips from 52c. to 
55c. Medium grade sides bring 40c. to 
45c. and No. 3 from 35c. to 40c. The call 
is also good for patent colt and kid. 
Patent kid is bringing 65c. to 70c. for top 
selections. , 
Kid Trade Better 

The glazed kid trade is active according 
to conditions in the various shoe centers, 
the best business being on colors. Medium 
grades ranging from 30c. to 50c. sell best, 
although the highest grade women’s foot- 
wear always calls for a certain amount of 
the top selections which bring from 80c. 
to 90c. per foot. 
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Men’s “Onyx” Sox 
For Xmas Giving as 











Women may go wrong on cigars and 
ties, but they can’t go astray on “Onyx” 
sox. Here are two good Xmas sellers: 


No. 218 No. 239 
The backbone of your holiday trade. A A luxurious silk accordion-ribbed half 
pure silk half hose, with lisle top, heel, and hose in 22 different color combinations— 


toe. In black, white, navy, cordovan, 


gray, suede, and tan. % doz. boxes. blues, blacks, browns, grays, purples, etc. 


Sizes, 9144-114. Make up your own assortments. 14 doz. 
eo) £ SPeeTeee e $4.75 net boxes. Sizes, 94¢-11}4. 
Quantities over 100 doz........ 4.50 net POG GIOs vince ioe 0Ktieele ae $21.00 


Emery 6 Beers Company, ine 


Sole Owners and Wholesale Distributors of “Onyx” Hosiery 


Broadway at 24th Street 
New York 
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(This Department is conducted by Helen M. Haney, Associate Editor) 


Shake Hands with Charles W. Morrill 


One of the Best Liked Men in the Shoe Business—He Designs the Shoes 


HEN one speaks of the wholesale 
shoe trade of the country and par- 
ticularly of the South and Middle 
West, the name of Charles W. Morrill, or 
“Charlie” as he is everywhere known, 
comes prominently to mind, for the genial 
_ and popular treasurer of the Boston Shoe 
Associates has been identified with the 
making and selling of footwear to the job- 
bing trade for at least thirty years, and 
it is true that the wholesale shoe trade of 
Boston and nationally, for that matter, 
would not be just the same if the afore- 
said Charles W. Morrill were not in exist- 
ence to give to it his fine thoughts and 
enthusiasm. 


Has Sold Shoes for 30 Years 


After his graduation from school, way 
back in the old days, “Charlie” started 
in the shoe business with one Charles D. 
Pecker of Lynn, Mass. Some time after 
the great fire in Lynn, this firm moved to 
Amesbury, Mass., and with them went 
“Charlie.” After that he was with Knipe 
Bros., covering the South and Middle 
West; then with Craddock-Terry Co., cov- 
ering Pennsylvania territory and traveling 
out of Philadelphia; after this connection, 
with the Davis Shoe Company of Boston; 
for about nine years, he was a partner in 
the old H. H. Mawhinney Company of 
Stoneham, Mass. He joined his present 
organization, the Victoria Shoe Company, 
last winter, but was connected with many 
of the men composing this last-named com- 
pany, when they were identified with other 
wholesale shoe interests, for about fifteen 
years. 

From the above statement, the reader 
will see that we have “accounted” for 


He Sells to Wholesale Trade 


“‘Charlie’s” official whereabouts for surely 
three decades—so why delve further into 
past history? And this high-grade sales- 





CHARLES W. MORRILL 
Wie Sev Oe gost 36 youre Bas Soon Se a4 
treasurer the Boston Shoe Assoc in 


and Middle West for the vie 
toria Shoe Co. 


covers the 


man is always the happiest when he is 
selling shoes. 


Treasurer of Boston Shoe Associates 


During the last 14 years, or since 1907, 
“Charlie” has been guarding the treasury 
of the Boston Shoe Associates, one of the 
oldest associations of shoe salesmen in the 
country, founded January 28, 1886. As 
Mr. Morrill is very much interested in this 





organization, a few words in regard to 
same may not be amiss. The main object 
of this association is to “Adopt plans 
whereby brotherly feelings will be main- 
tained and promoted”; a strict rule of the 
society is—Give help to your brother 
member in case of sickness; make him ap- 
preciate that he is not entirely forgotten, 
and keep him posted, if his condition will 
permit, of what is going on in the trade. 
In case of a member’s death, substantially 
help his family. 


Morrill and Mills Are “Pals” 


The Boston Shoe Associates, as a body, 
is a member of the National Shoe Travel- 
ers’ Association, and about one-third of 
its members belong to that association, to 
show their interest therein. Robert Mills, 
who has traveled with Charles W. Mor- 
rill, for about twenty years, is the efficient 
secretary of the Boston Shoe Associates. 
Mr. Mills has been secretary of the Boston 
Shoe Associates for the past 22 years. We 
are going to tell more about the Boston 
Shoe Associates in a story which we hope 
to have the privilege of writing about its 
efficient secretary. But Mr. Mills and Mr. 
Morrill are very modest men and to get 
any information as to themselves from 
either of these gentlemen, personally, is 
indeed most difficult. One has to depend 
upon “the neighbors.” 


A.“Southern Yankee Gentleman” 


From the South we hear that Charles 
W. Morrill is known as the “Southern 
Yankee Gentleman.” He is also well 
known as being a staunch Republican, 
and a great admirer of the late Theodore 
Roosevelt and General Robert E. Lee. 
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RALPH VAN BUREN 


Who represents the Rice § Hutchins Com; » 
Boston, in Northern New York State . 


ED STEELE 
Who travels out of the Rice § Hutchins Chicago 
Company. 





He is beloved by his trade for his many 
sterling qualities and his customers place 
the greatest confidence in his judgment as 
to what will be the best styles to pick, for 
they well know that Charles W. Morrill 
designs the shoes that he is selling to them 
—in other words, before he starts out on 
his trip, he has carefully inspected every 
last and pattern to see if it will be just 
the right one for his customers. 


Grand-daughter Is Charlie’s Hobby 


Charles Warren Morrill resides in Win- 
chester. His family consists of a wife and 
“a big boy,” Charles William Morrill, As- 
sociate Editor of the Shoe .Wholesaler, 
Boston, and a dear little grand-daughter, 
Priscilla, to whom he devotes practically 
all of his time when off the road, although 
it is reported that he is fond of opera and 
quite often spends an evening listening to 
the great vocalists. 


Good Trip All Way Through 


He will be back from his trip about the 
time that this edition of the Recorder ap- 
pears—or Sunday, December 10. Let- 
ters received from him while away reveal 
the fact that he has had good business all 
the way along, and that although he did 
not write this, a very good friend of his up 
North, who has “read between the lines,” 
says that he still likes to make Selma, 
N. C. on his trips to New Bern, on_ac- 
count of its first-class hotel accommoda- 
tions. 


Only One “Charlie’’ Morrill 
And another friend and pal of his in the 


wholesale shoe fraternity says that ‘“Char- 
lie’ did not start forth on his last trip 


until he had voted most emphatically on 
the rather leagthy question relative to the 
18th Amendment to the constitution. 

But be the above two last-mentioned 
statements correct or incorrect, his friends 
in the shoe trade, whom he can number 
by the hundreds, are all “true blue’’—and 
are unanimous in saying—a crackerjack 
salesman, a good fellow—and a high-grade 
man in every way. There is only one 
Charles Warren Morrjll—Long may he be 
with us! 


Boston Shoe Travelers Meet 
December 16 


The Boston Shoe Travelers. will hold its 
annual meeting at the Boston Shoe Trades 
Club on December 16, at 12 o’clock sharp. 
This meeting will be a strictly business af- 
fair. There will first be a collation—then 
the body will proceed to elect officers for 
the year and delegates to the N.S. T. A. 
Convention at Chicago—January 4-6; the 
meeting will also vote on amendments to 
the constitution and transact any further 
business which may come before the local 
or individually, in its relation to the na- 
tional body. 


Tribute to T. F. Anderson 


Thomas F. Anderson, secretary of the 
NewEngland Shoe and Leather Association, 
is a good co-operator with the boys, 
said Secretary Delany, recently. The 
N.S. T. A. fellows of New England know 
this full well and have had demonstrated 
to them, by many acts of kindness of Mr. 
Anderson’s, that he has the interests of the 
New England bunch very much at heart. 


FRED T. COLEMAN 
bd pow — the large retail stores, 


chain 
ing trade h to the ‘Middle 
Wet. and oe a San cElwain, Holmes & 





Fred T. Coleman with McEl- 
wain, Holmes & Talbott 


Fred T. Coleman, who formerly traveled 
for the Watson Shoe Company, has joined 
the sales force of McElwain, Holmes & 
Talbott of Hudson, Mass., makers of 
women’s medium priced shoes, and will 
cover the large retail stores, chain stores 


_ and jobbing trade from New York City 


through to the Middle West and South- 
west, on specialties. Mr. Coleman is an 
energetic worker, is very popular with his 
trade and has a large following. He is 
regarded as an A No. 1 salesman and 
style picker. 


C. & E. Sales Roster 


The salesmen of the C. & E. Shoe Co. 
and their territories are as follows: J. T. 
Akre, South Dakota; J. H. Boyle,. Okla- 
homa; W. T. Buxton, Western Pennsyl- 
vania; A. E. Fleehart, Arizona, New Mex- 
ico and Colorado; Jack Gillies, Detroit; J. 
C. Grimes, special representative; F. B. 
Gross, Iowa; A. E. Godwin, Texas; W. E. 
Harding, West Virginia; Richard Hock, 
Ohio; Richard Hocking, Michigan; W. H. 
Kesten, Chicago; E. M. Mayhew, Kansas; 
V. J. Miller, Indiana; E. J. Oates, Eastern 
Pennsylvania; G. T. Pumphrey ,Kentucky 
and Tennessee; F. J. Ser-Vatius, New York 
City; J. P. Schlosser, North and South 
Carolina; G. A. Spring, Wisconsin; C. K. 
Swenson, Minnesota; C. R. Tubb, Texas; 
Joe Valdes, Florida, Alabama, Louisiana, 
Mississippi; J. T. Vance, Illinois; R. B. 
Wheeler, California; G. W. Wiggin, New 
York and New England. 
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“GEE! That's a fine line of 
Sport Shoes.” 

That's the way a buyer who re- 
cently came to our factory spoke 
of our line. 

We certainly do make them sit 
up and take notice. 


All our regular trade will have 
the opportunity to see them 


soon. Those who haven’t 

bought them as yet can have Carries “Rajah” 
the chance by just signifying Sole and Heel. 
their desire on a postcard and 

mailing it to us now. Are you 

one? 


The Preston B. Keith Shoe (0., Brockton, Mass. 


Makers of Keith's Konqueror Shoes for Men and Women 
Campello Station 























“GOODRICH” 


QUALITY TURNS 
Twenty-Four Hour Service 
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Same as above. . 


SIZES 

AA—4 -8 

A —3i8 

B —3 -8 " 
' C —2i%-8 : 

—Price No. 110—Price $5.50 Net 

Less than 3 ~~ Kid aoe = Black Satin “Mayflower” 
' 2 Black Alsace Tufted Tongue, 16-8 Louis LXV Heel, Me- 
' pair 25c extra | Gun Metal Beaded, 15-8 LXV, Medium dium Toe. ‘ 
Round Toe. No. 115—Black Satin ‘Virginia’ Gore | 
: Colonial 
as 
x4 


OO. Oe 3 


“Imitation is sincerest flattery.” There 
is no footwear so comfortable as a 
TURN shoe, and when properly made, 
none more serviceable. Anticipate 
your requirements and insure your sup- 
ply of this merchandise. Orders filled 
consecutively as received. Every style 
illustrated is a real business builder. 


No. 109—Price $5.75 Net 
Patent Leather ‘‘Mayflower”’ 
Modern in construction, a reminder of Colo- 
nial Days, Black Satin Inlaid Tongue, 16-8 Our anchored arch steel shanks are a per- 


af wt ke “Virginia” Gore fectly adjusted support for the foot, and 
Colonial a shape preserver for the shoe. 


——=— = oF 
——Txe eee ee ee 





Same as above. 








x 3 
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: HAZEN B. GOODRICH & CO. ER 
Turns Exclusively HAVERHILL, MASS. Black ore Invert 14-8 Spanish LXV Heel, 
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MRS. SARA L. FREY 


R. Rale. Mrs. Fi 

“ermerty ait cha I Genres = New Yor 
the end of shoe 
building 





Sara L. Frey in Charge of 
Rule’s San Francisco Of- 
fice 


Mrs. Sara L. Frey is a thorough shoe 
woman. For quite a number of years she 
assisted Mr. Slavens at the New York 
office of the Boyden Shoe Mfg. Co., and 
recently decided to go to the Pacific Coast, 
where she is now office manager for George 
R. Rule, Coast representative for Strass- 
burger Styles Inc., Brooklyn, N. Y. and 
E. A. & M. C. Witherell, Haverhill, Mass. 
Mrs. Frey says that she is genuinely 
pleased with her well appointed “‘home”’ 
and from a photograph which she has sent 
us of Mr. Rule’s new sample room, we 
thoroughly understand what a pleasure it 
must be to display and take orders for 
shoes in the midst of such attractive sur- 
roundings. 

Attractive Shoes and Display Room 

The display room is furnished right up 
to the minute, having an original and 
unique cabinet arrangement, the shelving 
of which is very deep, carrying two shoes 
in a row, in place of one, as.is ordinarily the 
case. The cabinets are finished in dark- 
grained oak wood, with chairs, tables, and 
desk made to match. The room is car- 
peted in gray, and harmonizes with the 
ivory tinting of the walls and the dark oak 
fixtures, with their ivory trimmings. The 
electric light fixtures are bracketed to the 
walls in the form of candelabra. 

Mrs. Frey writes: “The shoes shown 


in this office are real style leaders, and, 
therefore, their home is necessarily beau- 
tiful.”” 


GEORGE R. RULE 
Coast representative for 


Strassburger-Styles, I: 
db and E. A. oe. Cc. Withereli 


Brooklyn, 
Haverhill, Mass. 





Reduced Rates to Chicago 


The national secretary has made arrange- 
ments with the various railroads for re- 
duced passenger rates to the big N.S. T. A. 
Chicago convention of January 4-7. He 
has recently sent a report to each of the 
secretaries of the various affiliated asso- 
ciations stating that round trip tickets 
(with minimum rate of $1) will be sold 
from the various territories January 2-10 
inclusive and will be validated at Chicago 
by agents of the regular ticket offices of 
the lines mentioned on the tickets from 
January 4-17 inclusive. The reduced fares 
will be obtainable upon presentation -of 
identification certificates made out on the 
form furnished by the national secretary, 
and issued only to members of the N. S. 
T. A., the N. S. R. A., or their families or 
dependents. Tickets will be good via the 
same route in both directions. 

When validated tickets will be good for 
return, leaving on any day within the 
date limit. Passengers must, however, 
reach original starting point shown on 
ticket in no case later than midnight of 
January 17. 

By these arrangements an attending 
the convention of the N. S. T. A. will be 
able to attend also the convention of the 
N. S. R. A. which dates are January 8-11. 


Big Attendance Expected 


A big attendance is anticipated, because 
the boys will thus have an opportunity to 
visit both conventions—their own, on 
January 4-7 and that of the N. S. R. A. 
on January 8-11. The dates of the two 
conventions were arranged so that neither 
would conflict with the other. 





BUFORD H. JONES 


Sales manager. of = Thomson-Crooker Shoe 
now with President 
. R. Thomson, vite trade of the Middle West 





AL 





Buford H. Jones Travels with 
President Thomson 


Buford H. Jones, the efficient sales man- 
ager of the Thomson-Crooker Shoe Com- 
pany, is visiting the trade in the Middle 
West and South ia connection with the 
President of the concern—C. R. Thomson. 
Messrs. Jones and Thomson plan to spend 
the month of December calling on the 
dealers. They will endeavor to get a more 
intimate knowledge of the merchant’s 
wants and will also have little conferences 
with the several salesmen of the Thomson- 
Crooker Shoe Co., as they meet them in 
the various territories. 

And thus they will continue until almost 
Christmas Eve, when President Thomson 
will return North and Sales Manager Jones 
will speed in the opposite direction—way 
down to the Sunny South—to spend 
Christmas Day with his mother at Pulaski, 
Tennessee. 


John Whalen Visits Pittsburgh 


John J. Whalen of the Preston B. Keith 
Shoe Co. sales force was showing Keith's 
Konquerors to the retail shoe trade of 
Pittsburgh, Pa., the week of November 26. 


A. E. Smith Covers Texas for 
R. & H. St. Louis Territory 


The Rice & Hutchins St. Louis Com- 
pany has engaged A. E. Smith to cover the 
Texas territory for them. Mr, Smith is a 
shoeman of some years standing and was 
formerly with the Ellet-Kendall Shoe 
Company of Kansas City. 
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The ACROBAT Double Welt 


Has No Equalin Shoe Construction 
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Best quality lining 





Sole leather box and 








First grade upper 5 


Acrobat insole remains flat, 
smooth and in place until shoe is 
worn out. No stitching, tacks or 


nails touch the foot. 








a 








Welting 





Goodyear stitching thru 
welting, upper, middle- 
sole and outsole, simply 
holds on outsole. Acrobat 
double welt construction 
is RIP-PROOF and prac- 
tically waterproof. 











@® last and takes strain off the upper. 








Upper snugly lasted against shoulder of insole 
and sewed to middlesole with SECOND row of 
stitching. Easiest shoe to resole, and being built 
@) to middlesole, ALWAYS retains perfect shape. 








a 

Lining, box toe and counter held tightly in 
channel, by stitching to lip of middlesole. 
Separate sewing of lining insures perfect fit to 











OTHERS may not know why their children’s ACROBATS 
wear longer, are practically water-tight, and can always be 
re-soled— Mothers may not know the reason, but they remem- 


ber where they bought the shoes! 


The ACROBAT insole and middle 
sole is one piece of leather. It can’t 
roll up or wrinkle—it stays flat. 
ACROBATS hold their shape inde- 
pendently of,thefoutsole. No filling 
between soles to get lumpy. The 


lining is lasted and stitched sepa- 
rately from the upper. The uppers 
extend over the sole to the edge of 
the shoe. Double stitched. Ripping 
is practically impossible. 


Shoe merchants find ACROBATS are immediately suc- 
cessful and steadily more profitable. Write for Catalog 22F. 


SHAFT-PIERCE SHOE COMPANY 


GENERAL SALES OFFICES AND FACTORIES—212 THIRD ST., FARIBAULT, MINN. 


Specialists in Children’s Good Shoes Since 1892 





The Beot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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A Style Prediction 


A shoe traveler who is considered 
a good style man predicts that a fa- 
vorite in women’s footwear which 
will be both distinctive and in good 
repute for a long while is a solid 
English last oxford in black calf. 
He believes that with the spring 
season, there will be a growing de- 
mand for this model. 











“Ted” Ostenkamp Now in 
Good Health 


T. A. “Ted” Ostenkamp, organizer of 
the Richmond Association of Traveling 
Shoe Salesmen, with home in “Ol’ Vir- 
ginny,”’ wrote from Richmond extending 
sincerest greetings for the Thanksgiving 
holiday. “Ted” had a bit of hard luck 
during the past summer by an attack of 
the jaundice. He is now quite his old 
vigorous self again and is looking forward 
to the big N. S.T A. Convention—Chicago 
January 4-7. 


National Sectretary Booking 
7 ‘Ads’ b 


The secretary of the National Shoe Tra- 
velers’ Association has in preparation, 
“The National Shoe Traveler.” This is 
an annual publication—now in its 12th 
edition. It will contain a verbatim account 
of the coming convention of the N.S. T. A. 
—January 4-7; an account of the meeting 
of the board of directors and other inter- 
esting news. The book will have an at- 
tractive cover and will contain about 100 
pages. It measures about 8x1l—type size 
about 6x84. The national secretary re- 
ports that he is both surprised and pleased 
at the number of requests for advertising 
space in this booklet, but he would not 
object to receiving some more advertising. 


Briggs-Hutchinson Co. Men 
in Territories 

The salesmen of the Briggs-Hutchinson 
Co., manufacturers of women’s shoes, 
Lynn, are now out on their,territories with 
their spring line of samples. The follow- 
ing men represent this company: Fred A. 
Yeaton, Pacific Coast; Alfred Schachat, 
Greater New York and New Jersey; Henry 
J. Warner, New England; Walter Briggs, 
New England and New York State; R. 
Markowitz, large cities, New York to Den- 
ver; A. L. Briggs, New York State and 
special accounts in the Northwest. 


Courtesy is the quality that keeps a 
woman smiling when a departing guest 
stands at the open screen and lets flies 
in.—Fremont Tribune 


A, B. Clark Home From 
Western Trip 


A. B. Clark returned to Boston on the 
morning of November 29, after a six weeks’ 
trip to the furthest western points of his 
territory—Omaha and Kansas City; he 
also visited Cleveland, Columbus, Cincin- 
nati, Indianapolis, Des Moines, Chicago, 
Detroit and other big “‘burgs.”” His terri- 
tory includes the large cities trom here to 
the Central West, and down the main line 
of the New York Central, including north- 
ern New York and Philadelphia. 

Mr. Clark sells the children’s and 
young women’s line of the Davis Shoe 
Company, Lynn. He stated that condi- 
tions look very fair throughout his terri- 
tory; that merchants found the fall a rather 
quiet one, on account of the warm weather, 





A. B. CLARE 
Represents the Davis Shoe Co. in the large 
cites from Boston to Omaha and Kansas City. 
He will be in and around New England territory 
until February or March 


but that the colder weather of the week 
or ten days preceding his return had stim- 
ulated buying. 


Buying Children’s Spring Shoes 


As to children’s shoes, just’ the same as 
with other lines, retail shoe store folks 
have not bought very far into the future, 
although they are beginning now to get in 
a few spring lines—and these consist al- 
most altogether of low shoes, except high 
shoes for the small, younger children, in 
such styles as straps, Goodyear welt sport 
shoes and other types as much like the 
grown-ups as possible. Whatever high 
shoes are bought now are only for sizing 
up stock departments and for immediate 
sale. Mr. Clark will be around New Eng- 
land and nearby territory until February 
or March and will spend his time between 
the Lynn factory and the Boston office, at 
Room 211, United States Hotel Building. 
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High Grade Shoes Best 
Sellers 


The shoe travelers of the country, 
returning from their trips and re- 
porting to the national office, are 
unanimous in their statements that 
high grade shoes are selling in great- 
est proportion. They say that 
trade has been particularly good the 
past few months; next in popularity 
to the high grade goods are the 
cheaper shoes, and last of all the 
medium grades. 











A Happy Reunion 

While in Chicago, on this latest trip, 
Mr. Clark relates a very unexpected and 
happy “re-union.’’Mr. Clark’s oldest son 
is an Episcopalian minister, with pastorate 
at Hudson, Wis.; his youngest son is with 
Motor Supply Co. of Phoenix, Arizona, 
and was attending the national convention 
of Automobile Supply Dealers at Chicago; 
the minister had come down to the big 
“burg’’ on some business in connection 
with his parish. The two brothers had 
not seen each other for 14 years, and the 
two days which father and the boys spent 
together at Chicago proved indeed a 
happy reunion. 


Joe Combs with Lape-Adler 


Joe Combs, represents the Lape-Adler 
Co., of Columbus in California, Oregon, 
aad Washington. He is most enthusiastic 
over his new line of samples and says: 

“Several new lasts have been added this 
season, and numerous and up-to-the-min- 
ute patterns. I have some wonderful ef- 
fects in Colonials in the newest leathers as 
well as sport oxfords in the different com- 
binations.” 


Alden, Walker & Wilde Sales 
Roster 


The salesmen representing Alden, Walk- 
er & Wilde, of Easy Weymouth, and their 
territories are as follows: Sam T. Hodges, 
South Atlantic States and West Virginia; 
J. W. Ward, Mississippi, Alabama, Ten- 
nessee and Kentucky; R. A. Taylor, Texas, 
Arkansas, Louisiana and Oklahoma; H. F. 
Hollmay, Illinois and Indiana; Harry 


 Thall, New York City and New Jersey; H. 


E. Hutchinson, Pacific Coast; H. C. New- 
man, Kansas, Nebraska, Iowa and Mis- 
souri; A. J. Nyman, North and South Da- 
kota, Minnesota, Michigan and Wiscon- 
sin; A. Holbrook, Jr., Ohio and Pittsburg 
District; C. E. Sawyer, New England and 
New York State; W. M. McCarter, Mary- 
land, Delaware and Pennsylvania. 
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To “Ring the Bell” 
and REPEAT 


———. 
YHERMANS Here are two HERMAN staples— No. 851 


shipped from stock—that will keep 
your cash-register playing a “‘prof- Herman’s Navy 
it” tune through the coming winter Pattern Blucher 














— | 
















. agription Na Pyne on 
Side parse eee a Roa 
The materials in them were con- quality fun Moca "Es “Galt pial 
tracted for, long before the leather In Stock: 
market went up. At today’s mar- D. FEE widthe ths. packed 5 to. 6 to 
ket—they represent unusual excess 
value. Yet our trade-prices are $3.50 


still at the low-water mark. 


Wire your order—and we’ll 
‘Say It With SHOES!’ 



























No. 44 
Herman’s Army Shoe 


Vamp. Tip and Top cut from J tis my Rus- 
out Luthar, reir en ie . 
Side Searn, Bike Pecos. Soft Toe (no box), 
Half Double Sole that’s a wonder for service. 
One-inch Heel. In Stock: 

C, 5 to 11; D, 5 to 12; E, $ to 12; EE, 5 to 12. 


$3.50 
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JOSEPH M. HERMAN SHOE COMPANY 
MILLIS Gostorn~759 Qncoln Street MASS, 
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Here stitching has taken the place of 
ae and ny he The ozford 
7 carries 6 rows of close stitch- 

hg at the right — double 
rows. The first is of tan calf, the second 
of red calf and are from the line 
of Weber Bros. Sa orth Adams, 

















NEW YORK 


Retail Trade Decidedly Spotty 


Merchants Blame Weather—Fifth Avenue Merchants, How- 
ever, Doing Good Business on Better Grades 


ETAIL trade here has become de- 

cidedly spotty. In the main mer- 
chants report that the fall season so far has 
been disappointing. “The fall season,” 
said one mid-town shoe merchant, “has 
not even begun, so far as we can deter- 
mine and yet business is about on a par 
with what we expect in January, Febru- 
ary and March.” Mild weather has had 
a big influence in retarding trade, it is be- 
lieved. It has been noticed that cold 
spells of only one or two days duration, 
result in augmented trade. 

“I am afraid,” said another retail mer- 
chant, “that many of us will be ‘stuck’ on 
felt slippers and similar merchandise. In 
our store here we are selling quilted satin 
and other light-material boudoir slippers 
at this time of the year, when we should 
be through with them and busier on the 
felt and wool-lined goods. The weather 
certainly has been against us on these 
items and I think it has affected the entire 
line.”’ ; 
Higher Grades More Active 

Against these reports, are others of a 
more cheerful nature. Along Fifth Avenue 
better business is reported in high grade 
footwear. It is realized, of course, that 
the great majority of people cannot pur- 
chase this class of footwear, but thespend- 
ing disposition of those who can afford it 
has taken a decidedly more liberal trend, 
so far as New York is concerned. 

Another angle on the situation is fur- 
nished by reports which tend to show that 
novelty, or highly styled goods are moving 
much better than the staples. It is hard 
to get good action on staple shoes, reduc- 
tion sales having failed to stimulate con- 
sumer interest so far. 


Wholesale Shoe Sales Off 


Something of the conditions prevailing in 
the shoe field here are revealed in the De- 


cember report of the New York Federal 
Reserve Bank. Although department 
store sales in this district as a whole in- 
creased 4 per cent in October over those 
of October, 1921, sales in individual chain 
stores reporting to the bank failed to show 
a corresponding increase. In fact, they 
were 22.5 per cent under last year. In 
wholesale trade, shoes and men’s cloth- 
ing sales for October, 1922, each was 
5 per cent under the sales for October, 
1921, the only two wholesale lines out of 
12 showing a decline for the month. 
Wholesale shoe sales in September also 
were 2 per cent below those of September, 
1921. 


Merchants Meet December 12 


The election of a nominating committee 
to select the ticket for election of officers 
for 1923, for the Retail Shoe Dealers’ As- 
sociation of New York will be the principal 
business to come before the regular month- 
ly meeting of the association of December 
12, at the Park Avenue Hotel. The an- 
nual election will take place at the Janu- 


ary meeting. It is understood that Percy 
E. Hart, who has served as president for 
two terms is unwilling to undertake the 
presidency for another term. 

President Hart is working on plans for 
the strong representation of New, York 
retail merchants at the Chicago Conven- 
tion next month. It is expected that a 
larger delegation than usual will attend 
the big meeting. 


Plan Dinner in}February 


Plans also are progressing for the hold- 
ing of the annual dinner of the Shoe and 
Leather Industries of Greater New York 
early next year. The dinner probably will 
be held in February, allowing a sufficient 
time to elapse after the Chicago conven- 
tion. The merchants’ committee, headed 
by John Slater, already is at work. The 
traveling men ‘took action appointing a 
committee at their last meeting on De- 
cember 1. The Brooklyn manufacturers 
are expected to appoint a committee in 
the near future and the Tanners’ Council 
probably will take action within the next 
week or two. 


Natty Boot Shop Moves 


The Natty Boot Shop, formerly at 62 
East 34th Street, has moved to 40 East 
34th Street; into larger quarters. M. 
Weiss is proprietor of the store. 





LYNN 


Styles in Endless Variety 


Nearly All Materials, Colors and Patterns Are Selling and 
New Ones Are Being Made for the New Year 


TYLES come, and many remain, sr- 


as a consequence, more styles in foot, . 


wear are being made and sold from Lynn 
this year end than at any corresponding 
period in the experience of “The Mother of 
American Shoemaking.” 

“You see,” says Lady Lynn, which 
name is bestowed upon the gracious ‘‘Mo- 
ther of. American Shoemaking,”’ “I am 
selling pumps, oxfords and boots, toe, 


straps and tongues and ties, too, and low 
heels, medium heels, and high heels; also, 
shoes of patents, suedes, and satins, of 
Eric Scotch and glossy grains, of suedes, 
metallic lustres, and bright finishes, and of 
black, brown and gray. 

“T cannot pick one shoe as the favorite 
of footwear fashion. Like a good mother, 
I can spare none of them at all.” 

Tn such a sentiment goes on in Lynn the 











_ Women’s Shoes 
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THOROUGHLY BENCH 

MADE FOOTWEAR 
FOR THE BETTER TRADE 
Show Reom, Bldg. 


PHILMALL, Inc. | 








The WESTCOTT-WHITMORE CO. 
Syracuse, N. Y. 
In Stock Specialists of 
Women’s Shoes, Party 
Slippers and Novelties 
Write for Catalogue 











BLEECKER STYLES 
Are the last word in footwear 
for stylish women 
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Women’s Turn 
Slippers 
276 River St., Haverhill, Mass. 


207 Econ Street 




















FERN & POOR CO., Inc.- 
Manufacturers 
Newburyport, Mass. 


Women’s Furn 
Boots & Slippers 


for the wholesale trade 














E.A.&M.C. Witherell Co. 
Manufacturers 
Women’s Turns 
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making of styles in shoes. And, as a con- 
sequence, as has already been remarked, 
the variety of styles is greater than ever 
before. True enough, the many styles 
sometimes bring their trials and troubles, 
even as do many children in a family. 


What Is Coming for 1923. - 


“That the new year will bring its new 
styles is as certain as is the fact that the 
tide will roll in on the Lynn Beach to- 
morrow. But, to get the matter down to 
plain statements of facts for the infor- 
mation of and consideration by shoe 
buyers, let an opinion be had from Mr. 
Lennox, of the P. J. Harney Shoe Co. 

“Sure enough,’’says he, “there are many 
styles, and most of them stay sold. With 
more care are we picking styles all along 
the line, keeping the best, and refining 
them. 

“For spring, we are working on a model 
of a shoe to have an upper of white pebbled 
grain calf, trimmings of sport boarded 
gray calf, and a sole of Rajah rubber. This 
shoe will present two new points in style- 
making, the upper of pebble grain white 
calf being an entirely new leather for upper 
and the Rajah sole being a new material 
for soles. We will add a few new points in 
shoemaking, for good measure. Several 
variations on these new style points are 
possible. 
Welt Oxfords Until Easter 


“‘Welted oxfords will keep right on sell- 
ing through the winter to Easter. Black 
suede calf oxfords, with dull calf trim- 
mings, are in demand. Patent leather 
continues in use, and we look for a larger 
sale of patent pumps for Easter. Gray 
suede, meaning the all gray suede shoe, 
also promises to be a popular number for 
the coming season. 

“White kid and white cabretta will sell 
after Easter. The leather will have a 
glazed finish. Strap styles will be géod 
again, one-straps leading, and two-straps 
coming next. The one-strap will be fairly 
broad, and will fasten with two buttons. 
Sport oxfords will be staple merchandise. 


Think Wood Heels Will be Good 


“Heels, for spring shoes, will range from 
9-8 to 13-8 and 14-8 in our lines of welted 
shoes. Wood heels were on 85 per cent of 
our shoes for 1922, and we expect that 
wood heels will continue in corresponding 
fashion in 1923. 

“Yet more new styles may come,other 
than those I have named, for the designing 
of shoes still offers many opportunities for 
artists of the trade. Yet we have always to 
bear in mind that styles must be subject 
to the commonly accepted rules of good 


Improvements in Shoemaking 


Technical details of shoemaking may be 
tedious to buyers, and fitting clerks, but 
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the correspondent will endeavor to make 
them of interest, by pointing out their re- 
lation to styles as they are, or are to be. 

Stitched heel seats are seen here and 
there, on welted shoes. Often, these 
stitched heel seats are flanged, too. Such 
a heel seat gives a broader and a firmer 
tread for the heel of the foot. Also, it helps 
to hold the rubber to the shoe, in winter 
weather, providing the rubber is properly 
fitted. 

Crimped vamps on bluchers, may come 
in 1923, a matter of importance to the shoe 
buyer, since the crimped vamp is taken to 
be a sign of custom shoemaking, and, by 
virtue of tradition, of good shoemaking, 
too. This crimped vamp will have its 
crease straight up the front. The toe will 
be soft. The vamp and the tongue will be 
cut from one piece of leather. The shoe 
will probably appear in sport shoes. 

Self finished edges on uppers are likely 
to appear in 1923. In brief, the edge will 
have the same finish as the surface of the 
upper, that is a patent edge on a patent 
upper, a suede edge on a suede upper, and 
a gun metal edge on a gun metal upper. 
When leather is cut for uppers, there is a 
selvedge, which shows the blue of the 
chrome tanning. This is concealed by 
binding, French cording, or folding and 
pressing. In binding, or French cording, 
a narrow fabric is fastened over the edge 
of the upper. In folding and pressing the 
edge is skived, and folded over and pressed 
smooth. Now, the ingenious shoe ex- 
perts have devised an ingenious electrical 
device which folds over the edge and welds 
it, so that the edge has the same smooth 
finish as the surface of the upper. This 
will bring out the lines of the shoes— 
which have a great deal to do with the style 
and looks of a shoe—with new beauty. 

A word may be said for the staying of 
‘shoes, for a well stayed shoe stands the 
strain of service better than a weakly 
stayed shoe, the same as an automobile 
firmly bolted together will stand road 
wear better than a machine whose bolts 
are rattling apart. 

True enough, the mechanics of the shoe 
are far apart from the merchandising of 
the shoe. But, just the same, knowledge 
of the mechanics of the trade is often an 
excellent guide to the buyer. 


Still More Samples 


Mr. Gorman, of Murphy, Gorman & 
Waterhouse, says his firm felt it had gone 
to the peak of variety in its samples for 
1922, but finds that it will spread more 
samples than ever when it makes its Jan- 
uarv showing atitsoffice in Boston market 
In brief, variety in footwear is without 
end. 


Selling Heavy Oxfords 
From its stock, the Smith Shoe Co. is 
shipping many heavy oxfords, such as ox- 
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fords of Eric grain, with a full double sole, 
or an oxford of boarded dark brown calf, 
with a heavy single sole, or of black calf, 
likewise with a heavy single sole. 

Stocks of boots have been reduced low, 
on the shelves of the firm, by the large de- 
mand for them. 


Year of Achievement 


This year of 1922 will go down as a year 
of achievement for the Cotter Shoe Co., 
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for, during the year, the company has 
built up its large stocks of formative 
shoes, and has thrown out its sales organi- 
zation to nearly every important distribu- 
ting center of the country. 


A Timely Anecdote 


A bit of human nature, befitting the hol- 
iday season, may be mentioned,for Thayer 
Foss Co., noted makers of patent and side 
leather, gave a turkey to each and every 
employee for his Thanksgiving feast. 





HAVERHILL 


‘‘Why Postpone Spring Buying?”’ 


This, in Substance, Is the Plea of Haverhill Manufacturers 
Who Predict Trouble if Orders Are Delayed Much Longer 


AVERHILL shoe manufacturers are 

trying to impress upon the minds 
of: their customers that delays in placing 
orders for Spring goods will result in a 
dangerous condition as regards deliveries 
in time for the Easter trade. They point 
out that with Easter Saturday falling on 
March 31, shoes should be in merchants’ 
stores a week or ten days before that 
date. There are approximately sixty 
working days between now and March 
16—when goods for any except nearby 
sections should leave the factories. 

It is a serious situation as regards pro- 
duction and deliveries; one which is 
aggravated by the apparent disinclina- 
tion on the part of merchants to place 
orders for Spring. Are they waiting for 
the Chicago Shoe Style Show to deter- 
mine the style situation? Manufacturers 
say that this is the stock excuse which 
merchants offer for delaying their pur- 
chases. 

The following letter—a copy of one re- 
cently sent by a Haverhill concern manu- 
facturing women’s turn footwear, is 
typical of other communications which 
have been sent out from this city, giving 
tangible reasons why buying of Spring 
footwear should not be further delayed. 

Dear Sir: 

I have been waiting patiently for 
your arrival in Boston and up to the 
present time I see you have not been 
on. 

Realizing the short time to manu- 
facture goods from now until Easter 
with about sixty working days before 
Easter to fill orders, figuring trans- 
portation and allowing the merchant 
to have the goods in his store a week 
before Easter. 

While I was in Chicago, as a rule, 
they were talking of January Ist for 
buying. Did not know but mean- 
while merchants might have looked 
into the matter and seeing the serious 
situation, having changed their minds 
and decided to buy earlier. 


Kindly let me hear from you with 
your opinion in regard to this matter. 
If you think there would be any buy- 
ing in your market the early part of 
December think I should come on. 

Very truly yours, 
If such letters bring favorable reactions, 
Haverhill concerns can get busy on their 
orders for Easter trade. If the buyers 
persist in playing a waiting game and 
postpone placing of orders until the 
Chicago Show, Haverhill manufacturers 
are of the opinion that there will be dis- 
appointments in regard to deliveries at 

a time when goods are urgently needed. 


Insurance for Factory Em- 
ployees 

General Manager E. M. Rickard of 
Rickard Shoe Co., and Claremont Shoe 
Co., makes the announcement that ninety 
per cent of the employees of these con- 
cerns in Haverhill have taken out life 
insurance policies to the extent of $760, 
000. This is a plan which Mr. Rickard 
has put into operation as a means of 
benefiting the workers in these plants. 
Premium rates are low, no medical ex- 
aminations are necessary, and weekly 
payments may be made. Compensation 
for illness of more than a week is included. 
Additional insurance may be taken out 
from year to year. It is interesting to 
add that Mr. Rickard handled all the de- 
tails involved in this plan for promoting 
the welfare of his employees. 


Moving to Another Factory 


Felstiner-O’Connell Shoe Co., Inc., 
manufacturers of women’s turn novelties, 
are moving to the factory formerly oc- 
cupied by Hilliard & Tabor on Winter 
Street, Haverhill, where they will have 
double the present capacity and better 
facilities in general. 


Arthur W. Bradley Co., manufacturers 
of women’s turns, Haverhill, Mass., is 


Where to Buy 


Women’s Shoes 





~ 


105 





STOCKBRIDGE SHOE COMPANY 
— 


—# — 














Where to Buy 


Men’s and Women’s Slippers 
































ial in Medium and 
Spec Gn GRADE 
parted Satin Brocade and etal Cah 
tin f. 
$2.10 per pair and up 
est MGUSTIN CO newyvom 








Largest manu- 
facturers o 
softsoleleather 


slippers. 

Send for Catalogue 
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moving into the plant formerly occupied 
by the Gale Shoe Mfg. Co., at 24 Duncan 
Street. 


New Shoe Manufacturing 
Concern 
The Colcord Shoe Company is a new 


Haverhill concern which will manufacture 
women’s high grade turns, with factory 
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location in the former Gale plant on 
Duncan Street, A. T. Colcord is general 
manager. 


Samples for the Jobbing Trade 

The Irvington Shoe Co., in the neigh- 
boring city of Amesbury, Mass., making 
women’s medium grade turns for the 
wholesale trade, is getting out new samples 
for 1923. 





ROCHESTER 


Association Committees Appointed 


Names Announced by Head of New York State Association— 
Pre-holiday Trade Good 


IRVING PRATT, president of the 

e New York State Retail Shoe Dealers 
Association, announces the following com- 
mittee appointments for the coming year: 

Legislative— J. L. Patton, Schenectady; 
E. N. Park, Syracuse; John Slater, New 
York; Wm. Pidgeon, Jr., Rochester; and 
Malcolm Fearey, Albany. 

Membership— Chas. L. Strange, Bing- 
hamton; M. E. Sarvey, Cortland; A. H. 
Millard, Troy; Adolph Gabriel, New York; 
J. T. Huff, Herkimer; Spencer Hughes, 
Utica; and James V. Slack, Medina. 

Publicity—Harry A. Chase, Rochester; 
Wm. C. Herrick, Albany; Ben Jacobson, 
New York; T. H. Ryan, Syracuse; R. V. 
Beacom, Utica; and T. F.Woodward, Ba- 
tavia. 

Women and Children’s Style—Percy 
Hart, New York; C. J. Warbass, Syracuse; 
Harry H. Phelan, Rochester; Jay Van 
Vranken, Glen Falls; J. F. Olmstead, 
Rochester; Louis Schwartz, Albany; and 
C. P. Willard, Gloversville. 


Men’s Styles—P. M. Van Deventer, ° 


Rochester, N. Y.: Jesse Adler, New York; 
J. S. Burgher, Cohoes; P. J. Herron, 
Ithaca, John T. Leader, Buffalo; E. L. 
Beasley, Syracuse; and Cosmo Dispenza, 
Rochester. 

Educational—Burt J. Gosper, Elmira; 
John Tector, Utica; J. Fred Bealer, James- 
town; J. E. Burke, Ogdensburg; R. C. 
Long, Glens Falls; Chas. T. Miller, Pough- 
keepsie; and J. S. Hersch, New York, 

Resolutions—John Slater, New York; 
A. B. McCormack, Syracuse; Miss C. Grif- 
fin, Albany; C. W. Kelsey, Binghamton; 
Fredk. Becker, Buffalo; F. W. Wagner, 
Little Falls; and J. C. Fitzwater, Geneva. 

Auditing—J. H. Schmanke, Rochester; 
George Berow, Watertown; W. C. Butts, 
Fulton. 

Convention Committee—Mott B. Hughey, 
Watkins; Chris Sauter, Jr., Utica; R. V. 
Beacom, Utica; Wm. C. Herrick, Albany; 
Wm. Toher, Oneida; and Thos. Ryan, 
Syracuse. 

Membership Campaign Committee—E]l- 
mer Beasley, Syracuse; W. W. Dusenbury, 
Geneva; Elmer Knox, Auburn; A. H. Mil- 





lard, Troy, N. Y.; D. J. Burke, Rochester; 
T. Arthur Cohen, Albany; Fred Kimball, 
Buffalo and D. F. Dugan, Albion. 


New Retail Store Opened 


Hyman Davis, proprietor of a retail shoe 
store in Front Street, has opened a second 
store at 128 W. Main Street, where men’s 
women’s and children’s shoes will be sold 
at popular prices. Leo J. Kiehley is mana- 
ger of the new store. 


Holiday Business Good 

A brisk pre-holiday trade was enjoyed 
by local shoe stores last week. In women’s 
shoes, tongue pumps continued to lead in 
sales, with a good demand also for straps 
and oxfords. In men’s footwear, high 
shoes continued to sell readily with little 
call for oxfords except by college men and 
the younger trade. 


Sam bau, om =— Dugan & 


Sam Vaisey, well aie shoe salesman 
and former president of the Rochester As- — 
sociation of Traveling Shoe Salesmen, has 
joined the sales orgariization of Dugan & 
Hudson Co., and will represent them in 
New York, New Jersey and New England. 

In speaking of his new position, “Sam” 
stated that he felt that the new ““Duson” 
adjustable shoe manufactured by this 
house was one of the finest specialty shoes 
on the market, and that once the trade 
realized the sales possibilities of this shoe 
with its adjustable arch feature that he 
would be able to build up a continually 
growing business on this new shoe. 


New Store on Portland 
Avenue 

Louis Dreier well known retail shoe man 
who at one time ran a retail shoe store on 
Lyell Avenue has leased a store on Port- 
land Avenue near Clifford and will open 
it about the 10th of December, featuring 
men’s, women’s and children’s shoes at 
popular prices. 
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Colder Weather Stimulates Trade 


‘‘Extra Pair” Sales on Hosiery, Buckles, Spats and Galoshes 
Help—Everything Moving Well—From Shoes to Findings 


LL is activity in the retail shoe 

stores. The various establishments 
are bright with Christmas decorations, 
gift certificates and merchandise, and 
cheerful with “extra pair” sales made on 
buckles, spats, hosiery, scarfs, felt and 
boudoir slippers and findings. 

Everywhere is hustle and bustle. The 
weather man stepped into the situation 
with some snow and low temperatures 
just as merchants were beginning to won- 
det why the public did not show more in- 
terest in buying—and presto! On came 
a veritable rush for shoes, both high and 
low; heavy weight hosiery and light 
weight hosiery; in fact, a demand for 
every bit of merchandise that was on dis- 
play—not forgetting overshoes, both the 
regulation four-buckle and the novelty 
gaiters and boots. The four-buckle 
variety sold in the largest proportion— 
the novelties were sold for the most part 
to the young woman trade. 

One merchant in calling attention to 
some of the novelty gaiters makes a sug- 
gestion to possible customers that there 
are no buckles to catch on the longer 
skirts; thé time element in drawing on 
and off, without buckling, as is the case 
with many of the novelties, is also stressed 
with prospective buyers. Store propri- 
etors and salespeople are a bit, interested 
to see just how the new types will sell— 
so far, the regulation four-buckles are the 
best sellers and many merchants predict 
that they will so continue. 

Good Displays Everywhere 

To sell “extra pair’? merchandise this 
month, a great help is good display. The 
shoe department of Jordan Marsh Com- 
pany inserted in the Sunday, December 3, 
Post a goodly sized ad to the effect that 
this store was headquarters for “glittering 
slipper buckles—the right gift for the 
debutante or society matron.”” This ad 
contained many cuts of buckles and their 
prices. Cuts of three different beautiful 
slipper throats were shown adorned with 
some of the types of the buckles por- 
trayed. 

Another “extra pair’ ad which brought 
business was the ““Wool hose and a good 
brogue”’ ad of Thayer McNeil Company. 
In this ad a pair of sport checked wool 
hose and a black calf brogue with medium 
heel, priced at $9.00, were shown. 

In regard to business, Charles E. Holt, 
Manager of the women’s shoe depart- 
ment at this store, reported that Wednes- 
day, November 29, was the best day for a 
month, with big sales rolled up—and 
that the day after Thanksgiving beat the 
day preceding Thanksgiving day. 


J. A. Pretto Salesman 
“Premier” 

At this store, as is the case with all the 
others, salesmanship plays an important 
part. And it would not be doing justice 
to one of the profession if a mention were 
not made of a man with remarkable ability 
in getting the right message over to the 
wearer in good volume—namely, J. A. 
Pretto, to whom $400 or $500 a day is an 
ordinary record; Mr. Pretto’s sales for 
the two days of last week were $1,000. 
As Mr. Holt termed it—‘Mr. Pretto is.a 
whole shoe store in himself.” He has 
been with the Thayer McNeil folks for 
twenty years—before that, he was in 
business for himself in Roxbury, Mass. 
He is a man a little past middle age, with 
quiet dignity of manner, and above all, 
good poise and dependability. His cus- 
tomers say to him—‘‘Well, Mr. Pretto, 
what do I want today?”” And Mr. Pretto 
tells them and has them all educated to 
the better grade of goods. Mr. Pretto 
never says a word that is not absolutely 
necessary—he never wastes a minute, 
and is most modest as to his sales abili- 
ty—in fact, the above facts were gleaned 
from Mr. Holt, and were verified by 
others in charge. 


Men’s Shoes Running to 
Lighter Tan 

At the men’s shoe department of the 
Jordan Marsh Co., R. J. Grimes in charge, 
it was ascertained that men’s shoes are 
running in lighter tan shades. Mr. 
Grimes stated that the mahogany color 
has gone down in price a bit. Low shoes 
and high shoes are selling about 50-50. 
Smooth leathers are more popular than 
grains. Prices have not as yet been ad- 
vanced and no spring buying has as yet 
been done. . 

This store pays particular attention to 
men’s golf shoes and carries a wide range 
of styles—in fact, there is a miniature 
golf course on one of the floors where Mr. 
Torrey explains about the correct shoes 
for the game. A wide range of moccasins 
are carried in the men’s shoe department; 
a light pearl gray elk moccasin has a 
white smooth rubber sole for tennis 
players. There is also the golf shoe in a 
light tan calfskin with Rajah sole and 
some champagne colored calf shoes with 
dark brown saddle straps and Du-Flex 
soles—also some of the spiked soles, in 
the Armortred’s. 

Big Business on Felt Slippers 

Jordan Marsh Co.’s shoe departments, 
both men’s and women’s and children’s, 


SHOE RECORDER 






Where to Buy 


Men’s Shoes 





and Brown 
full sizes 3 toll in Stock 








sowie Nek 4 
Rh cae 
COW Shoe tite 


FOR MEN pec "bass. 








Stock Dept. 5 
Is at Your Service 


THE STETGON SHOE C@. (inc.) 
South Weymouth, Mass. 




















HOWARD & FOSTER CO. 


Men’s and Women’s Welts 
Address all communications to the 
factory at 


BROCKTON, MASS. 

















UNION SHOE CO. 





FREDERICK S. PECK 
Worcester, Mass. 
Men’s and Women’s 
Sport and College Shoes 
Boston Salesroom 
207 Essex Street 








oA 
4 yy, 
uty 


IE 











Lynchbéirg Virg mia 


















CRAIG -REED & EMERSON INC. 
me BROCKTON MASS . 


Besten Office: Room 214, United States Hotel 


Men's Suoes ~HAnp TAILORED 











Wuen East Visit Us 
Wuen In Your Town We Wiz Visit You 











Tiras cnsenacsne © 


—— BROCKTON 


HENRY LILLY CO. 
88-90 Reade St. New York 


AUCTION TRADE SALES 
SHOES AND RUBBERS 


Every Wednesday and Friday 























Where to Buy 


Ballet Slippers 

















Ballet Slippers 
IN STOCK 
8-11, 11 r vo. 
1296 Bik. Ballet 1.20 1.35 1.40 
233 Wht. Ballet 1.45 iss 1.65 
Ce. 


564 Atlantic Ave. Boston 














BALLET SLIPPERS 
IN STOCK 


Guildren's. Bend 
prices 


f Wwe carry Boo- 


* 














AND SHOE RECORDER 


We Used to Have Iced Drinks; Now We 
Have Iced Footwear 









December 9, 1922 








A clever advertising “stunt” was 
pA emgh manner @ | the Regal Shoe Store, 1 
when he 


Boston, 300- 
Russia calf shoe buried in 


cake. 
the shoe which it enclosed rested on a pedestal placed 


21 12 Summer Sire 


cake of we frozen with a man’s 


This miniature iceberg and 
at the 


entrance to the store, and above it hung a sign which read: 
“Shoes for any kind of weather.” 


The ice cake was 


stuff” is ofte 
Needless to say it attracted a 


40 inches long and 12 inches wide. The 
shoe was lasted to keep it in shape 
Mr. Buckley explained that he tried this, this ry, 
baton the 4-3 par hy henge 
bul on public 
best, he made u, 


crowd. 


ifteen 3 
h Green, 
a a that “old 

is mind to try it again. 





make a specialty of felt slippers. Mr. 
Grimes says that the men folks like pretty 
slippers, as well as the ladies, so he has 
some very attractive ones; he finds that 
men also like plain leathers and fancy 
moccasins. 

The price range in the women’s styles 
are all the way from 95 cents to $3.00; the 


biggest sellers are $1.50; the fur trimmed‘ 


Avona slippers are good sellers here. 

A recent call at the women’s shoe de- 
partment found J. A. Manning in charge, 
as well as in charge of the children’s de- 
partment, in the absence of W. G. Lewis, 
who on account of ill health left about a 
month ago for a six months’ rest. Mr. 
Lewis is already feeling much better for 
his vacation and with his son is soon to 
leave for a sojourn in the Sunny South. 
E. Roy Smith is assisting Mr. Manning 
in “putting over” a good business on 
women’s shoes. 


Retail Salesmen Meet 
December 11 


The December meeting of the Boston 
Retail Shoe Salesmen’s Association will 
be held on the second floor of the Boston 
Shoe Trades Club on Monday evening, 
December 11, at 6.45 P.M. The meeting 
will be short, but very interesting. The 
chief feature of the meeting will be a 
debate entitled, “Resolved that shoe 
stores doing a credit business are more 





successful than those operating on a cash 
basis. The subject of the debate was 
chosen by the educational committee. 
Harry C. Copeland, chairman. The 
affirmative side will be taken by Kerwin, 
Captain, Greenwood, Girard, and Barteum; 
the negative side will be taken by Judge. 
Captain, Sewall, Copeland, and Callahan. 
One of the amendments of the constitution 
to be voted on at this meeting is the re- 
ducing of the quorum from 25 to 16 mem- 
bers, and another is the changing in meet- 
ing date from the second to the first 
Monday of the month. 

The January meeting of the association 
will be held probably at Dupont’s with 
supper and a speaker. 


A Little New Shoe Store 


A very interesting new store has re- 
cently made its appearance in one of the 
Hub’s outlying towns. This is the chil- 
dren’s shoe store of David J. Good, who 
started some few months ago a shoe repair 
shop in a veritable hole in the wall—e 
space of about 20x9 feet. He later 
added enough machinery to make a child’s 
shoe, which he has called the “‘Goodco”’ 
shoe, and has enlarged his space by cut- 
ting through to another building—so that 
his space is now 38 x 9 and his shoe “‘fac- 


. tory” is separated from his shoe store 


by a counter, which also serves as bundle 
desk, and a semi-partition of colored 
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pasteboard resembling leaded glass. This 
young man also carries rubbers, which are 
well displayed, and a few women’s shoes. 
He still maintains his shoe-repairing outfit. 
He is a native of the town and is well liked 
on account of his willing spirit to be of 
real help to the public. 


F. Everett Dyer in Boston 


F. Everett Dyer, who since April, 1921, 
has represented the Tanners’ Council in 
the sale of their code book in Continental 
Europe, as well as representing a line of 
American shoe and leathers, arrived in 
the Hub on November 28, accompanied 
by his bride, who was formerly Mlle. 
Jeanne Perrin, daughter of M. Ernest 
Perrin, well known to many shoe men 
as having been the director of the shoe 
division of the 1920 Lyons Fair. 

Mr. Dyer’s former home was in North 
Easton, Mass., and Mrs. Dyer and he 
arrived in time to eat Thanksgiving din- 
ner at the old New England homestead. 
Mr. Dyer is here for an indefinite stay. 
Before coming over here, he made connec- 
tions with some of the French concerns 
manufacturing a high-class line of shoe 
buckles and ornaments, and will soon 
have samples ready to present to the 
trade. Mr. Dyer can be addressed for 
the present at the Recorder office. 


Ladies’ Night, Boot and 
Shoe Club 


The Annual Ladies’ Night of the Boston 
Boot and Shoe Club, which has come to be 
one of the social traditions of ‘the trade, 
will be held at the Copley-Plaza Hotel, 
Boston, on Wednesday evening, Decem- 
ber 13, at 6 o’clock. 

Under the direction of a special com- 
mittee, of which George W. Brown, vice- 
president of the United Shoe Machinery 
Corporation, is chairman, a musical pro- 
gram of unusual excellence has been 
arranged. The talent will include Mar- 


guerite Morgan, pianist; Charles Bennett, 
baritone; Bernice Batson, soprano; and 
Minot Beals, violinist, with Mrs. Charles 
A. White as accompanist. The Copley- 
Plaza orchestra will furnish music during 
the dinner-hour and for the dance which 
will follow. 

President John A. Gardner will be 
toastmaster and will be the only after- 
dinner speaker. 


W. Henry Aldrich Dead 


W. Henry Aldrich, long identified with 
the shoe manufacturing trade, died on 
Saturday, December 2, at his home in 
Lexington, Mass. He was 81 years of 
age and had been retired from active life 
for some time. Mr. Aldrich was born in 
Upton, Mass., and his father was S. B. 
Aldrich. He early identified himself with 
the boot and shoe industry and for many 
years was associated with a large manu- 
facturer of footwear. 

There is one son, Roy S. Aldrich of 
Boston, and two brothers, Edwin I. 
Aldrich, vice-president of the Hood Rub- 
ber Company, and Charles E. Aldrich, 
who is connected with the firm of Cass & 
Daley. 


Moves from Lynn to Boston 


F. F. Adams, formerly of the Adams 
Shoe Company of Lynn, has entered the 
concern of Briggs-Hutchison Company of 
South Boston, Mass., as factory manager 
and vice-president. Mr. Adams has a 
wide reputation in the trade as a producer 
of women’s high-grade footwear. Briggs- 
Hutchison Company were formerly lo- 
cated in Lynn and moved to their new 
plant in South Boston the first of Septem- 
ber. Their plant, which was specially con- 
structed for them, is one of the finest in 
New England, embodying the most ap- 
proved facilities in every particular. The 
factory is three stories and a basement 
built of steel, brick, and cement. 





BROCKTON 


To Exhibit All Grades at Chicago 


South Shore Manufacturers’ Displays Will Enable Merchants 
to Choose from a Wide Range 


HE forthcoming convention of the 

National Shoe Retailers’ Association 
at Chicago and its accompanying shoe 
style show will find Brockton and the 
South Shore district of Massachusetts 
well represented by shoe manufacturing 
concerns. Although Brockton was for 
many years identified exclusively with 
the production of men’s welts, it is now 
well known as making attractive lines of 
women’s welt footwear. Thus, shoe buy- 
ers who visit Chicago in January will find 
on display at the Convention Hall as well 
as at hotels and sample offices, lines of 


men’s and women’s welts made in 
Brockton and the South Shore District 
which represents the last word in style, 
material and workmanship. Brockton is 
now cosmopolitan as regards its footwear 
production. That is to say, the lines 
range from the medium and so-called 
popular priced footwear to the highest 
grades. Buyers find a wide range of 
choice in making selections with assurance 
that these represent the best efforts of 
skilled designers and workers, backed by 
the experience of generations in shoe- 
making. 
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Concerns to Exhibit at the Show 


Concerns in Brockton and South Shore 
district which have thus far made reser- 
vations for space at the style show in 
Chicago, January 8-11 are: George E. 
Keith Co., Churchill & Alden Co., 
Thompson Bros. Shoe Co., Stone-Tar- 
low Co., Brockton; M. N. Arnold Shoe 
Co., North Abington, Mass.; Doherty 
Bros., Avon Sole Co., Avon, Mass.; E. T. 
Wright & Co., Inc., Emerson Shoe Co., 
J. E. French Co., Rockland; Edwin 
Clapp & Son, Inc., Alden-Walker & 
Wilde, East Weymouth, Mass. 


Taking Additional Factory 
Space 


Wall, Doyle & Daly, Inc., manufactur- 
ers of men’s welts for the wholesale trade, 
will on January 1 add 7,000 square feet of 
floor space to the present plant on the 
corner of Pleasant Street and Warren 
Avenue. This additional space is to be 
obtained by the removal of the Daly 
Box Toe Company. Wall, Doyle & Daly 
Inc., will install in the added quarters a 
stock room to be conducted on modern 
lines. Findings, upper leather and other 
materials will be stored on portable steel 
racks. Added room will be available for 
the sole leather department, while other 
rearrangements will be made to enable 
the concern to obtain a substantial in- 
crease from its present output. 


Increase in Factory Space 


The Girard Shoe‘Co., Inc., has increased 
its space in the building on the corner of 
Belmont Street and Warren*Avenue. It 
now occupies three floors on the Belmont 





Street side of the building. Gardner & 
Seaton and the C. B. Thomas Box Toe 
Co. which formerly occupied this space 
have removed to the building on North 
Manchester Street vacated by the Lipsitt 
Shoe Co. 


Removal to New Factory 
Doyle-Mullins Co., manufacturers of 


men’s welts, will the present week begin . 


removing from the factory location on 
Montello Street to the Plymouth County 
Ideal Factory Association’s building on 
Plain Street, Campello district. Pro- 
duction in the new plant will begin the 
latter part of December. In the new loca- 
tion Doyle-Mullins Co. will increase the 
daily output to 700 pairs. The plant to be 
occupied represents the latest develop- 
ments in shoe factory construction. 


Opening Plant in Canada 


The Dunbar Pattern Co., designers and 
makers of shoe patterns will establish a 
branch plant in Montreal, Canada, for the 
purpose of better serving their customers 
in that country. The Dunbar Pattern 
Co. now have, in addition to their main 
plant in Brockton, branches in Chicago, 
St. Louis, New York and Montreal. 


New Shoe Concern 
Incorporated 

The “Mal” Barry Shoe Co., of Brock- 
ton, has been incorporated with a capital 
of $20,000, to manufacture footwear. The 
incorporators are Malcom F. Barry, Mary 
L. Barry, Thomas Barry, Thomas J. 
Barry, George A. Bean and Richard J. 
Renn, all of Brockton. 





BUFFALO 


Rubber Footwear Selling Well 


Snowfall Big Aid to Business; Rapid Style Changes a Blessing 
—Not a Curse—Says One Merchant 


INTER made its 1922 bow to Buf- 

falo during the week of November 
20, and shoe dealers, while sympathizing 
with people who are without coal, never- 
theless felt that some atmospheric condi- 
tions which would stimulate their business 
were coming to them. 

Especially to the wholesale and retail 
rubber footwear dealers were the first and 
rapidly succeeding snowfalls welcome. For 
a much longer period than usual the rubber 
footwear trade has been at a low ebb be- 
cause of the mild, dry weather. But such 
business is always considered as simply 
“postponed trade.’’ Just as soon as the 
weather demands overshoes the people get 
them and if they have postponed such 
purchases because of dry conditions under- 
foot they will come in for rubbers in larger 
numbers. Except in extraordinarily mild 





winters the trade averages up pretty fairly, 
year after year. 

Much has been heard from time to time 
regarding the sudden style changes, 
mostly from shoe merchants who believe 
present methods are a detriment to the 
stability of the business. Like every other 
question it has two sides. One Buffalo 
shoe dealer views the subject from an en- 
tirely different angle. He had the follow- 
ing to say: 

“It is the changing styles which keep 
business alive and, without these frequent 
changes, half the merchants on Main 
Street would have to close their doors. 
The public, particularly the women, have 
been educated to short-lived styles. They 
want new kinds of apparel often. If they 
had to wear the same thing right along 
they would be: bored to extinction. 
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“What the women want today is style 
and fit. They care less about the wearing 
qualities. They expect to wear something 
different before the articles they buy are 
worn out. Quick style changes move 
short-lived goods and’ cause frequent buy- 
ing.” 

This merchant admitted he had been 
caught for losses on out-of-date stock due 
to style shifts but he maintained that the 
volume of business more than paid for such 
misjudgments and one soon learned not to 
make serious ones. As for the manufac- 
turers, they only made and sold so much 
goods in a year, anyhow, and they might 
as well sell on short, frequent orders as on 
longer and larger ones. 

Children’s Shoe Trade Good 
Trade in children’s shoes is unusually 


. active—for the season, though this is a 


line that moves most rapidly when the snow 
begins to come ia winter and when the 
ground begins to dry in the spring. 

“No part of the shoe trade in general 
has undergone more important changes 
than that in children’s shoes,” said one 
local dealer. “Shoes are now being made 
for children’s feet—instead of children’s 


feet being put into what the manufac- 


turers made as children’s shoes. 

“The children growing up today, being 
properly fitted, will have immensely less 
foot trouble than their elders have had. 
The youngsters do not like it: They ob- 
ject more or less strenuously to shoes that 
make their feet look long—or as they 
phrase it ‘big.’ But we are convincing 
most parents that the anatomical prin- 
ciples of the modern shoes we sell are 
sound @nd the trade in the right kind of 
children’s shoes is growing.” 
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Jamestown Has Big Fire 


Two retail shoe stores were destroyed 
by the fire which wiped out two entire re- 
tail business blocks in Jamestown, N. Y., 
on November 23, with a loss of approxim- 
ately $750,000. 

The J. L. Newhouse Co., 21 North 
Main Street, was one of the unfortunate 
occupants of the Warner block, which was 
left in ruins. This firm had been in busi- 
ness only a few months and coming on the 
eve of the Christmas trade and the winter 
business the loss will prove a serious blow 
to the proprietor. The actual stock and 
fixtures were covered by insurance. 

The Swanson & Holmberg store, in the 
Broadhead block, across the street, met 
a like fate. The loss was also covered by 
insurance but like the Newhouse Co., they 
will suffer through loss of business until 
new quarters can be found. 

The Marvin System shoe store, at 56 


, Main Street, Lockport, N. Y., one of a 


chain, operated by Marvin Atlas in West- 
ern New York, is disposing of its stock 
preparatory to abandoning the retail field 
in that city on December 15. It is offer- 
ing some attractive bargains in moderate 
priced footwear in a series of closing-out 
sales. 


Batavia Merchant Retires 


J. E. Gubb, who has conducted a shoe 
store for a number of years on Main Street, 
Batavia, has announced his intention of 
retiring from business on January 1. He 
was recently appointed postmaster of Ba- 
tavia and wishes to devote all of his time 
to his official duties. 





SYRACUSE 


Retail Records All Broken 


One Day—November 25—Will Go Down as Biggest in 
Merchandising History of City; Snowstorm 
Largely Responsible 


YRACUSE retail shoe merchants are 

in the midst of the biggest business 
in the history of the city. Saturday, No- 
vember 25, was the biggest business day 
in the history of shoe merchandising here. 
A canvass of the stores revealed that the 
total sales that day have never been sur- 
passed even in war boom days. A three- 
day snow storm, coupled with cold wea- 
ther, brought the shoppers in droves, and 
is largely accountable for the record busi- 
ness, merchants say. Many stores were 
entirely cleared out of the most usual 
sizes and popular styles in arctics and 
overshoes. However, sales were not con- 
fined to these alone, the spirit of buying 
having been general in every line of the 
shoe business. 


As a result, merchants are more op- 
timistic than they have been in many 
months and predict that the holiday 
business will be the biggest ever expe- 
rienced. 

Just now preparations for the 
Christmas trade are underway and holiday 
displays feature store windows. This 
year dealers will stress the necessity of 
utility purchases in slippers, shoes and 
stockings. 


For the first time in many months 
practically all the big industrial plants in 
the city are working at full capacity and a 
number are carrying overtime shifts. The 
result of this can be clearly seen injthe 
business improvement of the last few 
weeks. 
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Manufacturers of 
Wood Heels and 
Wood Heel 


Machinery 








112 BOOT AND 


Where to Buy 


itt ETE and Printing 


bell HOWARD PRINTS a 


OCKTC desis 


24 SP BROCKTON < 
CARTON LABE iz oo S. 
SHOW CARDS. 








PRICE Tie RETS. FOLDERS. E IC. 








COLOR PRINTING DESIGNING 


CATALOGUES 
Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 











(Teo = OUNDRY 
ET 


- 








ATLANTIC PRINTING CO. 
Shoe Printers 
Tear out this ad and mail for details of 
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201 Seuth Street, Boston, Masse. 
Telephone Beach 4960-4961 
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Retail Shoe Sales Letters 
Five Copies, All Different, $3.00 
Check with Order 
Your Money Back if Not Satisfied 
F. S. ROOT COMPANY 


Sales Letters Specialists 
6 BEACON STREET BOSTON, MASS. 








DO You KNOW? 


6 ee ae 
tell kthrowgh th 
Where vs Be ag nye = 
This feature in its quick 
service is a time saver in 
meeting immediate needs. 











Satin Slippers Selling “Big” 


Women’s slippers for evening wear are 
selling big. Satins are in great demand, 
while the popularity of buckles is not 
waning. Park Brannock’s store has been 
showing large tongued and large buckled 
slippers in one of its window displays. 
Dealers however, believe that the large 
tongue is doomed to disappear in the 
spring and those who are buying now are 
taking short tongue styles. Street shoes, 
in tan and black calf oxfords with seven 
to 8.8 heels have been selling big. The 
opening of the winter season at Syracuse 
University with its many functions has 
greatly stimulated business in the evening 
wear trade. 

As for the men, brogues are still in big 
demand. Heavy shoes are very popular. 


Look for Price Increase 


Dealers generally are anticipating an 
increase in prices during the spring and 
are confident that it will prove no deter- 
rent to the buying wave which is now 
under way. They point out that during 
the slump of the last year, shoe prices 
have been so low that they were no attrac- 
tion to buyers. Therefore, they believe 
that price makes little difference and that 
as long as industrial conditions continue 
favorable the demand will continue to 
increase. 


Retail Merchants Meet 


New officers of the Syracuse Retail 
Shoe Dealers’ Association were elected at 
a meeting December 7. Thomas H. Fair- 
bairn, president, is anxious to retire. The 
club has not held its meetings regularly 
for the last month because of the increase 
in business. 

The local shoe dealers’ club is throwing 
its strength into the fight to check the 
itinerant vendor. For years the mer- 
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chants generally have complained and 
have demanded enforcement of the or- 
dinance providing that these vendors shall 
pay a daily license fee of $50. However, 
this has not been enforced. Pressure re- 
cently forced the municipal administra- 
tion to act and as a result the local or- 
dinance against these vendors was upheld 
by the Supreme Court. All merchants. 
regardless of their business, are united in 
this fight to drive out the itinerant but 
up to a short time ago little attention 
was paid to their protests. 


New Store Opened 


The Champion Shoe Company has 
opened a new store at James and North 
Warren Streets, carrying both men’s and 
women’s shoes. 


New Company Incorporated 


Harry L. Jones, formerly of the Utz- 
Dunn Company of Rochester, G. M. 
Rogers of Geneva and George W. Bowen 
of Auburn, who bought the shoe factory 
of the Kaufman-Fickert Company at s 
receiver's sale have incorporated the new 
company for $100,000. The new com- 
pany is about to double the former capac- 
ity of the factory and will make 500 pairs 
of turns and welts a day. New machinery 
is being installed. The company will 
probably erect a new building when the 
lease expires on the present Otisco Street 
place in 1924. 


Nettleton Plant on Full Time 

Shoe factories in this city are working 
to capacity generally. The A. E. Nettle- 
ton Company plant, the largest in the 
city, is assured of 100 per cent operation 
this winter according to Henry W. Cook, 
president of the company. The John 
Gray Company and Gray Brothers are 
both working on full schedule. 





MEMPHIS 


Conditions Tremendously Improved 


Cotton and | Heatnese Industries in Far Better Shape than 
a Year Ago 


ENERAL business conditions in the 

Central South are tremendously im- 
proved compared with the corresponding 
period of last year. Like all agricultural 
sections, it has been in a state of depression 
for two years but a good cotton crop which 
is being marketed at very satisfactory 
prices indeed, has served to wipe out ac- 
cumulated obligations of 1920 and 1921, 
to a very large degree. Bank reports re- 
flect prosperity in moderation. Money is 
accumulating in the face of heavy require- 
ments to liquidate for the disastrous 
months preceding; there is a spirit of de- 
cided optimism, buying has assumed more 


nearly normal proportions and, on the 
whole, the particular region, perhaps, is 
as well off as, if not better off than any 
other agricultural section of the country. 
As perhaps may be well known, there is 
is tremendous credit business in the south- 
ern states. When depression came in 
1920, it caught creditors exceptionally 
heavily loaded and debtors with little or 
nothing in sight. The 1921 cotton crop 
was produced at more than ordinary cost 
and the price meant little in the way of 
profits. By the spring of this year, con 
ditions were such that the cotton crop 
went into the ground for as little outlay as 
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f OU can increase materially 


the percentage of your men’s 
shoe sales by featuring a few of 
the Just Wright styles. There 
is a sound reason for this: E. T. 
Wright & Company concentrates 
in the manufacture of shoes for 
men; stylish and dependable 
shoes. 


Inspect the line for yourself, 
then you will be able to judge 
impartially, and, we believe, 
favorably. 


There is a distinct type of Just 
Wright shoe for any man cus- 
tomer who may enter your store. 
Order now and get started in 
building up new business. 


E-T. WRIGHT & CO, Jnc 
ROCKLAND, MASS. 


One of our many snappy 
models, just put through our 
factory. Fresh in style feat- 
ures and reasonable in price. 

















No, 190 
Tan (No. 3 Color) 
Norwegian Oxford New 
Shield Tip. Heavy 
Single Sole. Highland 
a. Widths AA to 
No. 210 Price $6.50 


Black Imported Board- 
ed ‘Calf Oxford—Over- 


prs Single Sole. 
t Last. Widths 
AA to D. 

Price $6.50 


eS6=—a60=aOoeleeeeeeeeeeeeeeeeeeeeeeeee— 

































809X, 810X, 815X 




















693X 






















746X, 747X 








Boeton, Mass.—i79 Lincoln St., 
Albany Bidg. 
New York, N. Y.—108-110 Duane St. 






















416 


, Mo.—Ninth and Main Sts., 
Bidg. 


The 


DO 


for all occasions 


IN STOCK 


“Headquarters for Tinsel Cloth Slippers’’—High and low heels in silver, 
crystal silver, silver and gold brocade and combinations. 
comprehensive line of tinsel slippers carried in stock. 


Stock No. 809X — 
Patent Leather Joseph- 
a 13-8 Louis heel, 

or dime toe. 
Widehe AA-C. At once 
delivery from New- 
buryport. Code “Bru- 
nette.” Price........ $5.10 





Stock No. 810X — 
Dull Calf Josephine, 
rforated all around, 

3-8 Spanish Louis heel 
56 last, quarter toe. 
Widths AA-C. At once 
delivery from  New- 
buryport and Boston. 
Code “Shuffle.” Price, 
$5.00 


Stock No. 815X — 
Broase Kid Josephine 

48 Louis heel, 38 
a dime toe. Widths 
AA-C. At once de- 
livery from Newbury- 
ort. Code “Brownell.” 
eae fC 


Stock No. 693X — 
Silver Crystal Cloth 
Behrl, 13-8 Louis heel, 
56 last, quarter toe. 
Widths AA-D. At once 
delivery from New- 
buryport, Boston, Kan- 
sas City and San Fran- 


cisco. —_ ots 7 
Price... covevseveesh 2 00. 
Stock No. 746X — 


Black Satin Mary, jet 
beaded throat and 
strap, 14-8 Louis heel, 
40 last, dime _ toe. 
Widths AA-C. Janu- 
ary 1 delivery yom 
Montgomery. 

“Dashing.” Price,$6. 25 


Stock No. 747X— 
+> as No. og only 


jet 
beaded , 1 de- 
livery from Montgom- 
ery. bonne —_ io.”” 
Price. . Bal se 
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Correc t 


Stock No. 818X — 
Brown Satin Mavis 
brocaded tongue, 14-8 
Spanish Louis heel, 38 
last, dime toe. Widths 
AA-C. December 25 
delivery from Newbury- 
ort. Code “Charmer.” 
PEED cs cennsngennl 





Stock No. 814X — 
Black Satin Mavis, 
14-8 Spanish Louis heel, 
46 last, dime toe. 
Widths AA-C, At once 
ome ry eit ogit™ 

~ saad e “Styx.” 
Price. . coseseveeee fh 85 


Stock No. 697X—Silver 


‘ oo ag = 16-8 Louis 


last, dime 
= Widths AA-C,. At 
once delivery from Den- 
ver, Boston, Kansas 
City and Chicago. Code 
“Ducky.” Price, $5.00 


Stock No. 732X— 
Black Satin Vamp 
Black Satin Brocaded 
Quarter Sally, 14-8 
Louis heel, Lay'y we ne 
toe. Widths AA-C. 

once delivery = Nees 
buryport 7. . ont- 


go © “Moon- 
4 Pace vous $5.00 


Stock No. 756X — 
Crystal Silver Vamp, 
Silver brocaded ar- 
ter Sally, 14-8 uis 
heel, 3 x i 
toe. Widths AA-C. 
At once delivery from 
New aoa Boston, ene 
Montgo —t., 

“Whistle.” rice, 78 00 


Stock No. 755X — 
Imported Silver Cloth 
Vamp, oy Precomes 
— and Heel Mar- 
ss 14-8 Spanish 
uis heel, 40 last ae 
toe, widths AA-C. A 
once delivery from cht 
cago and Newbury rt, 
December 20 from 


York. oa “Spender” 
-00 


) ae 


Newburyport, Mass. 


IN STOCK DEPARTMENTS 
Chicago, Ill.—19 So. Wells St., 310 Lee 
Bidg. 


Mon 





Denver, 


Colo.—Corner 
Sts., Rooms 414-415, 
Newburyport, Mase. 


Ala.—105 Bibb St., Cotton 





and 15th 
ercantile Bidg. 


Tho Best and Ghee ecceder will aggueciate your mentioning the publiestion tn suptlen te qivestioements, 











We have the most 





















818X, 814X 








732X, 756X, 755X 


NATHAN D. DODGE SHOE COMPANY 


Philadelphia, Pa.—929 Chestnut St. 
Seattie, Wash.—2716 Warren Ave. 
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any crop in years. Every extremity was 
utilized in making it a cheap crop and it 
was such. Loss from weevil infection was 
severe but otherwise it was a splendid cot- 
ton year, particularly through picking 
time, when there were no rains to lower 
grades. Fluffy white staple brought the 
top returns and, admittedly, prices were 
considerably better than anticipated when 
the seed went into the ground. It has 
turned out, therefore, that a cheap crop 
has brought in fat returns, and the cotton 
states have staged a “come back’’ that is 
in many respects remarkable. 


Lumber Business Shows Big Gain 


Railroad difficulties, both strikes and 
shortage of cars, have hampered business. 
Memphis is the center of the world’s great- 
est hardwood market, as well as the great- 
est inland cotton market. Lumber busi- 
ness has assumed splendid proportions but 
lack of rolling stock to get the raw material 
to northern manufacturing centers has 
served to hold the trade in leash. In spite of 
this, however, the lumber money has been 
a big factor in improving the situation. 

Shoe men say their business is far better 
than last year. The fall has been very mild 
and there was scarcely a freeze before De- 
cember 1, so the usual brisk business of 
crimpy weather has been lacking. On the 
whole, however, the shoe trade has few 
complaints. It would like to see more 
business, true enough, but there isn’t a busi- 
ness or a time when that doesn’t apply. 


Women Uncertain What They Want 


One noticeable feature is outstanding: 
perhaps two. In the first place, buying 
is on a much more conservative and care- 
ful basis than in several years. Secondly, 
the women folks cannot seem to find just 
what they want—and they don’t know 
what they want. They do want some- 
thing different and not so high in price. 
That’s that. They are getting tired of 
straps. Colonials with buckles have been 
getting a good run but not with the 
“wave” that put straps on every fair 
foot. 

“T’m tired of straps; I don’t want 
pumps—haven’t you something different 
that isn’t too expensive?” 

That's the stereotype greeting the trade 
gets from it’s women customers. And 
what's to be done? ask the dealers. They 
don’t know. Some of them are taking the 
bull by the horns. Small tongue pumps, 
ties, cut-out oxfords and “Louis” heels 
probably are about the best thing in sight 
in the view of several. Light and dark 
grays, browns, bronze and patents will 
predominate locally if what appears to be 
the general run of things is to be taken as 
an indication. Buckles have had a nice 
fall run and still seem good. The collared 
boots are admired and worn somewhat but 
it is difficult to “get them across” any- 
where but in the bigger cities. 


a 
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Goldsmith Store Being Re- 
modeled 


Remodeling of the huge Goldsmith De- 
partment Store will mean some changes in 
the three shoe departments but it has not 
been decided just what these changes will 
mean, according to the management. 
Enlargement is certain for the men’s, the 
women’s and misses’, and the basement 
stocks. 


Zellner Celebrates 50th Birth- 
day 

Fifty years of continuous business in a 
city that is but a few years past its 100th 
anniversary is a business career to which 
Memphis paid its respects the last week 
in November. The Zellner Shoe Com- 
pany, known by that name through all 
its years, celebrated its semi-centennial. 
Incidentally, the celebration marked the 
end of twenty-five years of continuous 
business in one location. In fifty years 
the store has been in four locations, all 
within a radius of one block. 

While David Zellner, the founder, 
has been dead some fifteen years and none 
remain of the old employees, not a few of 
the pioneers still living in Memphis called 
at the store during a ten-day celebration 
to relate incidents or purchases or other 
“human interest’”’ facts of badk in °72 
when the modest little shoe shop opened 
its doors to the made-to-order trade of 
those days. All knew Dave Zellner and 
usually had some incident to relate. 

The present business is operated by a 
company of which W. B. Jordan is presi- 
dent, W. L. Young, treasurer and man- 
ager, and W. B. Smith, secretary, all ac- 
tively engaged in the store. President 
Young is the veteran of the establishment, 
having assumed control after going with 
the company in 1913. Half a dozen years 
ago the force of employees numbered 
seven salesmen and a floor manager. To- 
day there are some forty sales people in 
addition to the substantial forces of office 
and other help. 


Ten-Day Sale Held 


A ten-day sale featured the anniver- 
sary celebration, with very attractive 
prices on some lines and a ten to twenty- 
five per cent reduction on everything else 
in the store. Business was brisk, with an 
excellent run on high class goods in which 
Colonials played a leading part. The wea- 
ther was very mild throughout the period 
and the added zest of winter shopping 
was conspicuous by its absence, but the 
returns were fully up to expectations and 
eminently satisfactory, President Jordan 
declared. ; 

Throughout the celebration one of the 
show windows was graced with a tremen- 
dous “birthday” cake carrying fifty can- 
dies and surrounded by a display of rich 
evening footwear for women. The cake 
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alone was of proportions to attract, and it 
did. 

On one evening, the store held open 
house. Everything movable was taken 
from the floor and an orchestra furnished 
music for dancing. Anyone was privileged 
to enjoy the occasion and it attracted a 
capacity house from the opening to the 
concluding dance number. Souvenirs for 
the women included a mirrored powder 
puff box and puff done with the name 
“Zeliner’s” and the numerals, “1872- 
1922” in raised gold letters. From an ad- 
vertising standpoint, it undoubtedly was 
an occasion from which future dividends 
are certain to come. 


Preparing for Conventions 


Memphis dealers are beginning to talk 
conventions, at least two of which they 
are particularly interested in. There will 
be a strong delegation from here at the 
Chicago meeting in January and the Tri- 
State Convention in Little Rock, Ark., in 
March, will pull its full quota. Reuben 
Stiefel, for two terms president of the Tri- 
State organization and perhaps the “‘back- 
bone”’ of it, has started propaganda look- 
ing to a good crowd at Little Rock. It is 
the first time the Tri-State convention 
has been arranged for other city than 
Memphis and the le Rock dealers 
nurse an ambition to show the Bluff City 
crowd that all talent is not centered on 
the banks of the Mississippi. Mr. Stiefel, 
who is also a member of the styles com- 
mittee of the National, came back with 
words of enthusiasm over the New York 
meeting of the style committees of the 
manufacturers, tanners and retail mer- 
chants. 


Travelers Visit Memphis 


Harry Wheeler of Nathan D. Dodge, 
Newburyport, Mass.; Gordon Goldsmith 
of Maison Phillips, Haverhill, Mass.; 
Ed. Hughes, of the Pat Sullivan Shoe 
Company, Cincinnati; Jim Cox of Crox- 
ton-Ward Shoe Co., Philadelphia; Milton 
Boehme, representing Hannan; and Jimmy 
Thompson, of J.P. Smith, Chicago, were 
among the Knights of the Grip who . 


- combed the by-ways and | of Mem- 
phis and environs around Thanks- 
New Fixtures Installed 


. Elaborate new fixtures of the most ap- 
proved type have been installed by thé 
EEE Shoe Company in its South Main 
Street Store. The store has carried a line 
of hosiery for some time but business con- 
tinued growing to the extent that a | 
separate department, fully in accord with 
needs, was not only justified but de- 
manded. 
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“A Peach of a Style 
— But, It’s a Poor Fitter” 


How many times have you been forced 
to,close out promising styles at a loss, 
because they turned out to be poor fitters. 













The United Last Company specializes in 
interested co-operation with the shoe manu- 
facturers in order to assure their customers 
that perfect fit without which no’ style, how- 
ever good, can truly succeed. 


SIX SHOW ROOMS TEN FACTORIES 


CINCINNA 2 taser 3 te BROCKTON ROCHESTER 
NEWARK HAVERHILL 


if ae ad ( cmcaco St ou 
NITEDILAST \VOMPAD 


BOSTON MASS 

















The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Styles nrc To Ship 


“If It’s a Dalton It’s a Delight” 
‘‘Johnnie Walker’’ Last “‘Glengarry’’ Last , 
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~ MEN'S SPORT OXF ORDS 





Stock No. 382—Sport Last Smoked Elk Sport 
ford, Gal. slit Red Dulles Ribbed Sole and 
ied Le 4 AAR ERS ee $5.50 
Poipu we den Tan Box Oxford, 
Poche Duflex Ribbed Sole and Heel. 
SPU UE WL cide ccicocvceccscensacebual $5.85 
nan tag Ss eta, come Tan Box Sport Oxford, 
rown Cordovan , Red Duflex Ribbed Sole 
ord Tea ee Re es $5.85 


The Dalton Company, Inc. 


Makers of Fine Shoes 
BROCKTON, MASS. 





BOSTON NEW YORK CHICAGO 
163 Essex Street 651 Marbridge Bidg. 706 Security Bldg. 
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RACTICAL 
business men 
findaspecialappeal 
in shoes fitted with 
Lacing Hooks.. By 
making shoe-lac- 
ing so easy, Lacing 
Hooks save time, 
nerves and temper. 


The Boot and Shee Recorder will appreciate your mentioning the publication in replies to advertisements. 
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No. 206 


} COLORS: _ 


| Black, Copenhagen, 
' Old Rose, American 
Beauty, Lavender, Or- 


— Sizes, 3 to 8 129 Duane 











0246 | A0 
PAIR PAIR 
No. 206—Quilted, Satin, Heavy Qual- 
ity, tested strength of Satin 70 Ibs. to 
square inch, Spring Heel. 
No. 211—Quilted Satin, Heavy Quality, 
tested strength of Satin 70 lbs. to 
square inch, Satin Sock Lining, Satin 
Covered Heel, Chrome Sole. 

We guarantee their satisfaction, 


but we cannot send samples. 
TERMS: NET 30 DAYS 


Golo Slipper Company 


treet, New York Sizes, 3 to 8 






No, 211 
COLORS: 


Same as 206. Also 
Pink, Blue, Navy, Red, 
Purple, Gray, Royal. 











“CLIFTON” 
Gem Duck 


Has Stood the Test of Years 


Used with our wet process, it pro- 
duces a perfect innersole, as it is 
easily formed in, and hugs the lip, 
producing strength where strength is 
most needed. 


The Trade Prefers 
“‘Clifton’’ Gem Duck 
when once tried 


“Clifton” shoe covering cloths, also 
“Clifton” backing and plumping 
cloths give satisfactory results. 


CLIFTON MFG. CO. 


BROOKSIDE AVENUE, JAMAICA PLAIN 
IBOSTON 30, MASS. 








Guaranteed Gore 
_As Being Used in the Latest Styles 


SATIN FINISH 
Trade Mark 


EVERLASTIK, INC. 


Webster and Spencer Aves. 395 Broadway 
CHELSEA, MASS. New York City 





Wood Soles 


Boots and Shoe 


Full Oil Grain 
Leather, Water- 
Sole Leather 





A. H. RIEMER SHOE CO. 
MILWAUKEE, WIS., U.S.A. 














BOUDOIRS! 


Are you looking for something 
desirable and dependable in 
this line of foot- 
wear? 


Ican show you 
styles at a pri 
that will deserve 
your business. 






3. nd for Samples 


A. W. GREELEY :: Haverhill, Mass. 
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In Stock NOW 


AA-D. Sizes up to 10. 
653—Black Kid Oxford 5.00 
983—Brown Kid Oxford 5.50 
353—White Fabric Oxford 4.35 





Changes in Business 


Current Events in Failures, Sus- 
pensions and Activities in the 
Shoe and Leather Trade 


FAILURES 
Blossbu +, = -~ B. Schreibman (Schreibman’s 
reported 


ty Store etc., a y 

into ban! tc eported receiver a in 

Selma, Ala. “. ia (The Leader) s! , ete., 
reported petitioned into bankruptcy. Reported 
receiver appointed. 

Cordova, Ala.—Temmerson & Co., shoes, etc., 
reported petitioned into bankruptcy. 

El Lane. calif —Imperial Valley Shoe Co., shoes, 


Pesedena. Cait —Boadwa ae. Inc., shoes, etc., 
reported petitioned into nkruptcy. 
i Conn.—Max Lefkoff, shoes, etc., re- 
ported petitioned into bankruptcy. 
Waterbury, Conn.—Arthur Silver, shoes, ete., re- 
ported petitioned into bankruptcy. 
Harry L. Raffel, shoes, etc., meeting 


Leesburg, Fla.—-C. M. Adana (Citi's Fae) shoes, 
etc., reported petitioned into bankruptc: 

Crestview, Fla.—Crestview Mercantile "Ca. (J. D. 
Cobb) shoes, etc., pute receiver wer cupenseed. 
Chicago, Il. —Wein § Co., wholesale shoes, re- 

por ed meeting of creditors ‘called for December 
ast. 
Associated Shoe Stores, shoes, reported meet- 
ing of creditors called. 
- Marco (2931 Milwaukee Avenue) shoes, etc., 
reported petitioned into bankrup 
Jack Lamm, shoes, etc. assigned. 
Anderson, Ind.—Fred 'G. Webb, shoes, 
receives appoint 
——- Ind.—H. Friedman, shoes, ete., 1e 
ed offering to compromise. 
nthen. Kan Rovics (Blue Bell Stores) shoes, 
etc., reoorted petitioned into bankruptcy. 
Lewiston, Maine.—Jacob Berman, shoes, etc., re- 
ported petitioned into bankruptcy. Re-orted 
receiver appointed. 
Detroit, Mich.—William Bailes & Co. (4624 Michi- 


gan Ave.) shoes, reported peti into bank- 
ruptcy. Reported offering to compromise at 
25 cent. 


per 
South St. Paul, Minn.—James Binder (Binder's 
Quality Store) shoes, reported assigned . 


The perfected orthopedic shoe 
really supports the arch and 
combines comfort with beauty. 
Snug fitting heel and arch and 
self adjusting movable stiff 
shank give support to the 
needs of the individual foot. 


These points make La 
France Rest Cure Shoe 
our biggest seller. 


Williams Clark & Co. 


Flint, Mich.—A. M. Barnes, shoes, etc., reported Oarwill, Ind.—Richard Mathias, shoes, etc., 
offering to compromise. Reported meeting of ceeded by Larwill al Stor “= 


creditors scheduled for mg ot ‘ Ceages. . Miller, shoes, etc., succeeded 
Camden, N. J.—David ta reported pe- by Frank Smith & Sons. 
titioned into bankrup' Reported left town. South Soe, Kan.—Lebanon Shoe and Clothing 
New York C we —Irving tierer (77 2nd Avenue) Co. or sold out 
itioned into bankru te. Mich. h—Van Auken & Smith, shoes, etc., 








shoes, reported peti ptcy. 
— & Jaffe (117 Pitt Street) leather and I. D. Smi 
ngs, reported petitioned into bankruptcy. St. Louis, Mo._Charles A. Hartman (3108 N. 
oy Jacobson (326 Tenth Avenue) shoes, re- 19th Street) shoes, reported advertising to sell 
ported out. 
Brooklyn, y ¥—Charles Pellicane (136-148 
Graham Avenue) shoes, reported meeting of 
creditors called. 


Stuart, ee ae 5 Ly - shoes, etc., 
irene prions into hankraotcy cow WANTED TO PURCHASE 
shoes, petitioned into bankruptcy 
Morris Zeldin (715 8. 4th Street) chess, re- 

ported offering to compromise at 50 per cent. 
Beaver oe Pa. —Ben Ackerman, shoes, c 
to compromise. for 

for 

Ww 








x Texas.—Harrison Dry Goods Co., 
age into bankruptcy. 
Erie, Ba — Benjamin in, shoes, etc., reported 








petitioned hones bankruptcy. and make offer upon request. 
oe —Je ble, shoes, etc., reported Kaltes Cost. Mereantiie Co., Ine. 
. Broadway, New York 
W Va. a.—Charles Thomas, shoes, ete., re- Phone Spring 5160-5161-5168 
x aoe Sten enn —City Sho Shoe Store (J. S. An- 
pai " —Dalk: Leather nd Shoe Findi 
woe ated peeing rei ia | Seal awh othe os 
. ™ ’ » ete., 
petitioned into bankruptcy. - ‘or 30 yoars our ’ ” 
Beak and eds, 
CHANGES BROOKLYN PURCHASING SYNDICATE 
Boston—Outi holesale shoes, - 
ar eee eo 
Greenfield, Mass.—Foster & Chapin, shoes, re- Phone 1787 
ported succeeded by Foster & Son. 








Lynn, Mass.—M. E. Haskell & Sons, wholesale 
chess, sexsoved te 140 Lectin Sirest, Boston. 


“wear capital $40,000, icaeparstoe, Charice, | DO YOU CONTEMPLATE 


Daly, Julia M. Daly and wien L. Daly of 








Brockton and John J. Dal Newton. R or out 

Los Asaaiee. Calif.—Morris thy shoes, etc., suc- I fins us gone ow a: a 

x. Benjamin gtock 

ich, Conn.Simith's So Store, shoce SeaeEL neving 0 chert torm to cum taben over. 
ee with authorized capital of $10, OC tame yoare 

Chicago, Ill.—Hamton Shoe Co., wholesale shoes, 
oe big Hy ey assigned. I. OLENICK 

pbrted sold out to Raymond ilier. arma ee - : be 
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LINE WANTED 


OPPORTUNITY 


MISCELLANEOUS 








Low priced line women’s, misses’ and children’s 
turns, also sti lowns and canvas welts, by 
well known representative, with established Boston 





WANTED. to stock @ line of shoes to sell on a 
commission basis. Address D 625, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 


WELL known traveling shoe salesman traveling 
in Oregon, Washi , Idaho, and Montana, 
wants line of men’s welts to retail at $5 and $6. 
Address D 623, care Shoe Recorder, 189 
W. Madison St., Chicago, Ill. 


DURING 1922 { have sold $200,000 worth wo- 

ee ets jaye 

ga. oe mateo reasons * am mak- 

a Prefer a similar line for M " 

TGisces Dssi4, core Boot and Shoo Recorder. “185 
W. Madison St., Chicago, Ill. 











Fully equipped shoe factory a 
few miles from Boston, output 
20 cases Women’s, Misses’ and 
Children’s welt shoes, operated 
under open-shop conditions, of- 
fers splendid proposition to man 
to interest himself financially, 
either as superintendent or fi- 
nancial man. Plant, equip- 
ment, etc., modern and up to 
date and clear of all debts. Ad- 
dress D-612, care Boot and Shoe 
na 207 South St., Boston, 
ass. 














TO LEASE 


LOCATION for Corrective Shoes. Will sub-lease 
one window and half of my store to i 








party for ladies’ corrective footwear; I will use the 

other window for novelty shoes. H. G. Jacobson, 

312 Pike St., Seattle, Wash. 

T°? Lease—En second floor for long term of 
years in old established le store sit- 

uated in of i city of million 














letter or tion will not be considered. 
-634, care of the Boot 
& Shoe Recorder, 207 South St., Boston, Mass. 
T° LEASE—SHOE DEPARTMENT. Can pro- 
byt or space for men’s, 
boys women’s shoe department. Store sells 
men’s goods clothing, and wo- 


a year. Have been established for 
over thirty years. caters to hi 








FOR SALE 
FoR sale—Nickel-plated shoe stands and two 
show cases. for one just ing in busi- 
Schultz, 615 Bergenline Ave., West New 


ness. 

York, New Jersey. 

TRUNK Faber Combination Shoe and_ ward- 
robe. Almost new. Price}$85.00; worth $147.50. 

234 West Horter St., Germantown, Philadelphia. 


IR SALE—To close an estate: First-class men’s 
shoe store in the heart of the City of Detroit, 
ichigan. and fixtures i W: 











WANTED TO PURCHASE 








WANTED TO BUY 
quantity. Will take all in the hands of 
facturer 


or any one who 


wants to of Write 
Tomahawk S Company, Toma- 
hawk, W: > 














FAMOUS GLASS 
FIXTURES 
Shown ix Catalog G. F. 
Wood Fixtures 
Catalog No. 14 


Artificial Flowers 
Catalog No. 19 


Window Valances 





The Hecht Fixture Co. 
Medinah Bldg. Wells and Jackson 





NEW YORK SHOW ROOM 
70 West 36th Street Chicago 

















THE NEW YORK EXPORT 
PURCHASING CORPORATION 


BR Y ° 
east NEW i. N.Y. 


WILL(SLOW SELLERS )FOR 
Bur {SuRrae Stoote® \CASH 


Sor Ras Mt SOE ARENT oF nas wr Gen Lake: ond bery ame RememNREE 





iff 








HIGHEST CASH PRICES PAID 


for entire stocks. eae ow ree 
Retail ples or low ators” Quan oom toben 























Lease a m. 

Teagan, Administrator, 1545 Ave., De- 
SA ing Women's Shoe 

Fon SALE Ogee wns Sie, assent 








WANTED TO PURCHASE 





MISCELLANEOUS 











SHOE STORES 
BOUGHT FOR CASH 


Retail or Wholesale Stocks 
Any Amount Write Me 
D. KOCH, 908 Putnam Ave., Brooklyn, N.Y. 








SHOE STORE 
CHAIRS 
SETTEES 


WINDOW DISPLAY F 


The OSCAR ONKEN CO. 











1181 4th St. CINCINNATI, OHIO 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


Recorder rates for space lems than one-sighth page par | PYORITIONS WANTED—tex, evergreen 

° “Want” advertisements, seven cents per word for each insertion. 

Space time 7 times 13 times 26 times 52 times pe am phy ph Le, 86 oe es 

Pen ccues $5.00 $4.00 $3.50 $3.00 #. = Sivanticens dudes ansucse te ems te one this office, twelve words 

| Ree 10.00 8.00 7.00 6.00 must be allowed in each advertisement for address. When advertisers 

DB esasaea 15.00 12.00 10.50 9.00 ?. ‘Se UY BS A 
| ee 20.00 16.00 14.00 12.00 10.00 Answers to ads must be sent under letter postage. 


Payment in advance is required, except when regular advertisers, as amounts are too small to open 





= 
3 
= 
* 














SALESMEN WANTED 


SALESMEN WANTED SALESMEN WANTED 





SA LESMAN of proven ability wanted for the 
ped of Texas and Oklahoma and Northwestern 

Address D 628 Boot and Shoe Recorder, 
is Ww. Madison St., Chicago, Ill. 





SALESMEN wanted on commission basis for 
well known brand —— ‘*-— rubber 
footwear. _ Terri 


‘tories i 
Southern Michigan ) ae ~—4 Kentucky, ‘Texas, 


Southern Illinois, ? New E States, V 
West Virginia, Maryland, a Carolina. 
references, e ience 


and in first let 
Address K 673 care Boot ‘and Sho Shoe Recorder, 1zi 
Duane St., New York, 





WANTED —Salesmen to carry exclusive side 
line Rochester made Infants’ Soft Soles on 
First Step Turns. Unusual quality and 

Big sellers—commissions 10-7 per cent. 
territory, experience and references. Address 620, 
care Boot my Shoe Recorder, 623 Powers Bldg., 
Rochester, N. Y. 





PROMINENT Middle Western manufacturer of 


men's > 
ea. work and outing shoes will expand territory 
anuary first to include Southern States. We are 
ESSliched tladp and penne cpeadline tn Kenapety, 
ta t personal s ing in Ken 
Tennessee, Alabama, Missi i, Arkansas, Louk. 
siana. Oklaboma and Texas. “in stock” de- 
partment t giving prompt service. Unusually liberal 
ples ready by January fifteenth. 
Address D 621, care Boot and Bhoe Recorder, 189 
W. Madison St., Chicago, Ill. 





MARUFACTURER of Infants’, Children’s, 
and Growing Girls’ turn shoes, high 
and — de at attractive i 
salesmen for f. ing states: Ken y, Te » 
South Carolina, Georgia, Florida, Alabama Missis- 
sippi, Ohio, Indiana, Michigan, Wisconsin, Min- 
Lae Towa, Missouri, Arkansas, Oklahoma, Kan. 
Ni Wyoming, North Dakota, "South 
Dakota and Nevada. Our very large stock 
ment gives immediate service. We also make and 
—- several oe r.4 ‘we 4 comfort oxfords 
straps. t. per cent 
thty. residen’ 


Co., 207 South St., Boston, Mass. 








Wanted! Wanted! 


PRODUCERS 


for the 


“BISON BRAND”’ LINE 


Short but com e IN-STOCK 
her Fail Voor UTios Milveckee 
saashes enemsnsioe. 


Among others, so South Wisconsin, 
Sout th Illinois, |N “The soe Arkansas, 
South Texas comi e 
- the P. ication i M chy fal ‘detail 
to 

— — fg. Co., Portage, 











SHOE SALESMEN 


To represent in the South and Middle 
West a strong line of Brooklyn Turns. 
They must be high-grade representa- 
tives of proven ability and producers. 
Commission basis, with liberal draw- 
ing account. Write in confidence. 
Harry Smolen & Co., Inc., 24-28 
Boerum St., near Broadway, Brooklyn, 


N. Y. 











and sport shoes would like to 


WANTED —Experienced salesmen to re- Wagoner manufacturer of high-grade work 
i ichi Oklahoma. Gane geineman $0 tenia Shp cae Jan- 


states: Ohio, Indiana, Michigan, Texas, ° 

Iowa, California, Kansas, Missouri. Want a iowine 1, pe on 7 pag ay ly xs Fol- 
to each state—a western line of men's om: See oe Nebraska, 

from $3.50 to $4.25—fifty me oe Staten. Aas and 

stock. Give full references in first Mississippi 











ter. Applications , 
Address D 629, care Boot and Shoe Recorder, 207 —*-— 0.8 
a : ee ane ee 
RREAL SALESMEN WANTED— ufac- corder, 207 South St., Boston, Mass 
park a complete line of —_. ee. 
misses’ growing girls’ turns; a short ANTED— ® sll “ 
‘ Comfort slippers. An unusually es aaa ene ae hr nl 


per cent commission weekly on welt dress shoes in south of Ohio 
Stock proposition on ind Stotes of Tease, Okla , Arkansas, lei 

- ana, Eastern Ohio. Short line. ‘Commission basis. 

City. ee es ee ot 


merchandise. D-607, 
WANTED —Live-wire salesmen to handle line of pm By aay 207 South St., Boston, Mass. 











shoes as side line with after 
ing as - ay tye <—= 




















1, 1923, 7 cent commission 
Following territories open: Ohio, Illinois (exclusive te oe bee meee 
of Chicago), City of Chicago, Virginia and West on at te boudoir and 
Virginia, North Carolina and Carolina, toilet specialties. in all leathers, 
and Florida, Alabama and Mississippi, satins, etc., and in four widths. 
Maine, New Hampshire and Vermont, and Massa- erg ge wy Commis- 
chusetts. Address D-592, care Boot and Shoe Re- sion basis . Territories open: 
corder, 207 South St.. » Mass. gy SR, M ’ 
WANTED jaa LA a manufacturer's —. inconain, Minvouri, Kan” 
’ and girls’ welts, IN. K Harriman Georgetown, 
PROPOSITION. Good territories available. Only Sees. — 
with i trade need apply. Lib- 
commission basis. Address D-595, care Boot r 
and Shoe Recorder, 207 South St., Boston, Mass. 
SALESMEN WANTED— heve-epen= 
SHOE SALESMEN ONLY WANTED— PB te a rte 
To as side line stitchdowns, 2 to Michigan pee 
5 and oo S, by cqecinhty mane- Kentucky for selling our 
facturer of these sizes. Very good com- Shoes for Boys,” eS ha eo 
Northern Ohio, Wissouct, Michigan, ee 
Monmake and ep ¥ 
| 
We de not Job. NON-SLIP SHOE CO., and Shoe Recorder, 189 W. Madi- 
1627 Locust St., St. Louie, Mo. ex bon Strect, Chicago, Ill. 
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SALESMEN WANTED 


POSITION WANTED 








WANTED :—Manufacturer of Men’s 
and Boys’ work and dress shoes would 
like to communicate with salesmen 
who have had experience in following 
territories. In first letter state past ex- 
perience and give references. Missouri, 
Iowa, Oklahoma, Mississippi, Kansas, 
Montana, Colorado, Nebraska, In- 
diana, Idaho, Utah, Arizona, Nevada, 
California, Arkansas, and City of 
Chicago. Address D-617, care Boot and 
Shoe Recorder, 207 South St., Boston, 
Mass. 


Phartment, "Graduate Doct of orthopedic de- 
Graduate Doctor of Chiropody Le 
particulars wri 


of shoe experi 
De Py Roche teste, OF 
YOUNG, educated, clean cut man Nd selling 
shoes 


change next season. 
Address D 631, care Boot and Shoe Recorder, 207 
., Boston, Mass. 


Fmpenes , centages. eral years’ peeeue 
Sia yr mp 5) ing aleaman, desires, 
quan Address D care Boot and ot i 
— 1627 Locust BL St. Louis, Mo. 


OS Se yest som yor 5 have Seen covains Be 
States with a medium grede line 
of eae eee yates ens tune, calling on the best 





eae 














Salesmen Wanted 


A PROMINENT BROOKLYN MANU- 
FACTURER MAKING LADIES’ HIGH 
GRADE NOVELTY TURNS HAS 
OPENINGS FOR TWO SALESMEN 
FOR CHICAGO AND ST. LOUIS. A 
WONDERFUL OPPORTUNITY FOR 
REAL SALESMEN TO MAKE BIG 
MONEY. GIVE FULL PARTICULARS. 
—Address K-671, care Boot and Shoe 
R der, 127 Du St.. New York. 
N. Y. 











FELT & QUILTED 
SATIN SLIPPERS 


SALESMEN wanted to sell job- 


bers and large department 
stores popular priced line of ad- 


FELT SLIPPERS 


Splendid opportunity for the 
man that can produce results. 
Several choice territories open. 
Only those who are experienced 
in this line will be considered. 
1923 LINE READY AND COM- 
PLETE. Give references and 
full information in first letter. 
Address D-619, care Boot and 
Shoe Recorder, 207 South’ St., 
Boston, Mass. 














SALESMAN & MANAGER 





L —~ ye and ‘at > 
to ppt ES 
$12,000, in North tral . Salary $40 to $60 


EXECUTIVE WANTED 








Executive Wanted 


Manufacturer making men’s dress 
welts for wholesale trade exclusively 
has an epuuing i= thesr organization 
for an exp ‘ive to take 
charge of sales. Must be familiar with 
wholesale buyers thoughout the coun- 
try and have a past record of sales. 
This is a rare opportunity for the man 
that can produce. Give full particulars 
as to experience in first letter. Address 
D-622, care Boot and Shoe Recorder, 
189 W. Madison St., Chicago, Ill. 

















HELP WANTED 








BUYER 
L. S. PLAUT & CO. 
NEWARK, N. J 
the ices of 
Require serv 
the posi of 
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Thompson Bros. Shoe Co., Brockton, Mass. . 108 
Thomson-Crooker Shoe Co., Boston... .. .. 13 
Tober-Saifer Shoe Co., St. Louis, Mo... ... 18 
Riley Shoe Co., Columbus, Ohio............ 14 
Union Shoe Co., Brockton, Mass........... 107 
United States Rubber Co., New York City 22-90 
Uts & Dunn Co., Rochester, N. Y........... 7 


Wall, Doyle & Daley, Inc., Brockton, Mass. . 106 
Weber Bros. Shoe Co., No. Adams, Mass.... 26 
Weimer, Wright & Watkins Co., Philadelphia 9 
Westcott-Whitmore Co., Syracuse, N. Y...104 


Whitman & Keith, Brockton, Mass......... 106 ¢ 
Williams-Clark Co., Lynn, Mass........... 120 
Witherell, E. A. & M. C., Co., Haverhill, 
etbdenenhsenhecewesebe skatedaedaed 104 
Wright, E. T., & Co., Inc., Rockland, Mass. . 113 
FINDINGS AND SHOE STORE SUPPLIES 
Alterson, L., & Co., New York City........ 110 
American Seating Co., Chicago. ........... 68 
Bongiovanni Bros., New York City......... 110 
Coultas Co., D. W., Providence, R.I........ 110 
Ellis, W. E., Co., Haverhill, Mass........... ill 


Emery & Beers Co., Inc., New York City.... 94 
French Beading & Novelty Co., Philadelphia 125 


Hecht Fixture Co., Chicago............... 121 
Kahn, Edw., E., Co., Brooklyn, N. Y....... 110 
Lyons, Hugh & Co., Lansing, Mich......... 70 
Milbradt Mfg. Co., St. Louis, Mo...........121 
Myers, F. E., & Bro. Co., Ashland, Ohio... . 121 
Onken, Ocscar, Co., Cincinnati, Ohio......... 121 


Armatrong Cork Co., Lancaster, Pa........ 29 
Beggs & Cobb Co., Boston................. lll 
Brown, C. D., & Co., Inc., Rochester, N. Y.. 18 
Chamberlain, B. F., Boston............... lll 
Clifton Mfg. Co., Boston, Mass............. 119 
Creese & Cook Co., Boston............ 10-111 
Dryden Rubber Co., Chicago, Ill. Front Cover 
Everlastik Co., Chelsea, Mass............. 119 
Foerderer, Robert H., Co., Boston..... 74-75 
Gallun, A. F., & Sons, Milwaukee, Wis... .. 2 
Somes Co., F. B., Bastom. ........cccccccees lil - 
Kistler-Lesh & Co., Inc., Boston.......... 125 


Ohio Leather Co., The, Girard, Ohio. ..33, 34 
Quabaug Rubber Co., No. Brookfield, Mass. 6 
Scherer, Oscar, & Bro., Inc., New York City 15 
Skinner, Wm., & Sons, New York City. .... 27 


MACHINERY, LASTS, MFRS.” SUPPLIES, 
DRESSINGS, ETC. 


Beckwith Mfg. Co., Boston................ 96 
Griffin Mig. Co., New York City........... 73 
New England Wood Heel Co., Haverhill, 
Bs 55 SUS BES CERES 6 Be 556.065 v's de bb o00 11} 
Tubular Rivet & Stud Co., Boston......... 118 
United Fast Color Eyelet Co., Boston... ... 126 
United Last Co., Boston.................. 116 


United Shoe Machinery Corp., Boston. . 20-72 


Wiechman Pattern Co., Cincinnati, Ohio. .. 11) 
Wind Insole and Counter Co., Campello, 


SO, é Gund ba ces da obubpb be pc deta sbacps oe 11) 
MISCELLANEOUS 

Atlantic Printing Co., Boston............. 112 
Brooklyn Purchasing Syndicate.......... 120 
Calderwood & Pregg, Inc., Boston... .... .. 110 
Glauberg, Max, New York City. ........... 121 
Hooper Printing Co., Boston.............. 112 
Howard Print, The, Brockton, Mass........ 112 


Kalter Cerf. Merc. Co., Max, New York City 120 
Kelly, T. K., Sales, Inc., Minneapolis, Minn. . 3) 
Kirsch-Blacher Co., Ine., New York City. .. 121 


Koch, D., Brooklyn, N.Y... .... 66666666006 121 
New York Export Purchasing Corporation, 
New York City........ 54s op grquaebsneyee 12) 
Root Co., F. S., Boston... 252... «2.2.6.6. 112 
Tolman Print, Brockton, Mass............. 112 
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75% IN STOCK 


36 pair case lots only. 
We guarantee their 
satisfaction, but we 
cannot send samples. 


10 bai 





Terms Net 30 Days 


Men’s 26 oz. 


> ae eames Golo Slipper Company Colore—Oxford and Khaki. Sizes 
129 Duane Street New York 



















IN STOCK 
IMMEDIATE. DELIVERY 


$7 229 Per Gross Pairs 
$629 Per Dozen Pairs 


Quilted Satin Fan Tongue 
With Steel Omament 


The Best Selling Shoe Accessory in Many Seasons— 
Or You May Use Them to Enhance the 





No. 1747 Value Of Your Own One-Straps 
FRENCH BEATIN G & t NOVELTY CO. 
922 LOCUST STREET “6 ete PHILADELPHIA, PA. 

















APPROVED BY 
MEDICAL MEN 


support for'| the stot 

ng children and otal reece 
Ventilated ¥ 

Well-known 


Kistler, Lesh & Co., Inc. 


COMMISSION 


pa ene oy! : 
LEATHER MERCHANTS 


FINE OAK SOLE LEATHER 
BELTING BUTTS 


332 Summer St. | BOSTON, MASS. 


The Boot and Shee Recorder will appreciate your mentioning the publication in replies te edvertisements. 
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8 samara Brand Fast Color Eyelets give to 
good shoes a certain refinement which makes 
an immediate appeal to the women of good taste. 


United Fast Color Eyelet Company 


by Boston, Massachusetts 
Ly ; 
VR Lg. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 






















FOX 


T YULETIDE SO MANY OF THE LOVELY 
INGS THAT FLOAT OVER DANCE FLOORS 
ILL HAVE THEIR ONLY CONTACT WITH 
EARTH THROUGH FOX SLIPPERS OR PUMPS. 





AND SO MANY SHOE MERCHANTS WILL BE 
MAKING UP THEIR FOX FOOTERY ORDERS 
FOR SPRING. ; P 


CHARLES K. FOX, In 
Haverhill, Mass., U. S/A. 


Boston: 54 Lincoln Street. New York: Marbridge . Broadway 
- and 34th Street, Room 632. Chicago: Great 





















Vol. 82, No. 13. Published every week by the Boot and Shoe Recorder Publishing Company, 207 South St., Boston, 
Mass. Entered as second class matter April 15, 1 at the Post Office at Boston, Mass., under the Act of Congress 
of March 3, 1879. Subscription price, $5.00 a year. nted in U. S. A. 
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T hp Edwin Clapp Shoe stands for all 
that intelligence, integrity and in- 
dustry can accomplish in men’s foot- 
wear production. 3 


Expressive, as the Edwin Clapp Shoe 
is of style’s variations, the manufac- 
turing standards have remained un- 
altered for more than 60 years. 


Visitors to our Booth No. 71, Chicago 
Coliseum, will find pleasure in 
seeing this illustrious example 
of men’s fine shoemaking. 





EAST WEYV 
MASSACHU 
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The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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‘‘For Colors 


STANDARD 
K. i] ” 


WHITE 

BRONZE 

FAWN 

GREEN 

RED 

BLUE 

NUT BROWN 
HAVANA BROWN 
PEARL GRAY 
GOLDEN BROWN 
MEDIUM GRAY 
CAMEL 








KID 


GUARANTEED SELECTIONS 


[KID 


BOOT AND SHOE RECORDER 


Surest thing 
you know for 
next spring 





Whit 
Kid 








—And the surest bet in WHITE 
KID is STANDARD. 


—We’re specialists in making 


WHITE KID of finest quality. 


—We use selected raw skins which 
we know give best results. 


—We know you and your cus- 
tomers will notice and be very 
pleased at the difference STAN- 
DARD WHITE KID makes. 








THE STANDARD KID CO. 
BOSTON, MASS. 


Branches in New York, Philadelphia, Cincinnati, 
Chicago, St. Louis 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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The HEEL HUGGER LINE 


Shoe 
That 
Actually 
Hugs 
Heel 


of the 


Foot 


NEW 
Line 
That 

Solves 

An 
OLD 
Problem 





Properly fitting women who have narrow or slim heels (and 
there are a large number of them) has always been a big problem 
with shoe dealers. 


Many merchants tried to solve this problem by buying shoes 
made over so-called ‘“‘combination lasts.”” But “combination 
lasts”’ alone will not answer the purpose. In addition you must 
have special measurement patterns. 


Both last and patterns of the HEEL HUGGER are TRIED and 
PROVEN. Special designed heel seat, heel arches, and rein- 
forcements prevent bulging at the sides or slipping at the heel. 


Now closing exclusive agencies. Be the first 
to feature HEEL HUGGERS in your vicinity 


UTZ & DUNN CO. 


ROCHESTER « NEW YORK 


DENVER OFFICE NEW YORK OFFICE LOS ANGELES OFFICE 


218 Charles Bldg., Denver, Colo. Bush Terminal Sales Building 709 Forrester -» Los Angeles, Cal. 
TIGER & McNUTT 130-132 West 42d St., Room 1521 G. C. MeaTEE, Representative 
Representatives 8. A. McOMBER, Representative 
Style 
Punliiy 
— 
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The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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No. 31548 — Young Women’s Oxford — $3.75 
In St ck AA—D 214-8 


Distinctly 


A Winter Oxford 


Made of Carl Schmidt’s Mahogany (Pebble) 
Eric Calf, on a blunt English Last — Golf 
Strap pattern. This shoe looks its exact part. 
An oxford for rough weather wear. 


It is our most popular seller. A size up 
or sample order will convince you of its 
desirability. 


In Stock for Immediate Delivery 





See Our Exhibit at 
The National Shoe Retailers’ Convention 
Booths 213 and 214 




















Manufacturers of 


*““NATIONAL PARK” and *“‘“KEWPIE TWINS” footwear 


THE JUVENILE SHOE CORPORATION 


‘ OF AMERICA 


CARTHAGE OM NPACTURERS MISSOURI 


“The Quality is Jtigher than the Price” 
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Introducing a New Creation 


‘The Duchess’’ 


Onginal Pattern 
DN 


Attractive Last 
Wi Bnilliant Combinations 
WV 


BAL IU 
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For the Spring Season of 1923, the 
Comell Shoe Company has hit upon a 
style that is bound to sweep the coun- 
try with its newness. The shoe which 
will be presented to the trade shortly, & 
is one of the few seldom brought forth  § 
in “Style Creating.” The “upper,” 
made in the best selected combinations, 
with distinctive cut-out, enhance the 
beauty of the shoe. 
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- The originality of this 
model adds one more 
to the history of Brook- 
lyn’s Craftsmanship and 






Watch for our 
announcement in 
the December 
30th issue of the 
Boot & Shoe Re- 


corder. 













CORNELL SHOE COMPANY, Inc. 


61-67 NAVY STREET BROOKLYN, N. Y. 
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The Boot and Shoe R der will appreciate your mentioning the publication in replies to advertisements. 
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SHOES 








R 1009% 
Tony Red Calf ce gs 
solid. leather 


Wi ns iietied 
"9525 
Catalog on Request 


MAN G COMPANY 
ROUN GF 3t URACTURING WIS. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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(POD 
C.H.ALDEN CQ 


ONCENTRATION of our efforts has 
enabled us to offer that which the 
times and the trade require. 


—best quality of Stock with our Standard of Workman- 
ship, at prices lower than could have been accomplished 
in any other way. 


We are also able to give quick deliveries on certain lines. 
But this is not in any way an in-stock proposition. 





Lot No. 250 


Men’s Black Viking Oxford 
824 Brogue Last 
Straight Tip, Pinked 

Also in No. 4 Viking . 
Sizes: A 7/11 C 6/11 
B 6/11 D 6/11 


The above is one of the styles 
that can be delivered promptly 


2 
: 
: 
: 
: 
. 
. 
5 
: 
: 











FACTORY BOSTON OFFICE 
ABINGTON, MASS. . 10 HIGH STREET 


ee ne nem se ent ite 


SUNOCO 


THOT OTTO OOO OOOO OOO: 
The Boot and Shoe R will appreciate your mentioning the publication in replies to advertisements. 
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Invisible Value 


All white shoe cloths look more or less alike. Whether made from short or long staple 
cotton, two-ply or three-ply, the inferior fabric, to a casual observer, will appear to be 
of about equal value. 


POLAR KLOTH 


is made from long-staple imported cotton, spun into a three-ply fine count yarn, and 
woven into an extremely fine-faced fabric of great strength, to produce a shoe of 
Beauty and Long Wearing Qualities. 


Five Years 


of constantly increasing business have proved the wisdom of quality first and price 
afterward. 


Thomas, Lake & Whiton, Inc. 


179 South Street, Boston, Mass. 





Selling Agents ; CANADA 
MANUFACTURERS’ SUPPLIES CO. LOUIS G. FREEMAN CO. ARLON ALBEE 
722 No. 18 St. 614 E. Water St. 909 Sycamore St. 59 St. Peters St. 
ST. LOUIS MILWAUKEE * CINCINNATI MONTREAL 
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BLACK CALF LACE 
WALKING OXFORD 
GOODYEAR WELT 
9-8 HEEL 


GRAY BUCK SPORT 
OXFORD PATENT 
SADDLE BAND TIP 
AND HEEL STAY 








New Sport Effects 


[N anticipation of a still greater demand 
for Novelty sport footwear, our line for 
spring contains even more novelties than 


ever. 


Remember — whether it’s the latest novelty 
or an accepted staple, you will find it in 
our line — at popular prices — always. 





Women's Welts and McKays 


DONN D. SARGENT Co. 
SALEM, MASSACHUSETTS 


FACTORIES BOSTON OFFICE 
407 BRIDGE STREET 105 ESSEX STREET 


Iwo Factories 
Capacity 5500 Pairs Daily 
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@ Slippers ) 
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New York Sales Office: 
116 East 13th Street 


Chicago Sales Office: 
189 West Madison Street 


Boston Sales Office: 
10 High Street 


Daniel Green 





Miata Aa 
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OMMENCING January |, 1923, 
this company will sell its product 
direct to the retail trade only. 


If the factory salesmen have not called 
on you in the past and you wish them 
to do so in the future, please send us 
your name at once as our route lists 
are now being revised to include many 
towns not heretofore visited by our 
own salesmen. 


Daniel Green Felt Shoe Co. 
Factory and General Offices: DOLGEVILLE, N.Y. 


Genuine Comfys and Daniel Green Boudoirs 
sold only to the Retail Trade 
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Co our friends in the trade the country over, 
we express the wish that this map probe 
thef Merriest Christmas they ever had. 


Thomson-Crooker Shoe Co. 


18-26" Station St. Boston, Mass. 




















The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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Our Latest Fall Colors 


“Bright As A Sunbeam 
Mellow As Moonlight’’ 


ACE BROWN 


A new medium brown 
Boarded 


ACE LYNNWOOD 


A new and slightly darker brown 
Smooth and Boarded 





J. S. BARNET & SONS, Inc. 


Tanneries Salesroome, 75 South St. 
LYNN, MASS., U.S. A. BOSTON, MASS., U. 8. A. 





























The Beot and Shee Recorder will appreciate your mentioning the publication in replies to advertisements. 
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KINNER quality in shoe satin, 
just as Skinner quality in lining 
satins, assures long wear. 
Skinner’s Shoe Satin is made es- 
pecially for use in shoes — eztra 
strong. 


Immediate deliveries on all grades. 


Skinner's 
Shoe Satin 


WILLIAM#SKINNER & SONS 
NEW YORK CITY 
PHILADELPHIA 












CHICAGO 
Established 1848 


BOSTON 





“Look for the name in the“selvage’’ 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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600—Black Kid, Oxford $4.00 
605— Brown Kid Oxford,$4.50 
610—Black Kid 2 Strap, $4.25 
615—Brown Kid 2 Strap, $4.75 





675—Black Kid Fat Ankle Boot ... .$5.00 

670—Brown Kid Fat Ankle Boot ... .$5.75 

650—Black Kid Full Ankle Boot ... . $4.75 

660— Brown Kid Full Ankle Boot .. . .$5.50 
Sizes 344 to 10, C-EE 


NOTE —To sizes 84 and 9 add 25 cents; 
9% and 10 add 50 cents. 
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—Ask These Questions: 
L. Arve the things I want to do within doing 
distance ? 
2. Are the sleeping rooms quiet enough to sleep 
in and pleasant enough to wake in? 
3. Is the food served worth remembering and 
are the prices easy to forget? 
@. Is the service above par in promptness and 
courtesy ? 
S. Can these se-good-to-be-true things be found — 
all in one New York hotel as low as $2.50 a day? 
THE MARTINIQUE 
Answers YES} 


From sub-cellar to solarium it is designed and 
conducted as a guest would de it were he the 


manager. 

Prices at a Low Level 
Rooms are $2.50 and up. With bath $3.50 up. 
R prices in proporti Por snstance : 
Club breakfasts: 45¢ to $1.00. 









































Superior Shoemaking 
Plus 
Liberal Fit 


Anderson-Owens Shoes for wide 
ankles possess all the features of 
top-grade workmanship. Liberal fit- 
ting qualities, at the same time, are 
embodied in every number. Depend- 
able kid skins allow for pliancy and 
snugness. Our complete line contains 
many good reasons why you should 
capitalize the wide ankle trade in your 
town. 


Read through the numbers listed, 
and let us know your needs. It will be 
well worth your while to send for a 
few pair on approval. 














Anderson-OQwens Shoe Co. 
LYNN, MASS. 























Faro SrTrerry. 


Eowarp C.Focc. 
MANAGING DIRECTORS. 





We shall be pleased to send 
illustrated booklet on request 
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THE OHIO LEATHER CO. 











ie. 


Ry 
ni UXOR IATENT /EATHER 


Cc A Leather of Merit and 
Reputation with the same high 
standards of Quality possessed 
by all LUXOR products. 


Ciovided with the Exeptional 
facilities our Most Modern Tannery 
| Affords, the Experts Employed 
pages §6COntribute the Knowledge and 


ON ANA 
LUXOR PATENT § LUXOR PATENT 
KIP SLOES SIDES 


LUXOR PATENT 
CALF 


All strictly Full Grain 


TANNERY & GENERAL OFFICES 


THE OHIO LEATHER CO, 
GIRARD, OHIO. 


BOSTON: 
THE OH10 LEATHER CORPORATION 
33 SOUTH $5. 


PHILADELPHIA 
THE OHIO LEATHER COMPANY 
325 ARCH ST. 


hha Noone NeAten 


Experience of years into making 
LUXOR Patent a dependable | 
product of Highest Quatity 
and Maximum Results. 
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Sith Wool [lose 


Faithful to the Last" — 
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1122— Branigan— $5.50 


Black Norwegian Calf. 
Rawhide Doubler. Flange Leather Heel, 
Wheeled Heel Seat. 

In Stock AA to D. 








Nunm-Bish & Weldon shoe Company 


MILWAUKEE, WISCONSIN 
The Boot and Shoe R der will appreciate your mentioning the publication in replies to advertisements 
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J. W. Silvae, with his dog, left San Francisco August 6, 1922, 
to walk from the Golden Gate to the city of Shoes. He arrived 
in Brockton, November 14, 1922. En route he visited Baltimore, 
Philadelphia, New York, Pittsburgh, covering in all 4,400 miles. 


RANCISCO 


The shoes he wore were presented to Mr. Silvae at Bilsborough’s 
Shoe Store, 961 Market Street, San Francisco, by Louis F. Eaton, 
just before the pedestrain started his cross-the-continent hike. 
They were taken right from stock, these Crawford Shoes; they 
were not made especially for hard service. They were a regular 
number, a bal,.made on C. A. Eaton Company’s Reserve Last, 
of P & V 108 Lotus Calf, with a full double sole. 


Despite the severe test of varying roads and climatic conditions 
the shoes came thru remarkably well. Mr. Silvae wore out four 
pairs of rubber-heels, but the soles remained intact. When on the 
last lap of his jaunt, Mr. Silvae had half soles put on the shoes. 
The uppers were whole except-that the stitching in the back 
stay gave way from the tremendous 
strain of incessant walking. 





This was the total amount of wear 
shown by this pair of In-Stock Craw- 
ford Shoes. 


When Mr. Silvae arrived at the 
Crawford factory on the sixteenth 
of November, he requested that the 
shoes be re-soled, as they were ‘‘too 
comfortable to take off.” 


On his previous trips from Boston"to 
Frisco, Mr. Silvae wore out four 
pairs of shoes, not one of which gave 
him adequate service or comfort. 


Men’s Bal — Reserve Last — Made of P. & V. 108 Lotus Calf — full double 
sole to heel. Goodyear welt. Retailers everywhere were interested 


CHARLES A. EATON CO 


The Sterling Shoe 
BOSTON, 207 ESSEX STREET NEW YORK, 
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to Doston- 
N' FORD SHOES ...; 


in Mr. Silvae’s journey. They wanted to be informed how the 
Crawford Shoes came out. Perhaps you met Silvae and his dog 
as they passed thru your town. 

If there is no Crawford agency where you live, and you know that your 


neighbors and customers appreciate service in footwear, we have an interest- 
ing proposition for you. 


To New England Merchants: Mr. Silvae is now tramping thru the New 
England States. Watch for him and get him to tell you his experiences. 
His tours are good advertising for the Crawford Shoe, and for you, too, if 
you have a Crawford agency. 


We have a catalog and other valuable data 
for merchants who appreciate a live line. 


Bilsborough’s Shoe Store, 961 Market St., San Francisco, Cal. ¥ 
“The Crawford Agen oP 
is to Right—“‘Nate”’ Loud of C. A. Eaton Co.; Louis F. Eaton of inet. A. Eaton Co.; H. L. Bilsborough, propr. of the store; 
. W. Silvae—the walker; Betty—the dog and side partner of Silvae. 


D MPANY, Brockton, Mass. 


makers of New England 
127 DUANE STREET ATLANTA, 226 PEACHTREE ARCADE 
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During the past year nearly all 
American newspapers, and the im- 
portant papers of other countries, 
have printed thousands of editorial 
articles, announcing that a radically 
new method of designing and manu- 
facturing shoes has been perfected— 


—And that this has resulted from the 
research work and practical experi- 
ments of Oliver E. DeRidder, of 
E. P. Reed & Company. 
Hailed by both style and orthopedic 
authorities as revolutionary, this new 
shoe for women may now be seen by 
merchants who wish to keep in touch 
with developments which will largely 
increase their sales and prestige. 
New York Office 
299 Broadway 


W. D. F. Gibson 
TRADE MARK 


>» © -like your foofprintin the sand > 


The Boot and Shoe BR der will appreciate your mentioning the publication in replies to advertisements. 
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. “Canada’s National Farm Journal 
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Information about this remarkable 
discovery has been eagerly sought by 
progressive dealers in all parts of the 
country. It has been withheld until 
every detail of manufacture and ser- 
vice could be standardized. 

If you will write or wire E. P. Reed 
& Company, Rochester, N. Y., a full 
description of the new process, and 
the history-making Sole Mould Shoe, 
will be promptly supplied you. 

You will also be given names of 
large and small merchants, who are 
now gaining new and permanent 
customers, and adding largely to their 
profits, by selling Sole Mould Shoes. 
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Another “something different” in the new 


Beverly 


cA new hand boarded fig 
body applied to our latest 


rHEN | 


N our new pure aniline dyed 

(non-pigment) calfskins we 

have given the trade what they 
have long been wanting— 


An absolutely permanent finish. 


An unusually beautiful color. 


sé L 
Other Popular Colors Lawrence Leathers 


are 


No. 53—RUSKIN RED A. C. LAWRENCE 


No. 73—TEAZEL TAN 
No. 75—BENGAL BROWN 161 SOUTH STREET 


No. 82—BAYWOOD BROWN NEW YORK PHILADELPHIA 
ROCHESTER CINCINNATI 
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Lawrence (non-pigment) Colored Calfskins 


Grain 


ure that attracts every- 
and most popular color 


— | #/ i 


Calf) 


OW we have produced a 
most attractive boarded 
pattern—BEVERLY GRAIN— 
in our particularly popular 
TENU-—TAN color. 


All who have seen it show their 
appreciation of BEVERLY 
GRAIN by ordering on the spot. 


Are Reliable Leathers 


LEATHER COMPANY 


BOSTON, MASS. 


CHICAGO ST. LOUIS 
MILWAUKEE 
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ULTRA 





the Allis 


A one button strap welt made 
in Grey Charmooze with erforations 
and stitching aroun vamp; 

uarters and strap, Cotte « 


Covered cuban heul on our*l180 
ast. 


Not in Stock, beat can be 
made an 50 to 40 days. 











Price 5.25, 3% 350 days. 


MOORE- ATAFER’ 
‘\WIOE ‘MFG *CO° 
BROCKPORT. N.Y. U.4A. 


NEW YORK OFFICE 545-547-549 MARBRIDGE BLOG.BWAY AT 34ST. 
JACK E.JESTER, MGR. 
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Silk and Wool Guaranteed Hosier 
At the pi ht Price 


We make one grade of hosiery per season only—Polo Hose for 
Men and Women of Silk and Wool Mixture. 


Our guarantee describes its quality. Each number is plated, 
fits accurately. The weave is firm and fine. A wide color range. 


Prices here quoted are indicative of the entire !ine. 


A trial order of these guaranteed hose will justify our line and 
your judgment. 





Ladies’ Hose in Thirteen Colors, including all 
the late shades and an attractive assortment 
of clockings: Beaver, Smoke, Chestnut, Beige, 
Black, Blue, and Cordovan. 

No. 445—Plain, per doz 

No. 600—Clocked, per doz 

Men’s Half Hose in Ten Popular Colors and 
Assortment of Clockings in sired Combina- 
tions: Taupe, Slate, Chestnut, Blue or Cordo- 
van, and other shades. 


No. 300—Plain, per doz 
No. 305—Clocked, per doz 


FAY HOSTERY |2%| MILLS CO. 


PHILADELPHIA 








“Front and Cloanfield Ste 
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S 


THIRTY - THREE STYLES 

For At-Once Delivery 
Polish Boots, Bals, Oxfords, Strap Sandals 
and Juliets. All made from good kid skins, 
supplied with rubber heels, with — 
sole leather. Excellent fitting qualities are 
assured by the experience of our Mr, H. K. 
Gardiner, who for thirty-five years engaged in 
the manufacture of lasts. 


Our most recent catalog, containing prices, 


will undoubtedly prove to be of great value to 
you. Let us send you a copy today. 


H. K. GARDINER CO. 


680 Washington Street - - Lynn, Mass. 
Boston Sample Rooms Please address all mail 


134 Li Street to Lynn factory 
Established 1909 


CHROMOK(| 


LEATHER 


— KID STOCK TIP, 7 INCH 
POLISH, 10/8 Rubber Heel. C;D,E. $3.00 


PL LLL SL SUL © TE © 111 


ee Ue TTT ee IIT elmininren iinet 
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“Chromok” makes better medium priced shoes 
because it is specially made for just this grade 


W. D. Byron & Sons Leather Co. 


Williamsport, Md. __.. ee ee Boston, Mass. 


Also Makers of 
Famous Oak Tanned Flexible Inner Soles, Flexible Sides and Bends 


Mc 
QU 


The Best and Shee Reeorder will appreciate your mentioning the publication in replies te advertisements. 
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Today, *‘Jel-Dels”’ are widely 
and favorably known. They 
are one of the most talked-of 
lines of children’s shoes—with 
greatest recognition of quality 
by dealers and most ready 
acceptance by consumers. 


JEEDE. 





MADE TO GUIDE 
THE GROWING FOOT 


View a Few ‘‘Jel-Dels.” 
Note the sturdy all-leather 
construction, the choice skins, 
the even Welt stitching, the 
perfect edge setting. You 
will be convinced of the fair- 
ness of our prices. 


JELLY-DELANEY SHOE CO. 


LYNN, MASS. 
FINE WELTS 


For Ladies, Young Ladies, Misses, Children and Infants 














The Boot and Shoe Recorder will appreciate your mentioning the publication in replies te edvertis~ments. 
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JOHNSON EROS 


ACH 


SHOE 














Popular Orthopedic Oxfords 


READY TO SHIP 


These four Johnson Bros. “Arch Solace” oxfords are popular with the 
trade that looks for honest quality merchandise at moderate prices. Send 


for Samples 


it is 


Lace Oxford, 13-8 Good Wine Been el koe Oates nt nes 
Wingtoot ree. Rabber Hed, Metal Arch Support, No, “ii 


he ee B ack Kid 


Sizes: AA, 4 1-2 to 9; A, 4 to 9; B, 3 1-2 to 9; C,3 1-2 to9; D,3 to9 
Sizes 8 1-2 and 9, 25c extra 


cMade in the Fea Pine Tree State. 


JOHNSON BROS('£3),) SHOE MFG.CO. 


HALLOWELL MAINE 





The Boot and Shoe R der will appreciate your mentioning the publication in replies to advertisements. 
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Mary Jane Sarah Jane 


More More 


and "and 


More and More 
P A Fab N TF: & EC Ast 2 (U6 


MARY JANES! 


Year by year the demand increases for our fa- 
mous specialty—those unusually good looking 
long wearing and easy selling patent leather 


MARY JANES. 
Why shouldn’t it? 


Producing them in the quantities we do and 
strictly concentrating on producing values 
that make repeat sales, it’s no wonder so many 
more are wanted each season. 


As usual we advise you to place your 
order with your wholesaler without delay 


Lyons & Hershenson, Inc. 
Chelsea, Mass. 


Boston Salesrooms 207 Essex Street 





The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 
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HAT could be smarter 
than this new WEBER 
model ? 
And the best part c. it is, it’s 
just as full of the old time 
WEBER value. 


Only one of the many new models 
we make 
TO RETAIL AT 
$5.00 -- $8.00 
New York Office, H. Harris 


1328\Broadway 
Marbridge Building 
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TIP was then invented, 
known as the “Spiral Tip,” 
which consisted of a very fine wire 
attached to the braid by being 
inserted through it and wound 
around the end, forming a conical 
shape which made lacing easier. 
It was soon found, however, that 
while this tip stayed on, it unrav- 
eled in time and became useless. 
The next innovation was a metal 
tip of conical shape, which em- 
bodied the easy lacing feature of 
the Spiral and’ was an improve- 
ment on the circular metal, as re- 
gards stability, but was not perfect 
in this respect. 


Nesg 


The most modern of all shoe laces—the 
stiffened braid formsthetip,small,smooth 
and permanent—no metal. 























FOR SALE BY FINDINGS JOBBERS 
EVERYWHERE 


The Hutmacher Braiding Co. 
Braiders of Good Shoe Laces 
PATERSON, N. Jj. 
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JUDGE IT BY ITS USERS 








We Saf? ‘Next Them 
At Luncheon 


Buyer and leather salesman were talk- 
ing Over an order. 


Said the buyer, “I'll take all you de- 
liver if you can give me as good an 
HAVANA BROWN Kid as New 
Castle’s.” 


Answered the salesman, “I can give 
you as good leather as you want, but I 
can’t guarantee the exact shade. That’s 
something we have to admit the New 
Castle people hold the secret of.” 


New Castle Leather 
Company 
New York 


NEW Cig} LE AID 
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Nothing in the shoe 
but the foot 


"| QHOE specialists insist that shoes 

built with Crawford Arch Sup- 

porting Shanks are scientifically correct. 

Such shoes relieve fallen arches and safe- 

guard normal feet. They bring health 

and happiness to your customers and 
business to you. 


Crawford Arch Supporting 

Shank is built right into the shoe 

—fitted between the inner and outer 

sole and locked to the insole. It pre- 

serves the shape of the shoe, giving sup- 

port to the arch and ease to the foot. It 
cannot abrade the skin. 


To boost your business, sell shoes built 
with Crawford Arch Supporting Shanks. 





- 7  —— 
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United Shoe Machinery Corporation 


Massachusetts 
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») ee these hoes 


Style 503 


IN STOCK 


$4.85 




















at our Expense! 


T HE pictures and the price can’t tell the 


story. See the shoes themselves. Feel 


them. Bend them. Look them over inside 


and out. Note their style, Field & Flint Co. smart- 
ness, Brockton finish, and high-class shoemaking. 


Examine critically the fine selected, full-grain calf- 
skin uppers, the extra heavy oak insoles, the fine 
heavy oak single outersoles. 

Compare them with any other shoes in your store 
at any price. You will see at once what Field’s Unit 
shoes can mean to you. 

Field’s Unit shoes are made a new way—the 
UNIT way. If we made these shoes in the regular 
way, they would have to cost much more. They are 
made in volume, in unit lots, by standardized pro- 
cesses, in a separate factory of our plant. The result 
is — better shoes for less money. 


And they are better shoes, gentlemen’s fine calf- 
skin shoes for $4.75, $4.85 and $4.95. See them. 
Look over the styles shown on the next two pages 
and send for specimen pairs, right from stock— we 
make no samples. If they do not sell themselves to 
you, send them back at our expense. 


FIELD & FLINT CO. 


MONTELLO STATION 
BROCKTON, MASS. 


—— 


' “BUDDY” 
LAST 


he 
Gold 
Standan 












— IE oe 
—————— 


The Oold Standard 






See the shoes at our expense ! 





WELVE of the smartest styles in black 

and tan calfskin that are to be had this 

season, in stock now. Made in Brockton 
where the shoemakers arc, by Field & Flint 
Co. whose organization, for more than sixty 
years, has been making men’s fine shoes. Every 
one of the twelve is a gentleman’s fine shoe 
and shows it at a glance. Every pair in every 
style has wear and satisfaction for your cus- 
tomer built into it. 










And think of it, the price of these fine calf- 


Perforated shin shoes 1s 


FROM 
STOCK 
Black Calf (smooth finish) Bal. On an extremely 


onan moeee French last; 13+ ‘Se bw Good- (For all styles except 501 and 502 Bals, which are $4.95 
4.75 and styles 503 and 504 oxfords, $4.85. These four styles 


11, Widths AAto D. Price, 
have 15 iron edge soles.) 





Black Boarded Calf Semi-Brogue Bal. 


and pinked; scroll tip; 15-iron edge sole. Goodyear 
Wingfoot Rubber Heels. Sizes § to 11. $4 95 
Widths AA to E. Price, ° ° . ° 


Style sor. Same in Tan Boarded Calf. 





Style 505. Same in Tan Calf. 







Tan Calf (glazed red) Bal. A combina- 
tion last; 13-iron edge sole, Goodyear 
Wingfoot Rubber Heels. Sizes 544 to 


in. — = hes * $4.75 
















Terms 5% 10 
I { Id & 
~~ oy (In the popular glazed red). 
igh toe last; 13-iron edge sole. Goodyear Wing- M 
ontello 


foot Rubber Heels. Sizes § to 11. Widths 
BtwE. Price, * $4, 75 


Station 
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/ IELD’S Unit Shoes offer an unbeatable 
combination of style, smartness, merit hx 
k value and popular price. It is a com- 4 
C oe : 7 
sis bination that results in quick turnover, and H 
| volume business. 
on 4 
— . “ 4 
nt Field’s Unit Shoes are solid leather through- iin 
ty Th f fi : STYLE 4 
out. ey are made of selected full-grain 04 
ry : ‘ 5 4 
chrome tanned calfskin; all facings are of calf- | 
oe : 
a skin to match. Box toes and counters are of 
Md sole leather. They carry full seven-iron oak 
innersoles and heavy oak tanned single outer- 
soles. But—get the shoes in your hands and 
let them tell their own story. Send for speci- 
men pairs, and a cut open shoe that shows feeuted and ploheds, ove Gps spine e6ge cote 
e e ; e y bber Heels. Sizes 
their construction. wa WiksAek Pa, . SOD 
Style 507. Same in Tan Boarded Calf. 
Vote that we say send for “Specimen” 
& ° 
airs—not samples. No samples 
are made in Field’s Unit Faétory. No 
shoes are made to order. The system of 
production won't permit it. All orders are 
shipped from stock, and all shoes submitted 
for inspection are taken from stock. They 
show the shoes as they are. 
Black Calf (smooth finish) Bal. Combination meas- 
urements; yg a uve 
bber H . izes : 
j as CS 8 
‘08 Style 507. Same in Tan Calf. 
d Field's Us "8 STYLE 
512 
Tan Calf (Glazed Red) Bal. Of dis- 
tin@ive pattern. Perforated vamp; scroll 
tip; 13-iron edge sole. Goodyear Wing 
tort. Widths AAtoD. Price, “4.40 
10 days. Net 30. 
x | FlintCo 
. Tan Calf Bal on a smart professional last. 13-iron 
edge sole. Goodyear wat ymaensg $ 
le to II. 1 ‘° . 
lo BROCKTON, ee ee, 
mn MASS. STYLE wis 
511 Mule” 


Wold One ‘Way 








a CA NI ZZ 
























| 


they are made> 


Heavy Oak Soles 





Extra Heavy Oak 
Innersoles 




















of 
Value 


Note the solid construétion shown in this ‘‘split chicken’’ view. 
Field’s Unit shoes have the substance and merit built into them. 
Selected chrome tanned calfskin upper leather ; calfskin facings and inside backstays 
to match. Heavy single oak tanned soles (natural finish). Extra heavy innersoles. 
Rubber heels built on solid leather bases. Solid leather construction including sole 
leather box toes and counters—all the quality, substance and ‘‘feel’’ that shows 
real merit and real wearing quality. Quality built into every line, seam and stitch— 
and built in to last—by one of Brockton’s oldest and best known shoemakers, 


We are putting on additional salesmen to bring Field's Unit shoes 
to all the trade, but don’t wait until we have our sales force com- 
plete. The shoes themselves will convincingly tell their own story. 
Wire or write for specimen pairs and cut open shoc, at our expense, 


FIELD & FLINT CO. 


Makers of ““KORRECT SHAPE” shoes, ‘‘ANATOMIK”’ shoes for Men 
and FIELD'S UNIT SHOES 


Monretto Station, - Brockton, Mass. 
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‘Constant Comfort 


‘AMERICA’S BEST COMFORT SHOE” 


MEET US AT CHICAGO 


As usual, we will show at the Coliseum, Booths 119 and 120. Your salesman will be on hand to meet you. 
This bids to be the greatest shoe convention ever held. You will see a most wonderful array of shoes and 


everything pertainin 
profit. You can’t a 


to your business. You will meet the live-wire retailers from every sec ‘tion. 
ord to miss this unusual get-together of shoe and leather people. 


Come and 


ada 


No. 27R—Black Kid Wide Ankle Jumbo, oe 
—- J lish, 9-8 Wingfoot Heel. 
wi 


AA 


No. soe F +S SF inch Polish, 9-8 
Wingfoot Heel, 

No. 201R—Same oil in Plain Toe. Both in 
Stock C, D, E, EE $2.85 


In Stock EEE 
$3.40 


No. 34R—Best Quality Black Kid, 8 inch 34 
Tae polish, 13-8 Wingfoot Heel, Imitation 
No. $1R—Same oe with Plain Toe. Both in 
Stock A, B, C, D, E. . . $4.25 


Gee Black Kid iam ta} 


No. 1IR-—Hi 
In Stock C, 


9-8 WingfootyHeel. 


No. 490R—Best Quality Black Kid 7 
Polish, 11-8 Wingfoot —_ Imitation -~ 
rated Tip, Combination 

No. 492R—Sa ™ Style _~¥ Plain Toe. Both 
in Stcck B, C, D, E $4.00 


No. 15R—Black ia Common Sense 7-inch 

Bal, 8-8 Wingfoot H 

No. sy Style, 6-inch Top, Next Grade, 
Foxed Quar $2.50 

Both in Stock D, E, EE. 


“COMPLETE LINES of Oxford and Strap Sandals Always IN STOCK" 


AULT-WILLIAMSON SHOE CO., Manufacturers, Auburn, Maine 


LOS ANGELES OFFICE, 109 E. 8th STREET 








St. Louis Office—414 North 12th Street. 


BOSTON OFFICE, 139 LINCOLN STREET 
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WE 


Golf or Yachting 
Oxford 


For years we have specialized in the manufacture of outdoor 

and athletic footwear. 

In order to do this it has been necessary that we employ Made of Schmidt’s Cherry Red 
craftsmen who understand what was to be expected of the or Color K. All one shade or 
shoes under actual playing conditions—where they must be with combination lighter or 
flexible—just where they must guide and support the foot. darker saddle. Drill vamp 


Into the making of these shoes we have builded the knowl- re mea 4 a so 

edge of their use—the greatest possible quality—and a light- pers - ee rte 

ness and flexibility that cannot be surpassed in sport foot- op St a Peer aoe 

aie weighing only 26 ounces per 
pair, size seven. 


Your customers will buy them and be satisfied. 


y/4 ia a 





We will be glad to submit samples 


WITCHELL SHEILL CO. 


MFGRS. 
Boots, Outing and Athletic Footwear 
DETROIT MICHIGAN 











Sell Russell’s 
IKE WALTON 


Staunch and Serviceable as a Heavy Sporting Boot 
Flexible as a Moccasin 


Chocolate, chrome-tanned waterproof leather. Its unique 
construction provides four layers of leather between the foot 
and ground—more protection than the ordinary street shoe. 
Its light weight appeals to the outdoor man. 
The Russell quality speaks for itself. So does Russell shoe- 
making. 

The Scout Moccasin 


Made of Chocolate elkskin, with soles of flexible, sturdy Maple 
Pac. Natural shape affords every freedom to the foot. 


The ideal of comfort and service in moccasin footwear for dry 
season wear, and a sensible “pal” for the growing lad. Wette Ser Dealers’ Price and 


Catalog 


W. C. Russell Moccasim Ce. 


Berlin, Wis. 








your mentioning the publication in replies to advertisements. 
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Sold all over the World 


VELOURS CALF 


Reg. U. S. Pat. Off. 






























































A leather of rare beauty possessing 
the superiorities which are the pride 
of this organization. Stamped with 
the “P & V” trademark, a symbol 
of seventy-four years experience in 
tanning high grade leathers. 





Velours Calf is chrome tanned and 
comes in bright and semi-bright fin- 
ishes in black. Careful selection of 
raw-materials in the making of this 
leather results in an even texture and 
fine grain, giving a smooth and dirt- 
resisting surface. 





Velours Calf in your shoes will give 
to them a character admired by the 
careful buyers of fine footwear who 
want beauty combined with service. 





DFISTER «VOGEL LEATHER Gin’ 


MILWAUKEE a “ WISCONSIN 
M 21 ; 
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Arched to Death? 
NO 
Arched to Life! 


“The shoe business is being arched to death.”’ 








Well, if that is so, it’s a pretty healthy corpse. 
BUT—we cannot agree with that view. 


MENIHAN ARCH-AID SHOE is putting LIFE into the shoe business! 


MENIHAN ARCH-AID SHOE has found a warm spot in the hearts of American 
women just because of what it has done for their feet. 


MENIHAN ARCH-AID SHOE is being sold to more of America’s best shoe dealers 
every day because of the service it renders—because of its up-to-the-minute style—and 
because, commercially, it is paying them BIG dividends in profits and in NEW cus- 
tomers who will be MENIHAN ARCH-AID wearers for life. 

MENIHAN ARCH-AID SHOES are, first, the result of painstaking, scientific study 
of human feet and their ailments. When this shoe came out it was right. 

The finest of materials enter into MENIHAN ARCH-AID SHOES. None other. 
But—hAarken carefully—you’re NOT just buying shoes when you place the first, fourth 


or one hundredth order—you are becoming a partner in a A enles plan that brings the 
customers to you—that insures a selling success. 


MENIHAN ARCH-AIDJSALES PROPOSITION supplies the Power—the Energy 
—and the Force that DRIVES THE BUSINESS ON HIGH no matter how steep the 
grade—and keeps it just that way 52 weeks in the year. 


Hundreds of merchants who have adopted MENIHAN ARCH-AID 50-50 IDEA en- 
dorse it with all the enthusiasm they possess. We have the evidence—for you. 


If your business needs a little greased lightning—a little of the joy of life—tell us. 
’Twill cost you only a RED 2-CENT STAMP to start the engine. 











STEPON IT! NOW. 


Axch-Aid 








MANUFACTURERS & DISTRIBUTORS 


Rochester WDC 
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No. R852. In Stock. Harvard Last, Carl 











No. R 846. In Stock, Yale Last, 
Carl Schmidt Black Eric Grain 
Leather, 14 edge sole, green rop> 
stitch $5.25 
XQ No. R847. Same in Tan Eric. $5.25 




















FIRST IMPRESSIONS 


are usually lasting impressions. The shoes that you put in your windows create 
countless first impressions every day—impressions of your store—impressions of 
its standing as regards style correctness and thru-and-thru shoe quality. 

These Certified Shoes in your windows will positively create the right sort of first 
impression. With these shoes on the feet, this impression will become firm con- 
viction. 


STONEFIELD-EVANS SHOE CO. 


ROCKFORD - - - - - - ILLINOIS 
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“Colonial Styles Continue 
To Be the Best Sellers” 


(The above quotation holds for nearly every city reporting in last week's trade papers) 


IN STOCK --- IMMEDIATE DELIVERIES 


No. 916 


No. 916—All Over Patent Turn Colonial with Black Ooze 
Calf Tongue, 17-8 Full Louis Heel. Widths AA, A, B, C. 


No. 918—Patent Leather One Strap Fluted Satin Fan- 
Sha Ornament, hed Turn Sole, 17-8 Full Louis Heel. 
Widths AA, A, B, $3.85 


No. 919—All Black Satin Ons Strap, Style as 918, Fluted 
Satin Fan-Shaped Cuaeteett, Heavy Turn Sole, 17-8 +44 
Louis Heel. Widths AA, A, B, C $3.85 


No. 921—Patent Leather One Strap, Style as No. 918, with 
Fluted Satin Fan-Shaped Ornament, 14-8 Military Heel. 
WE GEES, OUND vacnscceuckanesséeaunseean $3. 


No. 922 
No. 922—Same Style, in Skinner's Black Satin, 14-8 Mili- 
tary Heel, with Fiuced Satin Fan-Shaped Ornament. 
Widths C and D. $3.85 


Terms: 2% 10, Net 30 Days 


Prices Subject to Change Without Notice 


ELLIS-EDDY CO.  (sHoemakers) Lewiston, Maine 


Boston Office and Sample Room, 207 Essex Street. Phone Liberty 8820 


THESE FC FOR NOW— 
OTHERS AT CHICAGO 


Here are shown two styles in the at-once stock service in 


Fairy 2135 
e 


Tan Russia Calf Brogue Oxford hoe 
9-8 Rubber Heel Goodyear Welt oes 
A-D. 2%-8 $3.85 
( Fairy 2136—-Same in Gun Metal. A-—D. TRADE MARK 


214-8 $3.85 eo: 
For Infants, Children, Misses and Growing Girls 


Ready now for immediate delivery 


Like the line as a whole—they are correct in style—of the 
best materials, and the workmanship that has made our line 
known and liked from coast to coast. 


The whole line will be shown at the Chicago Convention— 
Booth 130 at the Coliseum—and at the Hotel LaSalle. 


GRIEB SHOE MFG. CO. 


309 ARCH STREET, PHILADELPHIA, PA. 


Patent Leather—-Pony Polish ; 
‘White Calf Top Turn Factories at Palmyra and Annville, Pa. 
ree 
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Take Advantage of 
an Active Market 


DAY, right now, the market 
for women’s shoes is active as 
never before, provided you have the 
right merchandise. 
Shoes women want always sell— 
and we have those shoes. 


2 
What We Have Discovered 


Careful study and detailed analysis of 
sales over a period of years have proved 
beyond the shadow of a doubt that 75% 
of the women in your community buy 
very much the same type of shoe. You 
know that as well as we do—so to make 
the biggest possible profit out of your 
business you must sell 


Shoes Your Customers Want 


And that’s exactly what we are making 
—not the freaky, super-style type of 
shoe, but the stylish long-wearing, 
value-full article that comes in your 
store one day and goes out the next on 
the foot of a satisfied customer. Quick 
turnover, better profits—that’s our 
idea for you. 


How Our Plans Fit In 


For years we have been studying this 


problem of quick turnover, knowing 
that if we could solve it.for you, you’d 
be on our books ever after as a mighty 
good, consistent customer—and we 
have the solution in the line we are now 
offering. Further, 


Continuous Production 


which reduces factory costs enables us 
to offer you these shoes to retail at 
popular prices with a fine profit for 
you, and not only that, it also 


Enables Us to Offer Terms 


of an unprecedented sort. Think of 
being able to order now, get immediate 
delivery and pay in March. 

Think of turning your stock com- 
plete, taking your profit and then pay- 
ing! Pretty sweet, isn’t it? 

How can we do it—Send the coupon, 
we'll be glad to tell you. 


SPECIAL OVERSIZES 
814-10, wide widths— 
shoes much in de- 
mand but usu- 
ally hard to 


obtain. 





I you are interested in this active market and | 
" want to increase your turnover and profit,— 


Mail This Coupon Today cline 


Suoe Mre. Co. 
Harrisburg, Penn. 








Please send bulletin 
offering these active 


HARRISBURG SHOE y ———— 


MANUFACTURING CO. y Name— 
HARRISBURG, PENN. ANS Address 


4 \ OY 
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CEDAR CLIFF 
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1|Satistios 8 iylo Vosive 


LL satins are not alike, even 
though they may look alike. 
When a charming woman admires 
a satin slipper in your store, she is 
half sold. 


If you can say to her, at that 
critical moment: ‘There is more to 
that slipper, Madame, than meets 
the eye, her curiosity is kindled. 


And when you can register the 
idea, “That slipper will give you 
better service, will hold its shape 


No. 244—Cedar Cliff Black’: Satin 
Colonial, Imitation Turn Sole, 13-8 
Military Covered Wood Heel. 


Carried in stock by Thomson- 
Crooker Shoe Company, Boston, 
Mass. 


and lustre longer than any slip- 
per you ever had on your foot, 
you can make out the sale slip. 


This is an old story, and a true 
one, to dealers carrying a line of 
Cedar Cliff Satin footwear. The 
satin sells the slipper. 


The next order you place for Satin 
Slippers should carry the words 
“to be made of Cedar Cliff Satin.’ 


THE LUSTRE LASTS. 


“Ne CEDAR CLIFF 
SILIC COMPANY 


251-255 FOURTH AVE. 
NEW YORIC 


SHOE SATINS 
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Reg. US. Pat. Office 






€ extend to all our dealers 

—old, ney and prosper: 
tike—our most cordial good 
wishes for a prosperous hollt- 
day Season and a 





Merry Christmas 


Emery 6 Beers Company, in. 


Sole Owners and Wholesale Distributors of “Onyx”? Hosiery 


Broadway at 24th Street NEW YORK 


Sole Selling Agents for 


PAUL GUENTHER, ING. . 


Manufac urers of 


Full-Fashioned Silk Hosiery 
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A style that will 
go biq— « 


See this and other models, 
Exclusively Turns, at Booth 
Number 90, N. S. R. A. 


Convention, Chicago. 


S. H. Marshall, C. L. Marks, 
C. L. Telgater and E. W. Hughes 
will welcome the opportunity to 
show you more than 180 novelty 
styles that are different. 








Patent vamp, gray suede quarter 

one-strap turn. On our No. 61 

last. Carries 10-8 Military heel. 
Has kid lining. 























Haverhill, Mass. 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 














BOOT AND SHOE RECORDER December 16, 1922 


\er yee, sae a eee 
nsatbnasd tase GI, 


SIX NEW » eaniiaiianaiil 
IN STOCK 


Sizes and Widths 
AAA—414-8 
AA —4 -8 


No. B 422— . .60 


— —314-8 Patent Leather and Gray Suede 
mation 


244 Last 32/8 Heel _3 -8 241 Last 14/8 Wood Cuban Heel 


248 


‘ 24-8 bi: 
No. B 423—85.00 


Black Glazed Kid No. B 435—$4.75 


232 Last 13/8 Hee Black Glazed Ki 
232 Last 13/8 Heel 
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TERMS: 


Net 30 Days ‘ : 
WIRE OR POST 
YOUR ORDERS . 
TODAY 


No. B 433—85.50 No. B 421—#4.50 
Havana Brown Kid Oxford, Welt Patent Leather One Strap Pump 
241 Last 14/8 Cuban Heel Welt 244 Last 12/8 Walking Heel 





C. P. FORD & COMPANY 


INCORPORATED 
ROCHESTER, N. Y. 


NEW YORK OFFICE: 127 DUANE STREET 
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ARNOLD 
GLOVE eT elit) 
GRIP y 

. SHOES | 

~ A4 


iN 


BOOTH 
82 
CHICAGO 
CONVENTION 


NEW ENGLAND GROUP 
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\ on the Sole of 
* WHYGRADE 
m\" SHOESL 
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J 
You Must Know Our Line 


The Line That Runs Along The 
Road of Steady Profits 
To Dealer Prosperity 


A Special Group Of High-Class, Attractive 
Direct-Advertising Material For 





Brings Eager Business To Your Very Door. 


In the tempting and hungry market no 
line of Infants’ and Children’s boots and 
shoes is better or more favorably known 
than Dr. Adler’s Scientific Hygrade Shoes 

instant and permanent appeal and ul- 
timate satisfaction. 


The latest word in scientific construc- 
tion of footwear is the Dr. Adler Meta- 
tarsal Curve. Absolutely prevents foot 
troubles. Insures the most perfect fit. 
Their long-wearing qualities make them 
an economical purchase. 

Bench-made; highest class workmanship; best 
materials, bend oak soles. No finer or more sty- 
lish footwear was ever designed. 

You may guarantee every Dr. Adler shoe you 
sell, and we stand back of your guarantee with 
all our reputation for fine workmanship and fair 
dealing. 


PLEASE TAKE NOTE 


So rapidly has the demand for Dr. Adler’s Scientific 
Hygrade Shoes grown that we have appointed as 
sole distributors for Greator New York the 


CRESCENT SHOE CO. 
159 Duane Street - - - New York 


Here you will find a complete stock at all times; ready 
for immediate delivery. 


Dr. Adler Scientific Shoe Division of 
ROSENWASSER BROTHERS, Inc. 


Makers of ‘‘Babe"’ Ruth Home Run Shoes for Boys and the only 
makers of the shoes and boots that sell steadily. 


FACTORIES AND GENERAL OFFICES, LONG ISLAND CITY. 


g =: > > % 42 
This Registered | Every Dr. Adler 


Trade Mark pagers Scientific 


Wd Hygrade Shoe 





















Infants tan Vici,button 
or lace,turn sole, circu- 
lar seam lined. Sizes, 
1 to 4%. 























Infants bal, lace or button,patent 


vamp with tip, gray buck upper, 
turn sole, spring heel, lined, Sizes, 














Child’ stan calf bal, Good- 
year welt, regular cut, 34 
foxed, perforations tip, 
vamp and eyelet row. 
Sizes, 8:4 to 11. 




















ball 





_— 
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In Stock January Fifteenth 
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ON STYLE NO. 8001 fic 


Black Kid Oxford 


Goodyear Welt—Full Grain Leather Counter. 
Solid Leather 12-8 Cuban Heel with Wingfoot Rubber 








Top Lift. 
B Wide, Sizes 4 -8 
aT \* 3%-8 
Df: =~ tee 


a © 


MADE WITH LARKIDE SuPERIOR 
WEARING SOLE. DRESSY. 


COMFORTABLE, DAMP-PROOF. 
Same shoe in Havana Brown"Kid Style No. 9001. 
Price, Black, $3.50, Brown, $3.85 
Distributed also by A. J. Bates & Co., New York, N. Y. 


Quick Delivery Assured 
Please refer to this adv. with your order 


Briccs-HuTcHIsoNCoMPpANy 


Makers of Women’s Goodyear Welt and 
Turn Type Footwear 


SALESROOM FACTORY 


10}High Street A and Athens St. ie _) 
Boston, Mass. : Boston 27, Mass. : 3 
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\DekngySaoee DeLipp Footwear [ DOSCREATES ] 5 
: WILL BE ON DISPLAY AT CHICAGO CONVENTION IN JANUARY : 
5 WITH THE BROOKLYN GROUP OF THE SHOE = 
= MFRS. BOARD OF TRADE = 
= e 
2 DEGEN-LIPP, Inc. = 
= NEW YORK OFFICE Makers of FACTORY: = 
=| 7 MARBRIDGE BUILDING Women’s Best Turn Footwear sees ss. it 
Iii ttt ts sn sini: Mtns: 
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change in our establishment. 





39-41 York Street, 


“ANNOUNCEMENT” 


We wish to inform the trade of the changing of our trade name from 
‘*The Classic Shoe Co.”’ to the MARTIN-WEINSTEIN SHOE CO. 


The reason for this change is that another shoe manufacturer has the 
name ‘‘Classic’’ registered in Washington. There is absolutely no other 


Assuring you of our anxiety to serve you and awaiting your favors which 
will receive proper attention, we are 


MARTIN-WEINSTEIN SHOE COMPANY 





BROOKLYN, N. 
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Are you satisfied with the sewing 
thread you are getting? Does it 
have the smoothness and strength 
desired? No thread has on 
smooth, firm finish possessed by 


MEYER’S 


THREADS 


nner are extensively used 

shoe manufacturers 

and repairers because 

they work best on power 
sewing machines. 














OPPOSITE SOUTH STATION 


hotel has a reputation for service w! 





Canex 


McCARTHY BROS., PROPRIETORS 
400 rooms, 300 baths, $2.00 a day and up. 


The comforts which you seek when travelling are provided at the ‘ ‘Essex.” This leading 
hich has won the patronage of business 
from distant parts of our home land and abroad. 


THE ESSEX HOTEL COMPANY 
BOSFON, MASS. 


POPPE SE PEP SESS 





















COMMISSION 
.LEATHER MERCHANTS 


FINE OAK SOLE LEATHER 
BELTING BUTTS 


332 Summer St. BOSTON, 













MASS. 







ABSOLUTELY FIREPROOF 







man and tourist 
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NANSONS 
MiStock~In Style ; 


Canvas and Satin 
Fabric Novelties 











Don’t forget to see this 
wonder line of 
Popular Priced Fabric 
Footwear at 
the Chicago Convention 
January 8-9-10-11 
Booth 75 


A New Silver White Satin Brocade 


No. 805. Imitstion turn, 14/8 Junior Louis Hee! 
Code word, ‘*Vera’ 


$3.25 











15 


840 Black Satin Colonial Brocaded Quarter, 


Imitation Turn, 14-8 Spanish Heel, Widths 
BD OO Dy, GaSe “AVI occcccccccccccssesces $3.15 


848 Same as above except Genuine Turn, 
Widths A to D, Code “Bunny”.. 





778 Black Satin Colonial Strap, leather lined 
16-8 Full Louis heel, Genuine Turn, widths 
A to D, code “Tris’’ $3.75 
887 Same as above except 14-8 Full Breasted 
Spanish heel, widths A _ to , code 
‘Class’ $3.75 






$2.85 





Louts 


14-8 Jr. 
Heel, brocaded quarter, leather lined, imita- 
tion turn, widths B to D -$2.85 


802 Black Satin One Strap, 


777 Same as above except genuine turn, 16-8 
Full Breasted Louis Heel, widths A to D 
Mede “Sarah” .......655. , ‘ $3.50 





769 «Black Satin | 14-8 half Louis 


Strap, 
heel, imitation turn, leather lined, steel bead- 
ed vamp, widths B to D, code ‘‘Ivy”..... $2.85 


782 Same as above except genuine turn, 
16-8 Full Breasted Louis Heel, and beading 
on strap, widths A to D, code “Becky”. .$3.75 





HAVERHILL bP cae 












865 Black Satin Colonial Strap, imitation 
turn, 14-8 Spanish heel, widths B to D, code 
“ey «cee $3.00 








857 Same as above except 16-8 Half Louis 
width C, , $3.00 


heel, code ‘Minerva’ 


























720 Black Satin, Fan Flare Tongue, meta) 
ornament, genuine turn, 16-8 Full Louis heel, 
widths A to D, code “Pan” ............ $3.85 


730 Same as above except 14-8 Jr. Full Louis 
code $3.85 


heel, PER” ow ccccccccccceecsesececs 





793 Black Satin One Strap, 14-8 Louis heel, 
imitation turn. leather lined, widths R to D, 
code ‘‘Inez”’ 4% . $2.75 
767 Same except 12-8 Cuban heel, c 
WOE =v ccce soon oeas — 


7% Same except 16-8 Louis heel ...-.. 





$2.85 





770 Black Satin One Strap, Side Lace and 
Ornament, imitation turn, 14- Jr. Louis heel, 
width B to D, code ‘‘Vesta”’ : ws $3.00 


771 Same as above except 12-8 Cuban heel, 
code “Vulcan” i $3.00 
772 Same except 16-8 Louis heel, $3.5 

750 Black Satin Two Strap, imitation turn, 


leather lined, 14-8 Louis heel, widths B to I), 
code ‘Esther’ $2.85 





$3.10 


786 Black Satin Wide One Strap, 9-8 Flapper 
Heel, rhinestone button, genuine turn, leach- 
er lined, widths B to D. ; ae CF 


776 As above except imitation turn... .$2.75 


No Extra Charge 





for 
Single and Sample 1110 Black Satin One Strap, 16-8 Half Louis 
. Heel, leather lined, genuine turn, rhinestone 
Pairs button, widths A to D, code “Dolly’’....$3.10 


1145 As above except with 12-8 Baby Louis 
BOE cccccsece $3.10 


MASSACHUSETTS 


SHOE CO. 















» heel, 


Louls 
stone 
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‘The Cat’s Half Out of the Bag’’ 








“My Goodness! Another sensation created by 
Triangle Shoe Mfg. Co. | wonder what it is?” 


The New Sensation will be on 
display during the Chicago 
Style Show Convention at 
Hotel Sherman 


TRIANGLE SHOE MANUFACTURING CO. 


11-13 Emerson Place Ss - Brooklyn, N. Y. 




















The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 





BOOT AND SHOE RECORDER December 16, 1922 


























Let Us Acquaint You= 


with the profits that are awaiting the Educator shoe dealer in 
your town. 


How do we know there is a demand for these shoes in your town? 
Mr. Retailer, there is no “hokum”’ in the statement that Educators 
have friends everywhere. 


This is only natural. Think of how many millions of eyes have 
read the Educator message in twenty years of advertising. Con- 
sider how many people have been told the story of foot comfort 
and relief by those dae millions who benefited their feet by wear- 
ing Educators. 


When we say Educators have friends everywhere, we mean that 
they have them right in your town. They're there, ready to wel- 
come you as their retailer. 


Why not begin at once to increase your Iebsinces? Your order 
can be — immediately. Then advertise yourself as an Ed- 
ucator dealer, and watch your sales jump. 


RICE & HUTCHINS 


INCORPORATED 
BOSTON U.S. A. 


» | Sie —————— 


5 I 
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A Nickel a Day for Footwear 


The Average Shoe Expedition Is 
Much Too Small 


UR population, lately counted at 105,000,000, is 
O steadily increasing to 110,000,000. 

Our shoe factories, making 330,000,000 pairs 
of shoes annually, can easily make 400,000,000 pairs 
of shoes annually. 

Sell the average person another pair of shoes, so 
that he will use four pairs of shoes instead of three pairs 
annually. There are millions who need another pair. 
Other millions need better pairs. Or sell the average 
person a better pair of shoes, so that he will be better 
shod. 

There is still an abundance of room for selling 
footwear on ,quality basis. 

The average person has paid about $16 a year for 
his footwear. Urge him to spend $20 a year, so that he 
may have more shoes, or better shoes. That will be a 


than the goal of “Make it a $2,500,000,000 industry.” 

Business is to be built up, and the grand goal achieved 
by building up sales to each and every consumer, such 
being the average person. 

Merchandising in 1923 is largely a study of the 
individual customer, and building him up as a buyer of 
footwear, and a patron of the shoe store. Get the: 
average person to spend “A Dime a Day”’ for shoes. 

Besides, there is new business to be won in the selling 
of shoe store goods, in addition to shoes, such as rub- 
bers and laces, forms and blackings, arch supports and 
buckles and hosiery, especially hosiery, which will 
doubtless be the first and foremost item in the gains for 
1923 with many a progressive store. 

Altogether, sales of shoe store goods should total at 
least $500,000,000 in 1923. 





first step towards winning 
$2,500,000,000. 

The average person spends 
scarcely more than a nickle a 


day for his footwear. That is , 


less than the price of a good 
cigar, or an ice cream soda. 
Show the average man that 
he will get more satisfaction, 
comfort, health and pleasure 
from his footwear if he 
spends 10 cents a day on his 
feet. 

Ten cents a day, spent for 
footwear by the average per- 
son, means a total business of 


$3,000,000,000 a year for the - 


shoe merchants of the coun- 
try. 
That is $500,000,000 greater 


a shoe business of 


Besides, there is repairing, which many a retail store 


carries on. Its total alonesamounts to several hundred 








AN APOLOGY TO THE HAMTON 
SHOE CO. OF CHICAGO 

Through an unfortunate and unpardon- 
able typographical error we stated in our 
issue of December 9 that Mr. Glen Whar- 
ton, president of the Hamton Shoe Com- 
pany of 26 South Wells Street, Chicago, had 
assigned, when the report coming to us 
stated clearly that he had resigned. 

We are taking this opportunity to make a 
public apology to both the Hamton Shoe 
Company and Mr. Wharton. 

No explanation of how the error occurred 
can relieve us from full responsibility, al- 
though the copy prepared for the printer 
was correct in every detail when it left our 
hands. The mistake was made while type 
was being set, and was overlooked in reading 


proof. 








millions of dollars. 

Repairing, and the sale of 
footwear supplies, is service to 
customers. Never mind about 
traditions of trade based on 
the familiar quotation that 
“the shoemaker should stick 
to his last.’ The shoe man is 
here to serve the people. Sell 
them what they can use, each 
to his best advantage. 

And the merchant knows, 
and U.S. government statistics 


- prove, that people need better 


shoes, and more of them. And 
any shoe merchant will agree 
that they need more supplies, 
like ‘rubbers, buckles, laces, 


58 


buttons, blacking, etc., especially hosiery. So sell 
them more goods. Get more volume of business, for 
with turnover, profits automatically increase. So 
“Make it $2,500,000,000 in 1923.” 

Will the nation stand for a business in shoes and 
shoe store supplies of $2,500,000,000 in the near 
future? 

Well, our national wealth is at least $300,000,000,000 
and is growing every day. Our factories are producing 
$24,000,000,000 annually. Our farms produce a fabu- 
lous wealth. 

Our national payroll was estimated at $420,000,000 
weékly ;—and industry was at 80 per cent normal at 
that time. 

A normal payroll should be about $500,000,000 a 
week. So five weeks’ payroll would pay for all the 
shoes, and shoe store goods, that merchants may sell 
as they “Make it a national business at retail of at least 
$2,500,000,000.” 

Besides, there is to be added to these spending funds 
the immense sum had from investments, profits of 
business and rewards of professions. Will the public 
stand a shoe bill of $2,500,000,000 a year? 

Well, this sum is but a trifle beside the money spent 
for automobiles. 

Surely we are a great nation. Besides our automobile 
industry, a marvel of the industrial ages, consider the 
electric era, the movie picture amusements, the radio, 
the phonograph, canned soups as well as canned music, 
bath tubs and countless other things that add to our 
prosperity, individually and collectively and make life 
broader and better. 

Sell more goods. That makes more work for workers. 
That makes more wages. More wages make more sales. 
And so on over again. 

Plenty of hides and skins are there to make leather, 
and many goods other than leather for shoes. Plenty 
of factories and plenty of skilled workers are there to 
make shoes and shoe goods. Production will take care 
of itself. The major problem in the next five years is 
to merchandise $2,500,000,000 worth of shoes and shoe 
goods yearly. The greatest problem therefore is mer- 
chandising. This is the task before the shoe merchants 
of the land. 

Let every man who handles a shoe or shoe goods, 
even a box of blacking, do his level best and the tide of 
trade will rise, and prosperity will advance as we 
“Make it a $2,500,000,000 shoe business. Set your mark 
high—even twice what it is today and strive to attain 
it. Nothing is impossible to ambition. The year to 
come may be but 10 per cent better than the year 
closing—but it is progress—and still greater results in 
merchandising loom up ahead for years tocome, Painters 
of pictures of pessimistic totals at retail imply that 
there are too many merchants of not only shoes, but 
every other commodity. 

Searcely a week goes by but what some publica- 
tion like Colliers points pessimistically to the fact that 
it is a hundred-to-one shot that men starting in new 
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businesses will be out of it a year hence. Such pre- 
dictions are of the past, however, for the new crop of 
merchants have far more knowledge of business prac- 
tice, the keeping of records and the study of customer 
relations than the old timer, who went into business for 
himself in a little shop because he wanted a comfort- 
able occupation that was mildly profitable and not too 
exacting. 

We print the above picture of a two and a half billion 
business for an accomplishment not of the coming year, 
but of a possibility of the future. There are so many 
business schools and so many publications giving 
examples of business methods that the young and 
ambitious merchant has a better chance for doing 
business a year after it started than ever before. 

Individuality in merchandising has come into play, 
together with the absolute necessity of a merchant 
having popularity as well as common sense. The inti- 
mate stage of merchandising is coming and there are 
great possibilities for new as well as old businesses that 
keep an energetic and active buying and selling policy. 

There is no question but that the public ultimately 
pays for every bankruptcy and failure in business, but 
so sure as there is a non-restricted field for the ambi- 
tious there will be new concerns start up as long as foot- 
wear is a necessity of the public. Many a little shoe 
store is giving economical and accurate service to the 
public and at the same time making a profit for the 
merchant, at a cost of doing business much less than 
the big store doing ten times the volume of business. 

Let it never be said that there is no more opportun- 
ity in the shoe business, for with such a condition the 
entire structure would fall. 





The Industry Is Progressing 


USINESS is down to hard pan once more, and it 

looks as if profits for the future are to be made 

through straightforward, intelligent, skillful manu- 
facturing and merchandising. 

Also, the agreement between the United Shoe Ma- 
chinery Corp., and the National Association of Shoe 
Manufacturers, regarding leases and terms of sale, 
presages a new development of invention and im- 
provement of shoe machinery and shoe manufacturing 
process, which progress in the mechanics of the trade 
will open the way for new developments in merchandis- 
ing. 

Greater progress has been made in the shoe industry 
in the past two years than in the decade before—com- 
petition has made vigorous every item going into foot- 
wear—to the end that the public may get a better 
dollar’s value in shoes. The shoe industry is “stepping 
out” in the individuality of its product and the better 
appreciation of what footwear means to the proper 
attire of women, children and men. The shoe is an 
element of dress—not a neutral pad lifting the flesh 
from the pavement—but a real factor in fashion and 
therefore worthy of a fair price. 
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Boot and Shoe Recorder CREED 


Getting More Shoes Sold Right: not only “more” but “right;"* sold for the right purpose, to 
the right wearer, in the right fitting, for the right price, at the right profit. This is the great 
problem of the retail shoe merchants. The chief purpose of the Boot and Shoe Recorder is 
to help solve it; for this is the basic problem upon which depends the progress of the 
entire allied industries relating to shoes and leather; their production and distribution. 
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Are You in the 15 Per Cent Class ? 


It has been said that an average of 16,000 busi- 
ness men fail every year in the United States. It 
is also estimated that 13,600 of these men—85 per 
cent—never advertised. 

Only 15 per cent of firms that fail advertise, while 
85 per cent of the failures do nol advertise. 


Think it over! 


Investigators have found that merchants carry- 
ing advertised goods are themselves advertising 
these products in their community. It is these 
merchants who constitute the successful 15 per cent: 

That’s also worth thinking about, both by the 
retail shoe merchant and the shoe manufacturer. 4 
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It is a long stride toward quality if cutters are kept al work more days per year, for skill and training come only through constant practice. 
So also does economy, and cutting is a tremendous factor in shoe costs. 


S\NTICIPATION 


makes economy in manufacturing 


loomed up is one of style-steadiness and the 

harmonizing of buying with more economical 
manufacture. In the making of shoes, as may be true 
of any volume commodity in any line of industry, the 
factory making 1000 pairs daily without any material 
increase in overhead, is ahead of the game, for the cost 
of manufacture decreases with the increase in volume. 
Efficiency comes in the steadiness of production and 
the constancy of employment of the workers. 


OOKING toward 1923, the big problem which 


In retailing, a condition arises which is remarkable. 
For example, a merchant doing from $50,000 to $100,- 
000 worth of business yearly can operate at a selling 
expense of 24 per cent to 26 per cent on the selling price, 
but usually when he increases his volume to $250,000 
worth of shoes yearly the cost of doing business rises to 
28 per cent or 29 per cent. In other words, in the 
factory production increases and overhead decreases, 
while at retail, increased sales usually mean increased 
selling expense. 

The merchant, to get a $250,000 business, gives 
extra service, deliveries, charges, store embellishments 
and greater style to his shoes and naturally attracts 
the extra customer to his store, making possible his 
increased volume of business. 





How to Steady Production 


What can ke done in 1923 to steady production so as 
to permit of every possible economy at the factory? 
No one thing is better in that direction than Anticipa- 
tion. 

A step.in that direction is taken in the advice of 
many salesmen and manufacturers to merchants to 
spread out their orders so that shipments can be made 
the first week in each of three months instead of the 
entire shipment being sent on the first of the earliest 
rush month. Naturally such a plan can only be worked 
on the steadier styles—Lut it is obvious that before 
long, united efforts of every branch in the trade will be 
made to bring about some of that steadiness, if it is 
only on one sure type of straps, Colonial or oxford. 
The method is understood, but the means of bringing a 
concord of opinion are more difficult to achieve. 


How to Get Better Made Footwear 


The merchant who can anticipate is assuring his 
store of better made footwear, properly lasted and 
dried, and a fitting article of service. A halt has soon 
to be called on “kitchen-shoemaking”’ with the order 
accepted on Monday, put through the works and 
delivered on Friday. so that Saturday’s sales clean out 
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the line, making speedy turnover—but mighty poor 
shoes and service. 

The proper time for a reconsideration of the Hoover 
report is now—for order must come in production and 
merchandising too, to permit of progress in the shoe 
industry. Proper emphasis on anticipation comes with 
particular force at a time when congestion of orders is 
possible because of late buying for Easter shoe selling. 
The report by Thompson & Litchtner Company, for the 
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Average rate during year ending June 30, 1920 = 100. 


Fig. 1—From the monthly review of the Federal Reserve 
Bank of Boston, which reports as follows: 

“Activity increased in the boot and shoe industry of New 
England during October, although it was not on as high a 
level as in August. October production was at a rate of 
approximately 85 per cent of capacity, or slightly better 
than in the corresponding month last year. Most of the 
increase in oulput between September and October occurred 
in women’s shoe departments, although they were not pro- 
duced in as large quantities in October as in the same month 
of 1921. On the other hand, while there was no change in 
the output of men’s shoes between September and October, 
activity in these departments was at a higher rate than it was a 
year ago. Shipments from factories were slightly larger in 
October than in September, while ordinarily an appreciable 
decline occurs at this time of the year. Net new rs were 
received in considerably larger volume in October than in 
September.” 


committee on elimination of waste in industry has the 
following significant paragraphs therein: 


Complicated Processes Increase 


“The varieties of style, the number of sizes and 
widths, the multiplicity of operations in making a shoe 
complicate the processes and tend to cause congestion 
between departments and irregularity of flow of work. 
This results in wasted time of the shoe worker with the 
consequent dissatisfaction and unrest and a loss in 
production and in overhead cost to the manufacturer. 
In a few factories these difficulties have been Overcome 
to an appreciable degree. 

‘A most serious situation lies in the ‘over-capacity of 
shoe plants. The capacity of shoe manufacturing 
plants in the United States is approximately 1,750,000 
pairs of shoes per day. The average production is 
about 977,000 pairs for a 300-day year. 
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“Preliminary processes of tanning and preparation of 
the leather greatly affect the wearing qualities of the 
shoe as well as the cost of the finished leather. These 
factors, however, have not been taken up in this 
report. 

Causes of Waste 


“In boot and shoe manufacture the causes of waste 
are recognized as: 

“1. Seasonal business complicated by variety of 
styles. 

“2. Imperfect control of production involving the 
organization, the handling and distribution of supplies, 
and the planning and routing of work and material. 

“3. Wastes of material and losses through defective 
shoes. 

“4. Labor difficulties affecting the relations with the 
employees.” 

Under these four general divisions falls the discus- 
sion which follows in subsequent pages of this report. 

“Tt will take time and educational work on the part 
of the manufacturer to stabilize the seasonal influence 
in the boot and shoe industry. That this can be done 
to a large degree is shown by the results obtained in a 
few factories, by manufacturing shoes for stock in dull 
periods and by co-ordinating sales with production. 


Style Causes Congestion in Department 


“The imperfect factory organization, showing itself 
particularly in congéstion in and between departments, 
causes time wastes which range between 25 and 35 
per cent of the working time, and these can be largely 
prevented by every manufacturer. Few shoe factories 
have made even an approach to the methods which 
have prevented such waste in other industries. Today 
we find one department piled with work and others 
slack. Dissatisfaction among employees naturally 
results. _ Those idle are antagonized because their 
earning ability has been impaired by causes beyond 
their control. Those working in congested departments 
are irritated by the nagging of their executives. Manu- 
facturers must learn their own operating capacity, not 
from somebody's opinion, but from time study and 
from job analysis made in co-operation with the workers. 


Loss in Labor Time 


“The nightmare of every shoe worker, except in a 
few shops that have standardized production methods, 
is the constant fear of unemployment. Add to this the 
loss in time when he is actually on the job waiting for 
shoes, and we have a picture of the situation. Manu- 
facturers estimate that the average shoe maker spends 
only 65 per cent of his possible productive hours in 
work; 35 per cent of his time is spent in idleness. That 
this is a conservative figure is indicated by the Figure 3 
showing the working and idle time of a competent shoe 
worker for a period of seven years, and this, it will be 
noted, does not allow for time lost while on the job. 

“Labor difficulties when traced back to their fun- 
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damentals are found to be due largely to this irregu- 
larity of work and to the lack of knowledge of the time 
and the methods required for the various operations. 
The idle time is reflected in high piece-rates, since 
employees must look not at weekly earnings but at 
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Fig. 2—Diagram showing seasonal ordering and efforts to overcome by operating 51 weeks 


a year in a welt and turn factory 


annual income. It costs as much 
to live when one loafs as when 
one works. 


Results of Lost Production 

“The loss in production from 
idleness results in: 

“1. Dissatisfaction among em- 
ployers and employees, and re- 
sulting strife. 

“2. Higher cost of boots and 
shoes. 

“3. Excessive piece prices. 

“4. Exorbitant overhead cost. 

“The peculiar feature is the 
fact that nobody knows the 
amount of this lost time. No 
records are kept of the actual 
working time of the piece work- 
ers. This lack of knowledge of 
facts interferes with intelligent as ay 
dealings. Piece-rates are set 
by guess. Bartering takes the 
place of agreements based on 
acts. Arbitration falls flat. 
Decisions can be based only on opinions and the parties 
remain as far apart as ever. 


ov 


Seasonal Business 


“The seasonal fluctuations are illustrated vividly in 
the curves in Figure 2. Although the location of the 
peaks in the chart is somewhat affected by war business, 
the trend in other years is similar. Note that sales in 
the maximum and minimum months range from 243 
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per cent to 280 per cent above the average, and from 87 

per cent to 89 per cent below. The average women’s 

shoes are purchased by style alone, and these cannot be 

made up long in advance. Even in men’s shoes, the 

production discloses a fluctuation from 168 per cent 
above the average to 47 per cent 
‘below the average for a three- 
year period. In factories pro- 
ducing women’s shoes the varia- 
tion is still greater, as is illus- 
trated in the production curves 
in Figure 4. These are all typical 
conditions. 

“The major variations in the 
curve are due to the fluctuating 
sales demand. 

“The entire business of shoe 
manufacture involves a decision 
on style, kind of leather, color of 
leather, and low versus high 

~ eu shoes. 
32nSz6 “Affecting these things to a 
— marked degree are the styles in 
dresses and hosiery. 


a INDICATES DATE AT WHICH WORKING Hours 
WERE REDUCED FROM SOHOURS PER WEEK 1045 
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Fig. 3—Diagram showing hours lost and hours worked for a shoe cutter for seven consecu- 
tive years. This cutter is an expert and had to jump from factory to factory to achieve this 


Effects of Novelty Styles 


“Tt is evident that the style of the shoe is becoming of 
greater and greater importance: It has been said, in 
fact, that millinery in footwear is outstripping millinery 
in hats. 

“A woman buys four pairs of shoes to one pair pur- 
chased by a man. This is shown by actual data on 
sales. 
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“It is due partly to style and partly to the shorter 
wearing quality of women’s shoes because of thinner 
soles and uppers and type of leather. During the 
spring season of 1921 the manufacture of novelties was 
greatly augmented by the efforts of the shoe manu- 
facturer to create demand by manufacturing novelties 
for immediate sale. This temporarily increased the 
production of women’s shoes, but the move was not 
economical; it resulted in high-priced shoes, as nearly 
twice the amount of work was required in the stitching 
room. 

“Eventually such a practice reacts against both 
dealers and manufacturers because of the unsalable 
goods of the novelty type. 

“This report reveals the opportunities for factory 
economy through steadiness of both style and pro- 
duction—it is worthy of great ae for the better 
service in footwear in 1923.” 





John Wanamaker, Famous Merchant, 
Dead 


Philadelphia, Dec. 14—Funeral services for John 
Wanamaker, internationally famous merchant and 
former postmaster-general who died Dec, 12, were held 
this afternoon. 


Mr. Wanamaker, who was in his 85th year, had 
preserved himself in a remarkable manner, his active 
participation up until a few months ago in affairs, civic 
political, industrial and religious, having been regarded 
as almost without parallel. 

Idealism in business, a gift for merchandising methods 
that carried wide popular appeal and a pioneer appre- 
ciation of the value of honest publicity, were the factors 
to which was 
generally ascrib- 
ed the typically 
American suc- 
cess of-John 
Wanamaker. 

“Thinking 
trying, toiling 
and trusting in 
God is all of my , 
biography,” he 
said of himself a 
few years ago, 
but behind his 
curt phrasing of 
his own history 
lay a story of 
truly humble 
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Fig. 4—Diagram showing fluctuations in 
factory 
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of a single-handed revolution of retail selling, of un- 
matched business growth through popular approval, 
and of a life devoted to public interests, despite the 
magnitude of its private demands. 

At the age of 20, having saved $2000 through dili- 
gence and a “genius for organizing things,” he opened 
with Nathan Brown a clothing store known as Wana- 
maker & Brown, which is still in business in Philadel- 
phia. 

The two men struggled valiantly until the outset of 
the Civil War. They were foresighted enough to real- 
ize that the struggle would last for years and they 
plunged heavily in woolens and other materials, which 
they sold for uniforms at enormous profits, thus found- 
ing their fortune. At that time they practically cor- 
nered the blue flannel market and the “Oak Hall” store 
became famous. ‘ 

He established his department store in Philadelphia 
in 1876, the centennial year, and began to give full 
sway to those pioneer selling ideas which have been 
described. In 1896 the A. T. Stewart business in New 
York was tottering. Mr. Wanamaker bought it and 
nursed it into the great establishment it is today. He 
began the rebuilding of his Philadelphia store in 1904 
and accomplished it, a section at a time, without disturb- 
ing the steady hum of industry within its walls. 





Labor Troubles Over 


Boston, Dec. 4.—The labor trouble at the Springvale 
Shoe Company’s Factory at Springvale, Maine, re- 
cently referred to in the newspapers, was ended Novem- 
ber 24 by the employees, who had been on a strike, 
numbering some 100 out of 800 employees, holding a 
meeting and voting to call off the strike and apply to 

the company 
for their pos- 
itions as indi- 
viduals. All of 
them have been 
reinstated 
in their former 
positions with 
the exception of 
some 40 or 50 
who have been 
refused employ- 
ment by the com- 
pany. 
The factory is 
now running nor- 
mally in all de- 
5 partments and 
the management 
now looks for- 
ward to a busy 
season. ~ 





One issue of the Boot and Shoe Recorder showed the above types of turn and imitation turn 
slrap effects—all good style if you have faith in them and your customers want them. At 
the bottom of the page are shown the heavier ty pes of strap effects illustrated in the same issue. 


Make Them Good by Keeping Them Good 


By EARL (¢ 


_ LL through this hullabaloo of wild style crea- 
tions we have stuck pretty closely to the con- 
servative, well defined fashion ideas. 

“We have thought it necessary at times to go some- 
what beyond our usual range but are convinced that 
wild-eyed, crazy patterns are not wanted by many 
really well dressed women. 

“Most of our good selling numbers, with slight 
modifications, have been good sellers for several sea- 
sons and there will be very few changes for next spring. 
We will probably add not more than one new pattern.” 


Please Your Trade—That’s the Game 


Here is the way one of the best known, high grade 
shoe merchants sizes up the style situation. 

This concern has prospered by playing the game the 
way its members thought would be most pleasing to 
their customers. They have looked at the situation 
from many angles and have adopted the plan that 
looked most practical. 

There 
other concerns 
that have suc- 
ceeded by “play- 
ing a new one” 
every month; 
picking a certain 
pattern, buying 
it across the 
boards; driving 
it hard and then 
taking a junk 


are 


>. LOGAN 


Next month a new one 


price for what was left over. 
again and the process repeated’ 


Lots of Ways to Make Money 


There are hundreds of ways of playing the game suc- 
cessfully. There are practically as many distinct ways 
as there are successful firms; but there is only one way 
that will succeed in your store and that is your way— 
the way you have reasoned out as being the way that 
will be most pleasing to that element of your community 
whom you are trying to serve. No man ever got to be 
an Abraham Lincoln just because he wore clothes of 
the Lincoln type or trimmed his whiskers Lincoln 
fashion. 

There is a waiter in a certain restaurant who has fre- 
quently been mistaken for William Jennings Bryan; 
the mistaken identity may tickle the waiter’s vanity 
but that does not make a Bryan of him. 


Learn from the Other Fellow 

Most every 
merchant can 
learn something 
from every 
other merchant 
with whom he 
comes incontact. 
He can adapt 
plans and ideas 
that have proven 
successful in 
some other 
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store; he can use these to supplement what he al- 
ready has, but any merchant who tries to run his store 
in exact imitation of some other fellow and fails 
to use his own initiative and imagination is doomed 
to failure. 

Concentration on any one particular last, style, pat- 
tern or material is dangerous. The merchant who gets 
into his head the idea that because there is a demand 


In the same issue were shown these tongue effects 


for Colonials, that straps and ox- 
fords and boots are dead, is taking 
a mighty dangerous position. 


How Are Tongues Selling 


Colonials, tongue effects of vari- 
ous types, are selling good just now 
in most stores but in the final analy- 
sis of the day’s business they do not 
represent an overwhelming per- 
centage of sales. 
For certain personalities, with 
certain styles of dresses, Colonials 
are wonderful; but for other person- 
alities and other styles of dresses 
they are entirely out of place and out of good 
taste. 
Straps are not dead by any means; but strap effects 
fit in with other certain costumes for certain purposes 
and with certain personalities. 


Where Oxfords and Boots Come 
In 


The same is true of oxfords and 
of boots. There is a place for all 
of them and the proportion of 
each and the selection of various 
types of each depends entirely 
upon locality and the class of 
trade a merchant hopes to at- 
tract to his store. Good style 
depends upon good taste and 
proper selection. 

All of the accompanying il- 


With staple boots of these types 
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lustrations were taken from one recent issue of the 
Boot and Shoe Recorder, classified as to type. 


What One Issue of the Recorder Shows 


There is not a bad style in the lot. Any one of them 
is a safe buy for you if your clientele has demonstrated 
a desire for footwear styles of that type and you per- 
sonally have faith in them. 

On the other hand not one of 
them is good unless it will fit in 
with the personality of a goodly 
number of your customers and un- 
less you personally believe it is what 
your customers want and unless you 
personally have faith in its solidarity 

Just so long as you can keep your 
salespeople sold on a given style it 
is pretty sure to remain good style 
in your store and your community. 

When you and your salespeople 
lose faith in a shoe or a style it is 
high time to get rid of the lot at 
some price in some way. 


And here are the oxford ty pes 


Slipper Exports Show Increase 


Washington, Dec. 12.—Slippers exported from the 
United States during the month of October totaled 13,- 
232 pairs, valued at $18,261, compared with . 4,223 

pairs exported same month in 

1921. 

The leading markets during 
October, and the amount im- 
ported and its value were: Scot- 
land, 3,267 pairs: valued $3,412; 

’ Canada, 3,869 pairs, valued at 
$9,342; Panama, 552 pairs, valued 
at $273; Mexico, 361 pairs, valued 
at $1,050; Newfoundland and 

Labrador, 1,106 pairs valued at 

$970; Bermuda, 423 pairs, valued 

al $442; and Cuba, 1,621 pairs, 
valued at $1,040.. 
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The Festive Season 
Made Profitable 
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a Jordan Marsh Company 


The Moore that is Filled wid the Myirt of Chrigtmas 

















The vogue of 
Fancy Slipper 
Buckles comes 
just in time to 
solve ‘many a 
Christmas prob- 
lem of what to 
give the charm- 
ing feminine who 
seems to have 
everything! 
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Headquarters for 
Glittering Slipper Buckles 


The Right. Gift forrthe Debutante 
or Society Matron 






































Buckles and Brocades Next Spring 


style and taste in their footwear as they are, 

or formerly did, to their millinery. In fact, the 
footwear business according to some authorities is 
outstripping the millinery trade in taste and style. 

In footwear style and taste, buckles are playing an 
increasingly important role, and the spring season, in 
the opinion of M. Saidel of Saidel-Murray, Inc., New 
York, will see more buckles worn than ever before. 


\ \ 7 OMEN are now paying as much attention to 


An Era of Ornamentation 


“Every shoe in the future,” said Mr. Saidel, who 
recently returned from a trip to the style centers of 
Europe, “will be ornamented. It makes no difference 


whether it be an oxford, a strap pump, a Colonial or a 
plain opera pump. Ornaments are the thing in Europe 
and they soon will be on this side. 

“The reason for the growing popularity of shoe 
ornaments, particularly buckles of various types is two- 
fold. First of all, women like them. They draw addi- 
tional attention to the well-shod foot. All buckles are 
sparkling or flashy, not in the vulgar sense of the word, 
but they do reflect the gleams of sunlight or electric 
light and do attract the attention of the casual beholder. 
In the second place an ornament makes a shoe look 
different. In this day and age, with the quick copying 
of high-grade shoe styles by the cheaper makers, it is 
hard to distinguish at first glance, the expensive shoe 
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from the inexpensive one. The addition of an orna- 
ment takes the most ordinary shoe out of the class of 
the common and makes it distinctive. 


A Mighty Profitable Line 


‘In Paris there is not a high-grade store that does not 
sell ornaments with the shoes. The retail merchants in 
the country, with the exception of a few in the larger 
cities, do not realize the profit that there is in buckles. 
It is an additional profit, too, as it can be gained without 
any additions to the salesforce, and with a minimum 
of extra space for stock.” 

To back up his contention that profits in buckles are 
large, Mr. Saidel cited an instance of one retail shoe 
merchant who in November made a net profit of $6,000 
on his shoes and a net profit of $3,700 on his buckles. 
His buckle sales amounted to a gross of $6,200. 

“Other shoe merchants,” he said, “have told me that 
they are making enough from their buckle sales to cover 


their rent.” 
Making Dead Styles Live 


Retail merchants themselves, in the opinion of Mr. 
Saidel, should learn a lesson from their women cus- 
tomers who buy ornaments to convert old style shoes 
into new and up-to-date styles. The addition of a buckle 
and a bit of velvet or silk makes a Colonial of a strapped 
shoe or an opera. Here he brought forth another 
specific example of what can be done along this line. 

“One of the best known Mid-Western merchants,” 
he said, “had a lot of side fastening strapped shoes 
made in Ohio, which failed to sell. He admitted they 
were dead. We co-operated with him and made up 
some small tips, which were put on the ends of the rib- 
bon laces. They made the shoe look entirely different 
and he sold every pair of the ‘dead’ shoes at a profit.” 


Buckles Are Silent Salesmen 


Another aid that buckles give the merchant is that of 
“silent salesmen,” Mr. Saidel asserts. “Buckles placed 
on shoes in the window, not only attract attention, but 
give the shoes a different look, which cannot help but 
interest the women who see them,” he declared. 

Mr. Saidel believes that colored shoes, particularly 
colored kid, will play an increasing part in spring styles. 
With these, he says, colored stone buckles will be worn. 
With the one-strap colored kid slippers, the little slip- 
over colored stone button is suggested. These come in a 
profusion of colors, ranging through sapphire, topaz 
emerald and ruby, set in white metal, bought with and 
without the combination of rhinestones. 

Buckles of this sort have been sold well ahead, he 
said. Cut steel buckles are still running strong and 
rhinestone buckles have been active for the holiday 
trade and are expected to grow more active, for evening 
wear after the holidays. 


And Brocades Will Play a Part 


Where do brocades stand in the footwear style cycle? 
Judging by the advance business placed in New York 


BOOT AND SHOE RECORDER 


67 


on brocades, they are destined to be about twice as 
strong for the coming spring as. they have been up 
to the present. 

“Our sales of brocades,” said Victor Perkins, head of 
the shoe materials department of M. J. Frank & Co., 
“are running about twice what they were a year ago. 
This is a natural development, too, and has repeated 
itself several times in the shoe trade in my experience.” 

The newest note in brocades, according to Mr. Per- 
kins, is a reflection of the growing belief that grey will 
be a good color for spring. Grey satin brocades have 
been in good demand and orders are on hand for 
deliveries starting as late as May. 


Brocades of Grey 


“The grey brocades,” he said, ‘“‘are to be used prin- 
cipally in combination with suede or satin, the brocade 
to form the quarter and heel covering. ] have seensome . 
beautiful all-grey brocaded shoes as well.”” He inclines 
to the belief, shared with some others, that Persian 
patterns are about through. 

“Metal brocades are still strong,”’ he said. ‘We are 
selling a lot of silver brocades just'now, but gold is 
becoming stronger and I look for it to lead silver later 
in the spring.” 


Style Helped By New Backing 


One reason for the growing popularity of brocades 
and satins according to Mr. Perkins, who by the way 
insists that satins have become staples in footwear, is 
the improved method of backing that gives greater 
satisfaction than formerly. Satins and brocades, as now 
backed, are cleanable without the hardening of the 
cement used, or losing its gripping power. A new back- 
ing material which Mr. Perkins thinks in time will 
replace the common drill, is a napped surface drill, 
which forms a softer background and improves the 
“feel’’ of the shoe on the foot. 





Ladies’ Night Held by Boston Boot 
and Shoe Club 


Boston, Mass., Dec. 13.—The Boston Boot and Shoe 
Club held its annual ladies’ night last evening at the 
Copley-Plaza Hotel with an unusually large attendance. 
The club.is now in the 34th year of its life, the annual 
meeting held last night, however, being only the 33d, 
as the meeting was skipped during one of the war years. 

The meeting was presided over by President James 
A. Gardner who made an interesting and witty address 
of welcome and, as an added feature, read a transcript 
of the minutes of the first meeting. 

Following the dinner an excellent musical program 
was rendered, which was followed by dancing until 
midnight. The musical end of the entertainment was 
in charge of Mr. George W. Brown, vice-president of the 
United Shoe Machinery Company and also recently 
elected president of board of trustees of the New Eng- 
land Conservatory of Music. 
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Window showing hosiery patlerned after the Czecho-Slovakian idea of beauty and inspired 
by an actress who needed some in which to dress her part 


Getting Hosiery Ideas from the Stage 


new idea, as witness the success of the Merry 
Widow hat some years ago. 

The latest example of stage influence on apparel has 
appeared in hosiery. The Gotham Hosiery Shops are 
now offering Czecho-Slovakian embroidered hose, as a 
result of the production in New York of the Capek 
Brothers’ new play “R.U.R.”—the initials standing 
for Rossom’s Universal Robots. The leading woman of 
the cast, Miss Kathleen MacDonell, wanted some 
hosiery with a decided Czecho-Slovakian tinge. The 
Gotham Hosiery Company was called in consultation 
and the hose illustrated herewith resulted. They are 


INKING up a popular play with apparel is not a 


embroidered in silk of brilliant red, blue and white. 

The stage hose were so successful that Miss Mac- 
Donell wanted something with a Czecko-Slovakian 
motif for street wear. A Czecho peasant cap, embroid- 
ered, furnished the idea and the street hose illustrated 
were the result. 

To carry the idea to the general public, reproduc- 
tions of these hose, together with Czecho-Slovakian 
blouses, caps, skirts and other embroidered apparel 
were displayed in the firm’s 34th Street, New York, 
shop window. With them were little wooden ““Robots”’ 
or mechanical workmen, which can be seen at the left of 
the picture. 





Manufacturers Preparing for Big 
Convention 


President Frank R. Briggs of the National Boot and 
Shoe Manufacturers’ Association is arranging a very 
attractive program for the Annual Convention, which 
will be held at Hotel Astor, New York City, Tuesday 
and Wednesday, January 16-17, 1923. 

The speakers on the program and the subjects 
discussed will be of vital interest to every man con- 
nected with the industry and, therefore, each and 
every member should now begin to make plans to 
attend the Convention. 

The business sessions will extend over tw6 days and 
in the evening of the second day a reception and ban- 


quet will be given in the Grand Ball Room of the 
Hotel Astor, on which occasion there will be public 
speakers of national reputation. 

Those members who expect to attend should address 
the Association’s headquarters and secure tickets to 
the banquet and make their table reservations for 
themselves and guests at once, thus avoiding any 
possible confusion. The plan calls for ten persons at 
each table, but larger tables can be arranged if sufficient 
notice is given. 

Those members who desire to secure engraved 
invitations to send to their guests should notify this 
office of the number of invitations required when 
ordering the tickets to the banquet and arranging for 
table accommodations. 
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All Trains Run to Chicago 


And It Doesn’t Cost Much to Go—There Is Only One National 
Convention a Year—Can You Afford 


Not 


ID it ever occur to you that there is only one 
D National Shoe Retailers’ Convention a year— 

and after all it doesn’t cost much to attend 
that one? 

Your membership in your State association and in 
the N.S.R.A. is in reality business insurance. Your 
expenses in attending your State and National con- 
ventions are likewise only items or additional business 
insurance policies. 

The good executor does not charge the cost of an 
insurance policy against the day or week in which it is 
paid, but spreads it over the whole year in which it is 
in force. Your association dues and 


to Go? 


Chicago need not expend in excess of 10 or 12 cents for 
each business day of the year. 

Even if you are 500 hundred miles from Chicago, the 
total cost of attending the Convention Exposition and 
Style Revue need not exceed 73 cents for each business 
day of the year. 

Profit and Loss 


Every merchant is in business for profit. If not he 
had better get out, and he undoubtedly will get out 
sooner or later—probably sooner. It is not easy to 
make an adequate profit in retail shoe business, but it 
can be done and is being done by thousands of mer- 

chants. 





your convention expenses can prop- 
erly be trailed in like manner. 


Transportation at Reduced Rates 


Use your pencil a minute. Head- 
quarters of the N.S.R.A. have ar- 
ranged for a special rate of 114 fare 
on the identification slips, thus sav- 
ing you a substantial sum on your 
transportation. 

How far is it from your store to 
Chicago? 


T will be in 





Paste This In 
Your Hat 


uary 8, 9, 10, 11 at the 
N.S. R. A. Convention, 
Exhibitionand Style Revue. 


It is a safe bet that at least 75 
per cent of those who are making an 
adequate profit will attend the 
N.S.R.A. Convention. They are 
the live wires who keep their eyes 
and ears open; who take advantage 
of every possible opportunity to 
learn more about conditions and 
about the ways and means of doing 
business more economically and 
more efficiently; they are the ones 
who absorb the other fellow’s ideas 


Chicago Jan- 








Supposing you live within 300 
miles of Chicago. Your entire expense need not be 
much in excess of $50, which when spread over the entire 
year would amount to only about eighleen cents for 
each business day. 

Supposing you live in Cleveland, Columbus, Dayton, 
Cincinnati, Louisville, Evansville, St. Louis, Jefferson 
City, Des Moines, Minneapolis, St. Paul, or any other 
city or town within a 300-mile radius of Chicago, your 
expense account for attending the National Convention 
would read something like this: 


. $10.50 
5.25 
3.75 
3.75 
10.50 

.. 12.00 
. 10.00 


— 


$55.75 


Total divided by 300 business days equals 18.5 cents 


per day. 
Merchants who live within a hundred miles of 


Railroad fare going ................ 
Railroad fare returning 


Pulhnan returning. . ‘ 
Hotel room (3 days at $3. 50)... 
Meals (4 days). . 

Incidentals (4 days at $2. 50)... 


and convert them into a profit. 


You Can’t Afford Not to Go 

The question, then, is not “Can I afford to go?”’ but 
“Can this business afford to take the loss that will be 
entailed through my absenting myself from this, the 
greatest convention, exposition and style revue ever 
staged by any wearing apparel craft—the only National 
Convention of the industry held during the year?” 
“Do I know enough about general conditions and 
conditions in the industry; enough about forthcoming 
styles of shoes, hosiery and occasions; enough about 
shoe and leather prices; enough about advanced 
methods of stock keeping, book keeping and business 
administration; enough about how the other fellow is 
doing it?—or should I learn more?”’ 

The National Shoe Retailers’ Convention is the foun- 
tain head of knowledge of the shoe industry. There 
is no other school like it. No other plan where you can 
learn as much and have as good a time. 


A Convention for Every Shoe Man 


The Convention is for every shoe man—manufactur- 
ers, traveling salesmen, factory employes, wholesalers, 
retail merchants, retail salesmen and their families. 
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Membership or non-membership in any association 
makes no difference. You do not have to be a member 
of an association to get the benefit of the reduced 
railroad rates. All you have to do is to satisfy your local 
ticket agent that you. are bound for the N.S.R.A. 
Convention at Chicago. . 

Certificates will be mailed from N.S.R.A. headquar- 
ters in Chicago, but if you don’t happen to get one, 
your ticket agent will make up one for you. 


Buy a Round Trip Ticket 

You do not have to deposit your ticket in Chicago. 
All you have to do is to buy a round trip ticket at the 
reduced prices; have the certificate filled out when you 
go to buy your Pullman ticket for the return trip. The 
ticket agent will validate your return ticket. 

Chicago is the greatest railroad center in the world. 
Thirty-nine railroads including 28 trunk lines enter the 
city. No train goes through Chicago—this is the 
beginning and end of all the systems. There are 1339 
passenger trains and 192,000 passengers arriving and 
departing daily from Chicago railroad stations. ‘There 
is a train a minute from everywhere.” 

You can get on a Pullman most any place in the 
country and without changing get off in Chicago. 


Special Convention Trains 


Special convention trains are being arranged from 
every section of the country. Get lined up with the 
secretary or president of your State association— 
whether you are a member of the association or not— 
find out from him about a special shoe men’s train from 
your section. 

New England entrains from Boston. Southeastern 
association trains start from Jacksonville, Florida. 
Southwestern section from Dallas and Ft. Worth. The 
big St. Louis train is in two sections. All the merchants 
from the South are the invited guests at a dinner give 
by St. Louis manufacturers and wholesalers at Jefferson 
Hotel, Saturday, January 6. You can have a lot of fun 
coming to the N.S.R.A. Convention with other shoe 
men you know and want to know. 


Your Hotel Accommodations 

You will not have to sleep out-of-doors when you come 
to Chicago. The normal hotel capacity of the city being 
about 100,000 rooms daily; but many of these hotels 
are several miles from the loop. All of the bigdown-town 
hotels are co-operating with the hotel committee of 
the N.S.R.A. and have reserved 75 per cent of their 
rooms for convention visitors, but if you wish to be 
sure of having a room in the downtown section just 
write George M. Spangler, Secretary National Shoe 
Retailers’ Association, 224 South Michigan Avenue, 
stating the number of rooms wanted and the price you 
wish to pay—then leave it to Mr. Spangler. 

Reservations for hotel rooms are pouring into head- 
quarters. If you know you are coming, make your 
reservations now and know you are safe. Here are the 
hotels: 
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Chicago Hotels 
(European plan unless otherwise noted.) 


Maximum and minimum rates for one person are 
given herewith. 

Alexandria, $1.50 to $3.00. Rush & Ohio Sts. 

Ambassador, $3.00 and up. N. State and Goethe Sts. 

Astor, $2.00 to $3.00. 176 No. Clark St. 

*Atlantic, $2.00 to $4.00. Clark St. near Jackson 
Blvd. 

*Auditorium, $2.50 to $5.00 and up. Michigan Blvd. 
and Congress St. 

*Blackstone, $5.00 to $8.00. Michigan Blvd. and 
Seventh St. 

*Board of Trade Hotel, $2.00 and up. 321 South 
La Salle St. 

Bradley, $1.25 to $2.00. Rush St. and Grand Ave. 

*Brevoort, $2.00 and up. 120 West Madison St. 

*Briggs, $1.25 to $3.00. Randolph and Wells Sts. 

Chicago Beach, $3.00 and up. Fifty-first St. on the 
Lake Shore. 

*Congress and Annex, $3.00 to $10.00. Michigan 
Blvd. and Congress St. 

Cooper-Carlton, $2.50 and up. Hyde Park Blvd. at 
Fifty-third St. 

Darlington, $1.50 to $2.50. 4700 North Racine. 

*De Jonghe, $3.00 and up. 12-14 East Monroe St. 

Del Prado, $2.50 to $5.00. Midway Blvd. and 
Jackson Park. (American plan $5.00 and up.) 

*Drake, $4.00 to $8.00. Michigan, Walton and 
Lake Shore Drive. 

Drexel Arms, $2.00 to $5.00. Drexel and Oakwood 
Blvds. 

Edgewater Beach, $3.00 to $5.00. 5349 Sheridan Rd. 

Elms, $2.00 and up. Fifty-third St. and Cornell Ave. 

*Fort Dearborn, $2.50 and up. La Salle and Van 
Buren Sts. 

Gladstone, $1.50 and up. 
Kenwood Ave. 

Grant, $1.50 and up. Dearborn and Madison Sts. 

Grasmere, $3.00. 4621 Sheridan Road. 

*Great Northern, $2.50 to $5.00. Jackson, Dear- 
born and Quincy. 

Hayes, $1.50 to $3.00. Sixty-fourth and University 
Ave. 

Hyde Park, $2.50 to $3.00. Hyde Park Blvd. and 
Lake Ave. (American plan $4.50 to $7.00.) 

Jackson Park Tavern, $3.00. Sixty-seventh St. and 
Cornell Ave. 

Lakota, $2.50 to $3.00. Michigan Blvd. at Thir- 
tieth St. 

*La Salle, $2.00 to $8.00. Madison and La Salle Sts. 

Lexington, $2.00 and up. Michigan Blvd. and 
Twenty-second St. . 

Lorraine, $2.50 and.up. 417 South Wabash Ave. 

Luzerne, $2.00 and up. Clark and Center Sts. 

*Majestic, $2.00 to $5.00. Quincy St. between State 
and Dearborn. 


Sixty-second St. and 


(Continued on page 74) 
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Things You Should Know About 
the N.S. R. A. Convention 


RAILROAD RATES. Reduced railroad 
rates will obtain. Certificate blanks will be 
mailed from N.S.R.A. Headquarters, 224 S. 
Michigan Avenue, Chicago, to all interested in 
the retail shoe industry, whether members of 
the N.S.R.A. or not. Watch for this certificate; 
take it to your local ticket office and buy your 
round trip ticket for fare and one-half. You 
need not deposit this ticket in Chicago. Keep it 
and when you make your Pullman reservation 
for return trip, the railroad agent will at the 
same time validate your return ticket. If 
more certificates are needed for your employees 
or friends, send to N.S.R.A. Headquarters and 
they will be promptly forwarded. 


HEADQUARTERS. Convention Head- 


quarters will be at the Congress Hotel, Chicago. 


ADMISSION. Admission to the Conven- 
tion will be by badge only. 


ADVANCE REGISTRATION. You may 
register by mail, in advance, thereby saving the 
annoyance of standing in line at the Conven- 
tion. Advance registration blanks will be 
mailed to you from N.S.R.A. Headquarters. 


REGISTRATION. You may register in 
Chicago, Saturday, January 6 and Sunday, 
January 7, at the Congress Hotel, Florentine 
Room; or Saturday, January 6, Sunday, Jan- 
uary 7, and throughout the Convention at 
Registration Headquarters, Coliseum Building. 


BOOTH EQUIPMENT. Booth equipment is 
thoroughly standard this year. All booths will 
be decorated alike. If additional lights or 
power are desired, communicate with Charles 
R. Hall, Coliseum Building, Cheago. 


OFFICIAL PHOTOGRAPHER.  Kauff- 
man & Fabry Company, 425 S. Wabash Avenue 
Chicago, have been appointed official photo- 
graphers. 

OFFICIAL FLORIST. The George Witt- 


bolt Company, 745 Buckingham Place, Chi- 
cago, has been appointed official florist. 


FURNITURE. If other than regulation 
furniture is desired, this may be rented from 


' Chicago Safe & Merchandise Company, 73 


W. Lake Street, Chicago. 


TELEPHONE INSTALLATION.  Appli- 
cation for individual telephone service should 
be made direct to N.S.R.A. Headquarters. 


INSTALLATION OF EXHIBITS. The 
Coliseum will be open for installation of ex- 
hibits Saturday, January 6. All exhibits must 
be complete and ready for the Convention 
opening, Monday morning, January 8 at 


9 o'clock. 


Until Exposition opens, make all inquiries to 
N.S.R.A. Headquarters, 224 S. Michigan 
Avenue. Beginning Monday, January 8, make 
all inquiries to Information Bureau, at the 
Convention in the Coliseum Building. 
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Chicago Also to Entertain Travelers 
N.S. T. A. Convention Will Be Held There Just Prior to N.S. R. + 


Convention—Excellent Program Planned 


Shoe Travelers’ Association, to be held at the 
Sherman Hotel, January 4, 5, 6 and 7, will mark 
an epoch in the history of this live-wire organization. 

The Chicago Shoe Travelers, as hosts of the national 
body, are making elaborate preparations for the enter- 
tainment of the visiting delegates and all shoe travelers 
who are in Chicago at that time. 

One of the big features of the convention will be a 
banquet of unusual appointments on Sunday evening, 
January 7 at the Sherman. On the 
speaking program at the banquet 
will be several men who have helped 
to make national history within the 
past few years at Washington and 
who are still among the nation’s 
most distinguished men. 


[sie twelfthfannual convention of the-National 


Rest of the Trade All Welcome 


One of the unusual features of the 
forthcoming convention of shoe 
travelers is that they are inviting 
retail merchants, wholesalers, manu- 
facturers and tanners to sit at the 
festal board with them. 

If there is any one branch of the 
shoe industry that appreciates the 
value as well as the necessity of 
more closely knitting together the 
various interests engaged in the 
production and distribution of foot- 
wear, that branch is the shoe 
travelérs. This annual banquet, coming on the eve of 
the opening of the National Shoe Retailers’ Convention 
at the Coliseum, makes it an appropriate time for a get- 
together meeting of representative men of the nation 
who have at heart the best interests of the industry as a 
whole, as well as the particular branch in which he is 
personally engaged. 

The Chicago Shoe Travelers have the reputation of 
doing big things in a big way and the banquet which 
they will stage will be second to none in the history of 
shoemen’s festivities. 

It will be well worth the while of every merchant and 
shoe traveler to arrange his transportation and room 
reservation so he may attend this educational and 
entertaining affair. 


Meeting of Governors 


On January 4 will be a meeting of the board of gover- 
nors which is made up of the presidents of the various 


FRANK B. KING 


President of the National Shoe Travelers’ 
Association 


local organizations affiliated with the national body. 

Frank B. King, national president, is expecting a 
very full attendance of governors as matters of unusual 
importance are to be taken up, which later will be 
presented to the meeting of accredited delegates in 
general convention at the regular sessions on Friday 
and Saturday. 

One of the biggest accomplishments of the past 
year in which the National Shoe Travelers played an 
important part was the passing of a law by the national 

congress providing for a reduced 
rate interchangeable mileage book. 
Just what the rate will be has not 
been announced by the Interstate 
Commerce Commission, but an- 
nouncement will probably be made 
before the convention is held. 

Another big thing will be pro- 
posed at the forthcoming com en- 
tion that will further reduce the 
cost of travel. 


The Convention Sessions 


President King has a long list of 
items that have come up during the 
year that vitally affect every shoe 
traveler in the country and all these 
will be presented for the considera- 
tion of the assembled delegates and 
members of the organization who 
will be in Chicago at that time. 

The program, as it is being whipped 
into shape, insures a series of busy business sessions. 
The shoe travelers’ fraternity is face to face with some 
weighty and vital problems, the solution of which re- 
quires the best concentrated thought and action of the 
membership and it behooves every shoe traveler to put 
his shoulder to the wheel, and to push with all the 
strength he has. 


Another New Wholesale Shoe House 

in Philadelphia 

Philadelphia has another wholesale shoe house, 
Krischer-Rogers and Fischer, Inc., located at 36 North 
Third Street, in the heart of the wholesale shoe dis- 
trict. This new organization will specialize in ladies’, 
misses’ and children’s shoes. 

The members of the firm—Morris Krischer, Robert 
Rogers and Herman Fischer—are very well known. 
Formerly all three were associated with the Brav Shoe 
Co., also of Philadelphia. 
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Massachusetts Merchants Outline Suggestions 
For Betterment of N.S. R. A. 


Two of the Resolutions Call for Appointment of Field Secretary and the 
Issuance of Annual Financial Reports 


has been functioning, voiced at the November 

meeting of the Massachusetts Retail Shoe Mer- 
chants’ Association, found expression at the December 
meeting, held December 13, in a series of resolutions 
to be presented before the National Convention when 
it meets in Chicago for its four-day session, beginning 
January 8. 

With a few changes and with the elimination of 
three, the resolutions, as drafted as a result of a State 
wide referendum, were adopted unanimously and 
copies will be mailed to members of the retail shoe 
trade throughout the United States in order that they 
may be studied between their receipt and the opening 
of the Chicago convention. 


Oey of the way in which the N.S.R.A. 


Field Secretary Strongly Urged 


The preamble and resolutions are as follows: 

WHEREAS: In the opinion of the members of the 
M.R.S.M. Association the formative work of the 
N.S.R.A. is fairly well established, that a good sum is 
accumulated in the treasury of the organization to care 
for any emergency that may arise, and that in the 
future the N.S.R.A. establish a budget system that 
would permit of the installation of a sinking fund to 
carry 75 per cent of the net income of each and every 
fiscal year after February 1, 1923 and that the amount 
appropriated in this sinking fund should be spent in 
each fiscal year for the upbuilding of the N.S.R.A. 
organization and for the advantage of its members and 
the retail shoe industry as a whole. 


1. THEREFORE BE IT RESOLVED that we be- 
lieve that a good result will be obtained from the ap- 
pointment of a Field Secretary who should be a well- 
versed retail shoeman, whose duties it would be to 
visit all State and local conventions, and meetings, of 
the allied interests and likewise keep in close touch 
with all local organizations, and as far as possible with 
individual merchants, and thus have a more direct 
point of contact between the national and all affiliated 
organizations and individuals, and we are of the opinion 
that this work would promote the growth, and pros- 
perity of the National by increasing its membership, 
and likewise be of greater advantage to the individual 
retail dealer and the entire retail shoe industry, who 
shall serve as an assistant to the President and the 
executive manager. 


Detailed Financial Report Urged 


2. BE IT FURTHER RESOLVED that we believe 
that a detailed and complete financial report for the 


present fiscal year and each year to follow should be 
prepared by the national treasurer and presented in 
typed and printed form for the consideration of the 
directors at their annual meeting and later be pub- 
lished in the monthly bulletin, so that all members 
would know from what source our revenue is obtained 
and for what purpose disbursements were made. 


3. BE IT FURTHER RESOLVED that in our 
opinion greater publicity should be given in the trade 
papers to the work of the N.S.R.A. and in detail show- 
ing all the efforts that are being made to be of benefit 
to our members. The trade papers, having expressed 
their full co-operation in giving ample space to this 
publicity. 


Bulletins on Traffic 


4. BE IT FURTHER RESOLVED that the 
M.R.S.M. Association believe that national head- 
quarters should issue a traffic bulletin that would 
advise members as to the cheapest and speediest and 
most efficient routing of their shipments from all shoe 
centers as we believe there is now a great waste in 
transportation charges that we think with economical 
routing could be saved to our members. 


5. BE IT FURTHER RESOLVED that the 
M.R.S.M. Association most earnestly urge that the 
N.S.R.A. take a decided and positive stand against 
the evil practice of shoe manufacturers and shoe whole- 
salers selling direct to the consumer. This practice is 
quite prevalent in shoe manufacturing centers and by 
jobbers in the larger cities and is working a great deal 
of evil to the retail shoe merchant and we strongly 
urge that national office prepare a list to be known as 
the “Honor Roll’’ and said list to contain the names of 
shoe manufacturers and wholesalers who have dis- 
continued this evil practice and that this honor list 
be published regularly in our monthly bulletin. 


Action on Late Deliveries 


6. BE IT FURTHER RESOLVED that the M. 
R.S.M. Association strongly urge the N.S.R.A. to take 
a decided stand in behalf,of the shoe retailers against 
the unwise and evil practice of manufacturers, taking 
orders for deliveries on certain specified dates, when 
they know at the time the order is placed that delivery 
will be delayed, and too often to a date that spells loss 
and annoyance to the retail merchant who placed his 
orders in good faith, and that a list be kept at central 
office of those manufacturers who continue this unfair 
business practice. 
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7. BE 1T FURTHER RESOLVED that in the 
opinion of the M.R.S.M. Association, the N.S.R.A., 
should give their full co-operation by endorsing Presi- 
dent Chisholm’s recommendation and likewise giving 
generous financial support to the promotion of the 
work of the Retail Shoeman’s Institute as an organiza- 
tion that is doing a great deal of good in the education 
of salesmen who after this course of training are more 
capable and give greater efficiency to the merchants. 


Special Committee to Make Further Suggestions 


8. BE IT FURTHER RESOLVED that a special 
committee of the Board of Directors, working in con- 
* junction with the Advisory Committee of the N.S.R.A. 
be instructed to give thought and deliberation to other 
ways and means whereby the N.S.R.A. can increase its 
activities and be of greater benefit to its members and 
to make report in writing of their recommendations to 
the N.S.R.A. Board of Directors not later than July 
1, 1923. 





Chicago Hotels 


(Continued from page 70) 


Melbourne, $3.00 to $4.00. 4625 North Racine Ave. 

Metropole, $1.50 and up. Michigan Ave. and 
Twenty-third St. 

Moraine, $2.50 and up. Highland Park, Ill. 
North shore 35 minutes from Chicago.) 

*Morrison, $2.50 and up. Clark:and Madison Sts. 

New Gault, $1.50 to $3.00. Madison and Market 
Sts. 

*New Southern, $1.50 to $4.00. Michigan Blvd. 
and Thirteenth St. 

*Palmer House, $2.00 to $5.00. State and Monroe 
Sts. 

Parkway, $3.00 to $5.00. Lincoln Park West and 
Garfield Ave. 

*Planters, $2.00 and up. Clark and Madison Sts. 

Plaza, $2.00 and up. North Avenue and Clark St. 

Plymouth, $2.00 to $3.00. 4700 Broadway. 

*Randolph, $1.50 to $3.50. 171-185 West Randolph 
St. 

Sheridan Plaza, $3.00 and up. Sheridan Road at 
Wilson Ave. 

*Sherman, $2.00 to $6.00. Clark and Randolph Sts. 

Sisson, $4.00 to $10.00. 1725 East Fifty-third St. 

Somerset, $4.00. Sheridan Road at Argyle. 

Sovereign, $5.00 and up. (Double rooms). Kenmore 
at Granville Ave. 

Stock Yards Inn, $1.50 and up. West Forty-second 
and So. Halsted Sts. 

Strands, $1.50 and up. Sixty-third and Cottage 
Grove Aves. 


Trenier, $2.00 to $3.50. 409 Oakwood Blvd. 


(On 


BOOT AND SHOE RECORDER 


December 16; 1922 


Victoria, $1.50 to $3.50. Clark and Van Buren Sts. 

Virginia, $2.50 to $3.00. Rush and Ohio Sts. 

Warner, $1.00 to $1.50. Thirty-third St. and Cot- 
tage Grove. 

*Washington, $2.00 to $3.00. Washington between 
La Salle and Wells. 

Webster, $3.00 to $5.00. 
Webster Ave. 

Windemere, $2.50 to $5.00. 
Fifty-sixth St. and Cornell. 

Windsor-Clifton, $1.50 and up. Wabash Avenue and 
Monroe. 

Hotels marked (*) are in the downtown Loop district. 
Many of the others are located conveniently to the Coliseum. 


Lincoln Park West of 


(American plan.) 





Cincinnati Strike Apparently 
Has Ended 


Cincinnati, Dec. 14, 1922.—Cincinnati manu- 
facturers accepted the union proposals late last 
evening and workers will return immediately. 
The salient features of the strike settlement in- 
clude open shop and pay on a piecework basis. 
The wage reductions agreed to are 5 per cent on 
regular work and 10 per cent on case lots. | 

Manufacturers are under no restrictions re- 
garding hiring and firing employees. It is pointed 
out that the prime result of this settlement will 
be to allow the Cincinnati market to go after a 
class of business which formerly local manufac- 
turers have been unable to touch. 


Cincinnati, Dec. 13.—It looks. like a Merry 
Christmas for the shoe and leather industry of 
this city. Last Tuesday, members of the Boot 
and Shoe Workers’ Union, who have been on 
strike since last May, voted to accept a compro- 
mise with the manufacturers, which, at this mo- 
ment, it seems certain that the manufacturers, 
too, will accept. 

Briefly, the workers have agreed to accept a 
cut in wages of 5 per cent. At least that is the very 
well defined rumor. The manufacturers had 
asked for a 10 per cent cut, but there is little 
doubt but that the manufacturers will accept 
the compromise. 

Union officials declined to make public the 
figures of the vote taken but it is understood to 
haye been four to one in favor of the compromise. 
The settlement of the strike on this basis had been 
previously recommended by the strike committee, 
Joint Shoe Council and executive boards. 

If accepted by the manufacturers, the strike 
will end immediately. 





The place to winter a hog is in the smoke-house. 
—Farm Journal. 
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N.S.R.A 


WILCON sar 


TRADE EWED 
(tampt on the Sole . Booth 
No. 235 


Atthe COLISEUM 


Chicago 
Tent nacre jot at the Right of the Main Entrance 
ond Canada, ight in ia You sell to Women 


England, and one in 


Australia have already N 
secured licenses to §ee Ww SO VED 
Write to us‘anyjtimejor Fir: st 
call atjour oothiin 

Chicago _for,informa- 


pom. Can You Say This 
Of Any Other Shoe ? 
T is a shoe which has no wrinkled lining, 


no tacks or ridge of waxed stitches under 
the wearer’s foot. 





make Wilson Sewed. 











Its toe-box never gets soft or wrinkled, nor 
does the shoe lose its shape by spreading. Its 
sole-stitch seams will not rip. 

It’s a light, flexible, stylish shoe — a practical, 
damp-resisting and sturdy shoe — a shoe that 
can be made in all the fashionable weights and 
models which have tempted women to abuse 
Turns yet it is serviceable under trying con- 
ditions of wear or weather. 


That's why Wilson Sewed are easy to sell 
and better to wear. 


Ask for the new illustrated WIL GO oN ep Booklet 


WILSON PROCESS INCORPORATED 


Canadian Pacific Building City of New York 


The Beot and Shoe Recorder will appreciate your mentioning the publication in replies te advertisements. 
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TIRED SHOES CAUSE TIRED 
FEET. SHOES RESTED ON 
MILLER SHOE TREES ARE 
READY FOR THE DAY’S WORK. 


WOMEN'S VENTILATED BETE No. 328 


(ADJUSTED TO SIZE BY TURNING HANDLE) 


THE BETE TREE 


(Ventilated) 


This tree, while very simple in its construction, is most 
efficient in its service—so constructed that it is possible 
to extend it to any degree desired after the heel piece has 
been pushed down, and the tree is in position in the shoe, 
by simply turning the handle. Turning the handle in the 
opposite direction shortens the tree so that it can be 
easily removed. 











The heading of this advertisement 
is used for a window card and promi- 
nently displayed with a pair or two 
of Miller Shoe Tree should prove a 
sales stimulant. 


If the shoes which are sold in your store are kept in the 
proper condition, they are most certain to give endur- 
ing satisfaction. 

When carelessly thrown off after the day’s work, they 


become stiff and wrinkled, causing discomfort and dis- 
satisfaction. 


Get the profit and protection that the sale of Miller Send for Catalogue illustrating and 
Shoe Trees can bring. To cite their merits at the time pricing all styles of Shoe Trees 
of making shoe sales has proved a simple method of 7 ; 
inducing a purchase. 


SHOE TREE DIVISION 


O. A. MILLER TREEING MCH. CO. 


BROCKTON, MASS. 


rhe Boot and Shee Recorder will appreciate your mentioning the publication in replies to advertisements 
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How Much of Your Story is Told 
by Your Window? 


It seems hardly necessary to remark that if a mer- 
chant increases his turnover and keeps down his selling 
expense that he increases his profits. But it is said, just 
to strengthen the proof, that equipment is a profit- 
paying investment. 


The store front is the most fertile field. The sign 
tells the name and place of the store. Lately, it is made 
to tell the policy of the store. A wise idea is this. If 
the wrong person gets into the store, it wastes his time: 
and the time of the clerk, too. If the right customer 
gets into the other store, it’s a crime for the first store. 
A good sign is the beginning of good merchandising. 


The window is a most valuable part of the store. 
At least, it should be. It tells the story of the store 
day by day. At least, it should. A beautiful window 
may win praise and inspire people to a new appre- 
ciation of footwear. But the window display that 
counts is the display that leads customers to the fitting 
stool, and money to the cash register. 
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Ribbon Pleated tine 4 
Are Going Strong 


Plain pumps and straps can be beautiful and made to sell 
at profitable prices by the addition of this novelty in shoe 
ornamentation. 


Sales have been unprecedented and continue brisk show- 
ing that “Dalco” ornaments impress the public right. 


Pattern No. 7582 (illustrated) 
with attractive rhinestone orna- 
ment, priced at 75c per pair. 


Dalco Ribbon Pleated tongues 
can be had with various styles 
of rhinestone ornaments. Price, 
50c to $1.50 per pair. 

“Dalco” Colonial buckles in rhinestone and cut steel 
effects, attractively arranged in velvet lined display cases, 
sell readily. 


Order now for your Holiday sales. 


Send for catalogue. 


Deer ee Company 


ea Mass. 
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An Individual Style That Appeals 


“GLORIA” 


“GLORIA” 


Black Satin with Patent Collar and Strap. Cutout. 
16/8 Covered Heel. A toC...................$5.00 


Grey Ooze Calf with Patent Collar and Strap. 


Cutout. 16/8 Grey Covered Heel. A toC.....$5.50 


**The MARVEL of 1922”—Bench Made Turns of 
Superior Quality—Moderately Priced 


ERWIN M. CONE SHOE CO. 
EAST BOSTON, MASS. 


BOSTON OFFICE 199 ESSEX STREET 








Shoe shaeane ; 
“OLD RELIABLE” Brands 


Mercerized and Cotton 


“RADCLIFFE” Narrow, Flat, Tub, Mercerized 
*“*YALE,”’ Round, Mercerized 
“DUDLEY” and “C,” Round 


Your Jobber Can Supply You 


FRANK W. WHITCHER CO. 


Boston, Mass. MFRS. 


Chicago, Ill. 








The Beet and Shee Recorder will appreciate your mentioning the publication in replies te advertisomenta. 
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A well lighted shoe and haberdashery window. Beneath the valance at the top of the window 
are located a row of Holophane Prismatic Reflectors which direct the light on the display 
without letting it spread to the eye of the observer. Just enough light is allowed to filter through 
these units to light the valance and give the better part of the window a cheerful appearance 


Selling More Shoes Through Better Lighting 


By H. M. KIESEWETTER 


different from that of the ordinary retail establish- 

ment. Usually the most important point to be 
lighted is the counter; but in a shoe store it is the floor 
or the stool on which the salesman sits, for .it is 
here that the shoes are seen by the prospective 
purchaser. 

Consequently in the shoe store there is usually a 
greater distance between the source of light and the 
object to be seen than in the average store. Moreover, 
the problem is complicated by the fact that shoes 
are generally black or brown, difficult colors to see. 


Vertical Walls to Be Lighted 
Furthermore the fact that 


"Ta lighting problem in the shoe store is quite 


and the vertical stock of boxes. The light at 
the level of the foot stool and on the floor 
should measure 10 foot candles in intensity. Unfor- 
tunately the average shoe store lighting, even in the 
best metropolitan retail districts, is at present about 
one-half of this figure. 


Natural Light the Best 


On the vertical surfaces there should be at least 6 or 8 
foot candles. It is this requirement that makes in- 
direct lighting so much more expensive in shoe stores 
than elsewhere, for this type of lighting gives only 
approximately one-half as much light on vertical sur- 
faces as on horizontal. Consequently, to get sufficient 
light on the stock requires 





the stock of merchandise is 
usually stored against the 
walls means that abundant 
light on vertical surfaces is 
necessary if the clerks are to 
find the desired styles and 
sizes easily and correctly. 








—) the use of an _ excessive 
amount of current. 

Care should also be taken 
that the color of the light is 
as nearly natural as possible, 
for the appearance of shoes 
suffers considerably if the 
color of the light is un- 
natural. 





Consider, also, the charac- 








Below is a cross-section of ; 
a typical shoe store, showing 
the rows of seats or benches 
for customers, the stool on tech | SS Seat | ye ter of the lighting in com- 
\ peting stores. The merchant 


Showing lights incorrectly positioned. They should be hu whose competitors have 


which the salesman sits, the 


counter level on which sam- © thur's sertical line draws from the center of the fstare will 
exactly divide the space between filling stool and seal 


ples are sometimes displayed, 


realized the value of good ° 
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For speedy, positive action-- 
the new 


Repco Shoe 
Stretcher 


GHOE stretching is a little art in itself. 
The Repco Shoe Stretcher is designed 
scientifically and stretches shoes easily, 
quickly and without injuring them. 


The Repco Shoe Stretcher contains no 
springs, arrows or other troublesome parts. 


The blocks—shapely and carefully finished 





Repco Shoe Stretchers 
are made in nine sizes— 


No. 000 down to No. 6. 


Each stretcher is packed 
in an individual carton. 
Corn and bunion plates 
come with each stretcher 











—are made of fully seasoned maple and 
held together at the back by a strong steel 
hinge. The toggle-jointed mechanism is 
controlled. by a square-threaded screw of 
large pitch. 


For up-to-date shoe stretching use the new 
Repco Shoe Stretcher. 


For Sale by Shoe Findings Jobbers. 


UNITED SHOE MACHINERY CORPORATION, Boston 


San Francisco Branch, 859 Mission Street 


J. K. KREIG, 39 Warren Street, New York 
UNITED SHOE REPAIRING MACHINE COMPANY, Boston - 


i | | i 
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lighting and have acted accordingly, will find that bad 
lighting is a much more serious handicap than it 
would be if his competitors had not yet awakened to 
the value of light in building business. 


Do Away with Glare 


Glare is another important factor to keep in mind. 
It is very easy to mistake glare for light. Ask the 
average man to consider the lighting in a room or store, 
and the first thing he does is to look at the lighting unit. 
If this is bright, he thinks the illumination is bright. 
But, as a matter of fact, a bright unit usually means 
glare, which, in turn, means difficult vision. When con- 
sidering whether or not a store is well-lighted, do not 
look at the lighting unit, but at the point where the 
light is to be used. 

My own experience leads me to 
believe that the most efficient 
and effective illumination for the 
shoe store consists of at least two 
rows of light close to the ceiling 
9 to 12 feet between centers, 
using prismatic reflectors, such 
as that illustrated below. In this 
unit, the prisms are so arranged 
that the light is distributed most 
efficiently to vertical and hori- 
zontal surfaces. The appearance 
of the unit is pleasing; it is prac- 
tically dust-proof, and as nearly 
free from deterioration as any 
unit I have had the pleasure of 
examining. The lights should be 
located directly over the space 
between the customer’s chair and 
the salesman’s stool, so that 
neither the salesman nor the 
customer casts a shadow on the 
shoes. 


shoe store lighting 


How Much Light for Windows? 


Another important consideration for the shoe mer- 
chant is the lighting of his show windows. Here an 
intensity of from 50 to 100 foot candles should prevail. 
Unfortunately, the present average is less than 1-3 of 
this value. This is a serious state of affairs. Tests have 
conclusively proved that the number of people who 
stop to look at show windows can be greatly increased 
by raising the illumination in the window. A recent 
test in Cleveland, for instance, demonstrated that by 
spending a few cents more per day on window lighting, 
one particular store was able to increase the number of 
people who looked at its window displays 42 per cent. 
And this was a well-lighted store even before improved 
lighting was installed. 

Tremendous progress has been made autin the last 
few years in better utilization of light. Units are now 
available for stores and window lighting, which com- 
bine all the advantages of efficiency, natural color, 
glareless illumination and good: looks. Are you sure 
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A prismatic vag Fae especially suitable for 


ientists say that the prism is 

the most accurate means for controlling light. 

Each prism in this unit is shaped with mathematical 

accuracy to direct the rays as required. It is made 

by the ‘Holophane Glass Company of New York 

and is furnished either in one piece or with a re- 
movable bottom plate 
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your equipment measures up to these possibilities? If 
not, better look into the subject, for good equipment 
will pay for itself many times over even in a single year. 





Shoe Production Shows Good -Increase 


Washington, Dec. 11—Production of footwear in the 
United States during the 12-month period, November 
1, 1921—October 31, 1922, totaled 318,424,917 pairs, 
exclusive of rubber, aécording to Arthur B. Butman, 
chief of the Boot and Shoe Division, Department of 
Commerce. The output was divided as follows: men’s, 
27.4 per cent; boys’ and youths’, 6.8 per cent; women’s, 
32.2 per cent; misses’ and children’s, 12.2 per cent; in- 
fants’, 7.2 per cent; athletic and sporting, 2.5 per cent; 
canvas, 3.1 per cent; all other, 
including slippers and moccasins, 
etc., 8.6 per cent. 3 

This 12-month output exceeds 
that of the pre-war year of 1914 
(292,666,468 pairs) by 25,758,449 
pairs and is only 12,799,711 
pairs less than that of the peak 
production of 1919, which 
amounted to 331,224,628 pairs. 

During October, 1922, there 
were manufactured 31,093,296 
pairs of leather boots and shoes 
as follows: men’s, 8,556,846 pairs; 
boys’ and youths’, 2,117,670 
pairs; women’s, 9,494,644 pairs; 
misses’ and children’s, 3,368,804 
pairs; infants’, 2,236,909 pairs; 
athletic and sporting, 698,244 
pairs; canvas, 1,113,111 pairs; all 
other, 3,507,068 pairs. 

The total exceeded that of 
March (29,686,011 pairs) by 
approximately 1,500,000 pairs. 
The next month, according to production rank, was 
September, with an output of 28,961,051 pairs. 

During the monthly compilation period, according to 
class, the months showing the greatest quantity manu- 
factured were as follows: October: men’s, 8,556,846 
pairs; infants’, 2,236,909 pairs: not otherwise specified, 
3,507,068 pairs; September, boys’ and youths’, 2,123, 
866 pairs: March, women’s 10,529,465 pairs; athletic 
and sporting, 788,549 pairs; April, misses’ and chil- 
dren’s, 3,830,775 pairs; May, canvas, 1,415,623 pairs. 





C. L. Goldenberg Dead 


Clarence L. Goldenberg, Recorder of Atlantic City, 
N. J., died suddenly at Biskra, Algiers, November 25. 
He was traveling with Dr. C. Berenda Weinberg, his 
physician and Warren Somers, president of the Atlantic 
County Trust Company. Mr. Goldenberg for a num- 
ber of years was Philadel representative of the 
Shoe and Leather Mercantilé Agency. 
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| Bates Winter Speciale 


for immediate shipment 







Tan and Black 
Calf 






No. 2185 


New Fall Pattern. Gallun’s No. 3. Tan 
Norwegian Calf. Oak sole. Rubber heel. 


No. 2130 
Same, except made of Gallun’s Black Nor- 
wegian Calf. 


These two Oxfords carry a 15-iron edge. 

They come in B, C and D widths. 

HE tremendous demand for Men’s Ox- 

fords for Winter and early Spring puts the 
Bates low-shoe service into the limelight. 


These two stunning lace oxfords, with companion styles 
2175 and 2120 in blucher-cut, are heavy sellers for retail 
business the coming four months. 


We have them IN STOCK, in all sizes and widths. 


This group of Bates Oxfords featuring the new spade-shaped 
toe and smart tip and vamp treatments, has become 
one of the best business-building lines in today’s Metropoli- 


tan trade. 


A. J. BATES COMPANY 


WEBSTER MASSACHUSETTS 


—ereer nee 
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Is Buying Spirit Akin to Mob Spirit ? 


where other material would probably otherwise have 
been used. 

Every man in the country is familiar with the work 
done by the hat manufacturers in co-operation with 
the retail merchant to define the straw hat season and 
the effectiveness of the campaign has been little short 


HAT actuates people to buy merchandise? 
What thought dominates their mind that 
pushes them forward to make a purchase? 

For years and years a large department store in St. 
Louis has successfully staged an anniversary sale 
during the first part of September. The other stores of 
the city have watched the progress of these sales, but 
it was not until last September that one of the other 
large department stores woke up to the fact that 
they also had an anniversary on identically the same 
date which commemorated their removal into the 
quarters which they are now occupying. 

The second department store put on an anniversary 
sale, advertised extensively and convincingly. 

Instead of hurting the first store, the double cam- 
paign actually helped the first store to. realize the big- 
gest business for September which the store has ever 
done. 

An official of one of these stores says he is con- 
vinced that the spirit which actuates people to buy mer- 
chandise is very closely akin to the spirit that rules 
mobs—that through some source of publicity people 
become aroused, their mind becomes centered on some 
particular thought, a determination to do some par- 
ticular thing is formed and then they go toit with the 
do or die spirit. 

The history of certain well-known advertising cam- 
paigns lends color to this thought and various methods 
have been used to put the idea across. The florists 
adopted a slogan “Say it with flowers” and through 
the use of this slogan by florists all over the country the 
business in flowers has been increased many millions of 
dollars each year. 

The California fruit growers adopted a different plan, 
but through national publicity they have been able to 
put fruit on the breakfast table in every hotel, restau- 
rant and hundreds of thousands of American homes 
where fruit was an unknown quantity a few years ago. 
The appeal in this instance was to taste rather than 
sentiment as is the case with the florist. 

The National Lumber Association started a cam- 
paign a few years ago which has resulted in largely 
increased consumption of wood for hundreds of uses 


of marvelous. The success of each of these and hun- 
dreds of other similar campaigns has been the 
result of concentrating and centering the thought of 
thousands of minds upon one particular thing at a 
given time. 

One of the greatest problems facing the shoe indus- 
try today is to provide consumption for the increased 
facilities or production which are established in the 
country. The surest means of providing the consump- 
tion is to get the minds of people centered upon foot- 
wear not merely as a necessary article to protect their 
feet from the elements, but to make them want shoes 
as they want hats or other articles of apparel for 
adornment and enhancing their personal appearance, 
rather than an article of actual necessity. 

The shoe merchants of St. Louis are now considering 
an advertising campaign to be fostered by the local 
association prominently to feature footwear at certain 
seasons of the year to make people want shoes with the 
expectation that all shoe merchants of the city will 
benefit thereby. The retail shoe merchants of Mil- 
waukee have adopted the slogan, “Buy your shoes 
right” and will soon enter upon a campaign of pub- 
licity in that city along educational lines through the 
daily press and other media which are to be selected. 

If the shoe merchants in all the leading cities and 
towns of the country would adopt a co-operative plan 
of advertising at certain periods of the year there is no 
doubt that the sale of footwear would be greatly 
stimulated. 

After all, competition is not so much between shoe 
merchant and his neighbor merchant as it is competi- 
tion for the contents of the pay envelope and if the mob 
spirit or the buying spirit, or the concentrated thought . 
upon footwear can be made a reality to the owners of 
the pay envelope, then footwear will be purchased more 
freely and beyond doubt more intelligently. 
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Inviting entrance to Turrell’s Bootery, Seattle, Wash. 


Selling Footwear 


December 16, 1922 





Where Atmosphere Plays a Large Part in 


NE of the surest methods of building up a high- 
grade, exclusive trade is to supply a store with an 
atmosphere of style, comfort and progressiveness. 

such an establishment, furnished modishly and equipped 
with every facility for the convenience of patrons, 
when augmented by such factors as quality mer- 
chandise and personal service, is certain to win favor 
with a discriminating public. 

Turrell’s Bootery, located in the Wells Building, 
Third Avenue and Pine Street, Seattle, Wash., is one of 
the most attractive, com- 
pletely equipped modern shoe 
retailing shops on the Pacific 
Coast. It is situated in the 
heart of the city’s rapidly 
growing new metropolitan 
shopping district, and is the 
uptown branch of the Tur- 
rell Shoe Company’s store 
located at Second Avenue 
and Madison Street. 


A Complete Change in Retail- 
ing Methods 


Turrell’s is one of the 
largest and best known shoe 
retailing firms in Seattle. 





The men’s department is ae 4 in oak with panelled upper 


The business was established in 1900 by George J. 
Turrell and Walter F. Turrell. The uptown branch was 
opened in 1920, at which time a movement northward 
of the city’s principal shopping district had begun. 

The opening of the new Turrell store marked a com- 
plete change in the firm’s method of retailing high-grade 
shoes. The ideal sought was an establishment which 
would convey an atmosphere conducive to the very 
best class of trade. The design of the store, its equip- 
ment and facilities were planned with the idea of fur- 
nishing a harmonious setting 
for the display and sale of the 
highest grade of merchan- 
dise. No expense was spared 
to obtain these effects. 


Hosiery In the Women’s 
Department 


The store contains a men’s 
department on the main 
floor and a parlor on the 
second floor for women’s and 
children’s shoes and hosiery. 
The two departments are 
connected by elevator at the 
front, stairway at the rear of 
the men’s department, and 
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the stairway of the two-story Wells Building at the 
side and rear. The men’s department is finished in 
golden oak with paneled upper walls and golden oak 
furniture. The real atmosphere of the store is, perhaps, 
better conveyed by the ladies’ parlor upstairs. 

The parlor is finished in mahogany, with the upper 
part in gray Gothic to relieve the base. The ceiling is 
mauve, attractively stenciled. The furniture is dark 
mahogany and wicker, with lounges of overstuffed 
construction in two-tone plush of harmonizing tan and 
brown. The floor is carpeted throughout. 


Shine Department Listed as Service 


The hosiery department is on the right of the parlor, 
fronted by an illuminated mahogany show case. In the 
rear are the general offices and a shine room. On the 
left are the children’s department and stock rooms, the 
stock being hidden from view. 

The shine department is an important adjunct to the 
business from the viewpoint of service. It is in charge 
of an expert. Here customers of the store and others 
may have their shoes shined without the possible 
embarrassment of a public shine parlor. 

Among the lines of shoes handled by the store are the 
product of Laird, Schober & Company, the 1. Miller 
Company, the Claremont Shoe Company and the 
Rickard Shoe Company. Onyx, McCallum, Provi- 
dence, Phoenix and other better grade hosiery are 


carried. 
“Let's See What Turrell Has” 


The store has 12 spacious display windows, which 
are used to full advantage.These windows are changed 
often and are among the most attractive in the city. 
By keeping the displays “‘up to the minute,” the store 
has won valuable prestige. The first thought of many 
Seattle women contemplating the purchase of shoes or 
hosiery is to “see what Turrells have.” 

Spring and fall catalogs are issued. Other publicity 
consists principally of newspaper advertising. Special 
methods of preparing advertising copy are followed, 
under the direction of an expert ad man. New styles of 
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shoes are always featured, and appropriate hosiery is 
advertised with all shoes. 

The Bootery is under the management of J. W. 
Lawrence. There are 16 employes in all. 

Since the store was opened, business has been very 
good, considering general retail conditions, according to 
Mr. Lawrence. The establishment being in close prox- 
imity to the larger hotels, it has a considerable “‘out of 
town” patronage. This year Seattle is reaping the 
benefits from a huge national publicity campaign, and 
the unprecedented number of tourists including the 
city in their itinerary this season serves to swell the 
establishment’s volume of trade. 

In the experience of this somewhat exclusive shop, it 
has been found that the trade demands the newest 
modes, irrespective of climatic conditions. 





R. C. Booth Made Secretary of the West- 
ern Shoe Wholesalers Association 


At a recent meeting, Raymond C. Booth, secretary 
of the Chicago Shoe Trades Association, was chosen as 
secretary of the Western Shoe Manufacturers and 
Wholesalers Association, to succeed S. W. Campbell 
who recently resigned. 

Mr. Campbell was largely responsible for the organ- 
ization of the Western Wholesalers Association and has 
faithfully served as its secretary for 25 years or more, 
and resigned because with advancing years he desired 
to lay down the burden of executive work. 

Mr. Booth, the new secretary, is well qualified and 
well equipped to assume the duties of the office. 





Country Business Good 


Louisville, Dec. 11—Jobbers report an excellent de- 
mand from out in the state, as the country dealers 
didn’t have much stock to start with, and have han- 
dled much better sales than they anticipated, as the 
coal, oil, tobacco, corn and general agricultural dis- 
tricts have all been busy, while further South fine 
cotton prices are making for good business. 





The eeptsgies nmr 5) on the ping tie is finished in penapey: with the exception » dvead upper wall and 
ceiling which is gray 
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Holiday Business Proyes Stimulant 


Beautiful Show Windows Attract Crowds— Dry Weather 
Blocks Sale of Rubbers —Manufacturers 
Pleased with Outlook 


HICAGO’S reputation for having the 

most beautiful show windows is being 
maintained during the present holiday 
season. The big department stores in the 
Loop district have apparently vied with 
one another in production of artistically 
afranged windows. The exclusive shoe 
Stores have caught the spirit and have 
Unsparingly spent both hours and dollars 
in window arrangements. 

Few stores in the country ‘place as high 
valuation on the selling power of show 
windows as do Marshall Field & Company. 
Thousands upon thousands of dollars are 
spent for backgrounds for the windows of 
this concern. The world is searched for 
ideas and material. High salaried artisans 
are employed as decorators and in arrang- 
ing the displays. 

It is only natural that other Chicago 
stores should spend large sums of money 
and an unusual amount of time in meeting 
the competition of the passer-by. 


Holiday Buying Is on 


Throughout the city the holiday spirit 
prevails, and retail business has been 
materially stimulated by this spirit during 
the past week. The department stores are 
crowded and the shoe stores are receiving 
their just share of attention. 

In most of the progressive Loop stores, 
sales for November and the first week of 
December are well up to normal business 
and somewhat ahead of last year. Several 
stores report all sales records broken 
excepting 1919. 

In the outlying districts there is more 
complaint of dull business, although in 
each of the outlying trading sections there 
are a few stores who have no reason to 
complain. The store which just goes along 
expecting people to come in is disappointed 
but the store that has gone out after 
business has usually been able to bring the 
business in. 


Weather Cool and Dry 


Weather has been moderately cool but 
dry.—No snow and no slush to create a 
demand for galoshes or the Russian boot 
type of rubber. Rubber bills are due 
and little of the stock has been converted 
into cash. In many of the smaller stores 
this condition necessitates a curtailment 
of buying of regular footwear, and as a 
result the shoe travellers working the out- 
lying districts have found going rather 
hard. 

Merchants, 


however, are not dis- 


couraged because they realize that a week 
or two of slush and snow will clear their 





shelves of accumulated rubbers and make 
deep inroads on their regular stocks of 
footwear. 


A Considerable Call for Boots 


A rather surprising demand for women’s 
81% or 9 inch boots with 12-8 heels has 
developed within the last week or two. 
The demand does not amount to a stam- 
pede by any means but at the same time 
the merchant handling medium and high 
grade lines who neglected to buy boots is 
missing sales by not being able to supply 
the wants of conservative customers. 


Satin Tongues and Shoe Ornaments 


Considerable extra business has been 
done in each of the progressive stores on 
fan shaped and other designs of satin 
tongues which are attached to both plain 
stripped pumps and one-strap effects. 

An innovation is a tongue made of metal 
cloth lace, either in gold or silver, sur- 
mounted by a rosette of metal cloth for 
decoration on silver and gold cloth even- 
ing slipper. Cut steel, hammered silver, 
and rhinestone buckles continue to be 
exceedingly popular in the better class 
stores. 


Factories Running Full 
Time 
Chicago shoe factories are running full 


time and most of them are sold as far 
ahead as they think it advisable to take 
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orders. The Florsheim Shoe Company has 
recently taken over a new plant at Craw- 
ford and 26th Street which is being used 
as a fitting room to even up the capacity of 
the other two factories. Space formerly 
used as fitting room in these factories had 
to be devoted to other factory operations. 
Louis Goodman, sales manager of the 
Florsheim Shoe Company, says: 

“Our business has been phenomenal. 
That's all I can say about it.” 

While orders for shipment up to Janu- 
ary 1 in men’s factory show a large pro- 
portion of boots, the orders ‘booked for 
February and later show from 75 to 90 
percent oxfords. 

J. P. Smith Shoe Company has had an 
exceedingly large business, expecially in 
the south on sport oxfords made in various 
combinations of material and a wide 
variety of patterns. 

The J. E. Tilt Shoe Company has just 
developed a sport oxford unlined with an 
outside counter made with crepe rubber 
sole. The pattern is made in both men’s 
and women’s shoes. 

The Goding Shoe Company has done an 
unusual business on both a boot and an 
oxford and square French toe effect, gable 
edge in both black and tan grain leather. 
All told the shoe manufacturing business 
in Chicago is in a very healthy and 
prosperous condition. 


Shoe Buyers in East 


Five or six shoe buyers of the big Loop 
department stores and exclusive retail 
shoe stores are in the eastern market at 
the present time. Harry Levison who 
operates several stores under the name of 
Harry, Incorporated and Mr. Burgstahler, 
of F. E. Foster & Company left for the 


* East Sunday, November 10th. 





ST. LOUIS 


Business Falls Off Slightly 


Holiday Week Shows Decline—Colonials and Oxfords Still 
Hold Well 


HANKSGIVING DAY and the 

days following reacted on the shoe 
business as well as the digestive apparatus 
of most individuals. Friday and Saturday 
of the week proved a typical “day after.” 
Friday was a good day in some stores, but 
Saturday completely succumbed, so far 
as shoe buying was concerned. The week 
as a whole had been expected to be one of 
the best. However, this was found not to 
be the case and sales recorded were under 
those of the previous six days. Two factors 
which should have bolstered the business 
was the horse show and Thanksgiving. 
The horse show, the first: held here in a 
good many years, was looked forward to 





as one of the big social affairs of the year, 
and it was supposed that this attraction 
would stimulate business, especially in 
the higher class stores. But such was not 
the case. The Thanksgiving buying was 
also lacking. Usually party preparations 
and other affairs which give prominence 
to turkey day, involve the purchase of 
new footwear. There was no evidence of 
this activity reported in any of the stores. 
In fact, comment was heard in a number 
of places on the lack of buying. In pre- 
vious seasons a certain amount of business 
at this period could usually be relied upon. 

Colonials seem to be the preferred 
choice of women shoe buyers. In fact, this 
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style constitutes the major portion of the 
sales, when novelties are considered. 
Black satin is without a doubt the biggest 
bet in this field. Some patent types are 
sold, but the volume is nil compared with 
satin. Suede is increasing in the demand 
and as the weather becomes colder the 
sales are expected to climb. Brown or 
otter is the big choice at present. Calls 
have been heard in a few stores for black 
suede in Colonials and the inquiries are 
increasing daily. Few stores can fit the 
feet of those desiring this color of suede 
as this style was not considered good 
when suede was bought. However, since 
the demand has been created orders have 
been placed for a few pairs of black suede 
Colonials. 

Oxfords are selling well, but some wet 
weather is hoped for to give the present 
demand an impetus. With a break in the 
weather quite a few of the retail shoe mer- 
chants feel the lighter shoes will be driven 
off the street and replaced with heavier 
footwear. Their theory is founded both 
on facts and experience. It has happened 
every time a rain storm has swept the 
city. Immediately following, the demand 
for oxfords has been found to increase 
considerably. 


Straps Are Slowing Up 


Straps continue to sink. We can hear 
someone shout “Why, we're selling ’em.”’ 
This may be true, but that same state- 
ment can be made of practically any style 
on the shelf. They have been slipping and 
continue to slump. Those numbers that 
still remain are being sacrificed in mark- 
down sales in almost every store. 

The Christmas slipper business has 
started with zest and already some mer- 
chants have placed re-orders for some of 
the good numbers. Children’s and wom- 
n’s business, especially in felts, has shown 
marked activity during the past ten days. 


Huette’s Olive Street Store 
Have New Price Policy 


Huette’s Olive Street store has an- 
nounced a new price policy on men’s foot- 
wear. It has added a $7.00 line to the $5.00 
and $6.00 lines which have always been 
carried. Olive Street is rapidly becoming 
one of the “Main” streets of the better 
priced men’s shoe business and this 
thought has prompted the new price 
policy. Robert Huette, secretary of the 
company, stated that this would in no 
way affect the one price of $5.00 on all 
women’s shoes. 


Hamilton-Brown Employees 
to Have Big Xmas Party 


Hamilton-Brown Shoe Company em- 
ployees will give a Christmas party and 
dance on the evening of December 15. 
‘The usual custom of the company to have 
a real live Santa Claus for the “kiddies” 
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of the employees will be carried out on an 
elaborate scale. It was announced that 
there would be gifts for all the “kiddies” 
present. When this distribution has been 
completed, a dance will terminate the 
evening’s entertainment. 


Johansen Bros. Shoe Co. In- 
augurate Big Advertising 
Campaign 


Johansen Bros. Shoe Company has 
inaugurated an intensive newspaper cam- 
paign in a local paper, in which they have 
presented the salient points of their 
“Feeture Arch” shoe. The advertising 
carries the name of the nine dealers who 
are distributors for their ““Feeture Arch’’ 
shoes. The names of the merchants were 
carried in good size type on the bottom of 
the advertisement which occupied a half 
page in the leading newspaper. There were 
special window displays in connection 
with this announcement and Famous- 
Barr, the down-town dealer, gave up an 
entire Sixth Street window to the display 
of these shoes. 


Manufacturers Invite Mer- 
chants to Join Convention 
Party 

The St. Louis Shoe Manufacturers and 
Wholesalers Association has just sent a 
letter to all retail merchants throughout 
this trade territory inviting them to join 
their party on the special train which will 
carry both St. Louis manufacturers and 
merchants to the N.S.R.A. Convention at 
Chicago. The announcement states that 
“There will be sleeping cars for those who 
want to sleep—Mr. Pullman’s best— 
well-stocked club and dining cars for those 
who don’t want to. You know what those 
cars are for!’’ Chicago and Alton railroad 
has been selected as the official train 
which will leave St. Louis Saturday night, 
January 6 at 11.45 P.M. The letter calls 
particular attention to the fact that tickets 
can be purchased through St. Louis and 
then over the Chicago and Alton railroad 
to Chicago on the St. Louis Special. The 
Morrison Hotel will -be headquarters for 
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the entire St. Louis delegation and their 
friends. They have taken over the third 
to eighth floors inclusive. From the third 
to the fifth will be occupied as sample 
rooms. This arrangement was made 
through the manufacturers’ organization, 
which will also exhibit at the convention 
as a group. The St. Louis Manufacturers 
will hold open house as usual on Saturday, 
January 6, at the Hotel Jefferson on the 
second floor. The usual refreshments, 
smokes and other requisites will be avail- 
able for those who pay a visit. Julian 
Samuels, of the Samuels Shoe Company at 
1214 Washington Avenue, is chairman of 
the Transportation committee and ar- 
rangements can be made through him for 
traveling on the “special.” Railroad rates 
and other details are contained in the 
letter. The manufacturers are more than 
anxious to have retail shoe merchants 
throughout this trade territory come 
through St. Louis and accept the hos- 
pitality of the St. Louis manufacturers. 


John Meier Shoe Co. Issues 
Book on ‘‘Doctor’’ Shoe 


The John Meier Shoe Company has 
just issued an elaborate book entitled 
The Doctor and the Shoe Man. The book 
is profusely illustrated and printed in a 
style seldom equalled in shoe literature 
for distribution among the dealers. The 
story of the “Doctor” shoe is told in a 
most interesting style which puts over its 
selling message in a convincing way. The 
corrective principles of the shoe are also 
illustrated, with pertinent selling thoughts 
from which the dealer can derive a world 
of benefit in making his sales direct to the 
consumer. Stitched in the center of the 
book is an insért which features three of 
the best styles of the shoe. The last por- 
tion of the book carries the various dealer 
helps among which are a series of slides 
sent free for the asking, also newspaper 
electros which will be given without cost 
to the dealer. So popular has the “Doc- 
tor” shoe proven that A. W. Meier, official 
of the company has stated that at least 
two-thirds of their production has now 
been turned over to this line. 





MILWAUKEE 


Not Yet Up To Normal 


Cold Weather Helps Some, but Merchants Had Anticipated 
More Business Than They Achieved 


OLD weather experienced in this 

city early this month brought out 
many shoppers who, apparently, were 
awaiting the arrival of real winter weather 
to do winter buying. The sales, however, 
were not entirely satisfying to local shoe 
merchants. Total business being recorded 
now is at least equal to last year, but mer- 
chants feel it should be ahead by a com- 


fortable margin. Milwaukee as yet has 
not had a real snow fall, or even a fall of 
snow sufficient to whiten the ground. 

The sale of arctics, which puts the early 
winter months over with a “bang” has been 
a non-existent thing here. Few dealers 
can boast sales of two pairs per day, out- 
side of the department stores. Wéith arc- 
tics selling at about a $3 to $5 range, their 
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disposal is an important item in the vol- 
ume business of any store. “Our King- 
dom For Some Slush” is the battle cry of 
the shoe merchants now, replacing the 
former one of “Our Kingdom for Cold 
Weather.” 


Men's Oxfords Slow Down, 


High cut shoes are now enjoying about 
80 to 85 per cent of the men’s shoe busi- 
ness in this city. Males apparently are 
more afraid to bare their ankles to the ele- 
ments, for women’s oxfords continue 
strong. A noticeable stimulation in men’s 
business probably due to cold weather and 
the proximity of Christmas, is being felt. 


Linck Brothers Sell Out 


Linck Brothers, who have been in the 
shoe business for 23 years at Columbus, 
Wis., have sold out their business to Wolf 
Shoe Co., of Appleton. The Wolf Shoe 
Co. operates a number of shoe stores in 
Wisconsin, and are enjoying a period of 
expansion. Possession will be given the 
new owners January 4. 


Organize New Association 


Merchants with stores fronting on Oak- 
land Avenue and adjacent streets in Mil- 
waukee have organized an Advancement 
association for the purpose of stimulating 
neighborhood trading. At the first meet- 
ing of the new body, a charter was drawn 
up, and plans laid for a membership cam- 
paign. A. J. Gahm was elected president. 


Bootery Fashion Show 
Successful 


Hundreds of people thronged the Vogue 
Bootery, 1120 Tower Avenue, Superior, 
to get a glimpse of the latest in footwear 
exhibited on live models. Frank C. 
Glover, manager of the store, asserted that 
the enterprise was the most successful ever 
conducted by the store. The Vogue is one 
of the few stores in Wisconsin to attempt 
an individual style show in its own store. 


Planning Addition 


The Harsh-Chapline Shoe Co., Milwau- 
kee, will build a $90,800 addition to its 
factory, 706 Hanover Street. A permit 
to erect the building has been granted by 
the building inspector. The addition will 
be 60 by 210 feet, three stories high, of re- 
inforced concrete. 


Manufacturing Company 
Organized 
The Cedar Grove Shoe Manufacturing 
Co. has been organized at Cedar Grove, 
Wis., with a capital of $35,000. The com- 
pany will make shoes, boots and leather 


appliances. Its incorporators are M. J. 
DeMaster, Ben Huenink. Wm. Huenink, 
John B. Huenink, Ira Lubbers and F. L. 
Riebau. 


BOOT 


AND SHOE|RECORDER 


Co-Operative Shoe Plant 


A committee of Wautoma (Wis.) mer- 
chants has undertaken the selling of 
$20,000 worth of stock at par, to establish 
a shoe factory in that city, under the man- 
agement of the superintendent of the state 
prison plant. The factory location has 
been picked out, and preliminary plans 
indicate a daily capacity of 150 pairs. 


Marathon Shoe Company 
Will Double Capacity 


In order to take care of the steadily in- 
creasing business of the Marathon Shoe 
Company of Wausau, arrangements have 
been made for the construction of an addi- 
tional factory building located close to 
present factory, for which architects are 
now drawing plans, and contracts will be 
placed in the next few days, so as to com- 
mence building promptly and same to be 
completed early in the spring. 

The additional new building with the 
present factory will be one of the most 
complete shoe factories in the State. The 
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new building will consist of three stories 
and basement, 45 feet wide, 175 feet long, 
and will be built modern in every respect. 
The new building will be a real sunlight 
factory, same as the present building with 
Fenestra windows on every side of the 
building and accordingly plenty of light 
and ventilation in every nook of the build- 
ing. 

The new factory will give the Company 
additional capacity of two thousand pairs 
of shoes daily. The Marathon Shoe Com- 
pany was organized in 1914 by S. J. Pent- 
ler who was formerly secretary and general 
manager of the Rich Shoe Company, Mil- 
waukee. The officers of the Company 
since its organization and at the present 
time are C. Dodge, president; W. E. Dodge 
vice-president; S. J. Pentler, secretary and 
general manager; C. G. Krueger, treasurer; 
O. R. Short, superintendent. 

The factory of the Marathon Shoe Com- 
pany is one of the very few shoe factories 
in the United States that has been in oper- 
ation continuously from the time.of its 
organization, over eight years ago. 





CINCINNATI 


Style and Weather the Moot Questions 


Merchants Working Hard for Business and, in the Main, Are 
Getting It—Christmas Footwear Moving Best 


HE members of the local retail shoe 

trade are looking forward from day to 
day to just what development will take 
place in the weather and in the style 
situation. Both factors are today having a 
very vital effect upon the volume of sales. 
The winter weather for this vicinity came 
late this year, in fact, the real cold weather 


that brings with it a good seasonable. 


volume of business did not arrive until the 
first part of the present month. And com- 
ing as late as it did, the question naturally 
arises in the merchant's mind: . 

“Will it be possible to make up the busi- 
ness lost during the dull season?” 

And in answer to this question prac- 
tically all the local merchants agree that 
lost business can never be fully regained. 
However, during the Christmas shopping 
season the shoe stores here are directing 
an unusual amount of attention to the 
task of increasing their volume by offering 
great varieties of seasonal footwear suchas 
felt slippers, carriage boots, Pavlowa 
boots, mules, gentlemen’s house slippers 
and evening slippers. Unusual efforts 
have been put on Christmas window trims 
by the larger down-town stores. In some 


instances prices have been reduced some — 


in order to quicken the movement of 
seasonal lines. Business generally is good. 
The sale of evening footwear is better this 
year both in men’s and women’s lines. 
The ladies are taking well to the intro- 
duction of the tinsel slippers, while on the 


other hand men besides wearing them for 
evening dress are resorting to the patent 
leather oxford as a relief from the heavy 
brogues, for regular street wear. 


According to the latest report of the 
Fourth Federal Reserve Bank at Cleve- 
land, the manufacturers of this district in 
preparation for the increased volume of 
business attendant to the Christmas shop- 
ping season, have made it a point to keep 
their prices down, and in co-operation 
with the retail merchants, have placed 
prices at a level where the public would 
feel justified in buying in healthy volume. 
Justification of this policy, the report said, 
is found in the realization on the part of the 
buyer of goods that, as an individual, he 
has given assent to those items which 
have and still are keeping costs up, 
namely labor and transportation. The 
report states further that there is growing 
conviction that the big-visioned manu- 
facturer does not wish to increase the 
price of his product, but that he prefers a 
volume on a smaller margin of profit. 


Men Again on the Road 


The new sample lines that are now 
being taken out by the sales force from 
this market are full of the latest develop- 
ments in style tendencies. With produc- 
tion here on a sounder basis, the local 
manufacturers are again in position to 
resume their old stride in the creation of 
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new styles. Some of the outstanding 
numbers are the small-tongued Colonials 
in contbinations of satin and brocade, 
patent and suede, and all suede in browns 
and blacks. The tongueless oxford is 
making its appearance as one of the latest 
patterns on the style program. Here 
again, combinations of patent and suede, 
and satin and brocade are seen in beauti- 
ful contrast. 


Says Low Heel Will Come 
Back 


One prominent style builder here feels 
strongly that the low heel will come back 
next spring, and that if the Colonial effect 
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remains with us, a combination such as a 
jow heel Colonial will be exiirely possible. 


W. T. Dickerson Back from 
Trip 
W. T. Dickerson, vice-president of the 
P. Sullivan Company, returned this week 
from selling trip covering the Lake cities, 
and he reports a splendid business. He 
found retail merchants doing a greater 
volume as a result of the colder weather. 
Mr. Dickerson and his salesforce will 
feature the Sullivan line at the National 
Convention in January with an elaborate 
exhibit at the Coliseum. 





SALT LAKE CITY 


Business Holding Up Well 


Shoe Merchants Doing Better Than Dealers in Many Other 
Lines—More News on Women’s Styles 


USINESS is holding up very well 

and with possibly one or two excep- 
tions November was a better month than 
November of 1921, and, of course, better 
than October of the present year, most of 
which was dry and summer like. There 
is little doubt that retail shoe merchants 
are doing rather better than their brethren 
in most other lines of the dry goods busi- 
ness, jewelry or variety class. This is 
largely due to the wet weather and to the 
increasing demand of women patrons for 
“style.” In the latter connection the 
manager of a leading store catering to the 
women’s style trade, tells a good story. 
A lady customer, well known to the store 
as a purchaser of novelty goods, inquired 
one day recently why the firm charged 
such high prices for pretty shoes. It 
seemed that a number of dollar sales, 
though she did not take advantage of 
them, had puzzled her. Our friend, who 
told the story, explained the system of 
merchandising which obtains in modern 
shoe stores that make any pretence to 
follow the style trade. The lady, he said, 
was quick to catch on and seemed per- 
fectly satisfied, and even pleased with the 
explanation. It is thought that if the 
public generally had this information, 
business would be more settled than it 
often is. 


Tongues Holding Their 
Own 


Tongues are holding their own it ap- 
pears, but not gaining. The situation is 
very much the same as it has been for the 
past month or five weeks.. Jesse Thomp- 
son of the Hunter-Thompson Company, 
said the style of tongues in demand at his 
establishment were those with straight, 
14-8 heels. Ralph Featherstone of 
Walker Bros. said when asked what his 


firm is selling now, replied as follows: 
“Side-tie pumps in satins and suedes, bro- 
caded satin with plain vamp, all-over 
patent leathers, and Russia calf and fawn.” 
Mr. Featherstone said these shoes were 
“real knock-outs’’ and were being 
“grabbed by the flappers.”’ He said gray 
looks good for Spring and that on the 
buying trip, from which he has just re- 
turned, he has bought a stock of small 
tongues with combination effects, under- 
laid and cut-out tongues. He also pur- 
chased a limited stock of metalic cloth 
slippers with elaborate pom pom effects 
and rhinestone ornaments surrounded by 
metalic cloth for which high prices must 
be charged. This firm has had a big 
slipper sale, featuring these articles at 
prices from $1.95 to $2.75. 


Robinsons’ Have Sale 


The Robinson Bros. Shoe Company 
announces a “Tremendous price slashing 
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sale’’ in whole newspaper page ads. Extra 
special bargains are offered at certain 
hours. The sale is declared by the adver- 
tisers to be “the first real shoe sale that 
has ever been offered to the public of this 
state.” 


H. E. Young Has Lame 
Foot 


H. E. Young, the popular manager of 
the Z. C. M. T. wholesale shoe depart- 
ment, is nursing a bad foot these days and 
is barely able to get around. It is feared 
that the condition may be serious. Mr. 
Young, despite his trouble, was good 
enough to discuss business with the 
Recorder correspondent who called upon 
him the other day. He said the wholesale 
shoe business of his company had been 
steady for the past three months and was 
satisfactory, too, from a volume stand- 
point. Farmers were buying cheaper and 
lighter shoes, which he attributed to the 
low prices obtained for crops and the 
necessity for economy on the part of the 
agriculturalist. The season had been re- 
markable, he said, for the business done 
in rubbers and stocks were now very low. 
He said the four-buckle overshoe for 
women, sometimes called ‘‘Flappers’’ had 
come to stay, in his opinion as the wearers 
were finding it practical. The company’s 
shoe factory was still working six days a 
week, Mr. Young said. Their men had 
returned from a trip in which 1923 white 
goods were offered and a fair amount of 
business was reported. On January 1, Mr. 
Young said the travelling men would set 
out with samples of 1923 fall rubbers and 
felt slippers. 


Death of W. J. Newman 


Death has claimed William J. Newman, 
pioneer shoe merchant of this city. He 
was born in England in 1842 and of late 
had been an officer of the Mormon Temple 
of this city. 





LOUISVILLE 


Holiday Trade Slow in Getting Under Way 


Wet Weather Has Helped Some but Not as Much as Expected 
—Fair Demand for Men’s Shoes 


ET weather, while increasing de- 

mand somewhat on regular lines of 
merchandise, is not resulting in any great 
activity being shown in holiday lines, 
according to local shoe merchants, who, 
however, qualify this statement with 
one to the effect that hosiery is moving 
very well, including silk and wools and 
silk, with chiffon going very big. Felt 
footwear and special holiday lines haven't 
started really moving well as yet, as the 
first week or ten days of December haven't 


produced any really nice weather, and 
general business has been a little off, 
according to retail merchants in other 
lines. 

However, there has been a very fair 
demand in men’s shoes, as bad weather 
has created a call for high shoes, which 
are moving better than anticipated. De- 
mand, while largely for tan semi-brogue 
models, or modified English models, is 
also taking in a fair percentage of black 
shoes, while plain toed oxfords in both 





92 


patent and bright calf are taking better, 
for use in a social way, and also for street 
wear. 


Combinations Selling Well 


In women’s shoes demand continues 
good for combination colors of leather in 
oxfords and pumps, tan or brown oxfords, 
patent and calf oxfords, and the one and 
two-strap pumps. Boot effects are not 
taking so well, nor has there been much 
demand for high shoes. Spats are a little 
better, and it is reported that fine grades 
of fawn or tan spats for men at around $3 
to $4 are going better with the stores 
featuring high-grade men’s lines. Rub- 
bers have also been better and look 
promising. 

Demand for children’s footwear is 
picking up as it generally does at this 
season, but children’s demand has been 
uniformly good all season, and it is re- 
ported that demand is for better quality 
merchandise as a whole. Holiday sales of 
children’s shoes promise to be heavy. 


Good Holiday Trade Expected 


As a whole, retail merchants are an- 
ticipating a very good holiday business, 
as the consumers are making greater 
preparation today for holiday buying 
than formerly. The Christmas Savings 
methods as established in local banks have 
been a great aid. There are some five or 
six banks handling such accounts, and 
savings checks, totaling about $1,750,000 
were mailed out on December 2, to bank 
customers. Many stores in their adver- 
tising on the following Monday, and since 
then have been offering to cash such 
checks for consumers. 


Spring Style Shoe Planned 


Some discussion is already being heard 
concerning staging of the third annual 
spring Style Show and Merchants Ex- 
hibits, of the Louisville retail merchants, 
who generally show all lines of garments, 
shoes, millinery, hats, etc. The annual 
show is staged at the Jefferson County 
Armory, where a large number of local 
and imported models are used for dis- 
playing merchandise, while some of the 
merchants also have live models dis- 
playing in their booths. Last year the 
Boston Shoe Company, Byck Brothers, 
Walkover Shop, Queen Quality Shop and 
several other retail houses exhibited. The 
shoe this year will perhaps be handled 
just before Easter. 


New Store to Cater to Negroes 


Announcement has just been made by 
J.C. Hero, operating a man’s shoe store on 
Fourth Street, of a new company which 
he has been instrumental in forming, 
which will open a new store about Decem- 
ber 15 or 20, at 1102 West Walnut Street, 
in the very heart of the thickly populated 
negro section of Louisville. This store 
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will handle the Dunlap line of shoes for 
men and women, with novelties and spec- 
ialties of various kinds, especially spats, 
and two tone effects. 

The name of this new company will be 
the Dunlap Shoe Company, capital $5,000, 
incorporators, J. C. Hero, Jacob Eppstein 
and Philip D. Levitch. The latter will be 
active manager of the store. 

The store is in the very center of things 
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on the busiest street in the colored sec- 
tion, and will be approximately 25x75 
feet, with good show windows and fixtures. 
It is claimed that similar stores have 
proven very successful in a number of 
other cities, as the African taste runs to 
gaudy colors and combinations, which the 
regular shoe stores can’t afford to worry 
with, and which could only be success- 
fully handled by a specialty shop. 





DENVER 


General Business Conditions Improving 


Retail Shoe Trade in Denver District Is Fairly Good at 
Present—Outlook Ahead Is Bright 


ITH a marked improvement in 

transportation facilities and a con- 
tinued period of fair weather, business 
conditions, in and around this city, as 
reflected by reports from various leading 
industrial concerns, banks, municipal 
officers, and the government, are steadily 
improving. Coal is being mined at a 
record rate. Bank clearings for October 
totaled $158,112,921, an increase of 
$22,843,191 over October, 1921, and the 
highest monthly total of the year thus far. 
Building permits were issued to the amount 
of $1,211,300 during the month. Receipts 
at the post office were $248,853, represent- 
ing a gain of 11.2 per cent over the 1921 
figure. Retail buying indicates a healthy 
holiday business. 

Retail shoe merchants of Denver state 
that the general improvement that is the 
order of events in other lines of industry 
is having its good effect on their business. 
They expect a continuation of the better 
business and as a result the outlook ahead 
is bright. They are making their plans 
accordingly. 
are commanding a ready sale in Denver 
stores ‘at the present time. Business is 
said to be better than it was at this time 
last year. ; 


Tober Featuring Men’s Shoes 


During the past week the two Tober’s 
shoe stores in this city have been featur- 
ing men’s shoes. One of their ads read in 
part as follows: “It’s going to be a high 
shoe winter this year, men, and we're pre- 
pared to serve your sound judgment for 


practical wearing quality.” According to 
this firm, black and tan in men’s shoes are 
commanding a good sale. 


Holding Sales This Week 


A number of Denver stores have been 
featuring shoe sales of late. The Broad- 
hurst-Young Shoe Company has just 
finished a three-day sale of women’s and 
children’s shoes. In this sale incomplete 
lines, regular stock, of Cousins and Garside 
styles, were sold at $9.85. The Weaver 


Novelties in the shoe line‘ 


Shoe Store, 912 Sixteenth Street, also held 
a three-day shoe sale of women’s footwear 
of Colonial pumps, satins and patents at 
$6.50. The Fontius Shoe Company held 
a Pre-Thanksgiving shoe sale including 
many complete lines of the season’s best 
styles; Colonials, tongues, fancy strap 
slippers and oxfords with $10 values selling 
at $5.95 and $14 values at $8.95. The 
different sales served to speed up business. 
to a considerable extent at the different 
stores. 


Denver News Notes 


R. L. Gilliam, of the Brown Shoe Com- 
pany, and L. Schneider of the Central 
Shoe Company, have returned from a 
week’s stay in different New Mexico 
cities on business. Business is said to be 
showing improvement in that State. 

J. J. Barbee of Colorado Springs, and 
a traveling representative of the Red 
Goose Shoes, was a business visitor last 
week in Trinidad, Colorado, and other 
cities in that district. The speeding up of 
coal mine operations in that section has 
made business that much better. 

Recently different leading business 
houses of Casper, Wyoming, took three 
pages in Glenrock, Wyoming, newspapers. 
This space was devoted to write ups of the 
Casper stores. The Globe Shoe Store, 
230 So. Center Street, Casper, was repre- 
sented by a well-written article, which 
gave the store some good publicity. 

Denver shoe stores continue to do a lot 
of nice advertising in the Denver news- 
papers, calling attention to their stores 
and the lines of shoes they handle. This 
is one reason why business at stores in 
this city is good at the present time. 





Fresno Store Changes Hands 


Fresno, Calif., Dec. 16—Joe Shyer has. 
purchased his partner’s interest in_ the 
Family Shoe Store of Fresno, California. 
Mr. J. Shyer will feature snappy novelty 
shoes at popular prices. 
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COLUMBUS 


Decided Improvement Noted 


Rubber Footwear Led Everything in Sales Volume with 
Men’s Shoes a Close Second 


DECIDED improvement in busi- 
ness during the past week was noted 
throughout the entire retail district of this 
city. With the first fall of snow, retail 
merchants find their forces inadequate to 
cope with the demand for quick service 
in both rubber and footwear departments. 
Late dinners were again faced by retail 
salesmen during this rush season. “It 
seemed like old times to be so busy that 
you could not find time to go out for your 
dinner,”’ said one salesman, and all entered 
into the spirit of this rush with enthusiasm. 
All retail shoe merchants of the city 
reported the same conditions for the past 
week. The downtown stores sold hun- 
dreds of pairs of “Goloshes,”’ the sale of 
the newer styles was about 50 per cent of 
the total, the other 50 per cent being of 
the buckle design. The sale of this type of 
footwear in misses’ and childrens’ was 
beyond expectations, according to the 
managers of these departments in down- 
town stores. 


Men’s Business Has Good Increase 


Leather footwear sales were also greatly 
increased during this spell of bad weather 
—all departments showing a decided im- 
provement, especially in the men’s, which 
showed the greatest increase of all others. 
The sale of men’s footwear runs about 35 
per cent low cuts to 65 per cent in boots, 
about 75 per cent of both styles being of 
the brown shade. 

Patents and satins are still good with 
the women, while the suedes in different 
colors are coming to the front very fast, it 
is impossible to give the percentage of 
sales of straps and lace oxfords. The sale 
of the Colonial mode is very good in some 
departments, in others, they say it is a very 
slow seller. It is not expected that this 
style will create any great demand through- 
out the retail field of this city. 


New Retail Store Opened 


The Schiff Shoe Company has opened a 
new retail shoe store at 131 South High 
Street. This company operates a chain of 
stores throughout this part of the coun- 
try, and also operates a wholesale dis- 
tributing house in this city. 


Add Dr. Reed Shoe To Line 


The A. E. Pitts Shoe Company has 
added the line of Doctor Reeds men’s 
comfort shoes and reports quite a demand 
for this well-known line of men’s comfort 
shoes. 

James Willer who has been in charge of 
the children’s department for S-rosis 


Shoe Company at Dunn Taft Company 


for the past year, has resigned his posi- 
tion with this company and accepted a 
similar position with Dunlap Shoe Com- 
pany. 


Merchants Talk Convention 


A meeting of the Retail Shoe Dealers’ 
Association was held at the Chittenden 
Hotel, the evening of November 27, at 
which time it was decided that the com- 
ing convention of The Ohio Valley Retail 
Shoe Dealers’ Association, which is to be 
held in this city in March, 1923, will 
again be put on at the New Southern 
Hotel. 


New Educator Department 


The Browning Shoe Company is now 
the leading Educator representative here. 
Louis Bamberger, has expressed pleasure 
at the successful opening of the line. 





Style’s Influence in Shoe 
Thread Manufacture 


Lowell, Mass.—The latest colors of 
thread which the shoe manufacturers and 
other leather workers will need for next 
season’s business are now being produced 
in great quantities by the John C. Meyer 
Thread Company of Lowell, Massachu- 
setts. As colors of leather and fabric 
change to conform to public taste, so 
thread must change to conform to the 
requirements of fashion’s fancies. The 
Meyer color card of thread shows various 
colors from the sober blacks up through 
the whole group of spectrum shades. 

Three new men have recently been 
added to the sales force so that New Eng- 
land and the Middle Western customers 
can be properly served. Export demand 
has noticeably increased during the last 
few months. Automatic machinery plays 
its part in production and makes possible 
the large output required of the many 
varied industries which this company 
serves. 





Carl Huntley with Woven- 
right 

Milwaukee, Wis.—In the letter from 
this city of December 9, under the caption 
“Change at Everwear,” it was stated that 
Carl Huntley, who had resigned was “now 
with the Interwoven Company.” This 
was a mistake, as Mr. Huntley, on leav- 
ing the Everwear Hosiery Company, be- 
came affiliated with the Wovenright 
Knitting Company of Cleveland as sales- 
manager. 
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FOR QUALITY 


SERVICE SHOES 


“Rock Oak” 


Through the ages leather has well 
played its part in caring for the 
feet of man. Substitutes have 
been tried, but the test of genera- 
tions has proven the superiority 
of leather as a foot covering. 


This superiority is reflected in the 
better shoe of today. Now, more: 
than ever before, shoe buyers are 
examining carefully the quality 
of the leather as well as the style 
of the shoe. Their first concern 
is the sole. Their shoe must be 
built upon a solid leather founda- 
tion—a foundation that gives 


maximum wear. 


The shoe manufacturer who builds 
for the future looks first to his 
bottoms. He knows that only a 
quality service shoe and not a 
cheap selling shoe can make his 
business secure. 


For nearly forty years the stamp 
“Rock Oak” has been found on 


the soles of quality service shoes. 


A letter to any of our sales offices 
will bring you a sample of this 
superior sole leather. 


Rock Oak is 


“Founded on Integrity.” 


The AMERICAN 
OAK LEATHER 
COMPANY 


CINCINNATI 


Chicago St. Louis Boston 















BROWNDilt SHOES 
AT THE CONVENTION 


Once annually the progressive retail shoe merchants 
of America assemble at the N. S. R. A. Convention to 
to get an individual “check up” on the results of their 
year’s work. 


Seldom, if ever, does a visitor to this Convention fail to 
carry back to his own business, ideas which repay him 
many times for the time and expense. 





As one of theworld’s largest'shoe manufacturers we will 
be there to cordially receive you and show you by com- 
parison the outstanding value of BROW Nbit Shoes. 


Visit our display early and have your mail addressed, 
care Brown Shoe Company, Coliseum, or Room 401 
Morrison Hotel, Chicago. If traveling through St. Louis, 
don’t fail to visit us at headquarters. 


WWW Vos GounQarng, 


First Successful Shoe Manufacturer in St. Louis 
Founded 1878 





A the fign of 
: Brown! Shoes 
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CONNOISSEURS OF STYLE 


are the wearers of Brennan Shoes. Enjoying Fashion’s 
latest leathers and lasts on the most popular patterns, 
and containing a service rarely met in shoes of such 
distinguished lines. 

Dealers selling Brennan Shoes enjoy the distinction of 
the “‘better store” class. For “Highest Quality and 
Soundest Value” is the message each shoe bears, to 
make business profitable for you by adding constantly 
to your list of satisfied customers. 


We invite your attention to the model shown here. 
Obtainable at a price that means profitable sales. 






T Tan Calf, No. 5 
Foxed Oxford, Wing 


Tip and Foxing, Sin- 
ge, Sole, Wingfoot 
ubber Heel. 


Also in Tony Red and 
Tony Black Calf. 


Four weeks delivery. 





Manufacturers of 
poston orFicE ~MEN’S FINE SHOES 
MARBRIDGE BLDG. AND MEN WHO KEEP YOUNG 


Factory and 
Main Office 


RANDOLPH, MASS.' 


The Bot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements. 


weal 


a Bere 
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$1000 for you 


or anyone who can show 
or prove by any test, 
chemical or otherwise, 
that CLICO Soles are 
not 100 per cent pure 
Ceylon crepe rubber. 


We use only specially se- 
lected Ceylon rubber in 
Clico—not the ordinary 
run of the market which 
varies in quality. 


Printed Specifications 


Printed specifications for ce- 
menting and stitching gladly 
furnished. For best cement- 
ing results we recommend our 
special CLICO Adhesive. 





The Ultimate Sport 
Sole 


vied Made of 


women (CLICO 


and 
R curronn coy. 


Children 


Pure Ceylon 
Crepe 
Rubber 


Because 


Clico has a fine, firm, close grain, which not only looks 
better, but also permits perfect cementing and stitching. 


Clico is not thick, bulky, or clumsy looking. 


Clico will not come off the shoe when worn. 





Clico will not ‘‘squash out”’ or curl around the welt. 


Clico is 60 per cent lighter than common rubber soles— 
30 per cent lighter than leather, and will float. 


Clico is made in single or two units. 


Clico is the longest wearing—most resilient sole ever 
produced. 


The Ideal Sole for Children 


Nothing ever produced is so ideal for little folks. Most 
elastic—soft, light, and absolutely non-slipping. Can’t 
scar furniture or polished floors. 


Don’t Delay Ordering 


The demand for CLICO is so great that no 
time should be lost if you want to have the 
very latest improvement in sport shoes to 
delight your trade next spring. 


The Clifford Company 


Also Makers of Ace Rubber Heels 
Boston Mass. 


185 SUMMER STREET 
Opp. South Station 
St. Louis Representative: R. M. HEUCHAN, 1627 Locust Street 


The Boot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisements 
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If a Customer Hesitates, Suggest Rubbers 


Last Minute Shoppers Ofttimes Wish the Practical Christmas Gift—In This 
Category, Galoshes, Both Staples and Novelties, Also Rubber 


T is no doubt a fact that retail shoe 
stores and shoe departments the 
country over have long ago featured 

rubber boots and galoshes as desirable 
1922 Christmas gifts for the young and 
old. The public doubtless is, or should be, 
aware by this time that you sell this 
merchandise, as you have featured same 
in your windows, perhaps with a fireplace 
background around which hang the 
beloved Christmas stockings, stuffed from 
top to toe, and on the floor, just beside the 
hearthstone, have been rubber boots for 
Tommie or Susie which Good Old Santa 
has just delivered; or you may have hung 
boots and galoshes on your window 
Christmas tree, or otherwise surrounded 
them with the Christmas gift atmosphere. 

You have announced so many times— 
“Do Your Christmas Shopping Early”— 
and yet, there is the last minute shopper, 
whom we always have with us—whether 
it is for the excitement of waiting until 
the eleventh hour or a lack of ideas, who 
rushes into your store in the “last car to 
Christmasville,” looks hurriedly around 
and says, “I want something in footwear 
for the children; or for my husband; or 
my woman friend—not too high-priced.” 
Perhaps she does not say this in so many 
words, but she seems a bit in doubt as to 
whether or not she has completed her 
purchases in your store and hesitates. 
Then the wise salesman knows that the 
psychological moment to suggest rubber 
footwear as a Christmas gift has arrived. 


Boots Universal Sellers 


Rubber boots for the little folks and the 
big folks are national favorites, for there is 
no moist clime too warm nor too cold for 
them. Given precipitation in sufficient 
quantities and there’ one finds a need of 
rubber boots. Of course, cold storms with 
ice and snow increase the need for boots, 
and so those who live in the zones where 
winter is expected to make possible the 
use of many tons of fuel are customers for 
boots and other footwear protection in 
proportion to the amount of frigid blasts 
and precipitation with which they are 

Big Year for Gaiters 


This year, more than ever before, there 


“is a big opportunity to sell galoshes — for 


women and children,—yes, and the men, 
too, have put on overshoes this season 
earlier than ever before. No longer is it 
considered a sign of approaching middle 


Boots Make Extra Sales 


age or senility to don galoshes with the 
advent of the first cold days. It is the 
fashion to wear galoshes. It is a fact that 
the average man prefers the low shoe and 
wears it the year round, hence the neces- 
sity of galoshes, and as he does not intend 
that his sisters are going to eclipse him 
altogether in the galosh-wearing fashion, 
and moreover seeing the practicability 
of the style, he simply “snaps” on his 
galoshes just as frequently almost as does 
the woman. ; 


Ladies Like Galoshes 


But of course, the ladies are the “high 
stylists’’ when galoshes are mentioned. 





Retail Stocks are Short 


We have stated before that retail 
stocks of rubbers the country over are 
short. That this is a fact is proved 
by the rush of orders to the rubber 
jobbers with every new snow storm 
that hits a particular area. Fore- 
warned is forearmed. If the retail 
shoe merchant feels that he is going 
to be short on sizes or kinds of boots 
or galoshes; or if he is already short 
he should at once consult his rubber 
footwear salesman, who will counsel 
him correctly as to his needs. 














There is a wide variety to offer them this 
year in the novelty range and, too, many 
of the fair sex prefer their own way of 
being novel, and so buy the staple four 
buckle; then fasten only one buckle, and 
turn them down over the top. The writer 
has not observed the turning down of 
rubber boot tops as yet, but it is possible 
that some of the young ladies may prefer 
to do this rather than to take the new 
designs which are real improvements on 
the rolled over tops, unbuckled and flap- 
ping boots and gaiters of last year. But, 
what a woman may or may not do is 
beyond the anticipation of mere man, be 
he even the most keen student of feminine 
caprices. With longer skirts, say of six- 
inch clearance from the ground, one 
would naturally suppose that the lady 
would wear her overshoes buckled, but 
an exception to this rule was recently 
noted; this youthful person was perform- 


’ ing quite a gymnastic feat, it is true, but 


it wes all for sweet style’s sake, and so she 
really seemed to enjoy walking in a pair 


of four-buckled overshoes, every buckle 
of which was unfastened, and as to her 
skirt, part of it was inside the tops of 
the boots and some of it fell almost to the 
ankles in front; as to the back, it wobbled 
around, sometimes over the back of the 
galosh and sometimes catching inside. 


Staple Four-Buckles Favor ites 


A recent survey, however, reveals the 
fact that, although the novelty gaiters of 
many varities (although in not quite 
such a fearful and wonderful assortment 
as a recent issue of a Boston daily de- 
scribed them) are selling well, the staple 
four-buckle galoshes lead in the number of 
pairs sold and worn, and women who 
seem to pay the most attention to their 
costuming, wear their four-buckled arctics 
fastened. 


“Preventive’’ Medicine for Misleading 
News 

Apropos of the misleading news item 
on women’s gaiter styles, a leading rub- 
ber man wrote to the editor of the daily, 
pointing out to him the errors in this 
dispatch and showing him where he had 
made a mistake in all four of his points, in 
other words, that his story was all wrong. 
But here is where some “preventive 
medicines’ might have been applied. The 
newspaper rubber shoe style writers and 
commentators should receive and be in- 
structed to gather their information from 
some one or more merchant authorities in 
their various towns or cities. There is an 
old saying that “An ounce of prevention 
is worth a pound of cure,” which applies 
to news items about rubber footwear, as 
well as to the efficacy of protecting one’s 
health by the wearing of rubber footwear. 


Goodyear’s Heel Business 
’ Increases 50 Per Cent 


“‘Goodyear’s rubber heel business will be 
50 per cent greater for 1922 than it was in 
1921,’ said K. W. Wolcott, manager of 
the sole and heel department of the Good- 
year Tire and Rubber Company, in a 
recent interview. ‘‘No better indication of 
the increasing public regard for rubber 
heels can be had than the improved 
business reputable manufacturers are 
now enjoying,” he continued. 

“It is conclusive proof that quality 
heels are here to stay and their popularity 
will increase just as cheap inferior heels 

(Continued on page 101) 
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STARBUK 


In White 
and 14 Beautiful 


Let STARBUK help to 
make your line of sport 
shoes the talk of the town 
next spring. 


From our broad range of 
warm and delicate colors, 
you can originate styles that 
delight the most exacting. 


The saving in price you can 
offer will be especially ap- 
preciated. 


Colors 


No. 42 
HAZEL 
Ne 29 
TEAK 
No. 9 
SILVER 
No 45 
PANTHER 
No. 50 
CATHAY 
No. 20 
BEIGE 
No. 40 
MALACCA 
No 35 
FILBERT 
No. 31 
NUDE 
No. 23 
BEAVER 
No. 33 
BOBOLINK 
No. 30 


MOUSE 


Tolman, Dow & Co., Inc. 


174 Lincoln Street, Boston, Mass. 


GREATER N. Y. ST. LOUIS, MO. 
Mr. Charles L. Kirk | Mohr-Holiers Sales Co. NewCastleLeatherCo. T. M. Fitzgerald § Co. 


ROCHESTER, N. Y CINCINNATI, OHIO 


22 Andrews Si. 202 E. 7th St. 


100 Gold St. 


December 16, 1922 











Lunn & Sweet (0. 
of 
cAuburn, Me. 


are showing this model in 
their Spring sample line | 
with marked success. 


Vamp and Quarter of 
White STARBUK 


Contrasting Overlays of 
Beige STARBUK 





1602 Locust St. 
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Leather Sales Show Fair Volume 


HE general volume of leather 

business is fair but shows no par- 

ticular change from a week ago. 
The men’s shoe centers are buying more 
leather than the women’s. The novelty 
era in women’s footwear makes the 
women’s shoe so far from staple that 
manufacturers are not inclined to stock 
up on leather far ahead of orders. 


Sole Leather Active and Firm 

The sole leather market has shown 
more activity than upper leather. The 
prices are firm and tanners maintain that 
they should have to name even higher 
prices for sole leather based on the present 
prices of hides. Prices have not been 
advanced on sole leather for a number of 
weeks although tanners are not disposed 
to take any business below the market 
quotations. There is more stability in the 
leather markets than there was a year ago. 
More than ever is noticed the absence of 
the bargain stocks which so upset the 
market last year. Shoe manufacturers 
who stocked up with leather at that time 
which was being liquidated by the banks 
cannot find any such bargains at the 
present time. 

Calf Leather Market Quiet 

The calf leather market is quieter than 
it has been for some time. There is some 
leather moving all of the time but the 
demand is not as sharp as it should be to 


clean up the receipts from the tanneries. 


Heavy calf leather is still in great demand, 


the top selections being held at from 48 to 
50c per foot for the leading colors. Me- 
dium weights bringfrom 42 to 45c, and the 
lower grades around 30c per foot. There 
is still quite a lot of cheap calf leather on 
the market which can be taken up at 
prices ranging from 18 to 30c. There is a 
good call for suede calf, the better selec- 
tions being offered at 55 to 65c per foot 
for the leading colors. 


Side Leather Business Fair 


The side leather market is about on a 
par with calf leather so far as demand is 
concerned. The demand is better for 
heavy leathers which go into workingmen’s 
shoes. The top grades of chrome bring 
from 28 to 32c per foot. Veals and elk are 
quoted all the way from 22 to 32c per 
foot. The better grades of colored buck 
are quoted from 40 to 42c and white buck 
from 33c to 38c with a fair call for both. 
There is a considerable call for snuffed 
chrome sides at prices ranging from 20 to 
28c. Also, for retanned sides, the prices 
ranging from 23 to 30c. 


Patent Leather Volume Still Large 
The call is not as strong for patent 
leather as it has been although the ag- 
gregate volume is large. Prices are firmly 
maintained. The top selections of patent 
kids are offered at 48 to 55c per foot. 


Sides are quoted at 45 to 50c for No.1—40 
to 45c for No. 2—35 to 40c for No. 3 
grades. The cheaper lines of patent 
leather are quoted at from 22 to 28c per 
foot. The best grades of patent kid bring 
from 55 to 70c per foot. Some tanners 
are still behind on their deliveries. They 
are, also, sending considerable abroad at 
this time, particularly to Spanish speak- 
ing countries. 
Kid Tanners Expect Improvement 

Tanners -of glazed kid report a fair 
business but expect improvement after 
the first of the year. The demand now is 
heavier on medium and poor selections, 
although there is a fair call for top grades 
of colors which are quoted at from 75 to 
85c per foot. The choicest white brings 
90c. 


Another New Leather 
Development 


There is a strong indication that gray 
will again be prominent in shoe colors for 
next spring. Gray will probably vie with 
the wood shades of brown for popular 
favor. 

A new development in gray leather is 
“Platinum Gray” by Carl E, Schmidt & 
Company of Detroit. ‘Platinum Gray” 
is a smooth finished calf in medium dark 
shade and can be used in all-over effects or 
in combination with other leathers. 
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VAUGHAN’S IVORY SOLE LEATHER 
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combinations in sport and dress footwear. 

Whites, especially, will enjoy marked popu- 
larity. VAUGHAN’S IVORY SOLE LEATHER, 
in conjunction with colored:upper leathers and fabrics, 
will serve to help sell many pairs of white shoes. 


‘Te spring season will bring new and beautiful 


By a special process of tanning, VAUGHAN’S 
IVORY SOLE LEATHER is made white from sur- 
face to flesh side. The smooth and highly polished 
edge needs no pigment, and will not crack. 


In making plans for next season’s line, be sure and 


make VAUGHAN’S IVORY the sole stock for 


your whites. 


GEORGE C. VAUGHAN 


TANNERIES AT PEABODY, MASS. 
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If a Customer Hesitates, 
Suggest Rubbers . 


(Continued from page 97) 


+ will decline in public favor. The Good- 
year Company has been making rubber 
heels for over 15 years, during which 
time its production has increased steadily. 

“In time of depression the manufacturer 
of cheap shoddy heels has his opportunity. 
A declining market is made for him. He 
can buy his supplies at falling prices, 
while the big manufacturer has usually 
contracted for raw materials at the peak. 

“For a time he meets with fair success, 
but with rising prices of raw materials 
he has either to raise the price of his 
product or cheapen its quality. He can- 
not successfully do the former, for he has 
to face a price situation in which the 
quantity manufacturer dominates because 
of greater purchasing power. Obviously 
the quality of his product must suffer and 
no business can live on that basis.” 


As To Price Increase 


In reply to a question on possible price 
increases, Mr. Wolcott said, “Crude rub- 
ber has increased in price during the last 
two months from 14c a pound to 2614c 
today. It may even advance farther in 
the opinion of some authorities. However, 
we have guaranteed prices to manufac- 
turers till May 1, so no immediate increase 
is contemplated. 

“‘Needless to say, of course, the quality 
of the Goodyear product will be main- 
tained.” 


Axi increase in public demand for 
Neolin soles, popular brand made by the 


Goodyear Tire and Rubber Company, is 
announced from Akron. 

“From its introduction Neolin has 
steadily gained in the affections of the 
public,” says Thomas Dabney, assistant 
manager of sole and heel sales. 

“The good serviceable wearing qualities, 





PHILLIP WEINSTEIN 


the Classic Shoe Company, 
2 married on on November 4 lo Miss Fine Cecilie Goo. 
to Palm Beach ai lami. Mr. Weinstein has 


pan» 


which have distinguished it, have firmly 
established its popularity. With the ris- 
ing cost of leather we have every reason 
to expect more than the normal increase 
in Neolin business. 

“A policy of continual experiment with 
the product and its steady improvement, 
taking advantage of the many new dis- 
coveries being made in compounding, pro- 
duction methods and curing, has been 
maintained with gratifying results. 


Recent Rubber Quotations 


Para—Up-river, fine 
Up-river, coarse......... 


Caucho Ball, upper 
Caucho, lower. . 
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TYLISH STOU' 
OuT SIZES 
TRADE a Pt 


Reg. U. S. Pat. Off. 








EEEEE Width 
The Widest Available in Ready-Made Footwear 


IN STOCK 


ST MTT TTT TTT TT) 


B13—Black glazed 
kid, “outsize” top, 
61,-in. height, Good- 
year welted sole, long 
arch supporting coun- 
ter, broad leather heel. 
Reinforced steel arch 
supporting shank. 


Stocked EEEEE 
width only. Sizes 314 
to 12. 


Price $6.50 
Note: 
B84, and 9.. . 35c. extra 
9% and 10. 50c. extra 
10% and 11. T5c. extra 
114% and 12. $1.00 extra 


Carried for the con- 
venience of women 
who would other- 
wise becompelled to 
wear men’s shoes. 


a ROCHESTER, N. Y. 


506 Security Building 
Chicago Office: 159 w. Madison Street 
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PHILADELPHIA 


Industrial Situation Vastly Improved 


Labor Shortage, Both Skilled and Unskilled, Noted; Style 
Factories Show Good Volume 


ioaee strides are being made 
_4 towards improvement in industrial 
conditions in Philadelphia.‘ Building oper- 
ations, both residential and commercial, 
are increasing month by month. The 
metal trades and the paint and drug indus- 
tries are working to capacity. Textiles are 
getting back to full strides. Where a year 
ago unemployment reached slightly more 
than 100,000 there is today an acute short- 
age of both skilled and unskilled labor. 

Probably the most marked recovery 
from the business depression is seen in the 
building trades. In November, 1558 op- 
erations were launched, involving an esti- 
mated expenditure of $11,416,730. For 
the first eleven months of this year the 
number of building operations totaled 
21,394 with anexpenditure of $106,913,680. 
Approximately 10,200 two-story houses 
were started during the year. 


Realty Prices to Stay High 


So far as the acute shortage of houses is 
concerned the building crisis was passed 
some time ago. The demand for addition- 
al dwellings, however, continues strong. 
Large operations involving apartment 
houses and business structures have been 
more numerous than ever before. 

The price of houses is still high, due 
chiefly to the high cost of labor and ma- 
terials. Land is also bringing more than it 
ever did before in Philadelphia. While 
these prices may not continue indefinitely 
the consensus is that there is little likeli- 
hood of the return of pre-war real estate 
prices. 

Big Labor Shortage Noted 


In November, 1921, unemployment was 
in excess of 100,000. Today there is a tre- 
mendous shortage inboth skilled mechanics 
in the building tradesand in common labor. 
The shortage in the building trades 
especially noticeable in the ranks of brick- 
layers, plasterers, and carpenters where 
prices have raced up to great heights. 
Common labor in construction work, as 
well as in the metal trades, is scarce and is 
bringing high prices. 

The leather trade is holding up well. 
Sole leather dealers report a fair volume of 
business coming from the factories, in spite 
of the fact that the annual stock-taking 
period is approaching. The findings trade 
is rather dull as the repairmen have been 
idle for some time as a result of the mild, 
dry weather, the cheap shoes on the mar- 
ket, and the fact that there are too many 
cobblers. Glazed kid tanners report their 
plants running anywhere from 50 to 85 
per cent capacity, with one or two operat- 
ing 100 per cent. Shoe factories, both 


those working on moderate priced shoe 
and those making high grade shoes, seem to 
to be comfortably busy. 


Laird-Schober Plant Busy 


Laird-Schober and Company report 
their factory is abnormally busy working 
both on at-once goods and on spring shoes. 
In the conservative welts this firm is stick- 
ing close to straps and oxfords. In the 
fashionable welts the demand is for strap 
and for small tongue pumps. In the fash- 
ionable turns straps and oxfords with open 
work are popular. Circular vamps are 
good on plain slippers, to be worn with or 
without buckles. Moderate-sized tongue 
effects are in great demand. Evening slip- 
per styles follow along the same lines, ex- 
cept for the elimination of the open work 
oxfords. The sport effects are all in welts. 
Semi-brogue finishes with wing and 
straight tips are being asked for. Novelty 
in-step saddles are popular. Plain leathers 
—gun metal, patent, and kid—are being 
used in conservative shoes. This firm is 
keeping its prices down in spite of the re- 
cent advances in sole and upper leather. 
It is of the opinion that before many 
months the raw material will weaken. 


Tongue Patterns Selling Well 


J. & T. Cousins report tongues selling 
very well. Sales of patent leather, suede, 
and satinrun way ahead of everything else. 
This firm has recently introduced a novelty 
shoe with a dark Russian vamp and a 
suede back to sell for $14. It is selling 
well. Good rhinestone and cut steel 
buckles are very scarce. This firm buys 
every six weeks to keep abreast of the fre- 
quent style changes. In men’s shoes this 
firm reports that the demand for Scotch 
grain is in excess of the supply. Sales of 
low shoes are about 75 per cent of total 
sales and high shoes 25 per cent. 


Scotch Grains Popular 


John Ward reports Scotch grain its best 
seller. Prices are $7, $8, and $9, all of the 
imported Scotch grain selling for $8 and 
$9. Plain toes and three or four rows of 
stitching are good. A novelty which is 
moving nicely is a plain tip with a seam 
down the middle. Patent leatner is selling 
well. The only button shoe which this 
firm still carries in stock is in high patent 
leather. The Philadelphia store of John 
Ward will be three years old next March. 
Sales this year are running 40 per cent 
ahead of last year. 

Strawbridge and Clothier’s department 
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store offers a line of ladies’ footwear for all 
occasions. To start the day they offer 
Chinese Mandarin slippers of hand-em- 
broidered satin in various shades at $3.50. 
For golfing there are chestnut brown Rus- 
sia calf oxfords with plain vamps. Soles, 
and spring heels are of Colombo rubber. 
The price is $10. For tailored apparel 
there are brogue oxfords of chestnut brown 
grain leather with heavy leather soles and 
military heels at $12.50. For the woman 
who rides there are chestnut brown or 
black domino calf boots, 16 inches high, 
for $30. For afternoon wear this store fea- 
tures tongue pumps with brown kid-skin 


‘vamps and brown ooze calf quarters and 


heel coverings for $13. Colonial dress 
pumps are featured in black satin brocade 
with Cuban-Louis heels and Colonial 
tongues at $16.50, with appropriate buckle 
at $23 apair. Black satin mules with baby 
louis heels and padded satin inner-soles 
are featured at $8. For stormy days the 
Pavlovo boot of rubber with rubherized 
cloth top, topped with fabric fur is offered 
at $5 a pair. 

Opinion differs as to whether or not la- 
dies’ high shoes will stage a come-back. 
Style experts say they see absolutely no 
sign of it while glazed kid tanners say they 


. believe high shoes will be worn much more 


generally by women a year from now than 
they are today, adding the comment that 
their business will not be good until the 
high shoe does come back. 


Straps Interfere with Lacing 
Trade 


Finders here report the lace business 
very dull as the result of the vogue of the 
strap pumps. Low lace shoes also hit the 
lace market very hard. Prices on cotton 
laces advanced 10 per cent recently and 
there is talk of further advances. 


Seasonal Goods Moving 


Laing, Harrar, and Chamberlin, pro- 
minent finders, report seasonal goods mov- 
ing. Slippers, boot socks, and over gait- 
ers are being asked for. Sport shoes are 
passing theough a seasonal lull, though the 
new shoes with the live rubber soles have 
shown some activity. 





Gulfport to Have New Shoe 
Store 


Gulfport, Miss.—The west room of the 
J. F. Payne Building on 14th Street is be- 
ing fitted up in first class style for an ex-., 
clusive shoe store which will be put in by 
J. E. Bufkin of Hattiesburg. Mr. Bufkin.is 
already a successful business man in Hat- 
tiesburg, having the same line of goods. 
An entire new modern plate glass front 
will be put in the store and other improve- 
ments added. The store will be occupied 
about February 1, 1923. 





104 


BOOT AND 








Where to Buy 


Women’s Shoes 

















BLEECKER STYLES 
Are the last word in footwear 
for stylish women 

Anat f sie 











Phillips-Cram Corp. 
Makers of 
Women’s Turn 
Slippers 
276 River St., Haverhill, Mass. 


207 Temes Street 








FERN APC POOR CO., Inc. 


Manufacturers 
Newburyport, Mass. 
Women’s Turn 
Comforts 
Boots & Slippers 
for the wholesale trade 














E.A.& M.C. Witherell Co. 
Manufacturers 
Women’s Turns 
Boots and Slippers 


Haverhill Mt ase. 


Boston Office 
Rice Bidg, Reom 406 








Makers of 
Hand Turn Novelties 
Ia All Leathers and Sati 
and onall the Latest Lasts 
Felstiner-O’Connell 
Shoe Co., Inc 


41 Washington St. 
Haverbill, Mass. 





aaa | FINE TURNS 
Novelties 


esndfe newest models. 
Hand Turn kid let tioe work 
rter—in all finest 








Haverhill. Mase. 
PUTT 





STOCKSRISSS — COM PANY | 








The WESTCOTT-WHITMORE CO. 
Syracuse, N. Y. 


Slippers and Novelties 
Write for Catalogue 
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BROOKLYN 


Factories Have Slowed Up 


New Business Smaller in Volume as January Style Show 
Draws Nearer—Staple Shoes Neglected 


EW business coming into the Brook- 

lyn factories showed a decline 
early in December, attributed largely to 
the approach of the style show in Chicago 
in January, which has had a tendency to 
delay the placing of spring orders to a 
great extent and to the slow movement 
of shoes in the retail stores because of 
adverse weather conditions. 

Some orders are coming into the in- 
stock departments for quick delivery. 
These call mainly for styled footwear, 
and outside of the orthopedic or comfort 
shoes, staples are neglected. 


New Comfort Shoes Selling Well 


The I. Miller & Sons organization re- 
ports extremely good business on their 
new comfort shoes, the ““Truwauk,”’ the 
orders on this shoe now running ahead of 
production. The company is planning to 
increase its facilities for producing this 
shoe within the near future. Already, in 
order to increase production, lasting 
rooms have been built over the garage 
and other space has been pressed into 
service. 

The George W. Baker Shoe Company 
is doing well with the ““Trail-Blazer,”” the 
comfort shoe endorsed by the Women’s 
Foundation for Health, and it is likely 
that production facilities of this plant 
will have to be expanded. 


New Ideas for Chicago Show 


Brooklyn manufacturers are somewhat 
reticent to disclose their plans for show- 
ing new styles in Chicago next month. 
Some of the leading producers here assert 
that radical changes in style are not 
likely to be made. At the same time it is 
apparent from the tone of conversations 
that individual manufacturers are work- 
ing out some new patterns to spring on the 
retailers at their convention. 


Evening Slippers Going 
Strong 

A good quantity of evening slippers 
are now going through the Brooklyn 
plants. Brocades, particularly in silver 
are strong in current production, al- 
though many of the producers here expect 
a shift to gold brocade for February and 
March selling. Some talk is heard of 
colored kids for evening slippers for next 
spring. Gold brocades are in scant supply 
at present, the manufacturers report, and 
prices have advanced fairly sharply re- 
cently necessitating some advances in 
shoe quotations. 

Satin slippers for afternoon wear are 
still strong, particularly in small tongued 
models. Most of the satins now being 
produced, however, are in blacks, the 
vogue for brown having subsided some- 
what. 





ATLANTA 


Retail Trade Much Better 


Last Week in November and First Ten Days of December 
See Record Business Done 


ETAIL shoe business in Atlanta and 

the Southeast during the last week 
of November and the first week or ten 
days of December was in the largest vol- 
ume of any similar period this year, with 
colder weather setting in and bringing 
about an unusually large revival of fall 
shoe demand. During the forepart of the 
fall season shoe sales were unusually poor, 
all things considered, because of the ex- 
ceptionally warm weather the section ex- 
perienced. 

Retail merchants state that business 
now is all that could be desired, and that 
their forces are keeping steadily busy all 
day long waiting on the trade that delayed 
its buying so long because of the warm 
weather. Holiday trade also is beginning 
to open up, and early holiday buying has 
been unusually good. 


Wholesale Business Better 


Twelve reports from wholesalers in At- 
lanta, New Orleans, Birmingham, Nash- 
ville, Knoxville, and other southeastern 
cities, received by the Federal Reserve 
Bank of Atlanta, show jobbing sales to 
have been considerably better during Oc- 
tober than September, with November 
sales still upward. The business in Oc- 
tober was about on a par with that of the 
same month a year ago, or possibly a little 
less, but November is expected to be better 
than November, 1921, when definite fig- 
ures are available. 

All jobbers and retail merchants report 
collections continuing to get better from 
month to month, both in actual amounts 
and in the percentage of outstanding ac- 
counts, with a fair proportion of bills be- 
ing discounted. Collections as a whole are 
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considerably better than they were at this 
time in 1921. 

Men’s shoes now are selling about 6 to 
1 with the highs leading, while women 
still are demanding the slippers in strap 
effects. 


Retail Firm Changes Name 


While the organization will remain prac- 
tically unchanged, the name of the Mon- 
teau-Maddox-Nash Co., retail shoe dealers 
of Atlanta who recently opened a store at 
122 Peachtree St., has been changed to 
the Stout Shoe Co. The location also 
will remain the same, and both Mr. Mon- 
teau and Mr. Maddox will remain with 
the company. Mr. Maddox was, for 
some years, manager of the juvenile de- 
partment of the Fred S. Stewart Co., 
and is onne of Atlanta’s best known shoe 
men. 


Big Findings Convention 
Held 


At the semi-annual convention of the 
Southeastern Leather and Shoe Finders’ 
Bureau held in Atlanta recently, leather 
and findings wholesalers from practically 
all southeastern states were present and 
reported jobbing business as having stead- 
ily improved the past two or three months, 
with the outlook for 1923 business unusual- 
ly good. In fact, most of the findings job- 
bers are rather expecting 1923—the early 
part of it at least—to prove an inflation 
period, but are not looking for the defla- 
tion period to follow as was the case in 
1920 and 1921 after the inflation period of 
1918 and 1919. They state conditions will 
be more stable. Several important ad- 
dresses were heard during the convention, 
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and there was a considerable discussion of 
the work of the association’s credit bureau. 
This bureau now has a salaried credit man- 
ager in sole charge, and it has done more 
to stabilize credit conditions for the find- 
ings and leather jobbers the past six 
months than anything they could have 
done. The meeting was held in the Hotel 
Ansley, Atlanta, for two days, presided 
over by David T. Feidelson, of the Empire 
Leather Co., of Birmingham, Ala., and 
president of the Southeastern Bureau. 


Merchants Backing New 
School 


Enrollment at the Atlanta Opportunity 
School, conducted under the auspices of 
the Atlanta Retail Merchants’ Association, 
is now in excess of 1,000, including largely 
clerks and retail sales people in the va- 
rious Atlanta stores. Established by the 
association about a year ago to help sales 
people improve their work due to a more 
accurate and technical knowledge of retail 
salesmanship, this school has proven unu- 
sually successful. It has grown beyond the 
scope of the association’s ability to handle 
without aid, and is also in charge of the 
Atlanta Public School system. Hundreds 
of Atlanta sales people are learning how 
to become better sales people by attending 
this school. 


Dunn Now with Chandler 


J. Dunn, for many years a retail shoe 
salesman in Atlanta, and formerly one of 
the owners of the Cown-Dunn Bootery, 
has joined the sales force of the Chandler 
Boot Shop, a new Atlanta store at White- 
hall and Alabama Streets. Mr. Dunn was 
previously connected with the Fred S. 
Stewart Shoe Co. for some time. 





LYNN 


Easter Shoe Jam Seems Likely 


Flood of Orders Expected after January 1 with Deliveries 
Not Later than March 15 


USINESS for 1922 is at an end, in so 

far as Lynn manufacturers are con- 
cerned. Books are being balanced for the 
year, and odds and ends are being cleared 
up. Employees are having Christmas 
parties in the shops. 

Planning for 1923 goes on merrily, and it 
looks like ‘‘Fair and Warmer”’ for Lynn’s 
footwear industry. 

That buyers, especially retail shoe 
merchants, are holding back orders for 
Easter shoes is the common story. Most 
buyers, so holding back orders, say they 
will buy right after January 1. 

Manufacturers point out that Easter 
shoes will have to be delivered on or about 
March 15. So there qill be scarcely more 
than ten weeks for making the shoes. A 
jam of Easter shoes is ahead. 


Lasts for 1923 


Edric Taylor, of McNichol, Taylor, 
Inc. last makers, says lasts for spring 
shoes, made in Lynn, will be about as 
follows— 

Sport lasts—6-8 heels, broad toes, 314 
inch vamps, for fibre or leather sole 
oxfords. 

Dress sport lasts—10-8 heels, medium 
toes for leather sole oxfords. 

Dress lasts, for street shoes, turns or 
McKays, 16-8 heels, 314 inch vamps, and 
medium narrow toes. 

Also, dress lasts, for welts, will corres- 
pond to turn and McKay dress lasts, 
except that heels will run a trifle lower. 
Shanks of such lasts will be shapely, and 
edges of soles will be trimmed snug and 


SHOE RECORDER 











Where to Buy 


Men’s Shoes 

















“qctmes ooinetih 





























ABOVE . ALL 


FOR MEN 


who care to dress 
well “eff e# « 
T. D. Barry Co. 


Brockton, Mass. 











NETTLETON 
Shoes of Worth 


A. E. NETTLETON CO. 
Syracuse, N. Y., U.S. A. 


.MEN’S FINE SHOES EXCLUSIVELY 


























106 








Where to Buy 


Men’s Shoes 
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close. Wood heels will be used on these 
dress welts. 


Straps and Dress Oxfords 
Selling 


Murphy, Gorman & Waterhouse are 
selling straps, chiefly one and two straps, 
and dress oxfords. Strap pumps show 
heels of full Louis style, as high as 18-8. 
Materials are satin with patent trimmings, 
satins with dull calf trimmings, and all 
patent and all suede shoes. A popular 
pattern provides for a strap that is carried 
in a fan across the side to the shank of the 
shoe. 

Dress oxfords show suedes, brown and 
grey, with trimmings. Heels on oxfords 
are down to 13-8 and 18-8. 

Some small tongue pumps there are, 
too. Many of these pumps may be trimmed 
by a buckle, in the retail store. 

Also, Murphy, Gorman & Waterhouse 
are showing samples of sport oxfords, as, 
for instance, a patent shoe, with a sport 
grey calf, tip and saddle. 

As an incidental of the trade, Mr. 
Gorman, of Murphy, Gorman & Water- 
house comments on large sales of No. 9 
and No. 10 boots that his firm is making. 
The bulk of its business is on pumps and 
oxfords. It added No. 9 and No. 10 
sizes to its boots in the fall, and they are 
selling in larger numbers than the firm 
ever expected. 


Patents, Suedes and Kids for 
Spring 
At the factory of Mitchell, Caunt Com- 
pany they are making one strapsof patents, 
suedes and kids for spring, and sport and 
street oxfords of brown calf and suede. 
One new shoe shows a patent vamp and 
a brocade velvet quarter. 
Also, the firm is pleased with the way 
its wood heel shoes are selling for 1923. 


Wood- Heeled Mec Kays Added 


At the factory of the Travers Shoe 
Company they are working chiefly on one- 
straps for spring. They are adding wood 
heel McKays to their production. They 
have small tongue pumps, new sport welts 
and, also, new samples of white shoes of 
leather and fabrics. 
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At the pattern shop of “Sanborn, of 
Lynn, Inc.” one-strap pumps appear to be 
the leaders for 1923. New work is on 
sport oxfords. Evidently, shoe manu- 
facturers are trying to get something 
strikingly new for sport wear. 

Some Lynn firmsare workingoncrimped 
vamp blucher oxfords for spring. The 
vamp and tongue will be of one piece, and 
the crimp will be straight up the front. A 
crease some might call it. 

The crimp is made either by new attach- 
ments on the familiar crimping machine 
or by ironing the shoes on a form which 
has a crimp mold from its toe to its cone. 


More Room for Business 


Ralph Bauer, president of the Chamber 
of Commerce, signed last week a con- 
tract for the construction of an ocean 
front hotel in Lynn. One idea in this is to 
provide attractive quarters for buyers 
visiting Lynn. The building will cost 
$3,000,000. It will be of the country club 
style. 

Figures for 1922, prepared by the Lynn 
Chamber of Commerce, show grand 
totals which prove that Lynn has done a 
large volume of business, and has pros- 
pered. 


Dagyr Block Sold 


The Dagyr block has been sold to the 
Boston Machine Works, who now occupy 
it. This company makes stitching room 
machines, such as devices for folding, 
cementing and pressing seams, and em- 
bossing machines. It will expand. its 
business. The Dagyr block is named for 
John Adam Dagyr, the patron of Lynn 
shoemaking, and honored as the man 
who first put style in American shoes. 


_ That was way back in 1770. Which is one 


instance to show why Lynn is called ““The 
Mother of American Shoemaking.”’ 
“Charles A Coffin Foundation’ (12 pt.) 
The shoe trade has an interest in the 
“Charles A Coffin Foundation,” a fund of 
$400,000 set aside by the General Electric 
Company because Charles A. Coffin, in 
whose honor the Foundation is named, 
was formerly a shoe manufacturer of 
Lynn. Some old time buyers may re- 
member placing orders with him. 





NEW YORK 


Rubber Sales at Record Peak 


Snow, Followed by Slush, Does the Trick and Begets Demand, 
also, for Men’s High Shoes 


OLDER weather, snow, slush and 

sleet helped the shoe trade here at 
the opening of December to some extent. 
It stimulated the sale of rubbers to record 
figures for the fall season so far and gave 
the first impetus to the movement of 
galoshes and the new varieties of boot- 


topped rubber footwear. Coincident with 
the snow fall of December 7, many de- 
partment stores announced special sales of 
galoshes, the prices in most cases ranging 
around $4.50 a pair for four to six buckle 
arctics. 


The bad weather also brought forth a 
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demand for men’s high shoes, that caught 
some retail merchants short of stock. The 
high shoe demand was extremely spotty. 
In the downtown shoe stores a thriving 
business followed the first bad weather, 
but the stores in the outlying sections, 
according to some of these retailers, 
failed to note much of an increase in 
business. 


Sales to Women “Slow to Fair”’ 


Sales of women’s footwear are charac- 
terized as slow to fair, with only a few 
exceptional cases of good business being 
reported. As hitherto this fall, novelty 
shoes have been the best sellers, and the 
demand for staples has been less, in pro- 
portion, than usual. 

One of the saving graces for the retail 
merchants who handle shoes exclusively 
has been the side line business. Sales of 
hosiery in shoe shops is decidedly on the 
increase, the shoe merchants report, and 
many of them have done from 50 to 100 
percent more business in these departments 
than they did a year ago. Boudoir slippers, 
particularly of the better grades, also 
have been selling well in the shoe stores 
and in the department stores. Buckles 
also have been a source of good profit for 
those retail merchants who have merchan- 
dised them properly, and two of the chain 
stores here, Hanan & Son and the Adler 
stores, report success with their recently 
installed glove departments. 

Little business is reported in the form of 
gift coupons or merchandise certificates in 
the shoe stores this year. 


Straps by No Means Dead 


In women’s shoes a fairly wide range of 
style is considered “good” at present. 
Most of the Fifth avenue shops report 
tongued pumps leading in sales. Senti- 
ment on tongues, however, is wavering 
slightly. Retail merchants here are afraid 


that manufacturers will introduce some 
new style in January, that will lessen the 
style value of tongues. So far, however, 
there has been no rush to cut prices on 
tongued models in efforts to unload. 
Prices have been cut on the large tongued 
models, but these failed to gain public 
favor earlier in the fall. Strapped shoes 
are by no means dead, particularly in the 
dressy afternoon and evening types. 


New York Office and Sample 
Room for Gold Seal Silk 
Stockings 


For the greater convenience of visiting 
buyers the Philadelphia Knitting Mills 
Company, with headquarters in Philadel- 
phia, have opened offices at 1270 Broad- 
way, New York City. The sample room 
maintained at this address invites in- 
spection with a full line of Gold Seal Full 
Fashioned Silk Stockings. 

Mr. A. Lowenburg has been appointed 
Resident Manager in charge of the New 
York Office. Mr. Lowenburg has been 
with the Philadelphia Knitting Mills 
Company for twenty years and is well and 
widely known in the hosiery trade. He 
will be greeted as a friend of long standing 
by many of the buyers who visit the new 
offices at 1270 Broadway. 


Morris Abrams Not Bankrupt 


The following statement has been 
issued by Morris Abrams & Son, retail 
shoe merchants of Plainfield, N. J.: 

“We have been advised by several of 
the manufacturers that we deal with that 
they are under the impression we are in 
bankruptcy and we wish to advise them 
that the party who. is in bankruptcy 
is a small shoe repairing man, bearing the 
name of M. L. Abrams and has no con- 
nection whatsoever with Mr. Morris 
Abrams and he is trading under the name 
of West End Shoe Shop.” 





BOSTON 


Hub Merchants Are Clever Advertisers 


Shoe Stores Recognize Big Opportunities in Christmas Gift 
Footwear and Accessories and, Best of All, Let 
the Public Know about It 


VISIT to any of the shoe stores or 
shoe departments of the Hub, or its 


environs; a glance at the windows; or a, 


reading of the daily papers; all convince 
the observer that merchants, their buyers, 
managers, window trimmers, sales force— 
in fact, everyone from the errand boy up, 
are all very alert to the fact that Christ- 
mas trade belongs to them as much as to 
the toy or jewelry merchant. As a result, 
a tremendous Christmas business is being 
done on slippers for men and women; on 
hosiery; and on buckles; spats have moved 


well, so have shoes, especially for the little 
folks; the soft soles for babies; skating 
shoes for boys and girls; as well as foot- 
wear for sport and school, and party, too, 
for that matter. 
Resultful Slipper Gift Publicity 

A distinctive, and resultful slipper gift 
ad was recently inserted by the shoe 
department of A. Shuman & Co. (Jordan 
Marsh Company, proprietors). The A. 


Shuman & Co. store is conducted as a 
store for men, a separate store in a sepa- 
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Boys’ Shoes 
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Where to Buy 


Children’s Shoes 
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rate building. The prices ranged from 
$1.85 to $5.00 and portrayed eight types of 
kid, calf, red goat opera, tan kid Romeo, 
tan kid Faust, brown calf cavaliers, soft 
kid Pullman, with pac sole, guaranteed 
men’s comfy’s, semi-high felt slippers, 
house moccasins, soft and flexible, and 
men’s soft brown vici kid opera slippers. 
Each slipper toe four on either side of 
copy pointed to the “story” of price and 
description. The ad was headed in big 
type “Slippers.’’ Underneath in small, 
but readable type, “A personal gift which 
a man will put on proudly and wear 
willingly.” 

But $1.85 was not the lowest price for 
slippers, for shoe departments and shoe 
stores of good grade “beat the cheap 
stores to it’’ by selling certain makes and 
sizes of felt slippers even as low as 85 
cents. 

Women’s Christmas slippers came in 
for a goodly share of advertising, so did 
children’s. A line of boy’s felt slippers 
with leather soles and rubber heels, sizes 
21% to 6 sold well at $1.29 the pair. 


Dr. Reed’s Merchandises Hosiery Weil 


And as to hosiery, this is attractively 
displayed as gift propositions everywhere. 
One of the shoe stores making a very 
strong and successful appeal for Christmas 
hosiery business is the Dr. Reed Cushion 
Sole Shoe store. This store commenced 
its Christmas hosiery gift publicity early, 
and as a result, the public has been buying 
hosiery for Christmas way back in 
November. 

The hosiery department at Dr. Reed’s 
store is divided into two sections, one on 
each side of the door. A sign near the 
section on the left hand side, hung just 
high enough so that it cannot fail to be 
seen, reads, “A Fine Present—Three 
Pairs of Men’s Pure Silk Hose for $2.75 
in a Christmas Box.”’ On the other side 
of the sign, the wording was, “Men, Ask 
to See Our Christmas Gift Hosiery.” © 


Attractive Publicity 


A special appeal was made to the men 
folks, as so many men buy shoes at this 
store, and it was reported that “Men’s 
shoe business has been remarkably good.” 
Another sign read, “If in doubt, give 
stockings. A large variety of styles. Best 
Values in Town.” Still another notice, 
“Special Prices on Advance Orders” and 
this special price will be given right up 
until the day before Christmas. The 
saving to the customer averages about 30 
cents. If the customer buys a single pair, 
the box costs five cents, but if three pairs 
are bought, the box is given and a saving 
of about 12 per cent on the regular price is 
effected. 

Introducing Miss Bissonnet 

Miss Marie Bissonnet is now in charge 
of the hosiery department; she came to 
this store about the first of November, and 
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was formerly in charge of the hosiery 
department of the Priscilla Shop, Taunton, 
Mass. She was during the past summer in 
charge of the Priscilla Shop at Harwich- 
port, a summer resort on Cape Cod. 


A Hosiery Gift Folder 


Miss Bissonnet is a very clever young 
woman and has recently written the 
hosiery advertising matter for a little two- 
page folder which was mailed the first of 
December to all of the store’s customers; 
this booklet was entitled ““To Help You 
Solve a Problem.” It has a neat holly 
border and its cover told the recipients of 
this literature that ‘The thousand lures 
of Yuletide brighten every shop window 
and counter, as the cheery Christmas days 
come ‘round once more. To select the 
gift which is most acceptable, most ap- 
propriate, and most practical in its ex- 
pression of the true spirit of Christmas is 
the problem which this message will 
help you to solve.” 

One page of the booklet is devoted to 
Christmas hosiery for men and women 
and the opposite page to slippers for 
men and women—‘And by the way” in 
red ink, says that “Everybody appreciates 
such thoughtful, practical gifts as gaiters, 
shoe trees, spats, overshoes and shoe 
brushes.”’ 

Three Good Sellers 

Miss Bissonnet stated that three good 
selling numbers in women’s in silk and 
wool are: a plain stocking, a tuck stitch 
and a drop stitch—a tuck stitch stocking, 
she explained, is a plain stocking that is 
tucked just as a woman would tuck a 
waist; the drop stitch is one in which 
every 10th or 20th stitch is dropped. A 
ribbed wool number in black, brown and 


Ravy is good; there are a few sold in the 


lighter shades; gray and suedes seem to 
be staple, but the popular camel of last 
year is dead. One.of the newest stockings 
is a tuck stitch with and without clox, 
both in men’s and women’s; these are 
favorites in tan and white; chocolate and 
white, brown and gray and black and white 
combinations. 


Queen Quality Has Attractive 
Windows 

The windows of The Queen Quality 
Boot Shop, 158 Tremont Street, were the 
mecca of thousands of interested passers- 
by the past two weeks, through the very 
unique display of milady’s shoes of 1812- 
1820—when this particular store was a 
fashionable resident “Ye Olde Colonnade 
Row.” One of the shoes shown was a 
figured dresden satin, in blue, green and 
rose shades, interwoven with gold threads 
and adorned with an old rose flat bobw— 
the heels (which were exceedingly high 
for those days) look much like the baby 
Louis style, as we of the 20th century 
know it, except that its base is so small 
that a five cent piece covers it nicely; the 








-- 


7 FF VS 2 SS oF 





December 16, 1922 





heel’s toplift is hand-sewed. There is a 
side-laced shoe of white satin, with no 
heel, with sole resembling that of a ballet 
slipper, and still another one of white 
satin with a tiny heel. 

An engraving from the “Lady’s Maga- 
zine”’ of 1816 showed. a little miss clad in a 
ball gown of the Empress Josephine 
period with very high waist line; the lady 
wore plain strip pumps. 

Sol Israel, originally in business in 
Buffalo as head of Israel’s Economy Shoe 
store, is the window trimmer and arranged 
this trim. Mr. Israel also arranged the 
Osteo-Tarsal display during the opening 
week, when Joseph Pietzuch gave his very 
successful demonstration. 


Manager McLaughlin Talks on Business 


The manager of the store is J. J. Mc- 
Laughlin, who for the past 18 or 20 years 
(with the exception of a couple of years 
spent in Washington, D. C., in charge of 
the Palais Royal) had charge of the Queen 
Quality Shop in New York; Mr. McLaugh- 
lin was at one time with Franklin, Simons 
and Oppenheim & Collins of New York. 
He reports that business has been very 
satisfactory at this store since the opening 
date. As to prices, he finds that the public 
is perfectly willing to pay the price on 
style shoes—it is only the staples on which 
they quibble a bit. 

Mr. McLaughlin also reported that 
everything in the way of low shoes is 
selling here with oxfords as good sellers 
for sport and street; for dress wear, straps 
and Colonials; also a few plain strip 
pumps. He also said that novelty galoshes 
and staples are selling in a proportion of 
50-50. 

New Ozford With Cut-Outs 


One of the new cut-out oxfords in otter 
suede with otter calf trimmings on vamp 
and defining the nine cut-outs at either 
side of the lace stay carried a 16-8 Spanish 
heel; this same style was shown in black 
suede, patent leather trimmed and black 
satin, also all black patent leather. 


Stocks Well Arranged 


An interesting feature of the Queen 
Quality store is the fact that the stockroom 
basement, or floor underneath the street 
floor, is arranged as to stock exactly like 
the upstairs store, in fact, the Recorder 
representative was assured that if she went 
downstairs she would think, except 
for the display cases, that she was in the 
upstairs section; this it was explained was 
a very great help in getting stock quickly. 

Miss Ryan Talks Hosiery 

Miss M. C. Ryan, with H. E. Hagan 
for six years, and with Bedell’s before 
that for a while, is in charge of the hosiery 
department, Miss Ryan stated that as 
this store sold so many fashionable shoes, 
she naturally sold very many silk 
stockings. She also sold silk and wool for 
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oxfords—in fact, she said that she could 
not get silk and wools fast enough; she 
said that heavy wools were not selling. A 
good seller here is one at $1.35, consisting 
of three parts of wool and one part silk; 
blacks are good in this variety, also heath- 
ers, dark browns and caramel. She re- 
ported that English wools for skating, 
and a few weeks ago for golf are favorites. 
Miss Ryan also has charge of buckles and 
other findings. A very pretty line of shoe 
trees is carried here, as well as a good line 
of buckles. The hosiery and buckle depart- 
ment occupy about one-eighth of the 
store’s length on the left and findings of 
all kinds occupy a space of similar size 
on the right of the entrance. 


A Visitor from London 


E. W. French of London, selling agent 
for the Regal Shoe Company and the 
Thomas G. Plant Company, arrived in 
Boston on the Steamship Samaria about 
the middle of November. He was ac- 
companied by Mrs. French. Mr. French is 
a New Englander and will eat his Christ- 
mas dinner with his father and mother 
who reside in this section. 


T. E. Moseley Doing Big 
Business 

A call at the shoe store of T. E. Moseley 
Company the day after Thanksgiving, 
found a very active state of business. 
Boston’s public and visitors went “‘a- 
shopping” in earnest. In the store’s win- 
dows some of the new Oh, Boy gaiters 
in tan and black with blue and brown 
lined tops and the fawn-colored gaiters 
of the Goodyear Rubber Glove Company, 
their black turned-over tops tied with a 
ribbon bow and three-buckle fastened, 
were responsible for many sales thereon. 


Good Buckle Display at 
Tuttle’s 

The buckle display at the Henry H. 
Tuttle Company’s store was very artistic 
and “snappy.” Cerise velvet and gold 
lace were effectively employed in shield 
shape on a gold brocade pump; French 
blue and silver on white satin brocades; 
as well as black silk ruffs around a bril- 
liant ornament which adorned a black 
satin brocade pump—were featured in the 
women’s shoe window. 

A Visitor from Kittering 

From Kittering, England, came a visitor 
to the Hub last week—namely, N. H. 
Mohun of John G. Mohun & Son, who 
operate the Alma Tannery at Pudsey, near 
Leeds. This concern has a branch ware- 
house at Trafalgar Road, Kittering. 
Mr. Mohun hails from “‘Amesbury,”’ The 
Headlands, Kittering. He is a cousin of 
Carey Wilson of Wilson & Watson, Ltd., 
shoe manufacturer of Kittering, who 
visited this country about two years ago. 
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HAVERHILL 


Manufacturers’ Candidates Win 


Hot Political Fight Ends in Defeat of Shoe Union—Industrial 
Stability Now Expected 


HOE merchants all over the country 
who are purchasers of Haverhill- 
made footwear will be interested to learn 
that at the city election, held December 5, 
the Socialist candidates for the mayoralty 
and aldermanic offices went down to de- 
feat. Dr. William D. McFee, nominated 
for mayor on the Citizens’ ticket, which 
was backed by the Haverhill Shoe Manu- 
facturers’ Association, defeated the So- 
cialist candidate, Mayor Flanders, by a 
plutality of 2,341 votes. The Shoe Work- 
ers’ Protective Union candidates for the 
Board of Aldermen were beaten by Mes- 
srs. Martin and Levis, Citizens’ candidates, 
the latter winning by majorities of approx- 








: , 
DR. WILLIAM D. McFEE 
Newly elected Mayor of Haverhill who, it is 


hoped, will be able to bring order out of the hereto- 
fore existent industrial chaos 





imately two to one. In the contest for the 
School Board, Everett Bradley, of Bradley 
Shoe Company, a leading figure in the 
Haverhill trade, in company with D. C. 
Hunt, a former shoe manufacturer of 
Haverhill, was victorious. 

It is believed that the shoe business will 
be correspondingly benefited through the 
increased confidence on the part of buyers 
as regards production and deliveries of 
Haverhill-made footwear. The result has 
fully justified the months of unremitting 
labor which Haverhill shoe manufacturers 
and citizens have performed for the pur- 
pose of ousting the Socialist regime. 

Haverhill shoe manufacturers are mak- 
ing elaborate plans for showing their lines 


of footwear in Chicago during January: 
either as exhibitors at the forthcoming 
shoe style show January 8 to 11, or at 
hotels and offices in that city. In short, 
practically all Haverhill manufacturers 
plan to be on hand to meet personally or 
through their selling representatives the 
many shoe buyers who will be in Chicago 
at that time. Every concern will show 
new and attractive patterns as a means of 
stimulating interest on the part of shoe 
buyers. All are maintaining secrecy in re- 
gard to new styles, and in fact will keep 
them closely under cover until show time. 
Every manufacturer has some one or more 
designs which he is sure will be trade win- 
ners. The fact that orders have been late 
in coming in for the spring season empha- 
sizes the importance of the Chicago Show 


‘as a market place in January and the ne- 


cessity of quick work as regards production 
in season for the Easter trade. 
‘ 


Orders for Immediate 
Delivery 


Although Spring orders for women’s 
shoes are slow in coming to Haverhill fac- 
tories, yet there is a considerable amount 
of business being received from day to 
day. Goods thus ordered are wanted to 
replace sales which are being made in 
wholesale, retail, or department stores, 
and are being put into the works for early 
deliveries. Factory stock departments, 
where goods are ready for immediate ship- 
ment, are having a steady demand for 
their advertised lines. Among these stock 
department styles, the one-strap continues 
to be a leading seller. In the opinion of 
local manufacturers this style will retain 
its popularity for an indefinite period. 
This is an illustration of the long life of a 
style which combines practicability with 
attractiveness and is without that freaki- 
ness by which many novelties are handi- 
capped as regards permanency of sales. 


Heel Makers Fix Labor 
Prices 

The Haverhill Wood Heel Manufac- 
turers’ Association has arranged for a 
labor price list which will govern the pro- 
duction of wood heels in Haverhill during 
1923. All the work on wood heels is done 
by the piece, with the exception of the 
turning department. The new agreement, 
which is identical with the one now in op- 
eration, applies to all factories of the 
Haverhill association, sixteen in number, 
and employing 500 men and women op- 
erators. 
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E. M. Rickard Wins Golf 
Trophy 

President E. M. Rickard of Rickard 
Shoe Company is clever at other things 
besides designing and making women’s 
footwear. That he can qualify as a real 
golfer is proven by a recent event in the 
Merrimack Valley Golf Club, where he 
won first prize in the special fall golf tour- 
nament. The prize was a $150 solid gold 
shaving set. Ed. has been improving rap- 
idly in his game of golf and now stands 
well up in Class A in the clubs with which 
he is affiliated. 


Talks on Evolution of Shoe 
Making 

Major Charles T. Cahill of United Shoe 
Machinery Company gave an illustrated 
lecture in Haverhill recently before the 
Unitarian Laymen’s League. Mr. Cahill 
told a story of shoe manufacturing from 
the earliest days of Egypt, Greece, and 
Italy. He illustrated shoes of many ages 


‘ and many countries from a large collec- 


tion of pictures, the property of the United 
Shoe Machinery Company, which Mr. 
Cahill declares is the most elaborate and 
valuable collection of shoe pictures ever 
collected. 

Mr. Cahill emphasized the high regard 
with which the American-made shoe is 
held the world over. He asserted that 
shoe manufacturers of the United States 
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are producing more and better shoes than 
any other country through the great devel- 
opment of shoe machinery. He spoke of 
the style of dress as influencing the fash- 
ions in women’s shoes, and alluded to the 
longer skirts as an indication of higher 
heels for women’s footwear. Also, he 
spoke of a possible tendency toward wo- 
men’s boots, along the lines of fashion 
developments. Mr. Cahill stated that the. 
Retail Shoe Men’s Institute of Boston re- 
cently sent out questionnaires to 100. 
prominent shoe retail merchants in the dif- 


ferent parts of the United States, and that - 


replies were practically unanimous to the 
effect that business is good and will con- 
tinue to be so. 


Death of Former Shoe 
Manufacturer 


Edward A. Sleeper, a former shoe manu- 
facturer of Haverhill, died recently at his 
home in Westville, N. H., at the age of 84 
years. Mr. Sleeper, who is a native of 
New Hampshire, moved to Haverhill as a 
young man and began shoe manufacturing 
in association with his brother under the 
name of Sleeper Brothers. In the great 
fire of 1882 which destroyed the greater 
part of Haverhill shoe district, the firm 
was burned out. Later it resumed busi- 
ness under the same name. In following 
years, Edward Sleeper disposed of his in- 
terests and retired from the 'shoe business. 





ROCHESTER 


December Shows Great Promise 


Sales Early Part of Month Well Ahead of November—Women 
Still Buying Satins and Patents 


HE first ten days in December opened 

up nicely in local shoe stores, and 
éveryone reports sales well ahead of No- 
vember. In women’s footwear satins and 
patents are still the best bets, with Colo- 
nial patterns having the call fordress wear. 
Black and brown kid oxfords and black 
and brown calf oxfords are all selling well. 
The campaign for early buying of Christ- 
mas gifts is having a noticeable effect on 
the number of shoppers in evidence and 
merchants who are featuring felts and 
house slippers and other novelties report 

a¥good business on this merchandise. 


Busy Street Decorates for Christmas 


To stimulate Christmas trade on East 
Avenue, one of Rochester’s leading shop- 
ping streets, the East Avenue Association 
has decorated the entire shopping length 
of East Avenue with attractive Christmas 
decorations. A huge Christmas tree has 
been erected at the Isle of Safety at East 
Avenue and Main Street, and lighting 
poles from Main Street to Union Street 
have been decorated with laurel and holly. 





In addition to these decorations, a huge 
holly wreath ten feet in diameter has been 
suspended across East Avenue just above 
Main Street, and merchants for the entire 
length of the street have decorated their 
windows to conform with the general de- 
corative scheme. Prizes for the best de- 
corated store exteriors have been offered 
by the Association, and as a result every 
merchant on ““The Avenue” has an attrac- 
tive Christmas trim to attract trade. 


Reed New Regal Manager 


Thomas J. Reed, formerly with the 
Regal Shoe Store in Syracuse, New York, 
has been appointed manager of the local 
Regal Shoe Store and took up his new du- 
ties the first of December. Mr. Reed has 
had many years’ experience in the shoe 
business in Syracuse and Oswego and is 
well qualified for the management of the 
local Regal Store, which he aims to make 
the best store in the chain by means of ag- 
gressive advertising in newspapers, and. 
then direct mailing lists. 
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Engraving and Printing 
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Dugan & Hudson to Show at 
Chicago 

The Dugan & Hudson Co., makers of 
the “Duson’’ adjustable shoe for women 
are making elaborate preparations for 
their exhibit at the Chicago convention 
of the National Shoe Retailers’ Associa- 
tion where they plan to explain the exclu- 
sive features of their new shoes. 


William Pidgeon to Speak at 
Des Moines 


William Pidgeon, Jr., president of the 
Rochester Retail Shoe Dealers’ Associa- 
tion to address their convention which 
will be held at Des Moines in March. 
While Mr. Pidgeon is in the west he will 
also address the Advertising Club of St. 
Louis at their weekly meeting to be held 
on March 13. 
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BROCKTON 


Shipments Show Steady Gain 


November Sees Increase of About 16 Per Cent Over Same 
Month Last Year 


HERE were shipped from Brockton 

during the month of November 59,514 
cases of shoes. This shows an increase 
over the corresponding month in 1921, 
when 51,275 cases were shipped. To De- 
cember 1 of the present year the total 
shoe shipments from Brockton were 563,- 
189 cases as against 542,296 cases for the 
eleven months of 1921. 


Eaton Shoes on Cross 
Continent Walk 


On a recent trip to San Francisco made 
by Louis F. Eaton of Charles A. Eaton 
Company, Brockton, Mr. Eaton met J. W. 
Silvae, who had then completed a walk 
from Boston to San Francisco. This was 
in July. During his walk he had worn out 
four pairs of shoes. By suggestion of Mr. 
Eaton, a pair of Eaton-made shoes were 
taken from the shelves of the Billsborough 
store and presented to Mr. Silvae for his 
return hike across the continent to Boston. 
These shoes were of the regular “Craw- 
ford” quality. Mr. Silvae left San Fran- 
cisco, August 6, arriving at the Eaton fac- 
tory November 14. He averaged thirty 
miles a day over all kinds of roads, cover- 
ing approximately 4300 miles. He arrived 
at the Eaton factory wearing the same 
shoes. During his journey he had four 
pairs of rubber heels and a half sole added. 
The uppers were in excellent condition. 
Mr. Eaton presented Mr. Silvae with a 
new pair of “Crawfords” in exchange for 
the pair that had carried him across the 
continent. 


John M. Mosher Dead 


Taken ill at his home in Brockton on 
December 7, John M. Mosher, treasurer 
and a director of Stacy-Adams Company, 
Brockton shoe manufacturers, passed 
away a few moments later. Mr. Mosher, 
who had apparently been in excellent 
health, was in his 60th year. Heart trou- 
ble was the cause of his sudden death. He 
was one of Brockton’s best-known men 
connected with the shoe manufacturing 
trade. Born in Halifax, N.S., Mr. Mosher 
came to Brockton in 1886 and entered the 
employ of Stacy-Adams Company as 
bookkeeper, which position he held for 
twenty-four years. In 1910 he was chosen 
assistant treasurer and in 1919 elected 
treasurer of the corporation. 

He was active in fraternal societies and 
one of Brockton’s most highly esteemed 
and respected citizens. In connection with 
his daily duties at the factory Mr. Mosher 
always found time to cordially greet visit- 
ors, and he was highly popular among all 


+ to 1500 dozen pairs a day. 


with whom he came in contact. He leaves 
a widow, a sister, and also an adopted 
daughter. His connection with Stacy- 
Adams Company, covering 36 years, is one 
of the longest continuous periods of faith- 
ful service in Brockton’s shoe manufactur- 
ing history. 


A Parlor Shoe Store 


“Allen’s”’ is the title of a retail shoe par- 
lor which is located in Brockton on the 
second floor of the Olympia Building. The 
Messrs. Allen, father and son, who con- 
duct this business, have built up a sub- 
stantial trade in exclusively women’s foot- 
wear. In addition to the store’s local busi- 
ness, an excellent mail order trade is re- 
ceived through the medium of attractive 
booklets, folders, and other printed matter 
sent out from the Allen store. Lines of 
ladies’ hosiery are also carried, on which 
an excellent business is being developed. 


Large Addition to White 
Factory 


The L. Q. White Shoe Company, with 
plant in the neighboring town of Bridge- 
water, plans to build a new factory in that 
town to accommodate its increasing busi- 
ness. The new structure will be five stories 
in height, 300 by 40 feet, and of the most 
modern construction. When this is occu- 
pied the concern plans to increase its out- 
put from the present 800 dozen pairs daily 
The new build- 
ing will be equipped as an oil-burning 
plant, and this change will be also made in 
the present factory. The L. Q. White 
Shoe Company makes men’s shoes to re- 
tail at $3.50, and operates its plant prac- 
tically 52 weeks in the year. 


New Concern Making Boys’ 
Shoes 


C. H. Daly & Son, Inc., is the style of a 
new concern formed to manufacture boys’ 
shoes in the factory at Abington, Mass., 
formerly occupied by the SmithShoe Com- 
pany. The new company has a capital of 
$40,000. The incorporators are: Chas. H., 
Julia M., and Chas. L. Daly, all of Brock- 
ton, and John J. Daly of Newton, Mass. 
The Daly concern purchased the Smith 
Company’s business recently, and, until 
the new concern was formed, operated 
under that name. 





How rapidly a man loses all interest in 
politics and national finance—when he 
shuts a door on his own thumb.—Farm. 
Journal. 
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Unsettled Weather Retarding Trade 


“Business Only Fair,’’ Say Merchants, But Expected to Pick 
Up with Arrival of Colder Weather 


HE unsettled weather condition 

which has been unusual for this time 
of the year, has been felt by the retail shoe 
dealers during the past two weeks, and the 
report is invariably to the effect that busi- 
ness is only fair. One manager states that 
the effect of the “blind pool” failures has 
been reflected in sales of men’s shoes es- 
pecially, as many business men were 
heavy losers through these investments, 
and have of necessity reduced their expen- 
ditures along the shoe and wearing apparel 
line. 

The men’s stores have had a variety of 
business, some days being exceptionally 
good while the following day the weather 
would be warmer and the effect felt in 
sales. Low styles are still selling very well 
but not in the same ratio as anticipated by 
the local buyers. Some of the buyers es- 
timated the demand for oxfords would be 
about 40 per cent, but this estimate, with 
the exception of a few firms, has proven a 
little high and results indicate that they 
cover about 30 per cent of the sales only; 
this, however, is much higher than last 
year. 

Men Buying More High Shoes 


The demand for high styles has been in- 
creasing steadily with the coming of the 
winter season and most of the merchants 
look for a greater drop in low styles. Blacks 
are selling at the rate of about 30 per cent 
and in some cases the reports are as high 
as 50 per cent. 

P. C. Zimmerman, local manager of the 
Regal Store, states that while sales have 
decreased a little recently, he has no rea- 
son to complain as business is very good 
and low styles and blacks are selling bet- 
ter than anticipated. Mr. Zimmerman 
also reports hosiery sales as being excellent 
with a good demand for silk and wool 


styles. The Ladies’ Stores report a slight 
let up in sales, but as the weather settles 
it is the opinion of most that business will 
pick up materially. All stores report an 
increase on sales of boudoir slippers, which 
are always good sellers at this time of the 
year and the sales will increase as Christ- 
mas approaches. 

Novelty styles are selling well but the 
demand for satins with cross straps and 
single straps lead in the sales. 


Shoe Club Has Big Meeting 


The Shoe Club of Hutzler Brothers Co. 
recently held the annual election of officers 
following a very delightful supper and 
dance. The Club is very active and helps 
materially in the management of the shoe 
department, as many suggestions are made 
for the betterment of the department and 
the spirit of fellowship between the em- 
ployees and management fostered. 


Advise Close Watch On Styles 


The question of shoe styles has become 
one of vital importance to the retailer’’ 
states Benjamin Cohen of the Cohen Adler 
Shoe Co., local jobbers. Mr. Cohen, who 
is one of the city’s pioneer shoemen says, 
that the demand for novelty shoes and the 
many different styles and patterns has 
been increasing so rapidly that the shoe- 
man of today is not only compelled to 
carry an exceptionally large stock but also 
has to keep in close touch with the shoe 
market, for the styles change over night. 
Mr. Cohen says that business in the job- 
bing field has been very good during the 
past season and is very optimistic as to 
general trade conditions throughout the 
shoe field. 





PROVIDENCE — 


Retail Trade Speeding Up 


November Showed Marked Improvement and Industrial 
Conditions Generally Are Better 


ITH the approach of the Xmas 

season and the arrival of colder, 
more seasonable weather, interest is cen- 
tering more on the speeding up of busi- 
ness at retail than in manufacturing lines. 
Retail trade is progressing favorably. 
Meanwhile there is little of which to com- 
plain in either manufacturing or distrib- 
uting branches, and some of the recently 
disturbing features of the situation are 
taking a more favorable turn. All mer- 


chants interviewed stated conditions as 
being better than three weeks or a month 
ago. Low shoes for women reign supreme 
at 90 per cent, while for men the call is 
for high shoes. 


Alterations at Walk-Over 

Work has been started on the local 
Walk-Over which will undergo alterations 
both inside and out before it is complete. 
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A brand new front, with double doors, 
finished in natural oak, will make this, 
one of the oldest retail shoe stores located 
in the shoe belt, one of the finest shoe 
emporiums in the city. An upstairs de- 
partment will be installed. and un th: 
floor the offices will be tocated Manag: i 
J. A. Thomas states that many thousands 
in currency would be spent in making the 
store one of the outstanding insititutions 
in the retail trade. 


Special Sales Held 


At the Sullivan Shoe Company, wo- 
men’s special make Banister shoes are be- 
ing offered with ready purchases at the 
exceedingly low price of $2.89 pair. At. 
F. E. Ballous, men’s Foot-Fitter shoes 
are priced special at $7.00 with good sales 
Business at both stores is good. 


Ground Gripper Store to 
Move 


The Ground Gripper shoe store, located 
at 589 Westminster Street, has leased 
the first floor of the Conrad building at 
Aborn Street, where they will move about 
January lst. Work has been started on 
the window fronts. New fixtures through- 
out will make the store one of the finest 
upstair retail shoe establishments in the 
city. Manager J. Millett is well pleased 
with this change to larger quarters. A 
large 24-foot electric sign will blaze forth 
“Ground Gripper” to the’ passersby. 


New Numbers Introduced 


Two new numbers were ushered in at 
T. F. Peirce & Sons’ shoe emporium the 
past week. The “Zim’’—priced at $10, 
with its neighbor the “Bronx” at $8, de- 
veloped in tan calfskin, wide toe cable 
stitching with brass eyelets and rubber 
heels—are proving big numbers for wear 
with woolen socks. 


Boots in Olneyville 


“High cut shoes for both men and 
women have been and still continue to be 
my best selling bet the year round,” says 
J. A. Labbee, high grade shoe merchant of 
Olneyville. ‘We are only two miles from 
Providence and oxfords for women there 
are the go. How come?” 


Food Prices Advance 


The retail cost of food increased be- 
tween September 15 and October 15 . 
about three per cent according to statis- 
tics compiled by the Department of 
Labor and announced November 29. 





Lady guest: “Elizabeth, I will give you 
a penny if you will kiss me.” 

Elizabeth: ““No, thank you; I can make 
more than that by taking cod-liver oil.’’— 
Farm Journal. 





BOOT AND SHOE RECORDER December 16, 1922 





SALTONSTALL SHOE CO. 


HAVERHILL 


SNAPPY . MASSACHUSETTS 
om 


IN STOCK SERVICE 


B-704—Code “Clover,” B-503—Code “Lily.” 
Patent Colonial. Light- Black Satin Colonial 
edge welt. 14-8 Lea Turn. Stitched tongue. 
LXV heel 16-8 LXV heel. 


Price $4.25 Price $4.35 














B-707—Code “Jean,” 
Van Dyke Brown Rus- 
sia Calf Oxford. Good- 
year welt, |Light-edge. 
12-8 Cuban heel. Wing- 
foot rubber top. 


Price $3.85 


B-706—Code “‘Marie.” 
Fine Black Kid Oxford 
Goodyear welt, light- 
edge 12-8 Cuban heel 
Wingfoot rubber top 


Price $3.75 





B-700—Code “Elsie.” 
Patent 1-Strap. Light- 
edge welt, 14-8 LXV 
heel. 


Price $3.60 


B-500—Code “Ruby.” 
Black Satin 1-Strap 
Turn. Jet and steel 
beading, 16-8 LXV heel 


Price $4.50 


B-701—Code Bertha,” 
Fine Black Kid 1-Strap 
Light-edge welt, 14-8 
LXV heel. 


Price $3.60 








| AUS Denno DOnNxKOlM~e >= ZOMOn 





AA 4 TO 8, A344T08, B3TO8, C244T08. TERMS5% 10 DAYS; 2% 30 DAYS 





Don't lose Holiday sales. We can help replenish your stock quickly. All styles illustrated above are 
ready for delivery now. GOOD GOODS, HONESTLY MADE AND RIGHTLY PRICED. 


Our Light-edge welt Straps and Colonials are stylish and dainty as turns. Our Goodyear welt Oxford 
Nos. 706 and 707 fill a popular demand, and our Turn Satins Nos. 500 and 503 are especially well adapted 
for street wear and the dress events of the Holiday season. Your order will receive immediate attention. 


170 WASHINGTON STREET SALTONSTALL SHOE CO. HAVERHILL, MASS. 


The Boot and Shee Recorder will appreciate your mentioning the publication in replies te advertisements. 























December 16, 1922 


BOOT AND 


SHOE RECORDER 


(This Department is conducted by Helen M. Haney, Associate Editor) 


Meet “Harry” A. Steinenger 


President of Boston Shoe Associates—Sales Manager for Curtis & Jones 
Company—An Authority on Children’s Shoes 


ARRY A. STEINENGER, Presi- 
dent of the Boston Shoe Associ- 
ates, is Sales Manager for the 

Curtis & Jones Company, manufacturers 
of children’s shoes of Reading, Pa. He 
covers the South and West. Mr. Steinen- 
ger has been affiliated with the Curtis & 
Jones Company for at least 25 years. 


He is a Pennsylvania boy and was born 
in a town not far from Reading. After 
graduating from school, he became in- 
terested in the children’s shoe business and 


decided that he would make a thorough | 


study of juvenile footwear in the Curtis & 
Jones Company’s factory. So well did he 
grasp the details of the business that he is 
now in charge of selling this product to the 
jobbing trade and is considered an 
authority on shoes for the little folks. 

Mr. Steinenger was away on a trip 
when the “Shoe Traveler ” Editor called 
at his Boston office, 89 Bedford Street, 
but it was learned that he would return to 
the Hub about December 12, so that this 
little “history” will greet him on his 
arrival to Boston in the nature of a sur- 
prise. 


Brummel” of 89 Bedford Street 


It is not necessary to introduce Mr. 
Steinenger to the shoe trade as he is a 
national figure, but there are some points 
which his friends up Boston way have 
noted, namely, that he is a careful dresser; 
that he is fond of golf, being almost in the 
professional class, but is always as well 
groomed on the links as he is for evening 
or business functions—in other words, he 
is known as “The Beau Brummel” of 89 
Bedford Street. However, these folks and 
all others, recognize that he is a. forceful 


“Beau 


talker, one who understands his subject 
and also understands how to get the right 
message across to his customers. 


A Great Favorite 


In his capacity as President of the 
Boston Shoe Associates, he does splendid 





“HARRY” A. STEINENGER 


Who travels the South and West for Curtis § 
Jones Company. He sells to the jobbing trade 





work in promoting the brotherly spirit 
which it is the aim of this organization to 
maintain and in so doing has the full 
co-operation of its officers and members. 

Mr. Steinenger is'a member of the 


Boston Athletic Association and the 
Commonwealth Country Golf Club. He 
is a widower and lives in Boston’s exclus- 
ive Back Bay section; he shares his apart- 
ment with Mortimer H. Richardson of the 
Gale Shoe Manufacturing Company; 
“Mort” Richardson and “Harry” Steinen- 
ger are indeed very dear friends; as is also 
Alfred Dean of Charles W. Dean & Co., 
but at this point, we seem to hear the 
entire “bunch”’ at 89 Bedford Street, and 
many others, although competitors, saying 
“ME, TOO.” 

Mr. Steinenger has one son who served 
his country with honors during the late 
war. 


Philadelphia Boys Hold 
December Meeting 


Arthur S. Raphael, the efficient chair- 
man of the Educational and Publicity 
Committee of the Philadelphia Shoe 
Travelers Association, sends the following 
report of the December meeting of the 
Quaker City boys: 

At the regular monthly meeting of the 
Philadelphia Shoe Travelers’ Association 
held on Saturday, December 2, at the 
Philadelphia City Club, President Scan- 
lon was much impressed by the interest 
the members are taking in its affairs, and 
hopes for big events beneficial to the local 
boys in the very near future. 

Several members, who through careless- 
ness and lack of interest had failed to pay 
their dues, were dropped from the roster, 
but having expressed their desire to 
return and become active, were later re- 
instated. : 

Ideas were in order for new rulings 
dealing with delinquent members, and as 
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between our 
Chestnut Brown 


Cherry Black 


BOARDED 40 Sfe3 SIDES 
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and Fine Calf Leathers 


—except the price ? 
C. D. Kepner Leather Co. 


139 South St., Boston, Mass. 
212 W. Lake St., Chicago, IIl. 


Use Rubber Heels That 
Advertise Your Own Product 2 


Give your shoes an added touch of individuality. Use 
» heels that are as distinctively yours as the shoes that carry 
vo » them. 
We are prepared to furnish in any quantity Republic heels 
made according to your own specifications. We can fur- 
nish them to meet exactly your own lasts and models. 
You can have your name and trade-mark on every heel. 
Let us know your requirements and we will place a definite 
‘proposition before you. 


THE REPUBLIC RUBBER Co. 
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no definite plan could be agreed upon at 
the meeting, it was decided to place the 
matter in the hands of the Constitutional 
Committee, who will prepare an amend- 
ment to be voted upon in the proper way. 
New Building Being Considered 

Several splendid and exceptional propo- 
sitions have been made to the association 
as to a shoe building, this by some of the 
best real estate firms in the city, the pur- 
pose being to encourage a centralization 
and exclusive use of the allied shoe trades. 
B. L. Troutman was appointed chairman 
of the committee and will look into every 
angle of the situation, and push if possible 
the project to the limit. This committee 
will be known as the building committee. 

The nomination for officers had been 
conducted by mail, and as the ballots 















H. B. COOK 
One of the the Rice Hutchins St. 
d of »/+--* Co. ¢ 





a 


were sent out late the returns were rather 
slow coming in, so that the slate could not 
be announced at the meeting, but members 
will be informed within a short time as to 
results. 

Nezt Meeting January 13 

On account of the annual Shoe Travel- 
ers’ Convention being held in Chicago the 
first week in January, the annual meeting 
of the Philadelphia Shoe Travelers will be 
held the second Saturday in January in- 
stead of the first Saturday as is the general 
custom, and a lively time is looked for- 
ward to as the election of officers takes 
place on that date and the way the 
nominations are coming in, it promises to 
be some contest. 

The banquet committee is again hard at 
work; the annual banquet as a rule taking 
place the latter part of January. Numer- 
ous suggestions were offered during the 
meeting as to just what kind of an affair 
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Reduced Rates to Chi- 


cago Convention 


The National Secretary is in re- 
ceipt of a communication from the 
General Passenger Agent of the 
Boston & Albany Railroad (N. Y. 
C. R. R. Co. Lessee) relative to 
itinerary and rates from Boston to 
Chicago, in connection with the 
N. S. T. A. Convention, January 
4-7. All aboard for Chicago. 


Lv. Boston 2.10 P.M. 6.10 P.M- 
Ly. Springticld SPM. 830 PM. 
Vv. e . . ° - - 
Ly. ea ld 6.36 P.M. 10.40 P.M. 
Ly. Albany 8.05 P.M. 12.10 A.M. 
Lv. Rochester 1.25 A.M. 5.52 A.M. 
Lv. Buffalo 3.25 A.M. 8.30 A.M 
Ar. Chicago 3.00 P.M. 7.30 P.M- 
The 2.10 P.M. train is routed 
via the B. & A., N. Y. C. and Mich 


Cent. via Detroit, and the 6.10 
P.M. train is routed either the 
N.Y.C. via Toledo, or the Mich. 
Cent. via Detroit. 

If desired, the B. & A. Railroad 
Company will operate a through 
car on the 2.10 P.M. train via the 
N. Y. C. (via Toledo) arriving 
Chicago 4.00 P. M., providing 
there are a sufficient number going. 


Fare and One Half 


Tickets will go on sale January 
2 and 3 and final return limit will 
be January 17. Fare and one-half 
for the round trip and Pullman 
fares to Chicago are shown below: 


Pullman 
(one way only) 
Drawing 

From Fare Lower U; room 
Boston $55.10 = 13 10 $36.00 
Worcester 52.70 10.13 8.10 36.00 
Mitldld 40 50. ~{ 7 00 7.20 31.50 
9.00 7.20 31.50 

Ibany a: 35 8.25 6.60 30.00 


Notify Secretary Delany At Once 


Secretary Delany announces that 
he would be glad to hear from both 
shoe travelers, merchants and all 
others who may wish to go to either 
the N. S. T. A. or N.S. R. A. Con- 
ventions. But would like to be 
notified at once, so that he may 
advise the railroad folks as to which 
train and date are desired. If 
enough persons are heard from, 
special cars will be put on to the 
trains from the various starting 
points. 
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should be held, but it was finally decided 
to give the committee in charge of its 
affairs full power to use its own judgment. 
It was then announced by its chairman, 
Mr. Weiss that he and the members of 
his committee have something in the 
nature of new entertainment in' view, and 
may spring a very pleasant surprise when 
the time arrives to make the announce- 
ment of the plans. 






Suggestions for Business Betterment 

Conditions of the shoe business in 
general were then discussed. Genial 
William F. Schoell, Secretary-Treasurer 
of the association, made some very in- 
teresting and excellent remarks pertaining 
to the present day conditions, and was 


_ immediately followed by Paul Lippincott 


Jr. who made.his bow as the orator of the 
meeting. In a matter-of-fact, but very 
impressive, manner he showed wherein the 
main difficulties lie with the allied shoe 
trade, contrasting them with other large 
industries. He pointed out that the public 
is generally apprised through the press, 
and many other advertising mediums 
throughout the country, as to prospective 
advances in prices, and general conditions 
of coal, of wool, of cotton and many other 























F. J. WEBBER 
One of the upper New York State Representatives 
of Atlas Shoe Co. 





commodities, thus paving a way for the 
consumers to prepare themselves. But 
this is not so ia the shoe industry, for as a 
whole, he said, it is poorly managed. 
His thoughts as expressed were: If the 
allied shoe industry of the business from 
the packer down to the retail merchant 
would get together in committee and 
devise plans to prepare the general public 
to pay advances in footwear, when neces- 
sary, it would lessen the difficulties that 
are constantly arising and some good and 
productive work could be accomplished 
for the betterment of the entire shoe 
business. 

’ At the conclusion of his remarks it was 
decided to prepare a resolution along these 
lines to present to the annual convention 
in January. 

At the end of the meeting it was pro- 
claimed that as each meeting adjourns, one 
can see the productive of work the associa- 


tion is succeeding in accomplishing. 
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HAGERSTOWN, MARYLAND, U. S. A. 


McKAY BOOTS HER IAGER: 
MEDALLION PERFORATED 0 ae S 
INCLUDING RUBBER HEEL YYs one 

. -2 244-8 
410—Gun Metal Polish, High Cut, a pe pe MGS Se STITCHDOWN Sree 
RAR ENE tem “3 $1. BOOTS esr ovr te 
Poli See 320 —Tan Lotus B sis we 
oe, Rubber H $1.80 $2. Silas Kates Mette, Wee 3220022205554 j E 
412—Patent Polish, High Cut, Ws -. 1.80 Se ine Meth noo snc vselececs ccs 1.50 1.75 


igh e B 
402—Patent Polish, High Cut, 
aH = 1.80 2.10 385H—Smoke Button, Heel 


nete—Pagent Polish, High Cut, English 330 —Cherry Lotus Button 1.75 
‘oe, Rubber Heel 2.10 2. 330H—Cherry Lotus Button, Heel 


#04 Mahowany Polish, High Cut, W 135 1.60 302 —Patent Button 1.75 


ny Polish, High Cut, R 6 Ls 302H—Patent Button, Heel 


140t—Mehe y Polish, High Cut, Eng- 
ony ubber H. ; . 300 —Black Kid Button 
ae — 300H—Black Kid Button, Heel 


301 —Gun Metal Button 
2.00 301H—Gun Metal Button, Heel 


1406—Black Kid Polish, High Cut, : r —Tan Lotus Blucher 
lish Toe, Rubber H Heal _ 2.00 . 3sH—Tae Lotus Blucher, Heel 


18—Nut ’ . 245 —Black Calf Blucher 
beaten >> 245H—Black Calf Blucher, Heel 


= i ne Shoe & Legging Co., Inc. 














237 —Tan Lotus Polish 
237H—Tan Lotus Polish, Heel 

















THE LINING THAT BRACES THE SHOE 


KALLMAN 


Guaranteed Weight 


SHOE LININGS Sle Disebaors o 


H. S. & M. W. SNYDER 
For uniform quality, for longer wear, for better appear- INC. 

ance inside the shoe, use one of the KALLMAN Guaran- Manufacturers of 

teed Weight SHOE LININGS. ATHENA 


In Twills, Drills, Ducks, each stamped with its weights. CHROME KID 


Also Flannels, Felt Sock Linings, Top Facings. 











KallmanN ewcomb Company 


61-65 SOUTH STREET BOSTON, MASS. 


KALLMAN-NEWCOMB CO. A. R. MUELLER & CO. A. M. ROBLEE 
Cincinnati, O. Milwaukee, Wis. St. Louis, Me. 
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WILLIAM K. HARRISON 


Who covers Texas, Louisiana, Kentucky, 
Tennessee, Arkansas and Mississippi for the 
Sam B. Wolf Shoe Company 





“Bill” Harrison Completing 
Father’s Trip 


William K. Harrison of the Sam B. 
Wolf Shoe Company, Cincinnati, Ohio, 
left the week of December 3 for Texas 
and Louisiana, where he will complete the 
trip of his recently deceased father, 
“Colonel Bob” Harrison. 

“Bill,”’ as he is well-known throughout 
his territory, will in the future cover his 
father’s territory in which, for 48 years he 
enjoyed a well established trade. While 
on his way to Texas, Mr. Harrison plans 
to cover points in his own territory of 
Kentucky, Tennessee, Arkansas and Mis- 
sissippi. 

Bill is a ““comer”’ and the thousands of 
friends his father had throughout the 
South will be pleased to learn that he will 
take care of the Colonel’s business in 
addition to his own. 


‘**Colonel Bob”’ Harrison Dead 


Robert E. Harrison, 68 years old, Vice 
President of the Sam B. Wolf Shoe Manu- 
facturing Company, widely known in the 
shoe industry, especially throughout the 
South, where he traveled for more than 
40 years, died at the Jewish Hospital, 
Cincinnati the latter part of November, 
as a result of a brief illness following an 
operation. Mr. Harrison was known 
throughout the shoe trade as “Colonel 
Bob.” He was the oldest active shoe 
traveler on the road. He was born at 
Elkton, Ky. When 20 years old he came 
to Cincinnati and joined the old shoe firm 
of Felix & Crosgrove. Later when the 





Remember the Road 
Veterans at Christmas 


This Christmas season of the 
year, give a thought to the veterans 
of the road, the aged and infirm 
salesmen, who have made their last 
sale, and are now in quiet havens 
awaiting the time of the Last Trip 
of All. Most everybody knows one 
or more of them. A little kindness 
shown to them in the way of a visit 
or a card to show that they are not 
forgotten will make the Christmas 
season happier all around. 


Cheerful Message from Justus French 


Justus W. French, once a sales- 
man, well and widely known, 
passed his 90th birthday in the 
Home for Aged Men in Lynn, 
Friday, December 1. Though aged 


and blind, yet this veteran of the ' 


road strives to spread the salesman’s 
characteristic gospel of good cheer, 
even as he did when active on the 
road. He was, by the way, a partner 
with Benjamin F. Doak and Amos 
F. Breed, in the shoe manufactur- 
ing business in Lynn. But for 
many years he traveled the road. 


“* Kindness is the Word” 


Mr. French is well cared for by 
his friends. But it may chance 
that there are other veterans of the 
road, also aged and infirm, but not 
so fortunate, who would be grateful 
for a timely word or a kindly re- 
membrance this Christmas season. 
So look up the veterans, in their 
last days here on earth, and if there 
is anything that can be done to 
make their stay more cheerful, let 
it be done. It is quite as much a 
duty, as that of selling shoes. 
Besides, there is a reward in it that 
is more than can be toid. 








Jr. 


Wolf Company was organized he became 
its vice president. 
“Colonel Bob” is survived by his 
widow and two sons, William K. Harrison, 
who is an active member of the Sam B. 
Wolf sales force and Robert E. Harrison, 
Funeral services were held at the 
Harrison residence on Price Hill. The 
body was then removed to Elkton, Ky., 
for burial. William K. Harrison will take 
over the territory in the South, which 
his father covered. 


Thirteen isn’t unlucky. Dick Alexan- 
der, Calhoun County, Iowa, entered thir- 
teen Spotted Poland-China hogs at five 
different fairs last year and won grand 
championships at all five fairs. From the 
Farm Journal. 





GEORGE TEASDALE 
Western representative for ag 





way Shoe Comp » wil r : ad- 
quarters at the Morrison Hotel, Chicago 





Geo. Teasdale, Western Rep- 
resentative of MacLaughlin- 
Conway Shoe Company 


George Teasdale is Western represen- 
tative of the MacLaughlin-Conway Shoe 
Company of Lynn with permanent head- 
quarters at the Morrison Hotel, Chicago. 
Mr. Teasdale covers the jobbing and 
large retail shoe trade of the country. He 
knows all of the big buyers in every nook 
and corner of his territory from his 15 
years’ acquaintance with this Western 
section. He is a very popular man, for in 
addition to being an authority on “‘what’s 
what” in women's shoes, he is a good 
entertainer and the trade thoroughly 
enjoy visiting and being visited by their 
good friend George. He is very enthu- 
siastic over the line which is made under 
the slogan, “Always Ahead of the Style 
Clock.” 


“Dick” Rollins With Steck- 
bridge Shoe Company 


“Dick,” if we called him Richard it 
would not carry half the significance to his 
many friends in the shoe trade, is now 
associated with the Stockbridge Shoe 
Company of Haverhill, makers of wom- 
en’s turn footwear. He will call upon the 
retail and department store trade in the 
principal cities of the South and West. 
“Dick”’ is now out with the newest styles 
in the Stockbridge line. 


Exposure to wind, rain, sun and snow is 
all right for growing things, such as wheat; 
but not for going things, such as machines. 
Farm Journal. 
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The Doctor Says: 


‘*To rub elbows and ideas with other men 
comes about as near a rejuvenating pro- 
cess as this old world affords.”’ 








F, like ourselves, you had been making good 
shoes for fifty years, and the shoes you 
were making now were better than ever before, 
you would want to show those shoes at the 
convention, wouldn’t you? That is what we 





TorE-IN—WALK STRAIGHT 


are going to do. 


; THE 

And besides our regular line we have our big 
idea on display—the Doctor Shoe—the shoe | SHOE 
that helps men toe-in and walk straight. The 
Doctor will have some surprises in his bag, For Men “ aa ee. ai 
too. The new styles in which the Doctor will The DOCTOR, Jr. for boys 
make his first appearance at the convention CHICAGO 
are going to cause some amazement. SAMPLE ROOMS 

at Palmer House, 

Room 538 


at Morrison Hotel, 
Rooms 338-442-443 


JOHN MEIER 
SHOE COMPANY 


SAINT Louts 


‘Good Shoes for Men Since 1874’’ 








pear NAT'L stor REVAILER'S ASSN 
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“ZENE” T. MATTINSON 


Who travels the greater part of the United States, 

with the exception of the Southern States for 

Wall, Doyle g Daly. tw sells to the jobbing 
tra 





“Zene” Mattinson Will Be At 
Chicago January 8-12 


Z. T. Mattinson, known everywhere as 
“‘Zene” who travels the greater part of the 
United States, with the exception of the 
Southern States, for Wall, Doyle & Daly, 
selling to the jobbing trade, returned from 
a trip to the Middle West in time to eat 
his Thanksgiving dinner at his home in 
Brockton, Mass. He will be at home for 
Christmas and about January 6 will 
start for the big N.S.R.A. Convention at 
Chicago, where he can be found at the 
Wall, Doyle & Daly booth, all ready to 
delineate the merits of his new line of 
men’s snappy shoes to the jobbing trade. 
After the Convention he will proceed 
with his trip. Mr. Mattinson, although a 
very young man, is nevertheless a thorough 
shoeman.and.a cracker-jack salesman. He 
was born “way out West” in Colorado, 
coming to Brockton with his parents when 
13 years old. He started on his business 
career in one of the Brockton shoe fac- 
tories and learned every part of -shoe- 
making. When the Great World War 
broke out, “‘Zene’’ hastened to join the 
Colors serving in the Naval Air Service. 
After doing “his bit’” for his country 
and the cause of the Allies, he joined the 
sales force of the Tolman Print, Brockton, 
where he met many of the same shoe buy- 
ers with whom he is today in association. 
He remained with this house for two years, 
leaving them to join the live-wire boys 
composing the Wall, Doyle & Daly or- 
ganization; he came with this latter con- 
cern July 1, 1922. 





Three good friends snapped while “‘vacation- 


izing” at duns Lock, Panama. Reading 
from left to right, they are B. A, Koehnle, who 
represents J. J. Grover’s Sons Company .Geo. 
8. er, representing the Dalton Company and 
“Bill” Boar, who boosts for J. Cramer Son 





Lighter Tan Shades for Spring 


When asked for a statement on con- 
ditions as he found them in the West, he 
stated that they were very good indeed. 
He added that buyers were choosing tan 
shoes in a lighter shade, perhaps in Gal- 
lun’s No. 4 shade, or 104 Lotus, or A. C. 
Lawrence color 55; that buyers also 
want all the “snap” and “kick” that 
can be put into shoes; such as fancy 
stitchings, colored threads, and “‘spotted”’ 
with perforations, although stitching 
predominates. 








Christmas Giving 


“The gift without the giver is 
bare.”” An expensive gift with the 
price tag still hanging onit can never 
take the place of a simpler one which 
carries with it appreciation and good 
will—From The Farm Journal. 























Salesmen Report 
Favorably 
Early reports from salesmen 


going out from the Old Colony sec- 
tion of Massachusetts indicate a 





heavy demand for sport shoes the 
coming season. 

Reports from shoe salesmen to 
the wholesale trade for next season’s 
business are encouraging. Many 
manufacturers who have completed 
their fall run are making prepara- 
tions to start actively on the pro- 
duction of spring shoes. Condi- 
tions are getting better. Demand 
for sport shoes is equal to that of a 
year ago. The promise of a big white 
season is indicated by the advance 


purchases for spring. 














WILLIAM 8S. HINDS 


Travels out of the Rice ¢ Hutchins Baltimore 
pany 





Arthur Earle All “Booked” 
for N.S. T. A. Convention 


Arthur C. Earle, a nationally known 
and beloved shoe salesman who travels 
for the Laird-Schober Company, has 
already “booked” for the big N.S.T.A. 
Chicago Convention, January 4-7. Under 
date of November 30, ‘‘the poet laureate” 
of the 1921 N.S.T.A. Convention, held at 
Bellevue Stratford, Philadelphia, writes to 
the National Secretary from Kansas City 
that this, bis second appearance for the 
season in Kansas City, was made for the 
express purpose of eating Thanksgiving 
dinner with Jesse Byrne and his wife. 
Mr. Earle played the part of host at the 
Hotel Muelbach on the evening of 
November 30. 

On November 30, at 10.40 P.M., Mr. 
Earle left on the California Limited for 
Chicago. He was at the Great Northern 
Hotel all of the week of December 3. 
From Chicago his route was scheduled 
for Minneapolis; then on to St. Paul, to 
Duluth; back to Chicago; from there to 
Pittsburgh, and then home to the Quaker 
City where he will spend Christmas. 


““At Home” in Room 614, Great Northern 


But,—and here comes the interesting 
part. Mr. Earle leaves for Chicago again 
on January 2, and announces that he will 
be-“‘at home”’ to all visitors at room 614 
Great Northern Hotel, where the Christ- 
mas holiday atmosphere will riot be 
neglected. He extends a cordial invitation 
to all of his shoe traveler and buyer 
friends to call upon him during the Con- 
vention days for the purpose of adopting 
some new ideas and rejuvenating the old 
ones. 
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AMERICAN BEAUTY 
Stock No. 4928 


, 


Women’s Brown Calf Oxford, Shield 
Tip, Foxed Quarter. 1% inch Wingfoot 
Rubber Heel, 95 Last—Goodyear Welt, 
Heavy Sole, Natural Bottom, Stitched 
Bids cvtvececesdcsstivaisudane $3.60 


Stock No. 4952 
Same as above in Black Calf... .. $3.60 
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EVANGELINE Shoes for Women 
IN STOCK 


Sturdy Oxfords for Winter Wear 


Send for Catalog and Price List 
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AMERICAN BEAUTY 
Stock No. 4879 


Women’s Brown Calf Blucher Oxford, 
Shield Tip, Whole Quarter. 15 inch 
Wingfoot Rubber Heel, 96 Last—Good- 
CPN Mo saie es 6000 bbcbanes see $3.60 


Stock No. 4935 
Same as above in Black Calf... .. $3.60 












where our Mr. G. 


promptly. 





Welcome to 186 Lincoln Street 


We are now located in our new Boston Office at 186 Lincoln Street and we 
extend a very hearty invitation to all buyers to inspect our new quarters 
H Sperry will be in charge. 

We will carry a complete In Stock Department of all numbers and with 
our added office and shipping facilities we can take care of your orders very 

















MADE BY 


A. H. BERRY SHOE CO. 


BOSTON SALESROOMS, 186 LINCOLN ST. (4th Floor) 
PORTLAND, MAINE 
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Stock No. 123—$6.00 
Rest Cure Boot 


IN STOCK AAA TO E 

















Williams, Clark and Company 


, Aiea napmpeamsesnes 
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* ti igh Grade ‘Shoe >» : 

A full line of samples of our men’s and women’s 

high grade welts will be shown at Hotel Sher- 





man, Chicago, during week beginning January 
8th. Also our complete line will be shown at 


Room 402, Lee’s Building, Chicago. 


ill! We invite the attention of shoe merchants to 
our novelties for 1923 


WHITMAN & KEITH CO. 


DESIGNERS AND MAKERS OF MEN’S AND WOMEN’S FINE SHOES 


BROCKTON, MASS. 
BOSTON NEW YORK CHICAGO SAN FRANCISCO 




















| Q M. A. PACKARD COMPANY (P) 














SHOE 
For Men and Women 
No. 611 In Stock Now — 
Phlexopedic 


BC D 6-11 “KENMORE” “PROM” 





No. 612 
Same in Brown 
Kid 





625—Black Kid Blucher Oxford 
BCD 6-11 
626—Same in Brown Kid 








BROCKTON, MASSACHUSETTS 
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SEE OUR LINE 
During the Big 
| CHICAGO ; 
: SHOW iS 
H HE 
Wl 
i \= 
1 le 
ba 
The Allen-Goller line will be exhibited at i2 
p the Hotel La Salle, Chicago, during the F 
a week of the N.S. R.A. Convention, Jan- | = 
| uary 8-9-10-11. Buyers are cordially invited a 
| “ to meet our representatives and inspect = 
: | our newest style offerings. r 
: / «A Correct Style for Every Occasion.” E : 











DE A AN A ALAA AA AA LLL SS 


See 
(Ks : 
u 


a ALLEN, GOLLER SHOE Co. , ia e 


oy 60 K STREET, SOUTH BOSTON, MASS. 
il Hi 
Mant 


AAA aoe 
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Wobst Leaders fos. 


Booth No. 176 -- Coliseum 
N.S. R. A. Convention--Chicago 





JANUARY 8-9-10-11, 1923 







The Wobst 
“Best Seller” 
for GIRLS 


Also at Display Rooms, 
Hotel La Salle 


«See our Pumps on the Runway” 


SILVA & COMPANY 


208-16 WILLOUGHBY STREET 
BROOKLYN .. NEW YORK 








Child's Choc. Side Bal.—Lea. Insole—Rubber 
Heel, 44 Dbl. Sole. PSiace O34- Bs coesez $2.00 
No. 305—Misses’ as above. ~ Rca. 2.25 
No. 405—Big Girls’ as above. —6.... 2.85 
Also made in Black Glazed Kid or Can Metal. 
Same price. 






Delivery in four weeks’ time 


The Wobst “Best 
Seller” for 


WOMEN 


BOUDOIRS! 


Are you looking for something 


desirable and dependable in 
this line of foot- 


wear? 


Ican show you 
styles at a price 
that will deserve 
your business. 


Send for Sample 


A. W. GREELEY :: Haverhill, Mass. 








Genume Glazed Kid Comfort Slippers with Cushion In- 
soles and 9-8 Rubber Heels. Net................- $1.60 
No. 601—Same as No. 600, except with two straps. Ry 





| ee er 1.75 

No. 602—Gertuine Glazed Kid Oxford with Leather In- 

soles and 9-8 Rubber Heels. Net................. $2.00 

ips 19-8 Rabber Heals Net», No O02 with Imiteaies APPROVED BY 
MEDICAL MEN 


Special prices on 36-pair case lots 
Asa Ry support for the ankles of 


ng ch hildren and po a fully venti- 
Eivod the a Ventilated Foot 
Developer is unex . Well-known 

surgeons recommend its use. 
Make your stock of 
FENTHAMOP children’s shoes 
OatenTe® complete by gending 


order 


411-421 Vliet St. MILWAUKEE, WIS. 


Retails $2, $3.50 
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Follow Firestone-Apsley National Advertising 


In The Saturday Evening Post and Farm Journals 





A big impetus to the demand for Firestone-Apsley Rubber 
Footwear is being given by this national advertising campaign. 


Page advertisements in The Saturday Evening Post, and in 
national farm ‘journals—The Country Gentleman and Successful 
Farming—will carry the story of Firestone-Apsley quality and 
its basis of over thirty-seven years of manufacturing experience, 
in a convincing way to millions. 


Through this campaign your customers will be made far more 
familiar than ever before with the extent of the Firestone-Apsley 
line—rubber and canvas footwear and rubber heels; they will 
gain a real appreciation of just what the name Firestone means 
in standards of quality and big value. 


Time your selling efforts to take the best possible advantage 
of Firestone-Apsley advertising. It is to your profit not to delay. 
Inquiries from wholesalers and retailers who are not yet dis- 
tributing Firestone-Apsley products will be answered in detail 
with facts about new plans of merchandising and advertising 
as well as localized efforts in individual territories to sell more 
rubber footwear. 


Meet us at the National Shoe Retailers’ 
Style Show in Chicago January 8th to 11th 
Booth No. 210 


Firestone-Apsley 


RUBBER COMPANY 


HUDSON, MASS. 


Manufacturers of RUBBER FOOTWEAR, CANVAS FOOTWEAR, 
RUBBER CLOTHING and RUBBER HEELS 














The Beot and Shoe Recorder will appreciate your mentioning the publication in replies to advertisementa. 
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Fall Profits in Moccasins 


OLGEVILLE moccasins are becoming more and 


more popular for year-round service. They have 
no superior for genuine comfort in general house 
wear. They retain their shape and color after long 


and severe usage. 


You are missing a big opportunity to increase your 
fall profits if you fail to feature these Dolgeville 


moccasins. 


Dolgeville Felt Shoe Company 
Dolgeville, New York 








your mentioning the publication in replies te advertisements. 
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Changes in Business 


Current Events in Failures, Suspensions and Activities 
in the Shoe and Leather Trade 

















FAILURES 


Haverhill, Mass.—Porell & Magee Shoe Co., shve 
manufacturers, offering to compromise 
at 25 per cent. Re liabilities, $10,588. 
Malden, Mass.—S. Rubin, shoes, reported peti- 
tioned into R x 
E. J. Goodwin & Co., Inc., shoe manufacturers. 


petitioned into ptey.. 

Marlboro, Mass.—Indian Y Head ShoeCo., shoe man- 
ufacturers, reported meeting of creditors sched- 
uled for December 15, last. 

New London, Conn. —Manuel Fernandez, shoes 


Pp" 
Clothing Co, 
*titioned into bankruptcy. 
er ., Shoes, etc., re- 
Ba into aoe ‘ 
Learel Hill, Fla.—D. R. shoes, etc., re 
ed petitioned in into ‘bankrupicy 
Atlanta Daher, shoes, reported pe- 
titioned into a 
Blue Ridge, Ga.—J. E. Martin, hoos,ete., reported 
_ Il. a Roginak (Park Bootery, 
Chicago, Ill.—Morris y way 
2730 N. Clark Street), shoes, reported petit: tioned 
into bankruptcy. 
Bazaar Subway Shoe and Clothi 
Maxwell Street), —, etc., 


Fayetteville, N.C.—Alexander Jackson, shoes, etc 
giuine to com ise at 25 per cent. 
Tabor, N. C.—Tuckman & Lasky, shoes, . a 
ported offer i ing to compromise at 25 per 
Cleveland, Ohio—Mrs. Anna Steinberg (St Steinberg 
& Son), shoes, ete., reported petitioned into bank- 


ruptcy. 
Okiehoma City, Gh .—Joseph Fagin, shoes, etc. 
reported petitio into bankruptcy. 
Pittsburgh, Pa.—Louis Eckert, shoes, reported of- 
fering to _—— at 124% per cent. 
Woodlawn, Pa.—Samuel ,shoes,etc.,reported 
petitioned into bankruptcy 
Dallas, Semmes —Dallas Leather & Shoe Finders Co., 
o Suring, % compromise at 35 cent. 
Mineral. Va.—C Burch Co., Inc., , ete., 


Norfolk 


petitioned into icy. 
Va —Ideal Shoe Store (Daniel Richter) 
nkruptcy. 


Boston—Carmen Specialty Shoe Shops, Inc. (162 
Tremont Street), shoes, Nathan Carmen retires 

——— Tanning Co., tanners, recently com- 
Sontag Shoe Co., wholesale shoes, Sydney 
Hartenstein retire 


Rockland, , Mass. — Homestead Welt Shoe Co., shoe 





to ba: eported rece 
. Diamond Plothes Shop (6508, Halsted Street) 
, reported petitioned into ba 
Sam ‘Silverman (4146 W. North Avenue), 


tar Shoe = ow shoes, reported petitioned into 


Wein Co., wholesale shoes, reported ex- 
tension granted. 

Morris Peal (Peal Shoe Shop) (730 Maxwell 
Street), shoes, reported petitioned into bank- 


Virden ill. a & Gleason, shoes, etc., re- 

ed offeri ise at 25 per cent. 

Des Moines, Ia. owe L. Robinson, , ete., re- 

rted petitioned into ban 

Wichita, Kas.—S. M. Woods, 8, reported of- 
fering to compromise at 33 1-3 per cent. 

Bogalusa, La.—Z. A. Davis, shoes, etc., reported 
petitioned into bankruptcy. 

St. Cloud, Minn.—-F. & J. P. Trusinski (Fami 
Shoe Store), shoes, reported petitioned into b 
ruptcy. 

Kaneas City, Mo.—I. Greenherg, shoes, etc., re- 
ported petiticred iric lerbicpicy. 

Newark, N. J.—Brennan & White Shoe Co., shoe 
manufacturers, re petitioned into bank- 
ruptcy. Reporte receiver appointed. 

Tucumcari, N. M:—Tucumcari Co-Operative Mer- 

=— Co., j=. Ss, oe reported — into 

ruptcy. — meeting creditors was 
+ apt A for h 20. 


Brooklyn, N. Y.—Charles Pellicane (136 Graham 


Avenue), shoes, reported petitioned into bankruptcy 
5 = = are &Tobin (164 Graham Avenue), loates 
and findi 


2 Ce tae oy of creditors called. 
Jones Shoe reported meeting 
of creditors 


Greenville, Miss.—W. T. roe ew en dhena, reported 
petitioned into ptcy. 
New York City.—Irving Bierer (Irving Shoe Shop), 
shoes, re; ed mons of creditors was sched- 
st. 

Sam Bercowitz, Inc. (127 Greene Street), man- 
ufacturers of leather trimmi ings, reported peti- 
Cones 5 into bankruptcy. Reported receiver ap- 

in 
—— H. Horowitz (154 E. 86th Street), shoes, re- 
ported meeting of creditors called. 
Israel whey (4234 Third Avenue), shoes, 
embarassed. 








Cleveland, Ohio.—Faflik Shoe Co., shoes, reported 
petitioned into bankruptcy. Reported receiver 
appointed. 

Port Jervis, N. Y.—D. P. Diamond, shoes, etc., re- 
ported assigned. 


Y.—Poughkeepsie Leather & 


= be 
, reported petitioned into bank- 


Findings Co. 
ruptcy. 


filed i tion papers No- 
vember 17 last, with authorized capital of 
$100,000. lent, Louis Verdone, 19" — 
Street, one share; treasurer, Forrest C. Mann, 


one share; clerk, Lawrence Verdone, one 





me have nome 
Wharton, wt A, reported 
RESIGNED.”’ See page 57 of ‘this issue. 











a. a> .—M. Block, shoes, etc., reported 

i 

Russellville, Ark. mtg. V . Cook & Co., shoes, etc., 
succeeded by Moore & Lueker. 

Seenpeny. Ark.—J. F. Ward, shoes, etc., suc- 
ceeded by J. D. Harris 

Seaford, Del A Ly & Payne, shoes, succeeded 
by Vincent’s General Store. 

Nempa./ Idaho—V. T. Elver & Co., shoes, etc., suc- 

od Elver & L 
none Calif.—Palace Lo. a shoes, incor- 
ted with capital of $250 

New Britain, nn.— ty shoes, etc., 
reported sold out to Walter Gilawick. 

I ndependence, Kas.—J. W. McDowell (The = 

shocs, €tc., reperted scld out to W. O. Gra 

Tennille, Ga—H. M. Bashinski, shoes, wad ‘ 
ported selling or sold out. 

Chicago, Ill.—J. Silverstein & Co. (3445 West Roose- 
velt Road), shocs, incorporated with capital of 
$10,000. 

Parkersburg, Ia.—Blandins Clothing Store, shoes, 
etc., succeeded Thole Creamer. 

ge et Kas.—Gunter treat (The Booterie), 

oes, reported sold ou 


Joppa, aro W.Kirtly oe etc., out of business. 

Augusta, Me.—F. L. Hershey, shoes, reported suc- 
ceeded by Miller Bros. 

Bath, Me.—Joseph Solovich, shoes, etc., reported 
selling or sold out. 

St. Louis, Mo.—American Shoe Machinery & Tool 
Co., capital increased to $300,000. 

Verona, Mo.—Ira C. Thomas, shoes, etc., reported 
selling or ‘sold out. 

Schenectady, N. ¥Y.—The Carl Co., shoes, etc., 
capital increased to $800,000. 

Syracuse, N.' Y.—Detroit Nettleton Co., shoes, in- 
corporated with capital of $30,000. 


Long Wear Shoe Co. (1151 Broadway), shoes, 
eaves 2 pertacbip ' 


ee Corporation (40 Spruce Street), 
aisi Phcedeest. and repairing, dissolved 


adem N. "—Bergen- Rindge Shoe Co., women’s 
turn shoe manufacturers, recently commenced 
cae incorporated with authorized capital 


— oe 
Albany, Y.—John Musienski, shoes, succeeded 
Shoe Store. 


N. Y. 
changed its name to Garofalo Bros., Shoe Co., 
Inc.—it was formerly Barber & Garofolo Shoe Co. 
S. Barber still holds his financial interest. The 
lent 
ident ‘and Michael 
Emil Garofalo will con- 


e management as heretofore. 
nn My | Court ‘reat shoes, suc- 


ceeded by Rosenberg & 
Freedman Bootery, se incorporated 
with capital of $5,000. 
Valentine, Neb.—A. John & Co., shoes, etc., suc- 
ceeded by E. T. Gassan. 
Millerton, N. Y.—Shaffer & Thompson, shoes, etc., 
succeeded by Shaffer & Shufelt. 
Newmarket, N. H.—N. W. Brown, shoe trimmings, 
succeeded by Somerset Stay Co. 
New York City—Peter Shoe Co., Inc., manufac- 
ay incorporated with authorized. capital of 


$10. 
= Simon (67 Mott Street) leather and 
findings, reported sold out to Kaufman & + pee. 

Indian Mfg. Con, manufacturers of 
with authorized san 


ings, incorporated 
of $10,000. 
Diamond Shoe Co. (196 Church day] whole- 
sale shoes, capital increased : $1, 
Burnett &'F Feinman (B. & F. ~ 4 Boot 
by Ale (2801 Webster Avenue), shoes, succeeded 


\aecony Bergin. 
i Retbnan (34 6th Avenue), shoes, 
a voi 


Weisclberg & | a pe (54, 196 & 270 Bowery), 


shoes, 
Rochest Ye Gon & Milow Shoe Co., 
le Son ae by P. C . Milow Bho 


Fontteville, N. C.—H. L. Rulmick, shoes, etc., 
succeeded by Stein Bros. 


New Lo Mich. —E. E. Smith, shoes, etc., re- 
selli ing or sold out business. 

Goreville, Il. my A. Grisham, shoes, etc., reported 
sold out to C. A. Walker 

Frazee, Minn.— Warner Merca ntile Co., shoes, etc. 
D. D. Warner retires. 

— Ill.—S. A. Johnson Clothing Co., shoes 

, reported selling or sold out ment. 

st: ‘Poul Minn.—The Golden —— Inc., shoes, 
ete., capital increased to $3,000 

Knox, Ind.—B. L. Favorite, apa etc., reported 
selling or sold out. 

a. Mo.—Chas. Mack Dry Goods Co. 
Shoes, etc., reported selling or sold out. 

Cunshetrel, Minn bat team (Guarantee 

sid out .), shoes, etc., reported selling or 

sold out 





tinue in active 





Newport, Ind 
by Verner Vliet. 

Alta, Ia.—B. A. Peterson & Co., shoes, etc., suc- 

. ceeded by Peterson Bros. 

Lanesboro, Ia.—T. F. Reid, shoes, etc., reported 
sold out to Van Horne & Wick. 

Ashta bula, Ohio—Chain Shoe Store Co., shoes, 
incorporated with authorized capital of $25, 000. 

Shawnee, Okla.—J. E. Walton, shoes, etc., suc- 
ceeded by G. W. Norte 


Canton, Ohio—Original C 
succeeded by Stark lah 
Bayonne, N. J.—Gold -Weber Sales Co., shoes, etc., 
incorporated with capital of $25,000. 
Oswego, N. Y. —Byoenid, Shoe Shank Co., dis- 
so lved partnership. x 


Co., shoes, etc. 
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POSITION WANTED SHOE MAN WANTED WANTED TO PURCHASE 








Wish to connect with a line of ladies’ shoes out of ie ee a misses’ and children’s 

Brooklyn or Haverhill. Twenty years ex- man as assistant in wholesale shoe 

rege Be oe Ta Southern territory pre- seacteties at hes leather and findings house in CA S H P A I D 
Address, D-644, care poet and Shoe Central West. Ad , D-651, care Boot and Shoe 

corder, 207 South St., Boston, Mass. Recorder, 189 W. Madison St., Chicago. for entire shoe stocks or surplus stocks of 

shoes or other merchandise. Any quan- 

tity. Prompt attention given. 


TANNERY WANTED ae ye ye 
Sales Executive Open Phone Canal 0679 


For Engagement 


say cutive seveztewee bee ews WANTED | |GCASHLPATD 


stylish shoes. Have sold shoes represe’ v vestiga 
on the road and have also direct- To buy a tannery for tanning om pC Ti — sbeebs 
ed the sales activities of others. y - Kalter Cerf. Mercantile Co., Inc. 
Have thorough understanding colored or black side leather or 591 Broadway, New York City 
of style tendencies and creation. would like to secure the services Phone Spring 5160-5161-5162 
Thirty-three years of age and 
married. Thirteen years of of a first-class tanner to con- 


a peng so aay Have hand- duct tannery. Address, D-647, DO YOU CONTEMPL ATE 


ed large business. Am looking 
for opportunity to take charge care Boot and Shoe Recorder, Retiring or going out of business? 


of sales and styles for some re- 207 South St., Boston, Mass. . —_ pay value for ay Poe oops J surplus 


sponsible firm seeking wide taken 

channels of distribution. Best ie over. Retabltehed $5 years. 

= references furnished. Ad- 43 I. OLENICK 9531 Canal 
ress, D-636, care Boot and Shoe Sveaduay, Now a ong 

Recorder, Boston, Mass. OPPORTUNITY 












































THE ig 3 en 
Side Line of Boys’ reese MOLDWAY, NOW TORE NT 


SLOW SELLERS 
LINE WANTED Shoes WILLS SURPLUS STOCKS| (\0h 
BUY (ENTIRE stocks )CASH 
We are manufacturers of a very Bargains in shoes always on hand for special sales 
Wet known traveling shoe salesman traveling strong line of boys’ shoe specialities. and bargain basements 
Oregon, Washington, Idaho, and Montana, 
wants line of men’s welts LF retail at $5 and $6. We are desirous of getting in touch 
Address D 623, care Boot and Shoe Recorder, 189 with manufacturers of men’s, women’s 
W. Madison St., Chicago, Il. or children’s shoes who would not We buy quick and pay highest cash price 
for —_ and wholesale stocks of shoes or 
object to having their salesmen carry an ndise. Quantity no object. 
GOOD LINE WANTED our boys’ line on the side, on a straight Foose, 30 years our specialty. 
I am a shoe salesman, 34 years of commission basis. Best of references Bank and tile ref 


age, married, good habits and a fighter 
for business. I am looking for a good required and furnished. Address, D- BROOKLYN PURCHASING SYNDICATE 
line of shoes for the coming season. 646, care Boot and Shoe Recorder, 207 FRANK WALKER, Proprietor 
Would prefer a line for Pennsylvania South St.. Boston Mass. 610 Broadway, Brooklyn 
and New York State, but would also % Phone Stagg 1757 
consider a good turn line for Southern 
territory. For further iculars ad- 
Soe, Oe, 3 ad Recorder, OPPORTUNITIES 
South St., ton, ass. ‘ 
This is a real opportunity for an 
——_ —— or sales yy = SHOE STORES 
w can make an investment in the 
company. ee pa —— — BOUGHT FOR CASH 
patent shoe which should prove the 
TO LEASE biggest thing in the industry. Our Retail or Wholesale Stocks 
proposition open on to real men o 

4 ability. ‘Add "D 548. pthc, Ane geen | Any Amount. Write Me 

Shoe Recorder, 207 South St., Boston, D. KOCH. 908 Putnam Ave., Brooklyn, N.Y. 
























































floor for long term of . 

ished high de store sit- atass 

1 ots city of million 
pepegties ee Died Grate Cee Sateen. us Oo E HIGHEST CASH PRICES PAID 

only reply. Address rz care Boot and Shoe F R SAL for entire shoe stocks. We also buy your 

Recorder, 127 Duane St., New York, N. Y. surplus or slow sellers. Quantities no object. 

ree SALE—Only exclusive shoe Retail or wholesale. Short term leases taken 


ees 
LEASE—Ladies’ and Children’s Shoe De- 98,000. Spot cash off your hands. bay or phone = Corre- 
partment fully equi in a leading d aess. eo ust sell. Est 1890. 
ment store in a town of 30,000 in the Middle et. cash, terms on balance if ae Little MAX. GLAUBERG 
Financial ibilities must be stated in the first Parlor, Ocala, Florida. 52 Lispenard Street, New York Cit 
letter or application = not be considered. Ad- We also purchase clothing, hats, furnishing 
dress all -634, care of the Boot goods, etc. Phone Canal 4154 
& Shoe Recorder, 207 South St., Boston, Mass. 


age suoemergreeer Cone | SHOE STORE 
boys’ and women's shoe department. Store sells CHAIRS WANTED TO BUY 


men's — ing .goods a — 

men’s rea to-wear. ness nm ya black fi 

million dollars a year. Have been = for SETTEES —a ill take = dhe cog LF 

over thirty years. Store we bt to h Ag any a o any one whe 
ts to oO m te 

city of 50,000 population, 200 — from Chi Tom 

Address D-603, care Boot and Shoe Recorder, 307 er See Cages Sea 

South St., Boston, Mass. : 





























» 



































WINDOW DISPLAY FIXTURES 
Inf for Shoe Merch 
TO LET The OSCAR ONKEN CO. eas ae cae cee 


GAMPLE rooms floor space and offices to let, 1181 4th St. CINCINNATI, OHIO pages may fe, tha he who rune 
Harrison Shoe Co., 204 Albany Bldg., Boston. 





























ee ae 
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MISCELLANEOUS 


MISCELLANEOUS 





MISCELLANEOUS 











The Most Popular 
Size Stick 


“VARNUM” 


Trade Mark 
Made in Three Styles, 
No. 1, 2, 3 


With Standard Measures, 
English, French, 
American 






Price No. 3 
$1.50 Each 


“Varnum”’ SizeSticks 
are made of Extra 
Quality Maple Wood, 
with Nickel Plated 
Trimmings. Makes an attrac- 
tive fixture for the store, also 
@ long wearing and useful one 
as weil. 


Write Us Direct if Your Dealer 
Cannot Supply You 





Shier 
Tate Be 






+ TS Be Ps be br bee rie bly bc Be be 








Frank W. Whitcher Co. 


Manufacturers 


‘BOSTON, MASS. 
BRANCH, CHICAGO, ILL. 





FAMOUS GLASS 
FIXTURES 
Shown iz Catalog G. F. 


Wood Fixtures 
Catalog No. 14 
Artificial Flowers 
Catalog No. 19 


Im Stook—Ask for 
eas 3 Window Beas nd Plush 


The Hecht Fixture Co. 
Medinah Bldg. Wells and Jackson 





et By ROOM Chicago 
Just East of Broadway 











Metal Shoe Fitting Stools 


and Floor 
Mirrors 

















Every Shoe Store Needs 


(Trade Mark Reg. U. S. Pat. Off.) 
CURVED JAW CUTTING 


NIPPERS 


The onl Ripper 
made which is just 
the right shape to cut 
out tacks on the in- 
side of shoes. 

**Manchester” 


Trade Mark Reg. U. 8. 
Pat. Off. 


nee are made of 
ade tool steel, 
nee plated with a 
curved jaw that en- 
ables you to cut the 
tacks close to the in- 
ol d specif 

e sure and s y 

Genuine 

“MANCHESTER” 
curved jaw when or- 


Write us direct if 
your dealer cannot 
supply you. 

Price, $4.00 


Frank W. Whitcher Co. 


Patentees and Manufacturers 
Boston, Mass. —,hggrs,Branch 











esta, THECHICAGO 
and Prices WIRE CHAIR CO. 








No. 141 


621 N. La Salle Street 
Chicago, Il. 




















Neatest, ligh 


and mo 
cunventions 1 fitting stool on the at. ~oy 


Carried in stock all wholesale shoe and 
findings houses. = jobber cannot 
— hg PB 
MILBRADT MFG. COMPANY 
2416 N. 10th St. St. Louis, Mo. 


F fi 
* sfilteadt Rolling’ Step"Laddee’ 








| BINDS aswell as SUPPORTS |} 


The Front Arch 


common sense principle of | 
Le Benen supporting appeals to ff 


the Foot Sufferer. 


IT SELLS ITSELF | 
Above Trade-Mark is a facsimile of de- If} 
device we furnish 


ij monstration device 


particulars. 
C. R. ACFIELD, Dept. K. F. 1328 Broadway 
Now Vert City 











seewee| Milbradt Rolling 
| Step Ladders 


] are made in a great many 
styles to suit all kinds 
of stores and shelving. 
They will enable you to 
get along with less help, 
=| save the wear and tear 
patp ye Sire. and 


nce of 
=| your mm. “Shi ~ poe ewe 
G| ject to approval and sat- 
=| isfaction guaranteed. 


S| Write for our latest cata- 
showing 18 styles of 
} ladders as well as other 
store fixtures. 


Milbradt 
Manufacturing Co. 


2416 No. 10th Street 
ST. LOUIS, MO. 











Bicycle 
STEP 
LADDERS 


are made 
in many 
styles and 
to fit all 
kinds of 
shelving. 


Send for cata- 
log devoripe full 


pew ped ol tion 

THE BICYCLE 

STEP LADDER 
COMPANY 

67 Randolph S:. 
Chicago, MN. 

















N° matter what policy you may 
pursue in selling to the shoe 

trade, nevertheless, you need the 
Boot and Shoe Recorder 
All the Time 
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7.00 
10.50 
14.00 





Recorder rates for space less than one-eighth page per 
: 13 times 26 times 52 times 
$3.50 $3. 


12.00 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


OSITIONS WANTED—Four cents per word for 
Minimum amount accepted, 


$2.50 
6.00 5.00 
9.00 7.50 
10.00 





seventy-five 
cents per word 














SALESMEN WANTED 


SALESMEN WANTED 


SALESMEN WANTED 





GALESMEN WANTED—We specialize in men ‘s 
fine welts, made in the Brockton district to 
retail at $5 and $6. Five per cent to the trade and 
6 per cent for selli a a —— 
territory, open in a country rv" 
styles in stock all par as" to ship within 24 
rs to ‘> at $5. Kelley Shoe Co., 
Stoughton, Mass. 


GALESMEN WANTED who are connected with 
first-class house, have established trade and 
cover territory regularly, to sell as a side line, in- 
fants’ turn shoes, sizes 1-5. Excepti strong 
line 30 styles in stock high commission. Give 
references, annual sales, territory, age, etc. 

Shoe Mfg. Co., 67 South St., Boston, Mass. 


E* PERIENCED SALESMEN WANTED—We 
manufacture a splendid line of turn novelty 
footwear for women of fashion. We = desirous of 
fave estab in — with experienced salesmen who 
ve established trade, to carry our. line for the 
season. We only want men who can create 

coal . Splendid unity for real good sales- 








WANTED—Salesmen ~_ States, Chicago, 
b Department, 
say. 238 E. 236th Street, New Teck City. 


SA Toc WANTED for Pittsburg and vicin- 
= men’s dress welts, 





— % 207 South St., Boston, Mass. 


GALESMEN WANTED —Live-wire salesmen 
with established trade on a strai 

pow ye FU 
work and dress » Amy? 

carried in stock. Old “stabi line. A Wonderful 
opportunity for the right man in the f 
territories Ohio, western P Ivania, eastern 
Pennsylvnia, New York, New ire and 
Maine, North Dakota, Montana, Oklahoma. 
references and full particulars i in first letter. Ad- 
dress, D-640, care Boot and Shoe Recorder, 189 W. 
Madison St., Chicago. 





pte 





men. Address == 5 ull particulars 
7, nd Shoe Recorder, 207 South 





ALESMAN—resident or traveling through Mid- 
die West for line of Brooklyn turns. Must have 
— trade. — ull F —~ and 
Commiss' and drawing account. 
Kaddvews idress K-674, care Boot and Shoe Recorder, 127 
ane St., New York. 


He Hered line of ladies’ hosiery in silk. 
ms 9 -grade line ies in 

,i yoy for some real salesmen 
in i iaiddic West, Southwest and Southern States 
Can be carried in wr junction with other high-grade 
line to start with ~ a. age, states 
now traveling and references. ers treated 
confidential. Office 415, 45 E. nko ‘New York, 








AL EEE He have some desirable terri- 
shoe 


=. F ,. oS 1, 19 a 

men who = ive es ae con- 

Sc Mitvenkes, ace 

EXPERIENCED salesmen wanted with estab- 
ished 


de to in stock line. of boys’ 
McKay and McKay welt shoes in Washington, 
Oregon and California, Texas, Arkansas, Oklahoma, 
Minnesota, Al , Ohio, W. Va., Maryland, 
Washington, D. C., is, i i ‘ 


Six per cent straight commission. A 
care Boot and Recorder, 207 South St., 
Boston, Mass. 











ANTED—Shoe salesmen who cover their 
territory close and have established trade to 
represent a manufacturer making a short line of 
pr play and school chen t in the States of 
— Oklahoma, Virginia. In first letter give 
territory covered in detail, it connection, 
amount of shipments last t » years. E. J. 
Ramsey Co., 967 Atlantic Ave., Brooklyn, N. Y. 


WANTED—For States of New York, North 
Carolina and South Carolina, and Kansas. 
Salesmen experienced in selling factory line, by 
manufacturer of one of the most popular lines of 
Western made high-grade men’s shoes. 
Staples and semi-novelty styles carried in stock. 
Must have successful record and a substantial 
following. Give full information in first letter. 
This is an exceptional opportunity 4 live, high- 
ade salesmen. voy need not apply. ma rae 
»-649, care Boot and Shoe fp a 
St., Boston, Mass. 





MARUFACTURER of Infants’, Children’s, 
Misses’, and Growing Girls’ turn high 
de at attrattive » 
fe states: Kentucky, T , 
arolina, Georgia, Florida, Alabama Missis- 

sippi, Ohio, Indiana, Michigan, Wisconsin, Mn 

nesota, Iowa, Missouri, , Oklahoma, 
~ vase. Wyoming, North Dakota, "South 
ota a evada very large stock depart- 
ment gives jiate service. We Ao make and 


ALBARN a a line ladies’ Saey 
in stock, Middle W. 
also fall line felt felt tinpers to for Nebraska Iowa Mis- 
Kansas. 


and styles right. we 
D635, care Boot and Shoe ecorder, 207 South 
St., Boston, Mass. 


PPROANENT Bed Middle Western manufacturer of 
F—y~ F eB and ——_ 
Pet ph ating soe 
Bestar See “We are 
salesmen with 


y interested in 
and ul standing in Roseeier, 
Arkansas, Loui- 














men calling 
pat ee Ry ~- 1! 
Set. Brand Ghee Corpuretin Rede NY. 








immedi 
stock several styles of Old Ladies’ comf. 
and “monthly. "We pref riot i 
paid — y. 
those not covering more 
Address. D 626, care Boot and 
Co., 207 South St., Boston, Mass. 


SALESMAN of proven ability wanted for the 

states « Texas roues ons Oklahoma and Northwestern 
contre. aera D 628 Boot and Shoe Recorder, 

189 W. Madison St., Chicago, Ill. 











Wanted! Wanted! 


PRODUCERS 


for the 


“BISON BRAND’’ LINE 


Short but complete IN-STOCK 
THE YEAR AROUND. Solid Lea- 
ther Full Vamp. Has Milwaukee 


market earmarks. 


Among others, Iowa, South Wisconsin, 
South Illinois, New York, Arkansas, 
South Texas open the comi season. 
Address application with full details 
to the Portage Shoe Mfg. Co., Portage, 
Wisconsin. 


SHOE SALESMEN ONLY WANTED— 
Ps as ~¥ line stitehdowns, 2 to 


4 S, By sqgtiny yan 


fedinss” Note Nebraska, Wisconsin, Rocky 
We do not Job. NON-SLIP pares: 








SHOE SALESMAN 


Calling on retail trade in Middle 
West, Central and Eastern States, to 
carry as side line, yo Elkskin 
child's welt 5 and pow ae 
pegutesty priced. Two sam 
: ut winners. —_ } Seealic te me in first 
etter. Elias-Katz Corporation, 
Los Angeles, California. ; 





Salesman Wanted 


s 4. 1. 


in Chicago o: 
waa to cover the trade in Chim 
and oueyins districts. The man we 
want is possibly at mom y od a shoe 

tative with a good knowledge 
the many retail shoe stores in Chi- 
cago and vicinity; or he may be a sales- 
man for one of the shoe jobbing 

of 3 Or a retail salesman with 
wide acquaintance —- the trade in 
that city. Entire tim 1 be spent in 
covering this trade | vs mag ms 
and commission basis. ply 

by letter ‘only giving full , —~ %,. 
references. Moore-Shafer 

Mio Co., Brockport, N. Y. 
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—— For YOUR tarcix SALE! 


Price smashed to clean up this lot. Send $1.70 for 
sample pair, or only $4.00 deposit for sample case. 


Price SMASHED! 


Solid, full ofwear. Over weight leather soles 
Heavy leather insoles. Guaranteed counters 


Genuine U.S.ARMY 370 


Munson Last Shoes. Guaranteed 
New and Perfect. Tan Army 
Color. Sizes 6-10, 6-11 and 


Boot and Shoe Recorder 


PUBLISHED WEEKLY IN THE INTEREST 
OF THE RETAIL SHOE MERCHANT BY THE 


BOOT AND SHOE RECORDER 
PUBLISHING CO. 


(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 
OFFICERS OF THE CORPORATION 


CHARLES G. PHILLIPS, President 
EVERIT B. TERHUNE, Treas. and Gen'l Mgr. 
GEORGE W. R. HILL, Ist Vice-President 
H. WALTER SCOTT, 2d Vice-President 
ARTHUR D. ANDERSON, Secretary 





raere< | 


CrarTs Te<om | 


a) hy site 


Immediate ;A few 
Delivery cases 
Guaranteed run6-9E 


x ‘ 
ty »” 
"2d azeyyresssis 


. ‘ 24Pr 
— E Wide Only. TO 


Send TO f Each 
.00 for 
Case Ordered CAS E 


BRADLEY BOSTON CO. 


DEPT. 20 BOSTON, MASS. 





SALESMEN WANTED 


SALESMEN WANTED 





Wagons manufacturer of high-grade work 
and sport shoes would like to communicate with 
experi salesmen to handle line after Jan- 
fh 1923, on 7 per cent commission basis. Fol- 
tori : Kansas and Nebraska, 


territories open: 

et a vi i and West Vi , Penn- 

givana New Bgland Staten North ina and 

th Carolina. and Florida, Mississi 

and Alabama, Tennessee, and Arkansas. 
icanta must establ 

record 

St., Boston, 





WANTED 


Salesmen for Goodyear glove rub- 
bers. States, Illinois and Iowa. 


MARION RUBBER CO., 
Marion, Ind. 








corder, 207 South 

WANTED—Hi de men to sell quality 
Goodyear 

welt dress shoes in territory south Ohio River 

and States of Texas, Oklahoma, Arkansas, Louisi- 

ana, Eastern Ohio. Short line. Commission 

Men selected must be producers and used to selling 

quality merchandise. Address D-607,,care Boot 

and Shoe Recorder, 207 South St., Boston, Mass. 


ANTED—Salesmen carry exclusive side 
line Rochester made “Infants Soft Soles and 
font § Step Turns. | eng — and speci 
y 

620, 


7 per cent. 
territory, eae © Address 
care Boot Shoe Recorder, 623 Powers Bldg., 
Rochester, N. Y. 


REAL SALESMEN wane ve manufac- 
ture a compkte line of i children’s. 
and misses’ growi ng cirle turns; alse ‘a short line 











umbers. 7. 
Shee Co., Inc., ise Daune Bee New k City. 


ANTED—Salesmen t nmi Ay manufacturer's 
lt. of Penesgtvenia medi a ang 
and qowins gicls’ welts, IN K 
PROPOSITION Good ee available. Only 
salesmen with established trade need apply. Lib- 
eral commission basis. Address D-595, care Boot 
and Shoe Recorder, 207 South St., Boston, Mass. 








MILWAUKEE 
WORK SHOES 


We have the following territories 
open for big caliber salesmen; New 
York, Ohio, Iowa, Colorado, Minae- 
sota. Established busi 
sion proposition. STEVEN STRONG 
SHOE CO., Mil kee Wi i 














SALESMEN WANTED 
Salesmen calling on retail and de- 
partment store trade to sell = om —, 

entgcton, (ne of snetian enke : 
ag © gt 3 prin 











SALESMEN 

Wonderful Side Line Proposition 

Trade marked and ininola, hted line 
of children’ ‘se shoes. Reasucky, 
Kansas, Nebraska 
Iowa, Wisconsin, eee dy Write 
for partioginn. Address, D-638, care 
Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 











FIRST-CLASS SALESMAN WANTED 
Well-known manufacturer of felt 
footwear is looki for experienced 
salesman to cover Pen oy and 
New Jersey territory. Only first-class 
man with established trade nent apply. 
Splendid opportunity for the ht 
party. Address with references and full 
culars. , D-645, care Boot and Shoe 
ecorder, 207 South St. -» Boston, Mass. 














POSITION WANTED 


AYyanuary Ist. and sales manager, available 
Lee Ist. Capable advertis 
aa in all branches 
and merchandising. 








pelling gh to 
. Specialist in pk ey and direct. —F| 
campaigns. Address, D-642, care Boot Shoe 
Recorder, 207 South St., Boston, Mass. 


OUNG man with 10 years shoe experience and 
Rb ity desires connection as road 
salesman with reliable manufacturer or jobber. 
Address, D-643, care Boot and Shoe , 207 
South St., Boston, Mass. 


Lig atmos position az omg — E .-e and 


age ourteen 
Best of references Address, P. O. Box 295° 95° Milton, 











MANAGER and assistant buyer, ay le ex- 
. Position with 

town considered. Address, K-675, care 

Boot and Shoe Revorder, 127 Duane St., N New York. 


"YOURG menting pean tasinns a eaten. 99 pads 
man, to cover Southern M and N. 
ern Indiana. At Ai"present working atthe fetal shoe 


i Sonu sualing 6 chases toe Best, of 
ony RAS 280 No. Winans St, 
Bans. Address, 





SWAIN, CARPENTER & NAY, Counsel 
73 Cornhill 


ARTHUR D. ANDERSON, Editor 
E. C. LOGAN 
OWEN A. THOMAS 
HELEN M. HANEY 
Associate Editors 





PUBLISHER'S NOTICE 


ena ye a ee serie 98.00 price of the 
and Shoe Recorder is $5.00 a year in ad- 
wo dy gts includes pons in the United 
States, Cuba, Hawaiian I ds, Phili 
ds, Vir, . ds, Alaska Canada, 
ico, Costa Rica, Dominican “Republic, H Hon- 
duras, Ni a, El Salvador, Argentina, 
Bolivia, Brazil, Colombia, iador, 
Uruguay, Spain. The Balearic Islands and 
Canary Islands. 


FOREIGN SUBSCRIPTION—The price to all 
foreign countries era he the above is $10.00 
year, including pos' 
subscriptions are gan in advance. 


ADVERTISING RATES—Card of Advertising 
Rates furnished on application. For rates 
for Wants, for Sales, etc., see Want Page. 








OFFICES IN 


a OFFICE, 207 Py Street Gere. 

spondence rela nts shoul 

be addressed te the B Boston = 

BROCKTON OFFICE: 224 Moraine St. Geo. 
W. R. Hill, Manager. Telephone 507. 


CHICAGO OFFICE: 189 West Madison St. 
Telephone Main 1089. B. C. Bowen, Manager. 


ST. LOUIS OFFICE: 1627 Locust St. B.C. 
Bowen, Manager. 

NEW YORK OFFICE: Room 101, Graham Bidg., 
127 Duane St. H. Walter Scott, Manager. 
Telephone 2425 Canal. 


PHILADELPHIA OFFICE: Suite 1420, Widener 
Building. H. Walter Scott, Manager. 

HAVERHILL OFFICE: Chamber of Commerce. 
Rooms, Hav National Bank Bldg. Geo. 

ll, Manager. 

as ae ta a Se Spend Netieest 
Bank wen, Manager. Tele- 
phone Canal 4426 


ROCHESTER OFFICE: 623 Powers Bidg., 
Rossiter L. Seward, Western New York Repre- 
sentative. Telephone Main 969. 
LYNN OFFICE: Fred A. Gannon. 
wr a oe OFFICE: Leonard E. Meyer. 
(B. C. Bowen, atemngtt). 405 Broadway. 
Telephone Broadway 18 
WASHINGTON opyace: William L. Daley, 
Jackson Place, N. W. 


salon OFFICE: 2 Rue én Italiens. L. Hub- 
bard, Manager. , 

LONDON OFFICE: John C. Cartice, Manager, 
11 Haymarket, London, 8. England. 

AeTPALAN OFFICE: 430. the Collins St. 
Melbourne. G. Jervis Manton, Manager. 

COSSETICEITTAL. OFFICE: William Selemen, 

Manager, Wasagasse 2, Vienna, Austria 

ARGENTINA: ae Aires, Rivadavia, 2721, 
P. Sabazzini, Gerente. 

BRAZIL: Gerente. John S. Fitch, 88 Rue 
General Camara, 88 Sob. 


CHILE: Santiago, Las Rosas 1123-1127. Otto 
Fuhrimann, Gerente. 

CUBA: Mr. H. Gomez, Corrales, 2A Havana, 

JAPANESE OFFICE: Yokohama. J. F. Wager, 
Manager. 


SPAIN: Gerente, Leoncio de Miguel, Librere. 
Editor, 20 Fuecarral, Madrid. 
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1 FRENCH.SHRINER & UR 


MENS SHOES 


French, Shriner & Urner Shoes are 
easy to sell—they are recognized as the 
standard in style, comfort, and service- 
ability. 


French, Shriner & Urner Shoes always 
fit—there’s a model made for every kind 
of a foot. 


French, Shriner & Urner Shoes have 
been giving wear, comfort and satisfac- 
tion for over a quarter of a century. 


THE DERBY French, Shriner & Urner Shoes can be 
Aitiastid saticiiiniiitaniamai delivered to you from our stock without 


Flat forepart, low outside shank delay. 
and slightly receding toe. A real 


e-somamay ‘cag French, Giriner French, Shriner & Urner Shoes earn 
for the dealer a liberal profit. 


No. 10 French Calf Bal. 

No. 52 No. 3 Viking Oxford 
No. 58 Cordovan Bal 

No. 76 Gun Metal Oxford 
No. 121 No. 3 Norwegian Bal. 
No. 189 French Calf Oxford 




















FRENCH, SHRINER & URNER 


Factory and Salesrooms: 63 Melcher Street, Boston, Massachusetts 








Superiority Built in =m aR Not Rubbed On | 
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IAMOND Brand 
Fast Color Eyelets 
on her shoes and the 
“‘sterling’”’ mark on her 


silverware—both guar- | 


antee ‘‘quality”’ to the 
woman of today. 


UNITED FAST COLOR 
EYELET COMPANY 
Boston :: :: Massachusetts 








